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Education Up to Date

W e teach the  cWIdren Danish,, 
T rigonom etry  and Spanish ;

F ill their heads w ith  old-tim e notions, 

A nd  the  secrets of the  oceans,

A nd  th e  cuneiform  inscriptions \  

F rom  th e  land  of the  Egyptians; 

Learn the  da te  of every battle,

K now  the  habits of th e  cattle,

Know  th e  d a te  o f every crowning* 
R ead th e  p oe try  of Brow ning;

M ake d iem  show  a  preference 

F o r each m usty  branch of science; 
T e ll the  acreage of Sweden,

A n d  the  serpent’s  w iles in Èden; 

A nd  th e  o ther th ings w e  teach  ’em  

M ake a  m ountain so im m ense 

T h a t w e have n e t a  m om ent left 

T o  teach them  com m on sense.



Chocolates
Package Goods of 

Paramount Quality 
and

Artistic Design

Watson-HiggmsBDg.Co.
GRAND RAPIDS. MICH.MerchantMillos

O w nd by M erchants

P roducts so ld  by 
M erchants

B rand Recommended 
j h j  M erchante

NewPerfectionFlour
Packed In SAXOLINPaper-lined 

Cotton, Sanitary Sacks

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.

TH E FLEISCHM ANN COM PANY

Telephone Conversations
-------if unnecessarily prolonged are unfair.
When several subscribers are on a party line each is 

entitled to equal service.

It would be neither fair nor practicable to assign cer
tain periods of the day to each user* Each should 
have access to the line on equal terms. Exact 
fairness is possible only through the co-operation 
of the subscribers themselves.

A  telephone line should seldom, if ever, be held longer 
than five minutes on a local call. Prolonged con
versation, particularly on party lines, may cause 
serious delay to others who wish to use the tele
phone for emergency calls*

Losing $10.00 

Means Dropping 

Your Profits on 

$100.00 Worth 

of Business*
Can You

LABOR and STOCK are too high for you not to stop every needless 
waste in your business.

EVERY HOUR of TIM E 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 TIM E and MONEY wasted and your time 
should be applied to something more profitable.

Why Not Stop All Needless. Waste 
With a METZGAR SYSTEM?

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

and bringing forward of WRONG PAST BALANCES.
It' will please your customers and bring you new business.
It will 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.

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 are being run regularly and continuously in the principal 
papers throughout Michigan. You will profit by carrying Lily W hite F lour  
in stock at all times, thereby being placed in position to supply the demand 
w e are helping to create for Lily W hite Flour.

ISO Account Roll-top 
Fire-proof Metzgar

Afford It?
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M U T U A L  F I R E  IN S U R A N C E .

I t  Is  More Stable T han  Stock Fire 
Insurance.*

In the year 1752, twenty-four years 
before the Declaration of Independ
ence was signed. Benjamin Franklin 
organized the first fire insurance com 
pany in America. It was not only 
the first fire insurance company, but 
the first mutual lire insurance com 
pany and to-day, with a surplus of 
six million dollars, it stands in the 
foremost rank of mutual companies. 
1 am referring  to the Philadelphia 
Contribution ship for the Insurance of 
Mouses from Loss by hire.

F rom  that  date to the year 1916, 
according to the Honorable  Charles 
h. Nesbitt,  former Superintendent of 
Insurance. W ashington, D. C., 2901) 
mutual companies have been o rg an 
ized of which 700 have failed, retired 
or reinsured, leaving practically 76 
per cent, still doing business.

In the same period 1,550 stock com 
panies were organized of which 1,300 
failed, re ti red  or reinsured, leaving 
16 per cent, still doing business.

In o ther words, although there has 
been twice as many mutual com 
panies organized. 76 per cent, of them 
are still in business, as compared with 
only 16 per cent, of the stock com 
panies.

In view of the above facts—and I 
believe they are indisputable—it is 
in order  that  every business man. 
every property  owner—in fact, every 
American—should be interested in 
mutual insurance.

There  are several kinds of mutual 
companies. The class tha t  I will deal 
with to-day is the cash plan mutuals.
I am taking this  class because p rac 
tically all of the mutuals, except local 
mutuals such as farm  mutuals,  oper
ate on the cash plan basis.

These companies generally follow 
the bureau ra tes of the state  in which 
they write, or maintain their own 
bureau and promulgate  their own 
rates.  The premium is paid on the

*1 ’ap e r  read  a t  a n n u a l conven tion  
M ichigan R eta il D ry  Goods A ssociation  
by II . G. K em per, o f C hicago.

basis of this rate in the same manner 
as the stock companies.  The p rem 
ium income is used in the payment 
oi losses, expenses, a small proportion 
set aside for surplus and the balance 
is returned to the policyholder in the 
form of a dividend saving at the end 
of the policy year.

Now just a word about  the ex
penses of a mutual company. Their 
lees are limited a lmost entirely to 
inspection fees, covering salaried em 
ployes who inspect risks and solicit 
business. Their  home office expenses 
are small, due to the fact that  they 
have no high salaried executive of
ficers, that they pay no excessive com 
missions and do not maintain an elab
orate  agency system. In this connec
tion it might he well to state that 
they have found that  by specializing 
in one class their inspectors are far 
better trained and of much more value 
than the custom ary  local agent,  who 
endeavors to handle a num ber of dif
ferent lines. While I am still on the 
subject  of home office expenses it 
will interest  you to know that  the in
terest  on investments of the Central 
Manufacturers practically pays all of 
their home idlice expenses.

The surplus of a mult 
is gradually  increased fr

sibili! ' it the u ;

panv friends about taking out mutual 
insurance they will generally endeav
or to impress you that in accepting 
the policy of a mutual company you 
are making yourself liable for heavy 
assessment. 1 want to take this op
portunity  to tell you that  the assess
ment liability in the cash plan mutual 
policy is the finest and best security 
you could have. It runs from one to 
three times the annual premium. The 
m ajority  of companies represented in 
our Chicago office have acquired such 
a large amount of assets and surplus 
that their home state laws permit the 
removal of the assessment feature in 
their policies. To my knowledge on Iv
on e company has done so because 
it lias always been the symbol of 
mutual insurance and even though 
their surplus and assets have reached 
a point where it will take care of con
flagration losses or o ther  heavy 
claims, they do not believe it advis
able to eliminate same.

Now jus t  a word with reference to 
the conflagration hazard as applied 
to mutual companies.  Practically all 
of these companies are writing certain 
classes which eliminate any heavy loss  
through one conflagration. lust re
cently one of the state departments 
demanded that  we submit to them 
the m aximum liability of our com 
panies in various conflagration dis
tricts in the United States. The  g rea t

est net amount carried by any of our 
companies in these districts was less 
than $25,000.

You may wonder why I say that 
the assessment liability is the finest 
and best security you could have, l ive 
times in the past  two years your 
Government called upon you to sub
scribe to its Liberty Loans, each one 
of -these loans were heavily over-sub
scribed. V our Government is billions 
of dollars in debt, hut, nevertheless, 
von subscribed to these loans, k n ow 
ing that they were a good, sound in
vestment. 1 he reason was tha t  the 
real substantiabili tv of these bonds 
was due to the fact that they were 
backed by the American Government. 
It is the same with the mutual com 
pany. Its assessment liability is the 
guarantee  back of all their other re 
serves, that  if you should sustain a 
loss it will always lie paid.

In this connection it will interest 
you to know that in the history of 
insurance in the United States no cash 
plan mutual having acquired assets of 
->200 ( Oil has ever tailed, has ever made 
an assessment or  has ever failed to 
pay a dividend. If you will combine 
that sta tement with that of the l i o n -

tativ e of the ( enti-ai M.aiuti actiLire r s
of \ an Wert,  ( )hio.. 1 w ish ti i state
that this company with i t ^ million
a n d a half of cash asset-i, VVith ove r
time.-■ quarters of ;i mill ion >tir plus,
toge tlier with its a- sodati£ COmp;m ies
of li ke financial -tal lility, are bat king
the < .rand Rapids .rompan y ;am i will

perate with it it i ever]i VVÍIVA The
< ¿raí id Rapids Merc hauts has he.■nine
a cl; is s  company, s o I u •ish to take
a minute to tell yo u what c laSS 0)111-
panic■s have ;;icc. >mpdished. idi e liar.l-
ware mutual1- are paying di vi demis
from 40 to ,50 per cent. : the lumber
mutu a Is. 40 to 50 per cent .: th e grain
and mill mutuals. 50 fier ce ut. and
the general vvritin g mutuals which
vv ri t e several di fier.ait de fined classes
arc returning 25 to 30 per cent.

Gentlemen, there is no reason why  
with your co-operation and with the 
capacity given the Grand Rapids 
com pany through our office, this c o m 
pany cannot soon take rank am ongst  
the class companies above indicated. 
5 ou may wonder why these c o m 
panies succeed. The reason i- this:  
I hey first secure your confidence,  

then your co-operation and then your 
loyal support. I bis is the reason w!

ompany orable Charles F. N esb itt when he America and Am er icans can do thing
year to states that 76 per cent. of  all mu- that make us the .■n vv oif other c o n n
until it tuaI cein i pai lies or ganize d are d. >ing tries. W e can vv hoi eli eartedh • giv,
>ves any Inisines s to-day yo 1 1  will realize that our confidence,  <HI 1- co-, ipcratio n am

assess- mutual insurance <liters ;vou the best loyal support to an ytllill:g we are sun
dicy. indemnity that can he se cured in the is right. It is the A m e rican idt•a am
ck com- tnsuran ce market. the mutual tire in su raiece coin panic

( )t course, there are some mutuals 
which have been mismanaged just 
like other lilies of business, and vou 
will find people who, having had a 
had experience with some little local 
mutual, condemn them all. I know 
a man named Jones who is in your 
penitentiary and who is a had man. 
lie was sentenced to life for the crime 
which lie committed, hut every time 
I meet a man named Jones 1 don't  
tell him that 1 don’t want anything 
to do with him because I had a had 
experience with a man named Jones 
and know no good can come out of 
a man named Jones.

1 have spent some time explaining 
to you the financial stability of a cash 
plan mutual because most of you are 
fully acquainted with their excellent 
service and saving.

By specializing in one class their 
men become trained to such an ex
tent that their ability to serve an 
assured is unequalled. On the other 
hand, the assured, feeling that he is 
a member of a mutual company, co-e*
operates with the inspector in making 
his store, his plant or his factory a 
better lire risk, thus resulting in a 
lower rate and an increased dividend.

Your organization has just recently 
endorsed the Grand Rapids Mer
chan ts’ Lire Insurance Company and 
I feel that you should be compliment
ed upon your action. As a represen-

to-day are the direct 
that idea.

F A L S E  T O  T H E  R E P U B L IC .
W h y  are the closed shop unions  

opposed to the Legion? The closed  
shop union is founded upon the prin
ciple of coerc ion-  it asserts  it- right 
to compel  the workman to maintain  
union membership and submit to the 
dictation of union officers: to compel  
the employer to em ploy none hut 
union members,  for whom  lie must 
negotiate with the union and on union 
terms.

Such coercion can only he m ain
tained by law lessness and v io le n c e  
dynamite and the s lugging  gang. In 
pursuance of  this policy union offi
cers have openly violated our Taws, 
defied our courts and intimidated our 
law m a k in g  bodies.  Every agency for 
the enforcement of  the law, as ap
plied to union men and union m eth 
od- the police, the state police, the 
milit ia—have com e in for union de-  
nunciatii m.

• T he  \m erican  Legion stands tor 
A m erican ism - for law and order. It 
is for this reason, and this reason  
only, that the closed shop unions are 
opposed to it.

If you have seats for weary shop
pers. you will please them, but if the 
seats are occupied by loafers you 
please nobody.



2 M I C H I G A N  T R A D E S M A N March 10, 1920

MORE SCARED THAN HURT.

Position of Wholesale Grocery Not 
in Jeopardy.

1 here seems to be awakening a 
new interest  in the probable  fate of 
the wholesale grocer. I t  is the popu
lar theme of every parlor  economist ,  
every aspiring polit ico-economic w ri t
e r  and talker,  and on more than one 
recent occasion of trade leaders in 
convention, where self-introspection 
is the order  of the day.

Somehow or o ther  the idea appears 
to be abroad tha t  the jobber is “on 
the toboggan” and either doomed to 
be eliminated or a lready on his way. 
And yet no less shrewd an observer 
than Mr. Nash, expert  in the study of 
functional service in the mercantile  
field, a sser ts  after  a tour of virtually  
the whole country  tha t  in only one 
respect did he find the jobber  se r
iously crit icised in his efficiency, and 
in his opinion the continuance of the 
jobber  rests on the degree of his abil
ity to do necessary  functional work 
cheaper and more efficiently than any 
o ther  distributer.

I t  would seem, therefore, that the 
jobber’s chief reliance would be a 
careful study of functional efficiency 
and a firm resolve to keep abreast  of 
the time in methods and energy. Most 
of the trade leaders make no effort 
to argue for the suppression of new 
forms of distribution; they are willing 
to meet it if it comes in fair form of 
legitimate rivalry. T hey  do not deny 
the efficiency of the chain store or 
the buying exchange, and the wisest 
m erchan ts  have even taken a leaf out 
of the book of these new forms of 
middlemen and commonly proved 
their ability to make good their claims 
as the cheapest and best distribution 
yet discovered.

T h a t  the jobber m ust  change is ad
m itted  by wise men. If  he finds that 
his customers can dispense with his 
services a long non-essential lines and 
accept new services from him in other 
directions, he should not stand on the 
order  of the past but “move with the 
times.” Very likely it will bring  him 
into competit ion with the m anufactur
er or the retailer,  here or there, but 
he m ust weigh benefits with disad
vantages and decide which is the b e t 
ter course. The house that does these 
things will never be eliminated, a l
though it may pass through a certain 
amount of evolutionary change; just  
as every o ther  live and growing thing 
does.

After  so wracking an experience as 
the war, it would be a miracle if the 
economics of business were not shak
en; perhaps shattered. But if food 
m ust be produced at widely diversified 
points and Concentrated in depots for 
ultimate distribution, there will always 
be need for someone to do it, and 
he who does it best  and cheapest will 
survive. Functionally  there  is no dif
ference between a jobbing house with 
its 300 reta il  customers and a chain 
of 300 retail stores and their essential 
central  warehouse. Any saving one 
can make over the o ther  is not too 
much to be matched by the savings 
of superior ability and efficiency.

The  one th ing  in which Mr. Nash 
found criticism was the jobber’s abil
ity to push specialties, and even that

he found to be a functional problem. 
In  some cases m anufacturers  can do 
their own in troductory  work best,  and 
in o thers  the jobber  is the cheaper 
factor for the service. H e  found that  
jobbers  themselves needed types of 
salesmen to do in troductory  work 
different from those who merely “call
ed on the trade.”

W hatever  there may be of merit  
in Mr. M ontgom ery’s plan for having 
the m anufacturer  withdraw from a 
field and leave it to the jobber and 
his working force, m anufacturers  will 
not  commonly do it. Yet there may 
be ample evidence of manufacturers  
who had found the plan profitable. 
I t  is all a m atter  of evolution and of 
personal ability when the two are 
finally in terpreted  into economic fact 
and figure. The Philadelphia jobbers 
want the m anufacturers  to pay them 
an extra  compensation for tha t  se r
vice; in o ther words, they propose to 
furnish two kinds of service; each 
carry ing its own cost. And who shall 
say that  perhaps that  may not be the 
a n sw e r? “Pay  for what you ge t” is 
good logic and fair trading.

But one will recall that  not long 
ago, the New York State  wholesalers 
—albeit under different m anagem ent 
from tha t  of to-day—served notice on 
manufacturers  that  they didn’t want 
profits for the jobber made contingent 
on showing an increase over the p re 
ceding year. Yet tha t  is exactly the 
way the worth-while-ness of the extra  
compensation will be measured by the 
manufacturer.  If lie is to elect the 
jobber as his pusher, the only incen
tive he can bring to bear is the extra 
compensation for the task accomplish
ed. In o ther words, if the jobber 
wants more pay, let him earn it.

W hen the jobber gets too deeply 
into the pushing game, however, he 
will probably find that his partnership 
loses for him at one end about,  as 
fast as it gains at the other. Given 
ten competitors in a given class of 
products , will nine supinely let him 
push one to the detr iment of the other 
nine, without striking back? This will 
bring any aspiring, progressive whole
saler to elect whether he is to remain 
a distributer of o ther m en ’s goods 
or act as his own independent m er
chant.

In this connection, someone has 
started a scheme for lugging the 
wholesale g rocers  into the  field in a 
large way as advertisers, and a p rom 
inent association official has been led 
to discuss the feasibility of rais ing a 
combined fund for “educating“ the 
people as to the jobber. The scheme 
is all right  as a bit of propaganda to 
acquaint the people generally with the 
economic function of the jobber, but 
quite replete with troubles if the job
ber is to become a sponsor for push
ing certain lines through advertis ing. 
Out of his 5,000 or more articles, 
which shall he push, so as to please 
every one of the 3,000 contributing 
(?) jobbers;  and this  in competit ion 
with a given m anufacturer  concen tra t
ing all his resources and skill on one. 
If this  is an age of economies through 
specialization in production or m anu
facture or service, how can generaliza
tion hope to compete with it?

It would seem tha t  any such scheme 
would depend for its success largely

on whether the jobber  had decided to 
be a supine distr ibuter  of goods which 
the various manufacturers  have ad
vertised into demand, or to get into 
the game and fight a wide variety 
of cross-currents.  At least this would 
be the line-up if the advertis ing was 
intended to sell goods directly. If  it 
was purely economic and educational, 
the story would be very different. 
Once more it suggests the wisdom 
of analysis before plunging.

Someone asks in a well known pub
lication what effect the dissolution 
of the packers and their separation 
from the g rocery  business will have 
upon advertis ing of foodstuffs. He 
answers it by certain vague sugges
tions about the grocers  “failing to 
seize the opportunity  to use adver
tis ing” as well as the packer did. All 
of which is nonsense. The man who 
owns the b rand—and a brand  is neces
sary if advertising- is to be concen
tra ted—will still have to push it. The 
jobber the ire of all the o ther makers 
of such goods. The jobber must elect 
whether he will distribute what the 
o ther  fellow advertises into demand 
or become a m anufacturer  on his own 
account.  W hatever  he decided, does 
not, however, accuse his functional 
efficiency.

Shorter Hours For the Dry Goods 
Merchant.*

The problem these days is not  so 
much in distributing merchandise as 
in producing and manufacturing. 
Therefore, the proposition of “shorte r  
store hours” is not  a vexing question.

Some of us can remember when we 
got up at daybreak to milk fa ther’s 
cows and milked them again at  sun
down, when we followed the plow, 
the cultivator or hoe during the day, 
putting  in from twelve to fifteen hours 
work each day. T hat  is when the 
“shorte r  h our” proposition would 
have appealed to us tremendously.

I his is all changed now. Even the 
farmers do not  work as strenously 
as they did two or three decades ago. 
\ \  hen they employ help, these long 
hours are a ltogether out of the ques
tion. W e are gradually  approaching 
the desired goal of dividing the day 
into eight hours of work, eight hours 
of recreation and eight hours of sleep.

Most of the dry goods and depart
ment stores give the public nine to 
ten hours’ service, and require eight 
to nine hours’ labor from their help. 
In our own city, the leading stores 
have established the nine hour ser
vice. and eight hour work plan, and 
it seems to meet with universal ap
proval. This is further modified by 
a half holiday on Saturday during the 
sum m er months. I am not aware that  
any further change is contemplated.

The conditions exis ting in strictly 
metropolitan towns and smaller towns 
and rural communities would, it 
seems, require some modification of 
schedule as applied to Grand Rapids.

\ \  here help is obliged to spend an 
hour each in going to and coming 
back from their places of employment, 
it would seem tha t  the hours of ser
vice to the public m ight safely be 
reduced half an hour to an hour and 
the working time reduced corres
pondingly.
„ ''B ap e r rearl a t  an n u a l conven tion  
M ichigan R e ta il D ry  Goods A ssoc ia tion  
by J o h n  N , T rom pen , o f G ran d  R apids.

On the same theory  there is no 
good reason why the  stores in the 
smaller towns and rural communities 
should not  be able to give at  least  
one or two hours’ longer service to 
the public without making excessive 
demand on their help.

However,  there  is ano ther  and a 
more disagreeable situation prevalent 
in some rural and village communi
ties. Some fairly good sized m er
chants keep their  places of business 
open from twelve to fifteen hours 
every day in the week. T hey  are 
what we m ight call the hogs who are 
determined to get or keep all the 
trade they possibly can from their 
competitors. They are seldom of a 
big representative type, ye t  they are 
very annoying. Those are the fellows 
we m ust get after.  T he  first and best  
way to reach them  is by personal con
tact. I he affected parties ought  to 
meet and arrange schedules which are 
adaptable to their situations. The 
farmer ought to have the opportunity  
of t rading at least  one or possibly two 
evenings a week. In a* spirit of  co
operation, the needs of the public 
ought to be met. After tha t  is done, 
the dealer is under obligation to his 
colleague in the business to give him 
his next consideration.

If this method fails, publicity ought 
to do the rest. As between members 
of our Association, there  ought to be 
no difficulty in arriving a t  some just  
arrangement.  If  any  of our m em bers 
are involved with this kind of com
petition, we ought to be able to give 
them  some very concrete  help through 
the m anagement of the organization 
by personal work  or otherwise. The 
interested clerks and such publicity 
as will br ing  the m at te r  before the 
public concerned ought to bring  a 
proper remedy.

A nother  m at te r  which may not di
rectly concern us as yet is the com 
petition which the g rocers  and bu tch
ers have with some of the foreign 
element and a certain cheap American 
element who keep their places open 
seven days a week and  all hours of 
the day. Generally, the wife and chil
dren assist in the business. They have 
no homes in the sense th a t  we speak 
of homes. T hey  are the same kind of 
competitors in the  business world 
that the laboring class has with 
Asiatic labor, familiarly known as the 
“ Yellow Peril.”

I his is not, strictly speaking, our 
problems, but it does affect us, and 
we ought to lend all the help we p o s
sibly can to eradicate this form of 
competit ion to raise the  s tandard  of 
the home life and safeguard a citizen
ship which will stand for high A m er
ican ideals and insti tutions.

To accomplish this we m ust enlist 
community co-operation, t rade jour- 
nal publicity and organized associa
tion help.

In  conclusion, as distributors of 
merchandise, the public has a right 
to expect reasonable, faithful and ef
ficient service, which we in turn must 
demand from our  employes,  and in 
this service it would seem tha t  an 
eight hour day ought  to be a minimum 
of time.

If  a fo.ol have a hump, no one no
tices it; if the wise man have a p im
ple, everybody talks about  it.
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COME AND SEE US
W e are now  settled in our new  offices on the top floor of our G rand Rapids

building and the im provem ents which have been under w ay for several m onths are com- 
pleted.

This m eans tha t w e have been able to install the ex tra  help in our office which 

has been needed for several years to  perm it us to solicit additional business, and w e 

take  this occasion of saying to  those dealers in M ichigan w ho are not now  custom ers of 
ours th a t w e are  in a position to take a few  new  accounts.

To our old custom ers and friends w ho have been loyal to us for a long tim e w e 
wish to assure you tha t w e are in a be tter p o t i o n  than  ever before to handle your 
accounts to your entire satisfaction.

O ur autom atic packaging m achinery in our Coffee D epartm ent is a m arvel of 

inventive m echanical genius, and ensures a continuous output of coffee which should

enable us to take care of our business w ith any reasonable am ount of grow th for the 
future.

A lthough w e doubled our roasting capacity in our Coffee D epartm ent a little 
m ore than  tw o years ago, w e have been obliged to double it again, and our com plete 

ba ttery  of roasters are  now  pouring out roasted coffee in large quantities every day.

W e very earnestly  invite our custom ers and friends, and other dealers in Mich
igan w ho m ay be interested in seeing how  a thoroughly m odern and up-to-date gro

cery establishm ent is conducted to pay  us a visit on their next trip  to G rand Rapids.
Yours for a  bigger and better service.

W o r d e n  ( tRo c e r  C o m p a n y
Grand Rapids—Kalamazoo—Lansing

The Prompt Shippers.
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Movement of Merchants.
N or veil;—Tompkins Bros, have e n 

gaged in general trade.
Burnips Corners—Roy B urne tt  

succeeds John  K ranenberg  in general 
trade.

W y m an — Trank C. Malmstone suc
ceeds Malmstone & Phillips in gen
eral trade.

Kalamazoo—The Taylor Produce 
Co. is building a lour-story addition 
to its plant.

M uskegon—Albertie Bros, succeed 
Henry  W it  in the grocery business 
at 486 Lake street.

l la r r ie t ta— C. E. Moody and family 
are ill with diphtheria and are quar
antined. The store is closed.

Kalamazoo— Don K. Strickland suc
ceeds A. M. Morrow in the d rug  busi
ness at 151 South Burdick street.

D eW itt—Leon Palm er  has purchas
ed the grocery stock of George Hunt 
and will consolidate it with his stock 
of general merchandise.

Six Lakes—William Getz, who re
cently purchased a store building 
here, will occupy it with a stock of 
general merchandise about April 1.

L eRoy— C. Alfred Johnson  has tak 
en over the grocery stock of Ray E. 
Smith and will consolidate it with his 
hardware, furniture and lumber lines.

Freeland — Stockholders of the 
American State  Bank at Saginaw are 
back of the organization of the State 
Bank of Freeland, capitalized at $25.- 
000.

Detro it—Detroit  is to have a m am 
moth fashion show at the Arena for 
the week of March 15. A number 
of m erchants  have already contracted 
space for exhibits.

Litchfield— Fred R. Uhl man has 
purchased the shoe stock of A. H. 
Butts. He has shipped the stock to 
Defiance. Ohio, where he operates a 
department store.

Muskegon—The Central Electric 
t o. has been incorporated with an 
authorized capital stock of $15.000. of 
which amount $9.000 has been sub
scribed and paid in in cash.

Detroit—The Rivard Drug Co. has 
been incorporated with an authorized 
capital stock of $16,000. of which 
amount $8.009 has been suoscrihed 
and $6,000 paid in in cash.

Kalamazoo—William E. Geary, who 
recently sold the Geary Art Shop, 
has taken a position with Gilmore 
Bros, as manager of the china, book 
and art departments  of their store.

C harlotte—John Richey has pu r
chased the interest of his partner.  
George T. Bullen, in the dry goods 
stock of Bullen & Richey and will 
continue the business under his own 
name.

Jackson— H arry  H. Purdy and John 
Hutchison have formed a copartner

ship and taken over the stock of the 
Meade Electric  Co. and will continue 
the business at the same location on 
Pine street .

Detro it—-The Althoff Music Shop 
has been incorporated with an au
thorized capital stock of $10,000, of 
which amount $6,600 has been sub
scribed and paid in, $100 in cash and 
$6,500 in property'.

Owosso— George Gray has p u r 
chased the interest of his partner,  
Jam es J. Brown, in the cigar and 
tobacco stock and cigar factory' of 
Brown & Gray' and will continue the 
business under his own name.

Saginaw—Joseph S. Lesperance, for 
the past  three years m anager  of the 
local store of the Gately Co., has 
been appointed t reasurer  and gen
eral m anager  of the company for 
Michigan, to succeed the late E. T. 
Dauby.

Kalamazoo—W. A. Ham ilton  has 
merged his jewelry business into a 
stock company under the style of 
the W. A. Hamilton Co. with an au
thorized capital stock of $5,000, all of 
which has been subscribed and paid 
in in property.

Detro it—The Polish National Co- 
Operative has been organized to con
duct a general mercantile, clothing 
and grocery  business, with an au thor
ized capital stock of $22.720, of which 
amount $11,360 has been subscribed 
and paid in in cash.

Flint-—The Citizens Fuel & Supply 
Co. has been incorporated to deal in 
fuel, builders’ supplies, automobile 
parts and accessories, with an au thor
ized capital stock of $15,000, of which 
amount $9.770 has been subscribed
and paid in. $5.200 in cash and $4,570 
in property'.

Coopersville —  The Coopersville 
Shippers Association has been incor
porated to conduct a general m ercan
tile business on a co-operative plan 
and to deal in grain, fuel, farm p rod
ucts and livestock, with an authorized 
capital stock of $2,800, of which
amount $1,150 has been subscribed
and $550 paid in in cash.

Bay City— C. R. Hawley, pioneer 
retail merchant  of Bay City, where 
he began business fifty years ago,
died recently at Atlantic City, N. J.. 
where he had gone to take a rest. 
He was a lmost 80 years of age, but 
still the active, head of the  three  stores 
of which he was the owner. Mr. 
Hawley began his business career at 
Olean, New York, thence moving to 
Bay City to open a dry goods store. 
The venture was successful and has 
grown steadily, having as sister stores 
the Hawley & Fitzgerald Co., Alpena, 
and the Bay City Cash Dry Goods 
Co. The success of these stores was 
founded on the idea of giving every 
customer the fullest value for his

money' and retaining his trade. Mr. 
Hawley served in the State militia, 
re tir ing as brigadier general.  He held 
high rank in the Masonic order,  hav
ing been Past  Grand Master of the 
Knights Tem plar of Michigan. He 
is survived by' a widow and two 
daughters.

Manufacturing Matters.
Kalamazoo—The Clark Engine & 

Boiler Co. has increased its capital 
stock from $200,000 to $350.000.

M uskegon—The Brunswick-Balke- 
Collender Co. is building an addition 
to its tire plant which will triple its 
output.

Muskegon—The Muskegon Candy 
& Supply Co., capitalized at $50,000, 
has been incorporated and will erect 
its plant at 26-28 Apple street.

Traverse  City — The Northern 
Creamery & Cold Storage Co. has i n 
creased its capitalization from $50,- 
000 to $100,000.

Ham ilton—The Zeeland Brick & 
Tile Co. has resumed operations, but 
has discontinued the manufacture of 
brick. I ts  product will be tile only.

Tecumseh—The J. .1. Freeman cigar 
factory which suspended business two 
years ago, will be opened April 1, 
having been purchased by W. E. Bar
rett.

Detroit—The Industrial Chemical 
Co. has been incorporated with an 
authorized capital stock of $5,000, 
all of which has been subscribed and 
$3.900 paid in in cash.

Albion— Sharp & Caines, manufac
turers of the Baker dump box, are en
larging their plant and will build auto 
truck bodies and cab bodies in addi
tion to its other work.

Detroit—The Art Tool & Die Co. 
has been incorporated with an au thor
ized capital stock of $10,000, of which 
amount $5,000 has been subscribed 
and $4,000 paid in in cash.

Detroit—-The Barnes Scale Co. has 
been incorporated with an authorized 
capital stock of $200,000. of which 
amount $100,000 has been subscribed 
and $20,000 paid in in cash.

Monroe—The Monroe Paper P ro d 
ucts Co. has been incorporated with 
an authorized capital stock of $1,000,- 
000, of which amount $828,000 has 
been subscribed and $123,675 paid in 
in cash.

Detroit—The W. J. Christiansen 
Co. has been incorporated to conduct 
a jewelers manufacturing business, 
with an authorized capital stock of 
$3.000, all of which has been sub
scribed and paid in in cash.

Detroit—The Tyler Manufacturing 
Co. has been incorporated to deal in 
washing machines, parts  and aces- 
sories at wholesale, with an au thor
ized capital stock of $2,000, all of 
which has been subscribed and paid 
in in cash.

Manistee—The Manistee Manufac
turing Co. has been incorporated to 
manufacturer and sell furniture and 
conduct a general wood manufactur
ing business, with an authorized cap
ital stock of $30,000, all of which has 
been subscribed and paid in in cash.

Lansing— 1 he Ryan-Bohn Foundry  
Co. has been incorporated with an 
authorized capital stock of $1.250,000 
common and $750,000 preferred, of 
which amount $1,000,000 has been sub

scribed, $169,000 has been paid in in 
cash and $131,000 paid in in property.

Hillsdale—Glenn H arr in g  has m erg 
ed his ice cream m anufacturing  busi
ness into a stock company under the 
style of the Hillsdale Bottl ing Works,  
with an authorized capital stock of 
$20,000, of which am ount $11,000 has 
been subscribed, $5,000 paid in in cash 
and $2,150 in property.  The company 
will manufacture soft drinks and con
fectionery in connection with its other 
business.

Mystery of Dollar.
Only two 1804 silver dollars are 

known to exist. Any'body who finds 
a third can get a small fortune for it.

Nearly 20.000 of these dollars (19,- 
570, to be exact)  were minted. W hat 
has become of them? A weird tale is 
told to explain their  disappearance.

According to this story, about the 
year 1804 our ships were cruising 
a long the north  coast of Africa, owing 
to trouble with the piratical govern
ment of Tripoli Officers and men on 
board had not  been paid, and, to 
square the p aym aster ’s obligations, 
the newly minted 19,570 “plunks” 
were boxed and forwarded ’to him.

T hey  were used for purchasing 
food supplies and o ther  things from 
tr ibesmen who had come from the in
terior on some sort  of military or 
foraging expedition. These natives 
took a violent fancy to the big silver 
coins, and would accept no other 
money. T hey  got  possession of all 
of them, punched holes in them  and 
s trung them  for necklaces. Thus 
they were lost, buried with their 
owners or  scattered.

Another s tory  is to the effect that 
the 19,570 dollars (forwarded as above 
described) were on board  af the frig
ate Philadelphia when she ran a- 
ground and was captured by the 

.Tripoli tans. She was a f terward  board
ed and burned by the  Americans, but 
the money was gone.

The two existing 1804 dollars are 
understood to have been secretly 
struck by employes of the mint in 
1828, from the original dies.

The Harr is  Cabinet W orks  has been 
incorporated with an authorized cap
ital stock of $60,000 common and 
$20,000 preferred, all of which has 
been subscribed and $30,000 paid in 
in cash.

1 he H. F. O lmstead Motor Sales 
( o. has been incorporated  with an 
authorized capital stock of $60,000. 
all of which has been subscribed and 
$15,000 paid in in cash.

1 he man who can earn his pay and 
some besides, and who is willing to 
do it week in and week out, will al
ways be sure of a job, and at pre tty  
nearly his own price.

\ \  illiam Judson, President  of the 
Judson Grocer Company, is slated 
to leave Jacksonville , Florida, en route 
home, next  Sunday.

James H arr is  has engaged in the 
grocery business a t  Ada. The W o r
den Grocer Company' furnished the 
stock.

S. S tagman succeeds Clark A. 
Smith in the g rocery  business at 307 
Grandville avenue.
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The Grocery Market.
Sugar—T here  is very little change 

in market conditions. Beet g ranu
lated is p re tty  well cleaned up and 
cane granulated is coming in very 
slowly, on account of adverse t ran s
portation conditions. Retailers are 
fairly well supplied with sugar and 
jobbers  are husbanding their  supplies 
by limiting the amount they sell each 
customer.

1 ea—T he market shows no change 
for the week. T here  is the usual 
everyday demand, particularly  for 
immediate wants only and the gen
eral tone th roughout the line is 
steady. Owing to the shortage in the 
current crop of tea there is no reason 
to expect that  prices will go m ateria l
ly lower unless the slump should 
come as a par t  of the general slump 
in everything.

Coffee—The  m arke t  is about as it 
was a week ago. Demand is light as 
there is not a great  deal of confidence 
in the m arket  and prices are about 
unchanged, hut with a slightly weak 
undertone. Milds have looked up 
during the week. They have been 
quite saggy for awhile hut certain 
grades advanced y2c during the week 
and that  has given the whole market 
a somewhat better  tone, as operators  
are always encouraged by any little 
thing like that. The  future of the 
coffee market is impossible to predict 
with any reliability. This  paper’s 
guess would be that the price would 
go lower, hut it is merely a guess and 
may prove very wild. It is certainly 
a good m arket  to stay out of except 
for actual wants.

Canned Fru its—The be tte r  grades 
of California packs are steady, but 
poor lines are dull and in restricted 
demand. The  m arke t  is upset by the 
offerings of exporte rs  who are tired 
of holding and are willing to take a 
loss in o rder to move their goods. 
This makes buyers cautious. Cling 
peaches go at opening prices or  
thereabouts for the best grades. The 
m ovement into consuming channels 
is fair for the season. Pears  are held 
at 5 and 10 per cent, over the open
ing, while apricots, which are in poor 
demand, can be bought at  15 and 20 
per cent, under. Pineapples are steady 
and in moderate  demand. Apples 
show more interest  but so far have 
made no advance. T hey  are due for 
more attention from the buying trade.

Canned Vegetables—Tom atoes are 
dull and easy and are moving in a 
small way, with the main interest  in 
No. 2s. I t  is time that  No. 10s were 
in be tte r  demand by the buyers of 
this  style of package, but  that  d e 
mand has not yet developed. No. 3s 
are dead, due to competit ion with 
Government stocks, which, however,

are said to be cleaning up. Futures 
create  no interest on the part of buy
ers. California tomatoes are nom 
inal. Corn is being taken chiefly by 
the large chain stores. Orders  from 
other  retailers are generally for small 
lots. Some sacrifice lots and some 
off grades are offered at a 5c discount. 
Maine fancy is sometimes sold below 
$1.50, but most  packers are quoting 
$ 1.50(a) 1.60 factory. There  is a m od
erate movement in s tandard and ex
tra standard peas. The better grades 
are unobtainable. Fu tu res  are strong 
on fancy, but the demand for a sso r t 
ments is not overly heavy. Other 
vegetables are unchanged.

Canned Fish—Pink salmon is im
proving in tone and in price. There  
is not the disposition to force sales 
at low prices which occurred while 
the exchange rate was low. W ith 
the improvem ent in the exchange, the 
market on pinks, which is largely an 
export product at present, has also 
shown improvement. Chums are 
quiet. Red Alaska is firm and in 
light supply. Medium red is quiet. 
Maine sardines are at a standstill  in 
the domestic m arket  as this is not a 
buying season. Holders  are carrying 
their light stocks for the spring m ar
ket. Prices are unchanged. Califor
nia sardines and imported fish are 
both quiet for the same reason, but 
there is no pressure to sell. Tuna 
fish is steady under moderate  stocks 
of blue fin and striped.

Dried Fruits— Outside of prunes the 
m arket  is quiet but weak except in 
the case of raisins and apples. Rai
sins are steady to firm but not overly 
active. Spot supplies are moderate  
and there is noth ing in sight to r e 
lieve the shortage until new crop 
goods come in except re turned goods 
from abroad. Values rule fairly uni
form, as holders are not inclined to 
make discounts.  There  are more 
Thom psons and Sultanas available 
than muscatels and London layers. 
Currants  are steady and in fair de
mand. Apricots are weakened by the 
offering of export stocks both here 
and abroad. Standards are easy but 
fancy are steady. Evaporated  apples 
are developing a be tte r  tone. At first 
it was noticeable in New York packs, 
but now California apples are held at 
higher prices, due to the approach 
of a heavier buying season. In gen
eral, jobbers  are accredited with light 
stocks of dried fruits, especially those 
in the interior, and with the best 
season in prospect a material improve
ment in the m arket  would follow any 
change for the better in the export 
situation.

Pickles—The movement is m oder
ate but will show considerable in
crease in both sour and sweet as soon 
as shipping conditions improve. I t

has been so cold that refr igerator cars 
were necessary and these were scarce. 
Spot stocks of all kinds are light and 
primary  points report  a cleaning up 
of stocks.

Olive Oil—The tone of the market 
is improving, as conditions abroad in
dicate light shipments from Spain. 
Cheap oils have been pre tty  well 
cleaned up. The better grades are 
held at $3.50@3.65 a gallon, with hold
ers not anxious to unload. The jo b 
bing demand is improving with a re 
turn of normal shipping conditions.

Olives—-While no change in prices 
is to be reported, the market is not 
quite so buoyant nor active. Jobbing 
wants have been largely supplied 
with previous purchases and there is 
not as urgent a demand as a m onth 
ago. The Seville market continues 
firm at the same level of prices.

Nuts—The same concentration of 
buying interest prevails on walnuts, 
almonds and filberts to the detriment 
of o ther  lines. Buying has been in
creased of late by the Jewish holi
days, but the movement is in small 
lots and net up to normal for the 
season. Buyers are cautious in tak
ing on nuts,  as they are in o ther food 
lines. In California walnuts budded 
and No. Is lead by a wide margin. 
Grenobles are the leader in the fo r 
eign types. Almonds and filberts are 
steady in tone, pecans are quiet. Bra
zil nuts sell well for the light offer
ings of new crop goods.

Flour—The United States Grain 
corporation has announced that 
March 12 it will resume buying of 
flour under its "regular flour offer 
plan,” after a suspension of general 
purchase for two months. Although 
there are large stocks of flour in 
Atlantic ports  to-day still waiting sale 
and shipment, Julius H. Barnes, Unit
ed States wheat director, says the 
wheat guarantee act passed by con
gress specifies a preference in the 
export  of wheat flour, ra ther than 
wheat. “W ithin  the last few days,” 
Mr. Barnes added, "the wheat price 
in certain markets  and for certain 
grades has fallen to the guarantee 
basis again. Consequently purchasing 
bv the Grain corporation in protec
tion of the guarantee has recom 
menced on a small scale. Therefore,  
if the flour market falls to the fair 
reflection of the guarantee  price of 
wheat, the Grain corporation must,  in 
some manner, take care of the p u r 
chases of flour in fulfillment of the 
Government wheat guarantee .”

Cheese — The market is fairly 
steady. Quotations on the new made 
goods are slightly lower than previ
ous quotations. Cheese, however, 
that was made last June  is holding 
fairly steady. The  make of cheese is 
slightly heavier this year than the 
corresponding time last year. W e 
look for lower prices in this com
modity also.

Syrup and Molasses—The market 
for fine molasses is approaching bare
ness. Demand is steady and active 
and situation very firm. Demand for 
sugar syrups is dull and the market 
is easy with a disposition to shade 
prices. Corn syrup is in fair demand 
without change.

Provisions—The market on lard is 
steady to firm, there being an ample

5

supply to meet the moderate  de
mand, quotations ranging about l/2c 
per pound lower than they were a 
week ago. The market on lard sub
stitute is weak, there being a decline 
ot l /ac  per pound in this commodity 
under the former quotations. There  
is an adequate  supply to meet the 
light demand. The market on. smoked 
meats is steady, with quotations 
about the same as previous quota
tions. I'lie market on barreled pork 
is steadj and unchanged, with a good 
supply and a moderate  demand. The 
market on dried beef is steady and 
unchanged. I he market on canned 
meats is steady and unchanged with 
a good supply.

Review of the Produce Market.
A pples—N o rthern  Spy, $4.25(a 4.50: 

G reenings, $3.50; Baldwins, $3.75; 
R ussets, $3.25; S tarks, $3. W estern  
box fruit com m ands $4.25@4.50; bulk, 
$3.75@4 per bu.

B utter—The m arket is slightly eas
ier, the receipts of fresh made cream 
ery show ing a slight increase over 
previous week. Q uotations are about 
the same, but we look for a decline 
soon. T here is a fair consum ptive 
dem and at this w riting  and a good 
supply. Local jobbers hold ex tra  
cream ery at 64c and first a t 62c. 
P rin ts, 2c per lb. additional. Jobbers  
pay 50c for No. 1 dairy in jars . 55c 
for p rin ts and 32c for packing stock.

Cabbage—$7 per 100 lbs. for home 
grow n; California, $5 per crate of 
70 lbs.

Cauliflower—$2.75 per doz. for 
California.

Celery— California, $1.25 per doz.; 
Florida, $4.75 per crate of 3, 4 or 6 
d oz .; $4.25 per crate for 8 and 10 doz.

C ocoanuts—$1.75 per doz. or $12 per 
sack of 100.

Cucum bers— H ot house, $3.25 per 
doz.

Eggs—The m arket is slightly eas
ier, quotations on eggs being about 
the same as they  were last week. R e
ceipts are gradually  increasing and 
no doubt we will see lower prices. 
T here is a good consum ptive demand 
for eggs and the quality is very good 
for this time of year. Local jobbers 
pay 48c for strictly  fresh. Cold s to r
age stocks arc steady at 44c for can- 
died firsts.

Grape F ru it— Fancy Florida com 
m ands $4.50@5.25 per case; Choice, 
$4.25@4.50.

Green O nions—Shallots, $1.20 per 
doz.

Green Peppers—90c per basket.
L em ons— California, $7.25 for 300s 

and $6.75 for 240s and 360s.
L ettuce— Iceberg  $3.75 per crate  of 

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

Onions — C alifornia A ustralian 
Brown, $6.50 per 100 lb. sack; Span
ish, $2.50 per crate  for e ither 50s or 
72s; home grown, $6 per 100 lb. sack.

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

Po tatoes— H om e grow n, $3 per bu. 
B aking from  Idaho, $5 per box.

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

Sweet P o ta to es—$3.50 per ham per 
for kiln dried D elawares.

T om atoes—$1.40 per 5 lb. basket 
from  F lorida.

mailto:3.50@3.65
mailto:4.25@4.50
mailto:4.50@5.25
mailto:4.25@4.50
mailto:6@7.50
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FIFTY YEARS OLD.

Golden Anniversary Michigan State 
Horticultural Society.

W ritte n  fo r th e  T rad e sm a n .

rite Michigan State  Horticultural 
Society has spanned the half century 
and this  year will celebrate its golden 
anniversary. The initial meeting was 
held in Grand Rapids in February, 
1870, when Samuel L. Fuller,  Sluman 
S. Bailey, A. T. Linderman, K. U. 
Knapp and a few other kindred spir
its from Grand Rapids met with 
H enry  S. Clubb, of Grand 11aven, in 
Sweets Hotel and agreed that it was 
an auspicious time to organize a State  
association in the interest  of fruit 
growing and to proclaim to the world 
the unusual advantages of our State 
for the growing of a wide range of 
fruits. A good deal of enthusiasm 
was engendered by the frank avowal 
of the gentlemen that the W est  Mich
igan fruit belt had rare advantages 
for the cultivation of the finer fruits;  
that  tigs had been ripened at St. Jo s 
eph and peaches successfully grown 
at points on Lake Michigan on a 
parallel with the North  border  line 
of New Hampshire and Vermont.  One 
gentleman maintained that the whole 
State of Michigan was a peach belt 
and on reliefs of land all over the 
State, with proper air and water 
drainage, the choicest peaches could 
be successfully ripened.

It was agreed that later in the 
m onth ano ther  meeting should be 
called and invitations sent out to lead
ing fruit g rowers over the State to 
attend and formally launch a Michi
gan State  Bornological Society.

T he  second meeting was not largely 
attended, but letters were read from 
fruit growers scattered over Michigan 
and the meeting convened in a rear 
room  of Fuller’s Bank, on Canal 
street, which later, on the invitation 
of Mr. S. L. Fuller,  became the home 
of the new Society for more than a 
year. The same intelligent en thus
iasm pervaded this gathering  that 
characterized the former meeting and. 
as the encouraging missives were read 
from Jacob Granzhorn, of Spring 
Lake, George Parmelee, of Old Mis
sion, William Adair, of Detroit,  Asa 
W. Slayton, of Grattan, H. II. Good
win of Ionia, S. O. Knapp, of Jack- 
son, and o thers  voicing their sym 
pathy with the new undertaking, the 
little gathering  broke into applause.

A tem porary  organization was 
formed, with Mr. Fuller as chairman 
and A. T. Linderman as Secretary. 
H enry  S. Clubb was placed at the 
head of the committee to draft a r ti 
cles of association and at an adjourned 
meeting the new society was launch
ed with perm anent  officers and a vis
ion of future usefulness.

It was about this time that George 
Parmelee, of Grand Traverse, called 
the a ttention of the world to Mich
igan as a fruit region by sending a 
barrel  of apples which he had grown, 
selected and successfully shipped to 
the Queen of England. The  gracious 
letter of acceptance and comm enda
tion was given wide publicity and was 
a factor in awakening interest in the 
possibilities of the North  country in 
the State in orchard development.

At each of these early meetings

there  were fruits exhibited by local 
g rowers and the men in attendance 
discussed with intelligence and a good 
deal of vehemence the merits of dif
ferent varieties on exhibition.

Monthly meetings were held dur
ing the entire  year and, while the a t 
tendance was largely local, at nearly 
every session men from various parts  
of the State would drop in and give 
testimony and encouragement.  The 
main feature of each ga ther ing  was 
the fruits of the season b rought  in 
for examination and discussion. The 
daily papers gave fine publicity to the 
proceedings and Mr. Arthur  S. White, 
the veteran journalist  of our city, re
ported  in g reat  detail and with won
derful facility of expression the re-
marks of each gentleman and thus 
made a permanent  record of the opin
ions expressed, which subsequently 
became of inestimable value. Husted 
Brothers, who had a flourishing nu r
sery at Lowell and were at that time 
advertis ing the merits of the W ag o n 
er apple as a market variety, were 
regular  a ttendan ts  at the monthly 
conferences and. because of their 
technical knowledge,  added value to 
the discussions.

At one of these meetings, as a re 
sult of liberal questions, Mr. J .  1). 
Husted gave expression to his views 
concerning varieties for planting and 
characteristics of trees in the nursery 
and orchard, which Mr. W hite  faith
fully reported  in choice English. Mr. 
Husted a few days afterward, in a 
burst  of confidence and a twinkle in 
his eye. said to m e : "I knew all those 
things reported in the published p ro 
ceedings of our meeting, but the abil
ity I exhibited in expressing them was 
a revelation to me.” The assistance 
of the local press in giving publicity 
to the discussions of the growers at 
these early meetings was the greates t  
factor in popularizing the organiza
tion. State papers quoted liberally 
from these reports.

I recall a t  one meeting when there 
were only seven m em bers present, 
each one having brought  in specimens 
of fruit. The  discussion of varieties 
was so interesting and vivacious and 
full of valued suggestions that the 
two and one-half columns in the next 
m orn ing’s paper were amply justified; 
and with no reference to the actual 
attendance, the readers  drew the con
clusion that fruit growing was “com
ing into its own.” This report  was 
drawn upon liberally by contemporary  
State  papers and the new Society was 
recognized as a most useful adjunct 
in the devolpment of the resources 
of the State.

The crowning event of the year was 
the autumn exhibit of fruits, flowers 
and garden products held under its 
auspices in connection with the an 
nual fair of the Kent  County Agricul
tural  Society. This show was a reve
lation to everybody. No such exhibit 
had ever before been made in the 
State. It was not the m oney prem 
iums th a t  drew it out, but the activity 
of the new society over the State, 
which brough t  to a county fair the 
wide range of fruits from every part  
of the State  in which orcharding had 
been established as a commercial ven
ture. The  Society was a t  once recog
nized as a factor in rural progress  and

leading men were glad to become 
identified with its activities.

This was fifty years ago and in De
cember of this year 1920 there should 
be a fitting celebration of the anni
versary of the fiftieth annual meeting 
of the Society when it re turns to the 
city of its birth for the convention. 
Grand Rapids should welcome this 
event and extend its gracious hos
pitality.

The Society has justified its exist- 
ence and through the sympathetic  co
operation of the State government 
has accomplished many noteworthy 
tilings, some of which have been phe
nomenal.

In subsequent contributions I shall 
a ttem pt to recall to the readers of the 
Tradesman some of the salient feat
ures that have given character to the 
service rendered by this organization.

Charles W. Garfield.

