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Does it (pay to pass all pleasures 
On our journey through this life?

Does it pay to hoard vast treasures, 
Causing others pain and strife?

Does it pay to leave behind us
All the good friends that we meet,

Breaking all the ties that bind us 
To the joys that make life sweet?

Does it pay to grab and plunder, 
Seeking only fame and gold,

Rending hearts and homes asunder 
To secure what neighbors hold?

Does it pay to climb by walking 
Over weak souls on our way?

Does it pay to dash on, mocking 
Those who falter?— Does it pay?'

Charles Horace Meiers.
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Watson-HigginsBDg.Co.
G R A N D  R A P ID S. MICH.

Merchant 
Millers

Owned by Merchants

Products sold by 
Merchants

Brand Recommended 
_ by Merchants

NewPerfectionFIour
Packed In SAXOLINPaper-lined 

Cotton, Sanitary Sacks

SANITARY

REFRIGERATORS

For All Purposes 
Send for Catalog;

McCRAY REFRIGERATOR 
CO*

944 Lake St* Kendallville, Ind*

COMPRESSED YEAST A N D  
GOOD HEALTH

For a number of the common ailments 
that affect most of us at intervals—

Fleischmann’s Yeast
is a positive cure.

Increase your sales by telling your cus
tomers about it.

T H E  F L E I S C H M A N N  C O M P A N Y

Lily White
" The Flour the Best Cooks Use”

is a blended flour of the best possible quality. We 
have contended for years that the best flour for family 
use is a blended flour; that is, a flour made from the 
best varieties of hard and soft wheat.

The hard, or commonly called spring; wheat, is stronger 
in gluten, rich in protein, while the soft winter wheat 
produces a flour of delcious flavor and excellent color. .

By properly blending the two varieties of wheat and 
grinding them together we obtain a flour rich in pro
tein and nourishment, of the best possible color and 
delicious flavor—a superior quality flour.

That is why we sell LILY WHITE FLOUR under 
the guarantee that your money will be returned if you 
do not like it better than any flour you have ever used 
for every requirement of home baking.

VALLEY CITY MILLING CO. 
Grand Rapids, Mich.

Ads like these a re  being ru n  regularly  and continuously in the  principal 
papers throughout Michigan. You will profit by carry ing  Lily W hite  F lour 
in stock a t  a ll tim es, thereby  being placed in position to  supply th e  demand 
we are  helping to  create  for Lily W hite  Flour.

LIGHT HOUSE
COFFEE

IS

Q u a l i t y  H i g h e r
Coffee Mills Located at Detroit, Michigan

SOLD BY ALL OUR HOUSES

N A TIO N A L GROCER COMPANY
Detroit Grand Rapids Saginaw Bay City Jackson Traverse City
Cadillac Port Huron Escanaba SaultSt. Marie Lansing Decatur, 111.

South Bend, Ind.
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POISONED AT THE SOURCE.
A movement is now apparently  

gaining ground in this country  which 
will ultimately  sound the death knell 
of the public school system of A m er
ica.

Reference is here made to the ef
fort German spies are making in all 
parts  of the country to array the 
teaching classes on the side of the 
I. W. W. by inducing them to form 
unions and become affiliated with 
the American federation of labor. 
Union officials affirm tha t  already 153 
charters have been granted  to local 
unions of teachers and only last week 
the Teutonic element in the high 
school teaching force at Detroit  o r 
ganized a union, applied to the Am er
ican federation of labor for a charter 
and authorized the officers to make 
immediate application for affiliation 
with the Detroit  federation o f  labor 
and with the State federation.

Unless this movement toward the 
adoption of I. W. W. doctrines is 
immediately checked and summarily 
extinguished, the admirable school 
system of America, which has come 
to be regarded as the best in the 
world, will cease to function as an 
educational institution of high char
acter and become a feeding ground 
for the creation of slackers,  slovens 
and criminals. Any person who takes 
the infamous oath of the trades union 
automatically  ceases to be a Chris-
tian, an ree agent.
He becomes an Ishmaelite, with his 
hand against every o ther  m an ’s hand. 
His mind becomes a stranger to all 
that is good and true and his tongue 
begins dealing out deadly poison. So 
long as he associates with adults and 
men who think for themselves, the 
evil he can do has its limitations, but 
when he m asquarades as the instruc
tor of children, whose minds are in a 
formative condition, the evil he can do 
is impossible of computation. His 
teachings then become firebrands 
which can easily set the world on 
fire.

The greates t  outstanding feature of 
our public school system has been

its democracy and equality. Jew and 
Gentile, P ro tes tan t  and Catholic, rich 
and poor have sent their children to 
the public schools with every a ssu r
ance that their little minds would be 
trained a long the lines o f  rectitude 
and right;  that no perfidious doctr ines 
would be inculcated; that  the seeds 
of anarchy  and unrest would be ca 
billy eliminated; that  class prejudi

¿rowing minds of the young.
1 lie recent action of the Deti

and the school system of every other 
city and town where 1. \Y. \Y. doc
trines are permitted to be implanted 
m the minds of our youth through 
an unholy alliance of the teachers with 
labor unionites whose hands are red 
with the torch  of the incendiary and 
tlie bludgeon of the assassin. The first 
step in that direction is the violation 
of contracts  which has been so much 
in evidence during the past few 
months. Any teacher who voluntarily 
violates a contract made in apparent 
good faith has taken the first degree 
in the I. \ \ . \V. and the union, be
cause a contract entered into with 
either organization has no more bind
ing force than a contract with Ger
many. After taking the first step, 
the path is easy and the journey 
quickly accomplished—ending with 
affiliation with the union, which casts 
honor to the winds and renders the 
novitate an outcast to everything de
cent and praiseworthy.

Men of America, are we going to 
stand idly by and see our m ost  cher
ished inst itution- the bulwark of our 
liberties—wrecked on the rocks o f  the 
I. \ \ . \ \ . and its twin infamy, the 
labor union?

WHY PRICES WILL BE LOWER.
I here are signs which, a lthough 

not conclusive, are at least significant 
of changed relations between buyers 
and sellers, and which indicate that 
merchandising conditions cannot long 
remain as they have been for the 
last live years or  so. One of these 
signs is the fact that buyers are no 
longer taking as gospel t ru th  s ta te 
ments which producers and manufac
turers  are making as to costs of p ro 
duction or as to paucity of output. 
Such s ta tements  led to the bidding 
of buyers against one another,  with 
the natural effect of causing prices 
to rise to what were conceded to be 
unwarranted  levels. Manufacturers 
when rem ons tra ted  with for their 
high charges were wont to assume an 
injured att itude. They said that o r 
ders for goods piled in upon them in 
such volume that they were offered 
more business than they could a ttend 
to, and that, in self-defense, they  put 
up prices to what they considered 
prohibit ive levels, and were astonish-

ed to find buyers willing to pay them. 
Hut they forgot to add that the buy
ers were induced to act as they did 
by the sedulously circulated stories of 
scarcity ot goods and the encourage
ment of speculators, who were willing 
to pay premiums on early deliveries. 
W hen manufacturers,  furthermore

a re  began to dole out goods by allot-
ices ments there w;is e very induceiment

be for pe rspits to <>rdeir more than they
the could make use of in order that they

might secure an a de (piate quota. And
roit this vcry exces s oii orders wa s in
:on- some instances mac le use of ais an

excuse for increasing prices.
Xow the evidences are that produc

tion in most lines has overtaken con
sumption and that, in some instances, 
it is exceeding this. Im ports  are in
creasing and exports  of manufactured 
articles are being checked. If these 
conditions continue there  is bound to 
be a surplus of goods of different 
k 11 d s . Meanwhile, consumers are
showing more pronounced rebellion 
against paying the high prices now 
asked. I he head of a chain of stores 
m a number of large cities said the 
o ther day that only reduction sales 
brought  crowds around their coun
ters. In view of these circumstances 
the att i tude of buyers,  especially those 
of the big stores, has been showing 
a v ei \ decided change. AI any are 
frankly holding back on their pu r
chases in the expectation of securing 
lower prices later on. and quite a 
num ber  are restrained by the fact that 
their stores require an “ (). K." from 
tlie merchandise m anagers  on all buy
ing except for filling-in purposes.  \ o  
fear is expressed tha t  there  will be 
a scarcity of goods when they are 
called for, although this threat is still 
held over their heads. They have 
heard the cry of “wolf” so often that  
they are no longer impressed by it.
I lie \ are willing to take their chances 

and there are enough of them ap p ar
ently to make quite a dent in the Inly
ing. 1 he enforced reduction of r e 
tail prices in some cities may have 
something to do with this, since s to re 
keepers are not inclined to load up 
with merchandise which they may 
have to dispose of at a loss. But all 
the conditions are ra ther unfavorable 
to the purposes of those who insist 
that prices must go higher still ra ther 
than lower.

! he convention of the Michigan 
Retail Dry Goods Association, which 
will be held in this city three days next 
week, promises to be the most im 
portant  meeting ever held by that  o r 
ganization. The p rogram m e has been 
arranged with great care. If one-half 
the speakers a rranged for put in an 
appearance and take the par ts  assign
ed them, the convention cannot fail 
to mark a great  advance in the p ro 
gress of the dry goods trade of Mich
igan.

AMERICA’S STAR CHAMBER.
I he voluntary elimination of tw en

ty-three defendants in the Xewberry
case, on motion o f the a t to rn i■y for
the ad; >:ilistratio!n. gives added force
to all the Trades inan lue■i said iin the
past regard in g  tin infame ms character
of the g rand ji iry s y stern. These
t wenty-tlnree met i were indictc:d by
the gram 1 jury laist fa! 1 and t heir
names we;re bandi e<1 abou t for m onths
as violato rs uf the law. They were
forced to come ti > ( i rand Rapid s and
furnish !>;til fin their a jipearau ce in
court. Ft ir the ;>ast five weeks they
have been compe lied to sit in court.
listening :to a gr,e a t mas s of alleged
testimony which lìad no boari rlg oil
their case s, not i apply• a striotigcr
and more inclusiv e term to the mes.s.
Then the;e were in forme d that they
were “dis missed,' but h;ad to make
an e spec isd appeal to tin■ trial judge
to obtain an ord*:*r that a verdi et of
“not guilt;»■ be erite.•red o]¡iposite t heir
names.

Whetheir or  ne>t more defen dants
are “dismissed” i i moti oil of their
attorneys. this fact stane Is out clear
and indisputable : Twenty-three  men 
have been wrongfully, wickedly and 
unjustly  disgraced for all time by a 
dark lantern tribunal that has as its 
prototypes tlie bloody inquisition of 
Spain and the s tar  chamber p ro 
cedure of medieval England. The 
g iand mi \ has no m*ire place among 
the institutions of this country than 
Germany has am ong the civilized na 
tions of the earth.  It is a one-sided 
institution which is so underhanded 
and indecent tha t  it deserves the c o n 
tempt of  every fair-minded man in 
America. rite  sooner it is thrown 
into the discard, a long with its dis
reputable prototypes,  the sooner will 
American legal procedure  be purged 
of its worst  curse.

A great white azalea that ha s been
m bloom for more than half a cen-
turv always stands upon the pulpit
desk of the C<mgregationa! ch;ipel at
South Norwalk, Conn., when the
church has its annual rollcall. It is
kept in tlie home of the former pas-
to r  and never permits itself to be
seen without a blossom.

D etro i t—The; .Accessory Sale s Cor-
poration has Ikten organized to manu-
facture and de;il in parts ,  accès sor ics.
etc., for motor vehicles, aero]planes,
etc., with an a uthorized capital stock
of $40,000. of which amount Í$.32.001 )
has been sub.se ribed and paid in. $12. -
000 in cash and $20,000 in property.

Detroit— E. J. Tabu & Co., m anu
facturer and dealer in barbers  sup 
plies, fixtures. etc., merged its busi
ness into a stock company under the 
same style, with an authorized capital 
stock of $80,000, all of which has been 
subscribed and paid in. $4,850 in cash 
and $75,150 in property.
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THRIVE BY OPPOSITION.

Treat Illegitimate Competition With 
Assumed Indifference.

A general m erchan t in a th riv ing  
Ind iana  tow n sends the T radesm an 
th e  fo llow ing le tte r  of enquiry :

I am  going  to  avail m yself of your 
very  generous invitation  to w rite  you 
about som e of our problem s. W e 
carry  a general line, such as g ro cer
ies, m eats, clothing, dry goods, shoes, 
etc., and a good p a rt of our trade  is 
credit, as we are  located  ou t in the 
shop and ra ilroad  d istric t. In  hand
ling  our accounts we use the dupli
cating  book system , sim ilar to  the 
M cCaskey, g iving duplicate sales 
slips, carry ing  the g rand  to ta l w ith 
each purchase. My b ro th e r has been 
advocating  the adoption  of a different 
system , in which we would do aw ay 
w ith these  books and use m etal 
checks o r the sto re  m oney system , 
po in ting  out th a t by so doing, we 
would elim inate, to  a g rea t ex ten t, the 
e rro rs  which are so frequently  made, 
even by careful salesm en. W e find 
th a t in carry ing  the balances forw ard  
to  the nex t slip, in a case w here such 
balance to  be carried  forw ard  is say, 
$19.68, som etim es it is only  carried  
fo rw ard  as $9.68, and a lthough our 
books are  audited  frequently , in p ick
ing  up these “d ro p s” som etim es, it is 
hard  to  convince the custom er th a t 
it is due us. T hen, take a case of 
w here you do no t ge t p rom pt se ttle 
m ent; som etim es, you know, it goes 
for years before you can induce some 
of them  to come across, and where 
you do get a t one of th is kind, his 
first sally is, “Give me an item ized 
s ta tem en t,” which m eans th a t you 
have to  go back th rough  several hun
dred  back filed books, and then make 
up a sta tem en t from  that, which even 
then  is o ften  disputed. Now. as I 
understand  it, w ith  the sto re  m oney 
o r sim ilar system s, when you give a 
custom er $5 o r $10 w orth  of this

m oney you charge him  up w ith th a t 
am ount and he, in tu rn , signs w hat 
is v irtually  a p rom issory  note, which 
is in itself an advantage, as a note 
can run  several years longer than  a 
hook account before it outlaw s, and 
then  you have the cu stom er’s w rit
ten acknow ledgem ent th a t he receiv
ed cred it to  th is am ount and thus 
offset d isputes which tu rn  up w ith 
the system  we now use. Then, too, 
it appeals to  me th a t it would be much 
easier to  keep in touch w ith your 
cred it sales, as th is store m oney can 
be handled th rough  your cash reg 
ister, w hereas in m aking up your c red 
it sales, we have to go over each 
book th a t is used th a t day. W e use 
a wooden case to  file our books in 
(no  fire p ro tec tion  to them  a t all you 
see), w hereas, w ith the o th er system , 
the notes as signed by the custom ers 
are filed aw ay in a fireproof safe, 
along w ith our o th er records, as the 
no tes would not take up m uch room  
in our regu lar safe. So m uch for 
the con tem plated  change, and now 
for the cross exam ination. H ow  would 
our trade, so long accustom ed to our 
o th er system , take to the change? 
A nd in m aking deliveries, supposing 
the o rd er to have been phoned in, we 
find no one a t the house when de
livery is made, so consequently  cannot 
m ake collection of the sto re  m oney or 
m aybe in com ing to  the store they  
fo rget to  b ring  their store m oney with 
them , and in tak ing  care of such 
charges I forsee a g radual reversion  
to  the system  now in use. F o rg o t to 
say th a t in favor of the store m oney 
system  we have th is poin t to  offer: 
W e often find th a t during  rush  hours 
some goods ge t out w ithout being 
charged, but in using the sto re  m oney 
system  I believe it would have the 
psychological effect of m aking the 
clerk  m ore careful about ge ttin g  the 
m oney for the  goods, as I believe 
m ost of us are m ore careful about 
g e ttin g  the cash than  we are about 
“ju s t m erely charg ing  it,” failing to 
gain the conception th a t it is ju st as

im p o rtan t to m ake the charge as to 
get the m oney. Now, w hat we w ant 
to  know  is th is : H ave you had any 
experience w ith th is sto re  m oney or 
any o th er sim ilar system  and how  do 
you regard  it? I find only one or 
tw o very sm all s to res here use the 
sto re  m oney system , hard ly  doing 
enough cred it business to  give it a 
good tryou t. If  the system  is as good 
as its p ro m o to rs  claim  for it, w hy is 
it th a t the system  is no t in m ore 
general use?

Now we come to the very in te res t
ing subject of co-operative stores. 
T h is is a division poin t on the E rie 
Railroad, so we- have a very  large 
labor union elem ent to  contend w ith 
Some four or five years ago they 
were very successful in capitalizing a 
co-operative store, which lasted the 
usual allo ted  tim e for such ventures, 
som eth ing  like two years, I believe, 
a fte r which it peacefully passed away, 
w ith a nice tidy  loss to  the stock
holders. O nly the o th er day I  n o 
ticed som e handbills being passed 
around bearing  the in te res tin g  cap
tion, “Notice, C onsum ers!” s ta ting  
how they  are go ing  on to  p u t the 
quietus to old H . C. of L. and, inci
dentally, the robbing  profiteer, gen
erally  know n as the grocer, who in 
m ost cases is good enough (or shall 
1 say fool enough) to  carry  these rad 
icals on his books, often to  lose the 
am ount of the bill, (and I o ften  do it 
and believe o th er grocerym en do, too) 
when th is same custom er is m eeting 
m isfortune. W hen the coal dealer or 
doctor or landlord  will no t give them  
credit, we go down in our jeans, dig 
up the $5 or $10 they need, and put 
it on the book for them . But to  get 
back to the subject. T hese dodgers 
are put out by w hat is know n as the 
N ational B rotherhood. I believe th at 
is the nam e of them  and they  p ro 
pose opening a co-operative here and 
they have so rt of an insurance clause 
for paying their m em bers during  
sickness and accidents a stipulated  
am ount. Do you know anyth ing  of

th is N ational B ro therhood  and have 
yrou anyth ing  to  suggest tow ard  d is
courag ing  it? O f course, we all know  
th a t if it does m aterialize, its store 
will soon go the way of all good (?) 
co-ops, but if there  is any way to dis
courage it a t the m om ent of incep
tion, it will ju st save all grocerym en 
here a little  annoyance during  the 
year or two it m ay run. W hy  is it 
th a t we have p re tty  s trin g en t laws 
about oil, m ining and o th er such ven
tu res m aking elaborate prom ises of 
the m agnificent re tu rn s they  will pay 
those who buy stock, yet year a fter 
year these co-ops bob up, prom ising  
to save or pay their stockholders 
anyw here from  10 to  25 per cent, on 
their investm ent. Could no t these 
laws be m ade to  apply to these p ro 
m otors? And while we are  on the 
subject, I have in m ind a wood w o rk 
ing shop that, a lthough  it is not 
unionized, is encourag ing  its em ployes 
in the co-op m ethod of buying. One 
em ploye acts as a so rt of a secretary , 
m akes out the requisitions of each 
em ploye and sends the o rd er in to 
som e wholesale house th a t special
izes in th is business. T he hum orous 
p art of the whole th ing  is th a t a few 
years ago, when the ow ners of th is 
shop came here, they  were practically 
penniless, and the  business, then  on 
a sm all scale, was financed by the 
business people here, grocerym en in
cluded, form ing w hat was know n as 
a boom  fund. W e donated  them  a 
tidy am ount to  s ta rt the business. 
T hey  have as their big line cedar 
chests and the business from  the  sta rt 
was very  successful, so th a t now  the 
ow ners are p ractically  independent. 
One of the ow ners, who is a hustler, 
was for a n um ber of years P residen t 
of the C om m ercial Club here and at 
various m eetings held to  encourage 
hom e buying he presided and made 
some very sincere appeals to  the  resi
dents to rem ain loyal to  their home 
m erchants. A t the  sam e tim e he and 
his fam ily w ere the m ost flagrant 
v io la to rs of th is appeal in th a t they

The Best Bargain Is Quality.
Quality builds Goodwill—by giving Satisfaction—and Satisfaction brings the customer back 

again and again to your store and ours*

Mediocrity carries the banner of Low Price—and Low Price is the lure of the cunning—the 
needle witted—to catch the unwary.

Those who gather under the banner of Mediocrity foster a shifting business—a clientele 
of crafty customers which ebbs and flows as the lure of Low Price swings from one store to an
other.

The man who makes Low Price his foundation is at the mercy of the Uneducated who know 
not Costs.

He who builds on Quality builds soundly. His foundations are broad and deep. His cus
tomers are permanent and satisfied. His business is rock-like in its stability.

Worden recognizes its obligation to Quality. W ould you who buy our products have it 
otherwise?

W orden Q rocer Çompanv
G R A N D  RAPIDS—KALAMAZOO—LA NSIN G  

TH E PROMPT SHIPPERS
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did nearly  all their buying in some 
of the larger su rrounding  cities. I 
have heard  th is same m an say p rivate
ly th a t the city m eant no th ing  p a r
ticular to him, as d istribution  of his 
line, cedar chests, was m ade to jo b 
bers in larger cities, and th a t the 
furniture  sto res here sold very  little  
of his line. The city was no t big 
enough then, you know, to w arran t 
m uch of th is business. Now in all 
justice to him, he is a good business 
m an and has a w inning personality , 
but it does appear to  me as though 
the encouragem ent of the co-op sys
tem  (I  understand  they  are going to 
open a com pany sto re) is no th ing  
m ore nor less than  a clever dodge to 
keep his em ployes satisfied, as he can 
point to this feature and say, in the 
face of a possible request for raise 
in pay, th a t by buying th rough  his 
com pany, the saving is enough to off
set the difference in pay that m ight 
be asked for. T he men em ployed in 
the factory  are am ong the low est 
paid we have a t th is time. W e have 
a Com m ercial Club and a Business 
M ens’ A ssociation (m ostly  for hand
ling^ credit ra tings) here, but no g ro 
cers’ association. T he two associa
tions are com prised of all lines of 
business, so I would hesitate  to make 
an appeal to them  for assistance in a 
m atter th a t is of peculiar im portance 
to  the grocerym en, exclusively, and 
the g rocerym en here do not seem to 
see the need and im portance of such 
an exclusive association, so have you 
anyth ing  you m ight suggest for ju st 
an individual, such as your hum ble 
subscriber, to do th a t m ay rem edy 
th is evil? I t  is an evil and as unfair 
a th ing  as has ever been p e rpetra ted  
in th is city. W e or no o th er store 
are  alarm ed over legitim ate com peti
tion, but do not w ant the annoyance 
of any th ing  like th is if it can be
avoided.

W e do no t look w ith favor on the 
m etal m oney idea, because it has so 
m any bad features. T he duplicating 
book system  is full of loopholes, but 
its advantages far outw eigh the m etal 
currency  plan. T he coupon book has 
m any advantages over e ither system . 
I t  holds down the credit of the cus
tom er to certain  established limits, 
because the custom er cannot s tre tch  
his cred it beyond the $5, $10 or $20 
lim it covered by the coupon book 
issued by the m erchant w ithout m ak
ing a new a rrangem en t for ano ther 
coupon book. I t  possesses the note 
feature which precludes the possibility  
of disputed accounts o r any c o n tro 
versy over the receip t o r non-receip t 
of goods and ensures in te res t on past 
due notes, as well as furn ish ing  prim a 
fascia evidence of indebtedness in the 
event of the m erchant being com 
pelled to  reso rt to law to enforce pay
m ent of the note.

T he T rad esm an ’s advise would be 
to  go slow in opposing co-operative 
undertakings, because they  thrive on 
opposition and die of their own ac
cord if left unm olested. T heir success 
for a few m onths depends on the abil
ity  of the m anager of the excrescence 
to  convince his dupes th a t the regu lar 
m erchants are jea lous of him and his 
undertak ing  and th a t they  violently  
oppose it. So long as he can carry  
on th a t kind of a propaganda, the 
w orkingm en who probably  owe every 
regu lar m erchant in tow n, will flock 
to his establishm ent, but if the reg 
ular trade looks on the p ro jec t w ith 
com placency and does no th ing  to op
pose it, the co-operative venture sel
dom  lasts longer than  a year—never 
longer than  two o r th ree  years. Co
operative d istribution  has never been 
a success in th is coun try  and never 
will be a success until our w ork ing
men learn to  be hum ble, instead  of 
arrogan t, w illing to  bend their heads 
to discipline, instead  of all w anting  to 
“be boss.”

Every  com m unity has one or m ore 
m en of the type described by our 
corresponden t—m en who have profit
ed by the assistance accorded them  
by the m erchan ts when they  were 
s trugg ling  to gain a foothold, but 
whose m em ories are sh o rt when suc
cess finally com es their way. T heir 
careers as food d is tribu to rs are short, 
because jobbers a t inland m arkets will 
not supply them  goods in com peti
tion w ith their regu lar jobb ing  cus
tom ers. T he large Chicago jobbers 
will sell anyone, including hotels, re s
tau ran ts , co -operators and even p ri
vate families, but long distance deal
ing soon develops disadvantages 
which m ake the continuance of the 
factory  sto re  irksom e to the ow ner 
and unsa tisfac tory  to  the patrons.

T he T radesm an has no know ledge 
of the so-called N ational B rotherhood, 
but will undertake to  obtain some in
form ation  on the subject and p resen t 
same later.

T ax  on M atches Proposed.
A tax  of 1 cent on every hundred 

m atches, to be paid by the purchasers, 
was proposed in a bill in troduced in 
the H ouse last F riday  by R epresen ta
tive A ckerm an (N. J.) as a m eans of 
ra ising  revenue for the bonus for 
soldiers m ovem ent.

D iscussing the m easure m em bers 
declared th a t the burden of the tax 
would fall upon sm okers and firemen.

F avored  D esigns in Necklaces, B race
lets and E arrings.

Bead necklaces continue to be good 
and jade is the leading color for the 
new season. L ast spring  red was the 
color. T here  is a touch of the O rien 
tal in all necklaces. One m anufac
tu rer displays a line of necklaces in 
both  round and odd shaped beads. 
Com plete sets, consisting  of beads, 
bar pins, and bracele ts in which the 
same design appears, are being shown. 
Some of the necklaces are beads and 
links, while o th ers are m ade entirely  
of the beads.

B racelets are once m ore becom ing 
favorites, ow ing to sho rt sleeves to 
b e ’ w orn th is spring. A vogue for 
w earing two or th ree  b racele ts on 
each arm  is prom ised. E arrin g s will 
not be w orn so much th is spring, ac
cording to buyers. T hey  sta te  there 
m ust be a change in the style of the 
coiffure before m uch in terest will be 
taken in earrings. T hose th a t are 
being shown are m ostly  the long 
Egyptian  designs, some of which seem 
alm ost like weights, because a large 
F rench pearl or fancy jade ball hangs 
on a slender sterling  chain. T his style 
is a rranged  for those  who wish to 
follow the fashion in hair dress and 
at the same time w ear earrings th at 
will not be concealed from  view. The 
new hair d ress sty les are responsible

for considerable in te rest in combs. 
One of the new est types on the m ar
ket is a tuck comb, which hard ly  ex
ceeds the size of a large hair pin and 
is used to hold in stray  locks.

Good cheer is som ething th a t ought 
to be in the atm osphere  of every 
store a t all tim es. You cannot count 
on your custim ers supplying the 
cheerful atm osphere  for the  business.

One Piece Work and Play Garment 
M ich igan  M o to r  G a rm e n t C o . 

GREENVILLE, MICH. —3 Factories — 8 Branches

Mr. Dry Goods Man:
It will be interesting to you to call and familiarize yourself with 
our attractive lines of

Men’s Wear
We specially invite you and will have something worth while to 
show you.

D aniilT. & Company
N o. 59-63 Market A ve., North The Campau Building 

GRAND RAPIDS

The Men's Furnishing Goods House of Michigan

Dry Goods Merchants—Attention!
Michigan Retail Dry Goods Association Spring Convention—March 10-11, 1920.

You can t afford to pass up this Convention. T here will be som e very helpful talks on m erchandising 
and present day  trade  conditions.
Com e and be benefited by  som e of these live discussions. W e are  offering a  few  special bargains in 
each of our departm ents.
W atch  for our circulars.

PAUL STEKETEE & SONS,
Wholesale Dry Goods, Grand Rapids, Michigan.
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(JEWS OFTHE BUSINESS WORLD

Movement of Merchants.
1 he L iberty  Candy Co. has increas

ed its capital stock  from  $6,000 to 
$25,000.

A lm a—T he F irs t  S ta te  B ank has 
increased its capitalization  from  $50,- 
000 to  $100,000.

L apeer—1 he L apeer Savings Bank 
has increased  its capital stock  from  
$50,000 to  $75,000.

M uskegon—T he F rederick  L um ber 
Co. has increased  its capital stock 
from  $40,000 to $80,000.

G ladwin—T. C. Sim ons, recen tly  of 
Saginaw , will open a m usic and m us
ical in strum en t sto re  about M arch 15.

C arson City— T he C arson City P ro 
duce Co. is e rec ting  a m odern  build
ing  which it will occupy about April 
15.

H ow ard City—A rth u r J. C rook has 
taken possession of the  D. L. K elley 
grocery  stock which he recen tly  p u r
chased.

S turg is—A rrangem en ts have been 
com pleted for the building of a $75,- 
000 w arehouse by the S turg is W hole
sale G rocery  Co.

C arson City—W rig h t & Cliffe have 
purchased  the P. H. Fahey  stock of 
general m erchandise and will close 
it out a t special sale.

H o lland—T he D ePree Chem ical Co. 
has changed its nam e to the D ePree 
Co. and increased its capitalization 
from  $600,000 to $1,000,000.

R ochester—O ur G rocery  Co. has 
been organ ized  to conduct a general 
m ercantile  business with an a u th o r
ized capitalization  of $10,000.

C arson City—A. E. G unther is re 
m odeling the sto re  building which he 
recently  purchased and will occupy it 
with his fu rn itu re  stock about April 1.

Jackson—R. L. K antlehner, jew eler 
at 915 E ast Main street, has m erged 
liis business into a stock com pany 
under the style of R. L. K antlehner. 
Inc.

L ansing  — C harles M cGinley is 
building an addition to Ins g rocery  
■'tore on E ast F ranklin  avenue and 
will install new fixtures and a plate 
glass front.

L ansing—A. E. and C. 1. H unter 
have engaged in the serve-self g ro 
cery business at 333 N orth  W ash
ington avenue, under the style of 
H unter & Co.

O sseo The O sseo C o-O perative 
Co. has been incorporated  to conduct 
a general m ercantile  and shipping 
business w ith an authorized  capital 
stock of $20,000.

H ow ard C ity— R ichard H. O ’D on
ald has m erged his bank into a state 
bank under the style of the O ’Donald 
S tate Bank w ith an authorized  capital 
stock o f $25,000.

A drian—The M utual Oil Co. has 
been im orporated  w ith an au thorized

capital stock of $30,000, of which 
am ount $15,000 has been subscribed 
and 3,000 paid in in cash.

B annister— B. H. S teere has sold 
his stock of clothing, shoes and m elt’s 
fu rnishing goods to  B ates & C arter, 
a t Elsie, who will consolidate it with 
their stock of general m erchandise.

L ansing—T he A uto E lectric  Co. 
has been inco rpora ted  w ith an a u th o r
ized capital stock of $20,000 to  take 
the place of the B arker-Fow ler B at
te ry  Co. at 116 N o rth  Grand avenue.

Brow n City— T he Brown City A uto 
Sales & Service Co. has been inco r
po ra ted  w ith an authorized  capita! 
stock of $15,000, $10,000 of which has 
been subscribed and paid in in cash.

Mt. P leasan t—The Mt. P leasan t 
Flardw are & Furn itu re  Co. has been 
organized  with an au thorized  capital 
stock of $40,000, $22,000 of which has 
been subscribed and paid in in cash.

G ladwin— F red  Pow ell has sold his 
stock of hardw are and furniture, also 
his store building to R ogers & Neely, 
who will consolidate the stock with 
their own undertak ing  and furn itu re  
stock.

Im lav C ity—W illiam  M uir has sold 
his in te rest in the departm en t store 
of R athsburg  & M uir to  W alter 
Schoof and the business will be con
tinued under the style of R athsburg  
& Schoof.

C onstan tine— The C onstan tine  Co- 
O perative Buying & Selling A ssocia
tion has purchased the W alter T hom as 
grain e levators here, a t W hite P ig 
eon and M oorepark. tak ing im m ediate 
possession.

Belsay—1 he Belsay L um ber Co. 
has been incorporated  w ith an a u th o r
ized capital stock of $50,000. of which 
am ount $25,000 has been subscribed 
and paid in. $5,000 in cash and $20,000 
in p roperty .

D e tro it—The Sim ond Scale-Clip 
Co. has been incorporated  with an 
au thorized  capital stock of $5,000, of 
which am ount $4,020 has been sub
scribed and paid in. $270 in cash and 
$3,750 in property .

Nisula-— 1 he N isula F arm ers Store 
Co. has been incorporated  to engage 
in general trade, with an authorized  
capital stock of $10,000, of which 
am ount $3,450 has been subscribed 
and paid in in cash.

D e tro it—The K night M otors, Inc., 
has been organized to deal in au to 
mobiles, accessories and parts, with 
an au thorized  capital stock of $50,000. 
all of which has been subscribed and 
$5,000 paid in in cash.

H u b b ard sto n — H ubbards & B urns 
have sold their hardw are stock to 
C harles B. B runn & Sons, who are 
also engaged in the same line of busi
ness a t Pewam o. J. W . B urns will 
continue the undertak ing  business.

D e tro it—The M arsh  Z indler Co. 
has been organized to  conduct a fur
n iture, ru g  and house furnishings 
store, w ith an authorized  capital stock 
of $60,000, all of which has been sub
scribed and $16,000 paid in in cash.

D etro it— T he Food P roducts Co. 
has been incorporated  to conduct a 
w holesale and retail non-alcoholic 
beverages business w ith an authorized 
capital stock of $5,000, all of which 
has been subscribed and paid in in 
cash.

D etro it—T he M arvel Sales C or
poration  has been organized to deal 
in autoipobile accessories, parts, nov
elties. etc., with an authorized  capital 
stock of $1,000, of which am ount $900 
has been subscribed and $300 paid 
in in cash.

D etro it— I w enty-eight D e tro it busi
ness men, m em bers of the D etro it 
C ham ber of Com merce, will en terta in  
business m en o f St. Johns a t a lunch
eon M arch 10. T hey will be accom 
panied by several en te rta iners and 
speakers of note.

D etro it— The H um phrey-K orff Co. 
has been incorporated  to deal in m an
ufacturers and mill supplies and 
equipm ent, with an authorized  cap
ital stock of $5,000, of which am ount 
$2,500 has been subscribed and $1,500 
paid in in property .

H ancock—T he H ancock B lack
sm ith Co. has been organized to  do 
a general b lacksm ith business and 
deal in m achinery, with an authorized 
capital stock of $1,000, of which 
am ount $500 has been subscribed and 
$310 paid in in cash.

H ow ell—T he first change in the 
m ercantile business of W illiam  M c
Pherson & Sons in seventy years has 
taken place. C harles P. A dam s and 
\ \  ilson H ow le tt have purchased the 
above named stock and will continue 
the business under the style of Adam s 
& H ow lett.

D etro it—W rig h t & Kelly, w hole
sale fur dealers, have m erged their 
business into a stock com pany under 
the style of the W rig h t & Kelly Co., 
with an authorized  capital stock, of 
$50,000, all of which has been sub
scribed, $3,000 paid in iii cash and 
$32,000 in property .

M anistee—A rth u r J. Doelle has 
m erged his tire  repair and rebuilding 
business into a stock com pany under 
the style of the H ill T ire & A cces
sories Co. with an authorized  capital 
stock of $2,000, of which am ount 
$1,010 has been subscribed, $10 paid 
in in cash and $630 in p roperty .

Detroit-—Pom eran tz  Braun & Co. 
has been incorporated  to  deal at 
w holesale and retail in fruits, vege
tables, confectionery, groceries, paper 
and tw ine, w ith an au thorized  capital 
stock of $10,000, of which am ount 
$6,000 has been subscribed and paid 
in, $3,000 in cash and $3,000 in p rop
erty .

Jackson— Ralph D. Howell, who, 
with E. G. Tom pkins, sta rted  the 
china shop in the W alkover building, 
has disposed of his in te rests to  Mr. 
T om pkins. Mr. How ell has no t de
cided upon future plans, but, no 
doubt, will accept one of two offers 
to rem ain in Jackson upon his re tu rn  
from  the South.

Manufacturing Matters. 
Tecum seh—T he Q uaker O ats Co. 

is building an addition to  its plant.
Shelby—The O ceana C anning Co. 

has begun the erection  of a large ad 
dition to  its plant.

M uskegon—T he H ow e Chain Co. 
has increased  its capital stock  from  
$215,000 to $350,000.

D ecatur—T he D ecatu r C ream ery 
Co. has increased  its capitalization 
from  $3,780 to $5,670.

Iron  River—The Iron  R iver C ream 
ery  Co. has increased  its capital stock 
from  $10,000 to  $50,000.

Reed City—T he Reed City W oolen 
Mills has increased its capital stock 
from  $10,000 to $20,000.

B essem er—T he F arm ers M illing & 
E levato r Co. has increased  ts  capital 
stock from  $10,000 to $15,000.

Ovid—T he H a rris  L um ber & Coal 
Co. has changed its nam e to the 
G um aer L um ber & Coal Co.

Grand L edge—T he P arso n s Chem 
ical W orks has increased  its capital 
stock from  $30,000 to  $60,000.

K alam azoo—T he C lark E ngine & 
Boiler Co. has increased  its capita! 
stock from  $200,000 to $350,000.

Grand H aven—T he H am ilton  M o
to rs Co. has increased  ts cap italiza
tion from  $500,000 to  $750,000.

A drian—T he Adrian B rass & A lum 
inum  C asting  Co. has increased its 
capital stock from  $25,000 to $75,000.

D etro it—T he D eF ord  M otor T ruck 
Co. has been incorporated  writh an 
authorized  capital stock of $50,000. 
$40,000 of which has been subscribed 
and paid in in cash.

Colom a—The Berrien County Cider 
Co., which did a big business in sweet 
cider a t Eau Claire last season, has 
taken over the pickle business of the 
1’riday  B ro thers C anning Co.

D etro it—The Ideal Valve Co. has 
been incorporated  w ith an authorized  
capital stock of $30,000, all of which 
has been subscribed. $600 paid in 
in cash and $14,400 in p roperty .

D e tro it— 1  he R oney-Lew is P a tte rn  
W orks has been incorporated  with 
an au thorized  capital stock of $2,000. 
of which am ount $1,050 has been sub
scribed and $900 paid in in cash.

M anistique—T he Peoples A uto &
1 rac to r Co. has been incorporated  
with an au thorized  capital stock of 
$50,000, all of which has been sub
scribed and $5,000 paid in in cash.

D e tro it—The T ube P ro d u c ts Co. 
has been incorporated  w ith an au
thorized  capital stock of $50,000, of 
which am ount $25,000 has been sub
scribed and $5,000 paid in in cash.

Cadillac—T he N o rth e rn  Machine 
Co. has been incorporated  w ith an 
authorized  capital stock of $20,000, of 
which am oun t $10,000 has been sub
scribed and $3,000 paid in in cash.

D e tro it—T he K a-W ood Gear & M a
chine Co. has been incorporated  with 
an au thorized  capital stock  of $50,- 
000, of wdiich am ount $25,000 has been 
subscribed and $15,000 paid in in cash.

Bay City— St. L au ren t B rothers, 
m anufacturers of peanut b u tte r  and 
peanut p roducts, have m erged their 
busness into a stock  com pany under 
the sam e style, w ith an authorized 
capital stock  of $100,000, of which 
am ount $50,000 has been subscribed 
and paid in, $5,000 in cash and $45,000 
in p roperty .

• -J
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Review of the P roduce M arket.
A pples—N o rth ern  Spy, $4@4.25; 

G reenings, $3.50; Baldwins, $3.75; 
R ussets, $3.25; S tarks, $3. W estern  
box fruit com m ands $4@4.25; bulk, 
$4@4.25 per bu.

B utter— The m arket is steady, quo
tations to-day about the same as they  
were for the corresponding  tim e a 
week ago. T here  is a good dem and 
for the different grades of cream ery 
b u tte r and receip ts are about norm al 
for th is tim e of year. T he tendency, 
however, a t th is w riting  looks like 
lower quotations in the near future. 
Local jobbers hold ex tra  cream ery a t 
62c and first a t 60c. P rin ts, 2c per 
lb. additional. Jobbers pay 50c for 
No. 1 dairy in ja rs  and 32c for pack
ing stock.

Cabbage—$8 per 100 lbs. for hom e 
grow n; California, $5.50 per crate  of 
70 lbs.

Cauliflower—$¿.75 per doz. for 
California.

Celery— California, $1.25 per doz.; 
F lorida, $5 per crate of 3, 4 or 6 doz.; 
$4.50 per crate for 8 and 10 doz.

C ocoanuts—$2 per doz. or $15 per 
sack of 100.

C ucum bers—H o t house, $3.25 per 
doz.

E ggs—T he m arket is steady, but 
weak. T he receip ts are slightly  lig h t
er than  they  should be for th is tim e 
of the year, w hich is due to poor 
shipping facilities. W e look for low 
er prices in this com m odity in the 
near future. Local jo b b ers pay 48c 
for strictly  fresh. Cold sto rage stocks 
are steady a t 46c for candled firsts, 
and 42c for second.

G rapes—California E m perors, $8.25 
per keg; Spanish M alagas, $10@12 
per keg.

Grape F ru it— Fancy F lorida  com 
m ands $4.50@5 per case; Choice, 
$4.25@4.50.

Green O nions— Shallots, $1.20 per 
doz.

Green Peppers—75c per basket.
L em ons— California, $7.75 for 300s 

and $7.25 for 240s and 360s.
L ettuce— Iceberg  $3.25 per c ra te  of 

3 to  4 doz. heads; ho t house leaf, 17c 
per lb.

O nions — C alifornia A ustralian  
Brown, $6.50 per 100 lb. sack; Span
ish, $2.75 per crate for e ither 50s or 
72s; hom e grow n, $6.25 per 100 lb. 
sack.

O ranges—Navals, $6.25@8 for fan
cy and $6@7.50 for choice.

P o ta toes—H om e grow n, $2.85 per 
bu. B aking from  Idaho, $4.50 per 
box.

R adishes—H o t house, 45c per doz. 
bunches.

Squash—$2 per 100 lbs. for H u b 
bard.

Sweet P o ta to es—$3 per ham per for 
kiln dried D elawares.

T om atoes—$1.25 per 5 lb. basket 
from  Florida.

The Grocery Market.
Sugar— Confusion and uncertain ty  

prevail in all b ranches of the indus
try. Local jobbers hold M ichigan 
g ranulated  a t $13.77 and E astern  
g ranulated  a t $ 16.45@17.53, depend
ing on the price they  had to pay on 
date of purchase. The H ow ell refin
ery  reduced the price of granulated  
T uesday from  15c to 14c and later 
in the day raw s advanced lc—from  
10c to 11c—which will probably  re 
sult in H ow ell going back to the 15c 
basis. Local re ta il g rocers are sell
ing sugar on the basis of 20c.

T ea—T he m arket continues fairly 
steady, w ithout any particu lar m ove
m ent m ore than  the usual M arch 
m ovem ent. P rices are unchanged for 
the week. N obody is p ressing  very 
hard  for sale.

Coffee—T he m arket is perhaps a 
shade b e tte r than it was a week ago, 
although  not very much. T he situa
tion is still inclined to be weak and 
dull, largely on account of uncertain  
news from  Brazil. L ate in the week 
there  was w ithout doubt a slightly  
b e tte r feeling. All g rades of Rio and 
Santos rem ain as they  were a week 
ago. T he large way quotation  on 
Rio 7s being 1 4 ^ c  and on Santos 4s 
a round 24J/;C. T his is a decline from 
recent points. M ilds have also eased 
off som ew hat.

Canned F ru its—T here  is an en 
courag ing  dem and for cling peaches 
and for pineapples as well as for 
pears, but aprico ts are neglected. In
terio r cities are buying while the lo
cal consum ptive dem and is increasing. 
E x p o rt stocks are freely offered but 
holders w ant cost or a sm all profit 
which buyers will not m eet at present. 
Peaches are selling around opening 
prices. P ears a t 5@10 per cent, over 
and aprico ts a t 15@20 per cent, under. 
The local m ovem ent of aprico ts is 
sm all as the m ain ou tle t a t p resen t 
is to  speculative buyers. Pineapples 
of all sizes show a good, healthy  de
m and. A pples are unchanged and 
dull.

C anned V egetables—T om atoes are 
very weak indeed. T here  are some 
G overnm ent tom atoes lying a dead 
w eight on top of the m arket and there  
are rum ors of sales as low as $1.40, 
in a large way, for No. 3s. This, of 
course, m akes it im possible for the 
packer to  get $1.60, and the conse
quence is th at nobody is buying to m a
toes a t any price. Corn and peas re 
m ain as they  were last week, the ten 
dency being weak, w ith the  exception 
of fancy peas. The remainder of the

list is about unchanged from  last 
week, w ithout incident and w ithout 
special demand.

Canned F ish—T his is not a favor
able season for trad ing  and dullness 
prevails, especially as the m arket is 
robbed of the export ou tle t on ac
count of the financial m arkets. M ost 
ho lders are con ten ting  them selves 
with doing a little  business, p referring  
to hold the bulk of their rem aining 
stocks for the m ore active m arket 
later on. Salm on is dull and easy in 
spots where the lack of an ex p o rt 
m arket is m ost keenly felt. Red A las
ka holds its own, as it is in light sup
ply. Pinks are weak and offered at 
a wide range. Q uality  varies in sym 
pathy w ith the price. Good fish is 
held at $2. Chum s are nom inal a t 
$1.75. Maine sard ines show little 
m ovem ent in the dom estic m arkets. 
Jobbers and packers are carry ing  light 
blocks. A lim ited export business is 
going on all of the time. P rices 
are unchanged. California sardines 
are firm, but not overly active. F o r
eign packs are neglected, but are held 
w ith confidence by im porters for the 
spring  dem and. T una fish is quiet, 
as not much outside of striped  is of
fered. F u tures are neglected. Shrim p 
is scarce and firm.

D ried F ru its—T here  is a m oderate 
demand for dried fru its as befits the 
season, w ithout any m aterial change 
in prices since last week. E very 
th ing  is very high, w ithout any indica
tion of any m aterial decline. T he 
dried fruit m arket, however, is being 
to some ex ten t affected by the gen
eral fear of the universal slum p in 
a lm ost all staple m erchandise and 
some weak holders are developing, 
but not in raisins.

Sugar Syrups—W ith  dem and a l
m ost entirely  lacking prices are nom 
inal.

M olasses—T he m arket for grocery  
grades is firm under lim ited supplies 
and a steady dem and. B lackstrap  is 
closely cleaned up and steady at the 
recent advance.

Cheese—T he m arket is steady, 
there is a good supply and a m od
erate dem and. The receip ts are about 
norm al for this period of the year.

Provisions—T he m arket on lard is 
som ew hat easier, quo tations are about 
'■/>c per pound lower than  previous 
quotations, due to an increase in the 
make and a light consum ption. The 
m arket on lard  substitu te  is very 
weak; quotations, how ever, are un 
changed. T here  is an am ple supply 
to m eet the light dem and. T he m ar
ket on sm oked m eats is som ew hat 
easier, prices about L>@lc per pound 
low er than  quotations of a week ago. 
T here  is an adequate supply to  m eet 
the m oderate  dem and. T he m arket 
on barre led  pork is steady  and un 
changed. T he m arket on dried beef 
slightly  easier, due to light dem and 
and a good supply. T he m arket on 
canned m eats is steady and un
changed.

Rice— B uyers are pursu ing  a very 
conservative policy, being unwilling 
in the face of ex isting  high prices to 
carry  stock in excess of apparen t re 
quirem ents. H olders m ake ' no a t
tem pt to force business and the firm 
tone of the m arket is retained. New 
O rleans advices sta te  th a t a steady

home dem and g radually  is absorb ing  
all available supplies.

N uts— Im provem ents is to  be no ted  
in the m arket due to  an increase in 
buyers o rders for walnuts, filberts and 
alm onds, w ith the first nam ed varie ty  
leading by a considerable m argin. T he 
Jew ish trade is buying for its holi
days, the first of which occurs M arch 
4. O ut-of-tow n buyers are placing 
their orders early  so as to  avoid tra f
fic delays. The advertising  cam paign 
of the California W alnut G row ers’ 
A ssociation is also expanding the  o u t
let, not only for its own brand of 
walnuts, but for o th er varieties as 
well. O utside of the th ree  nu ts m en
tioned the m arket is ra th e r flat. The 
b e tte r g rades of pecans are being 
taken, but poor and m edium  nuts are  
neglected. Brazil nuts are unchanged 
and dull.

Chocolates— W alter B aker having 
advanced and a W ilber advance being 
noted, it is taken for g ran ted  th a t 
th is p resages advances in o th er fac
to ry  price lists, the same conditions 
prevailing all around.

Paper— Stocks are low, supplies are 
hard to get and prices are high. Nec
essity  for curbing waste is evident.

Corn Syrup—T his is a t a prem ium  
for p rom pt delivery, from  all sources. 
M anufacturers are rep orted  falling 
further behind w ith sh ipm ents a t 
prices prevailing  day of loading.

C ontainers—To reduce the price of 
b u tte r lc per pound will be the effect 
of a decision to change the form  of 
packing, is the sta tem en t of S ecretary  
F. W . Bouska, Chicago, of the A m eri
can Association of C ream ery B u tte r 
M anufacturers. T h is will be done by 
discontinuation  of the use of ashw ood 
tubs in favor of boxes of nonodorous 
wood as “packing of b u tte r in tubs 
of ash wood is a trad ition .”

M rs. Lee Sm ith, w hose g rocery  
stock a t 417 Division avenue, South, 
was destroyed  by fire about six 
m onths ago, has re-engaged in the 
grocery  business a t the sam e location. 
The W orden G rocer C om pany fu r
nished the stock.

Breen & M cL aughlin  have sold 
their g rocery  stock a t the co rner of 
E aste rn  avenue and F ranklin  s tree t 
to O ra  A. H ow land, who has been 
connected with the U. S. Gypsum  Co. 
for several years.

J. Pauling  has engaged in the  d rug  
business a t 462 Second street, M us
kegon. T he H azeltine & Perk ins Co. 
furnished the stock.

L. K. Supernau, d rugg ist a t O tis- 
vilie, has opened a b ranch d rug  sto re  
a t Goodrich. T he H azeltine & P e r
kins D rug  Co. furnished the stock.

The C rozed Stave C orporation  has 
been organized w ith an au tho rized  
capital stock of $10,000, all of which 
has been subscribed and paid in in 
cash.

The O liver M achinery  Co. has in 
creased its capital stock  from  $100,- 
000 to  $210,000.

The Lauzon F u rn itu re  Co. has in 
creased  its capital stock  from  $50,000 
to  $100,000.
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REVIEW OF™E SHOE MARKIT

Michigan Retail Shoe Dealers’ Associa 
tlon.

P re s id e n t—J. E. W ilson , .Detroit 
V ice -P re s id en ts  — H a rry  W oodw orth  

L ansing ; J am e s  H. Fox, G rand  R ap ids; 
C harles W ebber, K a lam azoo ; A. E  K e l
logg, T rav e rse  C ity.

S e c re ta ry -T re a s u re r—C. J .  P a ig e , S ag inaw.

Stove A rrangem en ts to  Secure M axi
m um  of Convenience.

\ \  r i t te n  fo r th e  T rad esm an .
\ \  riting  on th is subject for ano ther 

publication several y ears ago, the 
w riter suggested  th a t it would be 
a good plan for the p ro p rie to r of the 
shoe store to  step ou t of his place 
of business some day. and then walk 
in again deliberately  and ob se rv an t
ly, try in g  to see his own proposition  
from  the cu stom er’s standpoint. In 
th is way he m ight be able to  see 
som e tilings th at m ight not im press 
him  from  his position inside the store.

The science of m erchandising  rec- 
ognizes the fact that the appearances 
of a sto re—its looks from  the  o u t
side, the windows, and the furniture, 
furn ishings and general arrangem en t 
— have a certain  influence on the 
m ind of the custom er. T he d iscus
sion of such a topic belongs to that 
p a rt of the science of selling, know n 
as the psychology of selling. But this 
is not to be a technical paper, but 
ju st a simple little  article  w ith—let 
us hope—a few helpful suggestions to 
the busy shoe m erchan t who w ants to 
m ake his place m ore inviting, and 
thereby  perhaps win a little  m ore 
good will.

U nderly ing  o ne’s scheme of a r
rangem en ts should be the follow ing 
aim s: (1) To provide convenience,
(2) To elim inate all waste space, and
(3) T o secure a ttractiveness.

Is your p resen t stock arrangem en t 
convenient? Is your sellling stock 
ju st where you can ge t a t it in the 
quickest and easiest m anner? And 
w here do you keep your reserve 
s to c k ? Is it so a rranged  th a t you 
can get to it w ithout undue delay p ro 
vided the size happens to be ou t in 
your selling stock.1' T he balcony style 
w ith reserve stock above and selling 
stock below  is frequently  found, and 
is one of the best and sim plest a r 
rangem ents; but cannot be installed in 
all stores.

T he various sections in which are 
kept shoes for the different classes 
of trade ; i. e. the trade  of m en and 
boys, wom en and m isses, adu lts and 
children, to  those who buy the cheap
er grades and the ones who call for 
the h igher priced lines of footw ear— 
should be kept separate  if possible. 
T h is is a convenience for the dealer 
and his clerks and also a g rea t ad 
vantage for o th er and obvious con
siderations. T he low w ood p a r ti
tion or even four foot d raperies can 
be used to  good effecv in separa ting

§ 2 5
the men s and w om en’s departm ent. 
One side of a certain  section can be 
for shoes of the less expensive so rt 
and the o th er for h igher priced foo t
w ear; or, as m any m erchants who 
have the room  are now doing, the 
cheaper stock can be carried  in o ther 
places, p referab ly  the basem ent, 
where the sto re  has a basem ent sales 
room .

P ro p rie ty  as well as convenience, 
is a consideration  th at should be con
sidered in separa ting  a shoe store 
in to  sections.

1 his gives rise to  departm ents. And 
the stocks of shoes are so broad that, 
even in the sm all sto re  where a gen
eral line of footw ear for men, women 
and children is carried, you have the 
germ  of the departm ent plan.

It is often quite a problem  in the 
sm all sto re  to so utilize all space as 
to avoid the unw ise use of any, and 
m ake the best possible use of all 
available floor room .

Some one has suggested th a t the 
fu rn itu re  and furnishings of the de
partm en t catering  to the be tte r class 
ol trade should be in harm ony with 
the m erchandise—a very good plan 
where it can be carried  out.

\ \  herd the plan is feasible, some 
one has suggested  th a t the m ore ex
pensive grades m ight be displayed, in 
the m idst of ra th e r luxurious appo in t
m ents, in a so-called “custom ” room .

The ap artm en t in which w om en’s 
fine shoes are displayed and sold 
should be trim m ed in a suitable m an
ner. W om en are even m ore sensitive 
than  m en to  atm osphere  and environ
m ents.

T he m anager of a certain  sto re  has 
a slipper room  on the second floor.
I t is quite a p re tty  room , and is easily 
reached by the elevator. In  th is de
p artm en t are kept all the w om en’s 
and m isses’ pum ps and slippers for 
evening wear, and all buckles, wom 
en’s findings and footw ear ornam ents. 
And the innovation has m ade a de
cided hit.

Betw een seasons is the tim e to a r 
range your sto re  along  new  lines in 
o rder to  secure new and b e tte r  effects.

And these re -a rran g em en ts need 
not cost a g rea t deal—all depends 
upon your p resen t a rran g em en t and 
w hat you desire to  install; but som e
tim es even slight and relatively  in
expensive a lte ra tio n s m ake big differ
ences.

T ry  to plan your a rran g em en ts so 
as to  secure the m axim um  of conven
ience and a ttrac tiveness w ith the m in
im um  of expense—u nderstand ing  by 
the la tte r  phrase  th a t the idea is not 
penuriousness or absurd  econom y 

Cid M cKay.

W ill D estroy  E very  R etailer F o r T en 
Blocks.

I le n ry  ford has em barked in a new 
line of business—the sale of m er
chandise at retail. H e has opened 
a sto re  at his factory  in H ighland 
P ark  and is reported  to have sta ted  
th a t he will put out of business every 
retail m erchant w ithin ten blocks of 
his place of business. He is reported  
to have a lready placed o rders for 
large lines of C arhartt and Lee over
alls. He announces th a t everyth ing 
will he sold at actual cost; th a t no 
surcharge will be made and th a t no 
percentage will be added for over
head.

“ The Q uality  School”
A. E. H O W E L L , Manager 

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

The m an who tries to settle  every 
business problem  w ithin him self lacks 
wisdom.

We are manufacturer! of

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

CORL-KNOTT COMPANY,
Corner Commerce Ave. and 

Island St.
Grand Rapids, Mich.

H irth  Krause shoes w ear better, 
look better and give the  w earer g reater 
comfort. Therefore today  they  are 
M ichigan’s m ost popular m akers of 
shoes.

H I R T H - K R A U S E
C O M P A N Y

Tanners and Shoe Manufacturers

Y our looking-glass will tell you 
w hat none of y our friends will.

THE BEST YET
Y es, our b ig  T h ree  D ay  C ity D ay  sale  was by  fa r th e  
m ost successful ever h e ld  by R. K. L . CO.

E ach successive ev en t has been  100%  g re a te r  th a n  
th e  p reced in g  one and  th ey  a ll te ll th e  sam e sto ry  of 
R. K. L. values and  service b e in g  reco g n ized  as an 
im p o rta n t facto r in th e  m erch an d isin g  o f shoes in  th is  
te rr i to ry .

T h e  h igh ly  efficient o rg an iza tio n , th e  s ty le  an d  q u a l
ity  o f  It. K. L. CO. p roducts a re  such th a t  to  h a n d le  
th e ir  line  is to  insu re  success in  th e  re ta ilin g  o f  
shoes.

A tria l o rd e r w ill convince.

RINDGE, KALMBACH, LOGIE CO.
10 to 22 Ionia A ve. N . W .

GRAND RAPIDS, MICHIGAN

ß
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Gabby G leanings F ro m  G rand Rapids.
Grand Rapids, M arch 2— L. L. T ay 

lor succeeds Jam es B. Shaughnessy 
as house salesm an for the M ichigan 
H ardw are  Com pany. Mr. T ay lo r was 
with h o sier, Stevens & Co. th irteen  
years, but for the past six m onths 
has been associated with C. E. D ick
inson, of St. Joseph.

C harles M atthew s (W oodhouse Co.) 
scou tm aster for Grace Church troop, 
has aw akened enthusiasm  sufficiently 
to have brought the m em bership to 
the largest in G rand Rapids. One 
of his boys sold m ore th rif t stam ps 
during  th at cam paign than any o ther 
scout in the United States.

Ered Phillips (B urnham , Stoepel & 
Co.), who m akes his headquarters at 
the D resden H otel, F lin t, was an en
thusiastic  auto  show visitor. W hen
ever you see Fred , you can find plenty 
of action, and the absence of Old 
M an Grouch is conspicuous.

Elm o Jefferson E dm onds, who dis
penses sunshine and N ash cars at 
B angor, did not a ttend  the auto  show 
at Grand Rapids. Reason? E. J. 
lost a sh irt a t the M orrison H otel 
during  the Chicago show  and anyone 
know ing the  size of th is gentlem an 
will appreciate the loss. Some fam 
ilies could use E lm o’s sh irt for a 
tent. Billie checks “over” one shirt.

Seth Zem er, hardw are  dealer a t 
Nashville, a ttended  the auto  show and 
drove a new car home.

T he d irectors of the M ichigan 
H ardw are  Com pany have elected Ed. 
K e ttn e r Secretary  and H. W. Spindler 
T reasu re r to fill the vacancies caused 
by the re tirem en t of Jam es B. Shaugh
nessy.

A. H. B arnes, m anager of the 
G reat W estern  Oil Co., of Grand 
Rapids, rep o rts  the largest business 
a t the auto show of any week in the 
h istory  of his company.

Snow d rifts  reported  twenty-five 
feet high on the highw ays a t M an- 
celona and no “first ro b in ” stories 
from  th a t section.

Jam es Sm ith succeeds C harles L. 
C orey as Lake Shore Salesm an for 
the G rand R apids b ranch  of the N a
tional G rocer Com pany. H is te r r i
to ry  includes all the tow ns from  Pent- 
w ater to  South H aven, inclusive.

M rs. C harles S. H azeltine, P re s i
dent of the H azeltine  & P erk ins D rug 
Co., who has been very  ill a t San 
Diego, Calif., is rep orted  as g reatly  
im proved, so she is able to sit up in 
bed.

Sherw ood H all, who was so se r
iously ill a t Stockton, Alabam a, th a t 
his son, Vivian, was called to  his bed
side, is reported  as g reatly  im proved. 
H is illness is due to  the influenza.

M iss R ena Sm ith, d augh ter of Am os 
C. Sm ith, P resid en t of the Sm ith 
M ercantile Co., Plainw ell, underw ent 
a m ajor operation  a t B lodgett h os
pital one day last week. She is im 
proving rapidly, having been d is
charged from  the hospital w ithin a 
week.

Carl B. O rw ant, fo rm erly  on the 
road for the G rand R apids D ry  Goods 
Co. in the U pper Peninsula, has re 
tu rned  to  G rand R apids and engaged 
in the jew elry  business a t 237 Division 
avenue, South, under the  stylo, of 
Siegel & O rw ant. H is p a rtn e r is A. 
Siegel, who also conducts a jew elry  
store  a t 410 Bridge street.

T he m orn ing  a fte r the n igh t before 
the query  used to  be, “W on’t m orn ing  
ever com e?” Now is changed to 
“W on’t sum m er ever com e?”

L ast week w itnessed a new  e n tran t 
in shoe trade  jou rnalism  issued under 
the auspices of the Shoe T rav e le rs’ 
A ssociation of Chicago, and styled 
the Chicago Shoe T raveler. T h is 
jun io r publication, a four page house 
organ  of the Chicago Shoe T rav e le rs’ 
A ssociation is replete w ith p ithy  p a ra 
g raphs principally  p e rta in ing  to  asso 
ciation m em bers and the  o rgan iza
tio n ’s activities. T he “in fan t” thus 
w ished on a long  suffering trade  a l
ready strugg ling  under unkind in fer
ences of price com m ittees and com 
pelled to  com pute luxury  taxes will 
doubtless thrive ow ing to  its  splendid 
sponsors. P residen t-e lec t Jo e  K alis-

ky is m anaging ed ito r; Dave M orris, 
the new secre tary -treasu rer, conducts 
the style page; Dave Davis, last y ear’s 
treasu rer, is financial editor, and 
f r a n k  B. King, p residen t em eritus of 
the A ssociation and a well-know n au 
tho rity  on sport, has been induced to 
handle the spo rting  section.

L. F. Stranahan.

Short-S tops F rom  M ichigan’s M etrop 
olis.

D etroit, M arch 2— D. C. D elam ater, 
chairm an of the board of d irectors 
of the D etro it Savings Bank, is spend
ing a w inter vacation a t B oynton, Fla.

S tockholders of the D e tro it Savings 
Bank, at a special m eeting  last T h u rs 
day, gave approval to a recom m enda
tion from  the d irec to rs providing for 
increasing  the  bank’s capital stock 
and surplus from  $750,000 each, to 
$1,500,000 each, by the issuance of 
7,500 shares of new stock to be offer
ed to  the shareholders a t $200 a share 
pro ra ta  to  their p resen t holdings. 
Subscription righ ts accrue to  stock
holders of record  F ebruary  26 and te r 
m inate M ay 1. W ith  the enlarged 
capital and surplus, the bank will 
have undivided profits in excess of 
$500,000. P resid en t George S. Baker 
and the b ank’s d irec to rs expect the 
w ork of rem odeling the four lower 
floors of the C ham ber of Com m erce 
building for occupancy of the bank’s 
m ain office will be begun about M ay 1.

D e tro it’s milk supply ranked am ong 
the  h ighest in the coun try  in 1919 
in the m atter of freedom  from  in
ju rious bacteria, according to  Dr. 
H en ry  F. Vaughan, health  com m is
sioner. Dr. V aughan said Saturday 
th a t last year bacteria  count per cubic 
cen tim eter was never h igher than 
180,000, while in 1918 it reached 485,- 
000, and in 1917, 625,000. T he free
dom from  bacteria  is due to enforce
m ent of be tte r san itary  conditions in 
the way the m ilk is produced and 
handled, m ore sa tisfactory  p asteu ri
zation, and icing of m ilk in the w ag
ons which d istribu te  it to the homes, 
Dr. V aughan said.

M aintenance-of-w ay b ro th erh o o d ’s 
first D etro it retail sto re  has opened 
a t 15 Jo h n  R. street. O. C. T rask , 
a ssistan t g rand president, is in tem 
p orary  charge. M em bers of the 
b ro therhood  and m em bers of unions 
affiliated w ith D e tro it federation  of 
labor are a t p resen t the only persons 
eligible to  buy a t the store. U ltim ate
ly, with the developm ent of the plan, 
it is expected the store will be open 
to  the public. M ade-to-order m en’s 
clo th ing  a t 30 per cent, less than re 
tail cost, w om en’s c lo th ing  at 40 per 
cent, less, coffee a t 35 and 45 cents 
a pound, Ceylon black tea a t 38 cents, 
green  Japan tea a t 41 cents, under
wear, gloves and hosiery a t 30 to 40 
per cent, less than  retail, are some 
of the bargains to  be offered. C ar
loads of apples and flour are to  be 
sold from  the cars, for a day or two 
after their arrival. T he stocks will 
then  be tran sferred  to  the store a t a 
slightly  increased price. Because of 
the g rea t dem and for overalls by ra il
road men, their sale will be restric ted  
for the p resen t to  b ro therhood  m em 
bers. T he b ro therhood  shortly  is to 
e rec t an overall factory  in Ypsilanti, 
from  w hich it hopes to  be able to 
supply all union m en in D etroit, af
filiated w ith the federation  of labor.

Who Knows.
T he B altim ore A m erican’s w ant 

colum n advertises “colored lunch
room .”

Is th a t the place w here p ink  teas 
orig inated?

The STAYING QUALITIES of the

H. B. Hard Pan Shoe
w ill bring to the merchant handling it a prestige 

that w ill do much to establish him as the leading 

business man in his community.

For many years the name H. B. Hard Pan has stood 

for the very highest quality in men's service shoes.

With Farmers, Railroad men, Shop men, Miners— 
in fact wherever extraordinary service is demanded,

H. B. Hard Pan shoes have made g o o d .^ y r ^

We urge dealers during the present high prices to 

resist the temptation to handle inferior goods. 

STANDARD QUALITY service shoes w ill stand up 

and give your customer the service expected.

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

H O O D  R U B B E R  P R O D U C T S  C O ., In c .

IN STOCK
Red or Black Gum Upper

Tough gray sole joined by Hood 
Tire process to high grade upper

LONG W EAR

BULLSEYE BOOT
(PRESSURE CURE)

M en ’s B ullseye B lack or R ed S hort B o o t ........................................ $4 .00
B oys’ B ullseye B lack or Red S h o rt B o o t..........................................  3 .3 0
Y o n th s’ B ullseye B lack or Red S h o rt B o o t.....................................  2 .45

S E N D  IN  Y O U R  O R D E R  T O -D A Y  

Shipped Same Day as Received

H O O D  R U B B E R  P R O D U C T S  C O ., In c .
G R A N D  R A P I D S ,  M I C H I G A N
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TRADE BOARD LOSES TWICE.
O nce m ore the Federal T rade  Com 

m ission has been checkm ated  by  the 
Federal C ourts in its ex trem e views 
of the sub ject of re s tra in t of com peti
tion. The Federal Circuit C ourt of 
A ppeals has again sta ted  th a t it is 
not illegal or im m oral for a m er
chan t to  "do w hat he will w ith his 
ow n,” how ever w him sically the ex 
trem ists  and radicals m ay seek to 
tw ist the m eaning of the law.

In o ther words, the B eechnut P ack 
ing Co.—or anyone else for th a t m at
te r—can refuse to sell its goods to 
any m erchants it does no t w ish to 
have dealings with. I t  m a tte rs  not 
w hether the poin t of ob jection  be 
price cu tting  or any th ing  else, so long 
as the seller acts independently  of all 
o th ers and not in collusion o r con
spiracy. T he Suprem e C ourt said so 
some m onths ago in the C olgate case, 
when the action was under the Sher
man and Clayton acts, and now the 
Federal C ircuit C ourt of A ppeals has 
said it again under the Federal T rade 
C om m ission act.

I t  has long been a m ystery  to the 
average business m an why the Com 
m ission persisted  in try in g  to  enforce 
an ex trem  view of a debatable ques
tion, when there were so m any wide 
open issues c lam oring for a tten tion . 
O f course, the B oard seeks p a te r
nalistic pow ers and au th o rity  (for 
reasons best known to itself) and is 
back of the cam ouflager but m oribund 
S tephens bill, which would let a busi
ness m an exercise his com m on law 
rig h ts  only be the courtesy  and con
sent of the Board. In  double harness 
w ith  th a t discredited p a ren t of the 
S tephens bill—the Fair T rade League 
—it has been boosting  the bill and 
try in g  to tear down price regulation 
on any o th er basis, but a fte r Colgate 
decision m ost m en recognized th a t 
the issue was rea lh ' se ttled  and w on
dered why the C om m ission persisted  
in p ressing  ingenious charges against 
the Beechnut Com pany.

P erhaps, now, the C om m ission will 
wake up to the true  nature  of un
fair trad ing  and reco n stru c t its ideas 
of fundam ental righ ts in com petition. 
A pparently  the decree is unm istak
able, for the court says th a t “the acts 
found and charged in the m ethods of 
doing business by the Beechnut m er
chandising policy are not unfair m eth 
ods of com petition * * * and the Com 
m ission exceeded its pow er in m aking 
the o rd e r.”

X or is this all, for the B oard has 
been tu rned  down by an o th er court 
in its cam paign against "b ribery” in 
trad e ; the said bribery  consisting  of 
tak ing  custom ers to d inner o r theater, 
o r otherw ise cultivating trade  th rough  
friendly social in tercourse.

T he full tex t of th is decree is not 
yet available, but it is apparen tly  as 
sw eeping as in the B eechnut case. I t  
is conceivable th at some form s of en 
te rta in m en t by a seller to his p ro s
pective custom er m ight be bribery, 
but the custom  of "en terta in ing  the 
trad e” is too well established and too 
much open com petition in itself to be 
considered unfair.

T ak ing  a custom er to luncheon by 
no m eans presupposes th at he com 
m its him self to buy, or to  stu ltify  his

freedom  of action. W hen  a m erchant 
o r m anufactu rer en te rta in s  a com m it
tee o r a convention  a t a th ea te r  he 
does not "buy” their righ t to  trade 
elsew here if they  choose. In  the opin
ion of m ost business m en the culti
vation of good will and friendship  is 
fair practice ; no less m oral than  the 
cultivation  of a good repu ta tion  for 
goods o r for a house. So long as 
everyone is free to play the gam e if 
he chooses, w here is com petition re 
stra ined? I t  m ay be expensive, or 
even wasteful, but hard ly  im m oral. 
No one but a radical o r a m endicant 
would have th o u g h t so.

NEW  HIGH FIGURE ON COTTON 
Spot co tton  reached a new high 

figure durng  the past w'eek, but con
tracts, as a rule, did not show much 
stren g th . T he speculative elem ent 
seem s to be con tro lling  quotations 
with apparen tly  no relevancy as re 
gards supply and dem and. T he latest 
figures given out seem to indicate a 
carryover a t the end of the p resen t 
co tton  year of over 3,000,000 bales, in
cluding Filters. T his m ay account for 
the com paratively  low' figures quoted 
on nex t season’s crop. A nother a rg u 
m ent in the same direction is the gen
eral belief, based on rep o rts  from  the 
grow ing d istric ts, th a t a very large 
acreage is to be seeded to cotton. 
B ritish efforts are continuing for the 
purpose of providing for supplies of 
the article  from  o th er countries than  
this. T he la test country  to  a ttrac t 
their a tten tion  is Brazil, w here about 
400,000 bales are grow n annually  and 
where A m erican ex p erts have been 
em ployed to  increase the yield. But 
a ttem p t of th is kind are looking for
w ard to  the fu ture when the p resen t 
w orld’s supply of co tton  will no t suf
fice to  m eet the dem and. F or a few 
years to come the supply seem s am 
ple. In co tton  m anufactures, it is 
ra th e r no tew orthy  th a t yarn sp inners 
have lately  been a little m ore solicit
ous a t g e ttin g  o rd ers  and there  has 
been some easing  up on term s. F ab 
rics have no t been in s tro n g  dem and 
during  the week ju st closed, nor have 
prices for them  been m aintained. A 
m arked feature recently  has been the 
buying of fine and fancy co tton  goods 
in E ngland. T his is believed to have 
been stim ulated  som ew hat by the high 
prices asked for silks, for which these 
fine cotton  w'eaves m ay be substitu ted .

The T radesm an reg re ts  the neces
sity  of e lim inating  some regu lar de
p artm en ts th is week in o rder to give 
place to  the rep o rt of the tw enty- 
second annual convention of the R e 
tail G rocers and G eneral M erchan ts’ 
A ssociation of M ichigan, w’hich was 
in session in G rand Rapids th ree  daj'S 
of last week. T he m eetings were well 
a ttended  and the didactic ch aracter of 
the proceedings—thanks, in pa rt, to 
the excellent features provided by the 
jobbing  trade of G rand Rapids—was 
a long ways ahead of any convention 
ever held by the o rganization . The 
d iscussions were also full of in te res t 
and were tho rough ly  practical in both 
application and suggestiveness. P re s 
ident Jones handled the m eetings with 
tac t and th o roughness and did much 
to  b ring  out the  best there  was in 
the m em bers p resen t.

INTERNATIONAL LANGUAGE.
French has been the language of 

diplom acy since the signing of the 
T rea ty  of the Pyrenees, N ovem ber 
7, 1659, but was forced to share hon
ors w ith English in the T rea ty  of 
V ersailles last June. The m ajority  
of the articles of the T rea ty  were 
w ritten  in E nglish and then tran s
lated. F rench  scholars, such as 
A ulard and Bainville, are "condem n
ing in severe term s this historic  re 
gression .” T hey feel th a t "in the 
name of the clear ideas and the long 
tradition  which gave sanction to their 
p redom inance” the T rea ty  should 
have been w ritten  exclusively in 
French. But this was a new kind of 
trea ty  c reating  a new kind of world 
against which it was difficult for the 
unqualified excellence of F rench  to 
hold out.

F rom  an industrial and political 
point of view, English m ight well as
pire to  becom e the in ternational lan
guage. I t has already established it
self away from  "hom e,” in N orth  
Am erica and the. Indian and Pacific 
Oceans. It adap ts itself equally well 
to  com position of an “A ncient M ari
n e r” and the conversation of a Jack  
Tar. I t  has 450.000 w ords as against 
the 200,000 in French. I t has infinite 
ability  to form  new w ords as custom s 
change and science expands. Great 
B ritain has been conquered and se t
tled in tu rn  by the Celts, Rom ans, 
Anglo-Saxons, Danes, N orm ans—and 
English. It is not a single language 
but a quintuple one. In  it are the 
elem ents of the language spoken by 
the ru ling  peoples. If its clarity  is 
not equal to th a t of French it m ay be 
due in p a rt to  the fact th a t it has not 
been given an equal opportunity .

But there is no th ing m ore persisten t 
than an idea nor m ore valuable than 
a good tradition . The same Peace 
Conference which w itnessed the ad
mission of E nglish into copartnership  
w ith F rench as the language of diplo
m acy w itnessed the pow erful hold of 
the language of V oltaire on the great 
peoples and lesser breeds. N ot only 
Sonnino of Ita ly  and H ym ans of Bel
gium  spoke French, but all the dele
gates from  South Am erica, the Jap an 
ese and the Chinese. The righ ts and 
w rongs of L ithuanians and A lbanians, 
L e tts  and D obrudjans, C arpatho-R us- 
sions and the nom ad K urds were u t
tered  before the world hi French. If 
English  wins ultim ately  it will be 
overcom ing a big handicap.

AN UNKNOW N FACTOR.
One new developm ent in the grain 

trade to add to the uncertain ty  ex is t
ing am ong trad ers  is the efforts of 
the Grain C orporation  to move out 
its wheat. It has secured an ag ree
m ent from  the grain e levator men to 
load 70 per cent, of all the grain  cars 
sent to the w arehouses w ith w heat 
and leaving 30 per cent, for o ther 
grains. F o r m ore than  a m onth  past 
it has been unable to get its w heat 
loaded out fast enough to suit m illers. 
In some instances cars sent to  the 
e levators by it have been taken for 
o th er grains, in o ther cases it has 
confiscated cars for its use th a t were 
sen t there  by o th er in terests.

T he Grain C orporation  has over 
14,000,000 bushels of w heat to  be 
shipped from  Chicago, M ilwaukee and

elevators in th a t vicinity. A t the rate 
of 1,000,000 bushels per week it will 
take fourteen  weeks to  m ove out the 
wheat. In the m eantim e shippers ot 
coarse grains w’ill have to  send their 
grain E ast th ro u g h  purchases on 
track, as loadings out of store  will 
be light unless there  is a big excess 
of cars, which does no t seem  likely 
under ex is ting  conditions

A change has been m ade in the 
corn situation. F o r tw o m onths corn 
has been m oving to M ontana, W yom 
ing and N orth  Pacific C oast points 
to fill the feeding dem and. T he la t
ter has been filled up for the p resen t 
and corn th a t has been sent from  
W estern  Iow a to  W est of the M is
souri R iver is now  coining E astw ard. 
T his has changed the  car supply 
som ew hat, bu t there  is a shortage 
th at cannot be overcom e as there is 
too m uch business for all k inds of 
freight for the ra ilroads to  furnish 
all the cars w anted  by any one line. 
In  all, the car situation  is a little  b e t
ter, but it is no t expected  th a t it will 
be norm al for a long tim e to  come.

WOOL AND WOOLENS.
N ot m uch change in the wool situa

tion is noticeable in th is country  from  
week to  week excep t when public 
sales are had a t auction. O therw ise, 
the dealings are ra th e r restricted . 
Abroad, the offerings a t auction of 
British colonial w ools are showing 
the same features th a t have h itherto  
m arked them . T he disposition  still is 
to bid high for choice m erinos, but 
latterly  there  has been show n more 
in te res t in the offerings of the coarser 
varieties of wool. I t  is recognized 
that it is only a question  of a short 
time before the la tte r  will come to 
their own again. D om estic  wool g row 
ers are show ing m ore confidence in 
a continuance of h igh  values. One 
evidence of th is m ay be found in the 
fact th a t they  are n o t disposed to 
co n tract ahead for the com ing sp ring ’s 
clip. T hey  are also try in g  to  do some 
b e tte r m arketing  than  they  used to 
do. T heir com plain t was, fQr a long 
time, th a t m ost of the profits in the 
business w ent to  the wool brokers 
and o th er m iddlem en. N ow  there  is 
a m ovem ent on foo t to a rrange  for 
selling the clip only to  the mills di
rect. T he goods m arket rem ains ra th 
er quiet. A num ber of the  sm aller 
m anufacturers are p u ttin g  fall goods 
on the m arket, usually  of specialties. 
Some halting  seem s to be apparent 
on the p a rt of buyers to  take all of 
the goods a llo tted  to  them  and there 
are rep o rts  of cancellations. How 
m uch they will am oun t to  rem ains to 
be seen later on. T he call for fine 
dress goods seem s to  keep up fairly 
well.

T he fifth child will be the lucky 
one in B ran tford , O ntario . T he Board 
of E ducation  has given notice that 
pupils passing  en trance  exam inations, 
who are m em bers of fam ilies of four 
children o r m ore and w hose paren ts 
are not earn ing  m ore than  45 cents 
an hour for an e igh t-hour day, will be 
taken care of by the  M unicipal Board 
of E ducation. T he cost of food, c lo th
ing and books will be provided, and 
the pupil will take a full course in 
the Collegiate In stitu te .
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BEST MEETING EVER HELD.

Annual Convention Retail Grocers 
and General Merchants.

The tw enty-second annual conven
tion of the Retail G rocers and Gen
eral M erchants’ A ssociation of M ich
igan has passed into history . I t  was 
not a ttended  by so large a crow d a* 
a t some of the m eetings in the past, 
yet delegates were p resen t from  n ear
ly every p a rt of the entire  S tate, in
cluding m any of the p rosperous and 
m ost influential m en in their respec
tive com m unities.

T he first day was largely  given over 
to the appoin tm ent of com m ittees and 
o th er w ork necessary  for the proper 
conduct of the  business during  the 
entire  th ree  days; also the rep o rt of 
the various officers—Presiden t, Sec
re ta ry  and T reasurer.

The m eeting  was called to o rder 
by Paul Gezon, P residen t of the 
Grand Rapids Retail G rocers and 
M eat D ealers’ P ro tective  A ssociation, 
w ith an invocation by Rev. Jo h n  A. 
D ykstra. H on. C. Gallm eyer, M ayor 
of Grand Rapids, welcom ed the dele
gates in a m ost cordial m anner to the 
en joym ent arnd privileges th a t the city 
had to  offer and assured  the v isitors 
th a t he had tu rned  the keys of the 
city over to P residen t Jones for the 
benefit of the delegates during  their 
en tire  stay.

E. W . Jones, Cass City, P residen t 
of the A ssociation, responded in a 
few w ell-chosen w ords, thanking  the 
m ayor and the various in te res ts  of 
Grand R apids for the cordial welcome 
and the pleasure th a t was com ing to 
the m em bers during  their stay  in the 
Furn itu re  City.

T hen followed the annual address 
of the P residen t and the annual rep o rt 
of Secretary, both  of which were 
published verbatim  in last w eek’s is
sue of the T radesm an.

The T reasu re r’s annual rep o rt 
show ed the financial condition of the 
A ssociation to be very  sa tisfactory  
and a balance on hand.

R eports from  the various tow ns in 
the S tate were called for, show ing a 
to ta l of 128 cities and tow ns and v il
lages th at are tak ing  p a rt in im prov
ing conditions applying to  the g ro 
cery and m eat business.

T he evening of the first day was 
given over to a banquet and e n te rta in 
m ent, a t which m em bers were the 
guests of the Grand R apids g rocers 
and m eat dealers. I t  was a ttended  
by som e five or six hundred people. 
A t the close of the banquet, Paul 
Findlay, of Los Angeles, who is asso
ciated w ith the California F ru it G row 
ers Exchange, gave blackboard  dem 
o n stra tions w ith exp lanations of m ar
gins and profits necessary  if the retail 
g rocer was to  continue to  give the 
service to  the public th a t was de
m anded of him  and still continue in 
business. Mr. F indlay  was listened 
to w ith the g rea tes t in te res t and 
m any of the delegates carried  away 
valuable po in ters they  will be able to 
apply in their own business.

B ert H ogan, of H olland, the noted  
comedian, en terta ined  in a very  p leas
ing m anner w ith m any of his little 
stories of D utch -Irish  dialect.

The second day of the convention 
was taken up m ore o r less w ith ro u t
ine business and a le tte r was read 
from  the A tto rney  G eneral’s D ep art
m ent, s ta ting  th at in the investigation  
of the H . C. of L., the evidence taken 
did not show  th a t the re ta il g rocers 
and m eat dealers were g e ttin g  m ore 
than a reasonable profit on their in
vestm ent.

John  A. U lm er, of Toledo, P re s i
dent of the N ational R etail G rocers’ 
A ssociation, read  an excellent paper, 
which is published verbatim  else
w here in th is w eek’s paper.

A. C. B ertch, of G rand R apids ad 
dressed  the m eeting  on the subject, 
“Get A cquainted W ith  Y ourself.” T he 
speaker, in a forcible way, endeavored 
to show  the absolu te necessity  of 
being well acquain ted  w ith one’s self 
in o rder th a t one adap ted  fo r w ork 
in the d ry  goods line m igh t no t en 
gage in som e o th er line for w hich he

was no t adap ted ; th a t the essentials 
necessary to success depended on how 
well one was acquainted with him self 
and his fitness to conduct the line of 
w ork he m ight engage in.

John  G. Clark, P residen t of the 
M ichigan W holesale G rocers’ A sso
ciation, was one of the  speakers whose 
address was listened to  w ith much 
in terest, indicating, as it did, the way 
in which the wholesale and retail 
trade are identified and the re la tions 
th a t should exist if success were to 
crow n the efforts of both of these 
lines. Mr. Clark explained a condi
tion in connection w ith his business 
th a t illustrated , in som e degree, the 
difficulties faced, citing  as an illustra 
tion sugar, which, of necessity, is p u r
chased in carlo ts, is paid for when 
invoiced, although  it m ay not reach 
its destination  for weeks after. T hen 
it is d istribu ted  in sm aller quantities 
to the re ta ile r who has from  fifteen 
to th ir ty  days tim e before paying for 
it, all of which adds to  the expense 
of doing business, and he illustra ted  
in a splendid way the desirability  of 
the re ta ile r being  m ore careful in 
g ran ting  credit which carried  w ith it 
any o th er term s then the sho rtest 
possible time for paym ent by the cus
tom er. The paper appeared  in full in 
last w eek’s issue of the T radesm an.

The wholesale division of the A s
sociation of Com m erce provided a 
program m e for the a fternoon  and 
evening of W ednesday that was both  
instructive  and en terta in ing . F rank  
Stockdale, of Chicago, an ex p ert on 
practical m ethods of m erchandising, 
spoke in a very pleasing and effective 
m anner. H e was listened to  with 
m uch in te res t while he gave concrete 
ways of elim inating  unecessary  ex
pense, which enabled one, to handle 
goods in a m ore profitable and sa tis
factory  m anner.

T he evening was given to  a b an 
quet in the H otel Pantlind , w ith v a r
ious m eans of en terta inm ent, singing, 
dancing and boxing, w ith an address 
by Prof. Soares, of the Chicago U ni
versity, that was deeply in teresting  
and instructive, im parting  in a new 
way the real m eaning of “dem ocracy.”

T hursday, the last day of the con
vention, was given over to com pleting 
the business of the session, rep o rts  of 
com m ittees and some excellent talks, 
one by John  A. Green, of Cleveland, a 
form er S ecretary  of the N ational A s
sociation of Retail Grocers. T his pa
per appeared  in full in these colum ns 
last week.

Geo. A. Plietz, of Ubly, explained 
the m anner in w hich his fire loss was 
settled  by the ad justers em ployed by 
the stock insurance com panies in te r
ested and very clearly show ed the 
im portance of the assistance the of
ficers of an A ssociation could render 
in a sim ilar case. T he paper is pub
lished elsew here.

The afternoon  was taken up with 
rep o rts  of com m ittees. T he rep o rt 
of the Com m ittee on R esolutions was 
as follow s:

W hereas—A rticles appearing  in 
C urren t E vents perta in ing  to the 
profits of re ta ile rs are not in accord
ance w ith facts as they exist; and

W hereas—T he child m ind is apt to 
be im pressed with the read ing  of such 
articles and that these articles rem ain 
in the child’s mind for years, so th at 
the inevitable resu lt is to  suggest to 
the child th a t perhaps his fa ther is 
one of the fellows who is causing the 
high cost of foods; and

W hereas—W e believe th at any th ing  
th at is in the na tu re  of the education 
of our children should be none o ther 
than  facts; now there fo r be it

Resolved—T h at we request the 
B oard of E ducation  th a t they  take 
particu lar care th a t any article  or 
publication being put in the hands 
of school children shall be tru th fu l 
and particu lar as to  facts; and fu rther 
be it

Resolved—T h at a copy of th is reso 
lution be sen t to  the B oard  of E d u 
cation; and be it fu rth er

R esolved—T h a t a copy of the reso 
lution be sent to  the  m anagem ent of 
C urren t E ven ts; and be it fu rther

R esolved—T h at the particu lar a r 
ticle in question be investigated  to 
the fullest ex ten t and, if found not as 
stated, to request them  to use a full 
page of the paper in an early  issue 
refu ting  the statem ent.

Carried.
W hereas—The bill known as the 

S tevens-A shurst bill is acceptable to 
the A ssociation when am ended by the 
addition of a section read ing  as fol
lows: “W ith  respect to any con tract 
or co n tracts au thorized  to be made 
under th is act, and subject to the 
same review  as o th er o rders of the 
com m ission on its own initiative or 
upon com plaint of any person, firm, 
association or corporation , a fte r in
vestigation  and determ ination  th a t the 
public in te rest requires the term ina
tion of the whole or any p art of such 
co n tract or regulate the term s th ere 
of in the in te res t of the public ;” now, 
therefore, be it

Resolved—T h at th is A ssociation in 
convention assem bled approve of said 
bill and th at all efforts be made by 
this A ssociation and by its m em bers 
to secure the enactm ent of the p ro 
posed legislation.

Lost.
W hereas—T he principal m agazines 

and farm  papers of the country  are 
not now  giving advertising  space to 
any mail o rder houses; and

W hereas— Mail o rder houses have 
secured patronage from  all com m uni
ties p roperly  belonging to local m er
chan ts; now therefore  be it

R esolved—T hat we heartily  endorse  
the action of these publications and 
do such work in their behalf as m ay 
be consisten t with good business 
practice.

Carried.
W hereas— O ur old friend and com 

panion, Wrm. M cM orris, has been but 
recently  bereaved th rough  the death 
of his esteem ed and w orthy  wife; and

W’hereas—T he absence from  th is 
convention of our esteem ed ex -P resi- 
dent has b rough t hom e to us the loss 
th a t has been his; now therefo re  be 
it

Resolved—T h at we extend to Mr. 
M cM orris the deepest sym pathy  of 
the delegates in th is convention in his 
bereavem ent and be it fu rther

Resolved—T h at a copy of th is re so 
lution be sent to  Mr. M cM orris and 
also be engrossed  in the  proceedings 
of this convention.

Carried.
Resolved—T h at th is convention

show its appreciation for the hosp ita l
ity show n us during  our stay  in this 
city by a rising  vote of thanks.

Resolved—T hat the same apprecia
tion be extended to  the Grand Rapids 
Retail G rocers’ A ssociation for the 
splendid way in which they  handled 
th is convention.

Carried.
W hereas— It is our belief th a t one 

of the principal causes of the presen t 
high prices and the general unrest is 

(C ontinued on page tw enty-eight.)

And Here is
The Carnation Milkman

T he Carnation Family Grocer recommends Carnation Milk to his 
customers. He finds it good business to do so.
For Carnation Milk was a staple even before it was so widely adver
tised. Its uniformly high quality, convenience and economy are 
recognized in millions of homes, where it is used with satisfaction in 
kitchen and dining room.
Read the advertisement in the March 27 issue of T he Saturday 
Evening Post— clip and put in a prominent place in your store.
Ask your customers to try a can then watch your sales increase.
Ask our representative or write to us for Carnation advertising 
and selling helps. Address the C a r n a t i o n  M i l k  P r o d u c t s  C o .,
333 Consumers Building, Chicago, or 333 Stuart Building, Seattle.

Remember, your jobber can supply you

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

Mill
cThe label is white and r c j
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Have You Taken Advantage of 
the Offerings of

Foodstuffs
Made by the

War Department 
Quartermasters Corps?

Canned Tomatoes and Potted Beef
In This List

TEe Surplus P roperty  Division, Office of the  Q uarterm aster General of the  A rm y, offers 
to r sale the  articles described in this advertisem ent. Informal bids on this m erchandise will
be accepted a t any  of the  offices nam ed in this advertisem ent until 3:00 P. M. (E astern  T im e) 
M arch 20th. J

i ¿ T ° Slt, ke required w hen aggregate of bid or bids of any  one b idder is $1,000 00 
or less. W hen bid or aggregate bids is for m ore than  $1,000.00 a 10% deposit thereof m ust 
be subm itted  w ith the  bid. Such bidders as m ay desire to do a continuous business w ith  the 
Surplus P roperty  Division, a term  guarantee in the  sum  of not less than  $25,000.00 m ay  be 
deposited w ith  the  Surplus P roperty  Division a t W ashington, D. C„ or w ith  the Z one Supply 
Officers; such term  guaran tee  is to  be so w orded as to bind the bidder to  full com pliance w ith  
the conditions of any  sale w ith regard  to  which he m ay subm it proposals, th a t is, proposals on 
any p roperty  offered for sale by  the  Surplus P roperty  Division during the lifetim e of the  
guarantee. A  term  guaran tee  will not relieve the bidder from  the forw arding of his certified 
check for 10% of the am ount of h ,s purchase w ithin 10 days from  the notification of aw ard.