How Long Will High Prices Con
tinue?*

The entire world is confronted with 
the question. How long will high 
prices continue? I say this is a world 
problem, because the financial s truc
ture and economic situation of the 
United States is intimately bound up 
with that of Continental  Europe and 
what affects those countries effects us 
and vice versa.

This interdependence is the result 
of the high specialization wherein one 
country excels in the production or 
manufacture of certain classes of 
goods over other countries and in the 
international exchange of goods and 
services, and it also results from the 
sale and purchase of securities and 
obligations of one country by another. 
\ \  e must, therefore, approach the 
question of prices from the standpoint 
of a world question and not a local 
one.

Let us examine the causes of high 
prices. In the first place we m ust  
realize that the price of anything is 
a figure arrived at which represents 
a value at  which goods may be ex
changed. In early days of trade 
goods were exchanged for goods. 
This was an age of barter.  Potatoes 
were traded for cotton or wool and 
trinkets for furs, etc., but, as society 
became more staple and better  o r 
ganized, it was found that  exchange 
could be more easily conducted 
through the medium of currency. 
Then each producer had to place a 
value or price on the article which 
he desired to exchange or which was 
for sale. T hs  price was determined 
by numerous factors, chief of which 
was supply and demand. W e will not 
discuss the artificial price which re 
sults from governmental regulation.

W e will go back to the days before 
the war. In those days price was 
fixed by supply and demand. Both 
of these factors were normal. There  
was just  about enough currency is
sued by the several countr ies to carry 
on legitimate business. There  was
not a great deal of m oney or credit 
on which speculation could be carried 
on. Prices were staple and did not 
fluctuate a great deal because supply 
and demand were equated and the

* P a p e r  re a d  a t  an n u al 
M ichigan R e ta il D ry  Goods 
by t \  illiam  C. W ieehm ann ,

conven tion  
A ssociation  

of S ag inaw .

money in circulation was about suf
ficient to carry  on the business of the 
world.

T hen  the war came and with it came 
two things: (a) T u rn in g  the ener
gies of the world into the production 
of materials  and goods not  to be ex
changed but to be destroyed;  (b) The 
flotation of t rem endous credits  in the 
shape of bond issues.

The result  of these two things caus
ed high prices. The loss of exchange 
able goods created a demand which 
could not  he satisfied and the increase 
of credits brought  billions of dollars 
into circulation which could not be 
used legitimately. People cannot live 
on dollars, nor can they wear or eat 
money. T hey  m ust  have goods. It 
naturally results  tha t  with few goods 
and much money, those who had the 
money started to bid against each 
o ther  for goods,  with a consequent 
rise in price of goods and a fall in 
the value of money. P'or it follows 
that  if it takes much, money to buy 
goods which could be formerly bought 
for little money tha t  the purchasing 
power of money has declined or been 
cheapened.

Now we can readily see that it is 
just  a question of time before prices 
m ust fall. Two th ings will bring this 
about. (1) Great production of goods;  
(2) A contraction of credits  by the 
redemption of a large portion of our 
bond issues.

The first of these, namely, produc
tion, is m ost serious. I t  seems some
times as though labor had tired itself 
out during the  war, when we consider 
the requests for shorte r  hours and 
half days. Yet labor m ust  realize 
that lower prices cannot result from 
low production, but  from a more in
tense activity and high production, 
so that there  will be a surplus instead 
of a deficiency of goods. In  this way 
supply will equal demand and money 
will not have to outbid money for 
goods.

The second reason why prices will 
fall is that  credit  m ust be contracted. 
Our present issue of bonds do not 
represent wealth produced. They are 
a m ortgage  on our future production, 
and the sooner they are paid, the 
sooner we will re tu rn  to a healthy 
and normal condition economically. 
If credit is contracted  the quantity 
of money and credit in circulation will 
be less of course  and there  will be 
less opportunity  for money to bid 
against money for goods,  thus raising 
prices.

In conclusion, I will state  that  I 
believe we are en ter ing  that  state 
where the whole world is going back 
to w'ork and producing large quan
tities of goods, and credits are being 
contracted so tha t  m oney will not 
recklessly outbid money for goods, 
and for these reasons I think we are 
getting back to norm al prices; that 
is, those prices which represent a 
value where supply and demand meet, 
not as a result  of the national ex
change of goods but  by the interna
tional exchange of the same.

Merely doing what  he is told to do 
is not enough to a t t rac t  attention to 
a clerk. I t  is initiative, the ability to 
see more th ings he can do tha t  lifts 
a man above the ordinary.
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Annual Address of P res iden t  Chris
tian, of Owosso.

In finding- m yself in the  position  of 
try in g  to  g ive a  response  to the ad d re ss  
°! V eleom e to th e  G rand  R apids A sso- 
c ia tio n  of Com nioroe fo r th e  M ichigan 
R etail D ry  Goods A ssociation , J fe d  
so m ew h a t like th e  m in is te r  w ho w en t 
ov.-r th e  sea to fight fo r dem ocracy . H r 
had a g re a t  desire  to gi t  to the' f ro n t 
an d  tak e  a hand  in tile ligh t an d  h is  
com pany w as soon called in to  ac tio n , i t  
\va.s abou t d u sk ; the b a ttle  w as on; all 
w as com m otion. As d a rk n ess  s e tt led  
down upon th e  ligh ting  m en, in the  
s tre ss  of th e  m elee, th e  p a rso n  w as soon 
sep a ra ted  trom  the com pany . As he 
w andered  a ro u n d  in the  d a rk , tu m b lin g  
in to  tlie shell holes a n d  g e ttin g  tan g led  
ni> in the  barbed  w ire  fenc ing , he 
im ag ined  th a t  lie w as in th e  enem y 's  
eo u n try . H e began to th in k  th a t  h is  case 
w as hopeless, w hen from  o u t of the  d a rk 
ness, from  a  shell hole, he h e a rd  a  voice 
say ing , “W ho p layed  th a t  la s t a ce?"  The 
pa rso n  w as n ea rly  overcom e; he th rew  
up Ids h an d s, a n d  said , “T h an k  God I 
am  in the lan d  of C h r is tia n s .’’

Now 1 feel a  good deal like th e  parson , 
b u t I hope th a t  1 am  in  the  land  of 
ch a ritab le  ( Christians.

So I find m yself in a  bad  fix; in fac t, 
a very  tig lit  p lace, w hich rem in d s  m e of 
a n o th e r  s to ry  1 h eard  a  few  d ay s  ago. 
You probab ly  have  h card  the  s to ry , b u t 
it  r a th e r  ex p resses  the  v iew po in t a s  I 
look a t  it.

O n e  of o u r H eb rew  frien d s  w en t o u t 
fish ing , took h is  bo a t an d  row ed  up  the  
riv e r  to  a  good fish ing  g round , a  s teep  
bank , w ith  a  bunch  of lily pads a long  the  
shore . B y th e  w ay, it w as  the  tim e of 
y e a r  th a t  it  w as un law fu l to ca tch  b lack  
bass. O ur frien d  a rra n g e d  his fish ing  
tack le  and soon had  th e  b a it on a n d  he 
c a s t Ids line in to  th e  s tre am . T he  first 
b ite  w as a  s lig h t pull an d  th en  all w as  
q u ie t a ro u n d  th e  line for a  m in u te  o r so. 
Soon the  line beg an  to  m ove o u t from  
tlie shore , then  a  s ted d y  pull, an d  Mr. 
F is h e rm a n  g av e  a  good s te a d y  pull, an d  
in a sm all space  of tim e lie lan d ed  a  
line th re e  pound bass. T h is  w as a  v e ry  
g re a t  te m p ta tio n  to  a n y  fisherm an  w ho 
w as o u t only fo r perch  a n d  h ad  the  luck  
to la n d  such  a p rize  a s  tin s . A t the  v e ry  
o u tse t of ids fishing he d em u rred  for a  
m om ent, then  took  a  long s tr in g , slipped 
tlie b a ss  upon tlie line an d  le t it  float 
o u t u n d e r th e  boa t. V ery  soon a long  
cam e a  m an  w ho h appened  to  be the  
g am e  w arden , w ho had  been  w a tch in g  
v e ry  closely fo r illegal fishing. H e r e 
m ark ed . “H ow  is th e  fish ing?” “N o t 
m an y  b itin g  to -d a y ,” w as  th e  rep ly . T he 
w a rd en  happened  to c a s t  id s  eyes  down 
to  the  s tre am  a n d  saw  the  long s tr in g  
lloa ting  o u t u n d e r the  boa t. H e reach ed  
down an d  pulled up  th e  s tr in g  an d  said . 
“W h a t is th is? ” O ur H eb rew  friend  
qu ick ly  rep lied , “Oh, d a t dam  bass . H e 
ta k e  m y b a it off e ig h teen  tim es. I  pull 
him  in an d  tie  him  up u n til I go hom e, 
th e n  I le t him  go .”

N ow  I am  a  good deal like m y H ebrew  
fr ien d —uncom fortab le .

T he  m e rc h a n ts  of M ich igan  a p p rec ia te  
tlie  cord ia l in v ita tio n  from  th e  G rand  
R apids A ssoc ia tion  of C om m erce to  hold 
th is , th e  th ird  conven tion  o f tlie  M ichi
gan  R eta il D ry  Goods A ssoc ia tion , in  the  
m e tropo lis  of tlie  W este rn  h a lf  of th e  
S ta te . T he th re e  success ive  conven tions 
of th is  A ssoc ia tion  w ill have been  he ld  in 
th re e  c itie s  t h a t  a re  no ted  fo r th e ir  p ro 
g re ssiv e  an d  s tre n u o u s  idea ls  of a d 
vanced  c iv ics an d  c ity  build ing .

B a ttle  C reek , th e  food an d  s an ita r iu m  
c ity ; L an s in g , tlie  in d u s tr ia l a n d  cap ita l 
c ity  o f tlie  S ta te ; G ran d  R apids, la s t  b u t 
n o t least, the  second  c ity  of th e  S ta te , 
a  c ity  t h a t  h a s  c irc led  th e  g lobe w ith  
i ts  p ro d u c ts , a  c ity  of no m ean  r e p u ta 
tion  a s  a  m a n u fa c tu rin g  e n tre p o t, p ro 
ducing  one of th e  m ost e sse n tia l and  
u sefu l a r tic le s  o f h u m an  u tility . P r a c 
tica lly  ev e ry  c ity  in th is  N a tio n  an d  
m any  fo reign  c itie s  have  on d isp lay  a n d  
sale , a t  w holesale o r re ta il, tlie  p ro d u c ts  
of th e  firs t c ity  in th e  fu rn itu re  m a n u 
fa c tu rin g  in d u s try  in th e  n a tio n , a n d  I 
m ig h t say  of the  w hole w orld.

G rand  R ap ids is n o t only  no ted  a s  b e 
ing  th e  firs t fu rn itu re  c ity  o f th is  c o u n 
try , b u t you have  a lso  th e  re p u ta tio n  of 
be ing  one of th e  h e a lth ie s t;  y o u r h o te ls  
a re  no ted  for th e ir  good a p p o in tm en ts  
an d  u p - to -d a te  serv ice ; y o u r d e p a r tm e n t 
s to re s  have  a  fam e th ro u g h o u t th e  S ta te  
fo r th e ir  m ag n itu d e , sy s tem  a n d  e q u ip 
m en t, an d  th e  S p irit o f y o u r p rog ressive  
m erch an d isin g , y ou r t r u s t  a n d  b an k in g  
in s titu tio n s , a re  know n o v er th e  S ta te  
an d  N ation  fo r th e ir  s tab ility  a n d  sound  
m an a g em e n t; y o u r n ew sp ap e rs  a re  a live  
an d  a  c re d it to  th e  p ro g ress  a n d  p ro s 
p e rity  o f yo u r c ity . T he  M ichigan 
T rad esm an  h a s  a  re p u ta tio n  o f i ts  ow n; 
i t  knocks a t  the  door a n d  secu re s  an  
aud ience  w ith  m o s t of th e  bu s in ess  m en 
of th e  S ta te  once a  w eek.

Y our B oard  of T rad e  w as w ise. I t  s e 
cu red  a  c ity  p lan , w hich  is m ore th a n  
m o s t c itie s  accom plish ; y o u r M asonic 
Tem ple a n d  S o ld iers’ H om e y o u r c h a r 
itab le  in s titu tio n s  s ta n d  fo rth  in  re co g 
n ition  o f y o u r fo re th o u g h t a n d  c a re  of 
tlie u n fo r tu n a te ; th e  sp lend id  p a rk s  th a t  
g race  y o u r c ity  a re  a  sou rce  o f re s tfu l 
p leasu re , com fo rt and  d e lig h t to  the  
dw ellers of y o u r m an y  hom es.

You a re  know n fo r y o u r h o sp ita lity  
an d  th e  care  o f y o u r g u e s ts  a s  a  co n 
ven tion  c ity ; y o u r sp lend id  sy stem  of 
pub lic  schools, f ittin g  young  lad ies a n d  
young m en  to  be ab le  to  g rap p le  w ith  
th e  physica l, m en ta l, s p ir i tu a l  and eco 

nom ic p rob lem s of th e se  a f te r -w a r  p e r 
p lexing  tim es a re  second  to  none; the  
line ch u rch es  of y o u r c ity  s ta n d  o u t in 
th e  c lear, b laz ing  the  w ay  upon th e  1920 
problem s, s tab iliz in g  an d  u n ify ing  the  
civic c h a ra c te r  o f y o u r c itizensh ip .

One ot the  m ost fa r  s ig h ted  and  fa r  
reach in g  acco m p lish m en ts  of y o u r c ity  
fa th e rs  w as th e ir  p rov ision , w ith  a n  in 
s tin c t  a n d  ab ility  to  fo reshadow  coining 
ev en ts  of w hich few  c ity  dads h av e  a v a i l
ed them selves, of y ou r c le a r pu re  s p a r k 
ling d rin k in g  w a te r , a g a in s t  tlie d ay s  of 
tin- dry  tim es in th is , the  20th c en tu ry .

T he G rand R apids A ssoc ia tion  of Com 
m erce. w ith  its  live S e c re ta ry , M r. 
p ie rce , h a s  a re p u ta tio n  fo r its  c le a r  c u t 
ideals, h igh  s ta n d a rd s  of civic building, 
its  push , vigor, pep an d  v ision , in s e 
c u rin g  to G ran d  R apids new in d u s trie s ; 
yo u r tra n s p o rta tio n  fac ilities  a re  e x e e l -  
l e n t ;  w ith tlie c h a ra c te r  of y o u r g re a t  
ca rp e t sw eeper in d u s try  to a ss is t,  you 
o u g h t  to be ab le , a t  all tim es, to  sw eep 
the  c ity  clean  of all u n d esirab le  c o n d i 
tions; an d  I see  no reason  w hy the  c ity  
M G rand  R apids will n o t con tinue  to be 
tile second c ity  of tlie S ta te  an d  will 
w ith in  the  n e x t decade push  w ell up to 
the th re e  h u n d red  th o u san d  no tch  b e 
cause of tiie en erg y  a n d  p rog ressive  
sp riit of yo u r c itizens.

D uring  th e se  days of u n re s t a n d  u n 
se ttled  cond itions, m ore an d  m ore do the  
re ta ile rs  recognize  the va lue  o f the  m e r
c h an ts  com ing to g e th e r  a s  a  u n it, th a t  
they  m ay  conserve a n d  p ro te c t th e  v e ry  
foundation  o f th e  v ita l in te re s ts  of those 
who sell m erchand ise  a t  re ta il. The 
m e rc h a n t o f to -d ay , w ho is a  d isp en se r 
of w ares  to th e  consum er, h a s  m an y  in 
te rn a l an d  w eigh ty  p roblem s to con tend  
w tih . T hey  a re  enough to occupy  all h is 
tim e. T he c a rry in g  on in a  sy stem atized  
and  m ethod ical m an n er, of th e  buy ing  
a n d  selling  of 10,000 d iffe ren t a r t ic le s  of 
m erch an d ise  of d iffe ren t q u a lity , value 
and  s ty le , an d  t<0sce th a t  ev ery  i t “in is 
m oved a t  tlie p ro p e r tim e an d  disposed  
of before  d ep rec ia tio n  s e ts  in, th is  is 
no sm all re sp o n sib ility  th a t  co n fro n ts  
ev ery  m e rc h a n t th a t  sells goods over the 
co u n te r.

T here  h a s  a lso developed w ith in  a  v e ry  
sh o r t tim e m an y  e x te rn a l perp lex in g  
q u estio n s  th a t  a re  d isq u ie tin g  to  the  r e 
ta il w orld and  an  add ed  burden , th a t  will 
need tlie c o n s ta n t an d  v ig ila n t a t te n tio n  
<il th e  o rgan ized  m e rc h a n ts  a sso c ia tio n s  
th ro u g h o u t th e  N ation , a lso  th e  u n ited  
co n ce n tra te d  a n d  ser io u s  co n sid e ra tio n  
of ev ery  re ta il  a sso c ia tio n  of ev ery  o th e r  
c h a ra c te r  of m erch an d ise .

T he re ta ilin g  of m erchand ise , a cco rd - 
’ng  to the  b e st of s ta t is t ic s ,  is  a. v e ry  
p reca rio u s  b u sin ess . V ery  few  ev e r reacli 
th a t  goal in tlie re ta il  w orld  called  s u c 
cess. Long ted ious an d  s tre n u o u s  to iling  
lias been th e  tra v a il o f tlie m odern  s y s 
t e m  of re ta ilin g  o u t of th e  d a rk  ag es  of 
the  p a s t.

A bout five cen tu rie s  ago  a  v e ry  no ted  
m an , no o th e r  th a n  A m erigo  V espucci, 
g ives th is  a s  h is  opinion in w ritin g  to a 
ir ien d  of the  a n x ie ty , u n c e r ta in ty , r isk  
an d  tra n s ito ry  v a lu e s  in th e  b u y in g  a n d  
selling  of m erchand ise .

“Y our m agnificence sh a ll know  th a t  
th e  m otive o f m y  com ing in to  th is  rea lm  
of S pain  w as to traffic in m erch an d ise  
a n d  th a t  I p u rsu ed  th is  in te re s t  a b o u t 
fo u r y e a rs , d u rin g  w h ich , I s aw  a n d  
know  th e  in c o n s ta n t sh iftin g s  of fo rtune, 
an d  how she  k e p t c h an g in g  those  fra il 
an d  tra n s ito ry  benefits a n d  how  a t  one 
tim e she holds m an  on th e  su m m it o f 
tlie w heel, a n d  a t  a n o th e r  d riv e s  him  
back from  her. a n d  d ispoils him  of w h a t 
m ay  be called his bo rrow ed  r ich e s , so, 
know ing  the  co n tin u o u s to il th a t  m an  
undergoes  to  w in them , su b m ittin g  h im 
s e l f  to so m an y  an x ie tie s  an d  risk s , I 
reso lved  to  abandon  tra d e  a n d  fix m y 
aim  upon so m eth in g  m ore p ra isew o rth y  
an d  s ta b le .”

So A m erigo  V espucci changed  h is  v o 
cation  a s  a m e rch an d ise r to  th a t  of b e 
com ing a d isco v ere r o f new  w orlds.

In  tlie p rim itiv e  an d  rude  ag es  of so 
c i e t y .  c a t t l e ,  s a lt  and  shells  w ere  th e  
com m on in s tru m e n ts  o f exch an g e . L a te r  
d ried  fish, tobacco, su g a r , h ides a n d  n a ils  
e n te re d  in to  th e  m edium  of b a r te r .  S till 
la te r  on m an  gave  p re fe rence  to  the  
m e ta ls  above a ll o th e r  c u r r r e n t  m e th o d s 
o f tra n s a c tin g  business . T he  w eigh ing  
of th e  m e ta ls  w as too slow  a  p rocess  to  
m e e t tlie  g row ing  dem ands of com m erce, 
so th e  co inage  o f th e  m e ta ls  in to  the  
coins fa c ilita te d  the  new  com m ercial 
dem ands. T he com m erce o f th e  n a tio n s  
g rew  so rap id ly  th a t  coins becam e bu lky  
and  unw ieldy , so we have  th e  m odern  
m ed ium  of ex ch an g in g  m erch an d ise  for 
c a s h .

T he m odern  1920 m ethods a n d  sy stem  
of re ta ilin g  the  p ro d u c ts  of th e  soil, fa c 
to ry  a n d  tlie  la b o ra to ry  h av e  n o t been  
a rr iv e d  a t  in a n y  rap id , h ap h az a rd  m a n 
ner, b u t by long co n tinuous, m onotonous 
developm ent, the  ten ac io u s , plodding , 
to iling , tli ink ing  m an  b ring ing  th e  p re s 
su re  of c o n s ta n t ap p lica tio n  to  th e  g ra d 
u a l e lim in a tio n  o f a n tiq u a te d  a n d  im 
p ra c tic a l idea ls  in th e  d isposition  of 
goods.

Tlie m e rc a n tile  business  is so exceed 
ingly p a r tic u la r  an d  ex ac tin g  th a t  we 
keep  the  c lo ses t o b se rv a tio n  upon a ll the  
d e ta ils  of ev ery  bu sin ess  tra n sac tio n . 
T h e re  m u s t be close h a rm o n y  a n d  loy
a lty  b e tw een  th e  m a n ag ers , th e  h ead s  of 
d e p a r tm e n ts  an d  th e  sa le s  people to  
b rin g  a  loyal response , th a t  you m ay  g e t 
the  b est re s u lts  from  y o u r o rg an iza tio n . 
T h is  is th e  only w ay  of keep ing  th e  in 
v en to ry  b a lance  upon the  r ig h t  side of 
the  ledger.

W hich  rem in d s  m e of a n  old s to ry , 
th a t  you a ll h av e  p robab ly l h ea rd ,, b u t 
i t  will i l lu s tra te  m y p o in t a t  th is  tim e.

A sail.or and a m inis te r  lived a s  neigh  -hors. ’I’iiey eac h ownec1 a  p a rro t. Both
of tlie b irds w<ere gre;a t  ta lk e rs . T hem in is te r and th e sa ilor had  been v e ry
d ilig en t in set. on'ling the p a rro ts  to ta lk .
1 he m in is te r, th in k in g  1to be ne ighborly .took n is- 1 ’oil; over to the  sa ilo r 's  tohave a friend ly clui t w ith  h is Molly.T hey piirried litth3 a t  first w hen tiie

m in is te r s Poll y said, “ W h at shall we do
to lie sav ed ?"  T he sa ilo r 's  M olly quickly  
rep lied , “R um p like hell o r we shall all 
be d row ned ."

T he re ta il  bu sin ess  a t the  p re sen t tim e
is one of the g  it•a test am m erc ia l a s s e tsof o u r C(mn try . T iler is tra ilsa i •ted in
round lig in'es ov Cl' tin coun tors of th is
N ation Melry  ve; ir  th r IT; billions of dol-
la r s ’ vi oilth of til e pro«ill c ts  of th e world.
’1 he gl*eat <i epart m ent St ores a re  ;a m a r-
Vcl ill tin •ir dispn sit ion o f tli is dive•rsified,
ev e r i;-ha ring and de p ree ia tin g n ie r-
ci andi se.

By the ir clos *ly cal d a tin g  cc onom y.in the H<1 : e. inistr,at ion an d  contro l o f its
a ffa irs in d tail, in the ir stab ilized finan-
ria l st; vneting  as a who le . in tiic d isp a tch
w ith  vvhi eli it CMo n dud all its  ii us i ness
obligat ions, w ith th e m ag n i tilde of the
c o n s ta n t co n tin u a l ev e ry d ay  serv ice  th a t  
t e m e rc h a n t givi s to the  consum er, I 
say  w ithou t fe a r o r fav o r, th a t  th e  r e 
ta ile r  g ives to the  con su m er a  serv ice  
th a t  is not dup lica ted  by a n y  o th e r  b u s i
ness.

T h ere  is connec ted  w ith  th is  g re a t  
Com m ercial sy stem  a ro u n d  five m illions 
of em ployes.

Thetie is no o th e r  business, a s  a  whole, 
th a t  co nducts  its  a ffa irs  upon a  m ore 
honorab le  basis  of business  int; g rity . 
•Ye have to g ive th ir ty -s ix  inches to the  
yard , s ix teen  ounces to th e  pound; in 
fac t, the  m e rc h a n ts  a re  fa ir  a s  a whole 
in th e ir  bu s in ess  tra n sac tio n s .

If we sell a bolt of co tton , the  first 
y a rd  is t h e  sam e q u a lity  a s  the  la s t of 
tlie cu t: we have no  fa lse  b o ttom s in 
tiic  m e asu rin g  of a n y  k ind  of m e rc h a n 
dise; we can n o t sell fou r s u its  of u n d e r
w ear an d  have  tlie t h r e e  b o tto m  su its  in 
tin- p i l e  of an  in fe rio r g r a d e ;  if ou r 
goods a re  in an y  w ay im p erfec t, we tak e  
p a in s  to tho ro u g h ly  sa tis fy  tlie co n su m 
er: in fa t t. th e re  is no line of business 
conducted  upon a  m ore ju s t  a n d  u p rig h t 
basis th a n  the  re ta il  business.

T h e re  a re  th o u san d s of the  solid  loyal 
A m erican  c itizen s  of th is  N ation  who a re  
m e rch an ts , w hose in te g r ity  an d  u p rig h t 
c h a ra c te r  as  to honorab le  d ealing  s ta n d s

T h ese  men who have to iled  fo r y e a rs  
to build  up a n  honorab le  re p u ta tio n  have 
been  in a v ic ious and  a n  unprinc ip led  
m a n n e r  assa iled , a s  o u t o f a  c le ar sky . 
by a  m o s t u n ju s t  an d  foul a sp e rs io n  th a t  
lias  been p assed  upon the  re ta ile rs , w ith 
o u t any  qua lifica tion , re se rv a tio n s  o r e x 
p e rk  nee a s  to th e  g e n e ra l co s t of m e r
ch an d ise . In tiie  final y ea rly  a n a ly s is  a  
s tig m a  h a s  been g iven  to  th e  re ta i l  b u s i
ness th a t  will n o t dow n, a  s ta in  th ey  
a re  not .en tit led  to receive. 'Wiey a rc , 
ap p a ren tly , p laced  in th e  sam e p re d ic a 
m ent a s  an y  com m on c rim in a l by one 
of th e  m o s t f la g ra n t an d  e x tra v a g a n t 
a d m in is tra tio n s  th a t  ev er con tro lled  the  
political, financial a n d  in d u s tr ia l in te r 
e s ts  of th is  N ation .

T hese  unp rin c ip led  po litic ians , w ho 
w ould m ake  ino p era tiv e  Hie e ig h te en th  
a m en d m en t by im brication  an d  v e to  the 
w a r-tim e  d ry  en fo rcem en t a c t  th a t  in its  
v e ry  o p e ra tio n  w ould e ra d ic a te  one o f 
tlie m ost s tu p en d u o u s , v ic ious an d  u se 
less p ro fiteering  b u sin esses  th a t  ev ery

C O T T O N  A N D  IT S  FA B R IC S.
Spot cotton during the last week 

reached a point higher than it had 
attained since the civil war, but it 
does not appear that  any quantity 
was sold at the price. At t imes the 
market here moved in unison with 
that at Liverpool, hut this was not 
always the case. The course  of s te r
ling exchange seemed to have a g rea t
er effect on the speculative contingent 
than any o ther  circumstance. More 
attention is being paid, as spring ap
proaches, to the prospects for the 
next cotton crop. In some of the 
growing dstricts the weather has been 
s nnewhat unfavorable for earlv work, 
but the next fortnight should show 
considerable progress. The indica
tions still favor the seeding of a 
much larger acreage than last year. 
Not much activity is being shown in 
tlie goods market and the transactions 
are mainly from second hands who are 
inclined to yield on prices. Mill men 
are a little disquieted by the p ropos
ed t ongressional enquiry as to their 
profits, a lthough such an investiga
tion can hardly disclose anything be
yond what tlie reports  of the cotton 
manufacturing companies have al
ready shown. But emphasis on this 
m atter  is hardly likely to help those 
interested in keeping up the present 
high prices. The yarn spinners,  who 
have been having a little bonanza of 
their own for some time, are begin
ning to feel the effects of the urge 
for lower levels. T hey  seem to have 
suddenly discovered that they are not 
so choked up with orders , hut that 
they can take on some more, and 
they show a disposition to cut prices, 
if need be, in order to get them. All 
lines of woven cotton goods are just 
now in a ra ther  unquiet position 
awaiting the outcome of retail sales. 
Business in knit goods is quiet, a l
though the opposition to the high 
prices asked for them is showing i t 
self in' several quarters.

Keep in touch w ith the

Men’s Wear Wholesalers.
Evidence accumulates daily of the need for and appreciation of a

MEN’S WEAR
House in the Grand Rapids Market,

Men’s Wear Dealers are rallying; to the proposition, ST R O N G !

D aniel 7*. 4pa tten  & Company
G R A N D  R A P ID S

T h e  M e n ’ s F u r n is h in g  G o o d s H o u se  o f M ic h ig a n

We Buy or Sell

L I B E R T Y  B O N D S
in any amounts

HOWE, SNOW, CORRIGAN & BERTLES
401-6 Grand Rapids Savings Bank Bldg., Grand Rapids, Mich.
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W ILSON’S ONE MAN CONTROL.
No man ever came to the P res i 

dency with such ideas of it as Mr. 
\ \  ilson. He had written about the 
office, lectured about  it, speculated 
about it. O thers  had though t  what 
they might do in the Presidency. Mr. 
Wilson had thought of what he might 
do to the Presidency. Of this he 
made no concealment. In his letter 
to A. Mitchell Palmer, written after 
his election in 1912. he left it clear 
that he regarded the office of Presi
dent as in flux or at least in evolu
tion. Americans, he believed, did not 
yet know what would be made of that 
office. 1 bus \ \  oodrow W ilson went 
to the \ \  iiite House as one keenlv 
interested by long study in the m e
chanism of the Presidency and eager 
to take it to pieces and put it to g e th 
er differently. He lost no time in 
beginning the process. Quickly after 
taking office he set about making of 
it a new office.

President \ \  ilson at once showed 
that he meant to sweep away the old 
doctrine of the separation of powers.  
He openly and boldly asserted  the 
r ight of the Executive to have a hand 
in law-making. He went to Congress 
in person and quietly assumed that 
he was a "colleague” in legislation. 
Now. of course, this was not so ra d 
ical and startl ing a change as it might 
seem. It was. in a sense, merely  a 
public avowal of what had before 
been done tacitly. For years P resi
dents had had their special measures 
in Congress. Cleveland drove through 
the repeal of the Silver Purchase Act 
as truly as if he had been a Prim e 
Minister on the floor. McKinley kept 
himself more deftly in the back
ground. but still had bills and a treaty 
to conduct a lm ost  in person through 
Congress. Roosevelt  came nearer 
to a contem ptuous break with the con
vention that the President knows 
nothing of legislation until  it is laid 
before him for signing or vetoing.

But Wilson did not make even a 
pretence of admitting  the validity of 
the paper theory  of the Presidency. 
He bore himself openly as a Premier. 
He proceeded to make of himself 
the fount and origin of all the im 
portant  legislation of Congress. Nev
er before his day were there so many 
"Administration bills.” known to all 
as such. Year after year he went on 
just  as if he was Prime Minister in
stead of President,  or in addit ion to 
being President.  Only at one point 
did he falter. \ \  hen he was beaten 
in 1918 on his appeal for what was 
in effect a vote of confidence, he did 
not resign. The Prime Minister then 
retired to private life, and the P resi
dent irremovable to the end of his 
term s was found, after all, to be con
venient.

1 his widening and exalting of the 
President’s powers by the acts of Mr. 
Wilson naturally gained both quick
ening and apparent validation from 
the war. The  net effect of it all is 
to have put a strain and a burden 
upon the office that would appall a 
less bold and confident man. Wood- 
row \ \  ilson has risen wonderfully, all 
th ings considered, to his conception 
of the privileges and power of the 
President.  But has he been faith
ful to the responsibilt ies that go with

the exercise of exceptional authority?  
If he is sincere in wishing to do away 
with the old separation between Leg
islative and Executive, does it occur 
to Mr. Wilson that the success of his 
doctr ine depends upon the manner in 
which he applies it at the present c ru 
cial m oment?  Enhanced Executive 
power might conceivably win popular 
favor if used for the purposes of con
structive statesmanship. It becomes 
abhorren t  when used, as Mr. Wilson 
is now using it. to obstruc t  the N a 
tional will and the public interest as 
embodied in the Treaty.

Mr. W ilson’s duty to the Nation is 
reinforced by his duty to his party. 
If he has made himself absolute  m as
ter of the Democracy, he is under 
obligation not to lead it to destruction. 
If he has subjected his followers to 
his own will, he must not leave them 
helplessly dazed and discredited when 
his leadership comes to an end. as it 
will end in just  ano ther  year. Mr. 
Wilson the man can insist on having 
his own way with the T rea ty ;  for 
him there are no personal conse
quences. But there will be a Dem o
cratic par ty  to bear the consequences, 
and in the very near future. It will 
be a plea of self-condemnation in the 
approaching campaign if Democratic 
Senators must explain the failure of 
the T rea ty  on the ground that  they 
were helpless in Mr. W ilson’s hands.

As par ty  leader and as President 
Mr. Wilson has sought and won al
most unprecedented power. Let him 
consider whether he is not  using that 
power to-day against party  and N a
tional welfare when he sets his face 
against  the concessions necessary to 
secure ratification of the Treaty.  The 
Lodge "reservations may be personally 
repugnant  to the President, but they 
are not fatal to the Peace and to 
Am erica’s usefulness in the League. 
The word of command from the 
White House to the Democratic Sen
a tors  m ust be: Ratify with reserva
tions!

TRADES UNION DEVILTRY.
The slimy hand of unionism is al

ready showing itself in several places 
where teachers’ unions have been o r 
ganized. Two instances have recen t
ly been cited in the daily press where 
union teachers have refused to pe r
mit children to remain in school un
less their fathers immediately joined 
the union. This is in direct line with 
the practices of trade unionism every
where immediately it gains a foot
hold. In a New England city the 
central labor union issued an order 
prohibiting any union man from a t 
tending a certain church because the 
pastor purchased milk of a man who 
put on the horns  of a cow brass nubs 
which happened to be made in an 
open shop factory. The Chicago 
unions have recently adopted resolu
tions to expel any union man who 
joins the new patriotic  organization, 
the American Legion, composed of 
soldiers who assisted in the down
fall of the kaiser. Any man who 
wears a union button or disports a 
union card is unfitted to be a teacher 
because of the unChristian and un- 
American affirmation he makes when 
he holds up his hand to take the i ron
clad oath he is forced to subscribe 
to when he joins the union.

PRICE MAINTENANCE.
If decisions of courts  keep piling 

up on the subject of price mainte
nance there will soon be some t rou 
ble in a ttempting to reconcile them. 
During the past  week the Lhiited 
States Supreme Court decided, in the 
Schrader case, that it is an offense un
der the Sherman Anti-Trust act for 
manufacturers to require those taking 
their products to execute uniform 
contracts concerning resales and to 
refuse to sell to those who will not 
enter into such contracts and adhere 
to the uniform resale prices fixed by 
it. This, looks like a reversal of the 
stand taken in the Colgate case, where 
the same court held it was not illegal 
under the same statute for the p ro 
ducer to choose those whom it wrould 
sell to. On top of this, and a few 
days before this decision was ren
dered, the United States Circuit 
Court of Appeals of New York de
cided in the Beech Nut case that it 
was not "unfair competit ion” under 
the Clayton act for a concern to re 
fuse to sell to dealers who failed to 
exact the prices <|xed. Curiously 
enough, the court’s reasoning in this 
case followed that of the Federal Su
preme Court in the Colgate case, 
which, as has been stated, came under 
the Sherman act. It would seem as 
though this decision as well as that 
in the Colgate case was based on the 
idea that acts were not illegal where 
it could be shown that the result 
would not create a monopoly. But 
the Supreme Court has now appar
ently decided that  it does not matter 
whether or not a monopoly would re 
sult. and this puts the whole subject 
back again to where it was, with all 
price-fixing illegal.

PRICE RECESSION.
\ \  liile there are unquestionably 

man}- aspects of business concerning 
which merchants  are undecided in 
their views, there seems to be one 
about which they appear to have made 
up their minds. This is that the p res
ent levels of commodities cannot be 
maintained much longer. Not all of 
those who hold this opinion are will
ing to be quoted openly to this effect 
and some are even expressing the 
opposite view in the vain hope that 
their optimism may help further their 
wish. But the trend is decidedly to 
ward lower prices. This is not the 
result of the various official enquiries 
of one kind or another as to the high 
cost of living, a lthough these have 
been a factor in a tt ract ing  public a t 
tention to the matter,  nor of the 
threa ts  of official action. The impulse 
that is mostly felt is one coming from 
the consumers, so many of whom are 
finding it impossible to meet the add
ed expenses due to increased rents 
and the higher prices of food and 
o ther  necessities. Retailers who are 
in close touch with the general public 
have sensed this for some time and it 
is now influencing them in restricting 
their orders  and in holding back the 
making of purchases so as to force 
prices down to a point where it will 
be possible to resell in fair quantity. 
A reflex of their action is already be
ginning to manifest itself in the pri
mary markets , where it is indicated 
by a slackening of business and a 
less rigid insistence on maintaining
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the top levels of prices. For  one 
thing, it has put a stop to the asser
tion that still h igher levels are t«. 
be reached.

WOOL CONSUMPTION.
Little change is perceptible in tin- 

wool situation. Dealers are not dis
posed to do much for the time being 
and not much attention  is paid to the 
domestic clip for the new season. The 
sales at auction of Government-own
ed wools a tt rac ted  little attention. 
The demand was poor and many of 
the lots offered were withdrawn. The 
next sale of British-owmed colonial 
wools will take place a t  Boston on the 
25th, where there may be a different 
story to tell. Meanwhile, the mills 
seem to be p re tty  well supplied and 
they are tu rn ing  out a vast quantity 
of fabrics, despite all the stories of 
lessened production. January  was a 
record month, during  which the enor
mous amount of 72,700,000 pounds of 
wool, grease equivalent,  passed 
through the mills. Each month seems 
to show an increasing number of 
looms and spindles in operation and 
more and more working double shift. 
There is no longer any pretense of a 

scarcity of fabrics, and it seems doubt
ful if prices for the next  heavyweight 
season can be maintained. Some look 
for a break about the middle of the 
year. The resolve of the retail cloth
iers not to have passed bn to them 
any further labor costs which manu
facturers may consent to may have 
some effect in s topping increases in 
the cost  of clothing. In dress goods 
business has been ra the r  slack with 
a disposition toward  a softening of 
prices.

CANNED VEGETABLE MARKET.
A hand-to-mouth  policy is being fol

lowed by jobbers  in canned vegeta
bles. There  is little or  no speculative 
purchasing beyond the needs of the 
m oment and as this  has been the case 
for a num ber of months,  during which 
the retailer had a heavy drain on his 
stocks because of snow blockades, it 
is believed tha t  the jobbing trade is 
carry ing unusually  light stocks. It 
had heen the canner who has been 
carry ing the financial load and in 
some cases he is preparing  to avoid 
repetit ion of this next season by re
fusing to pack beyond his orders in 
hand or his normal pack. The ex
pectation of higher prices on canned 
foods of the 1920 pack have so far 
not caused buyers to clean up the 
available stocks of 1919’s production, 
but it is believed tha t  a buying move 
ment will be s ta r ted  in the near fu
ture which will result  in a healthy 
and normal movement.

The  riches you carry  with you con
sti tute your wealth T h a t  which you 
can take out  of a bank, that  to which 
you can have a title-deed, is naught 
compared with your personal wealth. 
The grandeur  and the nobility of your 
character,  the sweetness and the help
fulness of your life, these are the 
things that  are worth  while, that give 
enduring  satisfaction to yourself and 
those about you.

Clerks cannot  carry  ou t  your pol
icies in operat ing  the store unless 
you make it clear what  they are, and 
the necessity for them.
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Prevention of Fu ture  W ars  Now Up 
To  Allies.

Grandville, March 9— H ow  sad the 
spectacle of little Holland defying the 
three greatest  powers of Europe with 
regard to the extradit ion of the late 
kaiser of Germany. If  the crimes of 
the last of the Hohenzollerns were 
merely of a political nature the stand 
taken by the little Dutch nation would 
he nothing to wonder at, but since the 
Hohenzollern in question is known of 
all men as a low down vulgar m u r 
derer, it requires quite a s tre tch of the 
imagination to guess at the motives 
actuating the little kingdom which, 
had it been in the road of German 
armies on the way to Paris would 
most surely have suffered the fate 
of Belgium.

Is it fear or love of Germany ac
tuating the realm of Queen Wilhel- 
mina? In either event it seems to 
outsiders that Holland is missing a 
grand opportunity  to win the praise 
and grati tude of the civilized world 
by her stubborn position on this ques
tion.

By showing abject subserviency to 
that  prince of butchers, the one time 
emperor of Germany, and boss land 
pirate of the age, Holland is adding 
no laurels to herself, nor gaining the 
good will of the German people. The 
desires of the latter are never sub
servient to call of friendship. Only 
motives of the m ost selfish nature 
operate in the German mind, where
fore the little kingdom by the sea 
gains nothing by this befriending the 
German monster  who has forfeited his 
life to the supreme demand of o u t
raged world justice.

If  it is not fear of a day of reckon
ing when the H u n  may wreak ven
geance, then it must be that  the in
famous Hohenzollern  has the sy 
pathy of the Dutchmen at the mouth 
of the Rhine.

In either case Holland is playing 
a game that  is not respectful to her 
allied friends, or  calculated to bring 
hope for future peace a long the Rhine.

T hat  a small nation, insignificant 
because of paucity of population, 
should fly in the face of just ice to the 
German high criminal of the world 
slaughterings, is to be regretted, as 
much for H olland’s sake as for the 
sake of the allied nations.

It seems to be now up to the allies 
to make good where justice is con
cerned, and take the ex-kaiser by 
force if need be and bring the culprit 
to the bar of justice. If Holland 
sputters and puts up a protes t  so 
much the worse for Holland. The 
demand of the world is that  the in
stigator of the world war and its 
slaughter of the innocents be b rought  
speedily to the bar of justice, tried in 
the shortest  possible time, and duly 
and lawfully executed for murder.

There  are scores of o thers  who dis
graced the unforms they wore by o r 
dering massacres of helpless women 
and children, who must be fetched 
into court  and made to suffer for their 
crimes. In  no o ther  way can the 
peace of the world b e ' assured and 
confidence in the future guaranteed 
to man.

I t  does seem as though the allied 
nations have in a m anner been dere- 
lect in duty not to have moved in 
this m atter  of punishing the lawless 
Hun murderers  long ere this.

The latest from Holland seems to 
be an assurance that she will keep a 
strict guard over the person of the 
ex-kaiser, seeing to it that  he does 
not escape and perpetrate  more m is
chief.

I t  will be remembered that when 
the allies of an early day banished 
the F irs t  Napoleon to Elbe in the 
Mediterranean, everyth ing was sup
posed to be lovely, and the peace of 
Europe thereafter  secured. That  
peace was of short  duration as the 
student of history knows.

Soon after his banishment the E m 
peror of the French crossed to the 
mainland of France, placed himself 
again a t  the head of his army, moving

by rapid marches upon Paris. On 
reaching that city he was hailed by 
his happy countrym en with shouts of 
joy and with outstretched arms.

I hen followed the hundred days 
campaign, winding up on the field of 
\ \  aterloo, where the F rench stan
dards went down in defeat, and their 
beloved emperor was again banished, 
this time to the lone and inhospitable 
rock of St. Helena, where he died in 
exile a few years later.

Perhaps  another St. Helena beck
ons to the late Kaiser Wilhelm, if so 
we hear nothing about it just  now, 
only that Holland promises to guard 
him within her own boundaries for a 
time. It would be for a time only. 
File m oment Germany becomes re 
cuperated to her old time strength  
the chance will offer for Wilhelm of 
Hohenzollern  to slip back to Berlin 
there to re-assume the crown, and 
make himself once more the arbiter  of 
the fortunes of 70,000,000 of German 
people, who, unhumbled by the fate

of war, will be agan in prime condi
tion, reinforced from discontented and 
civilly embroiled Russia, to make an 
other terrific onslaught upon the 
citadels of the allied nations.

Is it not easy to conceive that this 
new embattled Germany will not 
make the mistake of again antagoniz
ing Belgium? Instead, she will strike 
stra ight at the heart  of France, and 
all the forces that can be brought 
against her will be all too inefficient 
to a second time save Paris from the 
spoiler.

Since the allies choose to let H o l
land have her way, since it will thus 
be impossible to consistently bring 
the other, lesser German criminals to 
justice, there will be no terro r  of 
future punishment hanging over the 
Hohenzollerns, and they will again, 

perhaps with tenfold viciousness, wage 
a war of frightfulness against their 
enemies.

Right now is the time to put up 
the bars against a new war of ven

geance on the part  of Germany. Seize 
the hiding kaiser; deal out pun ish
ment to him and his aides due to their 
crimes, and the rainbow of hope will 
again shine across the heavens of war- 
scarred E urope. Old Timer.

A ttem pt to Organize Boston Store 
Clerks.

Boston, March 9—An a ttem pt to 
organize department store clerks in 
this city was seen in the distribution 
of notices recently left at the doors 
of several prominent stores,  urging 
clerks interested in shorter  hours, 
higher wages, the closed shop and 
the domination of the union over the 
retail trade to a ttend an organization 
meeting.

The meeting was conducted by Miss 
Wienstock, secretary of the W o m en ’s 
to hold a series of six meetings later. 
Trade Union League. It was decided 
Some 200 clerks who attended the 
meeting were asked to sign a card 
which would make them m embers 
of the Retail Clerks’ Union.

CORL-KNOTT CO.
Wholesalers of Millinery

Manufacturers of the

Criterion Dress and Semi-Dress Hat. Also the Wolverine 
Banded and Tailored Hats.

When making your purchases ask to see the Criterion and 
Wolverine Hats.

For design, quality and workmanship they are unexcelled. 

CORNER COMMERCE AVENUE AND ISLAND STREET

WHOLESALE ONLY

The Retail Power of Premiums
is testified to by such mighty successes as 
Win. Wrigley, United Cigar Stores, 
Larkin Co,, and many others.

The “ Hileo” Profit Sharing System is 
a co-operative Premium Plan accomplish
ing great things for small retailers 
throughout the United States—gets the 
cash, keeps the trade at home and kills 
the mail order house menace.

Information upon request. No obliga
tion incurred.

HINKLE-LEADSTONE CO.
180 N. Wabash Ave. Chicago, 111.
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Michigan Retail Shoe Dealer«' Aeaocla- 
tlon.

President—J. E. Wilson, Detroit. 
Vice-Presidents — Harry Woodworth, 

Lansing; James H. Fox, Grand Rapids; 
Charles Webber, Kalamazoo; A. E. Kel
logg, Traverse City.

Secretary-Treasurer—C. J. Paige. Sag
inaw.

Talking Around High Prices.
W ritten for the Tradesm an.

The task of building an effective 
shoe advertisement these days is a 
bi t more difficult than it used to be in 
the piping times of inexpensive foo t
wear.

To  put it briefly, the trick nowadays 
is to talk a round the price. Prices 
m ust be quoted, of course; but you 
must touch them  lightly—very lightly.

I t  isn’t often one finds a shoe an- 
announcement that plays up the price 
after the m anner of the old regimen. 
Although I did run across one the 
o ther  day. H ere  it is;

W o m en ’s Black Kid Spring O x 
fords. $5.90 the Pair. Fo r  the b i r th 
day sale we planned long in advance. 
The result is we are now able to place 
on sale two remarkable  lots of w o m 
en’s oxfords in new spring styles. One 
style has military heels. Goodyear 
welted soles and the appearance or 
stra ight tips. The o ther  has leather 
Louis heels, plain toes and Goodyear 
welted soles. Birthday sale price for 
these black kid oxfords, $5.90 pair. 
Econom y Basement—Company.”

A miscellaneous line of odds and 
ends, styles that  didn't go, and shoes 
embodying passed effects, were re 
cently exploited in this fashion:

“T o-m orrow  m orning we will Place 
on Sale some 200 pairs of Pu m p s  and 
Oxfords at $3.38. Xot all sizes in any 
one style, but all sizes in some last 
o r  other. These shoes are mostly  
carried over from last year;  many 
of them are in perfectly good style 
for the present season, and they are 
about 40 per cent, cheaper than we 
could sell th em  if we bought  them 
now. There  are glazed kid pumps,  
dull kid pumps and patent pumps, 
in military heels, French heels, and 
Louis heels. There  are soft brown 
kid oxfords with tips and without tips, 
patent oxfords, soft black kid oxfords 
and about ten o ther  styles. Included 
in the lot are every size and width. 
If you can find a pair that  will fit and 
suit you, this  is a real  economizing 
opportunity .”

It  sounds reminiscent of o ther  days 
to read about w om en’s oxfords at 
$3.38 a pair. One imagines there 
must have been a raid on tha t  “ E co n 
omizing Basem ent” the next m orning 
after  the advertisement appeared.

H ere  is ano ther  Birthday Sale 
chance, but it belongs in ano ther  cate 
gory. “W o m en ’s Aristocratic  Ox 
fords. Birthday Sale Price. $8.65. 
I t  is particularly  fitt ing tha t  The

W o m a n ’s E lit  Shoe Shop should join 
in the twenty-fifth b ir thday sale by 
presen ting  a remarkable  opportunity  
such as this. Aristocrat Oxfords— 
footwear known so well by our p a 
trons—are to be had of fine black vici 
kid. The  turned soles have heavy 
square edges. The leather French 
heels are in the two inch height and 
the toes are plain. Birthday Sale price. 
$8.65 pair. The same style a t  the same 
price m ay be had in patent  leather.”

U nder  the cut of an a ttractive  r ib
bon tie, there appeared the following: 
“ W o m e n ’s Section F irs t  Floor. The 
Sm artest  of Springtime Styles in 
Feminine Footwear Is the Bewitch
ing W ee-W ee Tie, with the ultra  fash
ionable short  vamp, light yielding sole, 
jaun ty  ribbon tie and extreme Louis 
XV heel, covered to match the color 
of the pump. W e introduce it this 
week in Black or Brown Suede at 
$13.50 Pa ten t  Lea ther $12, Brown or 
Black Satin $10. Every  woman owes 
it to herself to see how becoming 
these delightful new creations are to 
her feet.”

T he  whole get-up of this newspa
per announcement,  which was a six- 
inch double column proposition, was 
good.

Here  is ano ther  announcement of 
a wom an’s Brogue, called “The  Saun
ter  Oxford .” “$12.50 Brogue effect; 
correc t  style for sport  or s treet wear. 
In dark brown calf, welt soles, wing 
tip, sm art  spats and hose.” Short, 
but right to the point;  and, in con
junction with the illustration, effective.

Still ano ther :  “Pic tured  from
Stock; Priced the Pair, $15. Fulfill
ing All Fash ion’s Purposes.  New 
Spring Pum ps—To grace the feminine 
foot and charm  the beholder’s eye is 
the purpose of the new spring  foot
wear so carefully assembled and—. 
Only such footwear as possesses an 
unknown degree of lasting style has 
been admitted to these—exhibits. The 
Pumps sketched at $15 are shown 
in three finest leathers;  patent  leather, 
black dull calf and brown kid; full 
Louis heels, covered, and turned 
soles.”