No special bid form  is necessary. Com plete conditions of sale are  em bodied in th is ad- 
vertisem ent.

Surplus Subsistence, List No. 5
Bids Close March 20th

Item No. S-503.
168,000 Tins, Beef, Potted.

1 4  lb- t in s , 48 to  a case. M a n u fa c tu re d  b y  M o rris  & Co. S to re d  
a t  B ro o k ly n , N . Y. M in im u m  b id  c o n sid e red , one case.

Item No. S-5JI.
174,000 No. 2 Cans Tomatoes.

P a c k e d  in  1918 b y  R o b e rts  B ro th ers . S to re d  a t  P h ila d e lp h ia ,  
P a . P a c k e d  24 can s to  case. M in im u m  b id  c o n sid e red , te n  cases.

And the Following Lots of Tomatoes, A ll Stored at Philadelphia, Packed 24 Cans to Case
Minimum Bid Considered: 10 Cases.

No. 507-S 10,000—No. 2 cans Packed 1918 by Thos. Jamison.
No. 508-S 54,000—No. 2 cans Packed 1918 by J. E. Kirkman & Co.
No. 509-S 140,000—No. 2 cans Packed J9J9 by Kirby & Gallup.

Full D etails on Opposite Page
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W A R  D E P A R T M E N T  S A L E — Subsistence List N o . 5
Bids Close March 20th

TOMATOES Stored at Philadelphia—Continued.
No. 5J0-S 
No. 5Î2-S 
No. 5J3-S 
No. 514-S 
No. 515-S 
No. 5Î6-S 
No. 5Î7-S 
No. 5J8-S 
No. 5Î9-S 
No. 520-S 
No. 521-S 
No. 522-S 
No. 523-S 
No. 524-S 
No. 525-S 
No. 526-S 
No. 527-S 
No. 528-S 
No. 529-S 
No. 530-S 
No. 53J-S

70.000— No. 2 cans
47.000— No. 2 cans
53.000— No. 2 cans
47.000— No. 2 cans
44.000— No. 2 cans
21.000— No. 2 cans
38.000— No. 2 cans
21.000— No. 2 cans

5.000— No. 2 cans
32.000— No. 2 cans
29.000— No. 2 cans
15.000— No. 2 cans 

103,000—No. 2 cans
5.000— No. 2 cans

40.000— No. 2 cans
25.000— No. 2 cans
49.000— No. 2 cans
10.000— No. 2 cans
25.000— No. 2 cans
25.000— No. 2 cans
27.000— No. 2 cans

Packed 1918 by G. C. McComas & Co. 
Packed 1919 by W. S. Wood & Sons. 
Packed 1919 by Samuel J. Ady.
Packed 1919 by T. C. Douglas.
Packed 1918 by A. S. Weeks.
Packed 1919 by Jos. H. Murray.
Packed 1919 by Geo. A. Bounds 
Packed 1919 by Farmers' Canning Co. 
Packed 1918 by W. F. Messick & Bros* 
Packed 1918 by J. B. Andrews.
Packed 1918 by W. H. Meyers & Co. 
Packd 1918 by A. E. Greenland & Co. 
Packed 1919 by D. E. Footes.
Packed 1918 by Draper & Slaughter. 
Packed by J. S. Sheridan.
Packed 1919 by Preston Canning Co. 
Packed 1919 by N . W. Acworth 
Packed 1918 by J. Jamison.
Packed 1918 by A. B. Sellman & Bros. 
Packed 1919 by O. J. Packett & Co. 
Packed by H. J. McGrath & Co.

SPECIAL NOTICE.
POTED BEEF AND TOMATOES—Each successful bidder will 
not be sold or offered for sale, directly or indirectly, for export.

be required to certify before delivery is made that these items will

INSPECTION:
Goods are sold “as is,” at storage point. Samples of practically all articles are displayed at Zone Supply Offices and at the Surplus 
Property Division, Munitions Building, Washington, D. C  F

NEGOTIATIONS:
No special form is required for the submission of a bid. Bids may be made by letter or telegram.
All bids must be submitted by 3:00 p. m. (Eastern Time) March 20th. They should be addressed to the Zone Supply Officer at the 
nearest address:
Army Supply Base, Boston, Mass.; 46i Eighth Avenue, New York City; Twenty-first Street and Oregon Avenue, Philadelphia, 
Pa.; Coca-Cola Building, Baltimore, Md.; Transportation Building, Atlanta, Ga.; Army Building, Fifteenth and Dodge Streets, 
Omaha, Neb.; Ft. Mason, San Francisco, Cal.; Seventeenth and F. Streets, N . W., Washington, D. C.; Newport News, Va.; Jeffer
sonville, Ind.; J8i9 West Thirty-ninth Street, Chicago, 111.; Second and Arsenal Streets, St. Louis, Mo.; Audubon Building, New  
Orleans, La.; San Antonio, Tex.; New Cumberland, Pa.; Columbus, Ohio, Schenectady, N. Y., or to Surplus Property Division* 
Munitions Building, Washington, D. C.
Bids most be for goods at point of storage, as set forth in the specificatians of materials advertised.
Each lot offered is identified by a number. Bids should include the lot number or numbers on which the bid is made. Bids may be 
made for any quantity greater than that stipulated as minimum bid which will be considered, or for the total quantity in any lot. 
In bidding stipulate price bid per article, instead of for total quantity desired. No bid stipulating "all or none" of any lot will 
be considered, unless that bid is the highest. No deposit is required with the submission of a bid.

NOTIFICATION:
Successful bidders will be notified by mail on or before March 25th and advised of the quantity awarded to each* A deposit of 
JO per cent, of the amount due under each award must be made immediately upon receipt of notification.

DELIVERY:
The articles offered are for spot delivery. Purchasers will be permitted to leave stocks which they may acquire in Government 
storage for a period of thirty days after receipt of notification* Goods so held will be held subject to purchasers' risk*

IMPORTANT:
The War Department reserves the right to reject any part or all of any bid or bids. Inquiries relative to sales conditions or stocks 
offered should be addressed to the nearest Zone Supply Office.

ACTION:
Take advantage of the extremely unusual opportunities presented in this advertisement. Give careful consideration of each item 
listed in this and succeeding sales. Every item listed is available for immediate delivery.

SURPLUS PROPERTY DIVISION
Office of the Quartermaster General, Director of Purchase & Storage, Munitions Bldg., Washington, D. C.
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STOCK COMPANY METHODS.

In Adjusting the Loss on a Retail 
Stock.*

T he first g a th e rin g  of th is kind I 
a ttended  was a t the convention of the 
S tate re ta il g rocers held in P o rt 
H uron  in 1911. I liked P o rt H uron  
and the convention. In  fact, I liked 
the  o rgan ization  of the M ichigan re 
tail g ro cers so well th a t I have a t
tended every  convention held by  the 
o rgan ization  since th a t tim e, except 
one—the one held a t T raverse  City.

I feel th a t I have benefitted a g reat 
deal by a tten d in g  our conventions, but 
in all the conventions I have a ttended  
I do not rem em ber of any speaker, 
talk ing  on the subject of fire in su r
ance ad ju s tm en t o r any b ro th er m er
chan t giving us his experience on how 
his fire loss was adjusted .

In  talk ing  to  you to-day on the 
subject “ H ow  M y F ire  L oss was A d
justed ,” I hope to  s ta r t a m ovem ent 
tow ard  education, study and d iscus
sion of the sub ject in your local a s
sociation m eetings and I hope th at 
the officers of Retail G rocers and Gen
eral M erchan ts’ A ssociation will set 
aside a portion  of the tim e a t fu ture 
S tate conventions to discuss th is vital 
question. Much tim e, th o u g h t and 
energy  are now adays being given to 
a cam paign o f fire prevention . W hy 
no t include an education of the in su r
ed as to  their duty to  them selves in 
caring  for and p ro tec ting  their p rop 
e rty  a t the tim e and afte r a fire has 
occurred?

Some of you m ight no t be in te re s t
ed, because you m ight th ink  “W ell, I 
never had a fire in the  ten. fifteen or 
tw en ty  years I have been in business 
and I am  alw ays careful around m y 
prem ises, to p reven t fires, etc. T h at 
subject does not in te res t m e.” You 
m ay have been ever so careful around 
your prem ises and even seen to it th at 
the ad jo in ing  p ro p erty  ow ner uses 
care to p reven t fires, yet you m ay 
have a fire som etim e th rough  no fault 
of yours. I hope not, because it is 
no t a p leasan t experience.

I have been in the store  business 
in a sm all tow n for tw enty-seven 
years.

I sta rted  to  clerk as a boy in 1892 
in m y hom e tow n— P o rt H ope. I 
w orked in one sto re  seventeen years, 
during  which tim e the ow nership of 
the sto re  changed four tim es. I was 
p a rt of the fixtures in th at store. The 
first ten years I w orked as clerk, 
w orking up from  jun io r to  senior 
clerk, and the  o th e r seven years as 
m anager o f the store.

W e had the largest store in Ubly, 
c arry n g  a stock of general m erchan
dise such as is usually kep t in a coun
try  store.

O ur sales in 1919. for the period 
from  inventory  tim e up to  the date 
of the tire, show ed an increase of 
20 per cent, over 1918.

W e were very en thusiastic  over the 
ou tlook  for 1920, because I believed 
and believe to-day th at 1920 will be 
the banner year for business. W e 
had placed o u r custom ary  advance 
o rders for spring  m erchandise. W e 
had w orked hard  all year w ith no 
vacation and when T hanksgiving 
drew  near, we m ade p lans to eat 
T hanksg iv ing  d inner at hom e with 
m other.

Mrs. P lietz, the tw o children and 
1 went to P o rt H ope, o u r home town, 
on T hanksg iv ing  m orning, in tending 
to stay there  until the nex t day and 
then come back to  Ubly.

Friday, No. 28, 1919, will a lw ays be 
a Black F riday  in m y m em ory, be 
cause it was on th is day th at our stock 
of m erchandise was dam aged by fire.

About 5 o ’clock a. m., while we 
were sleeping peacefully, the te le 
phone bell rang  and we were in form 
ed by the o p erato r at U bly th at our 
store  m ust be on fire, because dense 
volum es of sm oke were pourng  out 
of the building, a lthough no flames 
could be seen. I gave some in stru c 
tion by phone and nam ed a com m ittee 
of citizens to take charge of the p rop-

* P a  per re ad  a t  an n u a l conven tion  R e 
ta il G rocers an d  G eneral M erch an ts ’ A s
socia tion  by G eorge A. P lie tz , of Ubly.

e rty  until I could ge t back to  Ubly. 
I a rrived  on the scene a t 7 a. m. T he 
fire was out, thanks to  our volunteer 
firem en and good w ater works. T he 
build ing  w as dam aged some $2,000, 
but I do no t own the building, and 
our stock  of m erchandise certain ly  
was a so rry  looking m ess—very badly 
dam aged and partially  destroyed.

T he fire com ing as it did, a t the 
tim e of year when our best business 
was ahead of us, m ade it very  bad 
for tw o reasons:

1. I t  p ractically  p u t us out of busi
ness fo r the C hristm as trade.

2. O ur stock  was a t the  peak. A t 
th a t tim e of year our stock  was a l
w ays the  heavest.

T he fire o rig ina ted  in the room  
nex t to  us, occupied as a p icture  show, 
w orked th rough  the  wall into our 
sto re  and did considerable damage. 
Cause unknow n—probably  c igarette  
stub o r defective wiring.

T he first th ing  I did w hen I arrived  
on the scene of the  fire was to close 
up the place of business, because we 
were not in shape to  do business. 
T hen I h ired  th ree  ex tra  m en to help 
me take care of the p roperty . O ur 
reserve stock of g roceries such as 
canned goods, soaps, etc. we kep t in 
the  basem ent. O ur basem ent did not 
have a drain and we found th a t the 
reserve stock was badly w ater soaked 
by w ater com ing from  the  m ain floor. 
W e had twelve inches of w ater on the 
floor of the basem ent. W e placed 
boards on top of boxes and barre ls 
for shelves and took off canned goods 
and placed them  above the w ater, 
tu rn ed  on th e ir sides. W e tu rned  
the cases of canned goods, for the 
reason  th a t the  w ater would roll off 
the sides and drop off the ends of tin 
cans and thereby  preven t rust. Then 
we w ent on the m ain floor and s ta rted  
to save the w ater soaked cloth ing  
which had been toppled onto the 
floor and took  care of the  m erchan
dise as best we knew how a t the  time. 
I notified the insurance com panies of 
our loss by mail im m ediately. W e 
carried  $12,000 insurance on stock and 
$1,250 on furn itu re  and fixtures in the 
follow ing stock com panies: H artfo rd , 
N o rth e rn  A ssurance, Boston, A m eri
can and N ational L iberty ; also the 
Mill O w ners—a m utual com pany of 
D est Moines, Iowa. K. N eutson of 
L ansing is the S tate Agent.

T he follow ing T hursday , nearly  a 
week a fte r the fire, one insurance ad
ju ste r came into the store. H e was 
a D etro it man. recently  from  Chicago, 
m anager of the U nderw rite rs A djust
m ent Co. H is nam e was John  D. 
W iese. H e looked over our loss, took 
the basic figures from  our ledger and 
told us th a t we would have to  take 
an inven tory  to prove our loss.

I telephoned Mr. Phillips, of P o rt

Established 1853

Let Us Serve You 
In Our

Bond Department 
Foreign Department 

Commercial Department 
Savings Department 

Safety Deposit Department 
Collection Department

/I First Mortgage Investment
Gold Bonds to Yield 7lA%

\ T O U  know that for a safe investment, a closed first mortgage 
* is without equal.

Even in these days of high interest rates, a l l/ 2 percent return 
on as safe a security as a first mortgage bond, is exceptional.

These bonds are secured by a closed first mortgage on New 
York harbor real estate and improvements valued by the Amer
ican Appraisal Co. at over four times the amount of the bond 
issue, the land alone being conservatively appraised by experts 
at from 130% to 165% of the entire $1,500,000 bonds outstanding.

They are issued by the Downey Shipbuilding Corporation, on 
whose property of 162 acres are 43 buildings, including a mod
ern steel, ship and engine building plant.

Net earnings for 1918 and 1919 averaged seven times maximum 
interest charge. Out of each year’s earnings, a sinking fund 
is provided to retire the bonds. Maturities range from 1921 to 
1926. These bonds are in $1,000 denominations.

Send for circular, or order by phone or mail, or request our 
salesman to call when in your city.

W ill and W ay
Where there's a w ill there’s a w ay to 

assure the carrying out of your wishes. T he 

w ay is the GRAND RAPIDS TRUST  
COMPANY

The man who has not made a will has 

not done his duty. He has neglected the 
future happiness of those whom  he con
siders his nearest and dearest.

Read “ You and Yours,” our m onthly 

trust letter—a request w ill place you upon 
our mailing list.

E r a n o  Ra p id s Tr u s t  Ro m p a n y
GRAND RAPIDS, MICH.

O T T A W A  A T  FOUNTAIN BOTH PHONES 4391
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H uron, who was the o th er ad juster 
and asked him w hat we should do. 
I told him  w hat Mr. W iese had de
cided—th at I would have to  take an 
inventory. H e told me to  read  my 
policies and he repeated  the condi
tions covering m y case.

W e woke up th a t it was up to  us 
to take an inventory, but the question 
was, how could we take a co rrec t in 
ven tory  when p a rt of ojjr stock was 
destroyed? Mr. Phillips said, “Take 
what you have left and we will have 
to arrive a t the figures of goods de
stroyed some how.” So we w ent 
ahead and inventoried the stock as 
best we could.

R ight here, I w ant to tell you th a t 
if some one a t the Saginaw  conven
tion last year had given a talk  along 
these lines, I would have jo tted  down 
a few po in ters on how to take an 
inventory  in a loss of th is kind and 
I would have been a good deal be tte r 
off financially.

A fter we had com pleted o u r inven
tory  we found the dam age about as 
follows:

10 per cent, destroyed (estim ated)
25 per cent, badly dam aged, alm ost 

useless.
40 per cent, dam aged m ore or less.
25 per cent, slightly  dam aged.
O ur inventory  figured $17,786, as 

near as we could ge t a t it.
W e notified the ad justers th a t we 

would be ready for ad justm ent on 
T hursday, Dec. 11. On account of 
alleged o ther engagem ents, the ad
ju ste rs  could no t come until Dec. 16.‘

I tried to get an idea of w hat o ther 
people valued the stock a t and I a sk 
ed for bids on same in the condition 
the stock was in, in o rder to give me 
an idea w hat loss to  claim. One of 
our com petito rs bid $2,000. A m er
chandise b roker offered $5,000.

1 figured that if I could g e t only 
$5,000 for our stock, which rep re sen t
ed an investm ent of $18,000 it m eant 
a loss of $13,000 and I accordingly 
asked for the full am ount of the  in
surance—$12,000 on a percentage 
basis.

W hen the ad ju s te rs  arrived  they  
would not consider those figures for 
one m om ent. T hey  said m y position 
was sim ply preposterous and they  
would no t allow  any such figures. 
“ You will have to  revise your figures 
a t once before we will subm it ours. 
You have no such claim, because you 
have no righ t to  sell your goods to 
a bulk buyer and m ake the insurance 
com panies stand any such loss. You 
are a re ta iler and you m ust sell your 
p roperty  a t re ta il to  the consum er. 
I t  is w orth  m ore to  you then it is to  a 
m erchandise broker, because the b ro k 
er figures on m aking a big profit him 
self out of th is deal.”

I called in tw o of m y com petito rs 
to  place a value on m y stock. T hey  
valued it a t $7,000, rep resen ting  a loss 
of $11,000. I concluded th a t I would 
have a hard  tim e g e ttin g  $11,000 as 
an ad justm ent, so I m ade a claim  for 
$10,000.

T he ad justers came back a t me w ith 
figures a round $6,200. T his w as a

big difference of opinion. By a give 
and take proposition  and a fte r som e
w hat of a s to rm y  session w ith the 
ad justers, especially the D etro it man, 
we parted  com pany. The a d ju s te rs’ 
last figures were $7,581.85. My last 
figures $8,631.06, a lthough I felt th at 
I would then  lose about $1,500. The 
ad ju s te rs left. Mr. Phillips told me 
to w rite him in a few days and tell 
him w hat I would do. I prom ised 
him I would./ T he m an W iese, from  
D etroit, was the stum bling  block. I 
believe th at Mr. Phillips was fair and 
would have come nearer my figures, 
but he was held back by the D etro it 
sharper. You see the ad ju s te rs had 
to agree am ong them selves.

I g o t perm ission to take out our 
perishable and seasonable C hristm as 
goods which were not dam aged and 
we opened up tem porary  q u arte rs 
across the stree t and took care of our 
C hristm as trade as well as we could 
the preceding ten days, with the lim it
ed stock of salvaged goods we had, 
toge th e r with some o th er new m er
chandise which was in tran s it at the 
tim e of the fire. I did not agree with 
the ad justers and my next move 
could have been to ask for a Board 
of A rb itration . One m an who had 
asked for a B oard of A rb itration  told 
me th at it had taken sixty days to 
agree on an um pire and th at this

United Light & 
Railways Company

D aven p or t C h icago  Grand R apids

Preferred Stock Dividend No. 38
The Executive Committee has declared a dividend 

of one and one-half (1%) percent, on the First Pre
ferred Stock, payable out of Ihe surplus earnings, on 
April 1, 1920, to stockholders of record at the cloae cf 
business Monday, March 15. 1920.

First Preferred Stock transfer books will reopen for 
transfer of stock certificates at the opening of busi
ness, March 16, 1920.

L. H. HEINKE, Secretary.
February 24. 1920.

Kent State Bank
Main Office O ttaw a A ve.

Facing Monroe

Grand Rapids, Mich.

Capital - $500,000
Surplus and Profits - $750,000

R eso u rces

11^ Million Dollars

3 k  Per Gent 

Paid on Certificates of Deposit
Do Your Banking by Mail

The Home for Savings

WILLIAM A. WATTS, President

CLAUDE HAMILTON, Vice Pres. RELL S. WILSON, Secretary

JOHN A. McKELLAR, Vice Pres. CLAY H. HOLLISTER, Treasurer

RANSOM E. OLDS, Chairman of Board

Offices: 4th floor Michigan Trust Bldg., Grand Rapids, Michigan 
GREEN & MORRISON, Agency Managers for Michigan

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

A S S O C IA TE D

CAMPAU SQUARE
The convenient banks fo r out of town people. Located a t the very center of 

the city. Handy to  the street care—the Interurbane—the hotels— the  shopping 
district.

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

Combined Capital and Surplus ............................ $ 1,724,300.00
Combined Total Deposits ..........................................  10,108,700.00
Combined Total Resources .............. ........................ 13,107,100.00

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

A8SOCIATUD

The M ichigan T rust Co
OF GRAND RAPIDS

KEEP UP WITH THE TIMES

It
is
taking
time
by
the
forelock

“ THE CLOCK CORNER”
PEARL & OTTAW A

T o  leave a c lear-cu t W ill, and  th u s 
p rev en t subsequen t d ispu tes .

S ta tis tics  prove th a t  four ou t o f five 
o f such d isag reem en ts are  o f  a p re 
ven tab le  n a tu re .

T h is ab le  and d is in te re s ted  corpora
tion  as E xecu to r o r T ru s tee , ac ts  
p ro m p tly , k in d ly , reso lu te ly .

C O N F E R  W I T H  O U R  T R U S T  D E P A R T M E N T  
W I L L S  K E P T  O N  F I L E

M O N E Y  R E C E I V E D  I N  T R U S T  A N D  E N D O W M E N T  F U N D S  
P U B L I C  A C C O U N T I N G  

F E D E R A L  T A X  R E T U R N S  P R E P A R E D  
S A F E  D E P O S I T  S E R V I C E  O N  G R O U N D  F L O O R



14 M I C H I G A N T R A D E S M A N March 3, 1920

claim  had been tied up a lm ost a year 
before he go t his m oney. Since I had 
a lready  lost a lot of valuable tim e, 
th rough  which our business was p rac 
tically  tied up and a t a standstill, and 
since the in te res t on the claim  if tied 
up a year would figure about $500, 
I decided not to  ask for a B oard  of 
A rb itration .

I w ent to P o rt H uron  Dec. 26, and 
accepted the offer of the  ad justers, 
a lthough  I felt th a t I w ould be out 
about $2,500 th ro u g h  the  deal. A fter 
I had accepted  the offer o f the ad 
ju s te rs  I proceeded to  pu t on a fire 
sale and dispose of the  salvaged 
goods. W e opened ou r fire sale Jail. 
14 and during  the m onth  of Jan u ary  
we sold $7,000 w orth  of salvaged 
goods. O ur expense of salvaging and 
conditioning our stock  was enorm ous. 
O ur expense for the year 1919 up to 
the time of the fire was 17.7 per cent, 
and our expense a fte r the fire to the 
first of F eb ru ary  was 23.5 per cent. 
A t the ra te  we were go ing  in 1919 
we would have reduced our p e rcen t
age of expense to 17 per cent, had we 
no t had the fire. T ak ing  17 per cent, 
as a basis for figuring our expenses, 
I find th at it cost us over $1,000 for 
condition ing  our stock. T his expense 
of conditioning a stock  is a legitim ate 
charge against the insurance com 
pany, but I did not m ake any claim 
for any such th in g  and the ad ju s te rs  
did not allow me any th ing  for it be
cause I did no t ask  it. In  fact, I did 
not know th a t I could have m ade a 
claim  for such item  until a fte r I had 
signed up m y proofs of loss. Mr. 
Phillips him self gave me th a t in fo rm a
tion when it w;as too late.

W e took  ano th er inventory  Feb. 1. 
In the m eantim e our purchases of 
new goods had figured up to $4,000. 
By d iscounting  our inven tory  to re 
duce it to  value—to w hat we think 
we can ge t out of it a t retail and 
m ake proper allow ance for m ark 
dow ns and overhead—we find th a t we 
«•« business in 1919 a t a loss of 
$204.54, plus our estim ated  profits

$2,800, o r a to ta l loss of over $3,000.
I am  tho ro u g h ly  convinced now 

th a t I was r ig h t when I asked for an 
ad ju s tm en t of $10,000 and I feel th a t 
the ad ju s te rs  did no t play fair w ith 
me. I blam e th is W iese guy from  
D etro it for m y loss.

The M ichigan T radesm an published 
an ed ito rial Jan . 21, 1920, en titled  
“ Beware of the  Pern icious A d just
m ent B ureaus.” I wish you would 
look up th is article  and read  it. I 
heartily  endorse th is article  and I ap 
prove of the suggestion  th a t any m er
chant can easily relieve him self of this 
burden by m aking the follow ing a 
condition of th is policy. “I t is a con
dition of th is co n trac t betw een insu r
er and insured th a t in the event of 
fire, the loss be ad justed  by an o f
ficer o r em ploye of the insurer and 
not by an ad justm en t com pany.”

Mr. Stow e tells me th a t every  m u
tual insurance com pany which does 
business on the square will gladly 
em body th is condition in the rider.

F o r ten  years I have carried  fire

GRAND RAPIDS 
SAVINGS BANK 

FAM ILY!
3 3 ,0 0 0  a

□ S a t is f ie d  
C u s to m e r s

k n o w  th a t  we 
s p e c i a l i z e  in

a c c o m m o d a  tio n  
a n d  s e rv ic e .

THE BANK WHERE YOU FEEL AT HOME

W C WILL A P P R E C IA T E  YO U R  A C C O U N T
T R Y  U S !

Cadillac State
Cadillac, Mich.

Bank

Capital ................. ■ $ 100,000.00
Surplus................. . . . .  100,000.00
Resources (Nov, 17th)......

M a i l !

2,790,000.0

4%
ON

Saving s\\ S f ¡3 Months
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 KNOWLTON, Vice Pres, FRANK WELTON, Cashier

We have been aware for some time of the extraordinary demand 
abroad for American capital and the quite unusual opportunities 
which are now being offered—and probably will continue to be offered 
in the future—to American capital.

We have keenly felt the obligation incumbent upon us as Invest
ment Bankers of being properly equipped to intelligently bring to 
the attention of our clients and friends some of these legitimate in
vestment opportunities.

It give us pleasure to announce that we have been for some time 
in the process of organizing a department to handle foreign securities 
and that we shall hereafter be prepared not only to handle orders but 
to give service and information on any foreign issue.

We hope and trust that our Foreign Department will be as mark
ed a success both from our customers’ standpoint and our own, as' 
our Liberty Bond Department has been.

We list below the bonds upon which we are especially well in
formed and able to give service and also show the MATURITY, the 
APPROXIMATE YIELD, the NORMAL VALUE IN  DOLLARS, 
and the PRICE IN DOLLARS at which we would be willing to sell 
bonds at the time this sheet is prepared.

Please wire or telephone orders at our expense.

N orm al Approx.
Payable A pprox. value presen tin Rate M aturity Yield in $ cost in $

A nglo-French ___ Dollars 5 10/15/1920 $11.00 100 $97.00
Belgian E x te rn a l--D o lla rs 6 1921 7.00 100 98.00
Belgian E x te rn aL -D o lla rs 6 1925 6.70 100 96.50
Belgian R estoration  Francs 5 O ptional 1934 * 193 74.00
Canada E x te rn a l_D ollars 5 y2ì 1921 7.65 100 97.50
Canada E x te rn aL -D o lla rs ; 1929 6.30 100 94.00
Canada E x te rn aL -D o lla rs 5 1921 9.00 100 94.50
Canada E x te rn a l_Dollars 5 1926 6.20 100 94.00
Canada E x te rn a l_Dollars 5 1931 6.00 100 92.00
C o p e n h a g e n _____ D ollars s y 1944 7.15 100 81.00
French In te rn a l___ Francs 4 O ptional 1945 * 193 54.59
French In te rn a l___ Francs 5 1O ptional 1931 * 193 64.00
G erm an-Cities ____ M arks 4 Serial * 238 $14 to  $25
G e rm a n -C itie s____ M arks 5 Serial ♦ 238 depend, on

O rders on Germ an bon ds require cash w ith city  desired
order in advance of delivery.

Italian Govt. _____ Lires 5 1921 * 193 60.00
Italian  Govt. 6th

W ar Loan, 1920__Lires 5 O ptional 1932 ♦ 193 50.00
Italian  G o v t._ __  -L ires 5 1941 * 193 63.00
Japanese 1st 4 ^ s  (S terling 1925 11.00 487 360.00

(a t fixed or $72 per 20 £
Japanese 2nd 4y2s ( ra te  of 1925 11.50 487 355.00

(exchange or $71 per 20 £
Japanese 4 s ____ ($4.87 1931 10.00 487 290.00

or $58 per 20 £
Sw itzerland ---------Dollars sy* 1929 7.30 100 88.00
U nited K ingdom

E xternal ____ D ollars sy2 1921 9.00 100 95.00
U nited K ingdom

E x t e r n a l__  D ollars 5y* 1922 8.00 100 94.00
U nited K ingdom

E xternal ____ D ollars sy2 1929 6.75 100 90.50
U nited K ingdom

E xternal -------D ollars 5 y2 1937 6.70 100 86.50
Russian ---------------Dollars s y2 1921 100 35.00
Russian _ — __ D ollars 6 y 5/6/1919 100 38.00

*The yield basis is not furnished on internal bonds quoted in 
francs, m arks and lires, as the coupons fluctuate in value with varying 
quotations for foreign exchange, just as the principal does.

Prices quoted above are in dollars. Foreign Bonds are subject 
to delayed delivery. If prices have changed upon receipt of your order 
you will be advised before order is executed.

H o w e , Sn o w , Co r r ig a n  & Be r t l e s
INVESTMENT BANKERS

Grand Rapids Savings Bank B ldg. Grand R apids. M ich.
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insurance in stock com panies and paid 
the full board ra te  of prem ium s, be
cause I figured th a t the local agent 
would have considerable influence 
with the ad justers in case of loss. 
O ur local agent, F red  H. Brown, felt 
th at we should have an ad justm en t 
which would be sa tisfactory  to  us. 
He interceded for us . H e to ld  the 
ad justers they  were no t fair, but it 
did no good. T he local agen t had 
no influence when it came to the 
ad justm ent of a loss. F inding that 
my idea regard ing  the local ag en t’s 
influence is all w rong, I am going to 
take out m utual insurance a ltoge ther 
and save a t least 25 per cent, of the 
premium . I could have saved $500 
in prem ium s the ten years I have been 
in business had I carried  m utual, in 
stead of stock insurance; besides, I 
am satisfied I would have received an 
honorable ad justm ent of my loss, in
stead of being unfairly  trea ted  and 
ingloriously swindled.

W hile a t the M ichigan R etail D ry 
Goods A ssociation convention a t L an 
sing last Septem ber, I was very much 
in terested  in the rep o rts  and recom 
m endations m ade by their insurance 
com m ittee a t th a t time.

Fire losses, like lightning, do not 
frequently  strike twice in the same 
place and the unfortunate  experience 
of one insured m ay no t fit the case of 
another, bu t you m ay be able to ap
ply some of the follow ing suggestions.

T his is w hat I would do if I had 
to do it over again o r had a sim ilar 
fire loss and here are a few poin ters 
for you to  jo t down down if you can
not rem em ber them . You m ay never 
have occasion to use them , but it is 
well to lock the stable door before 
the horse is stolen.

1. I would notify  the insurance 
com pany im m ediately by mail and 
p ro tec t the p roperty

2. I would get ex tra  help to  con
dition the stock and pu t it in the 
best possible order. I would even 
wipe each tin  of canned goods to 
p revent ru s t and, if the  labels were 
lose and ready to  drop off, I would 
paste them  on securely.

3. I would go through the whole 
grocery  stock and I would w ork along 
sim ilar lines.

4. If I carried  shoes and I found 
th at the principal dam age w as w ater, 
w ith the cartons all falling to pieces 
I would get the w ater out of the 
shoes to  p reven t the insole from  buck
ling, wipe them  thoroughly  inside and 
out, let them  dry  and polish those 
not dam aged.

5. If  I handled clo th ing  and found 
som e of it only w ater soaked and 
out of shape, I would ge t it pressed  
and ready for sale.

6. If  I handled dry  goods and 
found the  principal dam age was 
sm oke and w ater, I would unroll the 
yard  goods until I came to  clean cloth 
then  cut off the  dam aged end.

7. In  inven toring  a stock  of dam 
aged goods I would classify the goods 
in several classes:

1. Goods dam aged, and of no m on
ey value. I w ould also include in

th is class any piece which would iden
tify  an article, such as heels of ru b 
bers and shoes. I would m ake full 
claim  for th is class.

2. Goods badly dam aged, but still 
of some value. L oss 75 per cent.

3. Goods dam aged to  such an ex
ten t that^ the value had depreciated 
perhaps 50 per cent.

4. Goods dam aged to ex ten t of 25 
per cent.

5. Goods slightly  dam aged. T hen 
I would m ake a claim  for sm oke dam 
age on dry  goods, reca rto n in g  of 
shoes, rang ing  from  5 to 10 per cent.

6. I would en te r claim  for the cost 
of conditioning the stock.

A ny reasonable expense of th is kind 
becom es a p a rt of the loss and the 
insurance com panies are liable for it 
up to the face of the policies.

Ju s t one m ore th ing  and then I am 
through.

The M ichigan standard  policy has 
200 lines of solid read ing  m atter. The 
m ost of th is m atte r con tains condi
tions against the insured. The stock 
insurance com panies m ust have had 
a pow erful lobby a t L ansing  when 
th is form  of policy was adopted.

C arry  m ore insurance. On account 
of the increased cost and rep lace
m ent values of stock, it is necessary 
to  do this in o rder to be fully p ro 
tected.

CARRY MUTUAL INSURANCE  
EXCLUSIVELY AND SAVE MON
EY; BESIDES YOU THEREBY  
ENSURE DECENT AND HONOR
ABLE TREATMENT IN THE  
EVENT OF A LOSS.

The Man Who Knows.
W ritte n  fo r th e  T rad esm an .
I w o n d er w here  to  find a  m an  

W ho’ll te ll m e a ll th e  tru th
A bou t h is  life since  i t  began  

W ay b ack  to  days  of yo u th .

W ho’ll g ive h is  re co rd  c le a r an d  clean  
J u s t  how  he d ea lt w ith  m en

H ow  fa ir  he p layed, how  ill o r m ean ,
O r if he fa iled  a n d  w hen.

W ho w ill n o t t ry  to  m e deceive 
B u t w ishes  t h a t  I know

T he v e ry  t ru th  an d  so believe 
W h a t a re  th e  fa c ts  o r no.

A m an  w ho 'll te ll h is  pu rpose  too 
R evea l w h a t 's  in h is  h e a r t

A nd w h a t h e 'd  rea lly  care  to  do 
W ere  he a lone—a p a r t .

W here  is  th e  chap  w ho 'll te ll m e tru e  
H is  life s ince i t  began

T h ere  is  b u t one w ho ev e r knew  
A nd I m yself th a t  m an .

C harles  A. H e a th .

IF Y O U  H A V E  A N  OIL PU M PIN G  
M O T O R  IN S T A L L

M c W U A r - N U r t t f l S

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

perfect lubrications—controls excess oil.

D'stributors, SHERWOOD HALL CO„ Ltd. 
30-32 Ionia Ave.. N. W. Grand Rapids, Michigan

Bristol Insurance Agency
“T he A gency of Personal Service”

Inspectors and State Agents for Mutual Companies

Savings to Our Policy Holders
O n T o rn a d o  I n s u ra n c e  40%

G e n e ra l M e rc a n tile  a n d  S h o e  S to re s  30%
D ru g  S to re s , F ir e  a n d  L ia b il i ty , 36% to  40%

H a rd w a re  a n d  Im p le m e n t S to re s ,  a n d  D w e llin g s  50%
G a ra g e s , B la c k s m ith s , H a rn e s s  a n d  F u r n i tu r e  S to r e s  40%

All C o m p a n ie s  lic e n se d  to  do  b u s in e s s  In M ich ig an . It w ill p a y  you  to  
in v e s t ig a te  o u r  p ro p o s itio n . W r i te  u s  f o r  p a r t ic u la r s .

C. N. BRISTOL, Manager A. T . MONSON. Secretary
F R E M O n T ,  M I C H I G A N

The Grand Rapids Merchants Mutual 
Fire insurance Co.

STRICTLY MUTUAL
O p era ted  foi benefit ot m em bers only.

E ndorsed  by The Michigan Retail Dry Goods Association.
Issues policies in am ounts up to  S i 5 ,000 .

B acked by several m illion do lla r com panies.

Offices: 319-320 Houseman Bldg. Grand Rapids, Michigan

INSURANCE AT COST
On all kinds of stocks and buildings written 
by us at regular board rates, with a dividend of 
30 per cent, returned to the policy holders.
No membership fee charges.
Insurance that we have in force over $3,600,000 
Surplus larger than average stock company.

MICHIGAN SHOE DEALERS M UTUAL  
FIRE INSURANCE COM PANY  

FR E M O N T , M ICH.

One of the Strongest Companies in the State

—Yes Sir! Some of the big wholesale houses of the State are not only carrying 
our fire insurance, but are advising their customers to buy it.

X X  Because they want the credit they extend and the accounts they carry
V Y  AA j  • properly protected.

This is the insurance with 25-45% immediate saving.

Why wait for dividend?

Michigan Bankers and Merchants Mutual Fire Insurance Co.
Wm. N. Seni, Secretary, FREMONT, MICHIGAN
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COST OF DOING BUSINESS.

Factors to Be Considered Determin
ing Same.*

T he cost of doing business is a 
sub ject of m ost vital in te res t to  the 
re ta il m erchant. In  m any cases it is 
the subject about w hich the average 
m erchan t has the least really  accurate 
inform ation , and yet it is the first 
th in g  a m erchan t m ust know if he is 
to  conduct his business successfully. 
A m erchan t m ay guess close enough 
to  enable him  to  rem ain in business 
for a num ber of years and m aking a 
living, but th a t is no t true  success in 
m erchandising. A m an can do as 
well as th at as an em ploye w ithout 
any investm ent.

T he tru ly  successful m erchant m ust 
acquire the habit of know ing. You 
will never guess your way to  suc
cess. W ithou t know ing your exact 
cost of doing business you are only 
guessing  and grop ing  in the dark. It 
would be like a m an try in g  to find 
his way to a certain  place on a strange 
road on a dark  n igh t w ithout a guide 
or a light. If he arrived  a t his des
tination  on tim e and w ithout acci
den t he would consider him self lucky. 
So w ith the m erchan t who goes 
th ro u g h  twelve m on ths from  inven
to ry  tim e to  inven tory  tim e w ithout 
know ing his exact cost of doing busi
ness and using th a t inform ation  from  
day to  day. If he a rrives a t the end 
of the year and is able to show a net 
profit he is lucky, and it is m ore luck 
than m erchandising  skill.

You m ay be a good buyer and a 
skilled salesm an, but if you do not 
know w hat it is costing  you to  do 
business, you are like a m ariner at 
seat w ithout a rudder. Y our ship is 
as likely as not to  run aground  or be 
dashed to  pieces upon the rocks of 
bankruptcy . I t  is m ore apt to  come 
to some sad end than  it is to  reach 
the harbor safely, because the opening 
to the harb o r is narrow  and is easily 
missed. T he m argin betw een a sa tis
factory  net profit and a loss is very 
narrow — only a m atte r of 5 or 6 per 
cent.

T oo often  we th ink  we know w hat 
it is costing  us to  do business when 
we do not. O ften  som e of the sm all 
item s of expense have escaped our 
notice o r have not been provided for 
in our system  of accounting. A small 
leak m akes a big puddle by the end 
of the year.

Some of these are  goods taken from  
stock for use around  the store  or 
im plem ent building; belts, nails, 
screw s, glass, etc., oil o r gasoline for 
the jitney  th a t is no t charged up to 
the expense account; an allowance 
m ade a custom er a t se ttlem en t tim e; 
o r goods dam aged by careless hand
ling and afterw ard  sold a t a loss. 
To take care of these m atte rs  we 
have a pad of slips like this on the 
cash reg is te r:

Goods Taken F rom  Stock. 
A r t i c le ------------------ C o s t ____________

Dept. ______________________________
Purpose ___________________________
Clerk ______________________________

O ur clerks are required  to fill out 
one of these slips and place it in the 
cash reg is te r w henever any article  is 
taken from  stock o r for an article 
broken o r for a rep lacem ent th a t the 
m anufacturer o r jobber will not re 
place to us. T h is no t only takes care 
of these item s but also provides for 
a record  of stock  reduction.

In  determ in ing  the cost of doing 
business, first allow  yourself a good 
salary—as m uch as you would de
m and if you were m anaging a sim ilar 
business for som eone else. W hen 
fixing th is salary, rem em ber the high 
cost of living.

C arry  p len ty  of insurance in the 
m utual com panies, so th a t you would 
r o t  suffer a loss if a fire should de
stroy  your en tire  plant.

Make y o u r  e x p e n s e  a c c o u n t  c a r r y  
n l ife  in s u r a n c e  p o l ic y  of $10,000 to  
f. 10,000, a c c o r d in g  to  th e  v o lu m e  o f  
y a u r  b u s in e s s ,  r u n n in g  to  y o u r  e s ta te ,  

"P a p e r  re a d  a t  an n u a l conven tion  
Michigan R eta il H a rd w are  A ssoc ia tion  
by  C h arle s  L . M each, L akev iew .

so th a t in the even t of your death 
your ad m in istra to r could clean up 
all of your indebtedness and not be 
obliged to  sell your business a t a 
forced sale and a consequent loss. 
T his policy should be in addition  to 
any  life insurance you carry  for the 
p ro tec tion  of your family. R em em 
ber th a t hardw are  dealers have to 
go to  their rew ard  as well as o ther 
classes of people. Y our business is 
the resu lt of your brain pow er, of 
your executive ability. T his should 
be capitalized and insured  ju st as 
m uch as any o th er asset. T hink how 
m uch easier for your son or your 
wife th rough  a m anager to  continue 
your business if they  had $10,000 or 
$15,000 or $20,000 in ready cash to 
use in liquidating  your indebtedness 
in the event of your death. T his is 
a leg itim ate item  of expense and one 
th a t the business should carry . I 
know  th a t the In tern a l Revenue Col
lector will no t allow it as a deduction 
against your incom e tax, as the 
T reasu ry  D epartm en t has declared it 
an investm ent, yet you can carry  it 
as an item  of expense except when 
com puting  jm ur tax.

Provide for donations, depreciation 
of buildings, m erchandise and furn i
tu re  and fixtures, including your 
trucks and autom obiles. D educt 2 per 
cent, on brick buildings, 3 per cent, 
on fram e buildings, 10 per cent, on 
fu rn itu re  and fixtures and m ore than 
th a t on your trucks and autos.

Provide for losses occasioned by 
poor accounts, notes and collection 
fees. Include freigh t and express in 
your expense account, as th at is the 
only place th a t you will get it all in. 
C onsider it in m arking your goods, 
but count it an expense ju st as you 
do cartage, which it really  is.

Include every item  th a t you can 
possibly count as an expense. T his 
will help cut down your excess profits 
tax. D on’t try  to keep your expense 
account down by leaving out some 
item s. B ette r get them  all in even 
if it does make your expense account 
look big. I t  w ill get big these days, 
w hether you have it all on your books 
o r not, and will only deceive you. Get 
it all down, face the situation as it is, 
and make the business carry  it, and 
render you a fair profit besides.

F igure  your cost of doing business 
on your sales instead  of on cost of 
m erchandise.

A t the beginning of the year, afte r 
you have com pleted your inventory, 
m ake up a budget of expenses for the 
ensuing year and likewise a quota 
of sales by d epartm en ts for each 
m onth of the year.

If  you estim ate  th a t you can sell 
$100,000 w orth  of m erchandise during 
the  year, then  your expense account 
should no t to ta l m ore than  $25,000. 
If it does you are apt no t to show 
any net profit a t the close of the year. 
B u d g e t o f E x p en ses  B ased  on $100,000

S a la rie s  ______
R en t ______ *_
A d v e r t i s in g __
Office S upplies 
T elephone, e tc . 
T rad e  P a p e rs
P o s ta g e  _____
D eliv. o r G ara i
R ep a irs  ______
M iscellaneous 
E x p en se  ( 'n ev e  
D is tr ib u te d  T in  
o u t th e  Y ear. 
F ire  In su ran ce  
L ife In su ra n c e  
D ep rec ia tio n  __
H e a t _________
L ig h t ________

A m oun t
P e r M onthly

C ent. A verage
$12.0(10 12 $1,000.003,000 3 250.001.000 1 83.33

200 2 16.67150 .15 12.50
— 25 .025 2.08

120 .12 10.00
;e  1,000 1 83.33

100 .1 8.33
— 1,200 
nly
■ough-

1.2 100.00

700 - 58.33
350 .35 29.17
750 .75 62.50
300 .3 25.00
200 .2 16.66

cpr. 2,000 2 166.67
— 1,500 1.5 125.00

300 .3 25.00
_ $24,895 24.895

T ax es  ___
In te re s t
T o ta ls  __

Keep th is table of expenses and 
sales before you th ro u g h o u t the year. 
M ake com parisons frequently  and de
term ine how  well you are living up 
to  your estim ate.

A t the end of each m onth  fill in 
a table of expenses like the one il
lustrated , and on the item s th a t are 
not evenly d istribu ted  th ro u g h o u t the 
year approxim ate  the m onth ly  am ount 
and include them . T hen  determ ine 
the cost of doing business on your 
sales for th a t particu lar m onth. Add 
your expense to  the expense of the

previous m onths of the year, and like
wise your sales, and determ ine the 
percentage of expense for those 
m onths. A t the end of three or four 
m onths you will have a very accurate 
estim ate of your cost of doing busi
ness for the year, if you haven’t an 
accurate account of last y ear’s ex
penses.