It is only now and then one runs 
across an announcement that holds up 
any special inducement on the score 
of price.- This  is true of footwear of 
all sorts.

Here,  for example, is a “Sample” 
chance tha t  no doubt a tt rac ted  quite 
a lot of attention. I t  was a three- 
column, 14j4-inch announcement.  
There  was a single cut 4x4*4 inches 
of a m an ’s oxford. Above it these 
words in two lines: “M en’s ‘Sample’ 
Shoes; and below it the following: 
“Special Purchase  of High-Grade 
Shoes and Oxfords. Gentlemen, it is 
a m at te r  of m om ent these days to be 
able to secure fine, high-grade shoes

HOOD RUBBER PRODUCTS CO., Inc.

BULLSEYE BOOT
(PRESSURE CURE)

IN STOCK
Red or Black Gum Upper

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

LONG WEAR

Men’s Bullseye Black or Red Short B o o t .....................................  $4.00
Boys’ Bullseye Black or Red Short B oot.......................................  3.30
Yonths’ Bullseye Black or Red Short Boot................................... 2.45

SEND IN YOUR ORDER TO-DAY

Shipped Same Day as Received

HOOD RUBBER PRODUCTS C O ., Inc.
G R A N D  R A P I D S ,  M I C H I G A N

The STAYING QUALITIES of the

H. B. Hard J 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 good.

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 of Serviceable Footwear GRAND RAPIDS, MICH.
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at a saving of fully a fourth. I t  is 
not often that  an advertisement car
ries a comparative price, but  in this 
instance it is not  only fitting, but  fair 
to you that we should, for it gives 
you a better  idea of what  the sale 
really holds for you. ‘Sample’ shoes

high cut and low cut—from a high- 
grade maker. Selling regularly  at 
$12 up to $16.50. Tuesday’s price 
will be: $8.95, $10.95, $11.95. This 
sample sale is interesting to far more 
men than sample sales usually are, 
because this particular m aker’s ‘sam
ples’ run from 6 to 8, instead of only 
7 B—the usual sample sizes. The 
sale includes black glazed kid, black 
calfskin, light and brown calfskin and 
dark brown kidskin. All lace styles 
in English, medium, round and na r
row lasts.”

The features shoe dealers are now 
mentioning in their advertis ing are: 
style, individuality, and dependability, 
ra the r  than wonderful economizing 
opportunit ies. I t  would seem to be 
ra ther  difficult th ing  to undertake to 
convince people nowadays tha t  a 
shoe priced anywhere  from $12 to $20 
is a wonderful savings chance. There  
is the psychological  background of 
the easy-going period when similar 
values could have been had for about 
one-half the price, or perhaps less. 
Such a shoe may represent  more wear 
value per week or m onth  for the cus
tomer than a less expensive type of 
shoe; and, style and appearance con- 
sdered, may be a far be tte r  buy than 
the cheaper shoe, but it doesn’t some
how come easy to speak of inexpen
siveness in connection with such a 
proposition.

During the present distress of high 
prices it seems be tte r  and more ap
propriate to talk a round prices and 
light upon other  features tha t  yield 
themselves more readily to effective 
advertis ing trea tm en t  a t  this time. 
L a ter  on we m ay get back to the 
economizing motive, but for the time 
being it does not seem so fruitful.

Cid McKay.

Refuse to Patronize Business Demor
alizers.

N orth  Lansing, March 6— I note in 
the last issue of the T radesm an that  
H en ry  ford is going to put in a store 
to sell goods at cost  and that  he p ro 
poses to put  out  of business all of 
the stores for ten blocks in each di
rection from the ford emporium. My 
opinion of this  is th a t  all manufac
tu rers  and wholesalers who sell H en ry  
ford goods to be sold in this  way 
should be carefully avoided by every 
retailer in the United States.  H e  is 
going to handle C arhar t t  and Lee 
overalls. I ask to co-operation of all 
retailers in the United States to as
certain the identity of all who sell 
the ford M oto r  Co., so they  act as 
a unit in showing their resen tm ent 
over such betrayal.  C. H. McDaniel.

Florida’s Japónicas in February. 
W ritten  for the Tradesm an.
Thou art a  red, and then  a  pink  

A gain a  purest w hite  
I did not ever dream or think  

A flower brought such delight 
For when there’s  frost and w inter chill 

A lm ost upon the air  
Then wide you ope the bloom until 

A t you we wonder there 
It seem s th at thou would’s t  fairer be 

For other flowers are dead 
And dost the more thus com fort me 

W hen sum m er’s suns are fled 
’Till February grow s more dear 

Than one would ever think  
For then Japónicas appear  

In w hite and red"and pink.
Charles A. H eath.

Short-Stops From Michigan’s Metrop
olis.

Detroit ,  March 9—A. W eber  New- 
hall, formerly m anager of the Detroit  
office for the Buckeye RibboTl & 
Carbon Co., has resigned to become 
affiliated with the Cadillac Ribbon & 
Carbon Co., 139 Jefferson avenue. He 
will act in the capacity of salesman- 
ager. The  Cadillac Co. was o rg an 
ized about a year ago by A rthu r  
W ood  and E. C. Hirschfield, well 
known to the trade th roughout the 
State. Both men are prom inen t  U. 
C. T. m em bers and are serving as 
officers in Cadillac Council. The  ac
quisition of Mr. Newhall  is the o u t
come of the rapidly expanding busi
ness of the young organization.

b red  W. Rolland has joined the 
salesforce of Burnham, Stoepel & Co. 
and will make his headquarte rs  in 
Toledo.

Detroit  jobbers, m em bers of the 
wholesalers division of the Board of 
Commerce, leave W ednesday for a 
one day trade prom otion trip, taking 
in the cities of St. Johns  and Owosso.

Sol J. Low has been appointed m an
ager of city sales for A. Krolik & Co., 
to succeed Roy Mott,  deceased.

The clothing department,  a new 
feature with the E rnes t  Kern  Co., was 
formally opened in their new building 
on W oodw ard  avenue, Saturday, 
March 6.

M. Rossin was a Detro it  business 
visitor last week. Mr. Rossin recen t
ly purchased the m en’s furnishing 
goods store, known as Sm ith’s Bar- 
gan Place, 115 W est  Union street, 
Flint.

M. Radin, m anager of the Gittleman 
store, in Lakeview, was in Detroit  
on a business trip last week.

H. L. P ro p e r  and P. C. Palmer 
have purchased the dry  goods stock 
of Charles J. W righ t ,  1791 Grand 
River avenue, and assumed charge. 
Mr. Proper,  who has managed a dry 
goods store in Eaton Rapids under 
his own name, will take charge of the 
Detroit  store, which will be known 
under the style of Pa lm er  & Proper.

Mandell Liebovitz,  of Mandell Bros, 
department store, 1407 Mack avenue, 
left Sunday for New York, p repara 
tory to sailing for Europe, where he 
will make an extended visit.

I. C. Fa rber  will open a m en ’s 
furnishing goods store in the build
ing adjoining his present location at 
1449 Mack avenue.

M. Balinsky has opened a dry goods 
and furnishing goods store at 1519 
Mack avenue.

In a communication to the Detroit  
Stock Exchange, the J. W. Murray 
Manufacturing Co. announces tha t  d i - ' 
rec to rs  of tha t  corporation have de
clared an extra  dividend of 5 per cent., 
payable in L iberty  bonds,  March 15, 
to shareholders of record March 10. 
Announcem ent also is made of the 
purchase by the company from the 
L. A. Y oung  Industries, of the plant 
of the General Spring & Wire  Co., 
on M arston  court  at a cost of $200,- 
000, to protec t  needs of the company 
in future expansion. Sales of the 
M urray  Co. for the current  year are 
estimated at between $5,000,000 and 
$6,000,000, those of its subsidiary, the 
M urray  Ohio Manufacturing  Co., at 
$1,000,000. Jam es M. Golding.

The ignoran t  are sufferers by  their 
ignorance, as the  blind are by their 
want  of sight.

WM. D. BATT

FURS
Hides, Wool and Tallow

28-30 Louis St.
GRAND RAPIDS, MICHIGAN

YOUR CUSTOMER
Not only must we serve you as a distributor and 
merchandiser, but the factor of service or value re
ceived from the point of view of the ultimate con
sumer is a part of our problem. The careful selection 
of materials with a view to maximum service for 
your customer is an important element in our shoes* 
It makes satisfied customers that repeat.

Tie up with the HOUSE OF SERVICE and enjoy 
the benefits of our efforts to please the ultimate con
sumer upon whom we both depend for a great measure 
of our success in our industry.

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

GRAND RAPIDS, MICHIGAN

Nature never done more to build better shoes. 
Water has been harnessed to develop the power and 
light. The factory and tannery have been built so 
as to make use of all of old Sol’s light and cheer, 
all of which helps to make a better product. Nothing 
has been left undone which would help to make 
Hirth Krause shoes better.

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

Tanners and Shoe Manufacturers

B U T T O N S
H We have a beautiful line of Pearls, in plain, carved and odd shapes I
B . both fresh water and ocean shell. 1
gf Also all sizes of black composition and ivory buttons. The kind ii
1  used very extensively for dress and suit trimming. |
M Along this line we call your special attention to our assortment I
I  No. 1309. A 60 card cabinet covering all selling sizes. 1
ji Inspect this line before placing your spring order. g

Quality Merchandise—Right Prices—Prompt Service

Paul Steketee & Sons
I  WHOLESALE DRY GOODS ü
i l ì l i i i i i i t i t i i i i i i i i i i i i i i i u ii t i i i i i ì i i i in i i in in i i i i i i i iD i ii i n ii i u ii i i i i iQ it i i i i i i i i i i n n ii i i i n n u i in i

GRAND RAPIDS, MICH.
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What Is Equality of Rights?
In a familiar passage of the A m er

ican Declaration of Independence 
there  is a certain resemblance to a 
more familiar one in the Serm on on 
the Mount. Both look to an idealism 
of the future which should be striven 
for and may be reached in the far 
future. “W e  hold these t ru ths  to be 
self-evident, that all men are created 
equal, that they are endowed by their 
Creator with certain unalienable 
rights , that  am ong these are life, lib
erty. and the pursuit  of happiness.” 
W hat  is meant by “created equal?” 
Nothing has been more conspicuous 
in all history than the inequality of 
men in their capacity for whatever 
activity they may become engaged in. 
I t  is all the more important  to recog
nize the rights which, with equal cer
tainty,  are “unalienable.” but what are 
they? No question is made of “life” 
or “the pursuit of happiness,” but 
what about “liberty?” T hat  is surely 
a r ight-to  be striven for by all human 
beings and to be permit ted  so far as 
the r igh ts  claimed by some, do not 
come in conflict with those of others. 
But all h istory  before and since the 
Sermont on the M ount and the Dec
laration of Independence is made up 
of such conflict, and the ideal is far 
from being reached yet. Still, it 
should be the prevailing aim of hu
man struggle until  it is attained, how
ever distant the happy realm.

Let us come down to the practical 
present in discoursing upon this text. 
1 here has really been great progress  

in modern history, and there is a vast 
opportunity  confronting  the world 
now for g reater  progress  in a short 
period of time. The position of the 
l nited States for taking the lead in 
it is exceptional, on account of the 
brevity of its history as an independ
ent nation, its distant separation from 
the older nations, and its freedom 
from entanglement with their long and 
varied experience and unequal rela
tions with each other. The unprec
edented conflict am ong them into 
which our Nation was inevitably 
drawn, by an attack upon its r igh ts  
and putting its future in peril, com 
pletely changed the drama of history 
on its present stage, and gave this 
Nation a chance to exert a powerful 
influence upon progress toward the 
great ideal of humanity. But for any 
real achievement in that direction its 
own forces have now to be b rought  
into ha rmony and effective co-opera
tion, and that  is far from being an 
easy task. It cannot be dictated or 
compelled by 'any existing government 
authority, but m ust  come from an 
.enlightening process on the par t  of 
the factors involved in national life 
and its advancem ent

W h at  are these factors and how 
are they to be directed for the task 
which confronts this  N a t io n ? They 
are mainly what are commonly label
ed as “capital and labor,” but they are 
not inanimate forces. They are made 
up of human beings who have minds 
and souls, enti tled to life, liberty and 
the pursuit  of happiness, but they have 
been much in conflict in recent years 
in their striving for this common heri
tage. T hey  have varied widely in un
derstanding. in capacity for what they 
were striving for and in their view 
of the way of achieving it. There 
has been on both sides much self- 
interest.  with selfishness of motives, 
and inequality of power in the s trug
gle of each for all it could gain. The 
result has been much less production 
and far g reater  cost in effort than 
would have been the case if the fac
tors  had worked fairly together for 
the general welfare. This has helped 
to bring  about the present situation, 
concerning recovery from the terrible 
consequences of tha t  war in Europe.  
I t  is one of confusion of sentiment,  of 
motives and of effort, in the forces 
tha t  need so much to exert  their 
powers in harmony- for their own 
benefit and for the restoration of wel
fare for the Nation and all its people. 
An object of the u tmost consequence 
for future safety and progress is also 
co-operation with those o ther nations 
which have suffered so much in the 
past  from conflict, and are now al
most blindly struggling for future 
safety.

W hat  we are seeking to lay special 
stress upon is not our relation with 
o ther  nations, but our conformity to 
the doctrine of rights upon which the 
Government of our own people is bas
ed, and upon which our future p ros
perity as well as National power is de
pendent. The relation of capital and 
labor has long been one of conflict 
with the basic principle of our Gov
ernment. Each has become a more or

Rent State Bank
M ain Office O tta w a  A ve.

Facing Monroe
Grand Rapids, Mich.

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

R eso u rces

11 >x2 Million Dollars

Per Gent.

Paid on Certificates of Deposit
Do Your Banking by Mail

The Home for Savings

The
Public Accounting Department

o f

The
Michigan Trust 

C ompany
Prepares Income and Excess Profits 

Tax and other Federal Tax 
Returns.

Installs General and Cost Account
ing Systems.

Makes Audits and Investigations for 
any purpose desired.

Room 211

Michigan Trust Company Building
Citz. 4271 Bell M. 408

Grand Rapids, Michigan
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C I T Y  T R U S T
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C A M P A U  S Q U A R E
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distrfct ' street car»—the Interurbane—the hotels—the shopping
On account of our location—our large transit facilities—our safe deposit vault* 

*hUr ?®mP,ete service covering the entire field of banking, our Institutions mud 
be the ultimate choice of out of town bankers and Individuals.

Comb ned Capital and Surplus ..........................$ 1,724,300.00
Combined Total Deposits ................................... . 10,168,700.00
Combined Total Resources ............. ............. . . . . .  13,167,100.00
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less organized force for prom oting its 
own interest,  not only at the cost or 
the sacrifice of the other, but  of that 
of the great mass of people consti
tuting the governing power for th em 
selves and their nation. While each 
of these forces has been struggling 
for what it regarded as its own rights 
and the common benefit of the coun- 
ti v or has professed to regard it as 
such, both have been really d isregard
ing the general results  of their activ
ities and the effect upon the wellbeing 
of the people as a whole and the 
power of the Nation. In  the situation 
that has been brought  about by con- 
ilict there is great need of a clearer 
understanding, a less selfish motive 
and a higher sense of justice, which 
will bring about co-operation for re 
storing sound conditons and working 
back to prosperi ty  in a manner that 
will leave the forces of peace activ
ities in harmony for greater  progress  
than ever before.— N. Y. Journal of 
Commerce.

Interest Rates Will Hold.
One of the factors in the invest

ment in real estate m ortgages is the 
interest  rate, which has held firm 
for the past two years. The war p e r
iod brought a general increase of 
rates to a level of approximately 6 
per cent, to the investor and although 
there has been a s trong demand for 
money this rate  is now steady over 
practically the entire m ortgage field. 
It has applied as well to city realty 
as to the farm loan field and the 
buildng demand, especially for homes 
in every city in the country, has made 
a need for large sums. Building is as 
yet far behind the demand, and were 
it not for the exceedingly high price 
of material and labor we should see 
such a boom in construction as was 
never known in the history of the 
country. The logical result of this 
demand is that  money for realty  loans 
is to be called for and the interest 
rate  will continue indefinitely. The 
high price of land makes every loan 
larger than before and farms are 
safely carrying m ortgages for sums 
equal to the total value of the p rop
erty  a few years ago. The one thing 
that  can at present  change the in te r
est rate and make the money less cost
ly to the borrower is the passage of 
the bill now before Congress for the 
encouragement of home building and 
land ownership. I t  is known as “H. 
R. 8080—A bill to encourage the 
building of homes by providing for 
exemption from taxation of the in
come from m ortgages on real estate.” 
I t  provides for the exemption from 
all taxation of m ortgages in the hands 
of individuals up to $40,000. I ts  adop
tion would undoubtedly have the ef
fect of bringing to the realty  field 
millions of dollars and probably re 
duce the interest  rate. This  would 
have more effect than a partial exem p
tion which is proposed in some states 
through the establishment of a filing 
fee.

The hindrance to the investment 
of funds in farm mortgages or any 
realty loans in some states is the in
sistence on the part of the state that 
the mortgage shall be assessed for 
taxation at full value. This, in many 
localities, reduces the interest rate 
from 1 to 2 per cent., leaving the in

vestor with less income than lie can 
obtain from municipal or even Liber
ty bonds. It is true that no t  all m o r t 
gages are re tu rned  for taxation. The 
tax commission of Kansas estimates 
that not over 20 per cent, of the m o r t 
gages are taxed. Tax is avoided in 
one method by leaving the m ortgage 
in tlie hands of his agent,  who is not 
compelled to reveal the details of 
his business, l ie  collect the interest 
and tu rns it over to the actual owner 
of the loan. Mortgages owned by in
surance companies are also free from 
taxation, the companies paving taxes 
on certain of their assets as a whole. 
Yet the very fact that  the mortgage 
is technically taxed deters the invest
ment of private funds in such states, 
while in states that are more liberal 
it comes into the loan field freely. 
The tendency is to relieve real estate 
loans up to a certain am ount from 
taxation, especially as the Federal 
land banks bonds are exem pt and 
are in effect real estate securities. The 
exemption of m ortgages from taxa
tion and the double burden would be 
welcomed >by the average investor, 
for he likes to do business in the 
open. 1 he investor is not willingly 
a tax dodger, but if he is burdened 
with a tax rate that takes from him 
a large part  of his income, as he 
feels unjustly, he will avoid it if pos
sible. At the same time the interest 
rate is kept high. The likelihood of 
a federal exemption law is not e n 
couraging at this time—too many 
other financial m atters  are before 
Congress and an election is in the 
offing. So the interest  rate  is likely 
to remain as now, and if anything it 
may become stronger  if the demand 
for loans increases through a larger 
investment in farms and higher prices 
for real estate.— E. M. H arger  in Fi
nancial World.

The more time you spend in cold 
weather try ing  to keep warm  around 
a hot fire the less energy you will 
have to get warm by keeping busy.

You may succeed when others  do 
not believe in you, when everybody 
else denounces you, but never when 
you do not believe in yourself.

Established 1853

Let Us Serve You 
In Our

Bond Department 
Foreign Department 

Commercial Department 
Savings Department 

Safety Deposit Department 
Collection Department

Will and Way
Where there’s a will there’s a way to 

assure the carrying out of your wishes. The 
way 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 monthly 
trust letter a request will pkee you upon 
our mailing list.Rrand RapidsTrust Rdmpany

GRAND RAPIDS, MICH.
O T T A W A  A T  FOUNTAIN BOTH PHONES 4391

What Are the Right Kind of
Investments for a Merchant?

J^JO ST merchants arc making money today. Many find 
themselves with more capital than they require in their 

business.

This capital, left idle, is a waste and drag on profits, as much 
as a slow-turnover of your stock.

Keep this surplus capital wisely invested. You require a par
ticular kind of investment.

First of all, it must be absolutely safe, not speculative—because 
you cannot afford the remotest risk of loss with money you 
may at any time need in your business.
Second, you should invest only in securities that have a ready 
market—so that you may have your capital for other use im
mediately when required.

We carry, at all times, an assorted list of securities that meet 
these requirements and are suitable for a merchant’s needs.
On request we shall be glad to tell you about these by letter. 
When in Grand Rapids, you are cordially invited to call at 
our offices and get acquainted.
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EDUCATIONAL CRISIS.

Serious Problem Which Confronts 
the American People.

W ritten for the Tradesm an.
In this post-war period of liquida

tion and re -ad justm ent we have many 
confusing symptoms. T here  „ are 
many things of a hopeful nature, giv
ing promise of a be tte r  day ahead. 
And then, again, there  are tendencies 
which seem to point in a directly 
opposite way. So, in the p lethora  of 
our time, there  is food for both  pes
simist  and optimist.

The writer is inclined to believe 
that  the present  educational situation 
in America is the g raves t  th ing  on 
the skyline. As this  publication goes 
to an intelligent, forward-looking con
st ituency; viz. business men and 
women of the open mind—people 
who are interested not only in the 
things that affect business, but also 
in m atters  that have a vital bearing 
on the national life—no preliminary 
apology is needed for the following.

Let me begin by the s ta tem ent that 
our whole superstructure  of educa
tion in America, from the rural 
schoolhouse with its handful of pu 
pils, to the big university with its 
thousands of students , is showing 
m ost a larming sym ptom s of disinte
gration. The economc de term in
ism of our time is th inning the ranks 
of ou r  educational institutions of 
every type. In o ther  words, a walk
out of county, village, and city school 
teachers is on. Professors,  assistant 
professors, and even instructors  in 
our colleges and universit ies are quit
ting their teaching positions and ac
cepting more remunerative jobs in in
dustry and business. The ranks are 
rapidly thinning; and it is the very 
best .of our teachers tha t  we are los
ing— men and women of force, intel
ligence and initiative—the very ones 
we can least afford to lose.

Dr. Virgil Pre t tym an,  for twenty- 
five years headm aster  of Horace 
Mann School, Columbia Universi ty, 
says: “I am not sure that  the A m er
ican people believe in education. A ny
thing this country  believes in it is 
willing to buy. I t  has not shown 
any willingness to pay for good edu
cation.” And he goes on to say, 
ra ther gloomily: “ I do not  believe 
that America will recognize the des
perate situation in time to prevent the 
wrecking of the educational system.” 
William Allen Neilson, president of 
Smith College, the largest college for 
women in this country, affirms: ‘‘The 
teaching profession is facing extinc
tion.”

One hundred fifty thousand school 
teachers have quit their jobs within 
the last twelve months.  Four  hun
dred schools in W es t  Virginia  did 
not open this year and their normal 
schools have trained only one-fifth 
the teachers needed. Commissioner 
Kendall, of New Jersey, reports  “a 
demoralized and broken-down educa
tional sys tem ” for his own state. 
A labama’s annual report  reveals that  
500 schools for whites and as many 
for negroes could not open in 1919 for 
lack of teachers.  In one county  in 
Pennsylvania  there are fifty-three 
schools with no teachers.

Is the little red schoolhouse doom 
ed? Are the boys and girls of our
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country  sections going to be bereft 
of all chances of ge tt ing  the rudi
ments  of an education? If the present 
exodus of the rural school teacher is 
not  checked in time, this is inevitable.

The  country  school teacher usually 
gets f rom  $30 to $50 per m onth for 
her work; and m any  of these schools 
are small. The pupils range from 
little to ts  just  learning their alphabet 
to big six-footers of the upper grades. 
Sometimes there  are almost as many 
grades as there  are pupils. The coun
try  is lonely, roads bad, and the task 
is, to put it mildly, ra the r  irksome 
and prosaic to the young woman of 
imagination and initiative. So, when 
the Governm ent issued its appeal for 
war workers, many of these teachers 
resigned their teaching positions and 
got into more interesting, more re- 
muerative kinds of work. Some of 
them  went into the towns and cities 
and got jobs in stores,  shops, and o th 
er business concerns.  They escaped 
the loneliness of the country and dis
covered that  they could make three,  
four, and even five times as much in 
o ther  lines of work. Can you blame 
them for quitting?

C ountry  school teachers haven’t 
any union, and they do not believe in, 
or  act upon, the principle of collective 
bargaining; but they are on a strike 
just  the same. The Federal Bureau 
of Education has estimated the short 
age at  50,000 teachers.  No doubt this 
teacher shortage has vastly  increased 
since these figures were given out. 
By next fall, if the present tendency 
is not checked, they will be far be
low’ the actual needs.

W h y  are our country school teach
ers quitt ing? As Penrose  would say, 
"F o r  the main and simple reason,” 
that  they are not being paid for their 
services. T hey  resent the economic 
injustice of going on teaching the 
youth of a prosperous nation at s ta r
vation wages. Books, clothing, al
m ost  everyth ing a teacher must have, 
in order  to live comfortably even in 
the country,  and to provide herself 
with the books and accessories she 
should have for self-culture and p ro 
gressive intellectual development, are 
denied her by the pitifully inadequate 
salary she gets. She is becoming sick 
and tired of teaching a whole m onth 
for the week’s wage of a city scrub 
woman. Can you censure her for 
quitt ing the job cold?

School taxes will have to be in
creased and country  school teachers 
will have to be paid more money.

The  country  school may not sound 
so impressive, but it is a t remendously 
vital th ing in our  American education
al system. One hesitates to predict 
what will happen if, for any reason, 
the little red schoolhouse should cease 
to function.

The case is not quite so desperate 
with schools in t h e  towns and cities, 
a lthough they too are losing teachers. 
Cities have responded somewhat more 
freely to the expanding needs of mod
ern  education. There  are better  
buildings, m odern accessories, and 
provisions of much larger salaries in 
our town and city schools.

But, while the increase in the cost 
of living for the teacher has increas
ed 103 per cent, since 1914, as against 
an increase of 79 per cent, for the 
laboring class, the wages of the

former have advanced very little, 
while the pay for all classes of labor 
has more than doubled during the 
same period.

In an Illinois town there was a 
foreign-born miner who made during 
the year $2,750. And he, no doubt, 
earned all he got. Not a very allur
ing job, mining coal down in the bow
els of the earth, and one takes 
chances; hut there was also in that 
same town a college graduate at the 
head of the village school, a tine, cul
tured young man, putting the very 
best he had into his wrork. His salary 
was $750 for the year! Now there 
is surely something stupid in an eco
nomic system that can tolerate such 
a situation.

For several years the percentage of 
men going into teaching has been on

the decline; and now women are be
ginning to fight shy of the vocation. 
There  isn’t enough m oney in it. There 
are too m any opportunit ies  of a com 
petit ive na ture  in o ther  fields—jobs 
that  pay more m oney and promise a 
brighter  outlook for the future.

H ow  is the case with the small col 
lege? Last  week a friend of the writ
e r ’s, the president of a denomina! 
college, told me tha t  he was losing 
one of the best men he had—the head 
of his economic department.  That 
professor had been ge tt ing  $2,000 per 
year. He  had declined offers from 
other  colleges and from business or 
ganizations. He  was loyal to his col
lege, and he liked the town and its 
people. But on $2,000 per yea:, with 
a sick wife and o ther  expenses, he got 
behind. So he is accepting a job at

PETOSKEY PORTLAND CEMENT CO.
PETOSKEY, MICHIGAN.

Authorized Capital S to c k ___________ $1,500,000.
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write the Cement Company and get the truth.

Those who sell their stock now are certain to regret it in the 
near future.
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$5,000 a year from a business concern. 
One college up east lost seven out 
of nine teachers and professors in a 
single department. T hey  accepted 
positions with business concerns at 
from two to three times the salaries 
they were getting as teachers.

So, just  as the brightest  and most 
capable of our country school teach
ers are quitt ing and going into other 
lines of work, so business is luring the 
brightest  and most resourceful of our 
college professors and assistants from 
the colleges and universities. Three  
men resigned from the faculty of the 
University  of Cincinnati within a sin
gle week. Better jobs with bigger 
pay.

Milk deliverymen, hod-carriers, 
ditch and grave diggers,  and even 
scavangers of the street , make more 
money than the refined, cultured men 
who are training our youth in many 
of our institutions of higher learning. 
The same friend of mine, confessed to 
me with humiliation, that  their head 
engineer was ge tt ing  more money 
than one of his deans. The dean is a 
doctor of philosophy, and a woman 
of rare culture and splendid teaching 
ability. I t  is not that  the engineer is 
ge tting too much, but  ra ther that  the 
dean is getting too little.

W hy don’t the executive heads of 
these colleges and universities increase 
the salaries of their professors and 
instructors immediately so as to re 
tain them? Sounds simple—but un
fortunately it isn’t as easy as it 
sounds. Most of these institutions 
have fixed incomes—tuition and in
comes derived from endowments. 
T hey  make up their annual budgets, 
allowing so much for each depart
ment.  They  cannot increase salaries 
without enlarging their endowments.

T hat  is the reason there are so 
many colleges and universities now 
in the midst of financial campaigns 
and drives for enlarged endowments. 
T hçy  are trying to meet the desperate 
educational crisis insofar as these in
st itutions of higher learning are con
cerned. But the closest reciprocal 
relation exists between the various 
integral  factors of our compactly-knit  
educational system; if the country and 
village schools decline, the institu
tions of higher learning will crumble 
and fall. These rural and village 
schools are feeders of the big educa
tional institutions.

“ Education is the impartation of 
personality,” says Newton Marshall 
Hall, in the Outlook. “Education is 
the impartation of personality, as 
well as the acquisition of learning. 
Character is more im portan t  than any 
amount of information. Teachers  are 
asking for a salary, not commensurate  
with the value of their services— 
America is not  rich enough to pay 
them that—but large enough to live 
on, not penuriously, not  luxuriously, 
but in accordance with the dignity of 
their high calling.”

P. P. Claxton, United  States Com
missioner of Education, says: “There  
is enough money in America to pay 
for many th ings less valuable than 
education. I hope the time will come 
when every American community 
will realize tha t  the education, and the 
complete  education, of the poorest  
and m ost  backward child in all its

borders  is a supreme duty which can
not be avoided without peril. We 
must pay what is necessary to secure 
the best education, no m at te r  what 
that may cost. W e cannot trust  the 
task to incompetent and bungling 
hands. Trained men and women of 
the highest character are the only 
ones who can do the work as it should 
be done. T hey  must be paid ade
quately for their services. No self- 
respecting teacher thinks of salary 
alone. T housands are held to their 
tasks to-day because the high privi
lege of it radia tes their souls. Honor  
to them! But we of America cannot 
exploit the spirit of such teachers and 
keep our own self-respect without ad 
mitting tha t  the souls of our children 
are of less value than our dollars.” 

Charles Lloyd Garrison.

T here  are lots of m erchan ts  who 
are ge tt ing  a living out of their stores 
in spite of the way they  run them 
ra the r  than  on account of it.

Exchange  Your L iberty  Bonds F o r  
P erm anen t  Issues.

Look over your Liberty bonds! 
D on’t think because you have cashed 
the last interest coupon or there is 
only one coupon left that Uncle Sam 
is through paying interest on your 
bonds.

Some issues of Liberty bonds were 
put out in tem porary  form and should 
be exchanged within the next m onth 
or two for the perm anent  bonds. T hey  
are as follows: First  L iberty  4 per 
cent., on which the last interest  cou
pon fell due Dec. 15, 1919; second 
Liberty 4 per cent., on which the last 
coupon fell due Nov. 15, 1919; first 
Liberty 4^4 per cent., on which the 
last coupon will fall due on June 15 
next;  the second Liberty 4^4 per cent, 
on which the last coupon will fall 
due on May 15 next;  and the third 
Liberty 4*4 per cent., on which the 
last coupon will fall due on March, 
this month.

On or after March 15 thir

4J4 per cent, bonds should be ex
changed for a new permanent  bond 
with the full number of coupons to be 
paid in the future. The o ther  bonds 
here described will be exchanged for 
permanent bonds next month, or as 
soon as the Government can print 
and send them out.

Take your bonds to your bank to 
have them exchanged. Don’t give 
them to any irresponsible person in 
exchange for what he tells you is a 
new bond or on his promise to ex
change your bonds for you. Do it 
yourself. Look over your bonds care
fully, so you will choose the right 
ones to he exchanged. You will find 
skeleton letters in large red type 
across the face of the bond describing 
just what issue it is.

I t ’s a fine th ing  to have enough 
money to start  in business on a cash 
basis, but i t ’s a finer th ing to have 
the nerve and ability to s tart  in with-

En trance to 
Grand Rapids Office

W est Penn Power Company
5 Y ear 6% Convertible Gold 

Debentures
Normal Federal Tax  Paid Up 

to 2%
The Company supplies e lectric 
ity  for light, heat and power in 
110 cities  and tow ns located in 
the Pittsburgh industrial d is
trict.
These D ebentures are a  direct 
obligation of the Company and 
are convertible, par for par, a t  
the option of the holder, on and 
after  Dec. 1, 1920, into its  7% 
Cum ulative Preferred Stocks.

Price to Yield 7% 
Circular on R equest

Claud Hr CWvuja/r)
The value of the service which any organization 
has to offer to the public is directly dependent upon 
the ability and integrity of the individuals com
posing that organization.

As a founder of one of the first investment com
panies in Western Michigan, Claud H. Corrigan's 
experience has well equipped him as an adviser on 
institutional and personal financial matters.

His wide experience in municipal, corporation and 
governmental financing, has made it possible for 
him to give expert advice in all fields of invest
ment.

As Vice-President of Fenton, Corrigan & Boyle, 
with no other financial interest or associations, his 
experience and ability insures the value and in
tegrity of the service of this organization to both 
large and small investors.

FENTON,CORRIGAN&BOYLE
Michigan T rust Building 
G R A N D  R A P ID S , M IC H .

Bell Phone— Main 5139 
Citizens Phone— 4212

Offices:
Grand Rapids, Detroit, Chicago 

C LA U D  H . C O R R IG A N , V ice-President
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Review of Some of the  Principal 
H ardw are  Staples.

Ash Sifters—The cold spell prevail
ing in this section during the past ten 
days has stimulated the sale of ash 
sifters and jobbers  report  that they 
have been receiving a great  m any re 
orders  from their customers.  Prices 
on ash sifters continue to be very 
firm

Automobile Accessories—The near
er spring approaches the more clearly 
is shown the general interest  in au to
mobile accessories. Dealers in au to 
mobiles are constantly  warning their 
t rade that there is going to be a t re 
mendous shortage of cars during the 
entire  season. T h is  together  with the 
steadily advancing price will undoubt
edly cause many car owners  to put 
considerable work on their old cars 
with a view to driving them  the com 
ing season, or  to selling them  to that 
much be tte r  advantage. I t  is na tu ra l
ly too early to see much movement 
in e ither the new or used car market,  
hut automobile  dealers find that auto- 
show prospects are developing much 
be tte r  than last year, and this indi
cates far better business for the com 
ing season. There  is no no tew orthy  
change in prices this week.

Bolts and Rivest—A nother advance 
occurred on stove, tire and sink bolts 
during the past  week. O th e r  items 
are firm since the advance of a week 
ago and the market is fairly active. 
Prices on holts in the local market 
vary. Machine bolts -‘O  x 6 and small
er. 20 per cent, to 25 and 5; larger 
and longer, 10 per cent, to 5 and 5. 
Common carriage bolts , 0 a x 6  and 
smaller. 10 per cent, to 15 and 5; 
larger and longer, list net. to 5 and 5. 
Lag screws range from 25 per cent, 
to 30 and 5. Stove bolts, % to 70. 
Com mon tire bolts,  50 to 55.

Churns—Jobbers  are beginning to 
move their spring quota of this class 
of goods. Prices show no change 
from last week’s quotations.

Clipping Machines and P a r t s— 
There  has been an increase in sales of 
all kinds of clipping machines and 
par ts  reported last week. Jobbers  
state that they have fair stocks on 
hand and are able to fill all orders 
promptly. Dealers have been reorder 
ing the horse-clipping machines and 
sales are reported  well up to expecta
tions.

Coffee Mills—T here  is a s trong  in
terest  for coffee mills and also som e
what of a scarcity.

Coal H ods—Jobbers  are making a 
special effort to have their salesmen 
hook orders  for future delivery on 
coal hods and urge dealers who have 
not already placed their orders  to do 
Si) at once. Owing to the shortage 
of steel sheets ther^ undoubtedly will 
be a shortage and the demand for 
immediately delivery continues to be 
very good.

Cutlery—The local cutlery situation 
is unchanged. The demand is far in 
excess of the supply and it is reported  
that it will require many m onths  of 
intensive production on the part  of 
cutlery manufacturers before the 
present demand can be in any ade
quate way supplied. During the past 
week the demand for jack knives and 
heavy shears was the most noticeable 
feature in the local market.  No price

changes of importance occurred lo
cally. The demand for safety razors 
is exceptionally heavy and the local 
supply is apparently  low. Practically 
all Michigan jobbers  report  difficulty 
in obtaining anything like adequate 
deliveries on any of the standard 
items of cutlery. The reason is sim
ply because it is physically impossible 
for the m anufacturer  to produce more 
than he is doing at present. The 
most serious difficulty that  American 
manufacturers  have to deal with is the 
present  labor condition. This is es
sentially true and applicable to the 
cutlery manufacturer  whose produc
tion in both quantity  and quality is 
literally limited by the whim of labor.

Eaves T rough and Conductor Pipe 
— Prices on eaves trough and con
ductor pipe advanced about 1 per 
cent, during the past week. Jobbers 
state that  their sales are excellent 
and the demand is improving each 
day. Their stocks are only fair, but 
have sufficient quantity on hand to 
meet present requirements.

biles-—There  has been no change in 
price since last reported:  however,  
some of the small m anufacturers have 
advanced prices. Jobbers  state  that 
their stocks are well assorted and are 
able to fill all orders  promptly.

Freezers—Call for freezers so far 
is extremely light, hut with the ten 
dency of last season toward heavier 
sales in this  market the coming year 
doubtless will prove a good one for 
the sale of this article.

Galvanized W are—Jobbers  state 
there is no improvement in deliveries 
made by manufacturers during the 
past  week and that their stocks are 
badly broken. In fact, they have very 
few, if any, of the staples on hand. 
Prices are being quoted only on ap
plication and orders  taken subject to 
stock on hand.

Garden Tools-—Since the advance 
of last week renewed interest  has 
developed on all i tems listed under 
this heading. Garden fools of all 
kinds are the foremost selling articles 
at present in the local market,  with 
the possible exception of wire goods. 
The shortage tha t  has developed as a 
consequence of the heavy demands 
and m anufacturing difficulties is being 
very acutely felt in many quarters.

Lawn Sprinklers—These items are 
receiving their fair share of interest 
in the present spring buying. Prices 
are firm. Gold lacquered, tin top, A2/$ 
in. diameter, $14 per doz. Sheet brass 
ring sprinkler, 8 in. diabeter, $7.50 
per doz. Sprinkler with 3 brass arms, 
5 in. high, brass  head, $14 per doz.; 
3 brass arms, 12 in. high, brass head, 
$16 per doz.; 3 brass arms, 24 in. high, 
brass head, $23 per doz.

Milk Cans—O rders  are increasing 
in this line, with price holding as 
quoted in last week’s report .  The 
increase of dairy projects th roughout 
this  district has added to the sale 
of this class of goods in the past few 
years.

Nails—The card of extras  on wire 
nails, issued by several independent 
companies makes an advance of 22 
cents per keg, to conform, it is said, 
to their increased cost of manufacture. 
“Since September, 1917,” says The 
Iron  Age, “when the Governm ent fix
ed the price at $3.50 per keg, the wire

nail business, it is claimed, has been 
done at a loss. About 1,000,000 tons 
are consumed annually in normal 
times and it is estimated that 20,000,- 
000 kegs of nails will he made this 
year.’’

The scarcity of both cut and wire 
nails continues to be the most con
spicuous shortage in the entire hard
ware market.  The current prices p re 
vailing in this section vary consider
ably. F q r  wire nails the price is still 
$4.25 base.

Paper — Paper continues to he scarce 
and high priced. Some kinds of pa 
per are practically off of the market.

Planters—Corn and potato planters 
are beginning to move from jobbers 
to dealers stocks. It is naturally too 
early to expect any retail trade along 
this line hut dealers are showing in
terest in goods of this general de
scription.

Sash W eights— Even at the advanc
ed price of sash weights announced 
last week sales have materially in
creased and the demand, if anything, 
continues to he heavier. Foundries 
are unable to produce enough weights 
to meet present requirements.  Jo b 
bers have very few sash weights on 
hand and are unable to accumulate 
a stock.

Sash Cord— Sash Cord is running 
high and strong at the last quotation. 
Stoqks are low and mill shipments 
are very slow* in arriving.

Sand Paper— Call continues to be 
very heavy on this line of goods with 
jobbing prices holding as last quoted 
Mills are still far behind on their or
ders with no prospect of catching up 
anywhere  near present  orders in the 
next few months.

Screen Doors and Windows— Retail 
trade has not started as yet on this 
class of goods but dealers are consid
ering their initial stocks and finding 
prices higher than they were last fall, 
with makers of this class of goods no 
better off than o ther manufacturers in 
the m atter  of production.

Screws—A few price changes oc
curred during the past  week on 
screws. The demand is consistent but 
not  unusually heavy. Flat head, bright 
screws are now quoted 771/  and 20 
per cent. Flat head, galvanized 
screws, 57>/> and 20 per cent. Round 
head blued screws, 70 and 20; round 
head, nickel plated screws, 60 and 20. 
Iron machine screw's 66 %  per cent. 
Brass machine screws 50 and 10 per 
cent. I t  should be noted that plain 
round and flat head screws remain 
unchanged.

Solder— Since the decline noted a 
week ago there is no further change 
in the price of solder. Sales are a t  a 
comparatively low point.

Sprayers— Sprayers are in ample 
demand and the supply seems to be 
fairly adequate to answer normal 
spring buying in this section.

Steel Sheets—The shortage of steel 
sheets is more notable than ever and 
the demand appears to be heavier. 
Jobbers continue to place a limit of 
one bundle of sheets to a customer. 
They have very few sheets on hand 
and deliveries continue to be slow. 
Present  prices are being well main
tained.

Stove Board—Jobbers  report  that 
they are booking very satisfactory o r 

ders for future delivery on stove 
board. There  is an inclination on the 
part  of the dealers to anticipate  their 
wants earlier, as a g reat  many dealers 
were unable to procure  enough stove 
board last season to meet their re 
quirements. P re sen t  prices held firm.

'backs—T here  is no further change 
in the price of tacks noted and sales 
are at a comparatively low point and 
probably will be until spring work 
opens up.

Tire Chains— There  is a great short
age of tire chains. Jobbers  wffio usu
ally carry in stock twenty  thousand 
pairs of these chains report  tha t  their 
stock is less than two thousand pairs 
and these are odd sizes. Manufac
turers  are away behind with their 
orders and are m aking no promises 
as to deliveries.

W heelbarrows—There  is a scarcity 
of steel t ray  wdieelbarrows. Jobbers 
report ,  however, th a t  they have wood 
trays on hand and are able to make 
prom pt deliveries on these. The de
mand for wheelbarrows was never 
heavier and dealers who have not 
checked up their  stock and placed 
their orders  for wheelbarrows should 
do so a t  once, as with the large 
amount of construction work under 
way, a great  m any  wheelbarrows will 
be needed.

W indow Glass— It is reported  that 
if some factories accepted all of the 
orders  offered them  they would be 
able to tie up their entire production 
for the next two years.  There  has 
never been, it is said, the scarcity of 
both window and plate glass in the 
history of the industry. T he  railroads 
are placing heavy orders  and the auto
mobile industries are also extremely 
heavy buyers.  I t  is sta ted that sev
eral large orders  placed by the Gov
ernment for naval construction  work 
have been refused by some of the 
largest factories because they  are now 
so far behind on production that  it 
would he impossible for them  to bur
nish the Governm ent requirements. 
All prices it should be noted are nom 
inal and a ltoge ther  subject to stock 
on hand at time of delivery. Build
ing contractors  are offering fabulous 
prices for p rom pt  deliveries of even 
inferior quality glass.

Wire Cloth and Pou l t ry  Netting— 
Jobbers  are not accepting any orders 
for wire cloth and poultry  netting  to 
be shipped by the manufacturer .  All 
orders  are subject to stock on hand. 
Stocks of ne tting and wire cloth are 
very limited and it would not be sur
prising if local jobbers  were obliged 
to withdraw from the m arket  in the 
very near future.

Wire  Goods— From  all indications 
the sta tem ent th a t  there  is going to 
be a very real shortage in wire goods 
of all kinds is thoroughly  warranted. 
The present  difficulty in obtaining 
goods is causing both  jobbers  and re 
tailers unfeigned em barrassm ent.  The 
demand is out of all proport ion  to the 
supply.

W ood Handles—T he shortage of 
hickory and the g reat  demand for 
wood handles m akes it a lmost impos
sible for jobbers  to accumulate stocks. 
Shipments from the manufacturers 
are very slow and as soon as a quan
tity of these handles are received they 
are applied on back-orders.
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War Department
QUARTERMASTER CORPS

Sale of
1.600.000 Pounds of Canned Roast Beef
45 .000  Cases of Canned Tomatoes
138.000 Pounds of Graham Flour
700.000 Pounds of Candles

and
9.260.000 Pounds of Salt

The Surplus Property Division, Office of the Quartermaster General of the Army, offers for sale the articles described in this 
advertisement. Informal bids on this merchandise will be accepted at any of the offices named in this advertisement until 3:00 p. m. 
(Eastern Time) March 27th.

No deposit will be required when aggregate of bid or bids of any one bidder is $1,000.00 or less. When bid or aggregate bids 
is for more than $1,000.000 a 10 per cent, deposit thereof must be submitted with the bid. Such bidders as may desire to do a con
tinuous business with the Surplus Property Division, a term guarantee in the sum of not less than $25,000.00 may be deposited with 
the Surplus Property Division at Washington, D. C., or with the Zone Supply Officers; such term guarantee is to be so worded as 
to bind the bidder to full compliance with the conditions of any sale with regard to which he may submit proposals, that is, proposals 
on any property offered for sale by the Surplus Property Division during the lifetime of the guarantee. A term guarantee will not 
relieve the bidder from the forwarding of his certified check for 10 per cent, of the amount of his purchase within 10 days from the 
notification of award.

No special bid form is necessary. Complete conditions of sale are embodied in this advertisement.

Surplus Property Subsistance List No. 6.
Bids Close March 27th.

Item No. 636.

708,400 Lbs. Candles, Issue.
Sixes, packed tO lbs. per case. Manufac
turer unknown. Stored at N orfolk , Va. 
Minimum bid considered, 200 lbs.

Item No. 638.

*700,000 Cans Tomatoes.
No. 2— commercial packing, 24 cans per 
case. Various "packers. Stored at Phila
delphia, Pa. Minimum bid considered, 10 
eases.

Item No. 640.

*80,000 Cans Tomatoes.
No. 10—commercial packing, 6 cans per 
case. Various packers. Stored at Phila
delphia, Pa. Minimum bid considered, 10 

1 cases.

Item No. 637.

*811,464 Cans, Beef, Roast.
2 lb. cans. Packed 24 cans to case. Manu
facturer unknown. Stored at N orfolk , Va. 
Minimum bid considered, 5 cases.

i
Item No. 639.

*100,000 Cans Tomatoes.
No. 3—commercial packing, 24 cans per 
case. Various packers. Stored at Phila
delphia, Pa. Minimum bid considered, 10 
cases.

1
Item No. 64i.

*138,906 Lbs. Flour.
i Graham; packed in cotton bags, 98-100 lb. 

bags. Various packers. Stored at G ov
ernor s Island, N . Y. Minimum bid con- 

[ sidered, 10 bags.

S P E C IA L  N O T IC E : The Government purchased and accepted these Tomatoes as standard or better. No guarantee of sale w ill be given except as to size 
and th a t tomatoes comply w ith food laws as to condition. Packed during October, 1918, to M ay, 1919. *

Each successful bidder w ill be required to certify , before delivery is made, on items marked (* )  th a t they w ill not be sold or offered for sale 
directly or indirectly, for export.

Full Details on Opposite Page.
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WAR DEPARTMENT SALE
Subsistence List No. 6. Bids Close March 27th.

Issue Salt, Rock Salt, Dairy Salt
Packed in 100 pound bags, or 280 to 300 pound barrels, with the exception of item No. 632.

Item
No.

601- S
602- S
603- S
604- S
605- S

606- S
607- S
608- S
609- S
610- S 
611 -S
612- S
613- S
614- S
615- S
616- S
617- S
618- S

Quantity  Description

270,000 lbs. Salt, Issue 
2,289,500 lbs. Salt, Issue 

218,867 lbs. Salt, Issue 
1,839,439 lbs. Salt, Issue 

272,800 lbs. Salt, Issue 
Packed in 
100 lb. bags

66.000 lbs. Salt, Issue
50.000 lbs. Salt. Issue 

2,294,712 lbs. Salt. Issue
32.000 lbs. Salt, Issue 

600 lbs. Salt, Issue
3,700 lbs. Salt, Issue 
2,240 lbs. Salt, Issue 
2,100 lbs. Salt, Issue 

274,602 lbs. Salt, Issue
50.000 lbs. Salt, Issue
40.000 lbs. Salt, Issue 

123,396 lbs. Salt, Issue 
150,000 lbs. Salt, Issue

Manufacturer

Independent S. Co. 
Independent  S. Co. 
Independent  S. Co.

Independent S. Co.

Independent  S. Co. 
Independent S. Co.

American Salt Co. 
W orces te r  Salt Co. 
M orton Salt Co. 
Sprague, W arn. Co.

Dooster  Salt Co. 
Morton Salt Co. 
BAV.Carrington Co. 
B .W .Carrington Co. 
Colonial Salt Co.

Stored
Minimum

Bid

Brooklyn, N.Y. 
Newark, N.J. 
New York, N.Y. 
New York, N.Y. 
New York, N.Y.

1 ton 
1 ton 
1 ton 
1 ton 
1 bag

New York, N.Y 
Camp Lee, Va. 
Balt imore. Md. 
Chicago, 111. 
Sparta, Wis. 
Erie  Prov. Grd. 
F o r t  W ayne 
F o r t  W ayne 
Chicago, 111. 
Camp Travis 
El Paso, Tex. 
San Antonia,  Te 
Newport  News

1 ton 
1 ton 
1 ton 
1 ton 

The  lot 
The  lot 
The lot 
The lot 

1 ton 
1 ton 
1 ton 

X . 1 ton 
1 ton

Item
Quantity  Description Manufacturer

Minimum
No. Stored Bid

619-S '68,000 lbs. Salt, Dairy 
Packed in 
2801b. bbls.

Willoughby, O. 1 bbl.

620-S 2,200 lbs. Salt. Rock Boston, Mass. The lot
621-S 4,338 lbs. Salt, Rock Boston. Mass. The lot
622-S 2,600 lbs. Salt, Rock Boston, Mass. The  lot
623-S 75,000 lbs. Salt, Rock Boston, Mass. 1 ton
624-S 17,730 lbs. Salt, Rock Boston, Mass. 1 ton
625-S 33,500 lbs. Salt, Rock Sterling Salt Co. Brooklyn, N.Y. 1 ton
626-S 64,300 lbs. Salt, Rock Independent  S. Co. Brooklyn, N.Y. 1 ton
627-S 442,000 lbs. Salt, Rock New York, N.Y. 1 ton
628-S 198,000 lbs. Salt, Rock Independent  S. Co. Pt. Newark. N.J. 1 ton
629-S 60.000 lbs. Salt. Rock Camp Lee, Va. 1 ton
630-S 10,000 lbs. Salt, Rock Camp Meade.Md. 1 ton
631-S 1,400 lbs. Salt. Rock Edgewood 

Arsenal, Md. 1 ton
632-S 107,120 lbs. Salt. Rock Willoughby, O. 1 ton
633-S 10,500 lbs. Salt, Rock Avery Salt  Rock Co. San Antonio,Tex. 1 ton
634-S 50,000 lbs. Salt, Rock Am. Salt & Coal Co. San Antonio.Tex. 1 ton
635-S 96,100 lbs. Salt, Rock Am. Salt Sc Coal Co. El Paso, Tex. 1 ton

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

NEGOTIATIONS: i
No special form is required for the submission of a bid. Bids may be made by letter or telegram.
A ll‘bids must be submitted by 3:00 p. m. (Eastern Time) March 27th. 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.; 1819 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 must 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.

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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TH E NATIONAL ASSOCIATION.

What It Has Accomplished For 
Hardware Trade.*

Some weeks ago the editor  of the 
National H ardw are  Bulletin addressed 
a meeting of hardware  m erchan ts  in 
Lima, Ohio, when th ir ty  dealers from 
surrounding towns enterta ined their  
seven city competitors  at supper.

In the round  table discussion of 
general business topics the nail sh o r t 
age was mentioned. One dealer said 
tha t  while his stock was not  large he 
would gladly divide with any dealer 
entirely out of any size.

A few days later ano ther  Ohio 
dealer visited National headquarte rs  
to study the N. R. H. A. accounting 
system and get plans for the re 
arrangem en t  of his store. H e  inci
dentally mentioned that  he and his 
competitor  were loaning goods to 
each o ther  and tha t  he then owed his 
competitor  about tw enty  kegs of 
nails.

Asked whether they  would have 
done this ten years ago, he said, “ W e 
wouldn’t have done it six years ago, 
for we were suspicious of each o ther  
and fighting like dogs and cats Since 
we have forgotten our  pe tty  jea lous
ies, there  is some pleasure in doing 
business.”

“W hat  is responsible for the 
change?” he was asked, and without 
a m om ent’s hesitation he said. “The 
Association. Never would we have 
gotten together  had no t  the associa
tion shown us the value of co-opera
tion.”

W hich recalls the story  of Charles 
Lamb, the plavright wdio is said to 
have once expressed hate  for a certain 
man. In surprise, a friend replied. 
“ But you don’t even know him?” 
“No,” said Lamb. “If  I did I couldn’t 
hate him.”

H ad  the Association accomplished 
no th ing  else than this  be tte r  feeling 
am ong m erchan ts  its exis tence would 
be fully justified. F o r  none of the 
benefits of association m embership 
is more valuable than this  spirit of 
co-operation and fraternal fellowship 
th a t  has come of the m ovem ent to 
get dealers together.

I t  is true that  this  spirit is no t  yet 
universal am ong  hardware  dealers 
and may never be. But when we re
call the deplorable conditions and 
general demoralization in the trade 
before we began coming together  in 
these annual meetings; we can easily 
realize w hat  wonderful progress  has 
been made.

Yet m any dealers still ask, “W hat  
is the association doing?” Apparently  
having in mind specific sums of money 
put in m em bers’ pockets.  T hey  do 
not realize tha t  the g rea tes t  value 
of association service cannot be lim
ited by dollars and cents measure.

The  hardware  man has ju s t  two 
reasons for being in business: Service 
of his community and profit for h im
self.

There  was a time when dealers 
thought  only of the latter. Now they 
understand th a t  service is their  basic 
excuse for business exis tence; that  
the r ights of society are more im
portan t  than the selfish interests of 
the individual; and tha t  profits are 
simply compensation for th a t  service, 
and usually in ratio with the value of 
the service rendered.

And as m erchan ts  go t  this  new 
vision of their  function they  began 
to realize the foolishness of the old 
antagonistic  competit ion and the need 
of coming together  in friendly o rgan
ization to solve comm on problems 
by swapping ideas and experiences.

So hardware  associations were 
formed, and for a quar te r  of a cen
tury  the co-operative spirit has grown 
through the g rea ter  personal contact 
of dealers, and association service has 
broadened far beyond the dreams of 
the organization pioneers.

As state associations grew in num 
ber, there  was naturally  a desire for 
a union of all these organizations—

♦P ap er re a d  a t  a n n u a l conven tion  M ich
ig an  R etail H a rd w are  A ssoc ia tion  by J .
M. Campbell, President o f the N ational 
R e ta il H ardware A ssocia tion .

to look after  m at te rs  of National in
terest  and to co-ordinate  the state  
bodies in such a way as to raise the 
general s tandards of hardware  m er
chandising.

So the National Retail Hardware  
Association was formed by affiliating 
the state  associations,  and for a score 
of years it has been busy rendering 
service of great value to the affiliated 
associations and their members, just  
as the state organizations have been 
busy in their several ways.

Every  m onth  there  come into the 
National office from m ost  of the state 
secretaries reports  of their activities 
a study of which would be m ost  in
te res t ing  to the membership.

Brief mention of some of these ac
tivities, as shown by recent  reports,  
m ay not  be amiss, as indicative of the 
work going on and about which the 
average m em ber  may hear little.

The  Arkansas Secretary helped to 
kill certain legislation detrimental to 
m erchan ts ’ interests.

The  W isconsin Association had 
splendid results  in collecting old ac
counts for members.

The  Pennsylvania  secretary found 
six salesmen for members, without 
taking them  from other  members.

The  Minnesota secretary  induced 
the state  university to organize a 
special course  in retail m erchandis
ing, and later assisted in a rranging 
the university’s annual m erchan ts’ 
short  course.

T he  Illinoise Association re turned 
to m em bers  goodly sums collected on 
freight overcharges.

The secretary  of the Southeastern 
s ta tes go t  together  a committee  of 
jobbers  and retailers in a construc
tive effort to eliminate retail selling 
by the jobbers.

A number of group meetings were 
held by Ohio dealers under the direc
tion of the association secretary.

And so down the  list m ight  be re 
counted th ings of tangible value to 
the  trade as a whole and particularly  
to the individual m em bers of the sev
eral  associations. All of the secre
taries were busy.

I t  is not  necessary, nor  is there  
time, to tell the m any services of the 
National Association, though a few 
can be mentioned.

As a p a r t  of the National’s serv
ice to the state  associations,  the state 
secretaries receive from the National 
a large num ber  of letters covering 
such m at te rs  of importance to the 
trade. In m any cases the secretaries 
p rom ptly  pass this  information on to 
the  members.

In its service to members, the Spec
ial Service Bureau has been giving a 
great  variety of hardware  informa
tion in which m em bers are interested.

This departm ent has for its slogan : 
“Ask the Special Service Bureau: It 
can probably give you the desired in
formation or tell you where it may 
be secured.”

I t  is building what we hope will be 
the largest and most complete  l ibrary 
of catalogues and miscellaneous hard
ware l iterature, and with m any spec
ial channels of information, is usually 
successful in giving m embers the in
formation they want.

A t the National convention in P i t ts 
burgh, Wil liam M ather  Lewis,  of the 
United States T reasu ry  Department,  
told of a Texas calf ranch investment 
he once made. F o r  his money he was 
to have a calf purchased and placed on 
this ranch. In the course  of time the 
calf would become a cow and p ro 
duce ano ther  calf and the process 
would be repeated until  th rough  
arithmetical progression he would 
have a whole ranch of cows as the re 
sult of his small initial deposit, and 
thus have heaped upon him vast 
riches for his declining years.

But when, in the course  of time, 
he made bold to ask about  the m ul
tiplication of his calf and of his in
vestment, he was mournfully  told his 
calf had died.

Am ong the Special Service Bureau’s 
activities is the ga ther ing  of informa
tion about, and exposing, the many 
concerns constantly  seeking to foist

upon the hardware merchant the al
luring schemes which are profitable 
only to the promoters. This has un
doubtedly saved members many thou
sands of dollars.

The N. R. H. A. Accounting Sys
tem is so simple that the hardware re 
tailer can easily keep his business 
records without the red tape and ex
pense that most of us think of as con
nected with accounting.

As a consequence of this National 
office service during the past two 
years thousands of hardware m er
chants now have dependable business 
records to guide their activities.

Store planning experts charge from 
$25 to $50 or $100 a day and expenses 
for advice on store arrangement and 
fixtures. The National Field Service 
Departm ent is doing work of this 
character,  much of it without service 
charge, and at a vastly lower cost to 
members for equipment and fixtures.

Recently an income tax service was 
started to assist members wanting 
help in making their income tax re 
ports. The small charge of $5 is made 
for specific service; no charge for 
advisory’ service.

In the January  National Hardware  
Bulletin appears the first of a series 
of carefully prepared articles to show 
members an easy way to study and 
tabulate  the merchandise needs of 
their communities and thereby in
crease sales.

During the coming year we expect 
to complete  a constructive study 
course in salesmanship for members 
and their salespeople.

Now all these things cost money. 
The state associations pay the N a
tional Association annual dues of 50 
cents a member,  and 50 cents as each 
m em ber’s subscription to the National 
Hardware  Bulletin at the special 
membership club rate.

For the entire years of 1919 the 
National received less than $17,000 
from the affiliated associations. Yet 
in the last seven m onths of the year

the cost  of the National Association 
was $63,132.16.

And at their recent  meeting the 
Board of Governors opened the way 
for still larger expenditures, by in
structing  the National secretary to 
organize a more extended service to 
the state  organizations and additional 
direct service to the membership in 
such m atters  as s tore  plans, stock 
arrangement,  advertis ing, window 
tr im m ing—in short,  a complete  m er
chandising advisory service.

It is clear the National Association 
must have ano ther  source of revenue, 
and that source is the National H a rd 
ware Bulletin, the only magazine de
voted exclusively to the interests of 
hardware  retailers,  and the only m ag
azine that  is fearlessly telling the 
whole truth about t rade conditions 
and practices de tr im ental  to retail 
interests.

This  s ta tem ent is made without 
criticism of o ther  hardware  publica
tions, of which there  are  several good 
ones; but all these o thers  represent 
business inves tm ents  which must be 
protected, while the National H a rd 
ware Bulletin is owned by retailers 
and published solely for their benefit.

It clearly follows, then, that  m em 
bers should s tudy the advertising 
pages of their magazine, and, other 
things being equal, give preference to 
the advertisers whose patronage 
makes possible the constructive work 
so vigorously conducted by the asso
ciation.

There  are just  two prime factors 
in merchandising: Buying and selling. 
Goods can be sold r igh t  only when 
they are bought  right.

Efficient buying consists of buying 
the right goods a t  the r ight time in 
the right quantity  a t  the r ight price.

But even after thoughtfu l  attention 
is given to the first three  factors,  price 
is still paramount.  Therefore  our 
present campaign for the correction 
of certain price evils.

W e insist  th a t  the  local retailer is 
enti tled to a price tha t  will enable

ARMOUR’S 
CORN FLAKES

"You’ll Like the Taste”

■ PROFIT - M A K E R  
based on exceptionally 
high quality of product.

Crisp, thick flakes that have 
been popularized among con
sumers in all sections of the 
country by effective adver
tising. Of the same high 
standard as the other well- 
known Armour's Guaranteed 
Cereals.

In addition to Armour's Corn Flakes 
the Line consists of

Armour’s Oats
"Cook Perfectly in 10 to 15 Minutes"

Armour’s Macaroni Products
"Makes Glorious Dishes"

Armour’s Pancake Flour
"Makes Pancakes Mother's Way"

W rite for Prices and Terms

ARMOUR GRAIN COMPANY
CHICAGO
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R E F R I G E R A T O R S  
FOR ALL P U R P O S E S

OW often, if ever, Mr. Grocer and Mr. Butcher, have  
you stopped to consider that the grocery and m eat 
business depends on refrigeration.

You are dealing in perishable foods. This means that w aste 
due to spoilage is a problem that is always confronting you—  
unless you are prepared. Spoilage is one of the biggest losses 
the grocer and butcher has to m eet, and the M cCray stops all 
such waste.

Remember— the M cCray principle of construction has been 
developed w ith this thought in mind— that the grocery and 
m eat business depends upon efficient refrigeration. The pat
ented M cCray system  assures positive, cold, dry air circulation 
throughout the storage chambers. M cCray walls are con
structed of materials that have the greatest heat repelling 
qualities. T he M cCray display features insure constant and 
effective showing of goods.

M ake your refrigerator or cooler pay fo r itself. Our special pay
ment plan enables any grocer or butcher to secure any M cCray 
refrigerator or cooler and pay for it while in use. Increase your 
profits by saving food.

Send fo r Catalog— Let us send you a catalog that describes a 
great variety of designs— one to suit every requirement; No. 
71 for Grocers and D elicatessens; N o. 63 for M eat M arkets 
and General Stores; N o. 93 for Residences; N o. 32 for H otels 
and Restaurants; N o. 74 for Florists.

M c C R A Y  R E F R I G E R A T O R  C O .
5044 LAKE STREET KENDALLVILLE, INDIANA

Detroit Salesroom, 14 East Elizabeth Street
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him to meet the price established by 
competit ion. This  is necessary to 
efficient service of his community,  be
cause the consum er has a r ight to 
expect him to render his service as 
economically as similar service can 
be rendered by others.

M anufac turers  and jobbers  have 
said much about the dealer’s ability 
to meet mail o rde r  competit ion be
cause he is on the g round  and can 
talk service. This theory  is good so 
long as there  is no great  difference 
between local and foreign prices.

The dealer is enti tled to a reason
able ex tra  charge for immediate de
livery, credit accommodation, and sim
ilar service, but  when the difference 
between his price and the competit ive 
price is so great  as to make his se r
vice charge unreasonable he has no 
defense.

M ontgom ery W ard  & Company has 
been selling Xo. 4 Bailey planes at 
$3.40 and Xo. 94 Stanley butt  gauges 
at $1.15, when m ost  reta ilers are pay 
ing $3.50 and $1.03, respectively.

Sears,  Roebuck & Company priced 
Xo. 18 Bailey block planes to the con
sumer a t  $2.10. while the reta iler paid 
$2.05 or thereabouts.

You who have studied the cata 
logues know that  these two concerns 
have been quoting all such Stanley 
goods as they choose to carry  a t  ap 
proximately the same prices dealers 
have been aSked to pay—or less.

The Stanley Rule & Level C om 
pany and the jobbers  say the retailer 
can meet this competit ion by carrying 
more complete  stocks and giving b e t 
ter service. But it has been noticed 
that the jobber is not  willing to be 
put in the re ta iler’s position.

Suppose, for instance, that  Butler 
Brothers, operat ing  their mail order 
jobbing house, should list Stanley 
goods at approximately  the jobber’s 
cost, do you for one minute suppose 
jobbers would sit back supinely and 
argue that this competit ion did not 
affect them because their men call on 
the retailer and render be tte r  ser
vice?

Then they tell us the consumer 
does not always get the goods o rd e r
ed through these channels, or that 
prices are advanced regardless of 
catalogue quotations.

At the jobbers ’ recent convention in 
Atlantic City Mr. S. Edw ard  Rose, 
a jobber of Elmira, N ew York, told 
of an experimental order  with a Chi
cago house for certain automobile  
accessories.

The order was mailed from Elmira 
on  Tuesday and the goods arrived 
Saturday of the same week, perfectly 
packed, without an item missing and 
no substitution.

And the total cost of a dozen or 
more articles was only 83 cents in 
excess of the jobber’s price to re 
tailers.

Recently our office had some cor
respondence with the Enterprise  M an
ufacturing Company, in which the lat
ter insisted tha t  the catalogue houses 
were selling Xo. 5 choppers a t  $3.11, 
although the current  catalogue quoted 
$2.65.

To convince them  of their e r ro r  we 
had a chopper ordered. I t  cost $2.65 
plus 10 cents for delivery. T he  local 
m erchan t’s cost was then such that 
he was expected to sell a t  $3.50. Is 
his service on such an item worth a 
difference of more than 27 per cent.? 
And will the consumer pay it?

The dealer’s function being one of 
service to his customers, and price 
being a big factor in service, he can
not just ify prices largely in excess 
of those quoted by o ther  agencies.

He has a right to look to the m anu
facturer and jobber for assistance, and 
we stand upon the p latform  set up in 
the Principles of Distribution appear
ing in recent issues of the National 
Hardware  Bulletin, and which may 
be summarized as follows:

T hat  retailers should serve cus
tom ers as economcally as o ther  agen
cies; tha t  the m anufacturer  should 
pay the retailer fair compensation for 
his service; that  the jobber should

help the reta iler meet the competi
tion of o ther  distributive methods.

Of course  the m anufacturer  is 
primarily responsible for the discrim
inations against the local merchant, 
when he favors the catalogue house 
with a special price, but the jobber 
should be as much interested as the 
retailer in br inging about the desired 
reforms.  Yet m ost jobbers  seem not 
to realize the seriousness of the si tua
tion to the point of vigorous action.

In early October I addressed a let
ter on this subject to 195 leading 
hardware  jobbers. But these jobbers 
were exceedingly m odest;  only for
ty-three  answered. In the same m onth 
the editor of the Xational H ardw are  
Bulletin asked fourteen jobbers  for 
suggestions on the Gillette problem. 
Four  replied.

In the Xovember Bulletin jobbers 
were told  we would gladly announce 
the names of any who would allow 
dealers an extra  10 per cent, on Gil
lette razors  in less than three dozen 
lots. X ot one replied.

Yet they say they are greatly  in
terested in the re ta ile r’s welfare, in
asmuch as they can hope to prosper 
only as he prospers. The retailer 
wants som ething more tangible than 
good wishes; and that  tangible som e
th ing is a price tha t  will allow him 
to meet his competition.

T hat  much depends upon whose ox 
is gored is clearly indicated by the 
g reat  in teres t  jobbers  have recently 
shown regard ing  the welfare of re 
tai lers in connection with the W in 
chester  proposition. W hich proves 
they can be so aroused as to forget 
their g reat  modesty.

Many letters have been circulated 
stating tha t  in event m anufacturers 
sell the W incheste r  Company goods 
under the W incheste r  brand and the 
W inches te r  Company distributes such 
goods to its agencies a t  lower prices 
than the jobbers  ask for the regular 
brand, jobbers  m ust  put the manufac
turers  on notice that  they will de
mand prices tha t  will allow them  to 
compete with W inches te r  prices.

A s trong  resolution was also voted 
by a committee of the National J o b 
bers’ Association to the effect that  
jobbers  should be enabled to sell W in 
chester  fire a rm s and ammunition to 
their retail customers on the same 
price basis as the W incheste r  Com 
pany makes to W incheste r  dealers.

This is all the retailer has asked in 
his case. But apparently  the problem 
of the consumer buying from the mail 
order  house a t  lower prices than the 
dealer can sell for is entirely differ
ent  from the W inchester  Company 
selling selected retailers a t  lower 
prices than the jobber asks.

In the February  issue of the N a
tional H ardw are  Bulletin you will see 
further discussion of these matters, 
in line with our policy to continually 
keep these problems before manufac
tu rers  and jobbers.

At the same time we do not hesitate 
to criticise some of the trade abuses 
for which reta ilers are said to be re 
sponsible, and in the same number 
you will find a discussion of this sub
ject.

If  you are in accord with this  p ro 
gramme, we ask you to th row  your 
heart  in the campaign, back up the 
work of the association and its official 
publication, keep the subject before 
those from whom  you buy and con
tinue to demand reasonable com pen
sation for your distributive service.

I t  is your  business to give your 
customers the service they  have a 
right to expect, and this problem is 
so big it can only be solved through 
associated action.

The  Association has but one reason 
for existence—the service of m em ber
ship—helping them  to be be tte r  m er
chants;  to be tte r  serve their cus tom 
ers. Group action is absolutely neces
sary—never more necessary than to 
day and in the uncertain future.

So the association is ju s t  as much 
your business as it is the business of 
those elected to office. Officers can 
do much, bu t  they  cannot  make the 
association the g rea t  power it should

“ECLIPSE” STANDS
for

Berries, Fruits and Vegetables

These Stands are Steel Sectional Revolving Ball Bearing* 

Occupy 60 inches floor space—save two-thirds the space now 
used*

Manufactured by

The Wellston Manufacturing Co.
WELLSTON, OHIO, U. S. A.

MATCHES
All Types and Sizes to Suit Every 

Requirement

American Safety Strike 
Anywhere Match

The Most Popular 
Home and Smoker’s Match

American Strike-on-Box Match
Both square and round splints

Diamond Book Match
An excellent advertising medium w ith adver

tising on cover as well as on each match.

Made in America, by Americans, of American 
Materials, for American Users.

We pay City, County, State and Federal Taxes.
Why not patronize Home Industry?

T h e  D iam on d  M atch C o .
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be without the full co-operation and 
steady support of the membership.

Co-operation means giving as well 
as taking. Yet so far reaching is as
sociation activity that even the man 
who gives nothing will get something, 
because the association benefits the 
entire trade. But no man can expect 
the utmost without giving something 
in return.

The Clerk Who Is Fair to Himself.
“Well, there’s another day gone,” 

sighs the clerk, as he locks up for the 
night. “Twenty-four hours nearer the 
next pay day.”

It used to be the fashion to lecture 
that type of clerk upon the duty he 
owed his employer. To be perfectly 
honest, he does owe his employer, in re
turn for his weekly wage, the best 
service he can give.

But the clerk also owes a duty to 
himself—a duty to be fair to his own 
future and its possibilities.

If you are a normal young man, Mr. 
Clerk, you expect to be doing far bet
ter for yourself ten years from now 
than you are doing to-day. You feel 
the existence within yourself of latent 
possibilities which in time will be de
veloped, and which vyill render you 
more valuable to the work, and will in 
consequence bring you larger rewards.

But time alone will not develop these 
possibilities. Plant a seed in dry sand 
and, so long as that sand continues dry, 
the seed will not sprout. It may stay 
there for years and years, yet at the 
end of the time it will be no further 
advanced than it was at the beginning. 
Indeed, it will have shrunk back- 
shrunk and shriveled and dried up until 
the very life principle is gone, and 
growth and development are impossible.

Moisture and light are needed for 
the healthy development of the seed— 
moisture and light and warmth.

It is much the same with the latent 
possibilities of the man who is just be
ginning. They require for their de
velopment, not merely time—time is the 
very latest factor, and the time required 
varies much. But there must be also 
experience, and opportunity, and an in
telligent desire to make progress.

There is this difference, that the plant 
cannot reach out through miles of dry 
soil for moisture or light or warmth; 
but the man who has a will to do so 
can develop greatly, under even the 
most unfavorable circumstances.

You may think that your wages are 
low and that your work is hard; but 
this is your testing time. Every day 
you can supplement your wages by ad
ditions to your sum of knowledge— 
knowledge picked up in your day’s 
work. Your experience as a clerk will, 
if properly used, help you to become a 
capable salesman, an efficient store
keeper, a trained business man.

Worth while considering are the 
habits you are forming. It does not 
pay in the long run to fall into a habit 
of doing your work carelessly. If you 
don’t like your employer or if you are 
not satisfied with your wages, get an
other job with better pay, if you can; 
but wherever you are working, do your 
work well. For whatever habit you 
now form will continue with you when 
you go into business for yourself; it 
will cling to you, despite your utmost 
efforts. And if your present situation 
is obnoxious, greater efficiency on your

part is the surest key to a better job.
Make use of your present opportuni

ties to learn how to do things better.
Every day you have to wait behind 

counter, to sell goods. Are you satis
fied to just hand out the goods the 
customers ask for? Or are you making 
the most of your opportunities? For 
this daily waiting behind counter is 
your opportunity to learn salesmanship 
•—to pick up the knack of being tactful, 
and courteous, and patient, and the 
further knack of interesting the cus
tomer in goods, of persuading him to 
the purchasing point. Read what ex
perts write on salesmanship and then 
apply their principles to the daily trans
actions in which you engage—not liter
ally, but intelligently adapt them to each 
different situation, and thereby learn 
for yourself how to meet the problems 
of selling as they arise. Don’t be dis
couraged by mistakes or failures; re
member them only to profit by them.

Are you asked to look after the win
dow displays? ' You can fulfil the let
ter of the command by putting in the 
same kind of display that some other 
clerk put in a year ago. But here is 
an opportunity to learn how to do the 
work better than your predecessor did 
it. Study the prize displays shown and 
described in the trade papers—the en
tire theory and practice of window 
display—and then adapt this knowledge 
to your own local conditions, and to 
the stock with which you have to deal. 
This is quite outside the actual scope 
of your work, perhaps; but it is taking 
advantage—selfish but intelligent ad
vantage—of the opportunity which your 
work presents to develop your own 
capabilities to a higher point

It’s just the same with advertising, 
or with the arrangement of goods upon 
a counter, or with washing windows, 
or cleaning showcases. Do you know 
the easiest and quickest and best way 
to clean a show case? If you don’t, 
it will pay you to find out. Get the 
views of other people; read up what 
the trade papers have to say along the 
line of your work. Some day you will 
be in business and it will be worth 
while to know just this one little thing. 
Even now it is worth while—if you 
know the quickest way to clean the 
plate glass and make it shine, you» 
day’s work is just that much lessened.

And remember always that right 
here, in your day’s work, is your op
portunity to learn how to do things 
easier and better, and to develop your 
own abilities to the highest mark ot 
possible achievement. You can not de
velop yourself by merely putting in 
time; you have to give some thought 
to the task—steady, persistent, intelli
gent, determined thought. It's a job 
worthy more attention than the young 
man who doesn’t think is apt to give it.

In fairness to yourself, make the 
most you can out of your every day 
work and its opportunities.

Victor Lauriston.

"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.

Fruits
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Jiffy-Jell desserts are real-fruit dainties.

Each package contains a bottle of liquid fruit 
essence.

We crush the fruit, condense the juice and seal it. 
So you get the fresh-fruit taste.
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MANAGER’S REPORT

To the Michigan Retail Dry Goods
Association.

I t  would require considerable  time 
and much m anuscrip t  to give a detail
ed report  of my work during  the time 
tha t  has passed since our last conven
tion in Lansing. The bulletins which 
have been issued from time to time 
have given our m em bers a general 
idea of how the work has been p ro 
gressing and to give an account now 
of what has a lready been reported  by 
our bulletin service would be super
fluous and doubtless unnecessary.

The membership has constantly  
grown and with it the labor and ex
pense of sending out the bulletins.  
W e have been told by personal in
terviews with some of the m em bers 
that  these bulletins are much appre 
ciated and tha t  certain m em bers look 
forward to them  with much interest.
I would like to request a t  this time 
that m em bers write to us on receipt 
of our bulletins,  making crit icisms and 
suggestions and also express ing  ap 
proval if any approval is deserved. 
W e desire some means of de te rm in
ing just  how much these bulletins are 
used and what good they are doing. 
Several sales and purchases have been 
made as a result of the bargains of
fered in our merchandise exchange 
and I urge m em bers to report  m atters  
of this kind frequently, in order that  
we may make our merchandise bulle
tins of real value to as large a n u m 
ber of our m em bers as possible.

Office Days.
As our m embers are aware, much of 

my time has been durng  the past 
year, and will be for the next few 
months,  given to traveling in new 
terr i to ry  soliciting new members, and 
it should be borne in mind by those 
who wish to communicate directly 
with myself and secure p rom pt  ser
vice that  the first and last days of the 
week, namely Monday and Saturday, 
are the days which I desire to give 
to the work in the headquarte rs  office. 
Communications sent to me during 
the middle of the week, especially if 
requiring my personal attention, are 
liable to be postponed until my re 
turn. The office force, of course, will 
be able to communicate with me on 
m atters  of unusual importance.

Not very much time will be devoted 
by myself to a t tend ing  to the details 
at the insurance office a t  Grand R ap
ids. The Secretary-Treasurer  of the 
company, with his office force, is al
ways in charge and m at te rs  perta ining 
to insurance should be sent directly to 
tha t  office. In this  connection I de
sire to com m ent briefly upon the af
filiation between the Grand Rapids 
Merchants Mutual Fire Insurance 
Company and our Assocation. The 
information tha t  has been sent by 
bulletin and printed m at te r  has told 
you that  two separate companies ex
ist. The m ajor i ty  of the directors of 
the insurance company are dry  goods 
men and it has been the  policy of the 
committees th a t  have had to do with 
the a rrangem ents  made between the 
two organizations tha t  their interests 
shall be identical so far as is possible.

There  is some advantage in hav
ing one office in Lansing and the 
o ther  in Grand Rapids and there  are

also some disadvantages: however, 
any m at te rs  perta in ing to insurance 
that  reaches the Lansing office will, 
if necessary, be communicated im
mediate ly  by telephone or telegraph 
to the Grand Rapids office so that  no 
delay need occur by reason of the 
separation of the two offices. In the 
preliminary work necessary to the 
jo ining of these two organizations I 
have spent some time with J. X. 
Trom pen ,  President  of the company, 
and with J. B. Sperry, chairman of 
our Committee on Insurance. One 
trip  was made with them  to Chicago 
to make a rrangem ents  with some m u
tual insurance companies and I have 
also visited the office of the Central 
Manufacturers Insurance Company at 
V anW ert ,  Ohio, giving an aggregate  
of about  four days of my time to this 
kind of work. A few days have been 
devoted to work in the Grand Rapids 
office but, as has been stated by let
ters  and otherwise, it is not  intended 
tha t  the work of the insurance com 
pany shall in any degree interfere 
with my work for the Association. 
Fu r the r  m atters  pertaining to the 
sta tus of the insurance company will 
be given in the address  by Jam es S. 
Kemper, of Chicago, General Agent 
for the Central  M anufacturerers  In 
surance Company, and by Director F. 
E. Mills, of Lansing. A considerable 
num ber of dry goods men have taken 
out insurance with our m utuaf com
pany and o thers  are coming constan t
ly. I believe that this feature of our 
work  is very im portan t  and will re 
sult in g reat  benefit in the future.

Conference W ith  A tto rney  General.
The conference with Alexander J. 

Groesbeck, A ttorney General of Mich
igan, held in Lansing on Jan. 28, was 
an event of more than ordinary im 
portance. At the request of some of 
our directors and under the direction 
oi our President,  I took the responsi
bility of calling this  conference. It  
was a ttended by the officers and di
rectors  of the Michigan Retail H a rd 
ware Dealers’ Association, the Mich
igan Retail Shoe Dealers’ Association, 
the Michigan Pharmaceutical Asso
ciation, the Michigan Retail Grocers 
and General M erchan ts’ Association, 
the Michigan Retail Clothiers’ Asso
ciation, and the Michigan Retail Dry- 
Goods Association. About seventy- 
five men in all were present. The 
discussions were reported  a t  consid
erable length in the bulletins that  
were sent out from our office. Sev
eral of the papers that  were read on 
th a t  occasion have been published in 
a num ber of trade journals th roughout 
the country, notably the Dry Goods 
Reporte r  and the Michigan T rad es
man, which papers circulate widely 
in this State.

The  only unusual expense a ttend
ing this conference was the complete 
stenographic report  made by Rudolph 
Loomis, circuit  court  s tenographer 
of Lansing. He  prepared  for us 
an original and seven copies of the 
complete  report  at an expense of 
$140. W e have been reimbursed, 
however, for more than half of this 
expense by some of the gentlemen 
who were p resen t  at the conference 
and who desired a copy of the com 
plete report .  I believe it is safe to 
say th a t  the  impression made upon

the A tto rney  General and his assist
ants at this conference was very 
valuable, indeed, in shaping the policy 
which they will pursue in the future 
with reference to legislation which 
has to do with profiteering or the so- 
called high cost of living. The dis
cussions were very frank and vigor
ous. yet friendly.

A resolution was passed requesting 
the President of each of the five m er
cantile associations to appoint two 
members from each of their respective 
organizations to act as a joint com
mittee on legislation. Mr. Groesbeck 
favored this resolution and will con
fer with the persons composing the 
joint committee on m atters  pertaining 
to legislation. Our President,  Mr. 
Christian, has appointed F. N. Ar- 
baugh of Lansing and J.’ C. Toeller of 
Battle Creek. W e regret that  not 
more of our members were present 
to receive the pleasure and benefits 
which resulted front this conference.

New Members.
We have added about seventy-five 

new members since our last meeting. 
This is not as large as we hoped for 
in making our last report ,  but, taking 
into consideration the fact that  the 
best terr i tory  had been covered dur
ing the summer m onths and the 
further fact that railroad travel has 
been very difficult indeed during the 
winter months, we feel fairly well 
satisfied with the result. It  seemed as 
though each week the railroad service 
was worse than the week before. In 
one week the time lost in waiting for 
trains that were late and on trains 
that  were held up on account of 
wrecks, snowdrifts, etc., aggregated 
thir teen hours.  Hotel  accommoda
tions have also been troublesome. In 
many places, even in smaller towns, 
it was necessary to wire ahead for a 
room and even then be obliged to 
occupy quarters with strangers.

The continued cold weather and the 
prevalence of the flu has put some
thing of a damper on my enthusiasm 
so far as traveling to secure new 
members is concerned. I hope that 
these difficulties above mentioned are 
over and I look forward to the sum 
mer campaign for new members with 
considerable anticipation. I do not 
believe that  I am indulging in ex
travagant statements when I predict 
that we can easily add one hundred 
more names to our membership .list  
between now and Sept. 1. T h a t  is 
what I propose to do and I ask you 
to remind me of this prediction when 
you come to the Saginaw convention. 
1 urge you to invite your friends to 
become members. Examine the m em 
bership list on the printed p rogram m e 
and help us secure members wherever 
possible.

Shop-Lifting and Black-Mailing Cases
Quite a little of my time since the 

last convention has been given to 
m atters  that are properly classified 
under the above heading. Many of 
you are more or less familiar with 
the case in the Gratiot County Court 
b rought  by D. W. Robinson, of Alma, 
one of our members, against one 
Alma Spencer,  demonstra tor for the 
Melba Products Co., of Chicago. Miss 
Spencer was arrested  on the charge 
of stealing from the store and in her 
defense she made unjust accusations

against Mr. Robinson for the purpose 
of sufficiently intimidating him to 
drop the case. She and her attorneys 
went so far as to demand damages 
from Mr. Robinson for instituting 
proceedings against  her.

O ur  a ttorney, A. M. Cummins, of 
Lansing, will doubtless make some 
comm ents  regard ing  this  case in his 
address before the convention to 
morrow. In a t tend ing  to the details 
pertaining to this  case I went to De
troit  three  different t imes enlisting 
the support of the detective bureau 
of the Detro it  Police Commission and 
received their encouragem ent and en
thusiastic support.  T es tim ony  was se
cured and witnesses provided for the 
case in the court.  The  case resulted 
in a plea of guilty  by Miss Spencer, 
as she was not willing t a  face the 
a rray  of witnesses which we had 
summoned. She was required to pay 
for all the stolen goods,  was released 
on a suspended sentence and required 
to report  to the police officer every 
m onth for a period of three  years.

W hile  the case in court  was not as 
exciting as was expected, the results 
were very satisfactory, indeed. The 
case was prosecuted  not  simply for 
Mr. Robinson but  on behalf of all of 
our m em bers who under  similar cir
cumstances m igh t  be subjected to sim
ilar em barrassm en t  and undeserved 
disgrace. Ano ther  similar case with 
one of our m em bers  is now pending. 
U nder  the c ircumstances it is not wise 
to com m ent very  much in this  report  
concerning it. W h en  it is proper to 
do so, the m em bers will be given 
full information regard ing  the same.

New Quarters .
W e are pleased to call the a tten

tion of our m em bers to the addition 
to our quar te rs  in Lansing. Two new 
rooms immediately jo ining our office 
have been fitted up. W e  are occupy
ing one of them  and are sub-renting 
the other. As business increases or 
when necessity arises, all three  of 
these room s are available for our use. 
I wish to urge m em bers when com-
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There are over 60 big popular sellers in the 
Martha Washington line—buttons, bals and 

bluchers in high, medium and low cuts. 
Oxfords, strap-sandals and side-gores.

No. 14—Glazed Dongola Martha 
Washington Lace, Plain Med
ium Narrow Recede Toe, 
Square Edge, l 3/% Inch Half 
Military Heel, Turn Sole, A- 
EE, 2 Ÿ2-S.

No. 15—Button, B-EE, same as No. 14.

MA R TH A  Washington Shoes are a big factor in the Honorbilt 
Line.

All our ladies’ fine shoes are called Martha Washingtons,* the sterling Honorbilt quality is 
built into every number.
This quality is the rock foundation on which we have built our business. The national 
prestige of Honorbilt Shoes has been gained through 40 years of strict adherance to making 
shoes of honest quality.

Send in a sample order. It will be the beginning of a 
bigger and more profitable business for you. Get 
our catalog and suggestions for sales Ipromotion.

F. Mayer Boot & Shoe Co., W isconsin

Export Department, Bush Terminal Soles Bldg., 130-West 42d St., New York City.
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ing to Lansing to make our room s 
your  headquarters.  A t any ra te  come 
to see us and let us counsel together  
on m atters  of mutual interest.

I have spent my time liberally in 
the  preparation of the details for this 
convention and sincerely . hope and 
believe tha t  this  convention will be 
as successful in every way as was the 
one held in Lansing last September. 
T he  ten m onths which have elapsed 
since I began m y work for the Asso
ciation have been very pleasant ones, 
indeed, and I am  not over-s tat ing  it 
in the least  when I say tha t  I have 
thoroughly  enjoyed the good fellow
ship and hearty support of our splen
did President.  Secretary and o ther  of
ficers. The committees have respond
ed generously when called upon.

I t  is with much regre t  that  I am  
called upon to report  the death of two 
of our splendid members. J. George 
W arrick,  of Flint,  passed away on 
Dec. 31, 1919. Mr. W arr ick  had a 
large and grow ing  business and had 
nearly complete ly  very extensive re 
pairs on his store building and had 
recently increased the capacity of his 
business three o r  four-fold when 
death overtook him. The o ther  m em 
ber whose death occurred was my 
next door neighbor in the apar tm ent 
hotel where we reside, Philip Joseph, 
p roprie tor of  the Grand Leader Store, 
Lansing. By reason of the ill health 
and absence of Mrs. Joseph from the 
home, Mr. Joseph was obliged, in 
addit ion to his duties as a merchant,  
to be both father and m other  to his 
little son, Richard. I have never 
known a more kind and indulgent 
fa ther and a more generous neighbor. 
Mr. Joseph  has been doing a very 
prosperous business in Lansing during 
the past six or eight years.  H is  death 
occurred in H a rp er  Hospital,  Detroit ,  
Feb. 15.

The  next  convention will be held 
Sept. 14 and 15 at the Burt  auditorium 
in Saginaw. Begin now to make your 
plans to be there.

Jason E. Ham m ond,  Manager.

Push “Findings.”
“Findings” in m any  stores may be 

made a profitable issue. As an in
stance, in the shoe store of a well- 
known dealer, the result  of suggest
ing shoe trees, the sales of these use
ful articles have increased from  $6 to 
$36 per day.

I t  is, of course, impossible to cata
logue all the articles that  might  be 
suggested. Merchants thoroughly  
posted on merchandise will th em 
selves know what  finding to push. 
To improve such knowledge m er
chants will do well to make inquiries, 
and to in terchange suggestions with 
o thers  in their own and re la ted lines. 
W here  practicable, in order  tha t  re 
sults may be seen clearly, it may be 
advisable to concentra te  on some 
particular article, as in the case of the 
shoe trees.

C o-Operate  W ith  the  Fa ir  Price 
Committees.

New York, March 9—T he D epart
m ent of Justice is becoming more ac
tive'in the campaign against profiteer
ing and complaints have been receiv
ed from m any cities where special 
agents  of the D epartm en t  of Justice 
have presented complaints of profit
eering against retail stores and have 
actually secured indictments.

It m ust  be remembered, of course, 
that  it may be harder  to convict a 
m erchant  of profiteering than to in
dict him, but  unfortunately  when a 
reputable m erchan t  is indicted and 
the newspapers pr in t  the story, about 
as much harm  is done to his repu ta 
tion as m ight  be accomplished by 
further developments in the case.

I t  is understood tha t  the United 
Sta tes District A tto rneys  in m any 
sections are s ide-tracking everything 
else in order to press charges of p ro 
fiteering against reta ilers and others. 
In the last few days we have had oc
casion to advise a num ber of retail 
m erchants  that  their only protection 
against this sort  of th ing is to have 
a decent Fair  Price Committee ap
pointed in their community .

F o r  m onths  and m onths  we have 
been bulletining our members, inform
ing them  of the activities of the Gov
e rnm ent in connection with alleged 
profiteering, and we have been u rg 
ing that  they co-operate  in the fo rm a
tion of Fair Price Committees taking 
pains to see tha t  substantial, sane- 
minded men have been placed on the 
committee so tha t  m erchants  m ay not 
be subjected to the persecution of a 
Fair Price Committee composed of 
radicals.

Unfortunate ly  m any m erchants  have 
not heeded our advice with the result 
that when these special agents  from 
the D epartm ent of Justice go into 
their cities they have no one to whom 
they m ay appeal. Some m erchants  
are disposed to fight. If  they can see 
any way in which a fight will help 
them  they ought  to go to it, but  the 
fact remains tha t  the  Lever Law  is 
still in force and tha t  under it the 
President  of the United  Sta tes and 
his departments  have the r igh t  to 
control prices and distribution if nec
essary. N oth ing  can change this.

I t  is much better, to have a decent- 
minded Fair  Price Committee opera
tive in your city made up of responsi
ble sane-minded men than to leave 
yourselves a t  the mercy of a bunch 
of special and irresponsible  agents  
from the Bureau of Investigations of 
the D epartm en t  of Justice.  If  you 
have not  a Fair  Price Committee in 
your city you had be tte r  think about 
it now. Meanwhile  keep in touch 
with us, tell us your  t roubles and ask 
us to help you. T h a t  is what  we are 
here for.

If your  prices are no t  right,  make 
them  right.  Be sure you are not 
profiteering and we shall be able to 
take care of the rest.  Lew Hahn, 

Sec’y National Retail D. G. Assn.

Of course you like to see customers 
who have plenty of money, but it is 
more important that you have those 
who are willing to buy to the extent 
of what the have.

Grand Ledge—V. C. Lawrence suc
ceeds B. B. Session in the  g rocery  
business.

Shoe Dealers Make No More Than 
in 1913.

Bost, March 9— Complete exonera
tion of shoe reta ilers from charges 
of profiteering is the feature of the 
report  of the  state  commission on the 
necessaries of life regarding shoe and 
leather conditions.

Retail merchants,  the commission 
finds, have made little if any more 
profit  than  they  did in 1913.

The  percentage of m anufac ture rs’ 
g ross  profit  above cost of manufac
ture, from which, of course, selling 
expense has to be deducted, amounted  
to 11.2 per cent, in 1919, as against 
9.82 in 1913. The  commission points 
out that  while this  is a small increase 
in percentage, owing to increased 
prices, o r  depreciation of money, it 
represen ts  three  t imes the profit of 
1918 in dollars and cents.

Retail m erchan ts  have had to pay 
161 per cent m ore  for their  m erchan
dise, the commission says, while they 
have increased the price to the public 
only 154 per cent, in the  average.

B Ö  Smart Shoes for Men — Goodyear Welts

UNDER PRICED 
In Stock for Immediate Delivery 

ACT QUICK

British last

Crown last

No. 500—Gun Metal Bal, 
British Last, C to E,
,5/11  ......................  $4.60

No. ,515—Brown Colt Bal, 
British Last, C to E,
5/11 ........................  $5.00

No. 509—Gun Metal Blu, 
Crown Last, D & E,
6/11 ........................  $4.60

No. 516—Brown Colt Blu, 
Crown Last, D & E,
6/11 ........................  $5.00

Arlington last

No. 521—Brown Colt Bai, 
Arlington Last, D to 
EE, 6/11 ................ $5.00

Chicago’s only factory line feat- 
tur ing  exclusively SM A R T  

S H O E S  F O R  M E N .

Ulbitcomb Shoe Co., of Chicago
303 W. Monroe St. cor. Franklin 

CHICAGO
A.M. Goetz, Pres and Tress. 
F. T . Dustin, Mgr.

We  are manufacturers of

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

CORL- KNOTT COMPANY,
Comer Commerce Ave. and 

Island St
Grand Rapids, Mich.

Bowser Oil Storage Outfits keep oils 
without loss, measure accurate quantities. 
W rite for descriptive bulletins.

S. F. BOWSER & COMPANY, Inc.
Ft. Wayne. Indiana, U. S. A.

Bell Phone 596 Cits. Phone 61366

L y n c h  B rothers 
Sales C o.

Special Sale Experts
Expert Advertising 

Expert Merchandising

209-210-211 Murray B dg. 
GRAND RAPIDS, MICHIGAN

The John Seven Go.
Grand Rapids, Michigan

Wholesale

Paints and 
W all Paper
Distributors: Benj. Moore’s Paints, 

Muresco and Varnishes
The J. B. Pearce Co.’s Wail Papers

Columbus Architechural and 
Automobile Varnishes

W H O L E S A L E  O N L Y
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“Except Ye Become—”
Nancy Burroughs sat in her pastor’s 

study and faced him with earnest 
eyes.

“You preached a wonderful ser
mon last Sunday, Dr. Parsons,” she 
burst out, “and you set a very won
derful ideal before us: to live here 
and now as if it were in the kingdom 
of Heaven. But it is simply impos
sible—for me, at least. Some girls, 
leading a sheltered life at home, may 
be able to do it, but not a business 
girl like me.

“All day long there’s nothing but 
the hurry and bustle and hard work 
of the office. At home it’s worry 
about the cost of the children’s shoes 
and the rise in food prices. And 
there’s more work at home, for I help 
with the housework and the sewing 
in my spare time. Sounds like the 
kingdom of Heaven, doesn’t it?” 
Nancy’s tone was almost bitter.

“I know some poor girls to whom 
it would sound like Heaven,”, said Dr. 
Parsons gently. “Regular work in 
an excellent office, a good home to 
live in, with a loving mother and 
father and little brothers and sisters 
to love—even to worry over some
times. But I want to tell you a story, 
Nancy, one that a friend of mine told 
me recently.

“My friend is a nose-and-throat 
specialist, and one day a little girl 
was brought to his clinic for a small 
operation on her nose. For some 
reason he could not give the little 
thing any anaesthetic; so he took a 
50-cent piece out of his pocket and 
put it into her hand.

‘That’s for you to spend exactly 
as you like as soon as this is over,’ 
he said cheerily. ‘I’m going to hurt 
you a little, I’m afraid, but if you’ll 
take a very good look at the 50 cents 
before I begin, and then hold it tight 
in your hand and keep thinking of 
what you saw all the time while I’m 
at work, it won’t hurt nearly so much.’

“The child went through the oper
ation unusually, and the doctor con
gratulated himself on his bright idea.

‘You’re a very brave little girl,’ 
he said patting her on the head, ‘and 
pretty soon you can go out and spend 
your money. Tell me all the things 
you thought of while I was at work.’

“ ‘I thought of the words,” said the 
little girl.

“ ‘The words?’ repeated the doctor. 
‘The date, you mean?’ It was so long 
since he’d really noticed a coin that 
he hardly remembered that they had 
any words on them.

, “ ‘Why, no! Those are numbers. I
mean the words at the top, “In God 
We Trust,” ’ said the little girl quite 
simply. ‘It was the first half dollar 
I ever had, so I never saw them be
fore, but it’s lovely to have them 
there. So the folks that have half 
dollars can always think about that.’ ”

Dr. Parsons paused, and for a mom
ent or two there was silence. Then 
Nancy spoke abruptly.

“And I,” she said, “have had half 
dollars all my life, and never thought 
about it once! The kingdom of Heav
en must be like beauty, ‘in the eye of 
the beholder.’ Is that what you 
mean?”

“Exactly—only I was thinking of 
some older words still

“ ‘Except ye become as little chil
dren, ye shall not enter into the king
dom of Heaven.’

“The kingdom of Heaven really 
means your Father’s kingdom, doesn’t 
it, Nancy? But to see it as your 
Father’s kingdom, your Father’s 
world, you must have the loving, trust 
ful eyes of your Father’s child.”

Letting Customers “Feel” the Goods.
One of my clerks unconsciously 

gave me a good idea not long ago. 
Two years ago I remodeled my store 
and spent a small fortune in glass 
show cases. For some reason or 
other—I couldn’t figure out what— 
sales didn’t increase to the extent I 
had expected. I was giving particular 
attention to my windows, to my ad
vertising, and to prompt, courteous 
service. But something was wrong.

This clerk—a young lady—gave me 
.the answer in a word.

“When I do my own shopping,” 
she said, “I like to do it at the end 
of a busy day, because then the goods 
are off the shelves, and I can see 
and feel them.”

I pondered over her remark, and 
came to the condusion that glass is 
a non-conductor of sales, as well as of 
electricity. There are very few things 
in the average store that actually need 
the protection of glass, and once a 
customer has a thing in her hands— 
especially if she has picked it up 
voluntarily—a sale is a good deal 
nearer made.

Shortly after the clerk told me 
about liking to feel the goods she 
thought of buying, I dropped into one 
of the five-and-ten chains to see the 
manager. As I passed down the aisle 
I noticed quite a crowd around the 
hardware department. I stopped to 
watch. Everything was out in the 
open, easy to handle. A man picked 
up a handful of screws, counted out 
a dozen, and handed them to the girl 
to be wrapped. While he was waiting 
he saw a mouse trap; he examined it, 
then passed that to the girl. Then 
he noticed some tire cement, read the 
label, and handed that over. He had 
not finished selling goods to himself 
when I had to leave.

The next week I moved out most 
of my glass cases and replaced them 
with neatly finished bins. That made 
it possible for me to get down from 
the shelves hundreds of items that 
customers would never have seen.

My sales now are running about 40 
per cent, greater than they were be
fore I routed out the cases. And it 
does not take any more clerks to 
handle the business. People wait on 
themselves to a great extent; it is 
easier work for the clerks, because 
they do not have to get down big 
batches of stuff from top shelves only 
to have folks decide that it is not 
what they want; and Oh, Boy! you 
ought to see some of the things that 
people pick out for themselves— 
things I had despaired of ever getting 
rid of.

I have found through sad exper
ience that it does not pay to follow 
custom unless you can decide after 
sound analysis that custom is right.

Jason BrowSi.

YOU CAN RELY UPON “APEX”
When a customer comes into your store and asks 
you to show her a suit of underwear, she relies 
upon you to offer her underwear that looks good, 
fits well and will wear to her complete satis
faction.
If you have “A PEX ” UNDERW EAR to offer 
your customers you can feel assured that you are 
offering the best that money can buy.

"A P E X ” U N D E R W E A R
for

Men, Women and Children

The Adrian Knitting Company
A D R IA N , M IC H IG A N
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SUM MER UNDERW EAR  
R U B B E R  BOOTS, OVERSHOES

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

Inform al bids on this m erchandise will be accepted  a t any  of the offices nam ed in th is adver- 
tisem ent until 3 :00 P . M (E astern  tim e) A pril 2nd. Bids m ay be m ade for one “m inim um  
bidding unit or any  m ultiple thereof of any  one lot or for the  entire lot.
T he ^ p ro x im a te  quan tity  content of a  bale or case as em braced in the specifications a re  not 
guaranteed. Bids m ust be  subm itted  a t so m uch per pair or per article instead of per bale  or case.