T ab u la tio n  of E xpenses  fo r the  Y ear. 
Item s  J a n . F eb . M arch April
S a la rie s  _______
R en t __________
A d v ertis in g  ____
Office S upplies --  
Telephone, e tc . __
T rad e  P ap e rs  __
P o stag e  -------------
D elivery  o r G arage
R ep a irs  ________
M iscellaneous __
F ire  I n s u r a n c e _
Life I n s u r a n c e _
D eprecia tion  ___
H e a t ___________
L igh t
F re ig h t and  E xpr.
T ax es
In te re s t
M onthly T otal .1833 2300
T o tal F o rw ard ed 4133
M onthly Sales 6000 6500
T otal Sales _ _ 12500
M onthly % of Exp. 30.5 35 ,4
T o ta l <% of E xp. 33
Add for A d j . ___ 242
Sub. for A dj. _ 325
A dj. Ex] 2075 1975
M onthly %  o f E xp. 34.5 30. 4
T o ta l % of E xp. 32. 4

These c o m p a r is o n s w ill be
centi ve to  y o u  to d o y o u r bes
tim es. A fter you have your budget

of expenses and quo ta  of sales all 
com pleted have a s to re  m eeting  of all 
your em ployes and go over the m at
te r  w ith them  thoroughly . L et them  
see ju s t w hat m ust be done to make 
the com ing year a successful one. 
M any of them  will be surprised  to 
know  ju st w hat it costs to  operate 
a business, and they  will appreciate 
m ore fully how big a job  the m anager 
has. If  you put the m atte r up to them 
in the rig h t sp irit you will secure their 
hearty  co-operation  and they  will be
come m ore loyal and enthusiastic. 
Show  them  th a t if the sales do not 
keep up to  the quota  th a t the per
centage of expense will autom atically 
increase, as the  item s of expense are 
largely fixed and do not fluctuate with 
the sales.

W e have found th a t h eart to  heart 
talks a t a sto re  m eeting  is one of the 
best m ethods of increasing  the ef
ficiency of a s to re  o rganization . Try 
it out. T he p ro p rie to r will develop 
new lines of th o u g h t and evolve new 
ideas and plans in his p repara tion  for 
the m eeting.

D evote an en tire  evening to  the 
topic of lost sales. T h is is an item 
of expense th a t we have seldom  taken 
into consideration . E very  sale that 
you have an oppo rtu n ity  to  make, but 
fall to consum m ate for some reason, 
cuts down your volum e and increases

for coffee tratidoto displays
$500 to be distributed in each of four zones— ( l )  N orth, (2) South. 

(3) East, (4) W est.
Each zone will receive 62 prizes, as fo llo w s:

Capital Prize. . . $100
Second Prize. . .  50
Ten Third Prizes 

of $10 each . . 100
Fifty Fourth Prizes 

of $5 each . . . 250
Total . . . $5C0

248 prizes in  all, a to ta l for the  
four zones o f $2000.

A  h a n d s o m e  b o o k le t, p ic 
tu r in g  th e s e  p r iz e - w in n in g  
w in d o w s  a n d  a ls o  c o n ta in in g  
h e lp fu l s u g g estio n s  fo r  w in 
d o w  d is p la y s  w i l l  b e  s e n t  
f r e e  to  e v e r y  c o n te s ta n t.

Try for one of these prizes
E v e ry  retail dealer, b ig  a n d  little, 

w ho  sells coffee shou ld  en te r th is  con 
test. T h e re  is no  en tran ce  fee. T h e re  
a re  no  cond itions w hich  an y  dealer 
canno t easily  com ply  w ith.

G et yo u r jo b b er to  su p p ly  you  w ith  
cards, w indow  stickers  an d  o ther d isp lay  
m aterial. T h e n  a rran g e  in yo u r w in
dow s, the  m ost a ttrac tiv e  coffee d isp lay  
th a t you can  devise. U se g reen  coffee 
or roasted  coffee in bulk, g ro u n d  or 
w hole  coffee in  packages, coffee extracts, 
so lub le  coffee, o r coffee c u p s —sing ly  or 
in  com bination .

$2,000 w ill be  d is trib u ted  in  a ll— $500 
in  each  of 4 zones, N o rth , S o u th , E a s t and  
W est. E V E R Y  d ealer h as  a  chance  to 
w in. P rizes  w ill be aw ard ed  according  
to  th e ir  a ttra c tiv e n ess  a n d  th e ir  sales- 
m ak ing  pow er. A p h o to g rap h  of your 
d isp lay  m u s t reach  th is  office n o t later 
th a n  A pril 15. P rize  w in n e rs  w ill be 
an n o u n ced  in  th is  m agazine.

P u t  on an ex tra  b ig  w eek  in  coffee. 
G et th e  benefit of in c reased  sales, and  
a t  th e  sam e tim e w in  one  of th e se  prizes.

W rite  to  y o u r w h o lesa le r today  for 
full p a rticu la rs  of th is  con test.

JO IN T  C O FFEE T R A D E  P U B L IC IT Y  C O M M IT T EE  
74 W all Street, N ew  York, N . Y .

COFFEE WEEK ( W I’S.)
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S U I T !

■OR men who prefer 
m e d i u m - w e i g h t  
u n d e r w e a r  or w h o  

spend considerable time 
indoors, this new  ye llo w  
label, 10-lb. HanesUnion 
Suit is the most perfect 
winter underwear ever 
sold at the price.

Features
Full-combed yarn, trimmed 

with pure silk; pearl buttons, 
non-breakable seams reinforced 
at all strain points; buttonholes 
that will last as long as the gar
ment; roomy at the thighs be
cause of an extra gusset. Made 
in two fast selling colors — No. 
1556, W hite,and,N o .1 5 5 8 ,Ecru.

Ask your jobber to 
show you samples

C J L A S T tC  J f / V / r

Underwear

Hanes
Guarantee
“ W e  g u a r a n t e e  
H anes U nderw ear 
a b so lu te ly— e v e ry  
thread, s titc h  and  
button . W e  guaran
tee to re tu rn  y o u r  

•m oney or g iv e  y o u  
a n e w  g a rm en t i f  
a ny se a m .b rea ks .”

You’ll reap a sales harvest with 
this standard Hanes line!

Hanes winter weight underwear for men is made in Union Suits 
and Shirts and Drawers— the best wearing, best made and most 
comfortable heavy underwear ever sold at the price. H anes  
n e w  y e l lo w  label U nion S u it is  ju s t  n o w  added  to  th e  line, 
filling an incessant and constantly increasing demand for a lighter 
weight Union Suit. Hanes Union Suits for boys are unapproached 
in quality or workmanship at anywhere near the price.

The “HANES” Labels. E a c h  H a n es  g a rm en t b ears  a  H a n es  label, a  d u p lica te  of the  
trad e  m ark  p rin ted  above, e ith e r in  red, b lu e  o r yellow . T h e  H a n es  blue label on  S h irts  
a n d  D raw ers  m ean s 10-lb. w e ig h t; th e  blue label on M en’s D oub le  C arded U nion  S u its  
(n ew  w e igh t) m ean s  13-lb. w e ig h t; th e  blue label ap p ea rs  on  B oys D oub le  C arded 
U n ion  S u its. T h e  re d  label on  M en’s S h ir ts  a n d  D raw ers  m ean s  lV-lb. w e ig h t; the  
re d  label on  M en ’s D oub le  C arded  U n io n  S u its  m ean s  16-lb. w e ig h t The y e l l o w  l a b e l  
on Men’s combed yam, silk trimmed Union Suits means the new 10-lb. weight.

P. H. HANES KNITTING CO., Winston-Salem, N.C.
New York Office: 366 Broadway

Agents for Export: AMORY, BROWNE & CO., 62 Worth Street, New York
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y our percen tage of expense on sales. 
Y our fixed item s of expense rem ain  
the sam e w hether you do o r n o t sell 
M r. Jo n es the a rticle  th a t he came 
in to  enquire about. I f  you could 
have m ade $20 g ro ss  profit on the 
sale th a t you lost y esterday  because 
of the lack of en thusiasm  o r genuine 
salesm anship on the p a r t y our self 
o r clerk, o r because the goods w ere 
n o t in stock, you will have to  be con
te n t to  see your ne t profit account 
about $20 less than  it m ight have 
been. W e cannot realize w7ha t th is 
am oun ts to  in the course of a year 
to  the average business. Y ou pay 
your salaries, taxes, insurance, ren t, 
advertis ing  and o th e r fixed item s of 
expense ju s t the sam e w hether these 
sales th a t m ight have been m ade are 
won o r lost. I suppose it would not 
be an exaggeration  to  say th a t the 
average hardw are  dealer loses several 
thousand  d o lla rs’ w orth  of business 
annually  th a t is really  offered to  him. 
Em phasize the im portance of the 
W an t Book.

A t a subsequent m eeting  have a 
re p o rt of lost sales since the last 
m eeting  and a reason assigned for 
the  loss of each. Go over each one 
and determ ine if possible how the 
sale could have been made. T his will 
be a practical lesson in salesm anship. 
B ring  ou t the  po in t th a t the  h ighest 
form  of salesm anship is no th ing  but 
service.

A t an o th er m eeting  take up the 
topics of depreciation , general ex 
pense and bad debts. Get everyone 
to  take p a rt in the discussion. You 
m ay learn  som ething from  your 
clerks. T hese are item s of expense 
th a t your salesm en and em ployes can 
help keep down if you enlist their 
co-operation . Show them  th a t if they  
carelessly  break  an article  th a t costs 
one dollar th a t they  will have to sell 
nearly  tw en ty  d o lla rs’ w orth  of goods 
w ithout any ne t profit to  m ake up 
for the  loss of the b roken article. 
T each  them  to be careful in the use 
of supplies, and especially in the driv
ing  of y our cars and trucks. H ere 
they  will be able to  m ake a big sav
ing. A sk them  to plan their trips 
so as to  save m ileage. I t  would be  
easy  to  save a thousand m iles drive 
du ring  a year if every  one of several 
d rivers kep t th is in m ind. You know7 
how  m uch th a t would mean.

If during  the course of the year 
you find th a t your cost of doing busi
ness is excessive, you are confron ted  
w ith a situation  th a t dem ands im m ed
iate a tten tion . E ither you m ust in
crease your volum e or m ark  up, or 
cut down your expense. If you do 
not do one of these th ings your a n 
nual s ta tem en t a t the close of the 
year m ay not show any net profit. 
Even then  you are guessing  for your 
stock m ay inven tory  less a t the close 
of the year than  you have imagined 
it would.

A perpetual inven tory  is the only 
absolute safeguard against a possible 
loss, and is likewise the only posi
tive assurance of a net profit at the 
close of the year. W ith  th is system  
you can w atch your net profit account 
g row  from  day to  day, or if it is slug
gish apply the rem edy before it ex
pires a ltogether.

E ven then  you m ust consider the 
big item s of expense th a t come near 
the close of the year, unless you have 
adjusted  your expense account as we 
have indicated.

T he keeping of a perpetual inven
to ry  is not nearly  as big a job  as you 
imagine. W e have done it for two 
years and do no t find it a rduous or 
impossible. I t  is so sa tisfac to ry  th a t 
we would n o t go back to  our old 
guessing  days even if it does cost 
som ething. You do no t find it dif
ficult to  m ake a record  of a charge sale. 
You can ju s t as easily  m ake a record  
of a cash sale. T he cash sale is a b e tte r 
transac tion  than  the charge sale. W hy 
n o t dignify it by m aking a record  
o f it. I t  m ay encourage you to  m ake 
a g rea ter num ber of cash sales. In 
m ost cases it is easy to  pu t the cost 
o f the article  sold in a special colum n 
provided on the sales slip. T he cost 
of glass, bolts, screw s, nails, etc., can

be kep t in the  office and the  cost of 
these  artic les sold du ring  the day be 
easily  determ ined. W e do n o t em 
ploy an ex tra  office g irl on account 
o f the keeping of the perpetual in 
ventory . I t  takes o u r book-keeper 
abou t an hour each m orn ing  to  de
term ine the  co st of the  goods sold 
the prev ious day.

I t  does n o t necessarily  follow th a t 
because you have a w onderful system  
of stock  and sto re  reco rds th a t you 
will leave all com petito rs fa r behind, 
any m ore than  it necessarily  spells 
com plete failure because you haven’t 
any  system . H ow ever it should be 
obvious th a t the m erchan t surely  ob
ta in s a g rea t advantage who has ac
curate  in form ation  and detailed rec
o rds of his business so th a t he can 
definitely look into the problem s of 
the future. W ith  the perpetual in 
v en to ry  you can determ ine which de
p a rtm en ts  are m aking o r losing  m on
ey and which are the profitable 
m onths. T he perpetual inven tory  
will help you to  tu rn  the losing 
m on ths into w inners.

T he keeping of a perpetual inven
to ry  w-ill unconsciously m ake a be tte r 
m erchant of you. You learn the cost 
of your m erchandise b e tte r  as you 
reco rd  the cost of each item  sold. 
O ften  when you see the  cost and sell
ing price opposite  each o th er as the 
goods are leaving the store, you will 
realize th a t you should have m ade a 
b e tte r  profit. O ften  you see things 
differently  when you are  selling the 
goods instead  of m arking them . W hen 
you are m ark ing  the goods you are 
stro n g ly  tem pted  to  m ark  them  as 
low as possible. W hen you see how 
easily  they  sell and the cost and sell
ing  price is looking you stra ig h t in 
the face from  the sale slip, and you 
sub tract the one from  the o th er m en
tally  and realize how small the m ar
gin is, and then  figure out the cost 
of doing business on th a t one item, 
and see how  m ighty  little  there is 
left you m ay th ink  “w hat a fool” and 
no t m ean your custom er either. The 
system  will m ake you a be tte r m er
chan t: it will increase your net profit; 
it will keep you on tiptoe all the time. 
E very  m orn ing  you will know  the 
g ross profit on the p receding day’s 
sales. T hen take your percentage of 
cost of doing business, and if it has 
not been accurate ly  kep t add 4 or 
5 per cent, to  it and determ ine your 
net profit for the day’s efforts.

See if you are satisfied w ith it when 
you consider all your toil, trouble, 
w orry  and m oney invested. You will 
undoubtedly  determ ine to  m ake it 
show  a little  b e tte r for you the next 
day e ither by cu tting  out some item 
of needless expense or increasing  your 
volume. T he nex t day you will make 
a g rea ter effort to sell the hard  cus
tom er o r  increase the am ount of sales 
to  the easy  ones w ith p lenty  of m oney 
to  spend.

Ju s t a few m ore w ords about d e te r
m ining the selling price of goods. It 
is a real job  for the b iggest m an in 
any  re ta il store. F ix ing  the selling 
price of a m iscellaneous and hard 
ware stock is a m atte r of judgm ent, 
of com petition, circum stances and lo
cality. T h is m akes it necessary  to 
consider carefu lly  each item  and m ark  
it a t a price th a t will m ove the goods 
and show  a profit if possible.

A g rea t deal of staple m erchandise 
is sold a t a m argin less than  the over
head expense o r cost of doing busi
ness. T h is m eans th a t o th er lines 
m ust carry  sufficient profit to offset 
th is loss. T o get th is profit is often 
a real problem . T he tim e to  d e te r
m ine the profit is when the  goods 
are  m arked. T ake your nex t invoice 
and sit down and m ark  opposite  each 
item  the selling  price you usually 
place on such item s. F igure  ou t the 
am ount th a t th is bill of goods will 
b ring  when all are sold a t the prices 
th a t you have indicated  T hen  d e te r
m ine the cost of do ing business as it 
re la tes to  th is p a rticu lar invoice, the  
g ross profit and then  the ne t profit. 
You m ay be surprised  w hen you see 
ju s t how  little  ne t profit there  really  
is.

The net profit on some particular

line of goods m ay be very satisfac
tory , but you m ust consider th a t you 
sell a large volume at a m uch less 
m argin of profit. F o r instance, w ag
ons, binders, fencing, trac to rs  and 
auto  casings, etc. You will be su r
prised how rapidly the sale of goods 
on which there  is a small m argin of 
profit cu ts down your average p e r
centage of profit.

W e have a general hardw are and 
im plem ent business as m any of our 
m em bers have. F o r nineteen days 
during  the m onth of February  last 
year our percentage of gross profit 
on sales for the several days was as 
follow s: 34, 29, 38, 36, 29, 35, 36, 28, 
41, 36, 31, 26, 30, 29, 35, 49, 24, 46 and 
28 per cent. The variation in the 
percentage of profit is accounted for 
by the different classes of m erchan
dise sold. T his is an average of 32.5 
per cent.

Supposing th a t the sales were $5,- 
000. the cost of the m erchandise sold 
would be $3,375 and the g ross profit 
$1,625. O ur cost of doing business 
for the preceding year was 21 per 
cent, on sales, which would leave a 
net profit of $575, or l l j ^  per cent. 
T his is a very  sa tisfactory  net profit 
on sales, but this was during  the 
m onth  of F ebruary  when we were 
selling very few if any large im ple
m ents that show a very small m argin 
of profit. T o th is record  of F ebruary  
business, let us add ju s t one average 
day’s business during  the busy im ple
m ent season and notice how m ate r
ially one day’s business cuts down 
the percentage of net profit.

I selected a day in which we sold 
a grain binder, a wagon, a large bill 
of nails, 100 rods of fence and $150 
w orth  of m iscellaneous hardw are. T he 
net profit on the day’s business was 
only $11.25, o r 2.1 per cent, on sales. 
I added the to ta l of this day’s busi
ness to  the to ta l for the nineteen days 
of F ebruary  and found th a t the net 
profit on the tw enty  day’s business 
had been reduced from  11^4 to  9.8 
per cent. You can readily  see that 
your net profit account would get 
p re tty  sm all if th is were carried on 
for a time. T his show s th a t some 
lines m ust carry  a g rea ter profit to 
m ake up for the loss on staple a r ti
cles.

U ntil you have figured it out it is 
hard to realize how rapidly a low 
percentage of profit on staple articles 
reduces the average profit. I do no t 
argue th at no th ing  should be sold for 
a less m argin of profit than  the cost 
of doing business. Some lines and 
some special deals can be handled 
w ithout increasing  your expense ac
count. In  such a case a 10 per cent, 
com m ission is velvet. But on your 
regu lar lines th a t show a very  low 
percentage of profit, you should know 
the volume of th is business, as it m ust 
be considered in m arking o ther lines 
to  keep up your average profit. T his 
should not be a m atte r of guess work.

I believe th a t we should alw ays 
strive to  get profit enough on every 
sale to take care of our overhead. 
If  w7e did this we would have m ore

m oney in the bank a t the end of the 
year.

In  m aking up y our price book, put 
tw o costs on the  b ig  item s on which 
there  is b u t little  profit, one the in
voice price and  the  o th er the invoice 
price plus y our cost of doing busi
ness. A nd then  rem em ber th a t if 
your cost of doing business is 20 per 
cent, on sales th a t you m ust add 25 
per cent, to  your invoice price. W ith 
th is before you, you will strive to  get 
a little  n e t profit, o r  a t least break 
even.

In  closing, I w ant to  say th a t the 
m ost im p ortan t th in g  for a m erchant 
to do is to  install a system  of ac
counting  th a t will give you from day 
to daj7 the in form ation  about your 
business th a t you would like to  know. 
I t is the m ost profitable th in g  that 
you can do. E lim inate  the guess 
w ork and ge t on a basis w here you 
know exactly  w hat you are  doing. We 
should all plan o u r w ork  so th a t we 
have tim e to  stop  to  think , bu t do 
no t stop  th inking. In  m ark ing  your 
goods use a pencil w ith a good repu
tation, one th a t is no t a fra id  to  look 
the w orld in the  face and m ake a 5 
instead  of a 4. I f  you do no t add 
your profit then  you are  no t going 
to  get it. Y our custom er will not 
raise your bid.

S tudy your m erchandise, determ ine 
w hich lines will c arry  m ore m ark-up, 
and then pu t it on. You m ay have 
been m aking a handsom e profit d u r
ing the last tw o years, but you were 
selling some goods w ith p re-w ar costs 
a t w ar-tim e prices. You cannot d - 
th is m uch longer. Y our low cost 
goods are  gone, and we m ust buy 
and sell on the  m arket. T he cost of 
doing business is constan tly  increas
ing  and m ust be p rovided for. T here 
never was a tim e w hen the hardw are 
dealer should be so wide awake and 
a le rt as now. O rganize  a local club 
in your county  and all ge t together 
and study ex isting  conditions as p e r
tain ing  to  the business. I t  will bene
fit the  business of every  dealer in 
your county.

C onduct your business so th a t you 
can take som e m oney ou t of your 
business every  year fo r safe outside 
investm ents. W hen  you can do this 
you are really  p rosperous and can 
look forw ard  to  the tim e when you 
m ust re tire  from  active business life 
w ith a feeling of security . If  your 
profits are left in the  business each 
year, they  are  still sub ject to  the  un
certain ties of business.

H ave faith in y our business, work 
hard  and ge t a hobby to  take your 
m ind from  business cares and keep 
you young.

Be a go -g e tte r, n o t a w aiter, for 
business.

You think you are an up-to-date 
merchant, but are you sure there is 
nothing being done in your store in 
a less efficient way than it is being 
done by your older fashioned neigh
bor?

U s e  C itizen s L ong D istance  
Service

To Detroit, Jackson, Holland, Muskegon, 
Grand Haven, Ludington, Traverse City, 
Petoskey, Saginaw and all intermediate 
and connecting points.
Connection with 750.000 telephones in 
Michigan, Indiana and Ohio.

CITIZENS TELEPHONE COMPANY



M arch 3, 1920 M I C H I G A N T R A D E S M A N 19

WAR DEPARTMENT g M 
QUARTERMASTERS CORPS

CLOTHING AND EQUIPAGE
List No. 5

BLANKETS
MEN’S TROUSERS—SOCKS—TOQUES

Surplus Property Division
T he Surplus P roperty  Division, Office of the  Q uarte rm aster G eneral of the A rm y, offers for 
sale by negotiation item s listed in this advertisem ent.

Informal bids on this m erchandise will be accepted a t any  of the  offices nam ed in this adver
tisem ent until 3:00 P. M. (E astern  tim e) M arch 19th. Bids m ay be m ade for one “m inim um  
bidding un it” or any  m ultiple thereof of any  one lot or for the  entire lot.

T he approxim ate quantity  content of a  bale or case as em braced in the specifications are  not 
guaranteed. Bids m ust be subm itted at so m uch per pair or per article instead of per bale or case.

No deposit will be required w hen aggregate of bid or bids of any one bidder is $1,000 or less. 
W hen bid or aggregate bids is for m ore than $1,000 a 10% deposit thereof m ust be subm it
ted w ith  the  proposal. Such bidders as m ay desire to  do a continuous business w ith  the Sur
plus P roperty  Division, a term  guarantee in the  sum  of not less than  $25,000 m ay be deposited 
w ith the  Surplus P roperty  Division a t W ashington, D. C., or w ith  the Zone,Officers; such term  
guarantee is to be so w orded as to bind the b idder to full com pliance w ith the  conditions of 
any  sale w ith regard to w hich he m ay subm it proposals, tha t is proposals on any property  
offered for sale by  the  Surplus P roperty  Division during the  lifetim e of the  guarantee. A  
term  guarantee  will not relieve the bidder from  the forw arding of his certified check for 10% 
of the  am ount of his purchase w ithin 10 days from  the notification of aw ard.

No special bid form  is necessary. Com plete conditions of this sale are  em bodied in this 
advertisem ent. Sim ilar offerings will be  m ade weekly. Deliveries will be m ade prom ptly.

Each successful b idder will be required to certify  before delivery is m ade, on item s m arked 
thus (* ), th a t they  will not be sold or offered for sale, directly or indirectly, for export.

WATCH FOR SUCCEEDING ANNNOUNCEMENTS.

T hey will contain unusual opportunities for retailers, wholesalers and m anufacturers.

See Follow ing Page
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QUARTERMASTERS CORPS
WAR DEPARTMENT

Clothing and Equipage
L I S T  N o .  5

“BUY NOW!” Let That Be Your Slogan
Bids on This List Close March 19th

BLANKETS BLANKETS BLANKETS

Item No. C-503.

*753 Blankets, Commercial.
Single, 44 wool, approx, wt. 3 lbs. N ew . 
Manufacturer unknown. Packed in bale, 
50 per bale. wt. 160 lbs., per bale. Stored 
at C olgate Bldg., Baltimore, Md. Minimum 
bid considered, 1 bale.

Item No. C-506.

*946 Blankets, Commercial.
Single, 44 wool, new, wt. 3 to 1 lbs. each, 
(w eight not guaranteed). Manufacturer 
unknown. Baled 20 to 50 per bale. Stored 
at C. C. Bid g., Baltimore, Md. Minimum 
bid considered. 20 blankets.

Item No. C-5Î7.

*1,287 Blankets, Commercial.
Single, approx, wt. 5 lbs., 44 wool, new. 
Packed 20 to 50 per bale. Stored at G ov
ernor s Island. N . Y. Manufacturer un
known. Minimum bid considered, 20 blan
kets.

Item No. C-521.

594 Blankets, Commercial.
Reclaimed and renovated. 44 wool, approx, 
wt. 4 lbs. each, colors various. Manufac
turer unknown. Bales packed, various 
amounts to bale. Container 4 cu. ft., wt. 
106 lbs. Stored at Army Base, N . Y. Min
imum bid considered, 20* blankets.

Item No. C-504.

64,130 Blankets, Commercial.
Single, 44 wool, wt. 3 to 4 lbs. each, (w eight 
not guaranteed), reclaimed and renovated. 
Manufacturer unknown. Packed in bales, 
20 to 50 per bale. Stored at Baltimore, Md. 
Minimum bid considerd, 20 blankets.

Item No. C-505.

7,898 Blankets, Commercial.
Single, 44 wool, reclaimed and renovated. 
Manuf acturer unknown. Approx, wt. 4 
lbs., various colors. Packed in bale, 50 to 
bale, wt. 220 lbs. Stored at Colgate Bldg., 
Baltimore, Md. Minimum bid considered, 
1 bale.

NOTE:
Items on this list marked 
cleaned and renovated go 
through the most thorough 
process known.
They are folded in Commer
cial form and ready for re
issue to users.

LOOK AT 
THESE GOODS

Item No. C-5\6.

3,287 Blankets, Commercial.
Single, cotton and wool mixed, wt. 3 to 4 
lbs. each (W eight not guaranteed); re
claimed and renovated. Manufacturer un
known. Packed 20 to 50 to a bale, wt. 65 
lbs. to 300 lbs. Stored at Ft. Mason, Calif. 
Minimum bid considered, 20 blankets.

Item No. C-507.

20,438 Blankets, Commercial.
Single, Cotton and W ool mixed, wt. 3 to 4 
lbs. each, (w eight not guaranteed) reclaimed 
and renovated. Manufacturer unknown. 
Baled 20 to 50 per bale. Stored at C. C. 
Bldg., Baltimore, Md. Minimum bid con
sidered, 20 blankets.

Item No. C-512.

26,249 Blankets, Commercial.
Single, 44 wool, wt. 3 to 4 lbs. each, (w eight 
not guaranteed) ; reclaimed and renovated. 
Grey. Manufacturer unknown. Packed 20 
to 50 to a bale, stored at Camp Taylor, Ky. 
Minimum bid considered, 20 blankets.

Item No. C-513.

920 Blankets, Commercial.
Single, 44 wool, wt. 2 to 4 lbs. each, (w eight 
not guaranteed) reclaimed and renovated. 
Blue. Manufacturer unknown. Packed 20 
to 50 to a bale. Stored at Camp Taylor, 
Kv. Minimum bid considered, 20 blankets.

Item No. C-514.

14,140 Blankets, Commercial.
Single, 44 wool, wt. 3 to 4 lbs. each (w eight 
not guaranteed) ; reclaimed and renovated. 
Robe and Overcoating. Manufacturer un
known. Packed 20 to 50 to a bale. Stored 
at Camp Taylor, Ky. Minimum bid con
sidered, 20 blankets.

Item No. C-515.

205 Blankets, Commercial.
Single, 44 wool, wt. 3 to 4 lbs. each (w eight 
not guaranteed) ; reclaimed and renovated. 
Grey. Manufacturer unknown. Packed 20 
to 50 to a bale. Stored at Camp Taylor, 
Ky. Minimum bid considered, 20 blankets.

TOQUES

Item No. 0 5 0 8 .
*39,023 Toque», O. D. Knit

ted, New.
Knitted, O. D. color, approx. 8 in. x  30 in., 
no tassel. Manufacturer unknown. Baled: 
360 per bale, wt. of bale, 105 lbs. Stored 
at Chicago, 111. Minimum bid considered, 
1 bale.

See N ex t Page



M arch  3, 1920
M I C H I G A N  T R A D E S M A N 21

C lothing and Equipage
LIST N o. 5—(Continued)

Do Not Overlook This Opportunity
Bids on This List Close March 19th

SOCKS
Item No. C -5ii.

200.000 Socks, Cotton & 
Wool, Heavy Winter.

Reclaimed and renovated. Cotton and 
wool heavy winter w eight, manufactured 
from woolen spun yarn approx, wt. 75 per 
cent, wool or better, balance cotton: various 
colors. Sizes 10, 11 and 12. Manufacturer 
unknown. Baled: 300 per bale, wt. 80 lbs. 
per bale. Stored at N ew  York, N . Y. 
Minimum bid considered, 1 bale.

Item No. C-522
37,320 Socks, Cotton & Wool, 

Light Weight.
Reclaimed and renovated, assorted sizes. 
Manufactured from approx. 50 per cent, 
wool and 50 ppr cent, cotton. W eight when 
new, size 9 ^ ,  23 oz. per doz. pr. Manu
facturers unknown. Packed in bale, 600 
pair per bale, wt. 93 lbs. per bale. Stored 
at Chicago, 111. Minimum bid considered, 
1 bale.

Item No. C-523.
200.000 Socks, Cotton & 
Wool, Winter, Heavy.

Reclaimed and renovated, same description 
as in Item N o. C-511. Manufacturer un
known. Packed in bale, 500 per bale, 
w eight 140 lbs. Stored at N ewport N ew s, 
Va. Minimum bid considered, 1 bale.

_______ TROUSE R S ______
Item No. C-509.

4,800 Trousers, Wool, Reel’d, 
Long.

Misc. lot, O. D . color; size, 30 x 30, 2940 pr. 
33-33, 720 pr. 32-21, 1140 pr. Manufac
turer unknown. Packed in bale, 60 per 
bale, w eight 100 lbs. One size per bale. 
Stored at N ew  York, N . Y. Minimum bid 
considered, 1 bale.

Item No. C-510.
31,860 Trousers, Wool, New, 

Long.
Sizes 34-33l£ , 4,800 pr. 30-33, 4,800 pr. 
42-32l/2, 4,800 pr. 31-32, 4,800 pr. 34-3114, 
12,660 pr. Manufacturer unknown. Baled, 
60 per bale. One size per bale. Stored at 
N ew  York, N . Y. Minimum bid considered, 
1 bale.

INSPECTION:

Goods are sold “as is” at point of storage. Samples are displayed at Zone Supply 
Othces and at the Surplus Property Division, Munitions Building, Washington, D. G  
Samples of merchandise advertised in this list will not be furnished but they may be 
inspected at points named herein.
No bid stipulating that goods shall conform with materials inspected will be considered 
unless the bidder shall have made inspection of the actual merchandise at storage point. 
All such inspections must be made prior to the submission of a bid. Failure of a bidder 
to make such inspection will not constitute a warrant for his refusal to accept any 
award made to him.
NEGOTIATIONS:

No special form is requqired for the submission of a bid. 
or telegram. Bids may be made by letter

All bids must be submitted by 3:00 p. m. (Eastern time) March 19th.
Bids should be addressed to the Zone Supply Officer at the nearest address. Army 
Supply Base, Boston, Mass.; 461 8th Avenue, New York City; 21st Street and Ore- 
gon Avenue Philadelphia, Pa.; Coca Cola Building, Baltimore, Md.; Transportation 
Building, Atlanta, Ga.; Army Building, 15th and Dodge Streets, Omaha, Neb. ; Fort 
Mason, San Francisco, Cal.; 17th and F Streets, N . W., Washington, D. G ; New
port News, Va.; Jeffersonville, Ind.; 1819 West 39th Street, Chicago, 111.; 2nd and 
Arsenal Streets, St. Louis, Mo.; Audobon Building, New Orleans, La.; San Antonio, 
Tex.; New Cumberland, Pa.; Columbus, Ohio; or to the Surplus Property Division. 
Munitions Building, Washington, D. G
Any bid may be changed but such changes must be filed with one of the Zone Supply 
Offices or the Surplus Property Division, Washington, D. G , prior to 3:00 p. m. (Eastern 
time; March 19th. Bids must be for goods at point of storage as set forth in the speci
fications of the maerials advertised.
Each lot offered is identified by a number. Bids should include the lot number or 
numbers on which the bid is made. Bids may be made for the “minimum binding 
unit or any multiple thereof as specified in the description of each lot. No bid for 
less than one “minimum bidding unit” will be considered.
NOTIFICATION:
Successful bidders will be notified by mail on or before March 24th. In each case 
successful bidders will be advised of the quantity awarded to them. A deposit of 
1® Per cenL of the amount due under each award must be made immediately upon re
ceipt of notifications.
DELIVERY:
The goods offered are for spot delivery. Purchasers will be permitted to leave stocks 
which they may acquire in Government storage for a period of thirty days after 
receipt of certification. Goods so held, will be held subject to purchasers’ risk.
IMPORTANT:
The War Department reserves the right to reject any part or all of any bid or bids. 
Inquiries relative to sales conditions or stocks offered should be addressed to the near
est Zone Supply Office.
ACTION:
Take advantage of the extremely unusual opportunities presented in this advertise
ment. Give careful consideration to each item listed in this and succceeding sales. 
Every item listed is available for immediatedelivery.

SURPLUS PROPERTY DIVISION
Office of the Quartermaster General, Director of Purchase 

& Storage, Munitions Bldg., Washington, D. G
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TH E  NEW  ORDER.

Meeting Chain Store and Mail Order 
Competition.*

T im es are changing. W e have ju st 
em erged  from  a period  of drives and 
s ta rted  on a period  of stam pedes. 
T here  is nervousness on all sides and 
a s tro n g  tendency  to  m agnify little  
th ings into big problem s. As I talk  
to  m en I find th a t each one has some 
particu lar th in g  he blam es for con
ditions being as they  are, and he 
seem s to  th ink  around  th a t one th ing  
so steadily  th a t he begins to  believe 
th a t unless th a t one th in g  is changed, 
the whole country , o r a t least his p a r 
ticu lar line of business is going to 
the  dogs. Ju s t one little  fear dom 
inating  a m an’s th o u g h t m akes him 
a calam ity how ler. H e unconsciously 
s ta rts  o th e rs  and they  stam pede.

I take it from  your presence here 
th a t every  one of you is connected 
w ith a local o rgan ization  o r th a t you 
are  good m ixers and m eet frequently  
w ith o th er hardw are  re ta ile rs from 
tim e to  tim e. W h at is the big th ing  
on the m inds of the m en you m eet?
I have tried  to  locate th a t thing, and 
judg ing  from  m y experience and talks 
w ith som e of you, I feel th a t it is a 
fear of im pending danger from  a p ro 
posed heavily financed and well o r 
ganized system  of chain s to res  which 
we have reason to  believe will come 
in to  com petition  w ith us. I t  is th a t 
subject which I have chosen to  speak 
about on th is occasion.

I believe th a t I can speak along 
th is  line because I have succeeded 
fairly  well in adopting  a sp irit of 
optim ism  and I find it has been a 
g rea t com fort to  me. I hope I can 
bring  com fort and assurance to  you 
if you are in a sta te  of m ind w here 
you are in need of it.

A lthough  the w ar is over it does 
n o t m ean th a t we can go back to p re 
w ar conditions. T h a t is im possible. 
W e to -day  face new  conditions, new 
problem s, new obstacles and also new 
opportun ities. W e are p repared  to  
m eet them  w ith courage. W e believe 
th ey  will call out the best th a t is in 
us and th a t the  size of the  job  is not 
go ing to  dam pen our a rd o r in fulfill
ing  our duties as business m en, as 
citizens of th is beloved coun try  and 
as believers in w orld reconstruction .

T he business and industria l s itua
tion to-day in th is country , and, in 
fact, th ro u g h o u t the w orld, b ristle s 
w ith uncertain ties. W e m ust all w ork 
m ore intensely. W e m ust add to  our 
w ork  those  th ings which we have 
neglected  in the past and we m ust 
g e t rid of indifference. W e have all 
been gu ilty  of doing th ings which we 

__ should n o t have done and leaving 
undone th ings which we ough t to  
have done.

In  the  strugg le  to  m aintain  s ta n 
dards of living against h igh prices we 
are  bound to  have g rea te r  com peti
tion. W e m ust p repare  for g row ing 
com petition  as a m ere m atte r of busi
ness in spite of any g rea t m ovem ent 
on the p a rt of individuals o r groups. 
T he best m ethod of p repara tion  is to 
be b e tte r com petito rs than  ever be
fore. T he chain sto re  idea p resen ts 
a tw o-sided question  and because of 
the peculiarities of our business, the 
diversity  of the com m odities we han
dle and the experience we have in 
dealing w ith the  sam e people in the 
sam e place year in and year out, we 
have the best end of the  deal.

T he mail o rd e r and chain s to re  in 
stitu tions have m ore to  fear from  us 
than  we have to fear from  them . T hey  
thrive only on the  inefficiency and in 
difference of the regu lar dealer who 
is le ttin g  his oppo rtu n ity  slip over to 
them , in m any cases w asting  his tim e 
in grum bling  against the changing 
tim es instead  of ge ttin g  busy  and ad 
ju stin g  h im self to  the  changes.

W e have no th ing  ag ainst the mail 
o rd e r people o r the  chain sto re  sys
tem  excep t th a t we believe they  are

*Paper read  a t  annual m eeting Mich
igan R etail H ardw are Association by 
M athias Ludlow, V ice-P resident of the 
N ational R etail H ardw are A ssociation, 
N ew ark, N. J.

good business g e tte rs  and m ay get^j 
som e of th a t we now  enjoy. They}' 
are legitim ate  business en terprises! 
and to  th ink  of action against them  
w ould be unfair and very  w rong, as 
such a move would add to  the g row 
ing evil ap p aren t in som e of the  plans | 
for the solu tion  of the national rail- i 
road  problem —of stifling of initiative. 1

Instead  of try in g  to th ink  of how 
to stifle in itiative we should cultivate 
it ourselves and increase our influence 
as keen, scientific and w orthy  com 
petito rs.

In our business we have heard  a 
g rea t deal about mail o rder com peti
tion. I t has filled some m en w ith 
fear, but w ith all the intensive 
though t, extensive advertis ing  and en 
te rp rising  m ethods we are assured  by 
a survey th a t the m ail o rder business 
has been successful in ob tain ing  a 
m ere 5 per cent, of all of the retail 
business of th is country .

W e m ust cease being shopkeepers 
and m ust becom e m erchan ts in every 
sense of the  word. W e m ust study 
our business and co-operate. T o  get 
a line on ou r own personal business 
we m ust m eet to g e th e r frequently  and 
eradicate the th ings th a t are unfair. 
W e m ust study the whole industry  
ju s t as carefu lly  as we study our own 
sto res and the te rr ito ry  th a t belongs 
to them . Surely no com bination or 
g rea t institu tion  could ever hope to 
equal 18,000 re ta ile rs banded together 
and rep resen tin g  billions of capital.

W e are the real salesm en for the 
m anufactu rers and jobbers. W e m ust 
get the co-operation  of these o ther 
branches, the  p roducing  and d is tribu t
ing b ranches of ou r trade, and we 
m ust w ork to g ether. C o-operation is 
the stro n g est w ord  in our language.
I t  is w ritten  into our N ational fabric 
in the  m otto , “T og eth er W e Stand, 
D ivided W e Fall.” O ur associations, 
local, s ta te  and N ational, provide the 
m eans and we should s treng then  
them . No m an is opposed to  the as
sociations, m any m ay no t be m em 
bers. T he non-m em ber is guilty  of 
in ju rious neg lect and harm ful indif
ference, harm ful to  him self and the 
business as a whole.

T he N ational A ssociation is now 
offering to  you an en larged  service.
I t  is tack ling  conditions in the  m an
ner in w hich you should tackle them  
in your own sto res and com m unities, 
and for the good of the o rder you 
should aw aken the  in te res t in a sso 
ciation w ork  am ong your neighbors 
who are non-m em bers.

T he best m erchan ts are association 
m em bers. A nd in all th is  flurry about 
chain store  com petition  rem em ber 
th a t it is a fact th a t the chain store 
is least successful when it is located 
nex t door o r near to  a live m erchant.

In  m y own city  there  are  m any 
exam ples of this. A sm all candy store  
was doing a fair business. W ith in  a 
few feet of it there  blossom ed forth  
a chain candy store, a store  of qual
ity, of b rig h t lights, w ith a fine w in
dow display and a look of p rosperity . 
T he old individual sto re  lo st no time 
in abso rb ing  the  lesson. I t  renew ed 
its  fron t, ex tended its  windows, hired 
an illum inating  engineer to  m ake them  
brigh t, shoved its candy to  the  front, 
pu t in new  lines to  com pete w ith the 
chain store, and in five years th a t in 
dividual sto re  has increased  its busi
ness by m any tim es in spite of the 
big chain sto re  en terp rise  in the same 
block, a lm ost in the sam e building. 
I t  has opened an o th er s to re  in a new 
te rr ito ry  and has launched in to  the 
chain sto re  idea itself w ith  great 
profit.

T h is was no accident. I t  was good 
m erchandising  and the  p roof lies in 
the sto ry  of an o th er candy shop and 
an o th er chain s to re  in an o th er end of 
tow n. H ere  the chain sto re  came, 
ju s t overflowed from  N ew  Y ork  nine 
m iles aw ay in follow ing the crowd. 
I t  opened near an old estab lished  can
dy seller. T he la tte r  w ent down the 
stree t, m ade faces a t the  new com er 
and developed a grouch. H e becam e 
intensive, grum bled  and failed to  m eet 
the  com petition, and in six m on ths 
he m ade a com prom ise w ith his cred-

•itors before a referee in bankruptcy .
T hose are true  sto ries and good 

object lessons. T hey  illu stra te  the 
jold saying th a t com petition  is the 
life of trade.

i W h at are the m ethods of the mail 
’o rder and chain sto re  system s? W hy 
their success? N ational advertising  
is one of their chief asse ts; pu rch as
ing pow er is ano ther. T h eir over
head expense is as g rea t as th a t of 
the regu lar m erchant.

You can m eet them  by increased 
advertising, increased  in quality  as 
well as in volume. B ette r window 
displays and the p u ttin g  forth  of a 
g rea ter effort to  serve your com 
m unity  are the m ethods best adapted 
to m eet these stro n g  points.

T here  are weak po in ts in the chain 
sto re  and mail o rd e r system s. Make 
these your s tro n g  points. Y our ad 
vantage over your im personal com 
p e tito rs  is your personality , your di
rect con tact w ith the public in all 
things. M ake a friend of your com 
m unity, ge t its personal in te res t in 
your business and be a factor in your 
town. Jo in  your local cham ber of 
com m erce, po in t ou t to  your fellow 
m em bers a t every  o p p o rtun ity  th a t 
you are a p a rt of the com m unity, th a t 
every dollar you take in goes into 
local hands, into local banks, into lo
cal taxes, into local charities, and 
m ake them  see th a t you are a very  
essential p a rt of the com m unity.

You have a personality . A sse rt it. 
E ducate your com m unity in to  the 
idea th a t you are no t m erely a m oney 
grabber, bu t th a t you and your busi
ness are to g e th e r dedicated to  the 
service of those about you and de
serve fair com pensation.

Individually  you can do this. You 
can have a m ore a ttrac tive  store, you 
can display goods to  best advantage, 
you can plainly m ark  prices and you 
can increase the ability  and a lacrity  
of your selling forces.

Collectively, we can, th ro u g h  our 
associations, co-operate w ith m anu
factu rer and jobber and create a b e t
te r  and m ore helpful spirit. T he 
m anufacturer can help by estab lish 
ing suggested  resale prices which we 
can follow to  advantage.

T he re ta ile r is no t alone in fearing  
the m ost recen t developm ents of our 
industry . T he m anufacturer is also 
th rea ten ed  w ith com petition. H e m ust 
depend on us and it is to  his ad 
vantage to  co-operate. W e have to 
adopt higher standards of service and 
we have to  dem and of the m anufac
tu re r  h igher stan d ard s of service and 
these are obtainable only th rough  
our associations which are m ore nec
essary  and serviceable than  ever be 
fore.

T im es are changing.
L ook back, those of you who were 

in business years ago. T h ink  of the 
th ings you did and w ere connected 
w ith then  and com pare them  w ith 
your m ethods of to-day. If  you are 
successful, if your business is increas
ing a t the sam e ra te  as your com 
m unity, you have adopted  econom ies 
and increased  efficiency. T o keep up

w ith the tim es now  you will need 
g rea te r  efficiency and g rea te r  econ
omy.

If a hardw are  m erchan t who died 
tw en ty  y ears ago could be b ro u g h t 
back to  life and pu t in to  his old stand 
to -day  he would n o t be in business 
six m on ths unless he w ent to  school 
again to  study  business m ethods 
which have advanced so fast th a t a 
live one finds it no easy  task  to  keep 
up w ith th e  changes.

M en m ade m oney  selling hardw are  
y ears ago w ithou t any  real business 
records, bu t they  don’t do it any 
m ore. Old tim ers have prided th em 
selves th a t they  had goods on their 
shelves w hich had been there  for 
years, a kind of legacy from  their 
first stock. T h ey  don’t do th a t any 
m ore, they  are  now  busily  engaged 
in giving shelf room  to  the  quick 
se llers th a t pay  th e  re n t and m eet 
the  pay roll by  m ultip lied  tu rn-over 
in investm ent. I t  is the  tu rn-over 
th a t in te res ts  the  chain s to re  and it 
should be ou r chief concern.

In  considering  th e  chain sto re  we 
cannot help being  im pressed  w ith the 
m anner in w hich the re ta il g rocery  
line has been taken over by the chain 
store, and we are  inclined to  look 
for the  sam e th in g  in the  hardw are 
line. I do n o t believe th a t th is  fear 
is well g rounded. T he grocery  line 
a ttrac ted  m en of lim ited experience 
who believed th a t because they  were 
fam iliar w ith  the inside of g rocery  
sto res  and  bo u g h t a g rea t deal in 
them , they  knew  all abou t them . T he 
grocer, to  the  m inds of such men, 
was one w ho bo u g h t certain  articles 
of com m on use a t one price and sold 
a t an advance and th ere fo re  made 
m oney. T h ey  saved up th e ir pennies 
and launched in to  the business as 
soon as th ey  had enough capital. 
T h ey  knew  n o th in g  about judicious 
credits, cost accounting  o r relative 
cost of delivery  service. T hey  did 
business large ly  because they  were 
good fellow s and w illing to  serve. 
Because of the  w astefu l m ethods of 
th a t tim e som e of them  go t a living^ 
ou t of it, b u t the  fa ilures w ere very 
num erous and th ey  ru ined  the busi
ness. T he field w as p ractically  plow 
ed and  fertilized, so th a t the  chain 
s to re  p lan t w ith its  econom y and 
efficiency grew  a lm ost overn igh t as 
soon as it becam e firm ly rooted.