™ deP, ° f  W*11 bC reqUi[e j  Whern  aggrega t? of b id  or bids of any  one bidder is $1,000 or less
t e d w i r h t j  aggregf C t  'l* ° J  m ° re tHan , $ ' ’000 a  10% deP °sit 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-
PT ?  p ro p erty  Division, a  term  guaran tee  m the  sum  of no t 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  Z one 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, 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 no t relieve the  b idder from  the  forw arding  of his certified check for 10%
o the am ount of his purchase w ithin  10 days from  the  notification of aw ard.

"advertisem en t ^ l "  ne£es!!a ry - Com plete conditions of this sale are  em bodied in this 
rtisem ent. Sim ilar offerings will be  m ade  weekly. Deliveries will be  m ade prom ptly.

f f iu t  f * W W Uth biddeil " t !  rfT ired i °  T tify  before delivery  is m ad«- on item s m arked thus ( ) ,  th a t they  w ill no t be  sold o r offered for sale, directly  or indirectly, for export.

WATCH FOR SUCCEEDING ANNNOUNCEMENTS.

T tl^y w dl contain unusual opportunities fo r retailers, w holesalers and  m anufacturers.

See Following Pages
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WAR DEPARTMENT
QUARTERMASTER CORPS

Clothing and Equipage List No. 6 

UNDERWEAR, RUBBER BOOTS, OVERSHOES

Bids on This List Close April 2nd

UNDERWEAR

Item No. 60I-G
*130,000 Pairs New Drawers 

(Summer).
Nainsook, knee length. Sizes and quanti
ties: N o. 32, 20,000; N o. 34, 60,000; N o. 
36, 25,000; N o. 38, 20,000; N o. 40, 5,000; 
Made by Philip Jones & Co. and A . V . 
Morris & Co. Packed 400 prs., all one 
size, to a bale, weighing 90 lbs. Stored at 
Philadelphia. Minimum bid considered—  
400 pairs.

Item No. 602-G
*1,168,000 Pairs New Draw

ers (Summer).
Jea ns, elastic seam, ankle length. Sizes 
and quantities: N o. 32, 437,800; N o. 34, 
382,000; N o. 36, 113,800; N o. 38, 89,000; 
N o. 40, 109,000; N o. 42, 19,400; N o. 44, 
17,000. Made by Philip Jones & Co. A . 
V. Morris & Co. and Gardiner & Warring 
Co. Packed 200 prs. to bale, one size in 
bale, weighing 90 lbs., 4.50 cu. ft. per 
bale. Stored at Philadelphia. Minimum  
bid considered, 200 prs.

Item No. 603-G
*5,132,600 New Undershirts 

(Summer).
Balbriggan, pull-on and vent styles. Sizes 
and quantities: N o. 34 23,800; N o. 36, 
710,000; N o. 38, 1,832,200; N o. 40, 1,895,- 
600; N o. 42, 478,400; N o. 44, 134,600; 
N o. 46, 59,000. Made by A lliance K nitting  
Co.; J. K. Stewart & Sons; Johnston 
Knitting Co.; W illiams Bros. M fg. Co.; 
Diana K nitting Co.; Julius Kayser & Co. 
Packed 200 per bale, one size to bale, 
weighing 90 lbs. each and 4.50 cu. ft. per 
bale. Stored at Philadelphia. Minimum  
bid considered, 200.

RUBBER BOOTS RUBBER BOOTS
Item No. 605-C.

*7,788 Pair New Rubber 
Boots (H ip).

Sizes 7, 8, 9 and 10. Made by Beacon 
Rubber Co. Packed in case, 12 pr. to case. 
W eighing 125 lbs. Stored at Boston. 
Minimum bid considered, 12 pr.

Item No. 606-G
*720 Pair New Rubber Boots 

(H ip).
Sizes 8, 9, 10 and 12. Made by Bourne 
Rubber Co. Packed in case, 12 pr. per 
case, w eighing 125 lbs. Stored at Boston. 
Minimum bid considered 12 pr.

Item No. 6 i t -G
*2,119 Pair New Rubber 

Boots (Half H ip).
Sizes 6 to 13. Made by U. S. Rubber Co. 
Packed in case, approx. 20 to case. W eigh
ing 115 lbs. Stored at Philadelphia. M ini
mum bid considered, 20 pr.

Item No. 607-G
*11,124 Pair New Rubber 

Boots (H ip).
Sizes 7, 8, 9, 10 and 12. Made by Con
verse Rubber Co. Packed in case, 12 pr. 
per case, w eighing 125 lbs. Stored at B os
ton. Minimum bid considered, 12 pr.

Item No. 608-G
*332 Pair New Rubber Boots 

(H ip).
Sizes 7, 8 and 12. Made by Goodyear 
Rubber Co. Packed in case, 12 pr. per 
case, w eighing 125 lbs. Stored at Boston. 
Minimum bid considered, 12 pr.

Item No. 6J3-G

*517 Pair New Rubber Boots 
(Half Hip).

Sizes 7 to 13. Made by B. F. Goodrich 
Rubber Co., La Crosse Rubber Co., Mish
awaka Mfg. Co., Firestone Tire Co. Pack
ed in case, 12 each. W eighing 115 lbs. 
Stored at Chicago. Minimum bid consid
ered, 12 pr.

Item No. 604-G
*2,140 Pair New Rubber 

Boots (H ip).
Sizes 7, 8 and 9. Made by A psley Rub
ber Co. Packed in case, 12 pr. per case, 
w eighing 125 lbs. Stored at Boston. Min
imum bid considered, 12 pr.

Item No. 609-G
*75,000 Pair New Rubber 

Boots (H ip).
Sizes 7, 8, 9, 10 and 11. Made by Hood  
Rubber Co. Packed in case, 12 pr. to case, 
weighing 125 lbs. Stored at Boston. M ini
mum bid considered, 12 pr.

Item No. 610-G
*153,520 Pair New Rubber 

Boots (H ip).
Sizes 7, 8, 9, 10, 11, 12 and 14. Made by 
U. S. Rubber Co. Packed in case, 12 pr. 
per case. W eighing 125 lbs. Stored at 
Boston. Minimum bid considerd, 12 pr.

Item No. 6t 4-G

*14,056 Pair New Rubber 
Boots (Half H ip).

Sizes 7 to 13. Made by Firestone Tire 
Co., Goodrich, La Crosse Rubber Co., 
Mishawaka \ \  oolen Co. Packed in case, 12 
each. W eighing 115 lbs. Stored at N ew  
Cumberland, Pa. Minimum bid consid
ered, 12 pr.

Item No. 6Ì7-G

*959 Pair New Rubber Boots 
(Half H ip).

Sizes and Quantities: 7, 384 pr.; 8, 384 
pr.; 9, 192 pr. Made by U. S. Rubber Co. 
Packed in case, 20 pr. each. W eighing  
115 lbs. Stored at Boston. Minimum bid 
considered, 20 pr.

WATCH FOR 

LATER 

OFFERINGS

See Details on Last Page



CLOTHING AND EQUIPAGE LIST No. 6-Continued

Buy Now” Let that be your Slogan

D J T C Nearest Zone Supply Officer to put your name on our mailing 

" "  1 + 1  1  L .  lis t for free Weekly Bulletin of Government offerings.

Bids on This List Close April 2nd

OVERSHOES I OVERSHOES OVERSHOES
„ o o  J te .m  N °*  6 i 9 "C  I t e m  N o - 626-G  

2,423 Pair New Overshoes. *21,554 Pair New Overshoes.
Sizes and Quantities: No. 7, 420 pr.; N o. SlZe ^ ° :  9* aU rubber. Maker unknown. 
9, 300 pr.; No. 10, 44 p r .; No. 11 392 Racked in case, 20 to case. W eighing 115 
pr.; N o. 12, 79 pr. Made by A psley Rub- ! .* *  St° red at N ew  York City- Minimum  
ber Co.; No. 7. 40 pr.; No. 8. 24 p r .; bld considered, 20 pr.
N o. 9, 300 pr.; No. 10, 72 pr.; N o. 11. 68 ----------------- —

Item N o . 633-G
| *15,000 Pair New Overshoes.

Sizes 6, 8, 9, 10, 11, 12 and 13. A ll rub
ber, 4 buckle. Made by Hood Rubber Co. 
U. S. Rubber Co., and A psley Rubber Co. 
1 acked in case, 20 to 24 each. W eighing  
115 lbs. Stored at Ft. Sam Houston, Tex. 
Minimum bid considered, 20 pr.pr. Made by Bourbon Rubber Co • N o '

N «80inPr' i fiN ° ‘ V *  pr*; N o - 9 > 288 Pr-  Item N o . 627-GA o. 10, 48 pr.; N o. 11, 124 p r .; N o. 12, Q A 1  D  * K T  r \  l  
20 pr. Made by Converse Rubber Co. A ll ^ a i r  New Overshoes, 
rubber, 2  metallic fasteners. Packed in Size N o. 11, all rubber. Maker unknown, 
case, approx. 20 pr. to case. W eighing 115 Racked in case, 20 to case, weighing 115 
lbs. Stored at N ew  Orleans, La. Mini- l b s - Stored at N ew  York City. Minimum  
mum bid considered, 20 pr. bid considered, 20 pr.

Item N o . 643-G
*18,313 Pair New Overshoes.
Arctics Made by Beacon Falls Rubber 
V ° ; , •  S - Rabber Co.; Bourne Rubber Co.; 
A psley Rubber Co. Packed in case, 20 pr 
per case, weighing 115 lbs. Minimum bid 
considered, 20 pr. Stored at San Antonio, 
1 exas.

Item N o . 620-G

*800 Pair New Overshoes.
Size No. 9. All rubber, 4 buckle. Made 
by Converse Rubber Co. Packed in case, 
20 pr. to case. Weighing 115 lbs. Stored 
at New York City. Minimum bid consid
ered. 20 pr.

Item No. 62J-G

*380 Pair New Overshoes.
Size, N o. 9. A ll rubber, 4 buckle. Made 
by Goodyear. Packed in case, 20 each 
W eighing 115 lbs. Stored at N . Y. City. 
Minimum bid considered, 20 pr.

Item No. 628-G
*7,804 Pair New Overshoes.

Size No. 10, all rubber. Maker unknown. 
Packed in case, 20 to case, weighing 115 
lbs-. Stored at New York City. Minimum 
bid considered, 20 pr.

Item No. 644-G
6,335 Pair New Overshoes.

Maker unknown. Packed in case, 
weighing 115 lbs. Stored at 

Minimum bid considered,

Arctics 
20 pr. eacl 
Ft. Mason, Cal. 
20 pr

Item No. 629-C.
*1,071 Pair New Overshoes.

Sizes 7, 9, 10 and 11, all rubber, 4 buckle. 
Maker unknown. Packed in case. 20 to 
case. W eighing 115 lbs. Stored at N ew  
\  ork City. Minimum bid considered, 20 pr.

Item No. 624-Gxiem o^o. Item No. 630-G

*5,020 Pair New Overshoes. 1*985 Pair New Overshoes.
n .  -T- . S lZ P ,  N i ) .  l O  Q I r o r  Ti _ 1 i  •
Size N o. 9. A ll rubber, 4 buckle. Made 
by Hood Rubber Co. Packed in case, 20 
pr. each. W eighing 115 lbs. Stored at 
N ew  York City. Minimum bid considered, 
20 pr.

Item No. 625-G

*3,004 Pair New Overshoes.
Size 12, all rubber. Maker unknown
Packed in case, 20 pr. each, weighing 115 
lbs. Stored at New York City. Minimum 
bid considered, 20 pr.

Size No. 10. Maker unknown. Packed in 
ease, 20 to case. Weighing 115 lbs. Stored 
at New \  ork City. Minimum bid consid
ered, 20 pr.

Item No. 632-G

*12,121 Pair New Overshoes.
A ll rubber, 4 buckle. Made by U. S. Rub
ber Co., Hood Rubber Co., A psley Rubber 
Co. Packed in case, 20 per case, w eighing  
115 lbs. Stored at St. Louis, Mo. M ini
mum bid considered, 20 pr.

Item No. 645-G
5,336 Pair New Overshoes.

Arctics Size 10, all rubber, 4 buckle. 
Made by Bourne Rubber Co.; Goodyear; 
Mishawaka; Apsley; and Hood Rubber

i ii*  i k S* mJCaSê  20 Pr' each> weighing llo  lbs Stored at New York City. M ini- 
J mum bid considered, 20 pr.

« o r - . .  Item No. 635-G
aiPî iV  *>a*r ^ ew Overshoes.
A ll Rubber. Size 9. Made by U. S. Rub- 
^ ^ acked in case, 20 pr. each, w eigh
t s  115 lbs. Stored at Camp Kimx, Ky. 
M inimum bid considered, 20 pr.

„ „ „  J tcm N°- «37-C.
J ’®®® Pair New Overshoes.

All rubber. Size 11. Made by Appleby 
Rubber Co Peeked i„ case, 20 pr each 
«  e,gh,„g , 15 lbs. Stored at Camp Knos, 
^y. Minimum bid considered, 20 pr.

Item No. 638-G
3,034 Pair New Overshoes.

All rubber, size 12. Made by Beacon Falls 
ubber Co. l acked in case, 20 pr. each, 

weighing 115 lbs. Stored at Camp Knox, 
•ivy. Minimum bid considered, 20 pr.

See Details on hast Page
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WAR DEPARTMENT
QUARTERMASTER CORPS

Clothing and Equipage List No. 6 

UNDERWEAR, RUBBER BOOTS, OVERSHOES

Bids on This List Close April 2nd
OVERSHOES

Item No. 63J-G

*7,557 Pair New Overshoes.
All rubber, 2 metallic fasteners. Sizes and 
quantities: No. 7, 1,080 pr.; No. 8, 807 pr.; 
No. 9, 1,396 pr.; No. 10, 24 pr.; No. 11, 
1,343 pr.; No. 12, 380 pr. Made by U. S. 
Rubber Co.; No. 7, 340 pr.; No. 8, 579 pr.; 
No. 9, 744 pr.; No. 10, 182 pr.; No. 11, 
352 pr.; No. 12, 306 pr.; No. 13, 24 pr. 
Made by Hood Rubber Co. Packed in 
ease, 20 pr. each, weighing 115 lbs. Stored 
in New Orleans. Minimum bid considered, 
20 pr.

Item No. 648-G

*740 Pair New Lumberman’s 
Overshoes.

Leather top, lace. 5 pr. Storm, size 6; 
15 pr. leather top, size 6; 515 pr. leather 
top, size 8 ; 24 pr. leather top, size 9 ; 4 pr. 
Lumberman’s short, size 6; 42 pr. Lumber
man’s short, size 7 ; 53 pr. Lumberman’s 
short, size 8. Maker unknown. Packed in 
case, 20 pr. to 40 pr. to case, weighing case 
of 20 pr., 115 lbs. Stored at Chicago. Mini
mum bid considered, 20 pr.

Item No. 634-G

*4,784 Pair New Overshoes.
All rubber. Sizes and Quantities: No. 7, 
700 pr.; N o. 8, 4,084 pr. Maker unknown. 
Packed in case, 20 pr. each. W eighing 115 
lbs. Stored at Camp Knox, Ky. Minimum  
bid considered, 20 pr.

Item No. 639-G

*1,013 Pair New Overshoes.
A ll rubber, size 13. Made by Goodyear. 
Packed in case, 20 pr. each, w eighing 115 
lbs. Stored at Camp Knox, Ky. Minimum  
bid considered, 20 pr.

INSPECTION:

Goods are sold "as is” at point of storage. Samples are displayed at Zone Supply 
Oihces and at the Surplus Property Division, Munitions Building, Washington, D. C  
Samples of merchandise advertised in this list will not be furnished but they mav be 
inspected at points named herein. 1
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 accent anv 
award made to him. * y
NEGOTIATIONS:

Bids may be made by letterNo special form is requqired for the submission of a bid. 
or telegram.
All bids must be submitted by 3:00 p. m. (Eastern time) April 2nd.
Bids should be addressed to the Zone Supply Officer at the nearest address. Army 
Supply Base, Boston, Mass.; 46 J 8th Avenue, New York City; 2!st Street and Ore- 
gon Avenue, Philadelphia, Pa.; Coca Cola Building, Baltimore, Md.; Transportation 
Building, Atlanta, Ga.; Army Building, J5th and Dodge Streets, Omaha, Neb.; Fort 
Mason, San Francisco, Cal.; 17th and F Streets, N. W., Washington, D. C ;  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  y *
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. C., prior to 3:00 p. m. (Eastern 
time) March J9th. Bids must be for goods at point of storage as set forth in the speci
fications of the 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 the "minimum bidding 
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 April 7th. In each case 
successful bidders will be advised of the quantity awarded to them. A deposit of 
i0  per cent* of the amount due under each award must be made immediately upon re
ceipt of notification.
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 m 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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I  W O M A N ’S  W O R L D

W hy Spring  F ever Com es to  A ll 
Ages.

March 10, 1920

ritten  for the Tradesm an.

L isten  to  th is sto ry  th a t a m other 
told me once w hen we were talk ing  
about “runaw ay ch ild ren .”

One w arm  day in early  spring, 
when I was unusually  busy w ith 
household duties, I saw m y little  boy 
looking over some fishing-tackle 
which his fa ther had given him  the 
sum m er before. Several tim es he 
came to  me w ith som e particu lar 
hook o r float o r piece of line and 
tried  to in te res t me in the tale of the 
fish th a t he had caught w ith it. Even 
yet I can see the troubled  look in his 
eager little  face as he realized th a t 
I was too busy to pay real a tten tion , 
especially when he asked me if we 
couldn’t go into the co u n try  and fish, 
and I laughed a t him, bade him go 
back to his play and becom e en
grossed  again in m y ow n affairs.

“W hen luncheon tim e came I 
couldn’t find him anyw here. I tele
phoned to  the hom es of his little  
friends and searched all his out-of- 
door haunts w ithout result. Sudden- 
13’ I rem em bered the fishing-tackle; 
the b reath  of the w arm  spring  blow 
ing th rough  an open w indow  b rough t 
me a thought. W ith  m y h eart in m y 
m outh I hurried  m any blocks down 
to the docks on the river. And there, 
far out on the edge of a w harf, I 
saw th a t little  figure sitting  w ith legs 
hanging over, like the o th er o lder 
fishermen, in ten tly  w atching the line 
held in his chubby little  hands. I 
was careful to  m ake m y way to him 
quietly and speak w ithout startling- 
him.

“Yes, I punished him ; but I have 
alw ays been so rr3', for I w as^the one 
who deserved it. I do no t know  
w hat lesson m y little  son learned th at 
da\-, bu t I know  I learned one about 
a lost opportun ity  to  join th is little  
lad in the cure for ‘spring  fever.’ I 
tried  to show  him  th a t his m istake 
had been in deceiving me, in no t te ll
ing me w hat he was go ing  to  do, 
but I don t  th ink  I was very  sincere 
about it, for I knew, and he knew, 
th a t I wrould have forbidden it. And 
I knew that, re a lh ’-, we could ju st as 
well have slipped aw ay th a t m orn ing  
wdth our luncheon on the tro lley  car 
to a brook  we bo th  loved, w here he 
could have fished and satisfied his 
soul, even if he caught no th ing .” 

“Spring  fever” is a fam iliar ailm ent 
of grow n folks, but it is far m ore 
com m on am ong children, even though 
neither they  n o r their p a ren ts m ay 
recognize it. W atch  out, these spring  
days, when the  little  people show  the 
first signs o f w anting  to  ge t aw ay 
from  the hom e and the  restric tio n s 
o f w in ter and shake hands w ith n a 

tu re  as she aw akens a fte r the im 
p risonm en t of w inter. Go o u t w ith 
them  and begin, if you haven’t done 
so already, the com panionship in en- 
jo>'m ent of the wide ou t-of-doors 
w hich wrill carry  you to g e th e r into a 
thousand  kinds of fellowship, lasting  
until the end of life.

T he coun try  m other and fa ther 
have the advantage of im m ediate ac
cess to  na tu re ; but I assure  you the 
city' m other can find p len ty  in the 
parks and a long  the river front.

\ \  ha t shall I do to m ake such a 
walk in te res tin g ?” m others say to 
me, “ I t isn ’t so m uch th a t I am  afraid 
of being  bored  m yself, for I love to 
be with the  children; but I do n ’t w ant 
to bore them . T hey  have so m uch 
m ore fun w ith o th er children .”

I would be the last to  w ant you to 
m onopolize the ch ild ren ’s society; 
the>r o ugh t to  be constan tly  w ith 
o th e r children. B ut you need not 
w orry  about overdo ing  it. T he tim e 
you actually  can spare will be little  
enough a t m ost, and there  will come 
a day when you would give w orlds 
for m em ories of m any m ore such 
walks than  will be hum anly  possible.

To begin w ith, try  to  fo rget th a t 
you are  grow n up and dignified; put 
on your best “play sp irit” and laugh 
and frolic. I t  will do you as m uch 
good as it will do them — m aybe more.
W ear old clothes, rough  boots, and 
do not be afraid  of g e ttin g  dirty. 
L et the children rom p all they  w ant 
to, sh o rt of ge ttin g  into real danger. 
A nd don’t fuss!

O nce out of tow n, see th a t the chil
dren notice w hat is go ing on—the 
m aking of roads, repair of buildings 
and fences, w ork of the farm ers, op 
eration  of ra ilroad  signals, all so rts 
of in d u stry  as you pass it in the cars 
or by the roadside.

D o n ’t expect the children to  u nder
stand o r rem em ber every th ing  they  
see, but take advantage of the op 
p o rtu n ity  to provoke a tten tio n  and 
observation . H ere  is a gam e th a t 
helps in th is d irec tion : L et them  
stand still a few m om ents w ith eyes 
shut, listen ing  in ten tly  and rep o rtin g  
w hat they  hear, try in g  to  identify  the 
sounds. T hen  let them  look around 
carefully, then  shu t th e ir eyes and 
tell w hat they  say. Blindfold each in 
tu rn  and have him  identify  objects, 
such as stones, plants, tw igs and ro ad 
side flowers by touch.

Iden tif\', describe and tell a ll you 
can about one tree, one flower, one 
bird th a t you see on th is  walk. A 
little  ta lk  about the pine tree , the 
roadside daisy and the  song  sparrow  
will m ake a never-fading im pression  
and open the  w ay for w ider and m ore 
various observations. You m ay very  
well p repare  a b it in advance by  read 

ing, and add m aterially  to your own 
stock of know ledge and your capacity  
for enjoym ent.

Then, when you are a t hom e in the 
evenng, talk  it all over. T h is will 
tend  to  streng then  m em ory and con
firm the im pression of enjoym ent as 
the whole delightful experience is de
scribed for father, especially if you 
take pains to  fo rget any th ing  that 
happened th a t wras unpleasant. Make 
the m em ory a happy one. All the 
b e tte r if the children try  to  sketch 
w ith pencil o r colors the th ings that

in te rested  them  m ost o r w rite  little 
com positions o r le tte rs  about what 
happened and w hat they  saw.

T he physical and m ental effects of 
such w alks as these  are g rea t and 
beneficial for th e ir ow n sake, but they 
also s tren g th en  the fam ily bond of 
understand ing  and affection and pave 
the way for the la te r years, when to 
ge ther you travel fu rth er afield am ong 
the w onders of n a tu re  and m an’s a rt 
and handiw ork in y our ow n and 
o th er countries. P rudence  Bradish.

(C opyrigh ted  1919.)

Domino 
Golden Syrup
~ a pure cane sugar product for use 
at the table or in cooking. House
wives use it in making candies, 
cakes, muffins, puddings, sauces and 
baked beans, or on the table over 
waffles, griddle cakes and fried mush.

Domino Golden Syrup has a ready 
sale because the name Domino 
stamps it as a quality product.

American Sugar Refining Company 
“Sweeten it with Domino”

Granulated, Tablet, Powdered. C onfection.,., B ra » .,  
Golden Syrup.

W ihnarth show  cases and store fixtures in W est M ichigan’s  b iggest store

In Show  Cases and S tore F ix tu res 
Wilmarth is th e  best b u y - b a r  none.

C ata log—to m erch an ts

Wilmarth Show Case Company 
1542 Jefterson Avenue Grand Rapids, Michigan

M a d e  J n  G r a n d  R a p i d e
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Gabby Gleanings From Grand Rapids.
G rand Rapids, M arch 9—The resi

dence of T hom as B. Ford , 410 College 
avenue, South, was the scene of a 
b rillian t wedding last T hursday, when* 
his sister-in-law , M iss H azel Bot's- 

'vas m arried  to Louis Quitm an, 
of Chicago. The cerem ony occurred 
a t high noon and was solem nized by 
Rev. A. W . W ishart. A beautiful 
luncheon was then served at the Pan t- 
lind H otel, a ttended  by eighteen 
friends and relatives and the bride 
and groom , who subsequently  left on 
the 5:15 train  for Chicago, w here they 
will make their home. The bride has 
been on the musical stage for the 
past dozen years. The groom  is land
lord of the S trand H otel and also 
has o th er in te rest of a lucrative ch ar
acter in Chicago.

A very im portan t annual m eeting of 
G rand R apids Council was held 
M arch 6 a t their Council cham bers, 
corner Ionia avenue and Island street.

Much due cred it m ust be given to 
our W o rth y  Senior Counselor, L. V. 
P ilk ing ton , for m aking this the snap
piest and best regu lated  m eeting  ever 
held in G rand Rapids Council.

W e w ere very  fortunate and highly 
honored by having w ith us Suprem e 
A ttorney , John  A. M illim er, of Co
lumbus, Ohio. Grand C onductor Sid- 
wall, of the G rand Lodge of Ohio, 
and G rand C onductor A. W. Steven
son, from  M uskegon Council. These 
w orthy  officers gave the boys some 
very in te res tin g  talks and we all know 
why they  hold the responsible offices 
they  have been elected to.

W . S. B urns m ade the p resen ta tion  
speech and p resen ted  our w orthy  Sen
ior Counselor, L. V. P ilkington, with 
a solid jew el pin and our W orthy  
P ast Senior Counselor, W ill E. Saw
yer, w ith  P a st Senior C ounselor cap.

Follow ing are the nam es of fourteen 
salesm en who had the pleasure of 
tak ing  the w ork of this g reat order.

J. S. V ander Veen.
J. E. Zim m er.
W . H. H urt.
W illiam  Plom .
A. C. Colvin.
O rlo W . Judkins.
A. H. B errhm an.
N ickolis Boersm a.
L am bertus Lam bert.
Finley A. Shewning.
H en ry  Kossel.
R. H . Randall.
M errle W . P o rte r.
Jo h n  C. Van H orn .
The election of officers was as fol

lows:
P ast Senior C ounselor— L. V. P il

k ington.
Senior C ounselor—J. M. V ander 

Meer.
Ju n io r C ounselor—John B. W ells.
Secretary  and T reasu re r—Allen F. 

Rockwell.
C onductor—Jam es H. Bolan.
Page— P erry  E. Larabee.
Sentinel—R. A. W aite.
Executive C om m ittee— Chas. N ut- 

hall, C. R. L aw ton and W . S. Cain.
D elegates for Grand L odge—Joe 

V ander M eer, A. F. Rockwell, W. K. 
W ilson, L. V. P ilk ing ton , John  Schu
m acher and W . Bosm an.

A lterna tes—W . S. L aw ton, J. D. 
M artin , F red  E. B eardslee, W . S. 
Burns, H. B. W ilcox, A. M. Bord- 
m an and H . F. DeGraff.

Follow ing are the C om m ittees ap 
pointed  by our W o rth y  Senior Coun
selor, Joe V ander M eer:

Grievance C om m ittee—J. D. M artin, 
H. L. B enjam in and F. E. Beardslee.

Floral C om m ittee—A. F. Rockwell, 
w ith pow er to select assistance.

Base Ball C om m ittee— L. E. S trana- 
han, w ith pow er to  select assistance.

M em orial C om m ittee—A. N. B or
den, L. E. S tranahan  and R. A. 
W aite.

H o te l C om m ittee—J. D. M artin , N. 
H. Carley and C. F. H art.

P ianist—W . M. R obinson.
Chaplain—J. A. Berg.
T hose of you who did no t avail y o u r

selves of the o p p o rtu n ity  by a ttend ing  
the annual banquet in the evening 
a t the P an tlind  H o te l m issed a rare

treat. A four course d inner was serv
ed cooked fit for a king. T he p ro 
gram m e was as follow s:

A rth u r Borden, T oastm aster.
Invocation— Rev. Jam es W. H a il

wood.
Music— T uller’s O rchestra .
Selection—The T im es 4 Q uartette .
Go on South— F. A. Sawall.
A L ittle  Bit of Discord, Som etim es 

Called Jazz— K nott Sisters.
Selection—The T im es 4 Q uartette .
Be IH riendly— Rev. Jam es W . H a il

wood.
Selection—The T im es 4 Q uarte tte .
It is Up to You—John A. M illiner.
We feel sure th at every m em ber 

and his family a ttend ing  this banquet 
was m ore than pleased with the eve
nings entertainm ent.

F. A. Sawall favored us with a m ost 
in te resting  talk, his subject being Go 

South. H is teaching and exem 
plifying the high ideals of life by in 
terp re tin g  the M ississippi R iver and 
its course for his subject. W e all 
wish to extend our thanks to Mr. 
Sewall.

Rev. Jam es W . H ailw ood, in turn, 
rendered  a m ost in te resting  talk  on 
Be frien d ly . T his got everyone of 
us to th ink ing  about the conditions of 
the coun try  and also the conditions 
of our surroundings, as we are m ak
ing them  and if we will do as F. A. 
Sawall explained, Go on South, and 
not stagnate, we gathered  m ore than 
a sto ry  of lfe as it should be lived by 
Rev. Jam es W. H ailw ood.

O ur w orthy  chairm an, A. E. A t
wood, sprung the surprise of the eve
ning by substitu ting  Suprem e A tto r
ney, John  A. M illiner, in the place of 
E. M. Davis. H is subject, I t ’s Up T o 
You, with his fluent speech and his 
good will a t this occasion proved that 
he had been in tigh t places before.

M usic for the evening was fu rn ish
ed by T u lle r’s o rchestra .

Favors con tribu ted  by the P u tnam  
Candy Co. and the W orden G rocer 
Com pany cigar departm ent.

T he in terrup tion  of the quarre l by 
the K no tt S isters by E. H. Snow and 
L. E. S tranahan relieved a lot of heart 
throbs.

M uch credit m ust be given to  the 
ladies of the banquet com m ittee for 
their beautiful table decorations and 
their goad taste  to  please the eye.

A fter the banquet everyone ex tend
ed their congratu la tions to the ban
quet com m ittee in general and w end
ed their way hom e to rem em ber and 
cherish the good tim e they had at 
the eigh teen th  annual banquet.

L. E. S trana han.

Does N o t L ike the B eautiful.
C. H. Camp, of the H asselm an Can

dy Co., K alam azoo, was am ong the 
snow bound travelers a t M ewaygo last 
wek and, becom ing som ew hat sarcas
tic over repeated  delays because of 
the “diam ond dust,” w rote a le tte r to 
the house while there  in which he 
expressed  him self as follows:
The snow, the snow—the beautiful 

snow ;
Seven feet deep w herever you go!
If you do ge t there  you don’t get 

back.
I t ’s h—1 to travel, I ’ll have you know, 
W ho was th at man who w rote “B eau

tiful Snow.”
If I had th a t m an who w rote “B eauti

ful Snow ”
I ’d send him  to W hite Cloud or New- 

way-go,
And there  he would stay from  fall to 

spring
W ith  p lenty  of snow—not ano ther 

darn thing.
And while he sat waiting, all ready to 

go,
H e’d sure ge t enough of th is “B eauti

ful Snow .”

More About The Market
D uring the last few w eeks due to  sickness, bad w eather and the 

fact th a t th is is usually  the pessim istic tim e of the year, it has been 
rep orted  to  us th a t som e buyers of d ry  goods have becom e afraid 
of the m arket and have quit buying to a certain  extent. O ther m er
chan ts have asked our advice as to w hat they  should do about F u tu re  
O rders covering m erchandise for Fall. Follow ing our previous open 
le tte rs  regard ing  the m arket, we will try  to  give you the  p resen t 
situation in frank  and open m anner as we see it.

T he rap id  increase in prices in the p rim ary  m arket has largely  
stopped, due to  the fact th a t prices were getting  so high th a t even 
the  M ills them selves w ere getting  afraid th a t they  w ere g e tting  too 
high and would stop consum ption. M ost of the M ills are sold far 
ahead, hence the m arket is very  quiet a t the p resen t time. A s we 
have said before we have gone out of Silks because we believe th a t  
Silks will go low er ra th e r than  higher. W ool goods are the  m ost 
reasonably  priced m erchandise in the m arket. W hile there  has been 
very  little  doing in the prim ary  m arkets on C otton  goods, the prices 
of g ray  goods have held very steady, even w ith practically  very  little  
buying. 64 x 60 s 535 yd. 36 in. Gray goods w ere never quoted a t 
to  exceed .24. P re sen t bid prices for this item  of gray-goods are 
•22^  and upw ards, w hich will give you an idea of how  stro n g  the 
m arket is, even w ith very  little  purchases being made. I t  is said th a t 
there  are a g rea t num ber of large opera to rs  who had been hoping  
th a t by ho ld ing off there  would be a slum p in g ray  goods, but it does 
n o t come. T his all show s th a t it is a question of supply and demand. 
W e all know  th a t the p roduction  is still sh o rt by a large  am ount. 
In  our own case, we are doing every th ing  we can to  get the m ills 
to  deliver m erchandise bought the m iddle of last year, b u t w ith very  
little  success. W e are getting  out our F u tu re  O rders for Spring  as 
fa st as we can and we w ant you to  be patient, because we assure, 
you th a t as soon as we can get the m erchandise from  the  Mills, we 
will ship it to you a t once. If the m ills w ere delivering m erchandise 
as o rdered  or w ere asking us to an ticipate deliveries, we would feel 
th a t a break  in the m arket was coming, but such is n o t the case.

On the question  of dem and everyone of you knows th a t situation  
b e tte r  than  we do. A lthough every m erchant we have talked w ith 
says th a t his business is as good o r even m uch be tte r than  las t year, 
we would appreciate any com m ents from  you as to  th is and any o ther 
features w hich you care to  w rite us about. One of the large  facto rs 
in th is connection is the buying pow er of the public. So long as 
everyone can get all the w ork they  w ant a t the high w ages which 
they  are getting , they  will have plenty  of m oney to  spend. I t  is only 
n a tu ra l for them  to spend it. A good p a rt of the  p resen t high prices 
is due to  the high cost of labor. I t  would hard ly  be reasonable to, 
look for a re-action  w ithout an equal re-action  in wages, which does 
n o t look very reasonable e ither a t the p resen t tim e o r in  the near 
future.

T herefo re  the situation  resolves itself down to the situation  of 
sh o rt supply and good dem and and any buyer who becom es afraid  
of the m arket and stays o u t and does n o t o rder the m erchandise he 
needs for S pring  will find him self in the sam e position  th a t a  g rea t 
m any m erchan ts w ere las t year, whe'n th rough  false psychology there  
w as a slum p in the  m arket w hich was unw arran ted . T he wise m er
chan t took  advantage of it and m ade m oney while the foolish ones 
did not.

A s to  the o th er question  of buying m erchandise for Fall on 
F u tu re  o rder now, the advice th a t we are giving is this. P rices m ade 
by the  M ills for Fall are m uch h igher—and the h igher prices go, the 
sooner the increase will stop  and the sooner a re-action  will se t in. 
T herefo re  it is the p a rt of w isdom  for good m erchan ts to  o rder now  
about 50 per cent, of the quantity  of m erchandise th a t th ey  th in k  
they  will need. T h is will p ro tec t them  a t the  opening prices and  if 
the m arket goes up, they  can buy the  o ther 50 per cent, of their needs 
a t m arket prices and sell accordingly. If  the m arket should go down, 
which does no t look very  reasonable now, their loss will be m ini
mized. By pursuing the policy of stay ing  out of any th ing  th a t looks 
too h igh fo r your trade  to  buy, you can gradually  elim inate a g re a t 
m any item s and a considerable investm ent. M any m erchants who 
have follow ed th is plan now have a nice nest-egg laid aw ay in th e ir 
savings account and a sm aller stock  to  take a loss on, if there  should 
be a re-action.

W e will be g lad to  go into th is  m atte r fu rth er w ith any w ho 
desire to  w rite and we would appreciate any com m ents you have.

V ery  tru ly  yours,

GRAND RAPIDS DRY GOODS CO.
C. J. Farley, President.
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R A P ID  G R O W T H .

O f the  M ichigan R etail D ry  G oods 
A ssociation.

\ \  hen m aking out an annual rep o rt 
your S ecretary  alw ays harks back to 
the first days of the A ssociation w hen 
there  were but th irteen  m em bers. H e 
can see again Mr. J. B. Sperry , of 
P o rt H uron , as tem porary  chairm an, 
calling the m eeting  to  order. T hen 
the election followed, m aking Mr. D. 
M. C hristian , of Ow osso, P residen t 
and the p resen t incum bent Secretary - 
i reasurer. The follow ing men were 
eager and en thusiastic  m em bers: J. 
R. R ichey; S. E. C ook; F. M cEhvain 
and H. B. S trecks of C harlo tte ; Mr. 
W . O. Jones and C. W . C arpen ter, of 
K alam azoo; F red  Cutler, of Ionia; 
Phil H iger, of P o rt H u ro n ; Mr. B ro
gan and F. E. Mills, of Lansing.

The spirit of the m eeting  was good- 
fellowship and a feeling of the nec
essity  co-operation. In o rd er to 
elim inate m any of the abuses which 
existed in the re ta il business and also 
to  raise to a h igher stan d ard  the m er
chan ts of the State, we recognized 
the necessity  of a S tate-w ide o rg an 
ization.

Since th a t m odest beg inn ing  we 
have grow n w onderfully  and the A s
sociation is now  m uch m ore pow er
ful and vigorous than  even a t the tim e 
of our last convention held in Lansing, 
Sept. 9 and 10, 1919. W e now  have 
over 250 m em bers and by a p roper 
classification w hich includes clerks 
em ployed in each store, we find there  
are about 6,000 rep resen ted  by th is 
A ssociation. T his indicates som ething 
of the stren g th  of the  A ssociation 
when com puted by the num ber of 
persons engaged in the re ta il business 
of the S tate. T h is large g row th  is 
due to the efforts of our splendid 
m anager, Mr. J. E. H am m ond, who 
was the choice of the com m ittee ap
pointed  by our P residen t, Mr. C hris
tian, a t the convention held in B attle 
Creek one year ago. » M r. H am m ond 
has m ore than  fulfilled our expecta
tions. H e has been ever busy  and 
alw ays keenly in te rested  in the wel
fare of the A ssociation. H e, too, has 
g reatly  relieved the Secretary , which 
is duly appreciated. In fact, the w ork 
of th is office has been very p leasant, 
ow ing in large p a rt to  the congenial 
co-operation of our w orthy  and ex 
cellent P re s id e n t

f ro m  correspondence recen tly  re 
ceived from  officers of o th er re ta il 
associations wTe have the follow ing in
form ation: T he M ichigan R etail Shoe 
D ealers’ Association has 119 sto res 
represented . I t also has 300 associate 
m em bers and th is includes retail 
clerks, w holesale salesm en, etc. The 
first convention of the shoe dealers 
was held in D e tro it in 1905. I t  re 
cently  held its fifteenth annual con
vention and th is A ssociation has been 
a g reat factor in p rom oting  good fel
lowship am ong the  shoem en of the 
S tate and has also had a very  substan 
tial influence on legislation.

The M ichigan R etail L um ber D eal
e rs’ A ssociation has a t p resen t 352 
m em bers. T his A ssociation was o r 
ganized in 1889. T he M ichigan R e
tail and General M erchan ts’ A ssocia
tion has, we understand , about 855 
active m em bers and the M ichigan R e
ta il H ardw are  D ealers’ A ssociation

claim s a m em bership  of about 1,500. 
Both of these A ssocia tions have been 
in existence several years and their 
conventions are g row ing  in in te res t 
and enthusiasm . T he M ichigan S tate 
P harm aceutical A ssociation  has a 
m em bership of about 900. T he fol
low ing A ssocia tions are now  in ex ist
ence in M ichigan:

M ichigan R etail D ry  G oods’ A sso
ciation.

M ichigan R etail G rocers and Gen
eral M erchan ts’ A ssociation.

M ichigan Retail H ardw are  D ealers’ 
Association.

M ichigan S tate A ssociation  of M as
te r P lum bers.

M ichigan S ta te  Pharm aceutical A s
sociation.

Retail F u rn itu re  Club of M ichigan.
M ichigan R etail Im plem ent D ealers’ 

A ssociation.
M ichigan R etail Shoe D ealers’ A s

sociation.
M ichigan R etail L um ber D ealers’ 

A ssociation.
M ichigan R etail C lo th iers’ A ssocia

tion.
I t  is m y opinion th a t the  above 

associations of re ta il m erchan ts in the 
S tate rep resen t an aggregate  of 50,000 
business m en and the  recen t action 
of the conference held w ith the A t
to rney  G eneral to  appoint a com m it
tee of tw o m em bers from  each o r
ganization  will cen ter the influence of 
these  o rgan izations upon legislation 
when bills affecting the in te res ts  of 
the re ta ile rs  are  involved.

As o u r A ssociation s ta rted  w ith but 
th irteen  m em bers, so ou r N ational 
flag, in the beginning rep resen ted  but 
th irteen  states. O ur A ssociation, like 
the country , has grow n. W e are now 
living and doing business under this 
enlarged  flag w hich rep resen ts the 
best G overnm ent on the  face of the 
earth , in the best co u n try  on the 
globe and am ong the best people in 
all the w orld. As M r. Com bs, of T o 
ledo, E xecutive S ecretary  of the R e
tail M erchants Board, has said, “L et 
us p ro tec t it, p reserve it and keep it 
in tac t th rough  b roader education, 
h igher ideals and closer re la tionsh ips 
and by p reserv ing  and fostering  the 
business of th is g rea t N ation  in the 
best in te res ts  and w elfare of all the 
people.” In  o rd er to ge t the com 
m ercial w orld  back on an even keel 
we m ust have o rd e r by eager h e lp 
fulness, patience, unselfishness and 
our g rea t aim  should be ready  and 
w illing to  do o u r part, w hich m eans 
to  take no th in g  w ithout full m easure 
in re tu rn , in th is  way only can the 
M ichigan R etail D ry  G oods A ssocia
tion help our people and our G overn
m ent over the rough  spo ts of these 
unusual and try in g  tim es.
T rea su re r’s R eport F o r Septem ber 

C onvention, 1919.
Cash receved for mem. fees $ 805.00
A nnual d u e s ------------------------- 4,356.00
M iscellaneous i t e m s ________  21.58

T o ta l------------------------------- $5,182.58
Disbursements.

Salaries _-------------- $1,612.79
T raveling expenses 518.22
Office e x p e n s e s_ 445.50
Publicity ------------  462.74

T o ta l _ —  --$3,039.25

T rea su re r’s R eport F o r M arch Con
vention, 1920.

Cash on hand Sept. 1 __ $2,143.33
Cash received for mem. fees 400.00
A nnual dues _____________  3,785.00
M iscellaneous item s ________  523.58

T o ta l -------------------------------$6,851.91
D isbursem ents.

Salaries __________$2,137.76
T raveling  expenses 524.10
Office e x p e n s e s __  477.36
Publicity  _________ 1,231.20

T o t a l ---------------$4,370.42 4,370.42

Cash on hand in b a n k ___ $2,481.49
J. W . Knapp, 

Secretary  and T reasurer.

I tem s F rom  the  C loverland of M ichi
gan.

Sault Ste. M arie, M arch 9—The re 
m odeling and decorating  of the M ur
ray  H ill dining room s is nearing  com 
pletion and will be opened to the pub
lic w ithin the nex t week.

T he B oston c lo th ing  house, one of 
our large stores, has been sold to the 
Leader. P o o r health  is given as the 
reason for selling ou t by Mr. Kline, 
the proprieto r. The L eader is rem ov
ing  the stock to  its store, on the op
posite side of the street, where in the 
near future the public will be given a 
chance to  beat the H. C. L. while 
the sale is on.

T he hotels here are feeling the ef
fects of the crippled train  service du r
ing th is last storm , as no trains are 
arriv ing  and the w eary trave lers are 
so jou rn ing  en route. A bout the only 
places where the difference in a tten d 
ance was no t noticed was in the 
churches, w here the num ber of trav 
elers averaged about the same.

The “big five” packers of Chicago 
were tendered  w ords of praise by the 
U nited  S ta tes G overnm ent recently  
T he verbal bouquet—the first th at has 
come to Packingtow n in m any m onths 
of Federal opposition—was brough t 
to  Chicago by Jo h n  A. A tw ood, spec
ial assis tan t of the A tto rney  General, 
who has been assigned to m ake a 
N ation  wide explanation  of the recent 
Federal decree of unscram bling. A t
to rney  G eneral P a lm er was inspired 
to  subm it the decree excluding the 
packers from  the vast varie ty  of busi
ness they  form erly  engaged in, and 
in m any  instances controlled, th rough  
no anim osity  against the packers 
them selves. H e declares, “I t  is but 
the tru th  to  say th a t the packers have 
shown a sp irit of concession and co
operation  which is highly gratifying, 
lh e y  appreciate th a t the concessions 
m ust be m ade to  rem ove all g rounds 
for criticism , som e of which were the 
resu lt of prejudice.”

M erchants are re jo icing  over the re 
p o rt th a t the car fe rry  strike  across 
the S tra its  has been se ttled  and th a t 
fre igh ts will now  be rushed th rough 
to relieve the shortage in some lines.

One of our lead ing  d en tis ts  says 
th a t the auto  loosens tee th . A pedes
trian  is luck if th a t is all it  does to 
him.

A le tte r from  our d istingu ished  c iti
zen, Rev. T. R. E aste rday , who is 
spending the  w in ter in California, 
s ta tes th a t during  all of his travels lie 
has not seen s igh ts to  com pare with 
the scenery  along  o u r beautiful St. 
M ary’s R iver and th a t he has been 
kicking h im self for no t tak ing  along 
his fur overcoat. H e expects to  re 
tu rn  to  the  Soo in the spring.

A ngus M cCoy, one of P ay m en t’s 
grocers, was a v isito r here  last week 
for a load of supplies. H e  says there 
is m uch activ ity  on the  island this 
w inter, especially  in the lum bering.

E dw ard  D em ar, one of ou r well- 
know n arch itec ts , has opened a branch 
office a t P o r t  H uron , w here he has 
been for the past week.

T he m any friends of R oy H . F rick- 
en are so rry  to  learn  th a t he is to 
rem ove to  Dansville, 111., to  take a 
position w ith the  Com m ercial-N ew s. 
H e has been w ith the  T im es here for 
the past year and has been popular 
in m usic circles and w ith  the  young 
folks in general. H e  d ep arts with 
the best of w ishes to  his new loca-. 
tion.

Even a stingy  m an will allow  an 
o th er to  share  his opinion.

W illiam  G. T apert.

Shapes of S pring  H a ts .
T he gam ut of m ateria ls for spring  

ha ts having been run , efforts in the 
local m illinery trad e  a t the m om ent 
are being given to  w ork ing  ou t new 
m ethods of using  them . Some of 
these m ethods, says the cu rren t bulle
tin of the  R etail M illinery A ssociation 
of Am erica, are  really  lovel. O f the 
trea tm en t of leghorn  by one of the 
big local firm s it says:

“T hey cut the crow n aw ay about 
an inch above the  headband, and fin
ish it by curling  the rough  edge in. 
Then a crow n of flowers o r of some 
m aterial is inserted . T h is gives a 
very n a tty  effect, far m ore so than  
when a sim ilar crow n is poised di
rectly  upon the brim .

“A no ther ha t has the  brim  cut 
som ew hat on an old-fashioned poke 
shape, w ith a crow n of flat roses 
m eeting  the band of leghorn . T his 
m odel is trim m ed w ith a tied  black 
velvet bok th a t is placed a t the back 
and has long, flowing stream ers. A 
th ird  ha t show n by the sam e concern 
has a four-piece crow n of peace-col
ored velvet a rran g ed  in the  sam e way. 
each seam  in the crow n being  bound 
w ith a cable cording. T h is m odel is 
on the soft, flappy garden  order, and 
has a little  bow tucked aw ay under 
the brim  n ear the  back, end ing  in a 
wide, flowing stream er.”

Blue Buckle O ver Alls
S.jssîil 4 ‘Strong-for-W ork ’ ’

Dealers are urged in a good-business way to 
investigate the BLUE BUCKLE work-garments; 
to examine them with the utmost care and to com
pare them with any overalls they ever sold, or 
wore themselves.

We carry them in stock for immediate shipment.
BROWN & SEHLER CO.

Wholesale Distributors
G R A N D  R A P I D S M I C H I G A NCash on hand in bank $2,143.33



B lu e  B u ck le  O verA lls  an d  Coats are so ld  o n ly  through  
the  jo b b in g  tra d e— the m o s t econom ical, p ra c tica l and  
sa tis fa c to ry  m e th o d  o f  d is tr ib u tio n  fo r  both  re ta ile r  and  
m anu facturer. Sam ples, p r ic e s  and o th er  in fo rm a tio n  
are n o w  available in  p ra c tic a lly  e v e r y  jo b b in g  h o use  in  
A m erica . W e  re q u e st tha t y o u  w r ite  y o u r  jo b b er . S h o u ld  
h e  n o t  ca rry  B lu e  B u ck le s h e  can order them  fo r  yo u .

Jobbers OverAll Company, Inc.
Lynchburg, Virginia

L a r g e s t  M a n u fa c tu re rs  o f  O v e r a lls  in th e  W o rld  
N e w  Y o rk  O ffice : 63 L e o n a rd  S tre e t W . T .  S tew art, R ep re se n ta tiv e

Blue Bucke
O verA lls

M arch  10, 1920

“Strong
for

Work”
Blue Buckles are 
trade-builders 
as well as 
trade-holders !
MEW  customers’ trade is kept right in your store 

by the supreme quality of Blue Buckle Over- 
Alls and Coats. Continual, repeat orders move 
Blue Buckles at a mighty brisk pace. And when 
it comes to quick turnovers Blue Buckles certainly 
are all speed. That’s why dealers who have made 
Blue Buckles their overall leader are scoring heavy 
on steady profits.

One wear test of Blue Buckles convinces a cus
tomer of their superior wear-quality. One order  
o f  B lue B uckles will convince y o u  absolu tely  
o f  the ir  superior sales-quality !  Steady, per
sistent advertising will keep pushing the demand 
for Blue Buckles!

Strong, sales-pulling advertisements in maga
zines, brotherhood publications, newspapers, farm 
papers and, impressive bill boards in over 1500 
cities and towns will help you put across Blue 
Buckles big !
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BUTTER, EGGS and PROVISIONS

iiMi

Michigan Poultry, B utter and Egg Asso
ciation.

P re s id e n t—J . W . L yons, Jack so n .
V ic e -P re s id en t—P a tr ic k  H urley , D e

tro it.
S e c re ta ry  and  T re a s u re r—D. A. B e n t

ley, S ag inaw .
E x ecu tiv e  C om m ittee—F. A Johnson , 

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

Should P ro te s t A gainst U ndue Eg

tically done aw ay w ith under o rd in ar
ily careful packing and loading. But 
it is not to  be expected. I t  will be 
necessary  to deal w ith the m atter 
upon the supposition th a t flying 
sw itch and o th er shock producing  
practices are an inheren t concom itant 
of freigh t car handling.

Breakage.
I t is hoped th at the conventions 

now  in p rogress, at which egg ship
pers so largely  p redom inate, will not 
pass w ithout reg is te ring  a very loud 
and unanim ous p ro tes t against the 
ra ilroad  breakage of the egg product 
which played so large a p a rt in the 
m ore serious of the losses th a t a t 
tended egg storage during  the past 
year, and w hich are still, as they  have 
been for years, a heavy drain upon 
the industry , inevitably .reflected upon 
consum ers.

It is perhaps needless to dwell upon 
the im portance of th is m a tte r o r to 
repea t the exaspera ting  experiences 
of the trade  in connection w ith it; 
they  are m atters w ith w hich a lm ost 
every  egg  shipper, receiver and deal
er is familiar. W h at is w anted is some 
effective action th a t will stop  so 
grievous and unnecessary  a loss to 
individuals and to the public.

T here  are m anifestly  th ree  principal 
poin ts of a ttack  in any sensible effort 
a t reform —the package and its  p rep 
aration , the lading o r car equipm ent, 
the handling  in transit.

An indication of the chief reasons 
for the b reakage th a t occurs is ga in 
ed from  observation  of the m arketing  
of Pacific C oast eggs in A tlan tic  sea
board  m arkets. Some hundreds of car 
loads of these eggs have been b rough t 
across the con tinen t sin^e last fall 
and handled in the New Y ork m ar
ket with so little  b reakage th a t if the 
resu lts were universal in egg  tra n s 
portation  there  would be no th ing  left 
to be desired. T h a t car handling  is, 
to a large ex ten t responsible for 
breakage is indicated by the fact th a t 
m ost of these cars have come forw ard  
bv express and th a t while the  case 
used is well m ade and substan tia l it is 
no m ore so than  the regu lar standard  
case used in o th er p a rts  of the coun
try , in which freigh t sh ipm ents are 
often seriously broken. I t  is p roo f 
positive th a t a s tro n g  substantia l case, 
well packed, well loaded and shipped 
in cars th a t are handled as passenger 
tra ins are handled, is adequate to  re 
duce breakage to a m inim um.

But we m ust depend upon freigh t 
tra ins and freigh t tra in  handling  to 
move the g rea t bulk of the egg  crop.
I t  m ight be possible to  im prove the 
handling  of freigh t tra ins (since it is 
accom plished with passenger tra in s) 
so th a t egg breakage w ould be prac-

Jt is our opinion th a t the standard  
egg case used in th is coun try  as a 
rule is adequate to its purpose under 
such handling  as m ight be insured by 
the carriers or such car equipm ent as 
they  m ight and should provide. But 
no egg case of the general style in use 
is p roof against ra ilroad  freigh t hand
ling of the kind frequently  m et with, 
and neither is any system  of stowing, 
so far as we can judge from  past ex
perience. An adequate shock ab 
sorbing device is available and th a t 
it has not been generally  installed is 
one of the m ysteries of hum an nature, 
considering  the facts th a t its m erits 
and efficiency have been repeatedly  
proven, and recognized by ra ilroad  of
ficials who m ight be supposed to di
rect the policy of the carriers, free 
from  petty  jealousies and factious op
positions.

T. he needs are plain enough. W e 
want a good, substan tia l case, and a 
careful fitting  of fillers and packing, 
but w hat is m ost essential in the ab
sence of a decided revolution  in 
freigh t car handling  is a practical 
shock abso rb ing  device in the cars. 
I t  is dollars to doughnuts th a t these 
requisites w ould practically  stop  egg 
breakage in tran s it and save the in 
dustry  m illions of dollars.—N ew  Y ork 
Produce Review.

Substitution Again.
H ave >rou a little  fa iry  in your 

hom e?”

No, bu t I have a little  m iss in my 
engine.”

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  I S  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 Milling Co.
The Sunshine Mills 

PLAIN WELL, MICHIGAN

M. J. Dark & Sons
Wholesale

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

1 and 3 Ionia Ave., S. W.

Grand Rapids, Michigan

M. J. DARK
B e t t e r  k n o w n  a s  M o s e  WE HANDLE THE BEST GOODS OBTAINABLE
2 2  y e a r s  e x p e r i e n c e  AND ALWAYS SELL AT REASONABLE PRICES

Always Maintaining
A policy founded on modern methods with service as the para
mount feature has brought to us success. Your order with us for

Fruits and Vegetables
insures you a profitable fruit department.

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

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

OUR NEAREST BRANCH WILL SERVE YOU

K ent Storage Company
Wholesale Dealers in

BUTTER EGGS CHEESE
PRODUCE

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

Phone, write or wire us.

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

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

Correspondence Solicited
Frank T. Miller, Sec’y and Treas. W m . Alden Smith Build in g

Grand Rapids. Michigan

Wh BUY AND SELL
’ i?l0™ t0w V ° n,ons! Apples, Clover Seed, Timothy Seed Field Seeds, Egg». When you have goods for sale or wish to purchase 

WRITE, WIRE OR TELEPHONE US
Roth Telephones 1R7 M o S e l e y  B r o t h e r «  GRAND RAPIDS. MICH. 

________________________  » Pleasant St. and Railroad«



M arch  10. 1920
M I C H I G A N  T R A D E S M A N 37

W hats Your Answer To This Cate
chism?

H ave you done any th ing  out of the 
o rd inary  lately—som ething th a t will 
m ake your store  talked about and that 
will help to lift you out of the com 
m on places?

H ave you m ade it a point lately to  
read all the trade  journals and new s
papers, and to  follow o th er sources of 
inform ation  th a t m ay aid you?

H ave you raised the salary  of de
serving clerks or do you compel them  
fairly  to  beg for th a t increase you 
know  they  deserve?

H ave you taken a careful account 
of the m oney ou tstand ing  on your 
books, and do you really  try  to  col
lect it in a system atic m anner?

Have you gone into the reserve 
stock, ro o tin g  out the odd lot and 
the rem nan t and placing them  where 
people will see and buy them ?

H ave you taken enough exercise 
lately  to  keep you fit, or are you one 
of those w ho th ink  they do no t need 
it?

A re you one of those who carry 
their business hom e in their pockets 
to the  discom fort and m isery of your 
family circle, or do you leave it a t 
the office?

H ave you used your best efforts to 
m ake your store an a ttrac tive  place to 
trade, anl w hat m ethods .will you use 
to  continue along these lines?

H ave you re-arranged  your sto re  
in te rio r lately, o r do you th ink  the 
fixtures you have used for years are 
“good enough?”

Have you m ade it a point to  keep 
pace w ith the tim es, or do you still 
th ink  your way is about as good as 
can be found?

H ave you tried  to  m ake im prove
m ent on your profits and accom 
plished this by cu tting  out the waste?

H ave you discovered any business 
leaks you feel can be stopped?

H ave you taken the trouble  to  visit 
the m arkets as often as you know 
you should; and if not, w hat excuse 
have you for neglecting this im
p o rtan t item ?

H ave you failed to keep a “w ant 
book” o r a system  of checking on 
“sh o rts?”

H ave you discovered th a t the m an 
who is a good “boss” behaves as if he 
was no t a "boss,” and thus increases

the respect of clerks and custom ers 
alike?

To Score Unsalted Butter.
The B utter Com m ittee of the New 

York M ercantile Exchange decided 
a t a special m eeting  h e ll  on M onday 
last, to score unsalted  b u tte r officially, 
and to issue certificate; of inspection 
accordingly. I t  has been a difficult 
m atter to decide w hat to do w ith the 
10 points th at are given to  salt, as 
alm ost any change in the standard  
official score would have to be a r
b itra ry  a t best. In  view of the fact 
that buyers for unsalted  cream ery in
sist on very light color it was decided 
to give th a t elem ent 5 po in ts add ition
al, and absorb the o th er 5 poin ts in 
style. The basis for scoring  the  un 
salted b u tte r is, therefore, flavor 45 
points, body 25 points, color 20 
points, style 5 points. T his will p e r
m it the offering of unsalted  under 
the call on ’Change according to 
score, and will be an advantage to 
all who are in te rested  in th at class 
of goods.

Decries Egg Producer Value.
Analysis of the con ten ts of several 

b rands of so-called egg producing tab 
lets, which are finding large sales 
th roughou t M ichigan, by Prof. A. J. 
Patten , experim ent station  chem ist at 
the M ichigan A gricultural College, 
has failed so far to reveal elem ents 
which can be expected to stim ulate 
egg production in any way. Feed in
spectors of the college find these 
p roducts have been sold on a large 
scale, due to the high price of eggs, 
as poultry  ra isers are ready to try  
any th ing  in an effort to increase p ro 
duction. The specim ens exam ined at 
the college contain only com m on ele
m ents, such as salts, iron oxide, cal
cium carbonate, m agnesium  sulphate, 
etc., to which are usually added fenu
greek or anise. M oney spent for fan
cy products which are advertised  as 
sure egg production stim ula tors is 
very likely wasted.

W hen you find yourself becom ing 
satisfied to jog  along in the same old 
way m onth  a fte r m onth, you are g e t
ting  into a rut. As a cure for ru tti- 
ness read your trade papers regularly .

T he custom ers of a store have 
m ore confidence in w hat clerks tell 
them  if they  see the boss righ t there, 
o r some one who is in authority .

“Bel-Car-Mo”
IS G u aran teed  P ea n u t B u tte r  th a t  you 

can conscien tiously  recom m end to  your 
p a r ticu la r , m ost ex ac tin g  tra d e . I t  is 

qu a lity  p lu s”  in food, san ita rily  p rep ared  
and  packed .

Goods th a t  w in  friends for th e  
s to re  a re  those  th a t  n ever low er 
th e  s ta n d a rd  o f exce llence .

WE ARE HEADQUARTERS 
WHOLESALE

F r u its  and  
V e g e t a b l e s
Prompt Service Right Prices 

Courteous Treatment

Vinkemulder Company
GRAND RAPIDS MICHIGAN

RED CROWN
RETAIL TRADE BUILDERS

ì\ ï ^ ( » p A S T |D  j | | t
-'-^PJ?CK,NC COMPANY. CHICAGO-U ^

BIG SELLERS

t^CHTONOUgP! Ç*C O M P iN f ç h iCAGO' j i  j

24 Varieties in Universal Demand
Sold through W holesale Grocers

ACME PACKING COMPANY
Chicago, U. S. A. 

Independent Packer Pure Food Products

Im proved
f t

Honey Comb Chocolate Chips

You’ ve tried the rest 
Now Buy

the Best

W. E. TAYLOR, Maker



Michigan Retail H ardw are Association. 
President—Geo. W. Leedle, M arshall. 
V ice-President—J. H . Lee, M uskegon  

CHyCretary—A rthur J- Scott, Marine 
Treasurer—W illiam Moore, Detroit.

Training Your Salespeople For Team 
Work.

V  r i t te n  fo r th e  T rad e sm a n .
A g rea t deal of the success of any 

hardw are business depends upon its 
salespeople. T he sto re  w here the 
clerks are indifferent, and give only 
half m easure of a tten tio n  to  cus
tom ers, does n o t cut m uch figure in 
the business w orld. But the  in te res t 
of the clerks in the business depends 
in tu rn  to some ex ten t upon the in te r
est of the p ro p rie to r in his sa les
people. He, a fte r all, is the prim e 
m otive force in the  developm ent of 
a sm ooth-w orking and pow erful sto re  
organization.

T he hardw are dealer who co n stan t
ly com plains of the inefficiency of 
clerks now adays in com parison w ith 
their g rea ter efficiency under the old 
system  of appren ticesh ip  is frequen t
ly m et w ith—particu larly  the dealer 
who, as a boy, was fam iliar w ith E n g 
lish business m ethods. T o such a m er
chant, a re tu rn  to the  apprenticeship  
system  rep resen ts the  one possible 
road to  efficiency. B ut such a sys
tem  would not for a m om ent appeal 
to the young A m erican who prefers 
to w ork w th ra th e r than  to  w ork 
under his em ployer, and who usually  
has ideas of his own as to how  a busi
ness ought to be run.

T he stren g th  of A m erican business 
lies, not in an a lm ost m ilitary  disci
pline, but in the developed initiative 
of the individual w orker. A ny sys
tem  of tra in ing  m ust take into consid- 
ration the so rt of m ateria l w ith which 
it has to deal and the lines a long 
which the best re su lts  are to  be ex 
pected.

A pprenticeship involved tw o th ings 
* study and train ing . If  the ap pren 
tice spent so m any years learn ing  
the business under a single em ployer, 
th at em ployer on the o th e r hand was 
obligated to  teach the  appren tice  the 
business. T he m erchant now adays 
who com plains of the lack of tra in in g  
show n by the individual clerk  as a 
rule has done com paratively  little  to 
develop efficiency in his staff. H e 
m ust show  in te res t in them  before 
they  show  m uch in te res t in him, o r 
in the business.

W hy, anyw ays, does the average 
young m an secure em ploym ent in a 
hardw are sto re?  W hen you u n d e r
stand the  reasons which actuate  him, 
then  you know  b e tte r how  to deal 
w ith him. P robab ly  10 per cent, are 
in te res ted  in the hardw are  business, 
and have a real liking for it. T he re 
m aining 90 per cent, have decided th a t 
it is tim e to  earn their own living, the

p articu lar hardw are  sto re  concerned 
has p robably  offered a b e tte r  initial 
wage o r easier hours than  the g ro 
cery  store.

W ith  the 10 per cent, w ho have a 
basic love or liking for o r in te res t in 
the business, it is easy  to  develop 
efficiency. T h ey  w ant to  succeed in 
h a rdw are ; and they  like hardw are; 
and they  are  usually  w illing to w ork  
for success, and are  no t daunted  by 
failure. B ut w ith the 90 per cent, who 
are in te res ted  chiefly in w ages and 
hours the hardw are  dealer has, first 
of all, to  a rouse  an in te res t in the 
business as well. U ntil you ge t this, 
you canno t accom plish m uch in the 
w ay of developing team -w ork.

N ot long ago I a ttended  a little  
supper given by a public service co r
poration  for its staff of w orkers in 
various departm ents. T h ere  was a 
nice spread a t the C ham ber of Com 
m erce; each of the  th ree  departm en t 
heads gave a paper on the practical 
wrork  of his d ep artm en t; then  d iscus
sion was invited, and perhaps 50 per 
cent, of the m en p resen t took  part. 
T he m anager wTho presided encourag 
ed those who held back to  come fo r
w ard and give their experiences. One 
speaker would invite suggestions from  
another.

N ext m orn ing  I ran  across half a 
dozen of these men who had come 
from  out of tow n. T hey  w ere w ait
ing in the depot for their train  home. 
And they  were still d iscussing  the 
poin ts b ro u g h t out the n igh t before. 
W hen  they  cam e to  th a t banquet they  
w ere passive and som e of them  sus
picious. T he discussion m eant th a t 
th e ir in te res t had been aroused.

T here  is n o th ing  I know  of so ef- 
ective in s tirr in g  up in te res t as the 
staff conference. A  big concern  m ay 
ge t to g e th e r tw enty-five o r 100 or 
even m ore people a t an e laborate  
banquet. Jo h n  Jones, hardw are  deal
er, m ay take h is ro ad  m an and his

book-keeper and his three inside sales
people and a couple of m en from  the 
tinshop down to  the local re stau ran t 
and provide an o rd inary  o y ster sup
per. T he surroundings m ay differ; 
but the ge t-to g e th e r idea is there  ju st 
the same. A nd after the o y sters and 
the coffee and the ice-cream  you can 
ta lk  inform ally  about the best m eth 
ods of advertis ing  or d ressing  w in
dows o r m aking sales, o r w hatever 
else m ay occur.

T he m ore inform al such an affair 
is, the bette r. Set papers are apt to 
be d ry  and un interesting . A good 
stu n t is a question box. A dealer 
who m akes a practice of holding such 
g a therings every  m onth  has a ques
tion box in his store. M em bers of 
the staff are invited to  put their p ro b 
lem s in w riting  and drop them  into

th is box; and they  form  the  them e 
fo r discussion a t the  round-tab le  con
ference a t the end of the m onth.

T he m ain th in g  in such a confer
ence is to ge t the staff to g e th e r and 
talk  th ings over. Do no t try  to 
“ru n ” the thing. Give the  salespeople 
a free hand. L et them  lead the  dis
cussions; and confine your participa
tion to  practical suggestions now  and 
then. T he shrew d dealer will get a 
g reat deal m ore than  he gives in such 
affairs.

O ften an e lem ent of com petition 
can be in troduced in reg ard  to  p ro 
viding the supper. T he average m er
chant will usually  provide the  eatables 
himself. One dealer has a standing 
proposition . If  the m o n th ’s business 
is ahead of the sam e m onth  the p re 
vious year, o r ahead of the average

Foster, Stevens & Co.
Wholesale Hardware

157-159 Monroe A ve. 151 to  161 Louis N . W .

Grand Rapids, Mich.

Michigan Hardware Co.
Exclusively Wholesale

Grand Rapids, Mich.

C U M M E R ’ S

The Best, Cheapest 
and Most
c o m m e n t  h . g g  C a r r i e r  t n E x iExistence

Made in
3 .  6 ,  9 .  1 2 .  I S  a n d  

D o z e n  S h e a

Sold b y

^ hr ' e G T rS- r ° ur dealers do not have I 
them, enquire or the C U M M E R  M FG . C O  
Cadillac, Mich., manufacturera. **

l A ° h î $ nîft:  2’ Set VP closed: 3. set up open; 4. half dozen complete, ready for shipment.
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for the sam e m onth  for a num ber of 
years, the dealer provides the supper. 
If  the busness falls down it is up to 
the staff. In  one large store  the de
p artm en ts  are lined up in team s, and 
the tw o team s com pete for new  busi
ness, o r increase in business. The 
losers provide the supper, or some 
im portan t p a rt of it. B ut for a small 
s to re  it is ju s t as well for the boss to 
provide; a lthough the o th er m ethod 
does stim ulate  business in m ost in
stances.

T he staff conference, however, 
should not be the only place for clear
ing up difficulties. T he wide-awake 
m erchan t is constan tly  accessible to 
any m em ber of his staff. If  the raw  
jun io r b rings a question, he does not 
say, “Run to  Jim  and ask  him .” In 
stead, he takes tim e to  explain the 
difficulty himself, w ith c ita tions from  
his own experience, as a young clerk. 
T he tacit rem inder th a t the  boss him 
self has been in the same situation  
and gone th ro u g h  the sam e difficul
ties will usually arouse a fellow feel
ing in the ju n io r’s breast. T oo m any 
young  clerks are ap t to  look upon the 
head of the business as a different 
so rt of being from  them selves. I t  
m ay take m ore tim e to stop and ex
plain th ings to  the young chap to 
whom  hardw are  is still a m ystery ; but 
I notice th a t the approachable em 
ployers get the best resu lts  from  their 
salespeople.

T ake time to talk  over the busi
ness w ith the staff, and see th a t the 
salespeople are posted  as to  specials 
advertised , new prices, and o th er m at
ters. T im e and again have I encoun

tered  instances w here the m en a t the 
selling end—even the experienced 
salsm en—did no t know  th a t certain  
specials were advertised. T his is 
m erely the resu lt of a lack of in te lli
gen t co-ordination  of effort. T he ex
perience of one clerk constan tly  re 
ferring  to an o th er for prices on this, 
th a t o r the o th er article  is fam iliar 
to us all. W e have run  across it in 
d ry  goods, g rocery  and d rug  stores. 
L et us take care that, in our exper
ience a t least, it does no t happen in 
the hardw are  sto re  in whose success 
we are m ost in te res ted —our own.

T he g rea t th ing  in effort of this 
so rt is, first, to arouse in te res t in 
the business on the p a rt of the in
dividual salesm an, and second, to in
telligently  d irect th a t in te res t w ith a 
view to rendering  the salesm an m ore 
capable. T o do this takes tim e; but 
it is an im m ense factor in developing 
a successful business; and w hatever 
you do to stim ulate  in te res t or develop 
capacity  it is em inently  w orth  while.

V ictor Lauriston .

He Doesn’t Need a Name!
In  an E aste rn  s ta te  a dealer in m et

als and paper has advertised  one slo 
gan so p e rsisten tly  th a t he seldom  
m entions his nam e and address in 
connection w ith it. Y et people for 
m iles a round know who he is, and 
where he does business from  his slo
gan: “You weigh, we pay!”

Tim ely.
T he public’s in te res t in am using 

com binations in firm nam es is capital
ized by an Iow a butcher to  draw  a t
tention  to  his chief selling argum ent. 
O ver his door is the sign:

DICKINSON’S

TRADE j i  .MARK

IT STANDS ALONE

SEEDS
The Albert Dickinson Co.

MINNEAPOLIS CHICAGO

VAUGHAN’S 
Choice 

Onion Sets

Yellow or Red, $3.75 per bu. 
’ White, - 4.00 per bu.

Prompt Shipment.

VAUGHAN’S SEED STORE 
31 W. Randolph St. CHICAGO

Puritan Flour
M ade a t Schuyler, N ebraska. A  strict

ly Short P aten t F lour w ith a Positive 

G uarantee on each sack.

Mr. W illiam  J. A ugst, the P uritan  

Salesman, will call on you soon.

JUDSON GROCER CO.
Wholesale Distributors

G R A N D  R A P I D S  M I C H I G A N
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Grand Council of Michigan U. C. T .
G rand  C ounselo r—C. C. S ta rk w e a th e r , 

D etro it.
G rand  J u n io r  C ounselo r—H . D. R an - 

ney, Saginaw .
G rand  S e c re ta ry —M au rice  H eu m an .

Jack so n .
G rand  T re a s u re r—Lou J. B urch , o f D e

tro it.
G rand  C onducto r—A. W . S tevenson , 

M uskegon.
G rand  P ag e—H. D. B ullen, L ansing .
G rand  S en tin e l—G eorge E. K elly, K a la 

mazoo.

H ow  T hey  L o st T heir H om e.
1 hey subscribed for ev ery th in g  on 

the in stalm en t plan.
1 hey bought th ings they  did not 

need because they  were cheap.
T hey  could not say, "N o.” and d a r

ed no t say, “I cannot afford it.”
I hey did not use good judgm ent 

o r righ t p roportion  in their expendi
tures.

1 he fa ther alw ays intended to get 
his life insured, but died w ithout 
doing so.

They did not realize how easy  it is 
to get in to  debt and how hard  it is 
to  get out.

1 hey though t it sm all to insist on 
having an agreem ent o r und erstan d 
ing put in w riting.

The daugh ters th o u g h t it beneath 
them  to w ork  for a living, but were 
hound to d ress well.

T hey drew  their m oney out of the 
savings hank to put it into some get- 
rich-quick scheme, and lost it.

T hey  put off paym ents on every 
th ing  possible because it would be so 
much easier to pay to -m orrow  than 
to-day.

! hey signed im portan t papers, w ith 
out read ing  them  or know ing their 
contents, ju s t because they  were ask 
ed to do so.

1 he m ania to keep up appearances, 
beyond ther m eans caused them  to 
m ortgage their p ro p e rty  and ended 
in bankruptcy.

W hen the shoe began to  pinch, they  
“really  did not see where tjjey could 
re tren ch .” H ab it had m ade luxuries 
seem necessaries.

T hey ran accounts a t the sto res in
stead of paying cash, did not realize 
how rapidly bills were runn ing  up and 
never knew how they stood.

I hey en terta ined  'too  expensively 
and a g reat deal m ore than they  could 
afford, because they  w anted people 
to  think th ejr were in good circum 
stances.

T heir efforts to force their daugh
ters  into the society of those  socially 
above them , in the hope that they  
m ight m ake “brillian t m atches,” in 
volved them  hopelessly  in debt.

W hy H e Failed  as a Leader.
H is m ind w as no t trained  to grasp  

g reat subjects, to  generalize, to  m ake 
com binations.

H e was not self-reliant, did no t de-

pend upon his own judgm ent; leaned 
upon o th e rs ; and was alw ays seeking 
o ther people’s opinion and advice.

He lacked courage, energy, boldness. 
He was not resourceful or inventive. 
He could not m ultiply h im self in 

o thers.
He did not carry  the air of a con

queror.
He did not radiate the pow er of a 

leader.
1 here was no pow er back of his eye 

to make men obey him.
He could not handle men.
He antagonized  people.
He did not believe in himself.
He tried  to  substitu te  “gall” for 

ability.
He did not know men.
He could not use o ther people’s 

brains.
H e could no t p ro ject him self into 

his lieu tenan ts; he w anted to  do 
every th ing  himself.

He com m unicated his doubts and 
his fears to o thers.

He could not cover up his weak 
points.

H e did not know that to reveal his 
own w eakness was fatal to the con
fidence of o thers.

He did not inspire confidence in 
o th e rs  because his faith in him self 
was not s tro n g  enough.

T he Real Salesm an.
One who has a steady eye. a steady 

nerve, a steady  tongue, and steady 
habits.

One who un d erstan d s men and who 
can make h im self understood  by men.

One who tu rn s up w ith a smile and 
still sm iles if lie is tu rned  down.

One who strives to ou t-th ink  the 
buyer ra th e r  than  to ou t-ta lk  him.

One who is silent when he has n o th 
ing to say and also when the buyer 
has som ething to say.

One who takes a firm in terest in his 
firm ’s in terests.

One who keeps his word, his tem 
per, and his friends

One who w ins respect by being re 
spectable and respectful.

fin e  who can be courteous in the 
face ol discourtesy.

One who has self-confidence but 
does not show it.

One who is loved by his fellowmen.

W illing  to  Substitu te.
Mrs. Justw ed—-The new  cook has 

burned the becon, dear; she is so 
young and inexperienced. W o n ’t  you 
be satisfied w ith a kiss for breakfast, 
instead?

Mr. Justw ed—All rig h t; call her in!

C ow ards die m any tim es before 
th e ir death ; the valiant never taste  
death  but once.

March 10, 1920

T h e  C onsulting  Salesm an.
“T here is a new type of salesm an,” 

said the Boss.
“ He will alw ays get my business.
“ I call him  the consulting  salesm an. 

W hen he calls on me I ask him ques
tions. He answ ers them , and his re 
plies are correct. He has im pressed 
me w ith the fact th a t he knows w hat 
lie’s talk ing  about.

“W hen I em ploy a doctor, I expect 
him to answ er my questions regard ing  
nty health.

“W hen I consult a law yer, I expect 
he will give me the best advice re 
gard ing  m y legal problem s.

“And when the consu lting  salesm an 
calls, I know  he will advise me re
g ard ing  m y requirem ents. Having 
confidence in the  reliability  'o f  his 
advice. I na turally  give him my busi
ness.”

I t m ay be a good th ing  to be con
servative a t tim es, bu t it’s a m ighty  
poor th ing  to  be so conservative vou 
can never tackle any th ing  new.

CODY HOTEL
GRAND RAPIDS

R A T E S f without bath 
A ir ,!S ill.5 0up with bath

CAFETERIA IN CONNECTION

O FFICE O U T F IT T E R S
LOOSE LEAF SPECIALISTS

237-239 Pearl St. (near the bridge) Grand Rapids

SIDNEY ELEVATORS
Will reduce handling expense and speed 
" P W?.rk,~ £ l11 niake moneJ for you. Easily 
installed. Plans and instructions sent with 
each elevator. Write statin ̂ 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

Boston Straight and 
Trans Michigan Cigars

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

OCCIDENTAL HOTEL
FIRE PROOF 

CENTRALLY LOCATED 
Ratea $1.08 and up 

EDWARD R, SWETT, Mgr. 
Muskegon Michigan

that give
to o  P e r  C e n t  PLUS SERVICE' 

Al l  k in d s . S iz e s , c o l o r s , « n o  
G r a d e s , a s k  f o r  S a m p l e s  a n o  

P r i c e s .

T he McCaskey Register  Co.
ALLIANCE, OHIO

Beach’s Restaurant
Four doors from Tradesman office

Q U A L I T Y  THE B E S T

Rebuilt 
Cash 
Register 
Co.

(Incorporated)
122 North 

Washington Ave. 
S ag in a w . M ich. 

We buy, sell, exchange and rebuild all makes.
Not * “ ember of any association or trust.

Our prices and terms are right.
Our Motto:—S e rv ic e —S a tis fa c tio n .

Jobbers in All Kinds of
B IT U M IN O U S  COALS  

A ND  COKE
A. B. Knowlson Go.

203-207 Powers’Theatre Bldg., Grand Rapida. Mich.

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

C O M P U T IN G  SC A L E S
AT BARGAIN PRICES

S ligh tly  used grocers and  bu tchers scales 
a t le s s  th a n  one-half the price o f new  ones. 

S cales repaired  and  adjusted .
W . J .  KLTNG.

813Sigsbee S t. G rand R apids. M ich.

U se  C itizens Long Distance 
Service

To Detroit, Jackson, Holland, Muskegon, 
Grand Haven, Ludington, Traverse City, 
Petoskey, Saginaw and all intermediate 
and connecting points.
Connection with 750,000 telephones in 
Michigan, Indiana and Ohio.

CITIZENS TELEPHONE COMPANY
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F ata l M istakes M ade By the E n ten te  
Allies.

Grandville, M arch 9— G erm any is 
about to make good the th rea t of 
her republican chancellor, Philip 
Scheidem ann, that she considered the 
trea ty  of Versailles a m ere scrap of 
paper.

isn ’t th is a harrow ing  condition of 
affairs^ a fter all these m onths of p lan
ning for a carry ing  out of the edict 
of th at trea ty  which was to make the 
world safe for dem ocracy? T here  is 
talk  of a revision of th a t trea ty  to 
m eet the dem ands of conquered (?) 
Germ any!

I his revision is construed as a G er
m an diplom atic victory  w ithout p a r
allel, and a com plete trium ph of G er
m an propaganda which has served 
notice to the allies and the rest of 
the w orld th a t the H ohenzollern  is 
still in the saddle, in ten t on carry ing  
out trea ties only which serve the best 
in te res ts of supposedly vanquished 
Germ any.

T his is m anifestly  a fitting  conse
quence of the G erm an’s first act of 
defiance against the trea ty —her 
trium phan t refusal to deliver up her 
w ar crim inals for tria l before Allied 
tribunals.

One of the g ravest m istakes of the 
Allies was in tu rn in g  a listening and 
sym pathetic  ear to the H un wail of 
woe, which insisted th a t to  carry  out 
the dem ands made upon her wrould 
im poverish the country  and leave no 
chance for the broken, dow ntrodden 
Germ an people to earn the m oney 
needed to m eet her financial de
m ands. All th is whine for b e tte r term s 
had its effect. The conquerors were 
soon disposed to  m ake revision in 
som e of the provisions which, the m o
m ent g ran ted , gave new courage to 
the supposedly beaten enemy.

This propaganda was well worded, 
so as to  appeal to the sympathies, 
no t only for poor, down and out G er
m any, but to E urope as a whole, even 
A m erica, which would certain ly  suf
fer d isaster unless the  in stig a to rs  of 
all the trouble  were given m ore lib
eral term s. G erm any m ust be free 
to w ork out her own problem s, o th e r
wise bankruptcy  would not stop a t the 
Rhine, but would inundate its banks 
and drench all E urope in a flood of 
panic, chaos and poverty. Even the 
wide A tlantic  would not p ro tec t p ro s
perous A m erica from  the effects of 
“Allied rapac ity” a t G erm any s ex 
pense.

Let the w orld ponder “w hether it 
was wise to purchase G erm any’s ruin 
a t the cost of d isin tegration  of the 
whole econom ic universe,” and so on.

F ac ts deny the tru th  of th is wily 
G erm anic propaganda. Even now the 
F a therland  is up and eager to resum e 
com petition in the m arkets of the 
world actually  dom inating  the Italian 
m arket a t th is m om ent. I t  is n o to r
ious that hundreds of A m erican firms 
and co rporations are only w aiting the 
signal to  resum e active trade  re la 
tions w ith Germ any.

It isn ’t reasonable to suppose th at 
hardheaded A m erican business men 
would be eager to deal w ith a nation 
“on the verge of ru in .” T he Germ an 
propaganda is the m ost cunningly de
vised schem e ever undertaken  by 
these adep ts a t the a rt of chicanery 
and deceit.

T he m om ent the Allies perm itted  
them selves to  be bullied into sub
m ission to  the G erm an way of th in k 
ing w ith reg ard  to  the tria l of the 
H un crim inals of the ka iser’s war, 
th a t m om ent they  lost their grip  and 
are fast losing  the respect, no t only 
of Germ any, but of the outside world 
as well. “F irm ness in the righ t as 
God gives us to  see the rig h t,” should 
have been the m otto, of those nations 
th a t en tered  into the V ersailles treaty , 
which th a t arch  enem y of tru th  and 
civilization across the Rhine has de
cided to  trea t as a scrap of paper.

T his new  act of T euton ic  perfidy 
is no th ing  m ore than  m ight have been 
expected, and the eyes of all the world 
are again opened to  the cunning of 
th a t enem y which has held m odern

M I C H I G A N

civilization by the th ro a t to its near 
strangulation  in the past, and is cheer
fully m aking prepara tions to repeat 
the job a t no d istan t day, w ith a far 
more favorable p rospect of being suc
cessful.

In deciding not to enforce their de
m ands for the delivery of the kaiser 
and his com panion crim inals up to 
justice, the Allies have show n the 
extrem e of weakness, and it seem s 
now too late to  pu t on the screw s and 
take by force w hat the enem y has 
refused to grant.

A lthough vanquished on the  field 
of battle the G erm ans are about to 
win a g rea t vc tory  in the field of 
diplom acy. H aving won this, they  
will be ready to go on nation-building, 
s treng then ing  the weak points which 
the last w ar revealed to  them , m aking 
vast strides along the pa ths of com 
m erce until a t no d istan t day the 
G erm an em pire will again hold the 
reins of pow er th ro ughou t all N o rth 
ern and C entral E urope.

It is idle to lay to  our consciences 
the unction th a t the land p irate  of 
C entral E urope has been laid out, 
dead and buried. T h at little  self gra- 
tulation  is destined some day to have 
a rude awakening. W hen again the 
roar of guns are heard  along the 
Rhine there  will be a stupendous pow 
er behind them  th a t was lacking in 
the last war. Fully  a th ird  of R ussia 
will then  be as thorough ly  Germ an 
as P russia  itself. The m illions of peo
ple thus added will give the new G er
m any a fighting force com pared to 
which the last a rm y of the kaiser was 
as a co rpora l’s guard  to  a full reg i
m ent of fighting men.

G erm any is to-day in be tte r trim  
for m eeting  the adversities of the 
world than any one of the Allies that 
opposed her in the last war. Pier 
fields and shops rem ain in tact. H er 
people are ready and willing—nay. 
anxious to work, not eight but twelve 
and m ore hours per day for the up
building of the em pire. T he huns of 
yesterday  will be the A ttillas of to 
m orrow .

N oth ing  can exceed the hate lu rk 
ing in the Germ an b reast and a de
term ination  to seek revenge the m o
m ent the nation is again in shape to 
m ake the onslaught. The m istakes of 
the Allies in listening to G erm any’s 
tale of woe is bound to lead to dis
astrous resu lts a t some future day.

Old T im er.

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

Boyne City, M arch 9—W e don’t 
know w hether th is will get to you in 
time or not. W e have been m aroon
ed for alm ost a week. W h at the l it
tle thaw  we had last week did to us 
was a plenty. No mail of any kind 
has come to us since last Saturday 
until th is m orning. H ow ever, we 
have m anaged to live very contentedly  
and the b righ t sunshine gives prom ise 
th a t we will soon be released from  
the tenacious grip  of the frost king.

W e w ere pained to  note the dearth  
of Boyne City nam es in the list of 
v isitors a t the retail g rocers conven
tion. One of our p rom inent g rocers 
was heard  to say very positively th at 
no one could tell him  how to run his 
business. Perhaps, but our observa
tion is th a t some of us could learn 
a helova lot if we were of open, recep
tive mind, instead of th inking that 
the L ord  gave us the only com pletely 
equipped brain in the world. One of 
our hustlers got a very poin ted  dem 
o n stra tion  recently . A sk the B ur
roughs man.

T he bond issue was endorsed  by 
the voters by a very  large m ajority . 
So our city dads are in good spirits 
and some very im portan t w ork will 
be put th rough  th is season. Maxy.

G eneral C onditions in W heat and 
Flour.

W r i t te n  fo r the  T rad esm an .
N othing new has transp ired  in 

wheat and flour during  the past ten 
days, m arkets holding about even. 
H ard  w heats have streng thened  
som ew hat; in fact, have advanced 
about 10 cents per bushel from  the 
low point, while soft w heats have just 
about held their own.

In consequence of the condition of 
wheat, flour has rem ained about s ta 
tionary. Some m ills have had stage 
fright and have offered below actual 
cost of production , but have found 
this policy did not stim ulate business.

The G overnm ent R eport show s ap
proxim ately  30,000,000 bushels g reater 
visible supply th is year than  last, but 
the condition of the grow ing crop is 
considerably  below th a t of a year ago.

S tocks of flour in the E ast and 
South are light and buying will have 
to be resum ed w ithin a very short 
time.

Local m arkets have been very in
active for four or five weeks, very 
little dem and for flour; although, most 
of the m ills have been busy filling 
contracts.

W e presum e the trade will be con
servative in their purchases, a t least, 
until it is fully determ ined w hat the 
outlook for the g row ing crop really  is.

A nticipate a streng then ing  of both 
w heat and flour w ithin the next two 
or th ree  weeks and a norm al am ount 
of trading.

Any serious de terio ra tion  in the 
condition of the grow ing w’heat is 
going to m ean higher prices and that 
there  will be some de terio ra tion  goes 
w ithout question.

As has been suggested  heretofore, 
the conservative buying policy is the 
p roper one to pursue under presen t 
conditions. T his m eans th a t heavy 
buying should not be indulged in and 
it also m eans th at flour to  cover n o r
mal requ irem ents should be provided.

Lloyd E. Sm ith.

factoring  business into a stock com 
pany under the style of the Eng- 
strom  & Johnson  Furn itu re  Co. wdth 
an authorized  capital stock of $40,- 
000 comm on and $25,000 preferred, 
of which am ount $37,500 has been 
subscribed and $25,000 paid in in prop- 
ertv .'

F. J. W heaton, d rugg ist a t the co r
ner of Greenw ood avenue and F irs t 
street, Jackson, says: “ I could not 
get along w ithout the T radesm an. 
W ish we had a few m ore such pa
pers.”

Gabby G leanings F rom  G rand Rapids.
G rand Rapids, M arch 9—Jam es B. 

Shaugnessy, form erly  house salesman 
for the M ichigan H ardw are  Co., is 
now on the road for the Buhl Sons 
Co., of D etroit.

As tim e goes on, it becom es more 
apparen t th at the P residen t stands in 
about as much danger of having to 
select ano ther postm aster general as 
Mr. M icawber stood of being forced 
to hunt ano ther wife.

The G rand Rapids P iston  R ing Co. 
has been incorporated  w ith an au th o r
ized capital stock of $30,000, of which 
am ount $16,000 has been subscribed 
and $4,500 paid in in cash.

Lee M. H utchins, M anager of the 
H azeltine & P erk ins D rug  Co., leaves 
next T hursday  for Los Angeles, via 
Santa Fe. H e will be accom panied 
by his wife and will visit Mrs. C harles 
S. H azeltine a t Santa B arbara, before 
re tu rn in g  home.

George H endersho t has sold his 
g rocery  stock a t 614 S tocking street 
to E. C. O atley, who will continue 
the business a t the same location. 
Mr. H endersho t has form ed a co p art
nership with John  K n o ttn ers and en 
gaged in the produce business at 
M uskegon under the style of the M us
kegon Produce Co.

T he B ultem a-T im m er Fuel Co. has 
been incorporated  to  deal in fuel, 
building m aterial, etc., with an au 
thorized  Capital stock of $16,000, of 
which am ount $8,010 has been sub
scribed and $2,500 paid in in cash.

The E ngstrom  & Johnson  N ovelty 
Shop has m erged its fu rn itu re  m anu-

C ount Y our Goods as You do Your 
Money.

W hen a g rocer goes into a bank 
and gets a check cashed, he carefully 
counts the dollars and cents, not be
cause he considers the teller d ishon
est, but it is p a rtly  a habit and also 
a safeguard against m istakes as they 
occur in the best regu lated  families.

W hen the g rocer receives m oney 
from  a custom er, he counts it to  see 
that he is ge ttin g  the correc t am ount. 
The custom er does not resen t it for 
he know s th at m istakes will som e
tim es happen.

If a grocer were to consider his 
bu tter, eggs, sugar, package goods, 
and o ther goods ju s t the same as dol
lars and cents he would exercise the 
same cool judgm ent in counting  the 
packages him self when, fresh goods 
arrived, before signing the invoice. 
He would not say “look in the b u t
te r box and pu t as much b u tte r there 
as I need.” No siree, he would say 
to himself, goods and b u tte r are 
m oney as it is a m edium  of exchange 
ju st the same as is m oney. T he bond
ed b u tte r delivery m an would not 
have an o p p ortun ity  to  sh o rt change 
Mr. G rocer by not leaving the am ount 
of b u tte r that he la te r signed and 
paid for. T he same rule applies to 
all goods th at are received. Follow  
the rule of considering goods the 
same as m oney th at you have or have 
borrow ed, and you will be m ight} 
careful to whom you lend goods, b> 
ex tending  credit, or in signing in
voices before you have checked up 
the goods to see th a t you have receiv
ed what you are going to sign for. 
Lax m ethods in th is respect simply 
tem pt delivery men to becom e dis
honest and their em ployers know 
noth ing  about it until they are d is
covered. T hese lax m ethods of con
ducting  a business are leaks that 
sooner o r later sink the business ship 
and the poor g rocer la te r w onders 
how it happened.

T he announcem ent of John  B rins- 
mead & Sons, one of the leading 
B ritish  piano m aking concerns, th at 
they  are re tirin g  from  business be
cause excessive labor costs m ake it 
im possible for them  to fix a selling 
price which will induce the public to 
buy their product, furnishes a good 
exam ple of the fallacy of union re 
striction  of output. T h ree  hundred 
people, some of whom  have been 
w ith the com pany forty  years, will 
lose their positions. T he com pany 
sta tes th a t it now  takes tw enty-six  
em ployes to turn  out one piano as 
against twelve in 1918 and six before 
the war. T he cost of polish ing  alone 
is equal to the  pre-w ar cost of the 
com pleted piano, including the m a
terials.

“Y ou can’t  sa tisfy  an autom obile 
appetite  with a w heelbarrow  incom e,” 
is good reason ing  ju s t now. L e t’s 
s ta rt a national cam paign w ith that 
on our banners, teach  our custom ers 
how to live w ithin incom e.



42 M I C H I G A N  T R A D E S M A N M arch  10, 1920

DRUGSAND DRUGGISTS SUNDRIES

Michigan Board of Pharmacy.
I ’re s id e n t—] I. II. H offm an. S andusky . 
S e c re ta ry  a n d  T re a s u re r—E . T . B oden 

B ay  C ity.
O tiie r M em bers—d ia r ie s  S. K oon, 

M uskegon; Geo. F . S n y d er, D e tro it;  
J a m e s  K. W ay, Jac k so n .

N ex t M eeting—G rand  R ap ids, M arch  
lb, 17 an d  IS

D ifferent N ovelties of R at Poisons.
Arsenic is probably the oldest of 

the chemical poisons for destroying  
rats. Rat-catchers, who maintain an 
air of m ystery in regard to the pois
ons they employ, almost invariably 
use arsenic, but a great point in the 
operations of the professional rat
catcher is the exercise o f cunning 
against the well-known artfulness of 
the rat. It is in this direction that 
professional rat-catchcrs excel as well 
as in the attractions they devise to 
lure the rats into traps. Rat-baiting 
is. indeed, a very important part of 
the art. It is considered that certain 
essential oils attract the rodents, and 
it is as well to give samples of these 
compositions.

Oil of R hodium  ............... ...........M xx
Oil of C araw ay ............... .............3j
Oil of Lavender ............. .............Mv
Oil of Ainseed ............... ............ Mx
Tinietuire of M usk ......... ............ Mx
Oil of F en n e l...................
Oil of Rhodium  .............

equal parts
It only requires a few drops of 

these preparations to make poisons 
“attract,” and to remove the suspic
ion that is aroused in the rat when 
residual human odors are present. 
Sometimes a fried herring is cut up 
and mixed with flour with the same 
object or as a feed for a few nights 
until it is decided to spread the fatal 
meal before the trustful rodent. 

Arsenical Rat Powders.
1. A r se n ic ......................................... 4 parts

Cornflour or Rye M e a l ........ 2 parts
Sugar ......................................... i  part
Tincture of Asafoetida ........ a trace
Coloring Matter .......... a sufficiency

2. Arsenic ......................................1 part
Powdered Biscuit or Crushed Lin
seed ................................................1 part

25 parts

500 parts

100 parts 
20 parts

Paste
Strychinne ...........................  io  parts
Barium Carbonate ................ 30 parts
Lean .......................................... 50 parts
Prussian Blue .......................  l  part
Margarine to make a stiff paste. 
Phosphorus is a non-scheduled pois

on in Great Britain. Examples of its 
use in rat poisoning are as follows:

Phosphorus Paste
1. Gelatin ...............................

Soak in
W ater ..................................
and add
G ly cerin e .............................
Phosphorus .......................
Melt, shake, and add to
Meal ........................................500  parts
Color with
ivory B la c k ................... a sufficiency

2. Phosphorus ............................. 20 parts
Borax .................................... 40 parts
Meal .................................... 350 parts
Tallow .................................. 80 parts
Ivory Black . ............................ 10 parts
W ater .................................. 500 parts
M. s. a.
Tartar Emetic is a constituent of 

some rat poisons. It is in itself a 
poison ,but it is added also with a 
hope that if taken accidentally by 
human beings the emetic action will 
assist in preventing fatal results.

Nail Bleaches.
According to the Standard Formu

la sodium perborate is highly recom
mended as a nail bleach. Mix one 
teaspoonful with about one and one- 
half ounces of lukewarm water, and 
apply the liquid to the finger nails 
with a nail brush, rubbing for a few 
minutes. The powder may also be 
sprinkled dry on the nails and then 
rubbed with a damp brush, but the 
first-mentioned method is the m ost 
satisfactory. Other preparations which 
are said to be satisfactory are the 
following:

Oxalic acid ...................  1 dr.
Rose water ................... 2 oz.

Apply to the discolored nails with
Oil of Anise ............. ............. a trace friction  by m eans of soft lea ther o r

A rsenical Rat Pastes flannel.
Arsenic ....................... ............. 4 parts C itric o r acetic acid m ay be substi-
L ard  ........................... ........... 38 parts tu ted  for the oxalic  acid.
Rye Meal ................... ........... 58 parts T arta ric  acid ...................  1 dr.
Oil of Anise ............ ...............a trace T inctu re  of m yrrh  ......... 1 fl. dr.
Arsenic ................... 2ft Cologne w ater ...............2  fl Hr
Bread Crum b ........ ...........50 parts D istilled w ater, to  m ake 3 fl. oz.
Lam p Black ............. 1 part D issolve the  acid in w ater, add the
Glvcerin ..................... p a rts o th er ingredients, and strain .

Com pound Rat Poisons. Dip the  nails in th is solution, wipe
Pow der nearly  dry, and polish w ith a  cham ois

Strychinne ...........................  1 p art pad (buffer).
A rsenic ....................... p a rts D iluted sulfuric acid . . .  4 fl. dr.
Barium  C arbonate . ........  10 parts T incture  of m yrrh  ___  2 fl. dr.
Prussian Blue ........ . .  a sufficiency W ater, to  m ake ...............2 fl. oz.
F lou r to  m a k e ......... ......... 100 p a rts U se like the  preceding.

Activated Charcoal.
One of the m atte rs  which had to  

be w orked out in connection w ith  the 
box-form  resp ira to r against poison- 
gas was the p repara tion  of charcoal 
in the m ost active form. Charcoal 
was one of the m ost im portan t com 
ponents of the resp irato r, which was 
designed to  absorb  no t only chlorine, 
but chloropicrin  and phosgene. M ost 
of us rem em ber the steps taken to 
collect fru it-stones, these being found 
to yield a dense charcoal; but cocoa- 
nut-shells w ere also em ployed in very 
large quantities for the preparation  
of charcoal. T he best m ethod of 
m aking the charcoal was w orked out 
satisfactorily , but it was necessary to 
oxidize the  hydrocarbon  im purities 
so as to  render the  charcoal m ore 
active. T his activating  process con
sisted in passing  air or steam  over the 
screened charcoal. E xposing  the 
charcoal for one hour to steam  at 
900 deg. C., gave the  best result, the 
nam e “dorsite” being applied to  the 
product. W e believe th a t in the 
U nited S ta tes experim ents were made 
w ith an th racite  coal, in view of the 
possible sho rtage  of cocoanut-shells, 
and th a t very sa tisfac to ry  resu lts were 
obtained. T he purpose of th is note 
is to  call a tten tio n  to  the m ethod of 
increasing  the activity  of charcoal,

and to  su g g est th a t the  p roduct may 
be found useful in m edicine as an ab
sorbent, and in pharm acy as a filter
ing  agent. I t  is probable also that 
sugar refiners m ay find a use fo r ac
tivated  charcoal unless the cost is 
prohibitive.

Coloring Electric Light Bulbs.
T he follow ing m ethod  of coloring 

electric light bulbs has been propos
ed, but we cannot vouch fo r its 
w orth. T here  is alw ays danger to  be 
apprehended from  the  use of collo
dion on a rtic les exposed to  any de
gree  of h eat: F irs t  m ix th e  white 
of one egg, previously  beaten  to  a 
frosting , and one p in t of soft w ater. 
S train  th ro u g h  a very  fine sieve, and 
m ake sure  th a t no bubbles rem ain on 
the surface of the liquid. T he bulbs 
should be carefully  cleaned and pol
ished, and then dipped into the m ix
ture and hung  up on a  s trin g  to  dry. 
A fter about half an h our they  should 
be dipped the second tim e, to  ensure 
a perfect coating. W hen  perfectly 
dry they  are  ready  to  be colored. F o r 
this, dissolve ten to  th ir ty  grains, ac
cording to  the density  of color de
sired, of any pow dered anilyne dye 
in four ounces o f collodion. Dip the 
globes in th is and hang  up to  dry. 
If  no t dark  enough, a fte r about six 
hours, when they  are dry, dip again.

How About Your Soda 
Fountain?

DO YOU N E E D  —
Soda Fountains
Carbonators
Tables, Chairs
Fixtures
Steam Tables
Coffee Urns
Elec. Drink Mixers
Malted Milk Dispensers
Gas Gauges, Connections
Ice Cream Cabinets
Percolators
Water Filters
Ice Crushers, Freezers
Water Coolers
Ice Cream Sandwich Machines 
Show Cases, Display Racks

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 F ounta in  S u p p lies

408-16 E. South St. KALAMAZOO, MICH.