Y et th ere  w ere live m en in that 
line, m en who kep t pace w ith the 
tim es, im ported  goods d irect and 
built up a business on th e ir person
a lity  and real business ability. Two 
of them  in m y ow n city  are doing 
b e tte r business than  they  did before 
the chain s to re  cam e and bo th  have 
successfully m et the chain sto re  com 
petition  by  s ta rtin g  chain stores 
them selves.

In  the  hardw are  business there 
have been failures and discontinuance 
of business du ring  recen t years. If 
you nam e a business th a t has failed 
I feel safe in say ing  th a t it  was an 
old firm  th a t tried  to  do business as 
business w as done w hen thè store 
was established.

Papers of A ll 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.
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EMCO
k s i n

YOU C A ^T ^U ST

w i U -
K im -.

P L A T E S
A NEW EMCO LINE

EMCO Plates are wooden dinner plates
for informal meals in the home and at picnics and banquets.

■ 50
y  Nine Inch F luted
EMCO PLATED

SANITARY SERVICEABLE

Banquets Luncheons. P icnics ami 
general kitchen service

M ade c^*
GENUINE NORfU MICHIGAN 

SWEET MAPLEv-il&sxcsuil*j* NjuwByruBwe cey

T hey will carry  any  food, hot or cold, dry 
or m oist. T hey are  m ade from  g e n u i n e  
N orth  M ichigan Sugar M aple. They are 
absolutely sanitary .

T hey give the  housew ife a  light an d  con
venient dish for general use  in and  a round  
th e  k itchen . T hey  save dishw ashing.

They come in cartons containing 50 
plates. Sell the whole carton or break 1 he 
carton and sell them by the dozen. T1 e 
carton keeps the stock clean until it is all

„_______  sold. There are eight cartons in a ship-
ping case.

Every home you serve is in the market 
-*:*-*z4?. . for EMCO Plates, not only at picnic time 

but all the year round. Ask your jobber or

Escanaba Manufacturing Co.
ESCANABA, MICHIGAN

'iiijit
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K eep up w ith the tim es. A ccept 
the new o rd er as inevitable and adapt 
yourself to  it. T h a t is the neces
sity  of the hour. P ic tu re  to  yourself 
a chain hardw are  store  in y our hom e 
tow n. I t  would be a b rig h t clean 
looking shop, w ith every  possible ad 
vantage developed to the g rea tes t ex 
tent. I t  would be inviting  and would 
have a system  of g e ttin g  every  a r ti
cle it handled in to  the show  window 
w here the public could see it a t least 
once every few m onths. I t  would 
have live, active salesm en ready  to  
serve the custom er in the least possi
ble tim e and a t least cost to  the 
store. I t  would force its best paying 
goods to  the fron t a t all tim es.

I t would have the sam e th in g s in 
the same place a t all tim es w ith 
prices plainly m arked. I t  would have 
every article  on view a t all tim es. 
I t  would be a sto re  of ch aracte r a l
ways in o rder and in its  best d ress 
for public inspection.

Is your sto re  th a t kind of a store?
If it is not, m ake it so, and add to  

its a ttrac tio n s your personality  and 
your com m unity in terest. If you do 
this the chain sto re  cannot in ju re  
your business. T here  is a g rea t dif
ference betw een chain stores. Some 
are m ore successful than  o thers.

I know of two five-and-ten-cent 
sto res so close to g e th e r th a t the 
phonograph pieces in one store  d is
turb  the song d em o n stra to r in the 
other. One does tw ice the business 
th at the  o th er does, because th ere  is 
a live, a ttrac tive  a tm osphere  and real 
service in one while the o ther lacks 
those things. T he successful one has 
a window d resser who displays goods 
while the o th er has a w indow  full 
of th ings th a t look as though they  
w ere put in w ith a p itchfork.

T he m anager of the successful one 
belongs to  the principal o rg an iza 
tions of the city, takes an in te res t in 
com m unity w ork and studies his field, 
T he o th er m anager belongs to  n o th 
ing  and is in te rested  only in holding 
his job.

H ow  m uch do you study the o th er 
fellow7? H ow  m uch study do you 
give the mail o rd e r system ? W h ere 
in lies its even partial success? T he 
only  way the m ail o rd e r house can 
do business in your te rr ito ry  is the 
way it w ould do business w ith you. 
Do you study  its  advertising? Do 
you receive its catalogue? T h a t ca ta 
logue is an expensive affair, it m akes 
an in te res tin g  tex t book for the stu d 
ious m erchant. Y ou need it in your 
business and you need to  study it. 
You should w rite  for a catalogue from  
every  mail o rd e r house doing busi
ness in y our te rrito ry .

By doing so you increase your 
know ledge of y our own business and 
incidentally  increase the overhead of 
the mail o rd e r com petito r m aking 
him less dangerous.

Find out w hat the mail o rder house 
is doing, find out how it does it and 
then  th ink  ou t a m ethod  of using 
your ow n b rains o r the collective 
force of the  association  you belong 
to in m aking th a t house a w eaker 
com petito r o r yourself a stro n g er 
com petito r of his than  ever before.

H ave you a little  te rr ito ry  in your 
own ne ighborhood  into which you 
could ex tend  by using  th e  m ails? P o s
sibly you can profitably  do a little  
mail o rd e r business of your own.

Up in one of those  New E ngland  
villages w here everybody is neigh
borly  and the general sto rekeeper 
trie s  to  m ake a living ou t of people 
wrho have soap clubs and prem ium  
p arties w ith the sam e reg u la rity  as 
th ey  go to  church, th ere  was an old 
m an who becam e the possessor of a 
s to re  quite by  accident. A long in the 
w inter as spring  was approach ing  he 
counted  the  neighbors who w'ould be 
in the  m arket for screen doors and 
found quite a num ber of them . He 
found he had th ree  in stock  and then 
he looked in to  the  b rig h t new  mail 
o rd e r catalogue th a t had ju s t come 
in. H e found th a t the  m ail o rd e r 
house was selling  the  screen doors 
cheaper than  he could buy them  from

the m anufactu rer who was in his 
s ta te  and who hoped to  do business 
w ith  him.

N ow  th is old m an was a good 
neighbor so he began to  tell his cus
tom ers as they  cam e in th a t if they  
w anted  screen doors th a t they  could 
buy them  cheaper from  a W estern  
mail o rd e r house than  he could buy 
them  for resale from  the n earest m an
ufacturer. T hey  all o rdered  screen 
doors by m ail and when a traveling  
m an called on the old fellow asking 
for an o rd er for screen doors he was 
told th a t there  w as n o th ing  doing. 
The old fellow show ed him  a screen 
door which he had bought by mail as 
a sam ple to  show7 the neighbors w hat 
they  could ge t by mail cheaper than  
he could buy w7ith  a trad e  discount. 
T he salesm an recognized his own 
com pany’s door and tried  to  show 
the accidental m erchant w here he 
was a poor business man. T he s to re 
keeper called in the school teacher 
to referee the argum ent, and the re 
sult was th a t the  teacher w ro te  about 
the w'hole th ing  in the county  new s
paper and it was copied all over the 
sta te  in the ru ral press, and then, 
the m anufacturer sold no m ore screen 
doors to  the mail o rd e r house to  use 
in beating  him  out of business in his 
own te rrito ry .

N ow  th a t old fellow had the essence 
of good business. H e served his 
com m unity, earned  the respect of his 
custom ers who had to  adm it th a t he 
was honest and an asset to the com 
m unity, and he m ade a success of 
his business against a mail o rder 
com petition th a t the tow n and city 
man cannot im agine any th ing  about.

H e gained the good will of his te r 
rito ry  and good will is a substantia l 
and paying asset which can be ac
quired b e tte r by  the individual than  
by the mail o rder house o r the chain 
store  which very  frequently  changes 
its m anagers and anyw ay has to  fol
low a business policy ju s t as a tro lley  
car runs on a track.

T h ere  is a good com parison. T he 
tro lley  car rep re sen ts  the chain store, 
the autom obile rep re sen ts  the individ
ual sto re  and there  is ju s t as m uch 
reason  for an individual s to re  beating  
ou t the  chain p roposition  as there  is 
for the  auto  to  beat ou t the  tro lley  
car.

I t  all depends on the  sh o rt cuts 
you take, the bad roads you avoid 
and the care w ith w hich you proceed 
so as to  avoid accidents.

ROYAL No, 5 Coffee Roaster
C A P A C IT Y  25 lbs PER  R O A S T  

E lectrically  O perated, u ses gas or gaso lin e  for  fuel

ROYAL No. 77 Coffee Mi/1
Steel C uts 2% lbs. p er  m in u te. P u lverizes H lb. 

p er m in u te

WHY?
W HY is it recommended by authorities that coffee stocks be moved as quickly as possible?

WHY does your jobber prefer to sell you small orders often, rather than larger orders at longer 
intervals?

BECAUSE he realizes as well as you that every day that coffee stands on your shelf it loses a 
large portion of the aroma and strength that your trade rightfully expects.

O f course you move your stocks as often as possible because you want to better serve your cus
tomers, but why take a chance on them being dissatisfied at all?

A Coffee System
eliminates all possibility of-any dissatisfaction by enabling you to furnish your coffees FRESH 
ROASTED DAILY. A large supply of green coffee can be carried on hand to insure con
stant stocks because— unlike roasted coffee—green coffee improves with age.

The result is that your trade is better satisfied and your business increased substantially— often 
from one hundred to five hundred per cent, according to reports from ROYAL users.

And in addition you realize a saving of from five tO fifteen Cents a pound through eliminating 
the wholesaler’s profits— this saving quickly pays for the machines.

We teach you how to roast and will assist you all possible to make your coffee business a paying 
one. We also furnish suitable green coffee supplies if  you desire. This service insures uniform 
supplies at lowest possible prices and eliminates guess-work blending.

At any rate, it will cost you nothing to investigate. Write today for full information. Catalogs 
gladly sent on request.

1151 W EST ST. HORNELL, N . Y ., U. S. A .
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WHAT IT STANDS FOR.

Aims of National Association of Re
tail Grocers.*

T his is an epoch m aking year for 
the  re ta il m erchant. W e are passing 
th rough  the m ost strenuous tim es in 
the career of the business, which nec
essarily  requ ires the closest of p e r
sonal a tten tion . W e m ust have m ore 
than  the o rd inary  am ount of in telli
gence to p roperly  cope with the m any 
new problem s which are continually  
confron ting  us. E very  line of busi
ness recognizes the fact that we can
not as individuals expect to  accom 
plish w hat we really  can accom plish 
by organized effort. H ow ever, we 
m ust be equally as careful th at we 
do not cham pion a cause which is 
not r ig h t o r just, we m ust consider 
carefully  every phaze of our m any 
com plex problem s and be very care
ful of no t m aking the m istake of 
cham pioning a cause which we have 
no righ t to  do. T h at is why we have 
our m eetings and conventions, so th at 
we m ay p roperly  discuss these im 
p o rtan t m atters , so as to get the 
views of m any m inds before com m it
tin g  ourselves on any definite plan 
of action.

T h a t is the principal reason why 
your officers urge upon you to  a ttend  
the m eetings and conventions. I t  is 
a duty you owe to your fellow m er
chant. If  you elect m en to take charge 
of affairs which d irectly  concern you, 
back them  up by every th o ugh t and 
action. T his is the kind of spirit 
which will add success to  your o rg an 
ization. A ttend  the m eetings. You 
are alw ays likely to  pick up som e
th ing  th a t will assist you in your own 
business. M eetings are usually a 
c learing  house for new ideas. Take 
an active p art in association affairs, 
a t least by a ttend ing  the m eetings. 
Be a g o -fron ter and not a hang-back-

■*P a p e r  re a d  a t  an n u a l conven tion  R e 
ta il G rocers  an d  G eneral M erch an ts ’ A s
socia tion  o f M ichigan by  Jo h n  A. U lm er, 
P re s id e n t of N a tio n a l A ssoc ia tion  o f R e 
ta il  G rocers.

er. G rocers’ associations are too lit
tle utilized by the average m erchant. 
No m an can pull him self inside a shell 
and develop 100 per cent. You m ust 
rub elbow s w ith the o th er m en in 
the business. C ontact is a w onderful 
teacher.

A ssociation m eetings and conven
tions are w onderful m elting  po ts for 
new sales policies and exchange of 
ideas. C ontribute your ideas and re 
ceive m any m ore in re turn . S tudy 
your own weaknesses, then  seek a 
proper rem edy for these weaknesses. 
Do no t keep all of the new ideas to 
yourself. P o st your clerk on new 
up-to-date ideas. W henever you re 
ceive some tim ely m arket inform ation, 
pass it a long to  your clerks. M ark 
the best articles in your trade papers 
and pass these along to your clerks. 
T hen talk  th ings over w th them . A 
clerk will alw ays be a clerk until 
you help him to grow  and it is equally 
surprising  how a clerk can surprise 
you w ith new ideas. M any of the 
trade papers have special colum ns de
voted to schooling the  clerks. The 
righ t kind of a clerk will read every
th ing  you give him  and both  of you 
will profit by it.

M any a s to re ’s success can be tra c 
ed to a b e tte r than  the average clerk 
and they will becom e still b e tte r if 
you do not allow them  to ge t into a 
m ental rut. T hey  appreciate your 
talk ing  th ings over w ith them  and 
are sure to show the effects in their 
work. In turn , your clerks can give 
you m any valuable suggestions on 
new goods and m ethods. L et them  
know  th a t you w ant them  to pass 
along every usable idea they  receive 
from  custom ers. D on’t carry  all the 
burdens yourself. Y our b ro th e r g ro 
cer, hundreds of m iles away, has had 
m any experiences you can profit by 
and he tells you about it in the trade 
papers. Y our own clerk, a few feet 
aw ay from  you, m ight help to solve 
some difficult problem  over night, but 
you will never learn the value of the 
o th er fellow ’s view point until you

take the tim e to read the trade papers 
o r by personal con tact by a ttend ing  
m eetings.

One of the m enacing problem s con
fron ting  the re ta iler of to-day is the 
estab lishm ent of so-called com m is
saries in m anufacturing  plants. The 
average m anufacturer is not going 
into th is m atter from  any philan- 
throphic motive, but, instead, it is one 
of the m ost selfish p ropositions yet 
conceived, regard less of the s ta te 
m ents m ade by them  in justification 
of their en te ring  th is business. These 
co rporations are impelled by selfish 
m otives, pure and simple, as a sort 
of sop to their w orkingm en to reduce 
the high cost of living, when the real 
facts are th a t they  are try in g  to se
cure a m ore firm  grip on labor. If 
th rough  th is scheme they can satisfy 
labor, then they  will be in their glory, 
because they  will have labor where 
they w ant it—under their thum b, as 
they  did years ago, when the w orkers 
w orked in a factory, traded  in a com 
pany store and lived in a com pany 
house and looked upon the com pany 
as a god from  whom  they received 
the righ t to  live.

W hile the co rporations are pocket
ing labor in th is way w hat will hap
pen in the g rocery  trade? F irst, the 
re ta ile r will feel the  pinch, because 
of the com pany selling their em ployes 
the m ost profitable m erchandise—the 
cream —while the re ta ile r gets the 
skim m ed m ilk of the business. Then, 
th rough  loss of trade, because of co r
pora tions increasing  their service and 
m onopolizing m ost of the business. 
T hus the business will be m ade un
profitable for the retailer, and he is 
literally  forced out of business.

W hat will happen to the jobber who 
is supplying these concerns? F o r a 
tim e th ings go along  by leaps and 
bounds. He is selling the co rpora
tions in large quantities and reaping 
big profits because of less overhead. 
Does he believe th a t th is business 
will go on? If he does, then it is 
upon the re ta ile r to accept the chal

lenge to w ork out his own salvation. 
The a ttitude  o f the w holesaler has 
been such th at I cannot blam e the re 
tailer from  looking to the jobber w ith 
suspicion, as it is very little  th a t he 
can expect from  him. I hold th a t the 
jobbers are largely responsible for 
th is p resen t condition. T hey  are, in 
a m easure, responsible because they  
should discourage th is practice, but 
in their anxiety to g rab  off all the 
business in sight, they  are overlook
ing w hat the future holds in store  for 
them .

I am a firm believer th a t all m er
chandise should travel th rough  the 
well established channels of d is trib u 
tion and I still hold th at to be the 
sound and logical m ethod—from  m an
u facturer and producer, to  wholesaler, 
to retailer, to  consum er; but to  m y 
observation  quite a large num ber of 
w holesalers have ceased to  function 
as jobbers, as I find th at some jo b 
bers have also adopted  the role of 
being m anufacturers as well as jo b 
bers and also selling direct to  the 
consum er. If such conditions exist— 
and we all know  they do—why should 
we look to the  jobber for relief. Y et 
it is true  th a t they expect you and me 
to rem ain loyal to  them .

I have no particu lar quarrel with 
the jobbers. Some of my best and 
m ost intim ate friends are in the w hole
sale business, but, as a whole, the 
jobbers of this g reat coun try  of ours 
have not been loyal to their own cus
tom ers and the re ta il trade is fast 
aw akening to  th is fact and it w on’t 
be long until the jobber will sit up 
and take notice, but I am  afraid  it 
will be too late. I t  is up to the 
wholesalers, with their pow erful o r
ganizations, to im m ediately get busy 
and put their houses in order, instead 
of com plaining because some re ta il
ers are try ing  to obtain relief by co
operative buying, which is really  a 
step in the direction of re ta ile r ow n
ed wholesale houses. T hese large 
pow erful organ izations should se r
iously consider th is m atter. W her-

I N C R E A S E  YOUR B I S C U I T  P R O F I T S
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[SHIMS BISCUITS-
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IDEAL SUNSH INE BISCUIT DEPARTM ENT
Perfect Display—Clean— Neat—A ttractive

A  C om plete S tock  w ith  Sm allest Investm ent
It C reates Interest and C onsum er's D em and  

Ask the Sunshine Salesman—He Knows
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Bakers of Sunshine Biscuits 
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ever the jo b b ers  p lay fair w ith the 
re ta ilers, there  is no cause for com 
plain t and the re ta ile r has no p a r
ticu lar desire to  go in for d irect buy
ing, but in the  com m unities w here the 
jobbers do not play fair, th ey  are 
bound to have re ta ile r ow ned g rocery  
houses; and they  should no t com plain, 
as it is only a condition of th e ir own 
m aking.

I presum e you are som ew hat in 
te rested  reg ard in g  som e of the activ 
ities of the N ational A ssociation  of 
Retail Grocers. I will give you a 
brief outline as to  w hat we are try in g  
to  do, I will no t a ttem p t to  go into 
detail, but will tell you of som e of 
the m any th ings th a t we are endeav
oring  to  accom plish. F irs t  and fo re 
m ost, there  m ust be elim inated  from  
the field of m erchandising  several 
trade evils which have becom e so o b 
noxious th a t they  th rea ten  to  engulf 
a large num ber of independent deal
ers of th is coun try  and to  forever 
drive them  from  the com petitive field, 
or else it is fair to  presum e th a t the 
retail m erchandising  of food p roduc
tion will be cen tered  in a sm all num 
ber of large quantity  buying concerns, 
which m ust eventually  end in m onop
oly th a t will be de trim en tal to  the 
best in te res ts  of the  public.

Am ong these evils we m ay m ention 
the system  of m aking preferred  prices 
to chain sto re  system s, mail o rd e r 
houses and o th er d irect buyers, which 
practice now ex ists to  an a larm ing  
ex ten t and which has been in s tru 
m ental in b ring  about a dem oralized 
condition of retail m erchandising  in 
m any places. T h is is one of the  p rin 
cipal objects of the N ational A ssocia
tion of R etail G rocers—to drive ou t 
th is unfair system  and unhealthy  
m ethod of doing business and to place 
it as nearly  as possible on a level 
basis.

W e are also endeavoring  to  enlist 
the support of _ the  m anufacturers, 
w holesalers, re ta ile rs and consum ers 
tow ard  securing  into enac tm en t into 
law of the S tephens-A shurst bill, now  
before C ongress, w hich has for 
its purpose price standard ization . 
T hrough  the a tta in m en t of th is leg is
lative action, one of the principal 
bones of con ten tion  will be rem oved. 
T he m anufacturer will be able to 
name a fair and reasonable re-sale 
price to both the w holesaler and re 
tail d istribu ters, these p rices to  be

governed, first, by com petition  and, 
second, by supervision by the Federal 
T rad e  Com m ission, bo th  of which 
m ethods will assure  fair trea tm en ts  to  
the consum ing public, justice to  the 
m anufacturers and fair play to  the 
d istribu ters.

I t can be readily  seen th a t in the 
inauguration  and adoption  of the 
standard ized  price system , one of the 
w eapons w hich has been dem oralizing  
re ta il trade  conditions will have been 
rem oved. No longer will p rice-cu t
ting  tactics on the p a rt of the quan
tity  concerns be allow ed to  place in 
d isrepu te  the g rea t a rm y  of inde
pendent re ta ile rs  who, by v irtue of 
their inability  to  purchase in quan
tities, are placed at a d isadvantage in 
the m ost im p o rtan t of all trade  m ove
m ents, nam ely, the  purchase  of com 
m odities. I t  will be the  policy of the 
N ational A ssociation  to  seek to  have 
elim inated  from  the field of m erchan
dising  those pernicious system s based 
upon the false idea th a t the consum 
ing public can be given som eth ing  for 
no th in g  in connection  w ith the p u r
chase of food com m odities, nam ely, 
the trad in g  stam p evil, the rebate  sys
tem , coupon system , free deal system  
and all o th er prem ium  schem es.

I t  will be the policy of the N ational 
A ssociation to w ork for un iform ity  in 
s ta te  and N ational pure food laws 
and to  w ork  w ith our N ational and 
sta te  governm en ts in th is connection, 
w ith the view of assu ring  the public 
abso lu te ly  pure food products, h o n e s t!  
w eigh ts and full m easures. I

T he N ational A ssociation will in-1  
vestigate, th rough  a p ro p erly  appoin t- 1 
ed com m ittee, the b ig  question  of co- 
operative buying and co-operative re- ; 
ta ilers wholesale houses, endeavoring  1 
to  learn  the  facts in connection  w ith j 
these  big p roblem s and rep o rt back 1 
to  our nex t annual convention. T his 'j 
is one of the m ost v ital p rob lem s^  
faced by re ta il and  w holesale g ro - < 
cers. j

I t  is the policy of the N ational as-^r 
sociation to  w ork  heartily  w ith all r e - il 
tail g rocers, m eat dealers and general 5 
m erchan ts in all p a rts  of the country , i  
to  lend every  aid to  trad e  jo u rn a ls  ■ 
to no t only  w ork  w ith b u t for th em ,"  
to  aid all trad e  jou rn a ls  in ra is ing  the  \ 
s tandard  of the trad e  press, to  secure % 
the full recognition  by m anufacturers i 
of the  value of the trad e  press, so |  
as to  enable them  to becom e a pow er I

Puritan Flour
Made at Schuyler, Nebraska. A  strict

ly Short Patent Flour with a Positive 

Guarantee on each sack.

Mr. William J. Augst, the Puritan 

Salesman, will call on you soon.

JUDSON GROCER CO.
W holesale Distributors

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

it

SUN-MAID
ADVERTISING

vs.
RAISIN
PRODUCTION

America is learning the goodness of raisins 
from day to day. Because of the heavy de
mand, Sun-Maid Raisins in original hands 
today are scarce.

This is in spite of the fact that production of raisins 
in California has doubled in five years.

Order Sun-Maid Raisins From Your 
Jobber—At Once

Avoid Disappointment
T H R E E  V A R IE T IE S :

Sun-M aid  S eeded  
(seeds rem oved)

Sun-M aid  Seedless
(grow n w ith o u t seeds)

Sun-M aid  C lusters 
(on th e  stem )

CALIFORNIA ASSOCIATED R A ISIN  CO. 
Membership 9,000 Growers 

Fresno, California

T h e  Function o f the G rocer
is to sell those food commodities for 
which there is a steady and never-failing 
demand. The modern grocer cannot stop 
to create new customers for an unknown 
product. The demand for

Shredded W heat Biscuit
has been created through tw enty years 
of educational advertising. Our adver
tising for 1920 is planned to hold these 
millions of customers and to create mil
lions of new ones. Through a consistent 
fair-trade policy we count on your co
operation in the distribution of this 
product.

MADE ONLY BY

The Shredded Wheat Company, Niagara Falls, N . Y.
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for good. T he trade  press and g ro 
cers associations have but one p u r
pose—to b e tte r  the condition of m er
chandising.

I have a ttem pted  to give you a 
b rief outline of the p rogram m e of 
activ ities of the N ational A ssocia
tion and we are looking tow ard  you 
m en to give your officers the p roper 
support which they  deserve. W hen 
th is g rea t country  of ours called its 
noble m anhood to take up arm s in 
o rd e r to  b ring  the kaiser’s w ar to a 
successful conclusion, it also placed 
upon the shoulders of the g reat arm y 
of re ta il d istribu ters of food com m od- 
lties unusually  heavy responsibilities 
and the re ta ile rs proved loyal to  the 
core and did every th ing  w ithin their 
pow er to  conserve food, as well as to 
d istribute the sam e a t the low est pos
sible cost and still rem ain in business. 
T he m argin of profit on the  m ore es
sential com m odities were cut to  the 
quick and in the face of rising  over
head expenses we did no t whim per, 
but accepted these conditions as our 
b it to m ake the w orld safe for de
m ocracy.

W ith  the  ending of hostilities on 
Nov. 11, 1918, the average re ta iler 
heaved a sigh of relief, feeling reason
ably assured  th a t a p a rt of his burden 
would be lightened, bu t instead  we 
w ere really  facing a new condition. 
In stead  of declining prices, every
th in g  began to  soar. N aturally  the 
re ta ile r had to advance his prices or 
ge t ou t of business. W orkingm en 
dem anded m ore wages. Overzealous 
public officials m ade false accusations, 
calling everyone engaged in the hon
orable pursu it of d istribu ting  food 
com odities gougers and profiteers. 
T he new spapers took up the cry, and 
w hat was the result?  P rices kept 
rising  h igher and higher and the only 
th in g  th a t the politicians have been 
able to accom plish is to  spend un
counted m illions of the public m oney 
in fru itless investigations, casting  sus
picion on business in general, and 
pred ic ting  low er prices which are not 
forthcom ing.

Y our officers of the N ational A sso
ciation im m ediately  stepped into the 
b reach and offered to  go to  W ash ing
ton, if necessary, and assist the pow 
ers th a t be in any honorable a ttem pt 
to  stop  the so-called profiteering. W e 
also took issue w ith P resid en t W il
son and A tto rn ey  G eneral Pa lm er re 
g ard ing  some of the s ta tem en ts which 
w ere a ttrib u ted  to  them , w ith a reply 
th a t their sta tem en ts had been g a r
bled and m isconstrued, bu t these 
harsh  charges were still being pub
lished in every  new spaper th ro u g h o u t 
the country , so we im m ediately got 
busy and d rafted  suitable resolutions, 
w hich w ere adopted  by associations 
everyw here, and w hich w ere poured 
in upon these officials in such num 
bers th a t these unw arran ted  charges 
upon the trad e  soon ceased O cca
sionally, in som e places we still hear 
som eth ing  o f the kind, b u t the  big 
noise is over with.

T his is w hat we can do by o rg an 
ization. As individuals we would not 
be recognized, b u t as an organization  
solidified, we can dem and a p ro p er 
hearing  and they  will have to  listen.

T he recen t a ttem p t on the p a rt of 
the A tto rn ey  General to lim it the 
m arg in  of profits on certain  com m od
ities is n o t fair to  the re ta ile r and 
they  them selves know  th a t you can
n o t com pel any  m an to sell his goods 
below  the cost of doing business, so 
really  th e ir a ttem p t to  organize so- 
called fair price com m ittees has been 
a failure. W herever such com m ittees 
a re  operating , they  have about 1 per 
cent, au th o rity  and 99 per cent, bluff. 
T he re ta ile r m ust n o t fo rget th a t he 
has constitu tiona l r ig h ts  w hich cannot 
be denied.

T he A m erican people are slowly be
g inn ing  to  realize th a t it is not the 
hoard ing  of food th a t is responsible 
fo r high prices. T he real facts are 
sim ple, indeed; increase p roduction  to  
such a po in t th a t we shall have a reos- 
onable supply on hand a t all tim es. In  
these strenuous times it behooves 
every  A m erican business m an to be
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m full possession of all his faculties. 
Sane business m en rem ain calm  and 
confident during  any critical period. 
If  you are in business to stay, you 
m ust no t allow  every  political m ove
m ent to w orry  you or force you to 
accept losses which are unjustified. 
Avoid speculation, bu t keep sufficient 
stocks com ing along  to  ensure  a con
stan t supply for your trade.

T he g rea t trouble  w ith the people 
is th a t they  have becom e in toxicated  
w ith p rosperity . T hey  are spending 
m oney like drunken sailors and are 
clam oring for still larger pay en 
velopes. U sually  the poorest p ro 
ducer yells the loudest. You cannot 
load up A m erican business w ith poor 
production  a t high w ages and then 
expect a low cost of living. I still 
have confidence in the A m erican peo
ple. W e have had sim ilar experiences 
in the past and it only takes tim e for 
everyone to  ad just them selves to  the 
new conditions.

O ur duties as re ta il g rocers are 
clearly  defined. All of us should 
make it a m atte r of conscience to 
nam e a ju s t price on our goods—a 
price th a t is ju s t to  the consum ing 
public as well as ourselves. T he re 
tailer has been charged w ith a g reat 
m any th ings and has been carry ing  a 
g rea ter load than  m ost people have 
any conception of and the only people 
who can honestly  appreciate your 
troubles are your officers, who are 
also in the retail business.

T he local association is the re ta il
e r’s closest friend. Y our sta te  asso
ciation com es next and last, but not 
least, the N ational A ssociation of R e
tail G rocers is continually  striv ing  to 
b e tte r your business and m y business. 
W e need your co-operation and I am 
sure you need our support. M ay we 
continue to have th a t fine sp irit of 
loyalty  in the years to  come as we 
have in the past? W e ought to  be 
on the m ost in tim ate of term s. U n it
ed we stand, divided we fall. L et us 
continually  p reach the doctrine of 
A m ericanism . T his is a w onderful 
country  and we should be proud of it 
and we should stand for no th ing  
which will in any m anner take aw ay 
the liberty  th a t our fa thers fought 
and bled for.

T he N ational A ssociation of Retail 
G rocers is loyal to  the  people. W e 
do not w ant any th ing  th a t is unjust, 
nor do we approve of unscrupulous 
m ethods of doing business. O ur aim s 
are  to  see th a t the re ta ile r receives 
justice  and a rig h t to the honorable 
pursu it of his business.

I t  is b e tte r  to  ask  a question than  
m ake a m istake. I f  you are n o t sure 
you’re righ t, you’re  probably  w rong.

B A R LO W  BROS. Grand Rapids, Mich. 
Ask about our way

DICKINSON’S

T R A D E

IT STANDS ALONE

SEEDS
The Albert Dickinson Co.

M INNEAPOLIS CHICAGO

Losing $10.00 

Means Dropping 

Your Profits on 

$100.00 Worth 

of Business 150 Account Roll-top 
Fire-proof M etzgar

Can You Afford It?
LABOR and STOCK are too high for you not to stop every needless 

waste in your business.
EVERY HOUR of TIME you can save by adopting modern methods 

means just that much more money added to your net profits at 
the close of the year.

POSTING ACCOUNTS is TIME and MONEY wasted and your time 
should be applied to something more profitable.

Why Not Stop A ll Needless Waste 
With a METZGAR SYSTEM?

It will do your bookkeeping with one writing.
It will relieve you of all Posting of Accounts.
It wiU eliminate FORGOTTEN CHARGES, MIXING ACCOUNTS 

and bringing forward of WRONG PAST BALANCES.
It will please your customers and bring you new business.
It wUl FULLY PROTECT YOUR RECORDS AGAINST FIRE.
Write at once for full information, also get our prices on salesbooks, 

before putting in your next supply.

Metzgar Register Co., Grand Rapids, Mich.
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BEST MEETING EVER HELD.
(C ontinued from ' page nine.) 

due to bonuses, class legislation  and 
class com prom ises; and

\ \  hereas— \ \  e believe th at special 
privileges can be given the few onlv 
to  the de trim en t of the m ajo rity ; and 

\ \  hereas— \ \  e are anxious to  see 
stable trade  re la tions resum ed, busi
ness becom e norm al and the general 
u n rest cease; therefo re  be it 

Resolved— 1 hat we go oft record  as 
opposed to all bonuses, class legisla
tion and class com prom ises, believing 
that fair and free com petition will re 
sult in a reduction  of prices, increase 
efficiency and prom ote  a general sp ir
it o f re st am ong our people.

Carried.
\ \  hereas—The m anagem ent of H o 

tel Pan tlind  has generously  given of 
its space and tim e to  the in te res ts of 
this m eeting; and

\ \  hereas—\ \  e are well aw are of the 
g reat am ount of w ork in connection 
with the en te rta in m en t of th is natu re ; 
now therefore  be it

R esolved—T hat the R etail G rocers 
and G eneral M erchan ts’ A ssociation 
here assem bled ex tend  its m ost hearty  
thanks to the m anagem ent; and be it 
fu rth er

R esolved— T hat a copy of this re so 
lution be sent to the m anagem ent of 
the H otel and also be m ade a p art of 
the proceedings.

Carried.
\ \  hereas—T he M ichigan T rad es

m an and its able editor, E. A. Stowe, 
have alw ays given th is o rgan ization  
s tro n g  and energetic  support; th e re 
fore, be it

R esolved—T hat we give expression  
oi our appreciation  and thankfu lness 
to Mr. Stowe by a rising  vote.

Carried.
1 he N om inating  C om m ittee p re 

sented the follow ing rep o rt:
P residen t— E. W. Jones, Cass City, 
h irs t  V ice-P resident—Jo h n  Affeldt, 

Jr., Lansing.
Second V ice-P residen t — C. F  

Shreve, D etro it.
T rea su re r—-Chas. H. Schm idt, Bay 

City.
B oard  of D irecto rs—D. L. Davis, 

rp s ilan ti; L eonard  Seager, Cadillac; 
Chas. W ellm an, P o rt  H u ro n ; C. J. 
Appel, Grand R apids; J. F. T atm an, 
Clare.

T he rep o rt was accepted and ad o p t
ed and the gentlem en nam ed declared 
elected.

In  p resen ting  Mr. Jo n es’ name, John  
A. Lake referred  to  the  splendid rec 
ord  m ade  ̂by the A ssociation under 
M r. Jo n es’ direction  and took  occa
sion a t the same tim e to  p resen t him 
w ith a ring  as a slight token of the 
appreciation  the m em bers of the A s
sociation felt for his u n tiring  efforts 
on behalf of the A ssociation in the 
year ju s t closed. O ther p resen ts 
were m ade Mr. Jones to  be handed to 
AL s. Jones and his tw o daughters 
1 he g u ts  were thankfully  received by 
Mr. Jones, who was deeply touched 
by these evidences of the good will 
and appreciation  of the fra te rs  he 
had aim ed to serve so well and fa ith 
fully.

On m otion of Mr. Affeldt, Mr. Jones 
was elected to rep resen t the A ssocia
tion a t the annual m eeting  of the 
N ational Retail G rocers’ A ssociation 
a t A tlan ta  in May.

1 he A ssociation was then  invited 
to  hold its annual m eetings in Grand 
Kapids perm anently , but decided to 
accept a very p ressing  invitation  to 
m ee* next year in K alam azoo.

A le tte r was read  from  the C ham 
ber of Com m erce and also the City 
M anager of K alam azoo in which they 
m ost cordially  invited the delegates 
to  K alam azoo and these le tte rs  were 
supplem ented by a delegation of fifty 
o r six ty  strong , who all in a m ost 
h earty  way endorsed  the invitation  of 
the city officials.

No further business appearing  the 
m eeting  adjourned.

A m eeting  of the  B oard of D irect- 
o rs  was held im m ediately a t the close 
o t the convention, w hen such business 
as p roperly  com es before th a t body 
w as disposed of and the p resen t very

efficient Secretary , J. M. Bothwell, of 
Cadillac, was engaged for an o th er 
year.

T he wholesale dealers of th is city 
invited and p resen ted  w ith ticke ts to 
the p lay a t the E m press th ea te r all 
those who were go ing  to rem ain in 
the city  for the night.

C onvention N otes.
A pleasing  feature of the conven

tion was the large num ber of m er
chan ts from  the T hum b d istric t who 
were in a ttendance. T hey  were, in 
the main, men of s tro n g  p a rts ; men 
who have achieved m ore than  o r
dinary  success in th e ir chosen calling.

T he rep o rt of the T reasu re r em 
phasizes very  clearly  the necessity  of 
providing for m ore m oney for the use 
o t the o rgan ization . M any features 
of the w ork  have to be elim inated 
a lto g e th e r because of the lack of 
funds to  p rosecu te  the w ork  success
fully. O th e r features have to be cu r
tailed for the sam e cause. The annual 
dues_ should be increased  from  $2.50 

$5 a t  the K alam azoo m eeting  on 
the theo ry  th a t w hatever is w orth  
doing a t all is w orth  doing well.

I he election of J. F. T atm an, of 
Clare, to a position  on the B oard of 
D irectors was a w o rthy  honor, w o rth 
ily bestow ed. Mr. T atm an  has long 
been identified w ith organized  effort 
am ong  re ta il g rocers. A bout tw en ty  
years ago lie was a leading sp irit in 

9 r&an‘zation of the N o rthern  
M ichigan R etail G rocers A ssociation, 
which held several m eetings before it 
finally disbanded. M r. T atm an  was 
elected P resid en t of the o rganization  
and directed  its efforts with much 
skill and signal success. H e is an 
en th u siast on good roads—they  call 
him the  F ran k  H am ilton  of Clare 
county  and he is now  bending every 
energy  a t his com m and to  encourage 
the com pletion of the tru ck  road from  
Saginaw  to L uding ton  via Clare.

C harles \Vellm an, of P o rt  H uron , 
has probably  a ttended  m ore conven
tions of the A ssociation than  any o th 
e r m em ber. An annual m eeting  w ith
ou t Mr. W ellm an p resen t would be 
an anom aly.

The trip le p resen ta tio n  of g ifts to 
t  re siden t Jones, on the occasion of 
h!l r,e.'eI5c t,on> P re tty  nearly  took  him 

-off his feet. H e was evidently  not 
expecting  an y th in g  of the kind and 
the surprise  and gratifica tion  he felt 
° VCu i he reco8 n *tion of his efforts 
in behalf of the o rgan ization  were 
clearly' m anifested  by his em barrass- 
m ent. Mr. Jo n es w orked like a beaver 
to  p rom ote  the in te res ts  of the m em 
bers and the resu lts  of his labors are 
p lainly in evidence.

In  discussing fidelity to  the  o rg an 
ization it is en tire ly  in o rd e r to  record  
th a t Secretary  B othw ell is the m ost

C O M P U T IN G  SC A L E S
A T  B A R G A IN  PR ICES

S lig h tly  used g rocers and  bu tchers  scales 
a t  le ss th an  one-half th e  price o f new  ones 

S cales repaired  and  ad justed .
W. J .  KLING,

843 Sigsbee St. Grand Rapids, Mich.

Michigan
State

Telephone
Co.

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

W R IT E , W IR E  O R  T E L E P H O N E  U S.

M oselev  Brothers g r a n d  r a p id s , m ic h .
J  u  l u c l  **» Pleasant St. and Railroads

Both T e lep h o n es 1217

M. J. Dark & Sons
W holesale

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

1 and 3 Ionia Ave., S. W.

Grand Rapids, Michigan

M. J. D A R K  
Better known as Uose 
22 years esperie nee

WE H A NDLE THE BEST GOODS OBTAINABLE  
A N D  A LW AY S SELL A T R EASO N A BLE PRICES

Retail Grocers and General Merchants 

V IS IT  O U R  S T O R E
Make Piowatys Your Headquarters While at the Convention

Our Office, Long Distance Telephone and Stenographic 
Services are at your disposal while here

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

Branches: Muskegon, Lansing, Bay City, SaginaW, Jackson, Battle 
Greek, Kalamazoo, Benton Harbor, Mioh.; South Bend, Ind.

O U R  N E A R E S T  B R A N C H  W IL L  S E R V E  Y O U

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. A lways 
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

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

C orresp on dence S olicited

Frank T. Miller, Sec’y and Treas. Wm. Alden Smith Building 
Grand Rapids. Michigan
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capable and m ost energetic  Secretary  
the A ssociation has ever had. He 
w orks constan tly  for the  good of the 
o rganization  and never perm its a day 
to pass th a t he does no t perform  some 
praisew orthy  duty for the m em bers, 
e ither individually o r collectively, or 
both. H e en te rs upon his fifth year 
as Secretary  full of hope and prom 
ise for still fu rther effort and accom 
plishm ent. In  o rder th a t he m ay not 
be ham pered in his fidelity to  the A s
sociation, he has relinquished the 
Secretarship  of three M asonic bodies 
he had long served in th a t capacity.

John  A. Lake, of Petoskey, was one 
of the first m em bers to arrive on the 
scene and, as usual, one of the last 
to leave. In  the m eantim e he under
took to  be as helpful as possible in 
m aking the m eetings lively and full of 
in terest. The sam e m ay be said of 
John  Affeldt, Jr., of Lansing, who 
kept the run of th ings with rem ark 
able astu teness.

A no ther old “stand-by” is M. L. 
D eB atts, of Bay City, who has a tten d 
ed every convention for tw enty  years 
and who re ta ins a lively in te res t in 
every  departm en t of the w ork with 
undim inished vigor.

John  A. Green has grow n a little 
stou t w ith the years, show ing th at 
F a th er T im e is dealing gen tly  with 
him. H e is the same genial John 
the trade  has known so well for tw en
ty  years. A m eeting  w ithout John  
Green would lack som ething whicli 
the P rogram m e Com m ittee would find 
it hard  to supply.

L ist of Those Present.
T he follow ing m erchants reg istered  

a t headquarters during  the conven
tion :

G. Pow ell, Alma.
R. J. Palm er, Gagetown.
E. W . Jones, Cass City.
J. H. B allast, Chicago.
J. M. Bothwell, Cadillac.
L. P. S trong, V icksburg.
Paul Gezon, W yom ing Park.
L. H. W eldin, B attle Creek.
J. R. Pixley, N orth  Park .
C. J. Appel, G rand Rapids.
John A. Lake, Petoskey.
L. A. Sm ith, Petoskey.
Jam es P. H olbrook, M ancelona.
T. M. Baird, A nn A rbor.
E. D. Shedd, New York.
W . R. Van Anken, Big Rapids.
J. W . T ink, Big Rapids.
M iles A. D rallette , W eidm an.
C. A. R eading, Clare.
J. F. T atm an, Clare.
Fey T. M iddlesw orth, W eidm an.
O scar W . A rneau, Grand Rapids
L. W. Yuncker, Saginaw.
H. T. Chase, Grand Rapids.
F. W iney, L udington.
E lm er A braham son, L udington.
John  F lorin , Owosso.
L. E. D rum beller, Chicago.
John  M. R. Schaefer, M errill.
C larence E. T rahan , M errill.
Joseph  Sleder, T raverse  City.
J. D. W idgren, Cadillac.
M. C. Goossen, Lansing.
E. C. Evans, Sanford.
H en ry  H einitz, H em lock.
F. C. W ilder, Lansing.

R. W . Jaques, Cadillac.
M. G. Sm ith, C entral Lake. 
M artin  Block, Charlevoix.
H. H . E ichenberg , Alma.
Roy M. E ichenberg , Irons. 
Schnitem an & Jacokes, Frem ont. 
P ikaart-V an  O ss Co., Frem ont. 
Jake M ulder, F rem ont.
Geo. A. Plietz , Ubly.
F. W. R auhut, Lansing.
B ert L. Curtis, Cadillac.
A. F. Johnson , Greenville.
J. E. V anW orm er, Greenville.
H. P. H ansen, Greenville.
Chas. G. C hristensen, Saginaw  
O tto  M. Rhode, Saginaw.
W . C. L andshroener, Saginaw  
John  D oerr, Saginaw.
W m. Boland, Saginaw.
W . H. Loeffler, Saginaw.
Jam es M. Sparling, Saginaw. 
Ludw ig E. Schweiner, Saginaw. 
Dan K ronem cyer, Kalam azoo.
I). J. Beadle, Kalam azoo.
W . H. F letcher, Kalam azoo. 
F rank  T oonder, Kalam azoo.
M. W. T ibb itts , K alam azoo.
L. P. Yankey, D etroit.
J. H. Golden, D etroit.
D. L. Davis, Y psilanti.
Geo. L. M onroe, F rem ont.
Neil Ferguson, Bay City.
A. L. Leonard, B enton H arbor. 
Thos. Jean, Bay City.
I. S. Berm an, K ingston.
Mrs. M. W . T ibbitts , F rem ont. 
A dolph J. Muffer, Bay City.
Chas. H . Schm idt, Bay City. 
Theo. H . T ro st, Ann A rbor. 
H en ry  E. Vogel, Ann A rbor.
Alp. Lem ble, A nn Arbor.
E. L. Selleck, M anitou Beach. 
Chas. W ellm an, P o rt H uron.
J. H . Prim eau, Bay City.
John  Affeldt, Jr., Lansing.
J. De H oog, Grand Rapids.
John  F. W aite, Flint.
Basil Gulliver, D etroit.
E. W . Deiss, D etro it.
F red  T. Poillion, D etroit.
Theo. J. Petrequ in , D etroit.
John  Sm ith, D etroit.
G rover J. T horn , D etro it.

You Make
Satisfied Customers

when you sell

“SUNSHINE”
FLOUR

B L E N D E D  F O R  F A M I L Y  U S E
T H E  Q U A L I T Y  IS  S T A N D A R D  A N D  T H E  

P R I C E  R E A S O N A B L E

Genuine Buckwheat Flour 
Graham and Corn Meal

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

PLAINWELL, MICHIGAN

Sell Your Customers 

Guaranteed Qualities In 

Foodstuffs

“Bel-Car-Mo”
Ask
Your
Jobber

Is the Peanut Butter whose quality you can guar
antee to the limit, feeling that its makers are back 
of you every step of the way. No argument. The 
quality is unqualified pure, sweet, delicious peanut 
butter sanitarily packed.

Im proved
f t

Honey Comb Chocolate Chips

W . E . T A Y L O R , M a k e r

You ve tried the rest 

N ow  Buy 

„ the Best

B a tt le  C re e k , M ich ig an

W E ARE HEADQUARTERS  

WHOLESALE

F ru its and 
V e g e ta b le s
Prompt Service Right Prices 

Courteous Treatment

Vinkemulder Company
G R A N D  RAPIDS MICHIGAN

RED CROW N
PURE FOOD 

PRODUCTS
A Quality 

LINE
That

SELLS and 
REPEATS
24 Varieties

Sold through Wholesale Grocers

P I E S  ACME p a c k i n g  c o m p a n y
H CHICAGO, U. S. A.

INDEPENDENT PACKER
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J. R. R eberse, D etro it.
C. F. Shreve, D etro it.
M. L. D eB ats, B ay City.
W . D. Sm ith, P o r t  H uron.
_T. M. M cIn tyre, Crosw ell.
F ran k  P reuss, L ansing.
G. C. K opietz, Lansing.
Chas. L auster, Ionia.
L eonard  Seager, Cadillac.
Jam es Johnston , Cadillac.
J. P. Schafer, L ansing.
M. C. Bowdish, L ansing.
Lee S. Conklin, G rand Rapids.
E. G. Sm ith, Sw artz Creek.
H ow ell S. W hite, A shton.
John  A. Green, Cleveland.
J. A. U lm er, Toledo.
R. C. W ickham , D etro it.
C. R. Bell, Mesick.
A. R. M eredith , Caro.
J. C. M cD erby, Nashville.
W . F. Case, B attle  Creek.
Von Jasm und, St. Clair.
H. H. G iroux, M uskegon H eigh ts. 
C. T. M unro, Nashville.
C. Hoey, Coloma.
A. T. Petrie , P ierson.
A. A. Z im m erm an, B eaverton.
W m . F. Engel, K alam azoo.
Sam uel Poelstra . K alam azoo. 
Q uality  H enry , Jackson.
Ole Pe terson , M uskegon.
M. A. E. A am odt, M usekegon. 
M artn F. Carlson, M uskegon. 
David L. Kelley, H ow ard  City.
H. D. Kelley, Lyons.
A. E : P a tto n , Cloverdale.
M rs. A. E. P a tto n , Cloverdale.
M. P. L enhard , Clarksville.
J. H. K aufm an, C larksville.
D. O. M cVeigh, Ionia.
J. W . B oonstra. M uskegon.
R. F. C hriste, M uskegon.
F. W . Law ton, Reno.
Lee Lillie, Coopersville.
F. H o rton , H astings.
G. H asper. Jr., M uskegon.
P. E. Quidem a, M uskegon.
D ent Blue, Fife Lake.
Jam es S. H odges, Fife Lake.
F. H. S tuit, G rand Rapids.
M. K lum ler, G rand Rapids.
Jno. M. M anke, Flint.
E. J. Curry, G rand Rapids.
B. C. Jones, Belm ont.
R. V inkem ulder, G rand Rapids. 
C harles H. K insey, Caledonia.
C. A. B rubaker, M ears.
D; M ihlethaler, H a rb o r Beach.
W m . S. Beck, G rand Rapids.
Geo. M. W ilson, Bauer.
L. I. Thom pson, New aygo.
D. J. Buck, Bav City.
John G. Clark, Bad Axe.
Daniel S. Edw ards. Newavgo.
W . H. Dendel. H opkins.
A. H. Saur, K ent City.
E. Brom ley, A ltona.
G. F. Cook, Sand Lake.
C. V. M orton, B eaverton.
B. E. Doolittle. Casnovia. 
K uvers-L ongw ood Co., Casnovia. 
Sam T. Johnson, Reed City.
L. A. Klein, Kalam azoo.
A. J. Diehm, Remus.
F red  P. Basker, K alam azoo.
P. D. A ppeldorn, K alam azoo.
R. Bell, Kalamazoo.
L. S. Sm ith, K alam azoo.
L. L. Calkins, Kalam azoo.
G. S. Coleman, K alam azoo.
Claud M. H inkley, Kalam azoo.
S. V. B ennett, Kalam azoo.
G. Braekem a, K alam azoo.
S. Sm ith, K alam azoo.
Jay  Brink, Kalam azoo.
W . M. M ilham, K alam azoo.
L. L. F lansburg , K alam azoo.
Van D onselaar Bros., Kalam azoo.
D. Kennedy, Kalam azoo.
J. Slager, Kalamazoo.
Clyde C. W hitcom b, K alam azoo. 
P e te r  Slager, K alam azoo.
W m  H . Rineveld, Kalam azoo.
M. O tte, Kalam azoo.
B ert K enyon, Kalam azoo.
J. Van Dykhen, K alam azoo.
E. W . Foley, Kalam azoo.
E. H. Bucher, Kalam azoo.
C. S teketee; Kalam azoo.
K. H vm a. Kalam azoo.
C. M. A ndress, Kalam azoo.
W . F. Palm iter, K alam azoo.
J. E. Pease, K alam azoo.
E rn est E. Ickes, K alam azoo.
Donald Willis, Kalamazoo.

As Plain As the Nose on a Man’s 
Face.

T ru fan t, M arch 2-—I am  a fa rm er 
as well as a dealer in grain , p o ta toes 
and live stock. I certain ly  enjoy read 
ing  the  T radesm an  and do no t w ant 
to  m iss a single issue, because it is 
the  on ly  paper of w hich I have any 
know ledge w hich stands for facts and 
refuses to  be carried  aw ay by  clap 
trap  and subterfuge. I read  w hat m y 
o th er papers say about the  H . C. o'f 
L., but I ge t no sa tisfaction  from  
them , because they  are e ither dom 
inated  by political fa rm ers o r trad es 
union schem ers. T h is is w hy I have 
to  depend on the  old standby, the 
T radesm an  for m y facts. N ow  th a t 
we are  under the dom ination  of fakirs, 
chea ts and frauds, we farm ers are 
unable to  g row  m uch m ore than  
enough to  live on ourselves. T he 
e igh t hour day and the  SO cen t per 
hour wage both tend  to  re s tr ic t and 
curta il p roduction . Add to th is  the 
action of the g rea t m eat packers, p ro 
hibition, wom an suffrage, exorb itan t 
ra ilroad  ra tes, price fixing and po lit
ical sh y ste rin g  and the lot of the 
fa rm er is an y th in g  but pleasant. U n 
less we rig h t about face, we shall 
soon be confron ted  w ith  m illions of 
people who are  crazed and rendered  
desperate  by hunger. W h at they  will 
do under such conditions any one can 
easily forsee. T h ey  will b rin g  about 
the era the  labor unionists have so 
long aim ed to  accom plish—the uni
versal confiscation of p ro perty , the 
same as they  have done in N ew  Z ea
land, w here they  have been perm itted  
to  go unbridled, like an unlicensed 
d°£- C. P. R asm ussen.

T he high cost of living, in m y opin
ion, is due to the ex o rb itan t w ages 
dem anded by  laboring  m en for infer- 
rio r, inefficient and non-productive 
service. T h a t is the  w hole th in g  in 
a nutshell. W hen the w rite r was a 
boy he rendered  m ore faithful and 
effective service for 10 cents per hour 
than  he is now able to  ob tain  for 50 
cen ts per hour.

W hy look any fu rth er for a solu-

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

Manufacturers of

HARNESS, HORSE COLLARS
Jobbers in

Saddlery Hardware, Blankets, Robes, Summer Goods, Mackinaws, 
Sheep-Lined and Blanket-Lined Goats, Sweaters, Shirts, Socks, 

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

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

Foster, Stevens & Co.
Wholesale Hardware

157-159 Monroe Ave. s  151 to 161 Loris N . W .

Grand Rapids, Mich.

Sand Lime Brick
N o th in g  u  Durable 
N oth in g  aa Fireproof 

Makea Structures Beautiful 
N o  Painting  

N o  C oat for R epairs 
Fire P roof  

W eather P roof  
W arm  in  W inter  
C o o l in  Sum m er

Brick is Everlasting

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

Jonction

Michigan Hardware Co.
Exclusively Wholesale

Grand Rapids, Mich.

Sold by

C U M M E R ’ S

< 4 9 9

R EG IST E R E D  U . S . PA TEN T O FFIC E

The Best, Cheapest 
and Most j ,

Convenient f r ,  CTCT C j ( l T 'T ' i c t m
Existence

Made in
3, 6, 9, 12, 15 and 30 
Dozen Sizes

All Wholesale Grocers. If your dealers do not have 
IT"!’ en?“ire the CUM M ER M FC . C O . 
t-iiaulac, Mich., manufacturers.

*• ? a t ;  2> set UP closed; 3. set up open: 
4. halt dozen complete, ready for shipment.
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tion of a problem  w hich is as plain 
as the nose on a m an’s face?

T he labor unionists have advocated 
—and practiced—slack m ethods and 
slovenly w orkm anship so long and so 
steadily  th a t they  have poisoned the 
lives and destroyed  the usefulness of 
w orkingm en generally  W hen the 
w ar s ta rted  and during  its  p rogress, 
we heard  a g rea t deal about efficiency 
and listened to  p red ic tions th a t we 
would em erge from  the  w ar w ith 
new  ideas, b roader sym pathies and 
g rea te r  co-operation betw een em 
p loyer and em ploye E very  one of 
these pred ic tions has no t only proved 
un true, bu t the situation has been ac
tually  m ade worse. Efficiency has 
ceased to  exist w herever the infam ous 
union propaganda has gained a foo t
hold or even infected m en who have 
no affiliation w ith I. W . W . doctrines 
and practices. People have come to 
u nderstand  th a t unionism  and I. W . 
W . are identical—th a t every union 
m an is an I. W . W . and th a t every 
I. W . W . is a c reature  of the unions. 
T here  will be no peace o r quiet in 
th is w orld and no satisfaction  in liv
ing  in th is w orld  until bo th  of these 
o rders—which constitu te  the scum  of 
the  industria l w orkers—are elim inated 
from  the face of the earth .

Call of Y oung M en to  the  Farm .
Ann A rbor, M arch 2—T he ow ner

ship, m anagem ent and operation  of a 
farm  is a t the p resen t tim e one o f 
the g rea tes t responsib ilities borne by 
a single individual. In  m any cases 
th is responsib ility  falls n o t en tirely  
upon the ow ner. U nable to  operate  
his or her farm , and not able to  give 
it constan t supervision, the m anage
m ent and operation  devolves upon a 
tenant.

Few  farm ers there  be who do not 
desire to  obtain the  larg est yield of 
crops or the g rea tes t financial re 
tu rns, ye t m any fail to  do so th rough  
ignorance or neglect. U nless a tenan t 
in tends to  rem ain a long term  of 
years upon a farm  he is ap t to  deplete 
the soil for tem porary  gain. T he 
ow ner is natu ra lly  in te rested  in p ro 
m oting soil fertility , bu t a tenan t will 
hardly  go to  expense in th is d irec
tion unless to  secure gains for h im 
self.

T he m an who m akes a practice of 
buying farm s, ge ttin g  all he can for a 
few years w ithout expense for fe r
tilizers and then  sells again, is an 
enem y to  public w elfare—a m enace to 
future prosperity . E qually  injurious 
is the capitalist who buys land solely 
to  obtain and sell its  tim ber for profit, 
and selling the denuded land to  o th 
ers. B ette r m en are serv ing term s in 
prison. T he farm er heavily in debt 
o r obliged to  build m ay justify  h im 
self for sacrificing all the fa rm ’s tim 
ber, bu t he has no excuse for robbing 
the farm  of its fu ture fuel supply. 
M any a m an has said: “T here  will 
be enough as long  as I stay  here; 
let the fu ture take care of itself.” 
Such a m an in a few years can de
stro y  o r b rin g  to  naugh t all the care 
and labor w hich a p redecessor devot
ed for a lifetim e to m aintain the tim 
ber and fuel supply.

F ifty  years ago m en could no t fo re 
see a shortage of lum ber o r fuel and 
cleared the  land to  raise m ore w heat, 
th ink ing  w heat would buy coal p e r
petually. T hey  know  b e tte r  now. N ot 
only did they  rob  them selves of a 
fu ture supply of tim ber and fuel, but 
they  affected the  clim ate sufficiently 
to  produce d rough ts and lessen the 
yields of g ra in  and hay.

H e who cares n o t w hat in ju ry  de
volves th ro u g h  his acts to  a succeed
ing  genera tion  is n o t en titled  to  the 
good w hich has come to  him  from  
his predecessors. Such a  m an should 
be deprived of the  -“ow nersh ip” of 
land.

T he young m an who was exem pted 
from  arm y  service because an agricu l
tu ra list and now  forsakes the  farm  
is no less a “slacker” o r dese rte r than  
in w ar time. An in telligent, pa trio tic  
young farm er should be able to  hear 
the call to d u ty  in th is hour. H e 
should feel it an honor to  “carry  on ” 
the w ork  w hich so m any genuine 
farm ers laid down w hen sum m oned 
to  w ar and who can never come back 
to  their chosen lifework.

A ged and crippled fa thers and 
m others; younger b ro th e rs  and sis
ters  are bravely  endeavoring  to  carry  
on the farm  w hich was o r was to  be 
his who gave his life on a foreign 
battlefield. T o  leave the place w here 
he grew  to m anhood and in which his 
hopes and p lans cen tered ; to  let o th 
ers occupy it, would be to  d ishonor 
the son who never looked back when 
he gave up all to  serve his country.

Is it possible th a t schoolm ates and 
fellow w orkers of the fallen soldier 
feel no obligation to help fill the place 
in the com m unity or in the vocation 
which now  suffers for his absence?

E. E. W hitney.

I f  you set ou t to m ake your store  
artistic , do it a long  the  lines of 
b righ ten ing  influences ra th e r than  
dull, dark  oak decorative designs.

Fourth National Bank
United States Depositary

Savings Deposits

Commercial Deposits

3
Par Cent Interest Paid on 

Savings Deposits 
Compounded Semi-Annually

3 'A
¡Per Cent Interest Paid on 

Certificates of Deposit 
Left One Year

Capital Stock and Surplus
$580,000

WM. H. ANDERSON. President LAVANT Z. CAURIN. Vice President
J. CLINTON BISHOP. Cashier ALVA T. EDISON. Ass’t Cashier

Note cleanliness and orderly 
arrangement of store. Tanks 
in basement or underground 
insures safety.

Profit in Cleanliness
If, by chance, a custom er looks in to  your oil room , w hat 

is revealed?
C leanliness?
N eatness and O rder?
O r is the  look w ithin m erely  depressing  and disgusting?

b OSKö Sr
SYSTEMS

installed  in your s to re  for the  sto rage  and d is tribu ting  of oils, 
kerosene and gasoline, assures your custom er the cleanliness 
and o rd erly  a rran g em en t of your Oil D epartm en t are ch arac te r
istics of your en tire  estab lishm ent

B ow ser pum ps are accurate, clean and econom ical.
B ow ser tanks are safe, clean and neat. A com bination 

th a t m eans Satisfaction and Profit.
Signify your in te res t by  ask ing  fo r lite ratu re.

S. F. BOWSER & CO., Inc. F0RT r J * E' IND
Canadian Office and Factory, Toronto, Canada.

66-68 Frazer Ave.
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O ld T im er Is  S till F eed ing  the  B irds.
G randville, M arch 2—W e are feed

ing the b irds a t our house th is w inter.
W e have kept it up ever since the 

first snow  in the fall and. would you 
believe it. the  little  feathered  chaps 
seem  to like it? T here  is som eth ing  
akin to  the hum an in these little  
Y ankee sparrow s, and it does o ne’s 
h eart good to  see how  they  dive into 
the food, chippering  cheerfu lly  m ean
time.

W h at about Y ankee sparrow s? You 
did no t know  the  breed? W ell, it is 
th is w ay: Some tim e in the long ago 
sparrow s were im ported  from  E n g 
land, so rt of em ig ran ts from  the 
B ritish isle to becom e im m igran ts in 
Am erica, and those  few im m igran ts 
have m ultiplied a thousand  fold, until 
now  A m erica—and th is includes C an
ada—is p re tty  well sprinkled w ith the 
birds.

T he ancestors of the sparrow s were 
English, but the p resen t generation  
are full-fledged A m ericans and, as 
such, are en titled  to  the nam e Yankee.

I feed m y Yankee sparrow s every 
m orning, som etim es a t night, and 
they  are one and all m y friends. I 
am  aw are th a t the S ta te  of M ichigan 
long ago placed a bounty  upon the  
head of the E nglish sparrow , a w rong 
th in g  to  do, since it served to give 
license to the killing of m any song 
b irds th a t m ight o therw ise have e s
caped.

I feel satisfied th a t I am  doing no 
w rong, since I neither feed nor h a r
bor the foreign bird, but a sparrow  of 
genuine A m ericanism , and th a t you 
know —A m ericanism —is w hat all true 
sons of the U nited  S ta tes b rag  about 
these days, and I stand by and brag  
of my feathered  beauties who, unlike 
the m ore ten d er species of bird, stop 
righ t here in M ichigan all w inter, 
rendering  an o therw ise d reary  land
scape cheerful to the eye and p leas
ing to  the ear.

H ave you ever th o u g h t how dreary  
the w inters would be to  m any tired 
h earts  and shut-ins because of illness 
were it no t for the sight and sound 
of these gallant Yankee sparrow s 
which dot the snow y landscape in 
flocks and come with cheerful chatter 
to our very doors to  talk  w ith us as 
no th ing  else in the w orld can do?

God bless the birds, m ore especially 
the sparrow s who are w ith us the 
whole year around! D espite the seem 
ing enm ity  of m any big m en and 
sm all boys, this g ritty  little Yankee 
con tinues to  hold his own and m ul
tiply w ith a tenacity  of purpose th at 
o ugh t to  excite our adm iration  ra th e r 
than our death-shots.

A sm all boy, arm ed with an air 
rifle, invaded our prem ises one day. 
his face flushed w ith the eager ex 
pectancy of the hun ter who believes 
him self on the point of bagging  his 
game. S tepping to  the door, I asked 
w hat seem ed to  be the cause of his 
excitem ent. “ I ’m shooting  b ird s!” he 
exclaim ed, th row ing  the gun to  his 
shoulder, trem bling  with buck fever 
a t sight of a flock of sparrow s p a r
tak ing  of th e ir m orn ing  meal not far 
away.

A t the click of the gun the birds 
flew aw ay unharm ed

It was then  I rem o n stra ted  with 
Y oung Am erica, assu ring  him th at 
birds, even sparrow s, were the friend 
of man, and it was w rong to  kill them .
I do not flatter m yself th a t the boy 
in question re ta ined  w hat I said long

er than  the  tim e it took  for him  to 
ge t aw ay from  the vicinity. H e was 
in no wise to  blam e for w hat he had 
been tau g h t to believe was right.

W h at did we do for pleasure before 
the first sparrow  was im ported  from  
E ngland? A p ertinen t question  which 
is easily answ ered. A t th a t time, 
there  being no foreign sparrow's, there 
was no law on the s ta tu te  books of 
M ichigan recom m ending  the e x te r
m ination of birds, consequently  the 
snow bird, chicadee and some o ther 
kinds m ade m erry  am ong the snow 
drifts of good old M ichigan. The 
crossbeak was one of the o thers.

\ \  here are these b irds now, you 
ask?

Again easily answ ered—gone the 
way of all the earth , sent to  their ex 
term ination  by the gun of the men 
and boys who seek to  do up the 
doughty  sparrow  with B ritish  blood 
in its veins. The sparrow', being of 
hard ier m akeup, has w ithstood the 
w arfare m ade upon him  and still su r
vives in considerable num bers, w'hile 
the m ore ten d er species long since 
w ent down to destruction , leaving 
on ly  our sparrow  friend to  hold the 
fo rt against the assau lts of a g reat 
State.

Even the wholesale slaughter of the 
Yankee sparrow' th rough  the use of 
deadly poisons, recom m ended by the 
M. A. C.. has failed to fully ex te rm i
nate th is brave little  fellow', whose 
only fault is th a t he has been known, 
one tim e o r ano ther, to  partake of a 
few grains of the fa rm ers’ w heat or 
rye.

T enfold m ore useful in p ro tec tin g  
the fa rm er’s crops from  insect pests 
than  in any th ing  destructive  to  crops, 
the canny little sparrow  stands his 
g round  and fights on for life, liberty  
and the p u rsu it o f happiness. I t  is a 
tight every  way w orthy  the patrio tism  
of our feathered  little  Yankee, and 
is, I firmly believe, to be a v ictorious 
battle  in the long run.

W e read in num erous publications 
a rtic les p ra is ing  ou r bird inhabitants, 
ye t while such law's blacken the 
pages of our M ichigan s ta tu tes  with 
reg ard  to  the Y ankee sparrow', no 
p rogress in bird conservation  can be 
m ade save backw ard.

One of our big farm  new spapers 
besm iched the record  of the sparrow' 
by asse rtin g  th a t he was a pestiferous 
little  rascal, a destro y er of the nests 
of o th er birds, a spreader of hog 
cholera and p e rp e tra to r of various 
o ther devilm ent too num erous to  m en
tion. all of which is m ore o r less false 
from  sta rt t o ‘finish.

W e at o u r house are still feeding 
the birds. O ld T im er.

T o the  F ro s t on M y W indow . 
Written for the Tradesman.
How dost thou dare to venture in 

My room where all is fair 
Ho! Where the paneled pane has been 

1 see but crystals there!
Were they but now so discontent 

They left thine own domain 
That thus henceforth their life be spent 

Upon my weathered pane?
Or did they come to bring to me 

A gleam of things unseen 
And there let now a beauty be 

Which does my window screen.
How oft W'hen life seems dull and drear 

And naught with beauty dressed 
It hovers then so very near 

It soon is manifest.
Charles A. H eath .

OCCIDENTAL HOTEL
FIRE PROOF 

CENTRALLY LOCATED 
Rates $1.90 and up 

EDWARD R. SWETT, Mgr. 
M u s k e g o n  M ic h ig a n

P r i c e s .

T he Mc Ca sk e y  R eg ister  C o.
ALLIANCE. OHIO

Rebuilt
Cash
Register
Co.

(Ircorporated)
122 North 

Washington Ave. 
Sagin aw , M ich.

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

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

Boston Straight and 
Trans Michigan Cigars

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

B ell Phone 596 Citz. Phone 61366

L ynch Brothers 
Sales Co.

Special Sale Experts
Expert Advertising 

Exprrt Merchandising

209-210-211 Murray B <>g. 
G R A N D  R A P ID S . M IC H IG A N

1 3 9 - 1 4 1  Monro.* S t  
Roth Phones

GRAND R A P ID S . MICH.

OFFICE OUTFITTERS
LOOSE LEAF SPECIALISTS

237-239 Pearl St. (near the bridge) Grand Rapida

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

Sidney Elevator Mnfg. Co., Sidney, Ohio

CODY
HOTEL

IN THE HEART OF THE CITY 
Division and Fulton

RATES |  w ithout bath 
1 $1.50 up with bath

CODY C A F E T E R I A  IN C O N N E C T I O N
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SUCCESSFUL SALESMEN.

Charles L. Corey, President Zeeland 
Canning Co.

C harles L. Corey was born  on a 
farm  in Cascade tow nship, K ent 
county, Mich., Ju ly  10, 1877. H is an 
teceden ts were Scotch on his fa ther’s 
side and E nglish  and Irish  on his 
m o th er’s side. W hen he was 5 years 
of age his paren ts rem oved to  Lowell. 
Two years later the fam ily rem oved 
to  th is city, when the lad a ttended  
the public schools, rem aining until he 
had finished the ten th  grade. H e 
then a ttended  the Grand Rapids B usi
ness College for a year. W hen 17 
years of age, he purchased a g rocery  
stock a t the corner of B urton  avenue 
and Buchanan street, continuing in 
the business a t this location for four 
years. H e then  covered city  trade 
for Edw in J. Gillies & Co. for two 
years, when he rem oved to M uskegon 
and covered road trade  for the same

Charles L. Corey.

house for six years. He then re tu rned  
to  G rand Rapids and w orked for the 
L em on & W heeler C om pany two 
years on the sam e territo ry . Since 
th a t time he has covered the same 
trade for the N ational G rocer Com 
pany for th irteen  years. H e has now 
severed his connection w ith th a t house 
to  assum e the m anagem ent of the 
Zeeland C anning Co., which has re 
cently  been organized  w ith a capital 
stock  of $50,000, of which $35,000 is 
paid in. T he new corpora tion  has 
purchased  the buildings form erly  
ow ned by the Zeeland F louring  Mills 
and will put up a full line of fruits 
and vegetables. T he officers of the 
Com pany are as follow s:

P resid en t— Chas. L. Corey.
V ice-P residen t— N icholas J. H off

man.
Secretary  and T reasu re r—J. N. 

Clark.
T he above nam ed and Isaac  Van 

Dyke and M. B aarm an constitu te  the 
board  of d irectors.

T he  m anager and traveling  force 
of the N ational G rocer Com pany p re 
sen ted  M r. C orey w ith a m onogram  
gold w atch last Saturday. T he p re 
sen tation  speech was m ade by W ilbur 
O. E phlin, the N esto r of the N ational 
T raveling  force, in his usually b ril
lian t m anner. T he g ift is a beautiful

one and is h ighly prized by the re 
cipient.

Mr. Corey was m arried  Dec. 16, 
1896, to M iss Gertie Corey, of M us
kegon. T hey  have one daughter, who 
is a g raduate  of the high school of 
M anitou, Colo., and who is now  a 
studen t of the Y psilanti N orm al 
School, fitting herself to teach E n g 
lish and h isto ry  in the  high school 
course. T he family reside in their 
own hom e at 617 Rosew ood avenue 
and they  have long ow ned a sum m er 
cottage a t Castle P ark , on Lake 
M ichigan, w here they  spend the h ea t
ed term .

Mr. Corey ow ns up to tw o hobbies 
—fishing and hunting. H e a ttrib u tes  
his success to  hard  work, bu t those 
who know  him  best th ink  th a t fidelity 
to bo th  em ployer and custom er, a 
thorough  know ledge of staple g ro 
ceries and a m ost pleasing  personality  
are quite as m uch in evidence in his 
m ake up as hard  work.

The Railroad Wreckers Have Done 
Their Worst.

G randville, M arch 2—T he ra ilroads 
of the country  have gone back into 
private hands in the face of some op
position, yet, in the main, there  is 
general thankfu lness th a t the long 
n igh tm are  of G overnm ent ow nership 
is over.

T he experim ent of G overnm ent 
ow nership has been a dear one, in 
th a t a fte r tw o years of m anipulation 
by the pow ers th a t be a t W ash ing
ton, the roads are re tu rned  to  private 
ow nership very deep in a financial 
hole, all of which is owing to  the m is
m anagem ent of those  who have had 
the handling  of the job.

I t  was not a job for am ateurs. T he 
am ateurs, however, would not be con
ten t until they  had tried  their hands 
a t the work, which in the hands of 
brainy men and the  m ost skilled of 
w orkm en, was not a large d ividend
paying institu tion . A t best it should 
have been handled w ith care, w ith the 
use of the best judgm en t of experts, 
w hereas it was m ade the tool of an 
imbecile m achine an unscrupulous 
gang of union g ra fte rs  and feunder- 
ers, which account, in a g rea t m eas
ure, for the d ilapidated condition in 
which the in tricate  m achinery  is in a t 
the p resen t time.

G overnm ent extravagance is one 
th ing  th a t has proved too big a load 
to  carry. Incom petency com es next, 
to g e th e r w ith an inconsequential, 
devil-m ay-care recklessness th a t 
seemed to  pervade the new m anage
m ent from  its inception. T hen  there  
was the handicap of hundreds of 
thousands of needless em ployes, ru th 
lessly forced into unions and com 
pelled to  accept twice w hat their 
tim e was w orth  or w hat they  could 
possibly earn  in any honorable occu
pation. T he enactm ent of the 8 hour 
law, under the club of Boss Gom pers, 
was a crim e against the public.

W ith  the railw ays nearly  a billion 
in the hole,, w hich the people m ust 
m ake good because of the fact th a t 
U ncle Sam  bossed the job, we m ay 
fully understand  the inadvisabality  of 
ever tu rn in g  the railw ay system s of 
the coun try  over to  the G overnm ent 
a t any fu ture  time.

G overnm ent ow nership of tele
g raph  and telephone lines has no 
w hit b e tte r  standing. T he sooner all 
such are turned back to  th e ir ow n
ers the b e tte r for the N ation  a t large.

P o litically  speaking, the ra ilroads 
have been subservient to  a class of 
politicians w ith consciences not suf
ficient to  m ake them  chary  of spend
ing in a m ost reckless m anner the 
m oney en tru s ted  to  them  by the peo
ple.

N o t only the ra ilroads, bu t m any 
o th er undertak ings of G overnm ent 
have been recklessly  m anaged; in 
fact, the  w'hole lis t of public enter

prises which have engaged the a tte n 
tion of G overnm ent has been unskill- 
fully handled, there  seem ing to  be a 
reckless d isregard  for expenditures 
in everything. Some of th is unwise, 
really  crim inal waste, of the peoples’ 
m oney will, doubtless, cease, now 
th a t the g rea t railw ay system  has 
been tu rned  back to  hands from  
which it never should have been 
w rested.

G overnm ent ow nership of u tilities 
has been very thorough ly  tried out 
since our en trance into the w ar to  the 
sa tisfaction  of even those who a t one 
tim e preached G overnm ent ow ner
ship of a lm ost every industry  in the 
land.

E xperience proves a dear teacher, 
as has been the case in the presen t 
instance, and the A m erican people 
w ill assuredly  have no m ore of it. 
P a terna lism  gone to  seed. T he less 
the people are governed consisten t 
w ith p ro tection  to  life and property , 
the nearer we approach an ideal de
m ocracy. W e have been living un
der a regim e of au tocratic  dictation  
th a t has becom e tho rough ly  d is tas te 
ful to  A m erican citizenship.

Old T im er.

Bottom Facts From Booming Boyne 
City.

Boyne City, M arch 2—The City 
Council is p u tting  before the electors 
a p roposition  to  bond the city for 
p ressing  s tree t im provem ents. Be
cause of the m arked increase in the 
cost of both  m ateria l and labor, the 
m oney raised th ree  years ago for the 
w ork was inadequate, a lthough  it has 
been m ade to  go m uch fu rth er than  
seemed possible. T he rem aining two- 
th irds mile of the Boyne C ity-C harle- 
voix road will be com pleted. T he ap
proaches to  both  the P ark  stree t and 
E ast s tree t bridges will be put in 
shape and S tate s tree t to  the city 
lim its paved and a sew er put in.

F. O. Borden (B oyne City Lum ber 
Co.) has been in a hospital in Chi
cago for the past tw o weeks, being 
trea ted  for eye trouble.

T he City Council has voted to  lease 
to  the H olland-C artie r L um ber Co. 
the n o rth  p a rt of the W hite  Co. mill 
site for a cooperage p lan t which will 
em ploy forty  m en who are assured  a 
tw enty  year run. T hey expect to 
use the tim ber from  the Boyne City 
L um ber Co. lands along the B. C , G. 
& A. R. R.

W e are lead to  wonder, apropos 
O ld T im er’s article  about broken con
trac ts , ju s t how m uch the various 
school boards concerned are to  blame 
for the deplorable condition. Con
trac ts  are all righ t and are m ade to 
be lived up to, but they  do not pay 
board bills, nor satisfy the d ry  goods 
man. T he m en who contro l the pay
ro lls are thoroughly  aw are of these 
conditions and, by m aking proper 
concession, could fo restall any such 
foolishness. M axy.

Gabby Gleanings From Grand Rap
ids.

Grand Rapids, M arch 2— Edw ard 
W inchester and T erry  B arker (W o r
den G rocer Com pany) leave M arch 
19 for W in te r Park , F lorida, where 
the ladies of their families are now 
sojourning. T hey plan to  re tu rn  to 
Grand Rapids, April 10.

W ill S. Canfield, m anager of the 
flour departm ent of the Judson G ro
cer Com pany, is p lanning a trip  to 
the grain  grow ing and w heat p roduc
ing sections of the Southw est. He 
expects to  spend E as te r Sunday in 
W ichita, K ansas, where he will be 
joined by Mel T ro tte r, who will s ta rt 
a series of evangelistic m eetings 
there  about th a t date.

W m . H. A nderson, P residen t of 
the F ourth  N ational Bank, is spend
ing a m onth  in the South. A t last 
accounts he was v isiting his stricken 
friend, Sherw ood Hall, a t S tockton, 
Alabam a.

Uncle Louie W in tern itz  has moved 
from  Miami up to  F o rt Lauderdale, 
w here he will rem ain until it is time

for him to s ta rt the  golf season in 
G rand Rapids in May.

John  A. H iggins (W atson-H igg ins 
M illing Co.) is spending a couple of 
m onths a t B radentow n, Florida. He 
is accom panied by his wife and tw o 
children. Mr. H iggins is a hard  w ork
er and richly deserves a season of 
rest and recuperation.

Manufacturing Matters.
D etro it—The A utom otive Engine 

P a rts  Co. has been incorporated  with 
an authorized  capital stock of $150,- 
000, of which am ount $90,000 has been 
subscribed and $70,000 paid in in p rop
erty .

D etro it—The D einzer U pholstering  
Co. has been organized to  m anufac
ture upholstered  furn itu re  with an 
authorized  capital stock of $20,000, 
$10,000 of which has been subscribed 
and paid in in cash.

D etro it—T he E astern  P aper Box 
Co. has been incorporated  with an 
authorized capital stock of $10,000, 
o f which am ount $5,000 has been sub
scribed and paid in, $3,004 in cash 
and $1,996 in p roperty .

Jackson—The W est Indias M olas
ses Co. has been incorporated  with 
an authorized  capital stock of $20,000, 
of which am ount $10,500 has been 
subscribed, $2,155.29 paid in in cash 
and $2,344.71 in p roperty .

H olland—The H olland C hair Co. 
has been incorporated  with an au th o r
ized capital stock of $15,000 comm on 
and $10,000 preferred , of which 
am ount $16,000 has been subscribed 
and $12,500 paid in in cash.

H am ilton—The O verisel cream ery, 
which was closed last fall when the 
com pany went into bankruptcy , will 
be re-opened in a few weeks. The 
farm ers were obliged to haul milk 
to  Zeeland after the p lan t closed.

Y psilanti—The Y psilanti M achine 
W orks has m erged its business into 
a stock com pany w ith an authorized  
capital stock of $22,000, all of which 
has been subscribed and paid in, 
$5,000 in cash and $17,000 in p roperty .

D etro it—T he M edicinal P roducts 
Co. has been organized to m anufac
ture  and sell drugs, chem icals, etc., 
w ith an au thorized  capital stock of 
$3,000, all of which has been sub
scribed and $1,000 paid in in p roperty .

D etro it—T he Sim m s M odern Cut 
Glass Co. has been incorporated  with 
an authorized  capital stock of $40,000 
com m on and $20,000 preferred , of 
which am ount $31,300 has been sub
scribed, $700 paid in in cash and $29,- 
800 in p roperty .

D e tro it—T he Standard  Forge  Co. 
has m erged its business into a stock 
com pany under the same style, with 
an authorized  capital stock of $15,000, 
of which am ount $7,570 has been sub
scribed and paid in, $509.44 in cash 
and $7,060.56 in p roperty .

St. Johns—T he Industria l Foundry  
Co. has been re incorporated , the com 
pany being capitalized a t $200,000. 
John  Spousta, who five years ago 
sta rted  out w ith five men, now  em 
ployes 80. H e has been m ade presi
dent of the new organization .

St. Johns—T he Industria l F oundry  
Co. has m erged its business in to  a 
stock com pany under the sam e style 
with an authorized  capital stock  of 
$100,000 com m on and $100,000 p re fe r
red, of which am ount $100,000 has 
been subscribed and $53,000 paid in 
in property.
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IANGLEFOO
. The Non-Poisonous Fly Destroyer

S te  Th e  U. S . D ep t, o f A gricu ltu re  eaye In th e  b u lle tin : “ Speclel 
m  peine should be ta ke n  to  p reven t children fro m  d rin king  pol- 

' eoned ba its  and poisoned flie s  dropping In to  foods or drinks.”

How About Your Soda 
Fountain?

D O  Y O

Two Bankruptcy Cases in Local 
Court.

Grand Rapids, March 2—In the mat
ter of Samuel Tannebaum, dealer in 
women's clothing, Muskegon, the ad
judication has not yet been made, pend
ing hearing on an offer of compromise 
by the bankrupt, which said hearing is 
called for March IS, at which time all
creditiors are notified to be present. if in-
te restitd. The schedules have been filed
bv tli e bankinipt, and a  petition for in-
voluntarv bankruptev lias been filt?d by
creditòrs. Fiallowing is a list o!£ the
c red it ors of said alleged bankrupt:

Secured.
Isaac Rosen, Muskegon, Mich. $ 400.00

Unsecured.
Lindenbaura Gross & Hindes, New

Yi>rk _ $ 249.05
Harrv■ Kitzinger, New Y o rk___ 194.25
S. Bitite & Son' New Y o rk____ 49.35
Blate Brotheirs & Lowe, New York 125.00
Sunbe■rg Mills. New York _____ 47.05
D. .Schwartz. New Y'ork_______ 146.25
M. Riiecer & Son. Cincinnati____ N15.75
Glaver. Kaldd Dress Co., N. Y. 303.50
i ’hilijj■ Klt-in Co. & Bro., N. Y ._ 211.75
Ulius Brotlit*rs, New York _____ 301.00
Samuel Savi*or. New York ____ 162.00
Abrams Brothers, Chicago ____ 282.50
Edelstein Dress Co., New York 116.00
Oscar Tannenbaum. Detroit ___ 200.00
Peter Malaney, Jackson _______  200.00
Muskegon Chronicle, Muskegon 240.00
The Hirst Strauss Co.. Chicago_ 235.00
Union National Bank, Muskegon 400.00
L. Guisberg Co., New Y ork____ 282.55
Jacobus Brothers, New Y ork___ 469.75
Paul Kauffman & Son, N. Y .___ 69.95
Max Zaterloff, New Y ork --------  77.25
Ladies Sample Shop, Jackson__  103.00
Aruson it Kaplin, New Y ork----  150.21
R. Tannebaum & Co., Jackson_ 440.75
F. Dassover Co., Chicago---------  62.59
G. Silver Co., New York ______  84.00
Daniel Brown. New Y ork______ 53.25
J. Applebaum, Chicago ------------ 33.87
Wolf Schlossberg, New Y ork----  93.50
Davidow Co., New York ______  87.50
Bee Hive Skirt Co., Baltim ore_ 87.76
Benj. F. Cohen, Chicago ______  173.36
Joseph Rosenberg Co., New York 50.00 
Original Supreme Waist Co., New

York _____________________  59.50
Peter Malaney, Jackson _______  500.00
Union National Bank, Muskegon 400.00 

In the matter of Andrew Henderson, 
adjudicated February 27, bankrupt filed 
voluntary petition in bankruptcy and 
schedules, which show the following as
sets and liabilities: Liabilities, aggre
gating. $8,026.34; assets: equity in home, 
$800; stock in trade in garage business, 
$5,850; household goods, $200; one Saxon 
car; open accounts, $300, aggregating in 
all $7,150, of which 1,250 is claimed as
exempt. Following is a list of the cred
itors: Secured.
H. C. Oherlic, Grand R ap ids_$ 27.50
L. V. Clair, Grand R apids______  8.60
Clarence Toren, Grand R ap id s_39.60

Unsecured.
Fay Solomon, Grand R apids____ $ 20.00
Baxter Laundry. Grand Rapids — 2.25
St. Mary's Hospital, Grand Rapids 50.00
Dr. De Yore, Grand R apids____ 125.00
Dr. Lyman, Grand R apids_____  50.00
Dr. O'Brien, Grand R apids____  50.00
Dr. Pedden, Grand R ap ids____  2.00
Dr. Bull, Grand R apids________ 12.00
Drs. Smith and Yandenberg, Grand

Rapids __________________ 5.00
Dr. Wright, Grand R apids______  2.00
Dr. Williams, Grand R ap ids----  25.00
Bowditch Market, Grand Rapids 20.00
Dr. Burchell, Grand R ap id s___ 25.00
Danbury Hat Co., Grand Rapids_ 3.00
G. L. Lehman, Grand R apids___ 1.95
Consumers Power Co., Grand

Rapids __________________  12.00
Bixby Office Supply Co., Grand

Rapids ___________________  5.00
Tisch Hine Co., Grand Rapids — 18.00
G. R. Assn. Commerce, Grand

Rapids __________________  20.00
Bell Tele. Co., Grand R apids___ 10.00
Citizens Tele. Co.. Grand Rapids 10.00
R. Mara. Grand Rapids _______  125.00
Elec. Service Station, Grand

Rapids __________________ 4.60
Rep. Motor Co., Grand R apids__ 12.73
Herpolsheimer Co., Grand Rapids 15.77 
Breen & Halladay Fuel Co.,

Grand Rapids ____________  50.00
Universal Car Co., Grand Rapids 100.00 
G. R. Auto Parts Co., Grand

Rapids _________________ 150.00
Racine Tire Co., Grand Rapids 500.00 
West. Mich. Machine & Tool Co.,

Grand Rapids ___________  12.69
Savage Tire & Rubber Co. Chicago 112.00 
Huyge & Bachart, Grand Rapids 10.05
Indiana Reiining Co.. D etro it___ 25.00
Bowen Pump Co., South Bend,

Indiana _________________  15.00
Mr. Fralick. Grand R apids____  3.00
Standard Oil Co., Grand Rapids 30.00 
Racine Tire & Rubber Co.,

Grand R apids_____________ 4.00
Mr. Cole, Lansing ____________  125.00
Mr. Clark, G. R. R. R. Co., Grand

Rapids __________________ .95
Harry Whiting, Detroit _______  200.00
Lansing Co., Lansing _________ 12.00
Page Hdwe. Co., Grand R apids_ 4.00
Mr. Brown __________________ 10.00
Litscher Elec. Co., Grand Rapids 137.35 
Henderson Milling Co., Wayland 150.00 
Lee Tire & Supply Co., Grand

Rapids __________________  100.00
McMullen Machinery Co., Grand

Rapids __________________  24.80
Michigan Tire Co., Grand Rapids 180.00 
Michigan Hdwe. Co., Grand Rapids 5.32
'rich. Gen. Ins., Grand Rapids _ 17.00
Monarch Mfg. Co., Toledo _____  500.00
Metal Sign Board Co., Kalamazoo 20.00 
National Refining Co., Kalamazoo 49.92

Cash Register Co., Grand Rapids 495.00
Patterson Printing Co., Grand

Rapids __________________ 10.00
North American Polish Co., Cleve

land ____________________  8 .00
L. F.* Phillips, Chicago ________ 11.35
Reliable System Co., S tu rg is___ 26.60
Sherwood Hall, Grand R ap id s_ 33.65
Stiles Bros., Grand R ap ids____  14.19
Sinclair Ref. Co., Grand Rapids 98.90 
Toledo Plate Glass Co., Grand

Rapids __________________  8.99
Tisch Auto & Supply Co., Grand

Rapids __________________ 25.00
U. S. Tire Co., D etro it________ 400.00
United Motor Co., Grand Rapids 18.24
Vacuum Oil Co., Chicago _______ 154.40
Viscosity Oil Co., Grand Rapids 90.00
Atlas Rubber Co., Chicago____  19.25
Auto Tire Yul. Co., Grand Rapids 6.97 
Auto Business Assn., Grand Rapids 23.00
Baxter Garage, Grand R ap id s_ 15.07
Boursman Mfg. Co., Grand Rapids 55.00 
Charter Chemical Co., Grand Rapids 6.00 
Central Accessories Mfg. Co.,

Grand Rapids ______________ 22.35
Crown Metal Co., Grand R apids_22.00
J. S. Crosby Co., Grand Rapids 218.76
Decker. Davis & Jean, Grand

Rapids ___________________ 7.89
Eastern Parts & Mfg. Co. ____  26.30
Enterprise Elec. Co., Grand Rapids 16.19
Firestone Tire & Rubber C o .___ 55.26
G. R. Oil Co., Grand R apids___ 800.00
G. R. Gas Light Co., Grand Rapids 25.55
G. R. Press, Grand Rapids ____ 27.92
G. R. Herald. Grand R ap ids___ 206.12
Hazeltine & Perkins, Grand Rapids 3.87
Heystek & Canfield. Grand Rapids 57.15
City Water Co., Grand R ap id s_ 7.00
Imperial Mdse. Co., Perry, Ohio 34.21
Loudon Machinery Co., Fairfield, I. 20.30 
A. B. C. Wash. Mach. Co.,

Grand Rapids _____________ 145.00
Lyon & Belt, Grand R apids____  27.69
Mills & Healy, Grand R apids___ 26.90
Bert Henderson, Grand R ap id s_
Henderson Milling Co., Grand

Rapids _________________  1,500.00
Must Have Permit to Sell Paregoric.

G rocers and o th ers selling p a re 
goric, pepperm int, flavors and paten t 
m edicines, especially the first and the 
last, would do well to  get in touch 
w ith  their local represen tatives of the 
In tern a l R evenue C ollector’s office of 
their d istric ts before they  run  foul of 
the an ti-narco tic  and anti-alcohol acts.

In sp ec to rs  of the G rand R apids d is
tr ic t offices sta te  they  find num erous 
v iolations of the an ti-narco tic  and an 
ti-alcohol regulations.

T hey  say th a t m any g rocers are 
selling  paregoric, w hich contains 
opium, and cough m edicine, w hich 
usually  have codeine o r heroin  as in
gredients, w ithout tak ing  out perm its. 
T he am ount is n o t so g rea t th a t these 
goods cannot be sold, b u t th ere  m ust 
be a perm it taken out, according to 
the  inspectors.

T he d ruggists in th is d istric t feel 
flattered  a t the kind w ords spoken of 
them  by the  inspectors. T he la tte r 
s ta te  the pharm acists as a rule are 
obebying the  law scrupulously and 
few vio lations are found.