The Non-Poisonous Fly Destroyer
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“Potential Insolvency.”
For the lack of a better term, the 

above will serve to characterize the 
position of those fire insurance com
panies which write too much business 
in areas subject to conflagration. It 
is known to all students of conditions 
that many of the companies are fol
lowing a gambling policy with regard 
to their New York City business, 
writing in the conjested district an 
aggregate amount of insurance many 
tim es in excess not only of their net 
resources (combined capital and sur
plus) but of their gross assets; and 
follow ing to a lesser extent the same 
policy in other large cities. Com
panies are not compelled by law to 
limit the amount which they may 
write in such a conflagration district 
here or elsewhere; nor are they re
quired to report to anyone the 
amount of their liability in these con
gested areas. Yet this is, perhaps, 
the m ost important single factor to 
be considered in weighing the desir
ability of the policy of any insurance 
company. It is also conceded to be 
a m ost difficult matter to obtain ac
curate information concerning the 
position of the various companies on 
this conflagration question. The Bal
timore and San Francisco fires show
ed very clearly that companies are 
apt to write an excessive amount of 
business in the cities where they are 
domiciled, and in N ew  York City 
companies of other states and coun
tries seem to be following the same 
dangerous course. Som etim es this is 
done carelessly, and som etimes 
through a deliberate decision to gam
ble present profits against the pos
sibility of some future conflagration. 
Companies following the latter course, 
when criticized for doing so, are 
prone to say that if there should be 
a great conflagration in New York 
and they should be wiped out they

would at least be in good company, 
for practically all other companies 
would be in the same boat.

The clerk who is willing to stand 
idly behind the counter, yawn and 
wish for closing time, will some day 
wonder why it is that he never gets 
a raise.

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 reason 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

W holesale D rug Price C urrent

Short Tips on Good Business Meth
ods.

Make it easy for people to buy 
once they enter your store by having 
all goods marked in plain figures. The 
mysterious price tag belongs to the 
dark ages of storekeeping.

Spend as much time as possible on 
the cleanliness of your store, for a 
clean shop attracts customers as flies 
are attracted to a barrel of sugar. 
Once you attract your trade a clean 
store will do more to hold them than 
any other factor.

If you sell goods for less than 
standard prices, or stock that which is 
hard to obtain, state so on your pla
cards or window display, such as 
“Our price just 20 cents below that 
which you always paid for Jones’s 
shirts,” or “W e carry in stock at all 
times a full line of camphor.”

Don’t attach too much importance 
to seasons. A dealer in furnishings 
used to pack away his line of sweaters 
and heavy underwear in summer, but 
a few seasons ago kept the same on 
sale all through the summer, with the 
result he sold many dozens of the 
so-called unseasonable articles.

Never test a coin in front of a cus
tomer. If you think it doubtful, go  
to the rear of the store and make 
your test instead of in front of the 
customer, who looks at you as much 
as to say. “Do you think I am using 
your store as a place to pass bad 
money?”

Last, but not least, practice the 
Golden Rule. It pays every time.

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

B oric ( P o w d . )_17 Vi®
B oric  ( X t a l ) _17Vi@
C arbolic  _______  30 @
C itric  _________  1 25@1
M u ria tic  ______  3V£@

10# 
50®

N itric  
Oxalic 
S u lp h u ric  
T a r ta r ic

»0
90@ 9."

Ammonia  
26 deg. __ 
IS deg. __ 

. 14 deg.
C arb o n ate  __ ___
C hloride (G ran)

W ater,
W ater,
W a te r

12@
10®
9®22®

lsvi®
Balsams

C opaiba ______  1 00 @1 20
F ir 
F ir 
I
Tolu

(C an ad a)
(O regon)

ru
50®: 

-  50®
7 00® 7 
2 50@2

Barks
C assia  (o rd in ary ) 45® 50
C assia  (S aigon) 90® 1 oû 
S a ssa fra s  (pow. 70c) @ 65
Soap C u t (pow d.)

40c ____________ 30® 35

Berries
C ubeb _______  1 90@2 00
F ish  ___________  90® 1 00
J u n ip e r  _________  10® 20
P riek ley  A sh __  @ 30

E x t rac ts
L icorice ________  60@ 65
L icorice powd. 1 20@1 25

Flowers
_____  75® 80
(G er.) 80@1 00 
Rom  1 0001  20

A rn ica
Cham omile
Cham om ile

Gum s
A cacia , 1 s t _____  60® 65
A cacia , 2nd ____ ' 55® 60
A cacia , S o r t s ___ 35® 40
A cacia , pow dered  45® 50
A loes (B a rb  Pow ) 30® 40
A loes Cape Pow ) 30® 35
Aloes (Soe Pow ) 1 40@1 50
A safo e tid a  ___  4 50@5 00

Pow . ___________  @7 50
C am phor _____  4 25@4 30
G uaiac  ___________  @2 00
G uaiac , pow dered  («2 00
K ino __________  (it 85
K ino, pow dered  @1 00
M yrrh  ____________  @1 40
M yrrh , P o w . __  @1 50
Opium  ______  10 00® 10 40
O pium , powd. 11 50® 11 80 
O pium , g ra n . 11 50@11 SO
Shellac  _______  2 1002 20
S hellac  B leached  2 15®2 25
T ra g a e a n th  ___  6 50®7 25
T rag a c a n th  powd. @5 00
T u rp en tin e  _____  35® 40

Insecticides
A rsen ic  ________  18® 25
B lue V itrio l, bbl. @ 10
Blue V itrio l, less 11® 16
B ordeaux  M ix D ry  18® 38
H ellebore , W hite

pow dered  _____  38® 45
In s e c t P o w d e r_90®1 35
L ead  A rsen a te  Po 30® 50
Lime an d  S u lphu r

D r y _________  10Vi@ 25
P a r is  G reen  ___  46® 56

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

K alam azoo
B ulk , V an illa  _____  1 10
B ulk , C hocolate ____  1 20
B ulk, C aram el _____  1 20
B ulk , G r a p e - N u t____  1 20
B ulk , S t r a w b e r r y _____ 1 30
B ulk, T u t t i  F r u i t i _1 30
B rick , V an illa  _____  1 20
B rick , C hocolate ___  1 60
B rick , C aram el ____  1 60

S t r a w b e r r y _1 60
T u tti  F r u i t i _1 60

B rick .
B rick ,
B rick any  c o m b in a t’n  1 60

iocoanut --------  40® 50
Cod L iv er ___  4 75®5 00
C roton  _______  2 25®2 50
C otton  S e e d __  2 35®2 55
E igeron  -----  12 00@l2 25
C ubebs --------  13 50@13 75
E u ca ly p tu s  ___  1 50® 1 75
H em lock, pu re  2 00@2 25 
J u n ip e r  B errie s

------------------ 10 00®10 25
J u n ip e r  W ood 3 50 @3 75
L ard , e x tra  ___  2 15@2 25
L ard , No. 1 __ 1 80®2
L av en d er Flow  15 00® 15 
L avender G a r 'n  1 75®2
L em on ______  2 75®3
L inseed  boiled bbl. H  2 
L inseed bid less 2 1802 
I Jn.se>-d raw  bbl. @2 
Linseed raw  less 2 16®2 
M u sta rd , tru e , oz. @2 
M ustard , a rtif il, oz.
N e a ts fo o t ____  1 7
Olive, p u r e _ 4 7
Olive, M alaga,

y e l l o w ___ 3 7
Olive, M alaga,

g reen  ----------  3 75@4 00
O range, Sw eet 7 50®7 75

00

00 
00 
08 
28 
06 
21 
93 

@1 10 
i@ l 95 
>@6 00
i@4 00

< iriganum , p u re  @2 50O riganum , co in’l 1 0001 25
P ennyroyal ---- 3 0003 25
P e p p e rm in t — 12 00012 25Rose, pu re _ 24 00025 00
R osem ary  Flow s 2 00@2 25Sandalw ood . E.

I. ______ —  15 00013 20
S a ssa fra s , tru e  3 0003 25
S a ssa fra s , ;a r t i ’l 1 50@1 75
S p ea rm in t — 17 50017 75
Sperm  ___ -------  2 4002 60T an sy  ___ ------- 9 00@9 25T a r, U SP ----------  4S@ 60
T u rp en tin e , bbls. @2 16
T u rp en tin e , less 2 2602 36
\ \  in te rg reen , tr .

W in te rg ree
birch  __

W in te rg ree
W orm seed
W orm w ood

_ 12 00@12 25 
sw ee t

___  9 00@9 25
a r t  1 20® 1 40

----  8 50®8 75
— 16 00® 16 25

P o tass ium
B ica rb o n a te  ____ 55@ 60
B ich ro m a te  __  3’7 Vi @ 50
B rom ide _____  1 05@1 10
C arb o n ate 9201
C h lo ra te , g r a n 'r 48 0 55
C h lo ra te , x ta l or

powd. ________ 2S@ 35
C yanide __  21"Vi® 50Iodide ________  3 S50 1 00
I P e r m a n g a n a te _ 8001 00
P ru ss ia te , yellow 800 90
P ru ss ia te , re d  1 8302 00
S u lp h a te  ______ @ 85

4f

Roots
A lk a n e t _____  3
Blood, pow dered
C alam u s _______
E lecam p an e , pwd.
G entian , powd. 1 
G inger. A frican ,

p o w d e r e d  ______
G inger, J a m a ic a  
G inger, Jam a ic a ,

pow dered ____
G oldenseal, pow.
Ipecac , p o w d ._
L icorice, powd.
L icorice , powd.
< )rris , pow dered 
Poke, pow dered
R h u b arb  ______
R h u b arb , pow d. ‘ 
R osinw ood, powd. 
S a rsa p a r illa , H ond.

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

g ro u n d  ---  @ 80
Squills _________  35@ 40
Squills, pow dered  60® 70
T u m eric , powd. 25® 30
V alerian , powd. @2 00

75@4 00 
60® 75 
6001  00 
22® 25

7 Vi@ 35
29® 36
40®

- 45® 50
8 50® 8 80 
4 50®5 00 

35® 40
40® 50
40® 45
40® 45

@3 00 
60®2 75 
30® 35

pow dered

Leaves
B uchu  ________
B uchu , pow dered
Sage, bu lk  _____
Sage, ! i l o o s e __
Sage, p o w d e re d _
S enna, A l e x __ 1
S enna, T inn . __
S enna, T inn . pow. 
U va  U rsi ______

Oils
A lm onds, B itte r ,

tru e  ______  16 00® 16 25
A lm onds, B itte r ,

a rtif ic ia l ___  2 50@2 75
A lm onds, Sw eet,

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

im ita tio n  ____  85 @ 1 00
A m ber, c r u d e _ 3 00@3 25
A m ber, rectified  3 50@3 75
A nise _________  2 75@3 00
B erg am o n t ___  8 00® 8  20
C a jep u t _____  1 75@2 00
C assia  _______  4 50@4 75
C as to r _______  2 25@2 50
C edar L e a f ___  3 25® 3 50
C itro n e lla  ___  1 25@1 50
Cloves _______  5 00@5 25

Seeds
A nise 
A nise,
B ird , Is"
C an a ry  _______
C araw ay , Po. .; 
C ardam on  ___

35®
37®
13®
15®
28®
2502

C elery, powd. .65 5 70 60
@3 25 C oriander powd 30 2 2Vi@'25
0 3 50 Dill __________ 25@ 30

67® 70 F en n e ll _____ 30® 40
72® 78 F la x  ___________ 14® IS
55® 60 F lax , g round 140 18
4001 50 F o en u g reek  pow. 10 ® 20
30@ 35 H em p ________  1 :¡Vi® 18
35(a) 40 Lobelia  ______  1 7502 00

30 M u sta rd , yellow  _ .45® 50
M u sta rd , b l a c k _ 36® 40
Poppy 
Q uince
R ape ___
Sabad illa
Sabad illa ,
SunHow 
W orm  A m erican  
W orm  L ev an t 1

T in c tu res
A conite  _______
Aloes __________
A rn ica  _________
A safo e tid a  ____
B elladonna  ___
B enzoin  _______
B enzoin  Com po’d
B u chu  _________
C a n t h a r a d i e s __

------  @1 00
-------- 1 50® 1 75
----------- 15® 20
---------  @ 35
pow d. 30® 35

15®
@

65®1

@1 70 
@1 20 
@1 50 
@3 9n 
@1 40 
0 1  80 
@3 00 
@2 70 
®2 90

A m  m on. 

Colorless

C apsicum  ___
C ardam on  _____
C ardam on, Comp.
C atech u  ______
C inchona _____
C olchicum  ____
C ubebs ________
D ig ita lis  _______
G en tian  ______
G i n g e r _________
G ua iac  ________
G uaiac  
Iodine 
Iodine,
Iron , c_ . ___ ___
Kino ____
M yrrh  _______ I I
X ux V o m ic a __
O pium  _________
O pium , Carriph. 
o p iu m , D eodorz’d 
R h u b arb  ______

P a in ts
Lead, red  d r y _15
L ead , w hite  d ry  15 
Lead, w h ite  oil 15 
O chre, yellow  bbl. 
O chre, yellow  less 2
P u tty  ------------------
Red V en et'n  Am. 2 
R ed V e n e t’n  E ng. 
V erm illion , Am er. :
W hiting , b b l . ___
W hiting  _______  3
L. H . P . P rep . 3

@1 95 
@1 50 
@1 35 
@1 50 
@ 1 SO 
@2 40 
@2 60 
@ 1 60 
@ 1 20 
@1 50 
@2 63 
0 2  40 
@1 50 
@2 00 
@1 45 
@1 35 
@2 25 
0 1  93 
@4 50 
@1 25 
@4 50 
@ 1 80

®4 00

3®  10
@6 25 
0 6  50

M iscellaneous
A cetana lid  _____  75® 90
A lum  ___________  16® 20
A lum , pow dered  an d

g round  _______  17® 20
B ism u th , S ubn i-

tra te  _______  3 50® 3 80
B o rax  x ta l or

p o w d e r e d ___  10%@ 15
C an th a rad e s , po 2 2506  50
Calom el ______  2 3702  43
C apsicum  ______  38® 45
C arm ine  _____  7 2507  60
C assia  B u d s ____ 50® 60
Cloves __________  67® 75
C halk  P re p a re d  13® 15
C halk  P re c ip ita te d  12® 15
C hloroform  _____  45® 55
C hloral H y d ra te  1 70®2 10
C ocaine ____  13 60014 05
Cocoa B u t t e r ___ 65® 75
C orks, lis t, less  50%.
C opperas, b b l s ._ @ 03
C opperas, l e s s _3Vi® 8
C opperas, pow d. 4Vi@ 10 
C orrosive S ublm  2 22@2 30
C ream  T a r t a r __ 70® 75
C uttlebone  _____  9 0 0  1 00
D ex trin e  _______  9® 15
D o v er's  P ow der 5 75@6 00 
E m ery , All N os. 10® 15
E m ery , 1’ow dered  8@ 10
E psom  S alts , bbls @04% 
E psom  S a lts , less
E rg o t ___________
E rg o t, Pow dered
F luke  W hite  ___  15® 20
F orm aldehyde , lb. 65® 70
G elatine  _____  1 5 5 0 1  75
G lassw are, less  50%. 
G lassw are, full case  58%. 
G lauber S a lts , bbl. @ 2% 
G lauber S a lts  less  3Vi@ 8
Glue, B row n  ___  2 1 ® 30
Glue, B row n G rd. 19® 25
Glue, W hite  ___  35@ 40
Glue, W h ite  G rd. 35® 40
G lycerine _______  31® 45
H o p s ------------------ 85@1 00
Iodine -------------  5 45@5 70
Iodoform  _____  6 50 0 6  80
L ead , A c e t a t e _20® 30
L y c o p o d iu m   3 0003  25
M ace ----------------  85® 90
M ace, P ow dered  95® 1 00
M entho l ___  18 00018 20
M orphine ___  1 1  9 5 0  12 35
N ux V o m ic a ___  @ 30
N'ux V om ica, pow. 20® 30
P ep p er b lack  pow. 37® 40
P ep p e r, w h i t e ___  @ 50
P itch , B u rg u n d y  @ 15
Q u assia  ________  12® 15
Q uinine ______  1 2 2 0  1 72
R ochelle S a l t s _51® 56
S acch a rin e  ____  @ 40
S a lt P e t e r ______  20® 30
S eid litz  M ix ture  40® 45
Soap, g r e e n ----- 22%@ 30
Soap m o tt  cas tile  22Vi® 25 
Soap, w hite  cas tile

case  -------------  @15 00
Soap, w h ite  cas tile

less, p e r b a r _ @ 1 60
Soda A sh _____  3%@ 10
Soda B ica rb o n a te  3Vi® 10
Soda, S a l ______ 2%@ 5
S p ir its  C am p h o r @2 00
S u lphur, r o l l ___ 4Vi® 10
S u lphu r, S u b l ._4%@ 10
T a m a rin d s  ____  25® 30
T a r ta r  E m etic  1 0 3 0 1  10 
T u rp en tin e , V en. 50@6 00 
V anilla  E x. p u re  1 50@2 00
W itch  H a z e l_ 1 4 0 0  2 00
Zinc S u l p h a t e _ 10® 15



44 M I C H I G A N  T R A D E S M A N March 10, 1920

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 DECLINED
Saxon W h ea t  Food 
Gelatine  
B a k e r ’s Cocoa 
H ersheys  Cocoa

Canned  Milk

Blackberries CHEESEA M M O N IA  
Arctic  Brand12 oz. 16c, 2 doz. box. 2 70

16 oz. 25c, 1 doz. box 1 75
12 oz. 40c, 1 doz. box 2 85
Moore's Household Brand 

12 oz., 2 doz. to case ..2  70

A X L E  G R EA SE

B A K E D  GOODS 
Loose-W iles Brands

Krispy Crackers ........... 18
L. W. Soda Crackers . .  16 
L. \V. Butter Crackers IS
Graham Crackers ......... 18
F ig  Sni Bar .....................  25
L. W. Ginger Snaps . . . .  18
Honey Girl Plain ...........  25
H oney Girl Iced ...........  26
Cocoanut Taffy ...............  28
Vanilla W afer .................  40

S’ubject to  quantity d is-  
counL

B LU IN G
Jennings’ Condensed Pearl
s mall, J doz. box . . . .  2 55 
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
P.llsbury's B est Cer’l 2 90 
Quaker Puffed R ice . .  6 60 
Quaker Puffed W heat 4 30 
Quaker B rkfst B iscuit 1 90 
Quaker Corn F lakes 3 35
Kalston Purina ........... 4 00
Kalston Branzos ......... 2 20
Kalston Food, large . .  3 60 
Kalston Food, sm all . .  2 60
Saxon W h ea t F o o d _a 10
Shred W heat B iscu it 4 5o 
Trlscuit, 18 ...................  2 25

K ellogg's Brands 
Toasted Corn F lakes 4 20 
Toasted Corn F lakes

Individual .....................2 00
Krumbles .......................  4 20
Krumbles, Individual 2 00
B iscu it .............................  2 00
D nnk et ...........................  2 60
Peanut B utter ........... 3 65
No. 1412, doz.................  1 80
Bran .................................  3 60

BROOMS
S ta n d a rd  P a r lo r  23 lb. 5 75 
Fancy Parlor, 23 lb. . .  8 00 
Ex. Fancy Parlor 25 lb. 9 50
Ex. Fey. Parlor 26 lb. 10 00

BRUSHES
Scrub

Solid Back, 8 in............... 1 60
Solid Back, 11 In. . . .  1 75
Pointed Ends ............... 1 25

• to v e
No. 1 ........................... 1 15
No. 2 ............................. 1 26

•ho*
No. 1 ............................. 90
No. 2 .............................  1 25
No. S ...... .......................... 2 90

BUTTER COLOR 
Dandelion, 25c size . .  2 00 
Perfection, per doz. . .  l  30

CANDLES
Paraffine, 6s  ................ 16
Paraffine, 12s ..............  1 $
W lcktng .............................  40

CANNED GOODS 
Apples

2 lb. S ta n d a rd s  ___0 2  10
No. 10 ___________ ©7 25

3 lb. Standards .
No. 10 ____________ ©13 00

Beans—Baked
Brown Beauty, No. 2 1 35
Campbell, No. 2 . . . . .  1 60
trem o n t, No. 2 . . . . . .  1 35
Van Camp, Vi lb. . . 76
Van Camp, 1 lb. . . . .  1 25
Van Camp, 1V4 lb. . . .  1 60
Van Camp. 2 lb. . . . . .  1 80

Beans—Canned
Red Kidney . . . .  1  2501 45
String .................  1 3 5 0  2 70
W ax .....................  1 3 5 0 2  70
Lima .................  1 200 2 35
Red .......................  9601 26

Clam Bouillon
Burnham ’s  7 oz. . . . . .  2 60

Corn
Standard __ 1 65
Country G entlem an __ 2 00
Maine ____________ 2

Hominy
Van Camp ............... . . .  1 26
Jackson ..................... . . .  1 30

Lobster
Vi lb............................... . . .  2 45
Vi lb.............................. . . .  4 60

Mackerel
Mustard, 1 lb ........... . . .  1 80
M ustard, 2 lb........... . . .  2 80
Soused, lVs lb. . . . . . .  1 60
Soused, 2 lb............. . . .  2 76

Mushrooms
B uttons, Is, per can 1 40
H otels, Is  per can 1 15

Plum s
California, No. 3 . . . .  2 40

Pears In Syrup
M ichigan —  4 50
C alifornia ...... __ 5 50

Peas
M arrowfat . . . .  1 7501 90
Early J une ___  1 6501 90
E arly June siftd  1 9002 40

Peaches
California, N o. 2Vi . .  4 75
California, No. 1 . . . .  2 40
M ichigan No. 2 . . . . . .  4 25
Pie, gallon s ............ .. 12 00

Pineapple
Grated No. 2 ......... . . .  4 00
Sliced No. 2 E xtra . .  4 76

Pumpkin
Van Camp, No. 3 ___ 1 45
V an Camp, No. 10 . . .  4 60
Lake Shore, No. 3 . . .  1 46
V esper, No. 10 . . . . . .  3 90

Salmon
W arren's 1 lb. Tall . .  4 10
W arren s Vi lb. F la t 2 60
W arren's 1 lb. F lat . .  4 25
Red A laska ............. . . .  3 90
Med. Red A laska . . . .  3 50
Pink  A laska ............... 2 65

Sardines
D om estic, V * s_5 25 (a 6 50
D om estic, Vss . .  7 000 8 00
D om estic, Vaa . .  7 0 0 0  8 00
California Soused . . . .  2 25
California M ustard . .  2 25
California Tom ato . .  2 25

Sauerkraut
H ackm uth, No. 3 . . . .  1 45

Shrlmpa
Dunbar, Is doz. . . . . . .  1 90
Dunbar, lV is doz. . . . .  3 75

Strawberries
Standard No. 2 __ 4 50
Fancy, N o. 2 _______ 5 50

Tomatoes
No. 2 ...................  1 4601 75
No. 3 ...................  2 0002 35
No. 10 ................... 0 7 00

CATSUP
Snider’s  8 ozi ........ . .  1 80
Snider's 16 oz. . . . . . .  2 90
Royal Red, 10 oz. . . . .  1 25
Ned row, lOVi oz. .,. . .  1 40
Nedrow, gal. g la ss  Jar 11 60

Brick -------------------------- 34
\ \  isconsin  F la ts  _____  34
Longhorn ______________ 37
N ew  York ____________ 35
M ichigan Full C r e a m _33

C H EW IN G  GUM 
Adams B lack Jack . . . .  70
Beem an's Pepsin  ...........  70
Beechnut ............................ 80
Doublem int .......................  70
Flag Spruce ...................  70
Juicy Fruit .....................  79
Spearm int, W rlgleys . .  70
Y  ucatan .............................. 70
Zeno .................................... 65

CHOCOLATE  
W alter Baker A Co.

Caracas .............................  42
Prem ium , V*s or Vis . .  47

W alter M. Low ney Co.
Prem ium , Vis ...............  44
Prem ium , Vis ...............  44

CIGARS
N ational Grocer Co. Brands 
A ntonella Cigars, 50

foU ...........................  37 50
A ntonella Cigars, 100

foU ...........................  37 60
A ntonella  Cigars, 26

t i n s ...........................  37 50
E l Rajah, D iplom át

icas, 100s ..................7 00
E l Rajah, corona, 50

per 100 ...................  7 76
E l Rajah, Epicure, 60

per 1000 ..................74 00
El Rajah, Epicure, 25,

per 100 ...................  8 30
E l Rajah, Ark, 50,

per 1O0 ......................7 30
El Rajah, President,

60, per 100 ................10 00
C dic. Monarch, 50,

wood, per 1 0 0 ____ 5 60
Odin, Monarch, 25 tin  5 60 
Mungo Park, 2500 lots 69 12 
Mungo Park, 1000 lots 70 81 
M unga Park, 600 lots 72 62 
M ungo Park, le ss  than

600   75 00
Mu^go Park, 25 wood 76 00

Worden Grocer Co. Brands 
H arvester (Shade Grown) 
Record Breaker, 60s

fo il .............................  75 00
Delinonico 50s ........... 75 00
P anatella , 50s ............. 75 00
Epicure, 50s ............... 95 00
F avorita E xtra, 50s 95 00
P residents, 50s ___  112 50
(L a Azora Broadleaf Cigar) 
W ashington, 50s . . . .  75.00 
P an atella  Foil, 50s . .  75 00 
Perfecto  Grande, 50s 95 00
Opera, 50s ________ 57 00
Sanchez & H aya  Clear 
H avana Cigars. Made in 

Tampa, Florida
R othchilds, 50s ........... 75.00
B. P anatella , 50s . . . .  75 00
D iplom atics, 5 0 s ___  95 00
Bishops, 50s .............  115 00
R eina Fina, 50s T ins 115 00
Queens, 5us ...............  135 00
Perfectionados, 25s 150 00

Ignacia H aya
Made in Tam pa, Florida. 
E xtra F an cy Clear H avana
D eiicados, 5 0 s _____  120 00
Prim eros, 5 0 s ______  140 00

R osenthal Bros.
R. B. Cigar (wrapped

in tissu e ) 50s ......... 60 00
Imported Sum atra wrapper 

M anilla Cigars 
From  Philippine Islands
Lioba, 100s ....................  37 50

Other Brands 
Charles the E ighth  (D o

m estic), 50s ..............  70 00
B. L., 50s ....................... 52 00
H em m eter Champions,

50s .................................  56 00
Court Royal, 5 0 s ____  60 00
Court Royal, 25 tin s 60 00
Qualex, 50s ..................  50 00
K nickerbocker, 50s . .  54 00 

Stogies  
Tip Top, 50s tins,

2 for 5 .......................  19 50

CLOTHES L IN E
Hemp, 60 f t  .............. 2 60
Twisted Cotton, 60 ft. 3 25 
Twisted Cotton, 60 ft. 3 90
Braided, 50 f t ..............  4 00
Braided, 80 ft. .......... 4 25
Sash Cord ...................  4 50

COCOA
Baker's _______________ 51
Bunte, 16c size  ...............  65
Bunte, Vi lb.......................  50
B unte, 1 lb.........................  48
Cleveland .......................  41
Colonial, Viz ...................  >6
Colonial, Vis ...................  29
Epps .................................... 42
H ersheys, Vis .   44
H ersh ey s , Vi? ________  42
H uyler . . . .* . .....................  36
Lowney, Vis .....................  48
Lowney, Vis .....................  47
Lowney, Vis .....................  47
Lowney, 5 lb. c a n s .........44
Van H outen Vis ............. 12
Van H outen, Via ..........  18
Van H outen, Vis ..........  36
Van H outen, Is  ...........  65
W an-Eta ...........................  36
W ebb .................................  33
Wllhur, Vis .......................  33
Wilbur. 44s .......................  33

COCOANUT
Vis, 5 lb. case  Dunham 46
Vis, 5 lb. case ...............  45
V4s & Vis, 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 ROASTED
Bulk

Rio ...............................  26 0  28
Santos .........................  37 0  40
Maracabo ...........................  43
M exican .............................  43
G utam ala ...........................  42
Java ...................................  60
Mocha .................................  60
Bogota ...............................  43
Peaberry .............................  41

Package Coffe«
N ew  York Basis 

Arbuckle .....................  38 50
M cLaughlin’s  XX X X  

M cLaughlin’s  X X X X  pack
age coffee Is sold to retail
ers only. Mall all orders 
direct to  W. F. M cLaugh
lin A Co., Chicago.

Coffee Extracts
N. Y.. per 100 ............. 9 Vi
Frank’s  250 packsiges 14 50 
H um m el’s  50 1 lb...........10

CONDENSED MILK
Eagle, 4 doz...................11 00
Leader, 4 doz.................  8 50

EVAPORATED MILK
Carnation, Tall, 4 doz. 6 10 
Carnation, Baby, S doz 5 50
Pet, Tall ____________  6 10
l ’et. Baby ___________  4 00
Van Camp, T a l l ____6 10
Van Camp, B a b y ___4 00
Dundee. Tall, 4 doz. 6 10 
Dundee, Baby, S doz. 5 50 
Silver Cow. Tall 4 doz 6 10 
Silver Cow Baby 6 dz 4 10

MILK COMPOUND
Hebe. Tall. 6 doz.......... 6 90
Hebe, Baby, 8 doz. . .  6 60 
Carolene, Tall, 4 doz. 5 65

CONFECTIONERY  
Stick  Candy Pails

Horehound ____________30
Standard ______________30

Cases
Jumbo ________________29
Boston Sugar S t i c k _36

Mixed Candy
Pails

Broken ________________31
Cut Loaf _____________31
Grocers _______________24
K indergarten _________33
Leader _______________30
N ovelty _______________31
Prem io C r e a m s _______44
Royal _________________30
X L O ______________27
French C r e a m s _______32

Specialties Pails
Auto K isses (b askets) 31
Bonnie B utter B ites_35
B utter Cream C o r n _38
Caramel Bon B o n s _35
Caramel C r o q u e tte s_32
Cocoanut W affles ____33
Coffy Toffy ___________35
Fudge, W alnut ______ 35
Fudge, W alnut Choc. 35 
Champion Gum Drops 28 
Raspberry Gum Drops 28 
Iced Orange Jellies __ 32
Italian Bon B o n s ___ 30
AA Licorice Drops

5 lb. box. __________2 15
Lozenges, Pep. _______32
Lozenges, Pink _______32
M anchus ______________31
N ut B utter  P u f f s _II  33

Chocolates Palls
A ssorted C h o c .______ 37
Champion ____________ 35
H oneysuckle Chips 50
Klondike C h oco la tes.. 45
N abobs _______________45
Nibble Sticks, box I I  2 60
N ut W a f e r s ___________45
Ocoro Choc. Caramels 43
Peanut C lusters _____ 50
Q uintette _____________37
R egina __________ _ 34
V ictoria Caram els _ _  42

Gum Drops
Champion ___________ 28
Raspberry ___________ 28
Favorite ____________ 30
Superior ____________ 29
Orange Jellies _____  32

Lozenges
A A Pep. L o z e n g e s_32
A A Pinn L o z e n g e s __32
A A Choc. Lozenges 32
Motto L o z e n g e s ____ 34
M otto H earts _____  34

Hard Goods
Lem on D r o p s _________ 32
O. F . H orehound Drps 32
A nise Squares --------- 32
Peanut S q u a r e s ____  32
Rock Candy _________ 40
Sunshine A s s t . ------------43

Pop Corn Goods 
C racker-Jack Prize —7 00 
Checkers P r i z e -------- 7 00

Cough Drops
Boxes

Putnam  M enthol ------- 1 65
Sm ith Bros. ---------------1 65

COOKING COMPOUNDS 
Mazola

Pints, tin, 2 d o z . ----- 7 75
Quarts, tin, 1 d o z ._7 25
Vi Gal. tins, 1 doz. — 13 75 
Gal. tins, Vi do2- —  13 50 
5 Gal. tins, Vi doz. —20 50

COUPON BOOKS
60 Economic grad« . .  2 >5 
100 Economic grad« 2 76 
600 Economic grad« 17 00 
1,000 Economic grade 80 00 

Where 1,000 books are 
ordered at a time, special
ly printed front cover Is 
furnished without charge.

C R EA M  OF TARTAR
6 lb. boxes ....................  66
8 lb. boxes .....................  <6

DRIED FRUITS  
Apples

Evcp’ed, Choice, blk . .  22 
Apricots

Evaporated, C h o ic e __ 32
Evaporated, Fan cy . . . .  44

Citron
10 lb. box _____________50

Currants
P ackages, 12 oz. _______ 20
B oxes, Bulk, per l b . _25

Peaches
Evap. Choice, Unpeeled 22 
Evap. Fancy, U npeeled 24 
Evap. Choice, P eeled  24 
Evap. Fancy, Peeled  26

Peel
Lem on, Am erican _____38
Orange, Am erican _____38

Raisins
Choice S ’ded 1 lb. pkg. 23 
Fancy S'ded, 1 lb. pkg. 24 
Thompson heedless,1 lb. pkg. ___________22
Thompson seed less, 

bulk .................................  22
California Prunes 

80- 90 25 lb. boxes . .0 1 8  Vi 
70- 80 25 lb. boxes . .0 1 9  
60- 70 25 lb. boxes . .0 2 0  
50- 60 25 lb. boxes . .021Vi
40- 50 25 lb. b o x e s_0 2 5
30- 40 25 lb. boxes . .0 2 8

FARINACEOUS GOODS 
Beans

Med. Hand Picked . . . .  8Vi
California L im as ...........
Brown, Holland ........... 6 Vi

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 bbla. 8V4
Skinner’s  24s, case 1 37 Vi 
Golden Age, 2 dos. . .  1 90 
Fould’s, 2 dos. ..........  1  90

Pearl Barley
Chester --------------------- 6 50

Peas
Scotch, lb.......................  7
Split, lb. _____________9

Bago
E ast India ____________ 11

Tapioca
Pearl, 100 lb. s a c k s ___ 11
Minute, 8 oz., 3 doz. 4 05 
Dromedary Instant, 8 

dos., psr case ........

FISH IN G  TACKLE
Cotton Lines

S<. 2 16 feet   1  45
No. o, . .  —>* .............. 1 70
No. 4, 15 fee*. . .  1 85
No. 5, 15 feet ............. 2 15
No 6, 15 feet ............. J 45

Linen Lines
Fudge, Choc. Peanut 28 
¡Small, per 100 yards 6 65 
Medium, per 100 yards 7 25 
i^*r*f*-. per 100 yards 9 00

Floats
No. lVi, per gross . .  1 60 
No. 2, per gross . . . .  1 76
No. 2(4. per gross . . . .  2 ?5 

Hooke—Kirby
Sfize 1- 12, per 1,000 . . . .  84 
Size 1-0, per 1,000 . . . .  06 
Size 2-0, per 1,000 . .  1 15
Size. 3-0, per 1,000 . .  1 32
Size 4-0, per 1,000 . .  1 65
Size 5-0, per 1,000 . .  1 9/

Sinkers
No. 1, per gross ............ 6F
No. 2, per gross ...........  72
No. 3, per gross ............ 85
No. 4, per gross . . . .  1 10
No. 5, per gross . . . .  1 45
No. 6, per gross . . . .  1 85
No. 7, per gross . . . .  2 85
No. 8, per gross . . . .  8 31
No. 9, per gross . . . .  4 61

FLAVORING EXTRACTS 
Jennings

P u re  Food V anila  
T erp en e less  

P u re  Food  Lem on
P e r  Doz.

7 D ram  16 C e n t ___ 1 4o
1V4 O unce 25 C en t __ 2 00
2 O unce, 37 C e n t ___ 3 00
2V4 O unce 40 C e n t __ 3 20
2Vi O unce 50 C en t __ 3 40
4 o u n c e  60 C e n t ______ 5 50
5 O unce $ 1 .0 0 _________ 9 01
i  D ram  IS A sso rted  __1 40
1’* O unce A sso rted  __ 2 00

FLOUR A ND FEED
Lily W hite — _____13 90
Graiiam ¿0  lb. per cu t. a so 
Goiuen Granulated Meal,

2 a lbs., per c w t . ____ 4 80
R ow ena P ancake 6 lb.

C om pound ............... 5 60
R owena Buckw heat

C om pound ............... 6 00
R ow ena Corn Flour,

W atson H igg in s Milling 
Co.

N ew  Perfection, Vis 14 25 
Meal

Gr. Grain M. Co.
B olted  ______________ 5 20
Golden G r a n u la te d_5 40

Wheat
No. 1 Red ......................... 2 3a
No. 1 W hite ................... 2 33

Oats
M ichigan C a r lo t s _____ 95
L ess tnan C a r lo ts___ 1 ou

Corn
Carlots _____________ 1 65
L ess than C a r lo ts___ 1 70

Hay
Carlots _____________ 34 uu
L ess than C a r lo ts_36 UU

Feed
S treet Car F e e d __ 6a 00
No. 1 Corn & Oat F d 65 00
Cracked Corn _____  65 00
Coarse Corn M e a l_ 65 00

FR U IT  JARS 
M ason, Vi pints, gro 8 00 
Mason, pts., per gross 8 40 
Mason, qts., per gro. 8 75 
M ason, Vi gal., gro. 11 00 
Mason, can tops, gro. 2 85 
Ideal G lass Top, pts. 9 60 
Ideal G lass Top. qts. 9 90 
Ideal G lass Top Vi

gallon .....................  12 00

G ELA TIN E
Cox's 1 doz. l a r g e _1 45
Cox's 1 doz. s m a l l_ 90
K nox’s  Sparkling, doz. 2 15 
K nox's Acidu'U doz. 2 15
M inute, 1 doz. _____  1 35
M inute, 3 doz. _____  4 05
Nelson’s ....................... 1 6u
Oxford ......................... 75
Plymouth Rock, Phos. 1 66 
Plymouth Rock, Plain 1 35 
Waukesha ...................  1  60

H IDES AND PELT8  
Hides

N ew  Perfection , Vis 13 75
Green, N o. 1 _________  20
Green, N o. 2 _________  19
Cured. No. 1 _________  22
Cured, N o. 2 _________  21
C alfskin, green, No. 1 45
Calfskin, green. No. 2 43Vi
Calfskin, cured, No. 1 47
Calfskin, cured. No. 2 45Vi
H orse, Ñ o. 1 I______ 10 00
H orse, Ñ o. 2  _____  9 002 70
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P elts
Old W o o l ................... 76@2 00
Lam bs ...................  50 @2 00
Shearlings ........... 50@1 60

Tallow
Prim e .............................  @io
No- 1 .............................  @ 9
No. 2 ...............................  @ 8

w ool
Unw ashed, m e d .  @50
Unw ashed, f i n e ___ @45

RAW FURS
No. 1 Skunk _______ 7 00
No. 2 Skunk ................. 5 00
No. 3 S'kunk ...............3 00
No. 4 Skunk ............... 1 50
No. 4 l/nprim e ........... 75
M uskrats, W in t e r ___ 4 25
M uskrats, Fall ____3 00
M uskrats, K itts  ......... 25
No. 1 Raccoon, Large 10 00 
No. 1 Raccoon, Med. 8 00
No. 1 Raccoon, Sm all 6 00
No. 1 Mink, L a r g e _17 00
No. 1 Mink, Mediuim 15 00 
No. 1 Mink, Sm all 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  
Per doz.............................  l  00

JELLY
Pure, per pail, 30 lb. 5 00

JELLY GLASSE8  
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 
N one Such, 3 doz.

case f o r _____________4 30
Quaker, 3 doz. case  

for .................................  3 25

MOLASSES 
New Orleans

Fancy Open K e t t l e ___  85
Choice ...............................  68
Good ...................................  56
Stock ...................................  28

H alf barrels 5c extra

NUTS— W hole 
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 75
Peanuts, Spanish,

100 lb. bbl...................  25
Peanuts, Spanish,

200 lb. bbl...................  24%
P ecans ...........................  95
W alnuts ....................... 85

OLIVES
Bulk, 2 gal. kegs each 3 25 
Bulk, 5 gal. kegs, each 8 00
Stuffed, 4 oz...................  1 80
Stuffed, 16 oz. ................. 4 60
■'^tted (not stuffed)

14 oz.............................  3 00
M anzanilla, 8 oz.- . . . .  1 45
Lunch, 10 oz ................... 2 00
Lunch, 16 oz. ............. 3 25
Queen, Mammoth, 19

oz..................................... 5 50
Queen, Mammoth, 28

oz....................... f ............ 6 75
Olive Chow, 2 doz. cs. 

per doz.......................... 2 50

PEANUT BUTTER

Bel-Car-Mo Brand8 oz., 2 doz. in cc.se . .
24 1 lb. pails .................12 2 lb. pails ...............:.
5 lb. pails. 6 in crate10 lb. pails .......................
15 lb. pails ....................
25 lb. pails .....................
50 lb. tin s .........................100 lb. drum*

PETROLEUM PRODUCTS 
Iron Barrels

Perfection ___________ 18.7
Red Crown Gasoline 25.7 
Gas M achine Gosaline 41.3 
V. M. & P . N aphtha 25.7 
Capitol Cylinder, Iron

Bbls. ----------------------  46.8
Atlantic Red Engine,

Iron Bbls. _________  28.8
W inter Black, Iron

Bbls. ----------------------  17.3
Polarine, Iron Bbls. __ 51.8

PICKLES
Medium

Barrel. 1,200 count 14 50
H alf bbls., 600 count 8 00
5 gallon kegs _____  3 00

Small
B arrels ______________18 00
Half barrels _________10 00
5 gallon kegs _____  3 50

Gherkins
Barrels ......................... 25 00
Half barrels ............... 13 00
5 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, B icycle ........... 3 75
P ick ett ............................. 3 i 00

POTASH
Babbitt’s, 2 doz.............2 75

Tripe
Kits, 15 lbs.......... .
% bbls., 40 lbs. . 
% bbls., 80 lbs.

PROVISIONS 
Barreled Pork

Clear B a c k _ 48 00@49 00
Short Cut Clear 40 00@41 00
P ig  .......................................
Clear Fam ily ............. 48 00

Dry Salt Meats 
S P  B ellies . .  32 00@84 00 

Lard
Pure in t i e r c e s ___24@25
Compound Lard 24%@25
80 lb tubs ...a d v a n c e  %
60 lb. tubs . ..a d v a n c e  %
50 lb. tubs . ..a d v a n c e  f t
zo ib. pails . ..a d v a n c e  %
10 ib. pails . .  .advance %
5 lb. pails . ..a d v a n c e  1 
3 lb. pails ...a d v a n c e  1

Smoked M eats 
Hams, 14-16 lb. 27 @28 
Ham s, 16-18 lb. 28 @29 
Ham s, 18-20 lb. 27 @28 
Ham, dried beef

sets  ................... 41 @42
California H am s 22%@23 
Picnic Boiled

Ham3 ............... 35 @40
Boiled H am s . . . 42  @44
Minced H a m s_18 @20
Bacon _________  32 @48

Sausages
Bologna ..............  18
Liver ...............................  12
Frankfort .....................  19
Pork .......................  14@15
Veal .................................  11
Tongue .........................  11
H eadcheese ...................  14

Beef
Boneless ......... 30 00@35 00
Rump, new . .  40 00@42 00

P ig’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 B eef, 24 Is  . . . .  3 90 
Veal Loaf, 48 %s, 5%

oz...................................... 1 65
Veal Loaf, 24%s, 7 oz. 2 60 
Vienna Style Sausage,

48%s .............................  1 40
Sausage Meat, V i s _3 35
Potted Meat, 48%3 . .  52% 
Potted M eat, 48 %s 90 
"Hamburger Steak and

Onions, 48 %s ........... 1 76
Corned B eef Hash,

48 %s ...........................  1 75
Cooked Lunch Tongue,

48 %s .........................  4 00.
Cooked Ox Tongues,

12 2s ...........................  22 50
Chili Con Carne, 48 Is 1 40 
Pork and Beans, 48 13 1 80 
Sliced Bacon, medium  4 00
Sliced Bacon, large 6 26
Sliced B eef, 2% o z ._2 20
Sliced B eef. 5 o z . ___ 4 00

Mince Meat
Condensed No. 1 car. 1 80 
Condensed Bakers brick 25 
M oist in g lass ______  6 50

. 90 
1 60 
3 00

Casings
H ogs, per lb ............. @65
Beef, rounu a e t ___  19@20
Beef, m iddles, se t ,.60@60 
Sheep, a skein 1 75@2 00

Uncolored Oleomargarine
Solid D aily  ...............  28@29
Country n o ils  ............. 30@3l

RICE
Fancy Head ................. u
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 Regular . .  2 10 
Quaker, 20 Fam ily . .  5 50

SALAD DRESSING 
Columbia, % pints . .  2 25 
Columbia, 1 pint . . . .  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 sm all, 2 doz. 1 45

8A LERATU8
Packed 60 lbs in box 

Arm and Hammer . .  8 26 
Wyandotte, 100 %s . .  8 00

SAL SODA
Granulated, bbls.......... i  95
Granulated 100 lb«, os. J 10
Granulated, 36 2% lb.

packages ............... 2 25

SALT 
Solar Rock

56 lb. sac k s  __............... 55
Common

Granulated, F in e  ___  2 35
Medium, F i n e _____  2 40

Fiv 15

SALT FISH 
Cod

Middles ...............................  23
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

Herring
K K K K, Norway . .  20 90
8 lb. palls ...................  1 40
Cut Lunch ...................  1 26
Scaled, per box ____  21
Boned, 10 lb. b o x e s_24

Trout
No. 1, 100 lbs.................. 12
No. 1, 40 lbs...................
No. 1, 10 lbs..................
No. 1, 2 lbs.....................

Mackerel
Mess, 100 lbs.............  25 00
Mess, 60 lbs................  It 25
Mess. 10 lbs...............  2 95
Mesa, 8 lbs.................. 2 30
No. 1, 100 lbs............  24 00
No. 1. 50 lbs.............. 12 75
No. 1, 10 lbs.................. 2 80

Lake Herring 
% bbl., 100 lbs.................7 50

SEEDS
Anise ........................... 41
Canary, Smyrna ___  12
Cardomon, Malabar 1 20
Celery ......................... 65
Hemp, Russian ____  11
Mixed Bird .................  18%
Mustard, white ........ 40
Poppy ..........................  65
Rape ............................  16

SHOE BLACKING 
Handy Box, large 8 ds. 8 69 
Handy Box, small . . .  1 26 
Blxby’s Royal Poll3h 1 25 
Miller’s Crown Polsh 90

SNUFF
Sw edish Rapee 10c 8 for 64 
Swedish Rapee, 1 lb. g ls  60 
Norkoping. 10c, 8 for . .  64 
Norkoplng, 1 lb. g lass . .  60 
Copenhagen, 10c, 8 for 64 
Copenhagen, 1 lb. g la ss  60

SOAP
Jam es S. Kirk &  Company 
American Fam ily, 100 7 85 
Jap Rose, 50 cakes . .  4 85 
Kirk’s  W hite Flake . .  7 00 

Lautz Bros. S c  Co.
Acme, 100 cakes ___  6 75
B ig 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 
Lautz N aphtha, 100s 8 00
. Proctor &  Gamble Co. 

Lenox .............................  6 00

Ivory, 10 
Star ____

O Z. . . .
. . . . O
. . .  13 
. . . .  7

50
85

Sw ift & Com pa n y
C lassic , 1(to b a rs  Hi) oz. 7 50
S w ift's  1 ’1•ide. 100 9 oz. 6 00
Q uick  Nn p h th a  . 7 85
W h ite  Lai und ry . 1I0O

8 %  OZ. 0 75
Wool, 24 bars, 6 oz. 1 85
Wool, 100 bars, 6 oz. 7 65
Wool, 100 bars, 10 oz. 12 75

Tradesm an Company 
Black Hawk, one box 4 50 
Black Hawk, five bxs 4 25 
Black Hawk, ten  bxs 4 00 

Box contains 72 cakes. It 
Is a m ost rem arkable dirt 
and grease rem over, w ith 
out injury to the skin.

Scouring Powders
Sapolio, g ro ss  l o t s _11 00
Sapolio, h a lf  g ro . lo ts  5 50 
Sapolio, s ing le  boxes 2 75
Sapolio. h an d  _________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 oa. 4 20 
Snow Boy, 24 pkgs. 6 00 
Snow Boy. 20 pkgs 7 00

Soap Powders 
J o h n  so n 's  F in e , 48 2 5 75
Jo h n so n ’s X X X  1 0 0 _5 75
L au tz  N ap h th a , 60s __ 3 60
N ine O’Clock _______  4 25
O ak L eaf, 100 pkgs. 6 50 
o ld  D utch C lean se r 4 Oil 
Queen Anne. 60 pkgs. 3 60
R ub-N o-M ore  ______  5 50
S u n b rite . 72 c an s  ___  40

ITCHEN
LENZER

80 can cases, 34 per case  

SODA
Bi Carb. K egs ...........  4

SPICES 
W hole Spices

Allspice, Jam aica . . . .  @18
Cloves, Zanzibar ..........  @60
Cassia, Canton ........... @30
Cassia, 5c pkg. doz. @40
Ginger, A frican ........... @15
Ginger, Cochin ............  @20
Mace, Penang ............... @75
Mixed, No. 1 ................. @17
Mixed, No. 2 ............... @16
Mixed, 5c pkgs. doz. @45
N utm egs, 70-8 ............. @50
Nutm eg«, 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
Mustard .........................  @38
Mace, Penang ........... @85
N utm egs .......................  @36
Pepper, Black ........... @84
Pepper, W hite ............. @52
Pepper, Cayenne . . . .  @29 
Paprika, H ungarian . .  @60

Seasoning
Chill Powder, 15c ___  1 35
Celery Salt, 8 oz..................95
Sage, 2 o*.............................  90
Onion Salt ................... 1 85
Garlic .............................  j  J5
Ponelty, 8% oz.............. 2 26
K itchen Bouquet . . . .  2 60
Laurel Leave« ................. 29
Marjoram, 1 oz............  90
Savory, 1 0».......................  90
Thym e, 1 o*...................... 90
Tumeric, 2% oz............. 90

STARCH
Corn

Kingsford, 40 lbs.......... 11%
Muzzy, 48 1 lb. pkgs. . .  9% 
Powdered, barrels . . . .  7% 
Argo, 48 1 lb. pkgs. . .  4 15

Kingsford
Silver Gloss, 40 lib . . .  11 % 

Gloss
Argo, 48 1 lb. pkgs. . .  4 15
Argo, 12 8 lbs.................3 0*
Argo, 8 6 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
H alf Barrels .....................  81
Blue Karo, No. 3%,

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 ............................. I

TABLE SAUCES 
Lea & Perrin, large . .  6 75 
Lea & Perrin, sm all . .  3 25
Pepper .............................  1 25
Royal Mint ................... 1 60
Tobasco .....................  3 00
England’s  Pride . . . .  1 25
A -l, large .....................  6 00
A -l, sm all .....................  2 90
Capers ...........................  1 80

TEA
Japan

Medium .....................  40@42
Choice .........................  49@52
Fancy .........................  60@61
Basket - Fired Med’n.
B asket-F ired  Choice 
Basket -Fired Fancy
No. 1 Nibbs ...................  @55
Siftings, bulk ............. @21
Siftings. 1 Ib. pkgs. @23

Gunpowder
Moyune, Medium . .  35@40 
M oyune Choice . . .  40@45

Young Hyson
Choice .........................  35@40
F an cy .........................  50@«o

Oolong
Form osa. Medium . .  40@45 
Form osa, Choice . .  45@50 
Form osa. Fancy . .  55 @76

English Breakfast 
Congou, Medium . .  40@45 
Congou, Choice . . . .  45@50
Congou, Fancy ___  50@60
Congou. Ex. Fan cy 60® 80

Ceylon

W OODENWARE
Baskets

Bushels, wide band,
wire handles ............  2 20

Bushels, wide band,
wood handles ........... 2 35

Market, drop handle 95 
Market, single handle 1 00
Market, e x t r a ............... 1 35
Splint, large ................. 8 50
Splint, medium ..........  7 75
Spl nt, sm all ............... 7 00

Butter Plates 
Escanaba M anufacturing  

Co.
Standard W ire End

No. % .,
Per 1,000 

2 86
No. % ., 3 17
No. 1 .. 3 39
No. 2 7 99
No. 3 .. 4 97
No. 5 .. 6 91
No. 8-50 extra sm cart 1 21
No. 8-50 sm all carton 1 27
No. 8-50 m ed’m carton 1 32
No. 8-50 large carton 1 60
No. 8-50 extra lg  cart 1 93
No. 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 ga l.......................  7g

Clothes Pins. 
Escanaba M anufacturing  

Co.
No. 60-24, W rapped . .  4 75 
No. 30-24, W rapped . .  2 42 
No. 25-60, W rapped . .  75

Egg C ases
No. 1, Star ...................  4 00
No. 2, S t a r .....................  8 00
12 oz. s i z e ..........................4 50
9 oz. size .......................  4 25
6 oz. s ize  .......................  8 90

Faucets
Cork lined, 8 In.................. 70
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 
12oz cotton mop heads 2 85

Palls
10 fit. G a lv a n ize d ___ 5 00
12 qt. G a lv a n ize d ___ 5 50
14 qt. G a lv a n ize d ___ 6 00
Fibre ...............................  9 75

T  o o t h p l c k s
Escanaba M anufacturing  

Co.
No. 48, Em co ............... 1 80
No. 100, Em co ........... 3 50
No. 50-2500 Em co . . .  3 50

Traps
Mouse, wood, 4 holes . .  69 
Mouse, wood, 6 boles . .  70 
Mouse, tin, 6 boles . . . .  65
Rat. wood .........................  80
Rat, spring .....................  80
Mouse, spring .................  20

Tubs
No. 1 Fibre ................. 42 00
No. 2 Fibre .................  38 00
No. 3 Fibre ...............  33 00
Large G a lv a n iz e d _15 50
Medium Galvanized 13 25 
Sm all G a lv a n ize d __ 12 00

W ashboards
Banner Globe _____  S 25
B rass, Single ______  9 50
Glass, S ingle _______  8 50
Single P e e r le s s _____  9 00
Double P eerless ___ 11 00
Northern Queen ___  9 00
U niversal _________  10 00

W indow Cleaners
Pekoe. Medium . . . . 40@45 12 In. 65
Dr. Pekoe, Choice . . 46® 48 14 in. 86Flowery O. P. Fancy 55(0)60 16 in. . 2 30

TWINE
Cotton, 3 ply cone ___  75 Wood Bowls
Cotton, 3 ply balls ___  75 13 in. B utter ............. . 3 00
Hemp, 6 ply ........... . . . .  25 15 in Butter ............. . 7 0Î

VINEGAR 17
19

in.
in

B utter ...............
B utler  ............... a 00oe

Cider, Benton Harbor . .  35 
W hite W ine, 40 grain 20 
W hite W ine, 80 grain 27 
W hite W ine, 100 grain 29

Oakland Vinegar &  Pickle  
Co.’s Brands.