Late News From the Cereal City.
B attle  Creek, M arch 2— D. J. P a r 

isian. who has been associated  w ith 
the H ubbard  E lectric  Co. for the past 
th ree  years as superv ising  engineer, 
has been appoin ted  trav e lin g  sales 
eng ineer for the W este rn  E lectric  
C om pany’s new  b ranch  which has 
ju s t been opened a t G rand Rapids. 
Mr. Parisian  will continue to  m ake 
his hom e in B attle  Creek.

Speros A ndritsakes, of Albion, 
senior m em ber of the  firm  ow ning 
the A lbion C onfectionery, on South 
Superior street, is back in the  U nited  
S ta tes, a fte r a v isit of th ree  years in 
his native land of Greece and will be 
in A lbion w ithin a few days. H e 
landed in N ew  Y ork  Feb. 21. H e 
brings w ith  him  a bride.

T he m otive and car dep artm en ts of 
the G rand T ru n k  are  m oving their 
offices from  D e tro it to  B attle  C reek 
and the operations o f the  office s ta r t
ed M onday, M arch 1. Jack .

Sometimes a merchant has been 
stimulated into successful endeavor 
merely by having overbought and 
found himself compelled to make 
great selling efforts.

Soda Fountains
Carbonators
Tables, Chairs
Fixtures
Steam Tables
Coffee Urns
Elec. Drink Mixers
Malted Milk Dispensers
Gas Gauges, Connections
Ice Cream Cabinets
Perculators
Water Filters
Ice Crushers, Freezers
Water Coolers
Ice Cream Sandwich Machines 
Show Cases, Display Racks

U  N E E D -

Dishers 
Shakers 
Spoons 
Glassware 
Vortex Service 
Indestructo Silver Service 
Milapaco Service 
Paper Cups 
Soda Holders 
Straw Dispensers 
Tumbler Rinsers 
Spoon Holders 
Chocolate Pots 
Lemon Squeezers 
Dispensers Clothing 
Silverware

Fruits, Syrups, Extracts, Accessories, Cones, Pails, Malted Milk, 
Cocoa, Rock Candy Syrup, Corn Syrup, Grape Juice, Root Beer, Green 
River, Coca Cola, Orange Crush, Loganberry Juice, Applju.

Mail orders given our best attention. Shipments made promptly.

PIPER COMPANY 
Soda Founta in  Supplies

408-16 E. South St. KALAMAZOO, MICH.

The Guarantee Iceless
Fountain

Remember we are the agents for this make of Soda 
Fountain. It is a Michigan product, made by a re
liable firm, Bastian Blessing, with offices in Chicago 
and a factory in Grand Haven.

Every Fountain is a work of art and the range of 
style and price makes every merchant a prospective 
Soda Fountain owner.

Soda water and candy are filling a great need for 
refreshment* Why don't you get in a position where 
you can take full advantage of your chance to make 
a clean, legitimate profit on an honest article. Buy 
now before the season opens and be ready to greet your 
trade right.

Hazeltine & Perkins Drug Co.
G r a n d  R a p i d s ,  M i c h i g a n
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H ow  K alam azoo M erchants R egard  
the  T radesm an.

U pjohn Co., E ast Lovell: “T rad es
m an is all right. W e like it.”

R. Bell, 802 W ashing ton  avenue: 
“ I like the T radesm an. I t  is very- 
useful. W ould  n o t be w ithout it  if 
it cost tw ice as m uch as it does.” 

W agner Bros., 2015 P o rtag e : “W e 
th ink  m uch of the T radesm an. I t 
certain ly  is a fine paper. W ish  I had 
m ore tim e to read it then  I have.” 

Jo h n sto n  & H ubbard , 1236 P o rtag e : 
“T he T radesm an is all righ t. I t  is 
the best trade  paper published th a t 
I know  of. I t  saves us m oney by 
keeping us posted .”

B. M. B arber, 1328 P o rtag e : “T he 
T radesm an is a very  fine paper. I t  
is stric tly  all A m erican. W h at we 
need in th is coun try  is m ore papers 
like it and m ore men like Mr. Stowe 
to  edit them . T his coun try  should 
free itself of tra ito rs  and w alking 
bosses. T he longer I read the 
T radesm an the m ore I like it. I t  is 
the best trade  jo u rnal I ever saw  for 
the g rocery  m an.”

F . L. McCall, 124 P o rtag e  s tree t: 
“H ave taken the T radesm an some 
tim e and like it first ra te . I t  is a 
real good trade jou rnal.”

L. L. F lansburg  1114 M arch: “ I 
couldn’t get along  w ithout the  T rad es
man. I know  every m erchant should 
have a trade jo u rnal and the T rad es
m an is the best one I know  of.” 

P oelstra  & B roekem a, 1116 L ake: 
“ W e like the T radesm an. H ave taken 
it several years and would no t th ink  
of being in the g rocery  business w ith
ou t it.”

Clyde C. W hitcom b, 538 P o rtag e : 
“T he T radesm an is very satisfactory . 
I am  glad to  ge t it each week. I t  is 
alw ays very  welcome. I have taken 
several trade  papers th a t cost m ore 
m oney, bu t I never had one th a t beat 
the T radesm an.”

W . H . Stover, 229 P o rtag e : “H ave 
taken  the T radesm an over ten  years 
and it is the best paper I take and I 
g e t several. I would n o t be w ithout 
i t ”

South Side M eat Co., 810 W ash ing
ton  avenue: “T radesm an is all right. 
W e like it. K eep it coming. I t  is 
alw ays welcom e.”

R. K lim p, 1336 South B urdick: 
“Sure I ’ll renew  the  T radesm an. I t  
is all r ig h t and a m oneym aker for 
any  m erchan t who reads it.”

P e te r  V ander Brook, 1120 O ak: 
“T he T radesm an  is a valuable paper 
and m oneym aker fo r any m erchan t 
w ho reads it.”

S lager Bros., 820 South W est: “W e 
like the T radesm an. I t  is very  useful. 
I t  is w orth  m ore than  five tim es w hat 
it costs. W e canno t say too  m uch 
fo r it. W e are  glad to  renew  and 
expect to  take it  while we are  in 
business.”

M arcus Calder, 118 L incoln avenue: 
“ I like the  T radesm an. I t  is all 
righ t. T he m ore I read  it the b e tte r 
I like it.”

N. E . D unbar, 330 E lean o r: 
“T radesm an is a good paper. W e 
like it very  m uch.”

George H . Bagg, 927 Gull: “ I am 
glad  to  renew  the  T radesm an. I t  is 
a  m ighty  fine paper. I t  is chuck full 
of valuable in form ation  each week. 
W h at is on the  fro n t cover is w orth

m uch m ore then  the paper costs.”
Lee & Cady: “W e will renew , for 

we w ant the  T radesm an and consider 
it the  b est paper in its  line th a t is 
published in the U nited  S ta tes.”

J. W . T uxberry , 420 P o rta g e : “ I 
like the T radesm an  for its  splendid 
A m ericanism  and its stand  on the 
labor question. E very  honest th in k 
ing m an know s the T radesm an  is ab
solutely righ t. I t  is by far the  best 
friend for the  m erchant th a t is pub
lished.”

B. L. Com stock, 201 P a rso n s : “ I t ’s 
fine. W e like it.”

O tto  Bayer, 730 N. B urdick: “Yes, 
I ’ll renew  the paper keeps me posted  
and saves me m oney.”

W . H . Reinveld, 821 W est N orth  
s tree t: “W e have been tak ing  the 
T radesm an over eighteen years. L ike 
it very  m uch. C annot say enough 
for it. I t  speaks for itself. I t  is not 
only the b est trad e  jou rn a l I ever 
saw, bu t it has so m any special feat
u res th a t is beneficial to  anyone who 
reads them . Above all is the  splendid 
A m ericanism  it stands for.”

A. A. V er W est, 707 N orth  W est: 
“Yes, I ’ll renew  the  paper. I t  is very  
sa tisfactory .”

F. T oonder, 400 W est N orth  s tree t: 
“I ’ll renew  w ith p leasure. ‘H ow  do I 
like the  T radesm an?’ I have taken 
it over th ir ty  y ears and I certain ly  
like it very  much. I t  is a g rea t help 
to m e.”

J. C. Ball, 425 O ak: “ I will renew , 
because the T radesm an is a real good 
beneficial trade  paper and while I do 
no t alw ays agree  w ith w hat the  edi
to r  has to  say about some people, 
it is all spicy reading.”
C. E. Siple, 447 W est N o rth : “T he 
T radesm an is very  sa tisfactory . Yes, 
I ’ll renew  m y subscrip tion .”

A ton  of good resolu tion  never 
am ounted  to  as m uch as an ounce of 
real action.

Item s F ro m  the C loverland of M ich
igan.

Sault Ste. M arie, M arch 2—T he 
H ote l a t R exton is a th ing  of the past, 
it having been to ta lly  destroyed by 
fire last week. W illiam  A ngulim  the 
p ro p rie to r has not decided w hether 
o r not to rebuild. T his will be a loss 
to  the to u ris ts  nex t sum m er who have 
found the hotel an ideal place to  eat.

T he p a rtnersh ip  heretofore  existing  
betw een David Lavine and Isaac La- 
vine, the hide m erchants, has been 
dissolved, David Lavine taking over 
the business, which will be carried  on 
under the name of Lavine Bros., as 
heretofore.

H a rry  W ym an, Sw ift & Co.’s soap 
salesm an, is calling on the trade here 
th is w'eek. H a rry  crossed  the s tra its  
via sleigh, bu t does no t seem  to ap
preciate the jingle of the sleigh bells 
as m uch as he did the ferry.

I t  is a w aste of tim e to  grasp  an 
opportun ity  unless you know w hat 
to  do w ith it.

Now th a t the ra ilroads are resto red  
to  private ow nership, m aybe we will 
be able to get a car of sugar occa
sionally, instead  of all candy.

Jacob T im m erbacca, form erly  in the 
m eat business here, has bought a 
large farm  near R udyard, w here he is 
going to  do his b it tow ard  bring ing  
down the H . C. L. “Back to  the 
fa rm ” is his m otto.

Chas. H aas, the U neda traveler, 
now  adm its th a t it was not a robin 
he saw on his last trip  to Pickford.

I t  looks now  as if the Soo is likely 
to  get several new industries in the 
near future, as two concerns have an 
option on 3,000 to  6,000 H. P., as the 
resu lt of le tting  the coun try  know 
the advantages we have to  offer. W e 
have no fuel sho rtages on account 
of having hydro-electric  pow er of 
Lake Superior to draw  on. None of 
our factories w ere affected by the 
coal strike, bu t w ere runn ing  full time 
and ju st a t p resen t have an excess of 
ten thousand H . P. additional on the 
m arket for some en terp ris ing  m anu
factu rers who will take advantage of 
th is opportunity . R ates are low. T his 
being the key p o rt of the G reat Lakes, 
we have unexcelled facilities, both 
lake and rail. W e are never bothered  
by railw ay congestion  or em bargoes. 
M any of our young m en who left 
here for the la rger cities are re tu rn 

ing, being able to  save m ore m oney 
here.

P a t Cook, a form er Sooite, bu t now 
at H oughton, re tu rned  from  a visit 
to the Canadian Soo and tells us that 
booze is about as scarce in the Cana
dian Soo as it is in K ansas. I t  m ay 
be there, but it is hard  to get.

Jo h n  W.' Swift, form erly from  Des 
M oines, Iowa, has purchased a 1,000 
acre stock ranch a t St. Ignace. just 
to show his faith in Cloverland, and 
is going into the g razing  business on 
an extensive scale.

The farm er who cultivates thought 
has sharpened his tools for the h a r
vest.

Nick M cPhee, p ro p rie to r of the 
M urray  H ill H otel, was all sm iles last 
week when he received $25 from  a 
traveling  man who took F rench leave 
last sum m er, but who confessed after 
being arrested  and confronted  with 
the charge. An imm ediae softening 
of the heart resulted in N ick’s smile.

W illiam  G. T apert.

Some m erchants m ay have so much 
system  about the m anagem ent of 
their business th a t they  slow down 
the selling, bu t m ore have so little  
system  th a t they  slow  down the 
profits.

Baker’s Dry Shred 
Coconut—the old- 
fash ioned  su g ar- 
cured kind is also 
s o ld —in  p a p e r  
packages.

Chocolates

just like moving the 
coconut palm up north
Imagine coconut in a tin shell plucked from the 
shelves of the dealer instead of from the sway
ing palms of the tropics !
And there is no stretch of the imagination neces
sary to apply the tin shell idea to Baker’s Fresh 
Grated Coconut. Baker’s way is Nature’s way. 
The fine white meat of the coconut is packed 
with the milk in Baker’s containers.
There's nothing left out but the shell. All the 
food value that Mother Nature “canned” in the 
nut is also found in Baker’s can.
No wonder Baker’s canned-in-its-own-milk Coco
nut is in demand in the homes cf discerning 
housewives everywhere.

THE FRANKLIN BAKER COMPANY 
Philadelphia, Pa.

Package Goods of 
Paramount Quality 

and
Artistic Design
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GROCERY PRICE CURRENT
These quotations are carefully corrected weekly, within six hours of mail

ing, 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
Sardines
B arley
W ashboards

DECLINED
Evap. A p r ic o ts
C u rra n ts
Mazola
Sago
Tap ioca
C anary  Seed
H em p Seed

AMMONIA 
Arctic Brand

12 oz. 16c, 2 doz. box 2 70
16 oz. 26c, 1 doz. box 1 76
72 oz. 40c, 1  doz. box 2 85
Moore’z Household Brand 

12 oz., 2 doz. to case ..2  70
AXLE GREASE

L^tandardOilCoj

tvruuuues ........ .
Krumbles, Individual 2 00
Biscuit ........................... 2 00
D rinket ......................... 2 60
P eanut B utter .......... 3 65
No. 1412, doz................ 1 80
B ran .............................. 8 60

BROOMS
Standard P arlo r 23 lb. 5 75
Fancy Parlor, 23 lb. .., 8 00
Ex. Fancy Parlor 26 lb. 9 60
Ex. Fey. Parlo r 26 lb. 10 00

BRUSHES
Serub

Solid Back. 8 in. . . . . 1 60
Solid Back. U  In. . . . 1 76
Pointed Ends ............. 1 86

Steve
No. 1 ........................... 1 IS
No. 2 ............................ 1 86

•tie s
N a  1  ............................. 90
No. 2 ........................... 1 86
N a  S .............................. 2 90

BUTTER COLOR 
Dandelion, 26c sise 2 00 
Perfection, per dos. . .  l  SO

CANDLES
Paraffine, 6s .................  16
Paraffine, 12s ...............  16
Wickln* ........................... 40

CANNED GOODS 
Apples

S lb. S tandards __ ©2 10
No. 1 0 ----------------- 0 7  26

Blackberries 
3 lb. S tandards . . .  
No. 1 0 _____ @13 00

Beans—Baked 
Brown Beauty, No. 2 1 36
Campbell, No. 2 ........  1  60
Frem ont, No. 2 ..........  l  36
Van Camp, )6 lb.......... 76
Van Camp, 1  lb.......... 1 26
Van Camp, 1% lb. . . .  l  60
Van Camp. 2  lb.......... l  80

Beans—Canned 
Red Kidney . . . .  1 35@l 46
String  ................ 1  36@2 70
W ax ...................  1  26© 2 70
Lim a .................. 1  20© 2 25
Red .......................  95© l  26

Clam Bouillon

25 lb. pails, per doz. 18 80

BAKED GOODS 
Loose*Wiles Brands

Krispy Crackers ..........  18
L. W. Soda Crackers . .  16 
L. W. B utter Crackers 18
G raham  Crackers ........  18
Fig Sni Bar ...................  26
L. W. Ginger Snaps . . . .  18
Honey Girl P lain ..........  26
Honey Girl Iced ..........  26
Cocoannt Tally  .............. 28
Vanilla W afer ...............  40

Subject to  Q uantity  d is
count.

BLUING
Jennings’ Condensed Psarl 
Small, 3  doz. box . . . .  2  56 
Large, 2  doz. box . . . .  2 70

BREAKFAST FOODS 
Cracked W heat, 24-2 4 60
Cream  of W heat . . . .  9 00
G rape-N uts ....................3 80
Pillsbury’s Best Cer’l 2 90 
Quaker Puffed Rice . .  6 60 
Q uaker Puffed W heat 4 30 
Quaker B rkfat B iscuit 1 90 
Quaker Corn Flakes 3 35
Ralston P urina  ..........  4 00
Ralston Branzos ........  2 20
Ralston Food, large . .  3 60 
Ralston Food, sm all . .  2 60 
Saxon W heat Food . .  4 80 
Shred W heat B iscuit 4 60 
rriscu it, 18 .................  3 26

Kellogg’s  Brands 
Toasted Corn F lakes 4 20 
Toasted Corn Flakes 

individual ................... 2 00

B urnham ’s  7 oz. ........ 2 60
Com

Standard  ..... 1 65
C ountry G e n tle m a n_ 2 00
Maine 2 25

Hominy
Van Camp ................... 1 86
Jackson ......................... 1 30

Lobster
)6 n>.................................. t  4E
)6 lb................................. 4 80

Mackerel
M ustard, 1  lb............... 1  80
M ustard, 2 lb................ 2 80
Soused, 1)6 lb. .......... 1  60
Soused, 2 lb.................. 2 76

Mushrooms
B uttons, Is, per can 1 40
Hotels, Is  per can 1 15

Plums
California, No. 3 . . . . 2 40

P ears In Syrup
M ichigan 4 50
California 5 50

Psas
M arrow fat 
Early June

1 76©1 90 
1 66©1 90

E arly  June  siftd  1 90©2 40 

Peaches
California, No. 2)6 . • 4 76 
California, No. 1  . . . .  2 40
Michigan No. 2 ..........  4 26
Pie, gallons .............. 12 00

Pineapple
Grated. No. 2  .........
Sliced No. 2 E x tra

4 00 
4 76

Pumpkin
Van Camp, No. 3 ____ 1  45
Van Camp, No. 10 . . .  4 60 
Lake Shore, No. 3 . . .  1 46 
Vesper, No. 10 ..........  3 90

Salmon
W arren’s  1  lb. Tall . .  4 10 
W arren 's )6 lb. F la t  2 60 
W arren 's 1  lb. F la t . .  4 26
Red A laska .................  8 90
Med. Red A laska . . . .  8 60 
P ink  A laska .............. 2 66

Sardines
Domestic, )4s _5 25© 6 50
Domestic, fes . .  7 00©8 00 
Domestic, \ a  . .  7 00© 8 00
California Soused 
California M ustard 
California Tomato

2  25 
2 26 
2 26

Sauerkraut
H ackm uth, No. 3 . . . .  1 45 

Shrimps
Dunbar, Is doz. ........  1 90
Dunbar, l ) 6s doz..........3 76

Strawberries
S tandard  No. 2 ___4 60
Fancy, No. 2 ________ 5 60

Tomatoes
No. 2 .................. 1  46© 1 76
No. 3 .................. 2 00© 2 26
No. 10 .................  ©7 00

CATSUP
Snider's 8 ox. ............ i  80
Snider’s 16 oz. ............ 2 90
Royal Red, 10 oz. . . . .  l  86 
Ned row, 10)6 os. . . . .  1 40 
Nedrow, gaL glass jar 11 60

CHEESE
Brick ________________ 34
W isconsin F la ts  _______ 34
Longhorn ____________  37
New York ------------- 35
Michigan Full Cream __ 33

CHEW ING GUM 
Adams Black Jack  . . . .  70
Beem an's Pepsin .......... 70
Beechnut .........................  ¿0
Doublemint .....................  70
Flag Spruce .................. 70
Juicy  F ru it  ...............  7#
Spearm int, W rlgleys . .  70
If uca tan  ...........................  70
Zeno ................................. 65

CHOCOLATE 
W alter B aker 4k Co.

C aracas ...........................  42
Prem ium , )4 s  o r )6s . .  47

W alter M. Lowney Co.
Prem ium , )4s .............. 44
Prem ium , )6s .............. 44

CIGARS
N ational Grocer Co. Brands 
Antonella Cigars, 60

foil .........................  37 60
Antonella Cigars, 100

foil .........................  37 60
A ntonella Cigars, 26

t i n s .........................  27 50
El R ajah, D iplom át

icas, 100s .............. 7 00
£11 R ajah, corona, 60

per 100 .................  7 76
E l Rajah, Epicure, 60

per 1000 ................74 00
El R ajah, Epicure, 26,

per 10 0  .................. 8 20
El R ajah, Axk, 60,

per 100 ....................7 SO
E l R ajah, P resident,

60, per 10 0  .............. 10  00
Cdin. Monarch, 60,

wood, per 10 0  . . . .  5 60 
Odin, M onarch, 26 tin  6 60 
Mungo Park , 2600 lo ts 69 12 
Mungo P ark , 1000 lots 70 81 
M unga P ark , 600 lo ts 72 62 
Mungo P ark , less than

600   76 00
Mut̂ o P ark , 26 wood 76 00

W orden Grocer Co. Brands 
H arveste r (Shade Grown) 
Record Breaker, 50s

foil ...........................  75 00
Delmonico 50s .......... 75 00
P anatella, 50s ............ 75 00
Epicure, 50s .............. 95 00
F avorita  E x tra , 50s 95 00
Presidents, 50s . . . .  112 50 
(La Azora Broadleaf Cigar)
W ashington, 60s ____ 75.00
P anate lla  Foil, 60s . .  75 00 
Perfecto Grande, 50s 95 00
Opera, 5 0 s _______  57 00
Sanchez & H aya Clear 
H avana Cigars. Made in 

Tam pa, Florida
Rothchdds, 50s ...........75.00
B. P anatella, 5 0 s ___ 75 00
Diplom atics, 6 0 s ___  95 00
Bishops, 60s ............  115 00
R eina F ina, 50s Tins 115 00
Queens, 50s .............. 135 00
Perfectionados, 25s 150 00

Ignacia H aya
Made in Tam pa, Florida. 
E x tra  Fancy Clear H avana
Delicados, 6 0 s ____  120 00
Prim eros. 6 0 s _____  140 00

Rosenthal Bros.
R. B. Cigar (wrapped

in tissue) 60s ........ 60 00
Im ported Sum atra  w rapper 

M anilla Cigars 
From  Philippine Islands
Lioba, 100s .................  37 50

O ther B rands 
Charles the  E ighth  (Do

m estic), 50s ............ 70 00
B. L., 50s ...................  52 00
H em m eter Champions,

50s ............................. 56 00
C ourt Royal. 5 0 s ___  60 00
C ourt Royal, 25 tin s 60 00
Qualex, 50s ...............  60 OO
Knickerbocker, 60s . .  64 00 

Stogies 
Tip Top, 50s tins,

2 for 5 ...................  19 50

CLOTHES LINE
Hem p. 50 f t  .............. 2 60
Tw isted Cotton, 60 fL 3 26 
Tw isted Cotton. 60 fL 3 90 
Braided, 60 ft. . . . . . .  4 00
Braided, 80 fL ..........  4 26
8 a ah Cord ...................  4  49

COCOA
B aker’s  ............................. 48
Bunte, 16c Bize .............. 66
Bunte, % lb. .................  60
Bunte, 1 lb.......................  48
Cleveland .....................  41
Colonial, )4s .................. 86
Colonial, )6e .................. 88
K-PPS ................................. 42
Hersheys, )4s .................  42
H ersheys, %s .................  40
H uyler ............................. 86
Lowney, %a ...................  48
Lowney, )4s ...................  47
Lowney, )6e ...................  47
Lowney, 5 lb. c a n s ........44
Van H outen %a ..........  12
Van Houten, )4s .......... 18
Van Houten, )6s .......... 36
Van H outen, Is ........... 66
W an-E ta .........................  36
W ebb ............................... 83
Wilbur, %s .....................  S3
W ilbur, 14s .....................  33

COCOANUT
%s, 5 lb. case D unham  46
Vis, 5 lb. case .............. 45
)4s & )6s, 15 lb. case 45 
6 and 12c pkg. in pail3  4 75
Bulk, pails ...................  38
Bulk, barrels ...............  35
48 2 oz. pkgs., per case 4 00 
48 4 oz. pkgs., per case 7 50

COFFEE ROA8 TED 
Bulk

Rio .......... . ................. 26©28
Santos .......................  37©40
Maracabo .........................  43
Mexican ...........................  43
G utam aia .........................  42
Ja v a  ................................  50
Mocha ............................... 60
Bogota ............................. 43
Peaberry ...........................  4 1

Package Coffee 
New Tork Baals

Arbuckle ...................  38 60
McLaughlin’s  XXXX 

McLaughlin’s  XXXX pack , 
age coffee is sold to re ta il
ers only. Mall all orders 
direct to  W. F. M cLaugh
lin 4k Co., Chicago.

Coffee E x trac ts
N. Y.. per 100 .............. 9)6
F rank’s 260 packages 14 60
H um m el’s  60 1  lb.......... 10

CONDEN8 ED MILK
Eagle, 4 doz....................1 1  00
Leader, 4 doz...............  8 50

EVAPORATED MILK
C arnation, Tall, 4 doz. 6 40 
C arnation, Baby, 8 doz 5 90
P et, T a i l _____________6 40
P et, Baby __________ 4 35
Van Camp, Tall ____ 6 40
Van Camp, Baby____4 25
Dundee, Tall, 4 doz. 6 40 
Dundee, Baby, 8 doz. 5 90 
Silver Cow, Tall 4 doz 6 40 
Silver Cow Baby 6 dz 4 40

MILK COMPOUND
Hebe. Tall. 6 doz. . . . . 5 90
Hebe, Baby. 8 doz. . . 6 60
Carolene, Tall, 4 doz. 5 65

CONFECTIONERY
Stick Candy Pails

Horehound _____ ___ .  30
S tandard _____  ____ 30

Cases
Jum bo ____________ 29
Boston Sugar Stick __36

Mixed Candy
Pails

Broken ___  ________ _ 31
Cut Loaf __________ _ 31
Grocers _____ ______ 24
K indergarten  ______ _ 33
Leader _ 30
Novelty _____________ 31
Prem iò C r e a m s ____ _ 44
Royal _____  ______ _ 30
X L O - 27
French Cream s _ 32

Specialties Pails 
Auto Kisses (baskets) 31
Bonnie Butter Bites_35
Butter Cream C orn_38
Caramel Bon B o n s_35
Caramel Croquettes_32
Cocoanut Waffles __33
Coffy Toffy ________35
Fudge, Walnut ____ 35
Fudge, Walnut Choc. 35 
Champion Gum Drops 28 
Raspberry Gum Drops 28
Iced Orange Je llies_32
Italian Bon B o n s___30
A A Licorice Drops

5 lb. box. _______ 2 15
Lozenges, P e p .____ 32
Lozenges, Pink ____ 32
Manchus __________ 31
Nut Butter P u ffs___83

Chocolates Pails
Assorted C hoc._____ 37
Champion _________ 3 5
Honeysuckle C h ip s_50
Klondike Chocolates— 45Nabobs ___________ 4 5
Nibble Sticks, b o x _2 60
Nut W afers________4 5
Ocoro Choc. Caramels 43
Peanut C lu ste rs____60
Q u in te tte_________ 3 7
R eg in a____________ 34
Victoria Caramels __42

Gum Drops
Champion __________  28
R aspberry __________  28
Favorite ___________  30
Superior ___________  29
Orange Jellies _____  32

Lozenges
A A Pep. L o zen g es_32
A A F inn L o z e n g e s_32
A A Choc. Lozenges 32
Motto L o z e n g e s____ 34
Motto H earts  _____  34

Hard Goods
Lemon D r o p s ________ 32
O. F . H orehound D rps 32
Anise Squares _____  32
P eanu t S q u a r e s ____ 32
Rock C a n d y ________  40
Sunshine A s s t ._______ 43

Pop Corn Goods
C racker-Jack  P r i z e _7 00
Checkers P r i z e _____ 7 00

Cough Drops
Boxes

P utnam  Menthol -------1 65
Sm ith Bros. _________ 1 65

COOKING COMPOUND8  
Mazola

P ints, tin, 2 d o z .___ 7 75
Q uarts, tin, 1 d o z ._7 25
)6 Gal. tins, 1 d o z ._13 75
Gal. tins, Vz d o z .__ 13 50
5 Gal. tins, % d o z ._20 50

COUPON BOOKS
50 Economic g rade . .  2 26 
100 Economic g rada 2 76 
600 Economic g rade 17 00 
1,000 Economic grade 20 00 

W here 1,000 books a re  
ordered a t  a  tim e, special
ly p rin ted  fron t cover is 
furnished w ithout charge.

CREAM OF TARTAR
6 lb. boxes .....................  66
I  lb. boxes .....................  66

DRIED FRUIT8  

Apples
Evap’ed, Choice, blk . .  22 

Apricots
Evaporated, C h o ic e __ 32
Evaporated, Fancy . . . .  44

Citron
10  lb. box ____________60

C urran ts
Packages, 12 oz. _____  20
Boxes, Bulk, per l b . _25

Peaches
Evap.' Choice, Unpeeled 22 
Evap. Fancy, Unpeeled 24 
Evap. Choice, Peeled 24 
Evap. Fancy, Peeled 26

Peel
Lemon, A m e r ic a n ___ 38
Orange, A m erican ____ 38

Raisins
Choice S’ded 1 lb. pkg. 23 
Fancy S’ded, 1 lb. pkg. 24 
Thompson ¡seedless,

1  lb. pkg. __________ 22
Thompson seedless, 

bulk ............................... 22

California Prunes 
80- 90 25 lb. boxes ..©18)6 
70- 80 25 lb. boxes ..© 19 
60- 70 25 lb. boxes ..© 20 
50- 60 25 lb. boxes ..©21)6
40- 50 25 lb. b o x e s_©25
30- 40 25 lb. boxes ..© 28

FARINACEOU8  GOODS 
Beans

Med. H and Picked . . . .  8)6
California L im as ..........
Brown, Holland .......... 6)6

Farina
25 1 lb. packages . . . .  2 80 
Bulk, per 100 lbs..........

Hominy
Pearl, 100 lb. s a c k ___ 4 50

Macaroni
Domestic, 10 lb. box ..1  10 
Domestic, broken bbls. 8)6 
Skinner’s  24s, case 1 37)6 
Golden Age, 2 doz. . .  1 90
Fould’s, 2  dos. ..........  1  90

Pearl Barley
Chester -------------------  6 50

Psae
Scotch, lb.......................  7
Split, lb. _____________9

Sago
E ast India ___________ 1 1

Tap loos
Pearl, 100 lb. s a c k s   11
M inute, Substitute, 8

oz., 3 doz. ................ 4 06
Drom edary Instan t, 8 

dos., per case ........  2  70

FISHING TACKLE 
Cotton Lines

Nc. 2 16 feet .............. l  46
No. 3, i i  eex ..............  1 70
No. 4, 15 feet. ............. 1 86
No. 5, 15 feet .............  2 15
No. 6, 16 feet .............. 2 45

Linen Lines
Fudge, Choc. Peanu t 28 
Small, per 100 yards 6 65 
Medium, per 100 yards 7 25 
Large, per 100 yards 9 00

Floats
No. 1 )6 , per groes .. 1  60 * ll*No. 2 , per groes . . . . 1 76 • fiNo. 2 )6 . per gross . . . . 2 26

Hooke—Kirby f1
Size 1 - 1 2 , per 1,0 0 0  ... . . 8 4 jLSize 1 -0, per 1,0 0 0  . . . .  96 ♦ %Size 2 -0, per 1,0 0 0  . . 1 15
Size,1 3-0, per 1,000 .,. 1 31
Size 4-0, per 1,000 . . 1  65Size 5-0, per 1,000 . . 1 V - f t

Sinkers ¡¿If
No. 1, per gross . . . . . .  65 o f
No. 2, per gross . . ----- 72No. 3, per gross .. . . . .  85

< -4No. 4, per gross . . . .  1  10No. 5» per gross . . . .  1 45No. 6, per gross . . . .  1 85
No. 7, per gross •. . .  2  8« p iNo. ». per gross . . . .  8 31 - * pNo. 9, per gross .. . . 4  6f

FLAVORING EXTRACTS
Jennings D C Brand

Pure Vanda
Terpenelaaa
P ure  Lemon

P er Dos. i
7 D ram  15 C e n t .......... 1 26
1M Ounce 30 Cent . . 1 90 -  *- f
2  Ounce, 35 Cent . . . . 8 70 I
2)4 Ounce 35 Cent .. 8 86 1
2)6 Ounce 46 Cent . . 8 1«
4 Ounce 55 Cent . . . . 5 20 - - #
8 Ounce 90 Cent . . . . 8 68
7 Dram  Assorted . . . . 1  31
1)4 Ounce A ssorted . . 2 M

FLOUR AND FEED 0  • n
Lily W hite _______ 13 90 i s
Graiiam  zo lb. per cwt. 5 80 I f
Golden G ranulated Meal, vi

Zo lbs., per c w t .__ 4 80 * " MRowena P ancake 6 lb.
Compound ........  6 60

Rowena B uckw heat
Compound .............. 6 00

Rowena Corn Flour,
W atson H iggins Milling 

Co.
New Perfection, )6s 14 25

Meal
Gr. G rain M. Co.

Bolted _____________ 5 20
Golden G ra n u la te d _5 40

W heat
No. 1 Red ....................... 2 35
No. 1 W h i te ....................2 33

O ats
Michigan O a r lo ts _____ 95
Less tnan  C a r lo ts ____1 00

Corn
Carlots ____________ 1 05
Less than  C a r lo ts ____1 V0

Hay
Carlots ____________ 34 00
Less than  C a r lo t s_ 30 00

Feed
S treet C ar F e e d __ _ 05 00
No. 1 Corn & O at F d  05 00
Cracked Corn _____  65 00
Coarse Corn M e a l_ 65 00

FRUIT JARS 
Mason, )6 p in ts, gro  8 00 
Mason, p ts., per gross 8 40 
Mason, q ts., per gro. 8 76 
Mason, )6 gal., gro. 11 00 
Mason, can tops, gro. 2 86 
Ideal Glass Top, pts. 9 50 
Ideal G lass Top. qts. 9 90 
Ideal Glass Top )6 

gallon .....................  12 00

GELATINE
Cox’s  1 doz. large . . .  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 2b
M inute, 3 doz. .......... 8 76
Nelson's .......................  1  eo
Oxford .........................  76
Plym outh Rock, Phos. l  66 
P lym outh Rock, P lain  1 36 
W aukesha ...................  1  60

HIDES AND PEL TS 
Hides

Green, No. 1 _________  22
Green, No. 2 __________21
Cured, No. 1 _________  24
Cured, No. 2 _________  23
Calfskin, green, No. 1 50 
Calfskin, green. No. 2 48)6 
Calfskin, cured, No. 1 53 
Calfskin, cured. No. 2 51)6
Horse, No. 1 _______ 10 00
H orse, No. 2 _____  9 00

t '
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Pelt*
Old W o o l ..................76@2 00
Lam bs .................  60@2 00
Shearlings .......... 60@1 50

Tallow
Prim e ..........................  @io
No. 1 ..........................  @ 9
No. 2 ............................. @ 8

Wool
Unwashed, rrued. @50
Unwashed, f i n e ___ @ 45

RAW FURS
No. 1 Skunk _______ 7 00
No. 2 Skunk ...............  5 00
No. 3 Skunk ............. 3 00
No. 4 Skunk .............. 1 60
No. 4 Unprime .......... 75
M uskrats, W in te r ___ 4 25
M uskrats, Pall ____3 00
M uskrats, K itts  ........ 25
No. 1 Raccoon, Large 10 00 
No. 1  Raccoon, Med. 8 00
No. 1 Raccoon, Small 6 00
No. 1 Mink, L a r g e _17 00
No. 1 Mink, Mediuim 15 00
No. 1 Mink, S m a l l_12 00

Above prices on prime 
goods.

HONEY
Airline, No. 10 ....... 4 00
Airline, No. 15 .....  6 00
Airline, No. 25 .......  9 00

HORSE RADISH 
P er doz...........................  l  00

JELLY
Pure, per pail, 30 lb. 5 00

JELLY  GLAS8 E8  
8 oz., per doz.................. 40

MAPLEINE
1 oz. bottles, per doz. 1 75
2 oz. bottles, per doz. 3 00 
4 oz. bottles, per doz. 5 50 
8 oz. bottles, per doz. 10 50
Pints, per doz................18 00
Quart3, per doz.......... 33 00
% Gallons, per doz. 5 25
Gallons, per doz......... 10 00

MINCE MEAT 
None Such, 3 doz.

case f o r ____________ 4 30
Quaker, 3 doz. case 

for ..............................  3 25

MOLASSES 
New Orleans

Fancy Open K ettle . . . .  85
Choice ............................. 68
Good ................................  56
3tock ................................  28

H alf barrels 5c ex tra

NUTS—Whole
Almonds, Terragona 35
Brazils, large washed 26
Fancy Mixed .............
Filberts, Barcelona . . 32
Peanuts, V irginia raw 16
Peanuts, Virginia,

roasted 18
Peanuts, Spanish . . . 25
W alnuts California .. 39
W alnuts, French . . . .  

Shelled
Almonds 65
Peanuts, Spanish,

10 lb. box .............  2 76
Peanuts, Spanish,

100 lb. bbl.................. 25
Peanuts, Spanish,

200 lb. bbl.................. 24%
Pecans . 95
W alnuts 85

PETROLEUM PRODUCT8
Iron BarrelsPerfection _ __ _ 18.7Red Crown Gasoline 25.7Gas Machine Gosaline 41.3

V. M. &  P. Naphtha 25.7
Capitol Cylinder, Iron

B b ls ._______ _ . 46.8
A tlantic Red Engine.

Iron B bls.___ - 28.8
W inter Black, Iron

Bbls. ______ . 17.3Polarine, Iron Bbls. . 51.8

PICKLES
Medium

Barrel, 1,200 count 14 50Half bbls., 600 count 8 005 gallon kegs ____ 3 00
Small

B arrels 18 00Half barrels 1 0  005 gallon kegs ____ 3 50
Gherkins

B arrels ....................... 25 00
Half barrels .............. 13 00
6 gallon kegs ............. 4 50

Sweet Small
Barrels ....................... 28 00
5 gallon kegs .............. 5 75
H alf barrels .............. 15 00

PIPES
Cob, 3 doz. in box . . 1 25

PLAYING CARDS
No. 90 Steam boat . . . . 2 25
No. 808, Bicycle ........ 3 75
P ickett ......................... 31 00

POTASH
B abbitt’s, 2 doz. ........ 2 75

PROVISIONS 
Barreled Pork

Clear B a c k_ 48 00@49 00
Short Cut Clear 40 00@41 00
Pig ..............................
Clear Fam ily ............ 48 OS

Dry Salt Meats 
S P  Bellies ..  32 00@34 00 

Lard
Pure in tie rces__24@25
Compound Lard 24%@25
80 lb tubs ...ad v an ce  %
60 lb. tubs ...ad v an ce  %
50 lb. tubs ...ad v an ce  %
20 lb. pails ...a d v a n c e  %
10 lb., pails ...a d v a n c e  %
5 lb. pails ...ad v an ce  1
3 lb. pails ...ad v an ce  1

Smoked Meats 
Hams, 14-16 lb. 27 @28
Ham s, 16-18 lb. 28 @29 
Ham s, 18-20 lb. 27 @28 
Ham, dried beef

opfQ  11 ¿3)19

California Hams 22%@23 
Picnic Boiled

Ham3 .............. 35 @40
Boiled H am s ...4 2  @44
Minced H am s_18 @20
Bacon_________32 @48

Sausages
Bologna .........................  18
Liver ............................. 1J
F rankfort ...................  19
Pork .....................  14@15
Veal ..............................  11
Tongue .......................  U
Headcheese .................  14

Beef
Boneless ........ 30 00@35 00
Rump, new . .  40 00@42 00

OLIVES
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 ’tted  (not stuffed)

14 oz..........................  3 00
Manzanilla, 8 oz..........1 45
Lunch, 10 oz.................  2 00
Lunch, 16 oz.................  3 25
Queen, Mammoth, 19

oz.................................  5 50
Queen, Mammoth, 28

oz................................... 6 75
Olive Chow, 2 doz. cs. 

per doz. ...................  2 50

PEANUT BUTTER

Bel-Car-Mo Brand
8 oz., 2 doz. in case . .
24 1  lb. pails ...............
12 2 lb. pails .................
5 lb. pails. 6 in crate
10 lb. pails .....................
15 lb. palls ..................
25 lb. pails ...................
50 lb. tins .......................
100  lb. drum s

Pig’s Feet
% bbls............................. 1 76
% bbls., 35 lbs................3 40
% bbls.......................... 11 60
1 bbl............................... 19 00

Canned Meats 
Red Crown Brand 

Corned Beef, 24 Is  ..  3 90 
R oast Beef, 24 Is . . . .  3 90 
Veal Loaf, 48 %s, 5%

oz................................... l  65
Veal Loaf, 24% s, 7 oz. 2 60 
Vienna Style Sausage,

48%s ........................... l  40
Sausage Meat, V is_3 35
Potted Meat, 48%3 ..  52% 
Potted  Meat, 48 %s 90 
H am burger Steak and 

Onions, 48 %s . . . . . .  1 76
Corned Beef Hash,

48 %s ......................... 1 75
Cooked Lunch Tongue,

48 %s .......................  4 00
Cooked Cx Tongues,

12 2s ......................... 22 60
Chili Con Carne, 48 Is  1 80 
Pork and Beans, 48 13 1 80 
Sliced Bacon, medium 4 00 
Sliced Bacon, large 6 25 
Sliced Beef, 2% oz. __ 2 20
Sliced Beef, 5 o z .___4 00
Sliced Beef, 3% oz. . .  2 70 
Sliced Beef, 7 oz. . . . .  4 55

Mince Meat
Condensed No. 1 car. 1 80 
Condensed B akers brick 25 
Moist in glass ............ 25

Trip®
Kits, 15 lbs....................... 90
% bbls., 40 lbs..............1 60
% bbls., 80 lbs...........8 00

Casings
Hogs, per lb. ............ @65
Beef, round set . . . .  19@20 
Beef, middles, se t ..60@60 
Sheep, a  skein 1 75@2 00

Uncolored Oleomargarine
Solid Dairy .............. 28@29
Country Rolls ............ 30@31

RICE
Fancy Head .................  16
Blue Rose ..................... 14

ROLLED OATS
Monarch, bbls..............  9 75
Rolled Avena, bbls. 10 00 
Steel Cut, 100 lb. sks. 5 00 
Monarch, 90 lb. sacks 5 00 
Quaker, 18 R egular . .  2 10  
Quaker, 20 Fam ily . .  5 50

SNUFF
Swedish Rapee 10c 8 for 64 
Swedish Rapee, 1  lb. gls 60 
Norkoping, 10 c, 8 for . .  64 
Norkoplng, 1  lb. glaaa . .  60 
Copenhagen, 10 c, s  for 64 
Copenhagen, 1  lb. glam  60

SO A P
Jam es S. K irk  St Company
American Family, 100 7 85 
Jap  Rose, 60 cakes ..  4 85 
K irk’s W hite F lake . .  7 00 

L au ts  Bros. 4k Co. 
Acme, 100 cakes . . . .  6 76 
Big M aster, 100 blocks 8 00
Climax,. 100s .............  6 00
Climax, 120s .............  5 25
Queen W hite, 80 cakes 6 00 
Oak Leaf, 100 cakes 6 75 
Queen Anne, 100 cakes 6 75 
L auts N aphtha, 100s 8 00

P roctor 4k Gamble Co.
Lenox ..........................  6 00
Ivory, 6 doz.....................  8 15
Ivory, 10 oz.............  13 50
S tar ..............................  7 85

SALAD DRESSING 
Columbia, % pints ..  2 25 
Columbia, 1 p in t . . . .  4 00 
Durkee’s large, 1 doz. 5 80 
Durkee’s med., 2 doz. 6 30 
D urkee’s  Picnic, 2 doz. 2 90 
Snider’s large, 1 doz. 2 40 
Snider’s small, 2 doz. 1 45

8ALBRATU8
Packed 60 lbs. in box 

Arm and H am m er . .  3  26 
W yandotte, 10 0  %s . .  3  00

8AL SODA
G ranulated, bbls.......... 1  96
G ranulated 100 lbs. cs. 2  1 0  
Granulated, 36 2% lb.

• packages .............. 2 25

SALT 
Solar Rock 

56 lb. sacks .............
Common

Granulated, F ine ___
Medium, Fine .............

. 66

2 35 
2 40

P er case, 24 2 lbs......... 2 00
Five case lots .......... 1 90

SALT FISH 
Cod

Middles ............................. 28
Tablets, 1 lb. _______  3 20
Tablets, % lb................. 1 76
Wood boxes .................  19

Holland Herring
Standards, bbls...............19 50
Y. M., bbls.................. 22 50
Standards, kegs ........ 1 20
Y. M., kegs .................  1 50

H erring
K K K K, Norway . .  20 00
8 lb. palls ...................  1 40
Cut Lunch ...................  1 26
Scaled, per box ____  21
Boned, 10 lb. b o x e s_24

T rout
No. 1, 100 lbs.................. 12
No. 1, 40 lbs...................
No. 1, 10 lbs..................
No. 1, 3 lbs.....................

Mackerel
Mess. 100 lbs............. 25 00
Mess, 60 lbs................ 13 26
Mess. 10 lbs............... 2 95
Mess, 8 lbs.................  2 80
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

SEEDS
Anise ........................... 46
Canary, Smyrna ___ 12
Cardomon, M alabar 1 20
Celery .........................  65
Hemp, Russian ___  11
Mixed Bird .................  13%
M ustard, w hite ........ 40
Poppy ........................... 65
Rape ............................  16

SHOE BLACKING 
H andy Box, large 8 dz. 8 60 
H andy Box, sm all . . .  1 26 
Blxby’s Royal Polish 1 25 
Miller’s Crown Polsh 90

Sw ift 4k Company
Classic, 100 bars, 8 oz. 7 50 
Sw ift’s Pride, 100 8 oz. 6 00
Quick Naphtha ___  7 85
W hite Laundry, 100 8

oz. -------------------  6 75
Wool, 24 bars, 6 oz. 1 85 
Wool, 100 bars, 6 oz. 7 65
Wool, 100 bars, 10 oz. 12 75

T radesm 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  m ost rem arkable d irt 
and grease remover, w ith 
out Injury to the skin.

Scouring Powders
Sapolio, gross lo t s_1 1  00
Sapolio, half gro. lots 5 50 
Sapolio, single boxes 2 75
Sapolio, hand _______ 3 00
Queen Anne, 60 cans 3 60 
Snow Maid, 60 cans . .  3 60

Washing Powders 
Snow Boy, 100 5c . . .  4 10 
Snow Boy, 60 14 0 »  4 20
Snow Boy, 24 pkgs. 6 00 
Snow Boy. 20 pkgs 7 00

Soap Powders 
Johnson’s  Fine, 48 2 6 75 
Johnson’s X X X  100 . .  6 75 
Lautz N aphtha, 60s . .  8 60
Nine O’clock .............  4 25
Oak Leaf, 100 pkgs. 6 60 
Old Dutch Cleanser 4 00 
Queen Anne, 60 pkgs. 3 60
Rub-No-M ore .............. 5 50
Sunbrite, 50-5c cans__ 2 05 
Sunbrite, 100-5c cans 4 00

80 can cases, $4 per case 

SODA
Bi Carb. Kegs ..........  4

SPICES 
Whole Spices

Allspice, Jam aica  . . . .  018
Cloves, Zanzibar .........  @60
Cassia, Canton ...........  @30
Cassia, 6c pkg. doz. @40
Ginger, A frican .......... @15
Ginger, Cochin ...........  O20
Mace, Penang .............  @75
Mixed, No. 1 ............. * @17
Mixed, No. 2 ...............  @16
Mixed, 5c pkgs. doz. @45
Nutm egs, 70-8 ............ @50
Nutmegs, 105-110 . . .  @45
Pepper, Black .............  @30
Pepper, W hite .............  @40
Pepper, Cayenne ____ @22
Paprika, H ungarian 

Pure Ground In Bulk 
Allspice, Jam aica . . .  @18 
Cloves, Zanzibar . . . .  @65
Cassia, Canton .......... @40
Ginger, African .......... @28
M ustard ......................... @38
Mace, Penang ............ @85
N utm egs .......................  @36
Pepper, Black ............  @34
Pepper, W hite ............ @52
Pepper, Cayenne . . . .  @29 
Paprika, H ungarian ..@69

Seasoning
Chill Powder, 15c . . . .  1  85
Celery Salt, 3 o z  .......... 96
Sage, 2 os. .......................  90
Onion Salt .................  1  35
Garlic ..........................  1  36
Ponelty, 8 % os............. 2 26
K itchen Bouquet . . . .  2  60
Laurel Leaves ...............  20
M arjoram , 1 oz..............  90
Savory, 1 os. .................  90
Thyme, 1 oz.................... 90
Tumeric, 2% os..............  90

STARCH
Corn

Klngsford, 40 lbs......... 1 1 %
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 0«
Argo, 8 5 lbs................. 3 40
Silver Gloss, 16 Slbs. ..11% 
Silver Gloss, 12 61bs. ..11%

Muzzy
48 lib. packages .........  9%
16 31b. packages .........  9%
12 61b. packages .........  9%
50 lb. boxes ...............  7 %

SYRUPS
Corn

B arrels ............................. 75
Half Barrels ...................  81
Blue Karo, No. 1%,

2 doz...........................  3  40
Blue Karo, No. 2 2 dz. 4 05 
Blue Karo, No. 2%, 2

doz................................  4 95
Blue Karo, No. 5 1 dz. 4 90 
Blue Karo, No. 10,

% doz.........................  4 65
Red Karo, No. 1%, 2

doz................................. 3  65
Red Karo, No. 2, 2 dz. 4 60 
Red Karo, No. 2%, 2

doz................................. 5 25
Red Karo, No. 5, 2 dz. 5 10 
Red Karo, No. 10, % 

doz...............................  4 85

Pure Cane
Fair ................................
Good .............................. .
Choice .......... .................

TABLE 8AUCES
Lea A  Perrin , large . .  6 75 
I.ea & Perrin , sm all . .  3 25
Pepper ........................... l  25
Royal Mint .................  1 60
Tobasco ...................  3  00
England’s Pride . . . .  1 25
A -l, large ...................  5 00
A -l, sm all ...................  2 90
Capers ......................... l  80

TEA
Japan

Medium ...................  40@42
Choice .......................  49@52
Fancy .......................  60@61
B asket-F ired  Med’n. 
B asket-F ired Choice 
B asket-F ired Fancy
No. 1  N lb b s .................  @55
Siftings, bulk ............ @21
Siftings, 1 lb. pkgs. @23

Gunpowder
Moyune, Medium . .  35@40
Moyune. Choice ___ 40@46

Young Hyson
Choice .......................  35@40
Fancy .......................  50@60

Oolong
Formosa, Medium ..  40045 
Formosa, Choice . .  45@50 
Formosa, Fancy . .  55 @76

English Breakfast 
Congou, Medium . .  40@45 
Congou, Choice . . . .  46@50 
Congou, Fancy . . . .  50@60 
Congou, Ex. Fancy 60@80

Ceylon
Pekoe. Medium . . . .  40@45 
Dr. Pekoe, Choice ..45@48 
Flowery O. P. Fancy 65@S0

TWINE
Cotton, 3 ply cone . . . .  75 
Cotton, 3 ply balls . . . .  75 
Hemp, 6 ply .................  25

VINEGAR
Cider, Benton H arbor . .  35 
W hite W ine, 40 grain  20 
W hite W ine, 80 grain  27 
W hite Wine, 100 grain  29

Oakland V inegar & Pickle 
Co.’s Brands.

Oakland Apple Cider . .  40 
Blue Ribbon Corn . . . .  28 
Oakland W hite Pickling 20 

Packages no charge.

WICKING
No. 0, per gross .......... 70
No. 1, per gross ..........  80
No. 2, per grosa . . . .  l  u  
No. 3, per gross . . . .  1 90

WOODENWARE
Baskets

Bushels, wide band,
wire handles ..........  2  2 0

Bushels, wide band,
wood handles ...........2 35

Market, drop handle 95 
Market, single handle 1 00
M arket, e x t r a .............. 1 35
Splint, large .............  8 50
Splint, medium ........  7 75
Splint, small ............ 7 00

Butter Plates 
E scanaba M anufacturing 

Co.
S tandard W ire End

No. % ..
P er 1 ,0 0 0  

2  86
No. % .. 3 17
No. 1  .. 3 39
No. 2 .. 3 99
No. 3 .. 4 97
No. 5 6 91
No. 8-50 ex tra  sm cart 1 21
No. 8-50 small carton 1 27
No. 8-50 med’m carton 1 32
No. 8-50 large carton 1 60
No. 8-50 ex tra lg ca rt 1 93No. 4-50 jumbo carton 1 32

Churns
Barrel. 6 gal., each . .  2 40 
Barrel, 10 gal. each . .  2 55
Stone, 3 gal...................... 39
Stone, 6 gal...................... 78

Clothes Pins. 
E scanaba M anufacturing 

Co.
No. 60-24, W rapped . .  4 75 
No. 30-24, W rapped . .  2 42 
No. 25-60, W rapped . .  75

Egg Cases
No. 1. S ta r ............... . 4 00
No. 2, S t a r ................. . 1 0 0
1 2  oz. size ................... . 4 50
9 oz. size ................... . 4 25
6 oz. size ................... . 3 90

Faucets
Cork lined, 3 in. . . . . . . 7 0
Cork lined, 9 in ......... „. . . .  90
Cork lined, 10 In. . . . . .  90

Mop Sticks
Trojan spring ____  2 75
Eclipse patent spring 2 75
No. 1 common ____  2 75
No. 2, pat. brush hold 2 75
Ideal, No. 7 _______ 2 75
20oz cotton mop heads 4 80 
1 2 oz cotton mop heads 2  85

Palls
10 (|t. Galvanized___5 00
12 qt. Galvanized___5 50
14 qt. Galvanized___6 00
Fibre ......................... 9 75

Toothpicks
Escanaba Manufacturing

Co.
No. 48, Emco ............ 1 80
No. 100, Emco ........  3 50
No. 50-2500 Emco . . .  3 50

Traps
Mouse, wood, 4 holes . .  69 
Mouse, wood, 6 holes . .  70 
Mouse, tin , 5 holes . . . .  65
Rat, wood .......................  80
Rat, spring ...................  80
Mouse, spring ................ 20

Tubs
No. 1 F ibre ...............  42 00
No. 2 F ibre ................ 38 00
No. 3 Fibre .............. 33 00
Large Galvanized_15 50
Medium Galvanized 13 25
Small Galvanized__12 00

Washboard®
Banner Globe ____  S 25
Brass, Single _____  9 50
Glass, Single ______  8 50
Single Peerless ____  9 00
Double P eerless__ 11 00
Northern Queen ___ 9 00
Universal ________ 10 00

Window Cleaners
12 in ................................. 1 85
14 in................................. 1 86
16 in ..................... ..........  2 30

Wood Bowls
13 in. B u tte r .............. 3  00
15 In. B u tter . . . . . . . .  7 06
17 In. B u tte r .............. 11 06
19 In B u t t e r .............. 12 00

W RAPPING PA PER 
Fibre, Manila, w hite 7%
No. 1 F ibre ________  8%
Butchers M anila ___  8Kraft _____________1 3
W ax B utter, short c’n t  25 
Parchm ’t  B utter, rolls 25 

YEAST CAKE
Magic. 3 doz.................  1  45
Sunlight, 3 doz..............1  00
Sunlight, 1 % doz. .......... 50
Yeast Foam, 3 doz. . .  1 45 
Yeast Foam, 1% doz. 73

YEAST—COMPRESSED 
Fleischm an, per doz. . .  24
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F A IR  P R IC E  M A K IN G .

Som e F ool T h in g s D one U nder Gov
ern m en t Auspices.

A pparen tly  the question  of p ro 
tected  prices and contro lled  sales e th 
ics betw een p roducer and d istribu ter 
are fundam entally  econom ic and not 
whim sically political o r faddish. On 
the one side it is no t the resu lt of 
m ere a rb itra ry  action of m arket dom - 
inators, nor is it, on the o ther, sus
ceptible to  use as political football. 
F o r it is in te rnational and refuses to 
be suppressed as a m ere annoyance.

In  th is coun try  we have it p e r
sisting  in the vicinity of the  Federal 
T rade C om m ission and in the courts, 
w here such tests as the Colgate case 
and the Beechnut case are still pend
ing, w ith p rospect of deciding some 
tim e ju s t w hat the equitable rig h ts  of 
buyer and seller are. And, by a cu r
ious parallel, exactly  the same situa
tion ex ists in Canada, w here the 
courts are asked to  decide w hat are 
the righ ts of the m atte r and where 
Parliam en t is asked to  m odify and 
restric t the pow ers of the Com m erce 
Board, which co rresponds to our own 
Federal T rade  Com m ission.

The Canadian case is w orth  w atch
ing. A pparently , it p resen ts all the 
essentials of a study and fram ed for 
an in te res tin g  and conclusive test. A 
price cu tte r sold goods a t less than 
cost, and the regu lar trade  p ro tes ted  
to the m anufacturer. H e re m o n s tra t
ed w ith the cu tte r and begged him  
to stick to  the “c o rrec t” price in the 
in te res ts of fairness. T he c u tte r  de
fied him and bought enough of the 
goods to allow him to go on defying 
the m anufacturers. T hen the m ass 
of re ta ile rs accused the w holesalers 
o f g ran tin g  preferen tia l prices to  the 
cutter, and when they  were refused 
the privilege of buying on a buying 
exchange basis form ally charged  the 
jobbers w ith being in a tru st. The 
jobbers in tu rn  claim ed th a t the Com 
m erce B oard was playing politics by 
m aking them  the goat of alleged high 
prices and dem and its reorgan iza tion ; 
also ask the courts to decide the righ t 
and w rong of p ro tec ted  prices and of 
p referen tia ls to  chain stores, co-opera
tive system s, mail o rd e r houses, etc. 
And every one appears likely to be 
investigated before the excitem ent is 
over.

T he trouble w ith official m eddling 
in such affairs appears to  re st chiefly 
in the fact th a t officials and the pub
lic generally  fail to  understand  the 
m ercantile  logic of it all. T hey  do 
not see th at the “price p ro tec to r” is 
aim ing a t equality and fairness am ong 
d istribu ters, and not m ere fanciful 
dom ination. T hey  regard  the price 
cu tte r as the friend of the people 
ra th e r than as a poten tial “tru st in 
the m aking.”

A dm itting  the two sides to  the 
question and the rig h ts  and w rongs 
of each, one canot but reg re t that 
officials cannot take a leaf out of the 
H oover book and get b e tte r acquain t
ed—m ore confidential and frank—with 
the business man. If they  did—bet
te r  yet. if both would w ork to gether 
—price fixing would be m ore in te lli
gen t and less m enacing for all hands.

F o r instance, out in California, the  
Los A ngeles Fa ir P rice  com m ittee,

a fte r a long period  of d rifting  and ex
p erim en ting  and b lundering , has con
cluded to  h e rea fte r w ork  for fairness 
tow ard  the g ro cer as m uch as fo r the 
consum er. T o quote its sec re tary ;

“W e are no t s ta rtin g  ou t w ith the 
idea th a t the m erchan ts are p ro fiteer
ing, but, on the o th e r hand, we recog
nize the fact th a t the re ta ile r m ust 
receive a profit com m ensurate  w ith 
the service w hich he perform s, and it 
will be our in ten tion  to  arrive  a t sug
gested  prices o r m arg ins of profit th a t 
are fair to  the d istrib u te r as well as 
the consum ing public.

“ Basically speaking, th is com m ittee 
has no pow er to  fix prices. W h at 
it can do is investigate  prices, recom 
m end th a t certain  p rices are fair and 
p rosecu te  if these prices are no t o b 
served, leaving a ju ry  to decide as to 
w hether o r not the m erchan t is guilty  
of profiteering.

“ In a rriv ing  a t any list of suggested 
fair prices we will do so only a fte r 
consu lting  w ith the d istrib u te rs th em 
selves. P lans have no t been w orked 
out in detail, but, generally  speaking, 
it is our in ten tion  to  call upon rep re 
sentative m em bers of bo th  the w hole
sale and re ta il trade  to  appear before 
th is board  and advise us as to  their 
ideas of w hat constitu te  fair m argins 
of profit for the leading staple lines 
of food.”

And th a t’s exactly  w hat m ade H o o 
ver a success. H e aroused  the spirit 
of p a trio tism  and fairness am ong the 
trade  and. on the o th er side, he took 
Care of the consum ers. “A little 
know ledge is a bad th in g ” is never 
so proven as in th is price co n tro 
versy  and in un in te lligen t g rop ing  for 
so lu tions to  the old H. C. L. If  the 
facts are know n and understood  by all 
sides, the chances for success are 
g reatly  enhanced.

O ur own Federal T rade  C om m is
sion is prone to “m onkey w ith the 
buzz saw ” of th ings it does no t un
derstand. I t has been a ttack in g  m any 
practices in trade  th a t are the best 
p roduct of experience, how ever m uch 
they  m ay run  counter to  “book lea rn 
ed” theories. T ake the “guaran tee  
against decline” question, which is, af
te r  all, only the p ro tec ted  price ques
tion reversed. T he board  says it is 
unfair trade, bu t he re  is the way it 
looks to  the N ational C anners at 
their recen t executive conference:

R esolved—T h at it is the sense of 
the executive com m ittee of the N a
tional C anners’ A ssociation th a t the 
practice of guaran tee ing  prices as 
they  exist in the canning industry  
has grow n up to m eet p a rticu la r and 
peculiar conditions in the industry  
th ro u g h  a long period in the regu lar 
course of business, and does no t in 
volve any unfair trad e  practice e ither 
as betw een m anufactu rers them selves 
or betw een m anufactu rers and jo b 
bers o r betw een m anufactu rers and 
the public.

By the way, a fte r w orry ing  a grea: 
deal over the  way U ncle Sam  un 
loaded his a rm y sto res, the canners 
are beginning to  w onder if, a fte r all, 
it m ay no t prove a b lessing  in dis
guise. A t the m eeting  of the execu
tive com m ittee ju s t re fe rred  to  Uncle 
Sam  was discussed and cussed ad lib., 
and then  one m em ber had an idea. 
H e said he th o u g h t it one of the best 
strokes of advertis ing  for canned 
foods yet m ade, because it has induc
ed an im m ense num ber of people to

Our Merchandising Policy
Is to sell right merchandise at the right prices and give 

prompt and satisfactory delivery.

In the past before the re-organization of this House, the 
policy to a certain extent was to handle unknown merchandise 
under private tickets or brands unknown to you and in this way 
to get perhaps a little margin of profit. Very little attention was 
paid to Future Orders. The net result was that merchants were 
often not satisfied with the merchandise obtained here or because 
they did not buy their initial order here, they did not come here 
for their fill-in orders, so that the business was small and many 
merchants and competitors accepted the situation as proof posi
tive, that there could not be a good Wholesale Dry Goods House 
in Western Michigan.

A  proper analysis of the facts will convince you that this was 
a faulty conclusion* Since our re-organiaztion with the in
creased business we have been buying merchandise just as cheap 
as anyone else. This can be done at all times irrespective of what 
others may say. Others who were larger obtained a great part 
of their business from this territory, due to the organization that 
they had built up. We are constantly bettering our organization 
and feel that it is now equal to any others we know of. We hope 
to make it even better.

It is with pleasure that we annoupnce the promotion of our 
Mr. L. D. Bovee, formerly of Benton Harbor territory to the 
management of our Ladies Ready-to-wear department. We feel 
that this is a step in the right direction and suggest that you do 
not fail to see Mr. Bovee and this department when you call on us.

We are pleased to be able to say that because we happened 
to guess the market right last year, we are in a position to take 
care of your wants now in very satisfactory style. A  good mer
chant the other day, told one of our salesmen that he had been 
told there were no Percales to be had and that if we could take 
care of him he would be glad to deal with us in the future* We 
did this and are in position to sell you a lot of merchandise which 
you cannot get elsewhere. Try us and see.

We are constantly adding new standard lines of merchandise 
and are making a strong and successful effort to get your Future 
Orders on this kind of merchandise for Fall. Not only do our 
salesmen want to sell you your current needs but they are anxious 
to get your Fall Orders. We have made prices on Blankets and 
Outings for Fall, which we do not think you can get anywhere 
else. We expect to have complete possession of our new building 
by June ist, which will enable us to add other departments and 
additional lines, so as to serve you completely. We wish you 
would take the time to visit us and see what we are doing.

In adding new lines of merchandise we are closing out the 
old lines, such as Lincoln Mills Hosiery and Underwear, etc. 
Don't forget that EVERY WEDNESDAY is CITY DAY when 
you find REAL BARGAINS in EVERY DEPARTMENT. 
On CITY DAY especially we put on sale a great many of these 
lines which we are closing out. Most of this merchandise has 
already been sold but there are still a few lines which you can 
buy at very reasonable prices. If you are interested, let us hear 
from you. We will see that our salesman calls on you.

Remember that we are anxious to have your MAIL or 
PHONE orders and that you get the same prices on these as if 
you bought personally. We have told you some of these things 
before but we are going to keep "hammering away" until every 
merchant realizes that it is to his advantage to trade here.

Grand Rapids Dry Goods Co.
Grand Rapids, Mich.

Exclusively Wholesale No Retail Connections
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eat canned foods who never ate  them  
before, and cited the experience of a 
num ber of people in his acquaintance.

All were agreed th a t n o th ing  could 
be done and one solon suggested  th at 
one of the full-page advertisem ents 
now being used in all the advertising  
cam paign be used to  tell the people 
th a t the G overnm ent is giving them  
these surplus goods a t from  40 to 
60 per cent, below  the price paid for 
them  by the a rm y and navy, thus p u t
ting  the industry  in the p roper light, 
and invite the public to take advan
tage of th is o p p o rtun ity  to  try  sam 
ples of canned foods a t practically  
half-price. Because they  are offered 
w ith G overnm ent approval the people 
have confidence in them , and they 
will heed th is suggestion  and so help 
rem ove the surplus the m ore quickly. 
T ins was referred  to the publicity 
com m ittee.

Straw Hat Trimmings.
Glycerined ostrich  is loom ing up 

strong ly  in local m ilinery circles as 
a trim m ing  for dress ha ts for the 
spring  season. P a ris has again de
creed the lavish use of th is type of 
ostrich , according to the bulletin  of 
the R etail M illinery A ssociation of 
Am erica, and it is regarded  as a splen
did trim  for the shiny straw  hats th a t 
are so well liked for early-season 
wear.

“One leading house here,” the bu lle 
tin goes on, “show s a num ber of 
charm ing  little tu rb an s of shiny 
straw s trim m ed w ith long sprays of 
g lycerined ostrich  th a t are wound a r
tistically  over the en tire  shape. One, 
in henna lisere, is fashioned on toque 
lines and creased to  give a draped ef
fect. B urnished g lycerine ostrich  fol
lows the lines of th is shape and a l
m ost com pletely covers it.

“T his house also uses a lo t of g ly
cerine ostrich  bands on large hats, 
e ither on their crow ns o r laid thickly 
about the upper brim . E gyptian  col
o rings are very  good looking blended 
to gether on a large shape m ade of 
colored braid. Long, silky bands of 
the ostrich  are wound around  the up
per brim , leaving the crow n entirely  
free of trim m ings. S traight-flued os
trich  also .is well th o ugh t of for 
spring. L ong  quills are ben t over in 
graceful ‘stick  up’ effects and are 
poised a t the fron t of w ide-brim m ed 
m odels.”

W hen you do no t know  w hat to  do 
—wait.

The John Seven Co.
Grand Rapids, Michigan

Wholesale

Paints and 
W all Paper
Distributors: Benj. Moore’s Paints, 

Muresco and Varnishes
T he J. B. Pearce C o.’s Wall Papers

Columbus Architechural and 
Automobile Varnishes

W H O L E S A L E  O N L Y

BUSINESS WANTS DEPARTMENT
Advertisements Inserted under this head for three cents a word the first 

insertion and two cents a word for each subsequent continuous insertion. 
If set in capital letters, double price. No charge less than 25 cents. Cash 
must accompany all orders.

GENERAL stock for sal.': grocery, dry 
goods, hardware, shoes, rubbers, drugs, 
implements and fixtures; rent $31 per 
month; 2 stores and house; will inven
tory; must have cash: in good small 
town; good farming country; deal with 
owner; reason for selling. No. 758, care
Michigan Tradesman._____________758

CORNER hardware. fine location, 
stock and business. Great opportunity. 
Stanbro & Smith, South Lyon, Michigan.
___________________________  759

I’LL BUY THE TAIL, END OF YOUR 
STOCK OR any junk you have in stock 
and pay cash. Or I’ll buy the whole 
store. What have you? J. H. Boyer,Farina, Illinois.__________ 760

For Sale Or Rent—157 acres, 9 miles 
from Grand Rapids. Good buildings, soil, 
well, wind mill, silo, cement tanks, etc. 
Twenty acres wheat, 35 acres plowed, 
splendid location. For particulars ad- 
dress S. A. Sheldon, Marne, Mich. 761 

For Sale—Stock of dry goods and la
dies ready-to-wear, in manufacturing 
town of 3,000 located in Central Michi
gan s best agricultural section. Business 
last year $40,000. Address No. 762, care 
Michigan Tradesman. 762

One-third interest in good growing 
laundry business for sale to live worker 
who would draw regular pay and work 
for the best interest of the business. 
Must either know or learn the business 
thoroughly. $1,000 cash required; profits 
i,?.n, I?‘O’ balance. Address Laundry, care Michigan Tradesman.______ 7 6 3

For Sale—Good live established gro- 
cery, stock and fixtures, doing better 
than $50,000 business annually. Address 
No. 164, care Michigan Tradesman. 764 

.Departments To Lease—A progressive 
nrm operating stores in Western Penn
sylvania and Eastern Ohio, will open a 
high class department store about April 
first in a busy manufacturing town in 
Western Pennsylvania with a drawing 
population of more than 10,000. Store is 
74x1.00 feet, 4 floors and economy base
ment. The owners will have space to 
lease to the following departments: mil
linery, furs, shoes, men's clothing, house 
furnishings, furniture, groceries. Address F. Gluck’s Sons, Farrell, Pa._____ 765

L or Sale Old established business, 
hardware, plumbing and heating busi-
ness, only one of its kind in town of 
<00 population. A real money maker for 
someone. Address No. 766, care Michi- gan Tradesman. 766

For Sale-Furniture and undertaking stock in live town. Good reason for 
selling. J. II. Noble, Copemish, Michigan. 76 7

, SALE—Good paying drug store,town 2 0  miles from Grand Rapids; stock 
and fixtures about $3,500; other business- 
will consider part payment. H. E. An- 
drus, Cedar Springs, Michigan._____768

For Sale Or Exchange—Farm of 120 
acres, 40 under cultivation, balance con
sists of pasture, hay land, and includes 
part of nice lake, 8 -room house, barn 
and other outbuildings. Will consider trade for store. H. Paulsen, Gowen, Michigan. ______  709

Are you looking for a good business? 
1 have it. $2,500 in February on $7,000 
stock and only $ 1 0 0  overhead including 
clerk hire. Address No. 769, Michigan Tradesman. 759

For ,Salc—Gash grocery averaging sales 
0 1  $-00 per day. Stock will invoice about 
$a,000; fixtures, $600. Will sell or lease 
building to suit buyer. Poor health rea
son for selling. Address No. 770, care 
Michigan Tradesman. 770

For Sale—General stock located in 
country town seventeen miles from 
Grand Rapids, surrounded by strong 
farming country. Annual sales, 1919, 
$35,000. Will accept $12,000, all cash. 
No trades. No exchanges. Address No. 
75, care Michigan Tradesman. 750

A chance to develop one of the largest 
propositipns in Michigan. New four- 
story building. Doing good grocery and 
general business. Hotel. Restaurant. 
Lunch room. Fountain and candy. Have 
the farmer trade of three counties. Lack 
capital to develop. Will sell or take live 
partner with capital. Address No. 751, 
care Michigan Tradesman.________ 751

For Sale—General stock in good rail
road town surrounded by strong farming 
country. Stock inventories $6,000. An
nual sales last year, $20,000. Will rent 
or sell building. Address No. 755, care 
Michigan Tradesman. 755

For Sale—One of the best cash gro
cery businesses in Jackson, Michigan. 
Doing a business of $75,000 to $80,000 
per year. Low overhead expense and no 
delivery of goods. My home and busi
ness is in Ann Arbor, Michigan, so I 
can not give this store in Jackson my 
personal attention. This is my only 
reason for selling this store. It will take 
around $5,000 to handle this proposition. 
Address H. E. Pierce or call at 118 E. 
Liberty St., Ann Arbor, Michigan, if in
terested. 756

For Sale—Wholesale and retail bakery 
in lively Central Michigan town. An
nual income $30,000. Selling price, $2,000. 
Address No. 749, Michigan Tradesman.
___ ___________________________749__

For Sale—Jewelry store in best little
town in Upper Michigan. Address 754, 
care Michigan Tradesman. 754

Factories Wanted—We solicit investi
gation from parties desiring to locate 
factories in small town. Address L. W. 
Stanbro. care Board of Commerce, South 
Lyon, Michigan. 757

For Sale Or Rent—Best located store 
building in city of Ionia, Michigan. Room 
23 x 110 feet. Bert Lampkin. 747

Wanted—Reliable man, not over forty, 
to take interest and manage large retail 
business. None but capable men need 
apply. Address 735, care Tradesman.

735
To Rent—Modern brick store in one of 

the best towns in Southwestern Michigan. 
For dry goods or general store. Write 
Yunker & Son, Gobleville, Mich. 736

For Sale—Stock of paints, wall paper 
and window shades. Old established 
business in Michigan town of 3,000. Ad
dress 738, care Michigan Tradesman. 738

For Sale—Furniture, undertaking and 
crockery business in city of 5,000. Good 
going business. Reason for selling, death 
of proprietor. Address 743, care Michi
gan Tradesman. 743

For Sale—In Business Section of Main 
St., Flint, Mich. An A-l grocery store 
and meat market. Ideal location and 
every day money maker. Owner must 
sell within 30 days and will make excel
lent proposition for cash. Direct corre
spondence to Market, 811 South Saginaw 
St., Flint, Michigan. 726

ATTENTION MERCHANTS—When in 
need of duplicating books, coupon books, 
or counter pads, drop us a card. We 
can supply either blank or printed. 
Prices on application. Tradesman Com
pany, Grand Rapids.

BIG INVESTMENT OPPORTUNITY: 
BEST BUSINESS BLOCK IN BEST LO
CATION IN BEST GROWING CITY IN 
CENTRAL MICHIGAN. LISTEN: Three 
story and basement: Three fronts, and 
one at rear: solid brick and stone con
struction: best corner in city: rentals bet
ter than $8,000 a year. Block easily worth 
$100,000: can be bought this month for 
$55,000. Cut and information furnished 
on application. W. J. Cooper, Mt. Pleas
ant, Michigan. 706

$1 DOES IT. Texas oil land making 
holders big money everyday. Bank ref
erences furnished. Investigate us thor
oughly, that’s all we ask. Results count. 
Our plan $1 down, balance monthly, few 
months gives you Warranty Deed to 
land. May pay profits $200 or more 
monthly. Maps, reports, established 
facts FREE. Address Sourlake Texas 
Oil Co., 318 DeMenil, St. Louis. Mo. 692

Pay spot cash for clothing and fur
nishing goods stocks. L. Silberman, 106 
E. Hancock, Detroit. 566

For Sale—General Stock, in town of 
500, in center of strong farming country. 
Stock inventories about $9,000. Sales last 
year, $33,000. Rent reasonable. Terms 
cash. Address No. 711, care Michigan 
Tradesman. 711

Wanted—Second-hand safes Will pay 
spot cash for any safe, if in reasonably 
good condition. Grand Rapids Safe Co., 
Grand Rapids.________________

If you want to sell or exchange your 
business, no matter where located, write 
me. John J. Black, 130th St., Chippewa 
Falls, Wisconsin.________________ 725

Wanted to hear from owner of good 
general merchandise store for sale. State 
price, description. D. F. Bush, Minne
apolis, Minnesota. 638

BANISH THE RATS—Order a can of 
fiat and Mouse Embalmer and get rid of 
the pests in one night. Price $3. Trades
man Company, Grand Rapids, Michigan.

For Sale—Long-established undertaking 
business, complete with all essentials for 
about $2,500. Business has always been 
profitable. Will retain or sell furniture 
stock in connection. Address No. 697, 
care Michigan Tradesman. 697

For Sale—Splendid chance to buy stock 
of general country storee in Genesee 
County, Michigan. Write Box No. 737, 
care Michigan Tradesman. 737

If you are thinking of going in busi
ness, selling out or making an exchange, 
place an advertisement in our business 
chances columns, as it will bring you in 
touch with the man for whom you are 
looking—THE BUSINESS MAN.

GET MY TANKS—Make big money de
veloping films %c per roll. Particulars 
free. Gillett, Boscobel, Wisconsin. 741

Window Fixtures and Wax Display 
Forms for sale at a big sacrifice. Also 
store shelving. Must be sold at once. 
Address No. 727, care Michigan Trades
man. 727

For Sale—General stock hardware, gro
ceries and men’s work clothing. 1919 sales 
$20,000. Two story brick building. Will 
sell or rent building. Terms to suit. A 
money maker. Address C. C. Lewis, 
Dimondale, Michigan. 730

FOR SALE—Combined plant, brewery, 
artificial ice, and wholesale ice cream 
plant for sale; fire proof building; half 
block of ground, trackage, machinery and 
equipment in fine shape; right now can be 
bought at great bargain. Address Hast
ings Cream & Beverage Co., Hastings, 
Nebraska. 7 3 1

For sale or trade for stock of groceries, 
120 acres sandy loam soil. Fair buildings; 
located 1 mile from market, in the heart 
of the potato belt. Price $3,000. V. Thom
sen Estate, Gowen, Michigan. 732

Cash Registers (all makes) bought, 
sold, exchanged and repaired. REBUILT 
CASH REGISTER CO., Incorporated, 122 
North Washington Ave., Saginaw, Mich
igan___________________________ 128

FOR RENT—Double Store and base
ment, all modern shelving, full set of 
counters and floor cases, best location in 
town. Address P. J. Saxer, Mt. Clare, 
Nebraska.________  709

For Sale—Thriving General Stock, in
voicing $5,000. Last year’s sales $30,000 
with store expenses of $1.400. Address 
Frank Gam by, Cold water. Mich. 712

For Sale—The best-paying little va
riety store in Michigan. Situated in a 
hustling town. Address No. 715 care of 
Michigan Tradesman._____________715

For Sale—Grocery business doing an
nual business of $75,000-$100,000. This is 
an A-l proposition and will be sold for 
cash only. For full particulars address 
No. 718 care Michigan Tradesman. 718

Will pay cash for whole or part stocks 
of merchandise. Louis Levinsohn, Sagi
naw, Michigan. 757

For Sale—Hardware and Implement 
Business in good town near Grand Rap
ids. Good farming country. Reason for 
selling, ill health. No. 700 care Michigan 
Tradesman 700

Wanted—Clean stock of merchandise in 
exchange for farm lands. Address 734, 
care Tradesman. 734

CANDY

The “DOUBLE A” Kind
Made by

People W ho Know H ow
Our record of over f i f ty  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.

Good
Gandy

Made in Grand Rapids by
N ATIO NA L CANDY CO.

PUTNAM  FACTORY
Grand Rapids, Michigan

Ask for a copy of our 
latest price list.

We are agents for LOWNEY'S 
in Western Michigan.
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BAD YEAR FOR PROPHETS.
L ong  ago it was said th a t a p ro p h e t 

is not w ithout honor save in his own 
country . N ow adays, it would seem  
as though the p ro p h e ts—so far as 
concerns m atte rs  of business, a t least 
—are in d iscredit everyw here. A tten 
tion has h ith e rto  been called to  the 
ab su rd ity  of the pred ic tions of those  
who asserted  the close of the w ar 
would be follow ed by a dum ping of 
G erm an tex tiles into th is country . In 
succession came also a sim ilar rid icu
lous p rophecy concern ing  Japanese  
com petition  as well as o th e rs  of the 
sam e kind in reg ard  to  the p roducts 
of d ivers countries. One th a t was 
m uch harped on, especially  by those 
hoping to  excite an an ti-B ritish  feel
ing in the U nited  S tates, was th a t 
E ngland  would have an especial ad
van tage in woolens because she had 
bought up the A ustra lasian  clips. T his 
wool, it was insisted, would be fu r
nished cheaper to the B ritish  m anu
factu rers of woolens, who would 
thereby  be enabled to  undersell those  
in th is country . T he predic tion  to 
th is effect tu rned  ou t as baseless as 
have the o th ers  m entioned and still 
o th ers th at m ight be recalled. T here  
was, in fact, so m uch A ustra lasian  and 
o th er w ools available th a t no one 
coun try  could absorb  them , and, up 
to  date, all the w ool-consum ing coun
tries have plenty. T he prices for the 
w ools are very nearly  on a parity  
in G reat B ritain and here, and A m er
ican bidders have generally  set the 
pace for them  at the B ritish auction 
sales. A t tim es during  the last year 
B ritish  colonial wool was actually  
bough t in th is coun try  for E nglish  
account. The tw o sets of transac tions 
served to  show how slight has been 
the m argin of prices. But the p ro p h 
e ts  will not be dism ayed a t the failure 
of th e ir  predictions. T hey are op 
tim ists on their own opinions.

CANNED GOODS CONDITIONS.
The canned food m arket again 

show s a lim ited m ovem ent, w ith an 
unsettled  situation  resu lting  from  a 
lack of stability  as to  prices. In  their 
anx ie ty  to s ta rt a jobb ing  m ovem ent 
quo tations have been discounted, p a r
ticularly  in tom atoes, bu t w ithout 
m uch success. The re ta il trade  is 
m ore active, but wholesale d istribu 
te rs  are not restock ing  except in a 
small way. T he mail show s p lenty  of 
enquiries, but it is hard  to  m ake o r
ders out of them . Q uite a few of the’ 
large d is trib u te rs  express the opinion 
th a t the bo ttom  has been reached as 
to  prices and th a t there  will soon be 
a b e tte r jobb ing  dem and as jobb ing  
stocks here and a t in te rio r po in ts are 
light. All th a t is needed, they  believe, 
is to  have some one s ta rt a buying 
m ovem ent, as o th ers  would follow. 
T he tom ato  m arket show ed w eakness 
and low er prices on Southern  goods. 
C anners unable to  finance their ho ld
ings th rough  the banks have been 
forced to  sell, while G overnm ent 
stocks have also been a facto r ir 
w eakening the m arket. If it is true  
th a t the G overnm ent stocks have 
finally been sold, a health ier m arkei 
will develop. No. 2s continue the 
main seller. Southern  fu tu res are  of
fered in a small wray, but are neg
lected. California spot stocks are 
slow'. Spot peas are dull, as fancy are

unobtainable  and o th e r g rades are 
not w anted. Some sub-standard  W is
consin have been selling a t $1, fac
to ry . T here  is an active dem and for 
fu ture fancy  peas from  all sections, 
bu t little  in te res t is show n in s tan 
dards. W isconsin  packers are  forc
ing the sale of the la tte r  a long  w ith 
the  fo rm er in vary ing  asso rtm en ts. 
T here  is re luctance to  buy in th a t 
way, bu t business is being  placed.

T h a t fire insurance has to  be so
licited even though  it be recognized 
as an econom ic necessity  and a lm ost 
everybody w'ants it will scarcely be 
disputed. I t  is possible -to conceive 
th a t a tim e m ay come when com 
panies will have in im p o rtan t cen ters 
offices in which insurance will be sold 
over the counter, w ith no com m is
sions e ither to b ro k ers  o r agents, a l
though  th a t does no t appear likely. 
T h at in large cities like Chicago and 
St. L ouis b ranch  offices have no t 
driven local agencies ou t of business 
is evidence th a t m ost com panies p re 
fer to  pay an ag en t to  g e t the busi
ness and pu t it in to  shape to  go on 
their books ra th e r than  equip offices 
and em ploy th e ir own people on sal
ary. T h ey  do th is because they  have 
sa tisfac to ry  agency  connections, and 
ju s t as long as th ere  are high grade 
m en who on a com m ission basis will 
look a fte r the  in te res ts  of th e ir com 
panies w'ell the A m erican agency sys
tem  is likely to  persis t even in those 
cities w hich offer the best opp o rtu n i
ties for b ranch  offices to  be operated  
successfully.

W hen a m issionary  salesm an asks 
you to  sign a paper so he can prove 
th a t he called upon you, “W atch  your 
step and do no t sign it.”

R a th er check your appetite  than  get 
in debt and though  penniless be pa 
tient.

Review of Some of the Principal 
Hardware Staples.

A larm  C locks—T he shortage of 
a larm  clocks is as acute as ever. M an
ufactu rers sta te  th a t their production  
is g rea tly  handicapped no t only on 
account of the shortage of raw  m a
terial and skilled labor, but ow ing 
to the vast am ount of sickness in their 
plants. T hey  are  p ro p o rtio n in g  out 
their p roduct to the  various jobbers 
in lim ited quantities in o rd e r to  obtain 
as wide a d istribu tion  as possible. Jo b 
bers are ou t of stock on nearly  all 
of the  best sellers.

Ash S ifters—T here  continues to  be 
a steady dem and fo r  ash sifters of all 
grades. Jobbers s ta te  they  have fair 
stocks on hand and are filling o rders 
p rom ptly . P re sen t prices are held 
firm.

A xes—T here  continues to be a 
steady  dem and for all k inds of axes 
and jo b b ers  rep o rt th a t even the ad 
vance w hich w ent in to  effect last 
week has n o t curta iled  the sales.

C utlery—T he tendency  of the m ar
ket on cu tlery  is tow ards higher 
prices. Job b ers  rep o rt th a t they  are 
ou t of stock on nearly  all of the best 
sellers and cannot ge t any  definite 
prom ise from  the  m anufactu rers as 
to  deliveries. Several of the larger 
m anufactu rers are building new 
plants, endeavoring  to  increase their 
output. They have enough orders

booked rig h t now  to take their en tire  
ou tp u t for 1920.

Eaves T rough  and C onductor Pipe 
—T he dem and for eaves trough  and 
conductor pipe increases as the season 
advances. Local jobbers sta te  th a t 
their stocks are runn ing  low and de
liveries from  the m anufactu rers are 
slow. T here  has been no change in 
prices since last reported .

Files—T here  has been a g reat im 
provem ent in the deliveries on files 
and jobbers s ta te  th a t their stocks 
are well assorted . Some of the sm all 
m anufacturers have advanced prices. 
Jobbers, how ever, continue to accept 
business a t the old prices. T he m ar
ket is very  firm.

G lass—T h ere  has been no change 
in the  price of g lass since last re 
ported . T he m ark e t is held firm and 
an advance would no t be ou t of line. 
R eports fro m  both  jo b b ers and re 
tailers indicate a very  heavy demand. 
S tocks th ro u g h o u t th is section are 
very  low and dealers are finding it 
very  difficult to ob tain  enough glass 
to  fill their cu rren t orders. T here  no 
doubt will be a g rea te r  shortage la te r 
on in the season.

H ose Reels—Sim plex hose reels sell 
a t $15 per doz. R eels w ith galvanized 
steel drum , 2 \y 2 inches diam eter, han
dles 28 inches, for 100 feet of hose, 
$30 per doz.

L an tern s—Jo b b ers are accepting  o r
ders on D ietz lan terns for sh ipm ent 
a t their option  a fte r Ju ly  1, invoice 
to  date Sept. 1. T hey  re p o rt th a t 
they  are practically  ou t of these lan
te rn s and th a t th e ir cu rren t o rders 
are being  filled very  slowly. T he 
scarcity  of tin  plate and the slow ing 
up of p roduction  of lan terns is m ore 
than likely to  p resen t a problem  in 
delivery for early  fall. L an tern s have 
no t been advanced in p roportion  to 
m ost goods m ade of tin  plate and 
lower prices are ou t of the question.

P a in ts  and O ils—T here  has been no 
change in the m arket on pain ts and 
oils during  the past week. H ow ever, 
there  is an indication th a t the price 
on linseed oil w ill be lower. Flaxseed 
in the  D uluth m arket dropped 60c 
per bushel last week. T he dem and 
for flaxseed is very  sm all, due to  the 
falling in the exchange ra te  which 
has caused a lo t of reselling. T he pig 
lead m arket is s tro n g e r and lead p ro 
ductions of all k inds are hold ing firm 
at p resen t prices. T he dem and is ac
tive and p roducers are still far behind 
on orders. T he dem and fo r alcohol 
is good and supplies are lim ited. 
T here  seem s to  be a general opinion 
am ong dealers th a t h igher prices will 
prevail a t an early  date.

P ru n in g  Shears—T he spring  buying 
season has increased in te res t in this 
line enorm ously. P rices are firm.

R oller Skates—T here  has been a 
good deal of in te res t in ro ller skates 
lately, and m ost of the spring  o rders 
have given no sm all am ount of a t 
ten tion  to  boys’ and g irls’ ro ller 
skates. P rices have advanced. B oys’ 
U nion ro lle r skates are now being 
quoted  a t $2 per pair, and g irls’ 
skates, $2.10 per pair.

Rope—Job b ers  sta te  th a t they  have 
fair stocks on hand and are receiving 
very satisfactory deliveries from  the 
m anufacturer. Rope business during  
the past week has showed a g rea t 
improvement.

R ubber G arden H ose—A very  sub
stantia l dem and is being  m ade for rub 
ber garden hose and its accessories. 
P rices a re : R ubber garden hose, 
in., 6 ply, 14j/2c per ft.; s/s in., 7 ply, 
1 8 ^ c  per ft.; ¿4 in., 5 ply, 14c per ft.; 
44 Hi., 4 ply, wire bound, 16c per ft.; 
Va in., 6 ply, plain, 16c per ft. All 
prices quoted  herew ith  are for 50 
ft. lengths. L eng ths of 25 ft., add 
V a  c  per ft.

Sash W eigh ts—An advance o f $3 
per ton on sash w eigh ts was put 
into effect in th is m arket during  the 
last week. Job b ers  rep o rt th a t sash 
w eights are ju s t as scarce as ever 
and th a t they  are  unable to  obtain 
enough of them  to fill their cu rren t 
orders.

Scales— N ew prices are quoted 
herew ith on scales. Renew ed in te r
est is m anifesting  itself in th is line. 
F la t top barre l scales are now  $2.50 
each; barre l scales w ith scoop are 
now $2.75 each; parcel post scales, 
$2.50 each.

Screw s—T he dem and for wood 
screw s is unusually  heavy for th is 
season of the year w ith the resu lt th at 
jobbers are finding it very difficult to 
keep the best selling sizes in stock. 
Deliveries from  the m anufactu rers are 
slow.

Spark P lugs— Both jobbers and re 
tailers rep o rt very sa tisfac to ry  busi
ness on spark  plugs. Deliveries from  
the m anufacturer are all th a t could 
be expected. Jobbers have fair stocks 
on hand and are filling all o rd e rs  
prom ptly . T here  has been no change 
in price.

S prayers— Sprayers are in ample 
dem and and the supply seem s to be 
fairly  adequate to  answ er norm al 
spring  buying in th is section.

W heelbarrow s—T here  has been a 
general advance on steel tray  and 
wood tray  barrow s of 10 per cent. 
Steel tray  barrow s are very  scarce 
and jo b b ers’ stocks are p ractically  de
p leted  T he dem and continues to  be 
very heavy.

W ire  C loth and P o u ltry  N e ttin g — 
Jobbers have been notified by the 
m anufacturers th a t they  cannot accept 
any m ore o rders for po u ltry  netting  
for shipm ent from  factory, but sales 
are confined to  sh ipm ent from  their 
stocks. T he same applies to  wire 
cloth. M anufacturers have all the o r
ders booked th a t they  possibly can 
handle and are not accep ting  any 
m ore business.

W ire Goods—T he dem and for wire 
goods of all k inds is exceptionally  
heavy. T he shortage  is becom ing 
m ore and m ore em b arrassin g  to both 
jobbers and retailers. F u rth e r  ad
vances becam e effective during  the 
week. P o u ltry  ne ttin g  is now quoted 
33j^ off. F arm  fencing now  takes a 
d iscount of 25 per cent. B lack wire, 
$2.50 per 100 sq. ft., dull finished gal
vanized wire, 12 m esh, $3 per 100 sq. 
ft., 13 m esh, $4.60, 14 m esh, $3.50.

W ire N ails—Jo b b ers have been un
able to take care of their cu rren t o r
ders, to  say no th ing  about accum u
lating  a stock. D eliveries from  the 
m ills are slow  and it takes a long 
tim e for goods in tran s it to  reach 
th e ir destination. T here  has been no 
im provem ent in deliveries since last 
reported . P re se n t prices are  held 
firm.