Oakland Apple Cider . .  40 
Blue Ribbon Corn . . . .  28 
Oakland W hite Pickling 20 

Packages no charge.

W RAPPING PAPER  
Fibre, M anila, w hite 7%
No. 1 Fibre _________ 8%
Butchers M anila ___  8
K raft ________________13
W ax Butter, short c ’n t 25 
Parchm ’t Butter, rolls 25 

YEAST CAKE
Magic. 3 doz...................  1 45
Sunlight, 3 doz...............1 00
Sunlight, 1% doz.................50
Y east Foam . 3 doz. . .  1 45

No. 0. per g T O B B  . . ___  70 Y east Foam , 1% doz. 73
No. 1, per gross . . . . . .  80
No. 2. per gross . . . .  1 20 YEAST—COMPRESSED
No. 3. per gross . . . .  1 90 Fleischm an, per doz. .,. 24
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H eavy L oss Caused by Cancellation 
of Policies.

Efforts are being made by fire in
surance companies to reduce the 
waste brought about by the cancella
tion of policies.

One out of every four or live poli
cies furnished by companies to agents 
to be used in insuring properties is 
cancelled, spoiled or returned as not 
wanted. Very few are able to realize, 
unless in intimate touch with the rou
tine in the office of an insurance com 
pany that the cancelled policy calls 
for more than twice as much attention 
as a policy which stays in force until 
expiration. The report or record of 
each policy written must take a defi
nite course through the office and 
there are no short cuts.

In order to record properly the 
necessary information for use by the 
company, and to com ply with the re
quirements of the various insurance 
departments, data from the reports 
of every policy must go on registers, 
maps, town cards, classification cards, 
liability sheets, reserve records, etc. 
Then there is the checking of rates 
and premiums, the examining, and ac
counting, the fixing of lines, the fil
ing and a number of other operations 
of more or less importance. If the 
policy is cancelled it is obvious that 
every operation made when the daily 
report was received must be reversed 
and the company’s records cleared of 
the transaction as far as possible. 
As a matter of fact, there are some 
items in connection with cancellations 
which follow along until the policy 
would have normally expired.

Besides the heavy cost brought 
about by cancellations in the way of 
clerical hire, there are other items 
involving great expense, one of m o
ment being the cost of placing the 
blank policies in the hands of agents, 
including the cost of paper stock, 
printing or lithographing, numbering 
and shipping. There are also large 
postage charges with a definite ex
pense to the agent who writes the 
policy and effects cancellation.

The storage feature at the home 
office in connection with cancelled 
policies and reports is very impor
tant, particularly at this time when 
it is hard to expand and obtain de
sirable office space. From one-fourth 
to one-fifth of the com pany’s filing 
space is given up to cancelled blanks 
and data in connection with them.

Of late cancellations have been on

the increase. This may be due, among 
other causes, to errors by inexperi
enced help and to the shortage and 
shifting of clerks. W hatever the 
cause, now that conditions are be
com ing more nearly normal, every 
effort should be made to reduce can
cellations to the minimum.

Every cancelled, spoiled or not 
taken policy means a waste of labor, 
time and material which in the ag
gregate involves millions of dollars 
each year to agents and companies.

\ \  ith these facts in mind the Na
tional Board of Fire Underwriters 
has prepared the follow ing suggested  
letter and has requested the co-opera- 
tion of members in circularizing their 
agents:

Cancelled Policies.
This question with its incident cost 

to the companies is brought to your 
attention, and your co-operation is 
requested that the unnecessary waste 
may be eliminated.

The records of the company show  
that one out of every four or five 
policy contracts furnished to the 
agents is returned to the company as 
cancelled, spoiled or not taken. The 
aggregate thus returned runs into 
m illions and the paper value alone of 
these cancelled and spoiled blanks 
amounts to an immense sum. Furth
ermore. the actual cost of printing, 
preparing, shipping and mailing these 
blanks and handling the unproductive 
transactions they represent amounts 
to a very large sum.

Time and effort are also wasted by 
the agent and the clerical forces of 
the companies, much of which can be 
saved by the exercise of a little care 
and foresight.

We. therefore, offer the following  
suggestions and request your full co
operation:

1. Ascertain before policies are 
written if renewals are desired and if 
the new policies can be delivered.

-. Learn before policies are writ
ten whether or not changes are to 
be made in amounts or forms.

3. Check rate before policies are 
written to be sure the last promulga
tion is used.

4. Review forms before policies 
are written to be certain that they 
conform with rules and properly cov
er the subjects of insurance.

Another thought along these lines 
is that where slight changes are nec
essary after the policy is written, a 
saving may be effected by endorsing

V S o m e  of the big wholesale houses of the State are not only carrying 
A w31± • our fire insurance, but are advising their customers to buy it.

Because they want the credit they extend and the accounts they carry 
▼ ▼ • 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. Senf, Secretary, FREMONT, MICHIGAN
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the policy instead of cancelling and 
rew riting  it.

It m ay be th a t o th er com panies 
will address you upon these sugges
tions, for the m atte r is one of consid
erable concern to all, and a t th is p a r
ticular tim e it will not d e tract from  
the im portance of the subject if som e
what sim ilar le tters reach you.

Beaten Biscuit.
AVritten for th e  T rad esm an .
T h a t so u th e rn  b e a ten  b iscu it 
W hy did  I ev e r r is k  i t  
W hen  I w as  n o r th e rn  b red —
B ro u g h t up  on m o th e r’s  b read —
T he k ind  a t  hom e you know .

T h a t so u th e rn  b e a ten  b iscu it 
A fool I w as to  r is k  i t  
B u t y ie lded  to  i ts  te m p tin g s—
T h a t  th in g  n o t m ade w ith  em p tin s  
W as s till a  piece o f dough.

T he  so u th e rn  b e a ten  b iscu it 
B efore  you th e y  w ill f r isk  it.
A t noon, a t  n ig h t, a t  m orn ing  
B u t le t m e g ive you  w a rn in g —
I b it a  b it  o’ dough .

T h a t so u th e rn  b e a ten  b iscu it 
G ot s tu c k  below  m y b r is k e t 
I th o u g h t I ’d  o v e rea ten  
B u t rea lly  I w as b ea ten  
A nd n o t th a t  c h u n k  of dough.

C h arle s  A. H e a th .

BUSINESS WANTS DEPARTMENT
i n s e ^ - T n TV%  S T ?  Z Ï Ï  insluon
m ust * accompany ^  Cha^

How One Special Reduced Losses.
A notable illustra tion  of w hat an 

energetic  and special agen t m ay ac
com plish in the way of reducing fire 
losses th rough  rigid inspections has 
been furnished recen tly  in Milwaukee. 
Especially  good results , according to 
O tto  A. Braun, M ilwaukee local 
agent, have been obtained in one of 
the foreign d istric ts here, w here fires 
had form erly  been very frequent, but 
in w hich there  has been an alm ost 
entire  absence of fires lately. Some 
tim e ago th a t d istric t had a run of 
clothes closet fires, a lte rna ted  with 
barn  fires. An inspection of the en 
tire  d istric t was m ade by the fire, de
partm ent, which also go t a list of 
every horse in the d istric t, and the 
am ount paid for it. But very  little 
was accom plished in the way of re 
ducing losses.

A bout th a t time C harles W . H u tch 
inson, special agen t of the M ichigan 
F ire & M arine, arrived  in M ilwaukee 
w ith 200 inspections of policies in th a t 
d istrict. H e called on every one of 
the assured  and w here conditions 
were not sa tisfac to ry  he gave sum 
m ary o rd ers  as to  w hat had to be 
done in the way of cleaning up. If 
there  appeared  to  be any overinsur
ance, he im m ediately o rdered  a reduc
tion of the policy to w hat it ought 
to be.

T hen he took  the barn  policies and 
found m any com paratively  poor 
horses w ith a large am ount of in
surance on them . E nquiring  as to 
why one insured had $500 insurance 
on a horse th a t was not w orth  over 
$200, he was told th a t the nag in the 
next stall, not w orth  over $100, was 
also covered by a $500 policy. In  
such cases, w here horses of o th ers 
highly insured were in the sam e barn, 
the special did not stop  to  ask for a 
reduction  of the policy, but cancelled 
them  outrigh t.

W hen he go t th ro u g h  he had can
celled o r m ateria lly  reduced 100 pol
icies. F ire  departm en t inspections 
and the like got little  resu lts  but re 
ducing the p ro tec tion  im m ediately 
had the effect desired.— N ational U n 
derw riter.

F o r Sale—G rocery  bu s in ess  in B a ttle  
G reek doing  £50,000 b u s in ess  la s t  y e a r . 
Invoice a b o u t $4,500. R eason  fo r selling , 
leav ing  c ity . T e rm s cash . No. 771, care  
M ichigan T rad esm an .________ 771

FO R  SAGE—40-barrel W ate r-p o w er 
F lo u r a n d  F eed  m ill. P ro fitab le  a n d  long 
e s tab lish ed  b usiness. Sacrifice fo r qu ick  
sale . P a r tic u la rs  upon re q u e st. N ew -
ago R oller Mills, N ew aygo, M ich. 772

F o r Sale—L ong estab lish ed  m e a t m a r 
k e t, sm oked  m ea ts , c anned  goods, a n d  a ll 
tools n e ce ssa ry  fo r th e  m e a t m a rk e t 
b usiness. L o ca ted  in a  good fa rm in g  
tow n of 1,500. P rice  is r ig h t an d  o pen 
ing good. A ddress  C arl H . T u ttle , A d 
m in is tra to r . N ashv ille , Mich. 773

W an ted —L o ca tio n  fo r bank, in sm all
tow n in M ich igan . R ep lies  confidentia l. 
A ddress No. 774, c a re  M ichigan T rad e s -  
m an . ____________ ________________ 774

E x ch an g e  a  40 a c re  fa rm , fa ir  b u ild 
ings, n e a r  c ream ery , fo r a  s to ck  o f m e r
chand ise . A ddress No. 775, care  M ichi
gan  T rad esm an . 775

G rocery  F o r  Sale—B arg a in  if  ta k e n  a t  
once. Sm all c o u n try  tow n in S ou thern  
M ichigan, close to  Toledo. Good farm ing  
co u n try . N e ar th re e  M ichigan p lan ts . 
A ddress No. 776, M ichigan T rad esm an .

D RUG C L E R K —M ust be abso lu te ly  
h o n e st a n d  tru s tw o rth y . R eg iste red  c lerk  
n o t re q u ire d  b u t m u s t h av e  good ex p eri
ence a n d  be in d u s trio u s . Good position  
fo r r ig h t person . F . R . S k in n er, S t. 
C h arles, M ichigan. 777

A T T E N T IO N  M ER C H A N TS— W hen in 
need of d u p lic a tin g  books, coupon books, 
o r c o u n te r  pads, d rop  u s a  card . We 
can  supp ly  e ith e r  b lan k  o r p rin ted . 
P rice s  on app lication . T rad esm an  C om 
pany, G rand  R apids.

FO R  S A L E —A w holesom e an d  re ta il  
b a k e ry  in T u r tle  C reek , P a ., n e a r  the  
W estin g h o u se  E lec tr ic  W orks , w here  
20,000 m en a re  em ployed. H av e  good 
b u s in ess  loca tion . B ake  shop fu lly  
equipped w ith  m odern  m ach in ery . Also 
have  au to  tru c k . Good reaso n  fo r se ll
ing. F o r  p a rtic u la rs  w rite  to  R. L e th am , 
918 P enn  A ve., T u r tle  C reek , A llegheny  
Co., P en n sy lv an ia . 778

P osition  W an ted —B y sa le sm an  fam il
ia r  w ith  shoes, shoe findings, a n d  c u t 
g la ss . AVish new  connections. R e fe r
ences, P . O. Box 123, H ow ell, M ichigan. 
_____________________________________ 779

F o r  Sale—R e s ta u ra n t doing  a  good 
bu sin ess  in h u s tlin g  tow n of 500 p o p u 
la tion . . O nly e a tin g  p lace in tow n. A d 
d ress  No. 780, care  M ichigan T rad esm an . 
_____________________________  780

AVanted—E x p erien ced  sa le s lad y  to  ta k e  
ch arg e  of d rygoods d e p a r tm e n t in a  sm all 
tow n. M u st be ab le  to  fu rn ish  re f e r 
ences. S ta te  age an d  s a la ry  expec ted . 
A ddress No. 781, care  M ichigan T ra d e s 
m an . 781

G E N E R A L  stock  fo r sa le : g rocery , d ry  
goods, h a rd w are , shoes, ru b b e rs , d rugs, 
im p lem en ts  an d  fix tu res; re n t  $31 p e r 
m o n th ; 2 s to re s  an d  house; w ill in v e n 
to ry ; m u s t hav e  cash ; in good sm all 
tow n; good fa rm in g  co u n try ; deal w ith  
ow ner; re a so n  fo r selling . No. 758, care  
M ichigan T rad esm an . 758

C O RN E R  h a rd w are . fine location , 
s to ck  a n d  b u siness . G rea t o p p o rtu n ity . 
S tan b ro  & Sm ith , S ou th  Lyon, M ichigan.

759

BA NISH  T H E  R A TS—O rder a  can  of 
R at and  M ouse E m balm er an d  g e t rid  of 
the  p e sts  in one n ig h t P rice  $3. T ra d e s 
m an  C om pany, G rand  R apids, M ichigan.

I ’L L  BUY T H E  T A IL  E N D  O F YOUR 
STO CK  OR a n y  ju n k  you have  in  s to ck  
a n d  p ay  cash . O r I ’ll bu y  th e  w hole 
s to re . AVhat h av e  you? J . H . B oyer, 
F a rin a , Illinois. 760

F o r Sale—Good live e stab lish ed  g ro 
cery , s to ck  an d  fix tu res, do ing  b e tte r  
th a n  $50,000 b u sin ess  an n u ally . A ddress 
No. 764, care  M ichigan T rad esm an . 764

D e p ar tm e n ts  To L ease—A prog ressive  
firm  o p e ra tin g  s to re s  in  W es te rn  P e n n 
sy lv an ia  a n d  E a s te rn  Ohio, w ill open a  
h igh  c la ss  d e p a r tm e n t s to re  a b o u t A pril 
firs t in a  busy  m a n u fa c tu rin g  tow n in 
AVestern P en n sy lv an ia  w ith  a  d raw in g  
popu la tion  of m ore th a n  10,000. S to re  is 
74x100 feet, 4 floors a n d  econom y b a se 
m en t. T he ow ners w ill have  space  to 
lease  to th e  following d e p a r tm e n ts : m il
linery , fu rs , shoes, m e n 's  c lo th ing , house 
fu rn ish in g s , fu rn itu re , g roceries. A ddress 
F . G luck’s Sons, F a rre ll ,  P a . 765

F o r Sale—Old estab lish ed  business , 
h a rd w are , p lum bing  a n d  h e a tin g  b u s i
n ess , only  one o f its  k ind  in  tow n of 
700 popu la tion . A re a l m oney m a k e r for 
som eone. A ddress  No. 766, care  M ichi
g an  T rad esm an . 766

F o r Sale O r E x ch an g e—F a rm  of 120 
ac res . 40 u n d e r cu ltiv a tio n , ba lance  co n 
s is ts  of p a s tu re , h ay  land, an d  includes 
pai t o f n ice lake, 8-room  house, barn  

o th e r  o u tbu ild ings . W ill consider 
vrat!? *o r s to re - H . P au lsen , Gowen, M ichigan. 769

F o r  Sale—G eneral s to ck  loca ted  in 
co u n try  tow n sev en teen  m iles from  
G rand  R apids, su rro u n d ed  by  s tro n g  
fa rm in g  co u n try . A nnual sales . 1919 
$35,000. W ill accep t $12,000, a ll c ash ’. 
No tra d e s . No exch an g es. A ddress No 
75, care  M ichigan T rad esm an . 750

F o r Sale—G eneral s to ck  in good ra i l 
road  tow n su rro u n d ed  by s tro n g  fa rm in g  
co u n try . S tock  in v en to rie s  $6,000. A n 
n u a l sa le s  la s t y ea r . $20,000. W ill re n t 
o r sell bu ild ing . A ddress No. 755 , ca re  
M ichigan T rad esm an . 755

F o r Sale—AArholesale  an d  re ta il  b ak ery  
m lively C en tra l M ichigan tow n. A n 
n u a l incom e $30,000. Selling  p rice , $2,000. 
A ddress  No. 749, M ichigan T rad esm an .

749

F o r Sale O r R en t—B es t lo ca ted  s to re  
bu ild ing  in c ity  of Ion ia , M ichigan. Room  
23 x 110 fee t. B e r t L am pk in . 747

AA’a n te d —R eliable  m an , n o t over fo rty , 
to ta k e  in te re s t  a n d  m an ag e  la rg e  re ta il  
business . N one b u t capab le  m en need 
app ly . A ddress  735, care  T rad esm an .

735

To R en t—M odern b rick  s to re  in one of 
the  b e st tow ns in S o u th w es tern  M ichigan. 
F o r  d ry  goods o r g en e ra l s to re . W rite  
Y u n k er & Son, Gobleville, M ich. 736

F o r  Sale—In  B u sin ess  Section  of M ain 
S t., F lin t, M ich. An A - l  g ro ce ry  s to re  
a n d  m e a t m a rk e t. Ideal location  an d  
ev ery  d ay  m oney m ak e r. "Owner m u s t 
sell w ith in  30 days  an d  w ill m ake  ex ce l
le n t p roposition  fo r c ash . D irec t c o rre 
spondence to  M ark e t, 811 S ou th  S ag inaw  
S t., F lin t, M ichigan. 726

BIG IN V E S T M E N T  O P PO R T U N IT Y : 
B E S T  B U SIN E S S BLO CK  IN  B E S T  LO 
CATION IN  B E S T  GROAVING CITY  IN  
C E N T R A L  M ICHIGAN. L IS T E N : T h ree  
s to ry  a n d  b a sem en t: T h ree  fro n ts , a n d  
one a t  re a r :  solid  b rick  a n d  s to n e  co n 
s tru c tio n : b e s t c o rn e r in c ity : re n ta ls  b e t
te r  th a n  $8,000 a  y ear. B lock e a s ily  w o rth  
$100,000: can  be b o u g h t th is  m on th  for 
$55,000. C u t a n d  in fo rm a tio n  fu rn ish ed  
on ap p lica tio n . W . J .  C ooper, M t. P le a s 
a n t,  M ichigan. 706

P a y  sp o t c ash  fo r  c lo th in g  a n d  fu r 
n ish in g  goods s to ck s . L. S ilberm an , 106 
E . H ancock , D e tro it. 566

F o r Sale— G eneral S tock , in  tow n of 
500, in  c en te r  of s tro n g  fa rm in g  co u n try . 
S tock  in v en to rie s  a b o u t $9,000. S ales la s t 
y ear, $33,000. R en t reasonab le . T e rm s  
cash . A ddress  No. 711, care  M ichigan 
T rad esm an . 7 1 1

W an ted —S econd-hand  sa fes  Will pay 
spo t cash  fo r a n y  safe, If in reasonab ly  
good condition . G rand  R ap id s  S a le  Co., 
G rand R apids.

If  you w a n t to  sell o r  exchange  y o u r 
b u siness , no m a tte r  w here  located , w rite  
m e. Jo h n  J .  B lack , 130th S t., C hippew a 
F a lls , W isconsin . 725

AVanted to  h e a r  from  ow ner o f good 
g en era l m erch an d ise  s to re  fo r sa le . S ta te  
p rice , d escrip tion . D. F . B ush , M inne
apolis, M inneso ta . 638

F o r Sale—L o n g -es tab lish ed  u n d e rta k in g  
business , com plete  w ith  a ll e sse n tia ls  fo r 
a b o u t $2,500. B u sin ess  h a s  a lw ay s  been 
p rofitab le. W ill re ta in  o r  sell fu rn itu re  
s tock  in connec tion . A ddress  No. 697, 
care  M ichigan T rad esm an . 697

F o r Sale—Splendid  chan ce  to bu y  s tock  
of g en e ra l co u n try  s to ree  in G enesee 
C ounty , M ichigan. W rite  Box No. 737, 
care  M ichigan T rad esm an . 737

If  you a re  th in k in g  of go ing  in  b u s i
ness, selling  o u t o r m ak in g  a n  exchange , 
place a n  a d v e r tis em e n t in o u r bu sin ess  
ch an ces  colum ns, a s  i t  w ill b rin g  you in 
touch  w ith  th e  m an  fo r w hom  you a re  
looking—T H E  B U SIN E S S MAN.

G E T  MY T A N K S—M ake b ig  m oney  d e 
velop ing  films %c p e r roll. P a r tic u la rs  
free . G ille tt, B oscobel. AVisconsin. 741

F o r Sale—G eneral s to ck  h a rd w are , g ro 
ceries  and  m en’s w ork  c lo th ing . 1919 sa le s  
$20,000. Tw o s to ry  b rick  bu ild ing . W ill 
sell o r re n t bu ild ing . T e rm s  to  su it.  A 
m oney m ak er. A ddress C. C. L ew is, 
D im ondale, M ichigan. 730

F o r  S a le - F u r n i tu r e  an d  u n d e rta k in g  
m  hve tow n. Good reaso n  for 

selling . J . H. Noble, C oopersville, M ichigan . 767

nfF«°L S a le _ ',C ash  g ro ce ry  a v e rag in g  sale s  
nnn° Pe + d ay ‘ w in  invoice ab o u t$0,0,00; fix tu res, $600. W ill sell o r lease  

build ing  to  s u it  b uyer. P o o r h e a lth  re a -  
??-n , . r  s e i'ing . A ddress No. 770, care  
M ichigan T rad esm an . 770

C ash R eg is te rs  (a ll m ak es) b o ugh t, 
sold, exchanged  an d  rep a ired . R E B U IL T  
CASH R E G IS T E R  CO., In co rp o ra ted , 122 
N o rth  W ash in g to n  A ve., S ag inaw , M ich
i g a n - ____________________________ 1 28

FO R  R E N T —D ouble S to re  a n d  b a s e 
m en t, all m odern  shelv ing , full s e t  of 
c o u n te rs  and  floor cases, b e s t loca tion  in  
tow n. A ddress P. J .  S ax er, M t. C lare , 
N eb ra sk a . 709

AVill pay  cash  fo r w hole o r p a r t  s to ck s  
of m erchand ise . L ou is  L ev insohn , S ag i- 
n aw , Mich igan . 757

F<?r Sale—H a rd w are  a n d  Im p lem en t 
B usiness  in good tow n n e a r  G rand  R ap 
ids. Good fa rm in g  co u n try . R eason  fo r 
selling , ill h ea lth . No. 700 ca re  M ichigan 
T rad esm an ________  700

AVanted—Clean s to ck  of m erch an d ise  in 
exchange  for fa rm  lands. A d d ress  734, 
care  T rad esm an . 734C A N D Y

The “DOUBLE A” Kind
Made by

People Who Know How
Our record of over fifty years of 

continuous growing business, not 
only in Michigan but all over the 
United States, speaks for itself.

You take no chances when you 
buy “Double A ” Brand.

The 
Sign of

Good
Candy

M ade in G rand R apids by

N ATIO NA L CANDY CO.

P U T N A M  F A C T O R Y  
Grand Rapids, Michigan

Ask for a copy of our 
latest price list.

We are agents for LOWNEY’S 
in Western Michigan.

Fire Proof Safes
Why pay for fire insurance and 

then invalidate it by not keeping 
your annual inventory and record 
of daily sales and purchases in a 
fire proof safe, as provided by the 
policy rider?

We carry a full stock adapted 
to the use of merchants.

Grand Rapids Safe Co. 
Grand Rapids
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REVIEW  OF TH E YEAR.
(C oncluded from  page  sev en .)

d isg raced  c iv iliza tio n , a re  n o t in te re s te d  
in th e  re a l p ro fiteers, b u t a re  seek in g  o u t 
th e  le a s t p ro tec ted  of a ll th e  in te re s ts  
am o n g  the  com m erc ial, financ ia l a n d  in 
d u s tr ia l co rp o ra tio n s , th a t  th e y  m ay  d e 
t r a c t  th e  co n su m er’s  eye from  th e ir  ow n 
n o to rio u s  ex tra v a g an c e , w hile th e y  leave 
a lone those p ro te c te d  in te re s ts , such  a s  
th e  tru s ts ,  price  m a in ten an ce  co rp o ra - 
tions. th a t  a re  p ro te c te d  by  th e  b e s t 
legal ta le n t th a t  m oney can  buy.

1 he re  h a s  been  e n te re d  a  v igo rous 
p ro te s t  from  n e a r ly  a ll th e  co n ven tions  
ol the  s ta te s  a g a in s t  th e  u n ju s t a c c u s a 
tions by th e  G o v ern m en t a s  to the  p ro f
ite e rin g  by th e  re ta ile rs , an d  1 a t  th is  
111110 w ould r e i te ra te  th is  p ro te s t  in a  
s t l*t m ore e m p h a tic  m an n e r.

B e f tre  th e  G overn in e r t  :nvestig,i*. - 
tile  re ta ile r , it h a d  b e tte r  m ake  a  s t a r t  
a t  the  doo r of th e  a ll-a b so rb in g  tru s ts  

b riee  m a in te n an c e  co rp o ra tio n s , 
w ith  th e  p rices  th a t  p rev a il w ith  the  
p a te n t r ig h t ow ners, th ese  v a s t  c o rp o ra 
tions  n o t o n ly  m ake  th e ir  h u n d red s  of 
th o u san d s, b u t in to  th e ir  ten s  a n d  th e ir  
h u n d red s  of m illions each  y ear.

T he p rob lem s o f th e  m e rc h a n t a re  le 
gion th e  va lue  of th e  m erch an d ise  tu r n 
ed o v e r to  th e  co n su m er, th e  q u a litv  an d  
th e  q u a n ti ty  of th e  serv ice  g iven  in the  
tra n s a c tio n , th e  d ep rec ia tio n , the  c h a n g 
ing._ flee ting  value o f a  la rge  p e rc en tag e  
ol the  m erch an d ise  sold, location , e n 
v iro n m en t. d is tan ce  from  th e  m a rk e t, a ll 
g en e ra l expense  th a t  e n te rs  in to  th e  g e n 
e ra l a n d  v a ry in g  co s t of do ing  business  
each  ol these  item s o f expense  foroiblv 
firing u s to  th e  conclusion  th a t  th e re  can  
i.c no fixed an d  rig id  m e th o d  o r ru le  
ot p u ttin g  tin- v a lu e  upon m erch an d ise , 
l he ta c ts  a rc . the  com p e titiv e  sy stem  of 

c a rry in g  on th e  re ta il  bu s in ess  m u s t co n 
tro l the  p rice . T he p u ttin g  on o f the  
price m u s t be le ft to the  b e st ju d g m e n t 
of tile m e rc h a n t w ho m a rk s  the  goods, 
th e  m e rc h a n t, a s  a  p recau tio n  an d  s a fe 
ty  to tiic b usiness, will have  to  g ive  the  
m ost carefu l a t te n tio n  to  the  co m p e tito r 
in his locality  and  to  p ra c tic a lly  ev erv  
m ail o rd e r h o u se , th e  5 an d  10 c en t 
s to ic s , the  g re a t ch a in  d é p a r tire n t s to re s  
organize!. u n d er one head , to p u rch ase  
to  the  best of a d v a n ta g e  and  sell a t  the  
lowest p rice . 1 a s s e r t  w ith o u t fe a r  of 
co n trad ic tio n  th a t  the  m e rc h a n t w ho 
busim  " i l l  n o t long re m a in  in

If th e  G overnm en t w ill re fra in  from  
in te rfe r in g  w ith bu s in ess  th a t  lias  a  free 
and  open com petition , th e re  will, w hen 
he supp ly  a n d  dem and  h a s  been  p ro p e r- 

a d ju sted , be a  low ering  o f prices.
1 ro fiteerin g  a n d  th e  in d u s tr ia l prob lem s 
will w ork o u t th e ir  ow n so lu tion  to  the  
hi’iicfit o f th«:» consum er.

Th.. tim es a rc  u n c e r ta in . T h e re  seem s 
to o(? no one of a u th o r ity  in th e  a d m in 
is tra tio n  a t  th e  p re s en t tim e  w ho h a s  a  
\ ision of o u r  p re sen t d u ty ; w ho can  po in t 
ou t to us o u r  N a tio n 's  im m ed ia te  n eeds  
an d  fu tu re  course  o f a c tio n . O ur m ost 
'-n n g n ten ed  see rs  a re  a t  sea  a n d  in a  fog 
and . it m ay  be, fa r th e s t  from  o u r coun - 
t r \  s fu tu re  cou rse  o f a c tio n  an d  i ts  p ro 
g ressive  d estiny .

T h e re  will som etim e  a r ise  som e o bscu re  
s ta te s m a n , lik.- u n to  M oses, w ho w as no t 
sa tisfied  to  view  w ith  com placency  th e  
e ffo rts  o f his co u n try m an , th e  to iling  
Is ra e lite s , to  m ake  b rick s  w ith o u t s t r a w  
o r a W ash ing ton , who did n o t believe in 
ta x a tio n , w ith o u t re p re s e n ta tio n ; o r  a  
1*1 ncoin, y  ho could n o t be induced  by 
th re a ts  of v io lence, n id ification  o r sece s
sion to  believe th a t  h u m an  flesh, body 
and  soul could be pu t upon th e  block, 
bough t an d  sold as  p r iv a te  p ro p e rty ; o r 
a  R oosevelt, w ho w ould n o t s tan d  fo r th e  
p rinc ip les o r  po litical co nduct of th e  r e 
a c tio n a r ie s . O ur w hole n a tio n a l dem oc
racy . th e  people, th e  rea l repub lic , a c ted  
a s  a un it in p lac in g  upon th e  s ta tu te  
books o f o u r N a tion  th a t  m o s t e n lig h t
ened leg is la tio n  o f all tim e, th e  e ig h 
teen th  am en d m en t, th a t  will b an ish  fo r 
ev er th e  1 ou lest cu rse , tlie  m o s t d e s tru c 
tive- b ligh t, th a t  ev e r  b e se t th e  h u m an  
race  and  add  to th e  sound , beneficial 
b u sin ess  in te re s ts , double  its  volum e from  
th a t of tin- p a s t.

i he buy ing  a n d  selling  of m e rch an d ise  
a t  i ts  best is on ly  a  t ru s t  th a t  o u g h t to 
In secondary  to  th a t  of the  p re se rv a tio n  
ot o u r N a tio n a l s p ir it  a n d  fu tu re  w elfare  
o f  o u r co u n try .

T h is  N ation  a n d  th e  n a tio n s  o f the  
e a r th , w hen the  epochal con d itio n s  of 
n a tio n a l c iv ilization  have becom e m a tu re , 
been p ro v iden tia lly  p rov ided  u s w ith  
g rea t tru e  an d  m oral lead ers . G od’s 
p rovidence is th e  cu lm ina tion , in  m an y  
w ays, ol' the  h o n e st u n tir in g  e ffo rts  of 
m an .

1 lik*- th is  rem in iscen ce  of H e n ry  C. 
B ow en , w hich o ccu rred  in th e  fo rtie s . 
T h en  a young m an . a m em b er o f th e  firm  
of Bowen & M cÑ am ee, w holesale  d ry  
goods m e rc h a n ts , a consp icuous s to re  of 
tlu- low er B roadw ay  a t  th is  tim e . B e 
ing an  ac tiv e  ab o litio n is t, he  n a tu ra lly  
g a in ed  critic ism  of c e r ta in  so u th e rn  m e r
c h an ts  and  a  boy co tt followed. In  co n 
sequence, a  firm  w ho w ro te  c r itic is in g  
th e  a n ti-s la v e ry  s e n tim e n t an d  e x p re s 
s ions of th.- firm, am i te lling  the  e ffec t 
it  m u s t h av e  upon th e ir  tra d e , the  
p lucky  firm  rep lied . "W e sell d ry  goods, 
n o t o u r p rinc ip les . T h a t  shou ld  be th e  
m o tto  of all m e rc h a n ts  o f th e  fu tu re ."

I a lso  like th e  s e n tim e n t of th is  p a ra 
g ra p h  of H e n ry  V anD yke: “T h e re  is a  
lo ftie r am b itio n  th a n  to  m ere ly  s ta n d  in 
th e  h igh  p laces in th e  w orld ; i t  is  to  
stoop dow n an d  lif t  m an k in d  a  little  
h ig h e r. T h e re  is  a  no b le r c h a ra c te r  th a n  
th a t  w hich is m e re ly  in co rru p tib le . I t  is

j  th e  c h a ra c te r  w hich  a c ts  a s  a n  a n tid o te  
an d  a p re v e n ta tiv e  o f co rru p tio n ."

F e a rle ss ly , to  sp eak  th e  w ords  w hich  
b e a r  w itn ess  to  r ig h teo u sn ess , a n d  tru th ;  
p a tien tly . to  do th e  deeds. w hich 
s tre n g th e n  v ir tu e  a n d  k indle  hope in y ou r 
fellow m an ; g en erously , to  lend  a  h and , 
to  th o se  who a re  try in g  to  c lim b u p w ard ; 
fa ith fu lly , to  g ive y o u r su p p o rt a n d  p e r 
sonal help  to th e  e ffo rts  w hich  a re  to  
e lev a te  an d  p u rify  th e  socia l life of th e  
w orld—th a t  is w h a t it  is to  h av e  s a lt in 
y o u r c h a ra c te r .

I believe th a t  th e  s ta n d a rd  of th e  
p a tr io tic  idea ls  o f th e  m em b ers  of the  
M ichigan R eta il D ry  Goods A ssoc ia tion  
a re  for a sound, s u b s ta n tia l, unalloyed, 
clarified , A m erican  c itizen sh ip , a s  the  
s ta b i lity  of all o u r financial, econom ical, 
com m erc ial, in d u s tr ia l an d  b u sin ess  in 
s t i tu tio n s  a re  founded  upon th e  a b ility  
o f th e  A m erican  m ind  to  g ra sp , in th e se  
tim e s  o f u n re s t, o u r  d u ty  a s  c itizens , 
an d  being  ab le  to  com prehend  w h a t th e  
tru e  s ta n d a rd  of A m erican  c itizen sh ip  
rea lly  is.

A t th is  tim e of w av erin g  a n d  u n c e r
ta in  lead ersh ip , th e  dem and  fo r lovai 
c itiz en sh ip  s ta n d s  a t  th e  th re sh o ld  ‘ of 
e v e ry  hom e, w h e th e r  it he c o tta g e  o r 
pa lace . T he  te s t in g  of o u r dem ocracy  is 
c t han d . T h e re  a re  a lien s  an d  cond itions 
w ith in  o u r  N a tio n  w hich w ould shake  
o u r  repub lic  from  its  v e ry  foun d a tio n  
and  o v e rth ro w  o u r p rice le ss  c iv iliza tion . 
T he  fo rem o st c iv ilized  N a tio n  o f the  
e a r th ,  o u r  N ation , b ro u g h t in to  ex isten ce  
from  th e  c rue l oppression . m isru le , 
ty ra n n y  an d  p e rsecu tio n  o f the  n a tio n s  
ot E urope, s ep a ra te d  in th e  y e a r  1776 
by th e  d e c la ra tio n  o f o u r N a tio n a l indé 
pendance , by th e  indom itab le , d e te rm in 
ed e ffo rts  o f th e  co lon ists  o f th e  e ig h 
te e n th  c e n tu ry ; th is  free  people o f th is  
m ig h ty  R epublic  paid  a  g re a t  p rice  to  he 
free . She hero ica lly  a s s e r te d  h e r  N a 
tiona l s p ir it  from  E n g lan d ’s opp ressive  
im pression  of o u r  c itizen s  upon th e  high 
s -a s .  W e d eclared  to  the  w hole w orld  
in no u n c e r ta in  lan g u ag e  th a t  we w ould 
co n sid e r a n y  a tte m p t o f a n y  E u ro p ean  
pow er to  ex ten d  th e ir  sy s tem  to  a n y  p o r
tion  of th is  h em isp h ere  a s  d an g ero u s  to 
o u r peace a n d  sa fe ty . T he c itiz en sh ip  of 
A m erican  has a lso  decided  by one o f the  
m ig h tie s t in te rn a l, in te rn ec in e  conflic ts of 
r ig h t o v e r w ro n g  in a ll h is to ry  th a t  no 
slave  could be b o u g h t a n d  sold upon 
A m erican  soil. W e h av e  a lso  decided  
th a t  no s ta te  can  nu llify  a  fed e ra l law  
o r secede from  th e  U nion. N ullification  
an d  secession , th e  tw in  w ould-be w re c k 
e rs  o f o u r N ation , a re  dead .

L et ev ery  m an , w h e th e r he be a  h igh  
official, G overno r, p ro secu tin g  a tto rn e y , 
bo lshev ick , a n a rc h is t ,  o r o th e rw ise , tak e  
n o tice  th a t  he can n o t d e s tro y  th e  so lid 
ity  o f o u r union by  im ag in ing  th a t  s ta te  
law  d ic ta te s  to a n d  o v erru le s  F ed e ra l 
law . T h is  d an g ero u s  g ro u n d  is ak in  to 
tre a so n .

1 re p e a t it. th is  p rice le ss  in h e ritan ce , 
g iven  to  us by  th e  s tu rd y , uny ie ld ing  
s p ir i ts  of m en  w ho fo ugh t the  b a ttle s  of 
th e  p a s t fo r the  fu tu re  w elfare  o f the  
h u m an  race, m u s t n o t be a ssa iled . O ur 
R epublic s ta n d s  in je o p a rd y  from  th e  
h o rde  o f a n a rc h is t ic  a lien s  who a re  v io 
lent d e s tru c tiv e  op p o n en ts  of a ll o rd e rly  
g o v ern m en t, civil, m ora l a n d  n a tu ra l  law . 
T h ey  w ould w ipe o u t e v e ry  rem em b ran ce  
o f and  m ake  c h ao tic  th e  c iv iliza tion  of 
W ash ing ton . L incoln  an d  R oosevelt.

T h is  m o tley  sw a rm  o f w orld  g o v e rn 
m en t w reck ers, th e  scum  of th e  n a tio n s  
from  w hich o u r  fo re fa th e rs  fled, w ould 
follow us in to  o u r  v e ry  hom es w ith  th e  
d iabo lical in te n t of p lunder, m u rd e r, 
ra p e  an d  a rso n , a n d  th e  u t te r  d e s tru c 
tion  o f th e  h ig h est ideals  of A m erican  
hom e life an d  o u r c o u n try  a s  a  n a tio n . 
D ev as ta tio n , d e s tru c tio n  a n d  chaos w ould 
he th e  in ev itab le  end  of th e ir  m a lig n a n t 
an d  w an to n  effo rts. T hey  w ould  pull 
dow n, w ith  one fell swoop, A m erica ’s 
p ro g ress  a n d  en lig h te n m e n t; th ey  w ould 
e x tin g u ish  a ll re lig ion , d y n am ite , burn  
an d  com ple te ly  d e stro y  e v e ry  s ta te  a n d  
cap ito l bu ild ing  in th e  fo r ty -e ig h t s ta te s  
o f th is  R epub lic ; w reck  ev ery  F ed era l 
bu ild ing  in th e  D is tr ic t o f C olum bia an d  
th e  s ta te s ;  b rin g in g  an a rch y , ru in  an d  
d eso la tio n  upon o u r co u n try .

T h e  c ry in g  need  o f th is  d ay  is fo r a  
m an  a t  th e  head of o u r N a tion  w ho h a s  
th e  m e n ta lity  to  g ra sp  th e  n eeds  of o u r 
tim e  w ith  com prehensive  ac tio n , r a th e r  
th a n  he ro ic  th eo rie s  th a t  dw indle  in to  
b abb ling  p h raseo logy  o f w o rd s  th a t  hav e  
becom e m ean in g less .

T h e re  h as  been a th o rough  s iftin g , 
w ith  a g en era l in v estig a tio n  a n d  d iscu s 
sion. a t th e  d iffe ren t co n v en tio n s  held 
th ro u g h o u t th e  c o u n try  of th e  b u rn in g  
q u e s tio n s  w hich  a re  co n fro n tin g  th e  r e 
ta ile rs  a t  the  p re s e n t tim e , su ch  a s  th e  
p ro fiteerin g  accu sa tio n .

T he  p rice  m a in te n an c e  is b u t an o th e r  
form  of a  t r u s t  th a t  is  m ore v ic ious th a n  
the  t r u s ts  them selves . N o m e rc h a n t 
w ishes to  sell goods a t  th e  b a re  co st of 
doing  b u siness , le ttin g  th e  m a n u fa c tu re r  
a d ju s t  th e  re ta i le r ’s profit, w hile th e  
m a n u fa c tu re r  a rb i t r a r i ly  fixes h is  ow n. 
T h is  w ould be th e  w o rs t k ind  o f c lass  
leg is la tion .

M aking  th e  co st o f m erch an d ise  in 
p la in  figures is a  fool piece of leg isla tion  
th a t  is b ro u g h t fo rw a rd  b y  dem agogues.

S tan d a rd iz a tio n  o f w h a t is the  re a l 
co st of m erch an d ise  in th e  final a n a ly s is  
h a s  n o t rece iv ed  th e  am o u n t o f co n sid 
e ra tio n  th a t  th e  im p o rtan ce  o f th e  s u b 
je c t  dem ands, e sp ec ia lly  a t  th is  tim e of 
so -ca lled  p ro fiteer in g  th a t  is la id  a t  the  
re ta ile r 's  door. H ad  th e re  o u g h t to  be a 
s ta n d a rd  o f cost, a  p e rcen tag e  o f th e  full 
g en eral cost o f d o in g  b u sin ess , a d d ed  to  
th e  n e t co st o f th e  p u rch ase  p rice  o f th e  
m erch an d ise , th u s  m ak in g  th e  re a l an d  
tru e  co st?

A m erican ism , ed u ca tio n , c iv ics, c i t i 
zensh ip , re sea rch , incom e and  lu x u ry  tax , 
bo lshev ick ism  and  tra n sp o rta tio n , have, 
a s  h as  been  d iscussed , b -en  of th ?  m ost 
in te re s tin g  n a tu re , and  m uch ligh t h a s  
been shed  upon th e se  im p o r tan t p ro b 
lem s.

To th e  m e rc h a n ts  of th is  A ssociation , 
le t m e co n g ra tu la te  you a'.l upon o u r 
sp lend id  g row th  d u rin g  the  la s t six 
m o n th s  u n d e r th e  able m an ag em en t of 
o u r Mr. H am m ond also  th e  ausp ic ious  
outlook for th e  G rand  R apids M erch a n ts ’ 
M utual F ire  In su ran ce  Co. I a lso  w an t 
to  th an k  o u r w o rth y  S ec re ta ry , M r. J .  
W . K napp , fo r h is  u n tir in g  e ffo rts  to 
m ake  the  M ichigan A ssociation  one of 
th e  la rg e s t  and  m ost p rosperous  in th e  
c o u n try . 1 a lso  w a n t to th a n k  the  d i
re c to rs  and  th e  co m m ittees  fo r th e ir  co n 
s ta n t  and  g en era l su p p o rt d u rin g  th e  la s t  
six  m on ths .

T he fu tu re  of th e  M ichigan R e ta il D ry 
G oods A ssoc ia tion  o u g h t to be like un to  
th e  sp ir i t  of th e  rep ly  o f th e  sm all boy 
w hen  h is  S u n d ay  School te a ch e r  a sked  
him  to re p e a t th e  golden te x t, he  r e 
plied :::

“ H e th a t  h u m p e th  h im se lf sh a ll be 
e x a lted ."

MILLS W ELL SOLD UP.
The well sold position of the lead

ing mills of the country continues to 
offset depressing influences in the 
primary dry goods markets. The 
leading producer of men’s wear an
nounces a closing of its hooks on fall 
1920 orders, thus leaving the market 
clear for others who have been un
willing to push for new business un
til they were certain of the position  
of the dominant factor. Complaints 
of meager allotm ents on the part of 
some users of goods may be tied up 
with credit conditions, and whether 
that he the case or not they must 
seek goods elsewhere if they are to 
secure them. W ith the position of 
the fabric manufacturer defined it 
should not he long before the cloth
ing manufacturer will come to a de
cision as to the future of his markets. 
The spring trade has been delayed by 
storms but it has developed far 
enough to show that higher prices 
will be m ost unwelcome among con
sumers dealing with retailers.

The cotton goods markets have 
been holding fairly steady, although 
there are spots where weakness would 
readily develop in the event of furth
er financial pressure. Agents are not 
taking the initiative in bringing 
about lower prices and jobbers are 
unlikely to do so while they stand 
committed for so many fall goods 
and have so few spot goods on which 
to make forced sales if they were at 
all desirable. The feeling persists 
that the wash fabrics outlook will 
improve just as soon as spring weath
er sets in. When that will be, weath
er prophets dare not say, but all the 
while Easter is drawing nearer and 
women will soon he flocking around 
the spring goods counters. There is 
a ready market for finished goods of 
the finer qualities and they continue 
scarce in many places. It is too early 
to say that the mass product will not 
move well to consumers, the test be
ing deferred until the snow melts.

Knit goods markets have held 
steady during the quiet period and 
the stability of prices and the limited 
volume of offerings have given ex
perienced men more confidence than 
they felt two weeks ago. There is a 
definite resistance to advances in knit 
goods prices, although relatively they 
are lower than other goods, and the 
dullness has served to try out the 
real holding power of manufacturers. 
Actual sales have been comparative
ly small, nevertheless hopes are

strong that improvement at retail 
will he felt soon in first hands.

Until financial pressure lessens and 
stability in raw silk at moderate price 
levels has been long continued, it is 
difficult to hope for signs of renewed 
enthusiasm in silk fabrics. The cut
ters find retailers unwilling to renew 
active purchasing of the lines of 
sleazy waists and underwear that 
sold so readily last year. The jobbers 
are also more critical of qualities 
when dealing for the long future. The 
large retailers are talking much of 
difficulties in selling due to prices, 
yet a feeling exists that their protests 
on the price matter are being over
done. W hat the retailer needs is 
better weather.

The fall in exchange took a lot of 
the snap out of foreign market busi
ness. and the rise in exchange at the 
end of the week begins to promise 
better things. The burlap markets 
have already responded to this influ
ence and they are firmer. Nothing  
could happen to make the linen mar
ket much stronger, and they continue 
to rise because of flax famine condi
tions. In some quarters it is felt that 
if the rise in exchange is to hold it 
will not be long before further export 
trade is talked about.

BRIBING EMPLOYES.
Another case where the Federal 

Trade Commission was concerned 
brings up a different form of unfair 
competition. In this a decision has 
also just been rendered by the same 
Circuit Court of Appeals. It seems 
that the commission had ordered the 
New Jersey Asbestos Co. “to cease 
and desist from” any form of enter
tainment of em ployes of customers 
where that might in any way influ
ence them to turn their trade over to 
their entertainers. The contention 
was that this was a form of bribery 
like the giving of gratuities, which 
gave the concern em ploying it an un
due advantage over its competitors. 
The court, however, refused to take 
the view of the com mission and va
cated its order against the company. 
Its reasoning must, for the time be
ing, he taken to he the law. The de
cision says, for instance:

The payment of m oney or the giv
ing of valuable presents to an em
ploye to induce him to influence his 
employer to make a contract of pur
chase is a fraud justifying the dis
charge of the employe within his con
tract of service and, perhaps, the re
covery by the purchaser of the 
amount or value of such inducement 
from the seller upon the theory that 
it must have been included within 
the price. But, even in such a case, 
it would be a matter between individ
uals and not one so affecting the 
public as to be within the jurisdiction 
of the Commission.

One of the odd things urged in 
support of this view was that expen
ditures of the kind were recognized 
as legitimate because the income tax 
law provides for deducting them as 
expenses. Should the decision be up
held on appeal it will make it possible 
for the Germans—when they get busy 
again—to knock out certain Ameri
can industries by bribing em ployes of 
manufacturing establishm ents to re
frain from using their products,


