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W. YOU WERE 
HIRING A MAN 
TORUNYOUR 
B Ù S Ifà i^ W

Ubai Qualifications Would 
You Demand?

Sound Business Methods ate more* vital in thè 
conduct of thè Nation than in. the conduct of any 
private enterprise. For honest enterprise as an insti
tution cannot thrive under a Government poorly man
aged* ' _ •>! •... . jf ^

-V ***#*&% \  •'*%/. —\

The Present of this Country. is, when you come 
right down to ft, the Managing Director of the United 
States* He holds down the biggest executive job in 
the world. If he is not the biggest kind of a big man, 
the country suffers; and when that happens, the hun
dreds of thousands of private enterprises which make 
up American business' suffer in varying degrees*'

In Selecting The Head of a Business three things 
mainly count : Character, Ability; Experience* What, 
kind of à man is he? What can he do? What has 
he Pone : “Show us.* The life and record of 
LEONARD WOOD answers these three all-Amer
ican questions. YW f#' * •

LEONARD
W O O D

This advertisement is paid for by the Leonard 
Wood League of Michigan: F. M. Alger, Pres
ident; Walter C. Piper, Vice-President; and 
C. A. Weis serf, Sec. and Treas.



U s e  C itizen s  L ong D istance  
Service

To Detroit, Jackson. Holland, Muskegon, 
Grand Haven, Ludington, Traverse City, 
Petoskey, Saginaw and all intermediate 
and connecting points.
Connection with 750,000 telephones in 
Michigan, Indiana and Ohio.

CITIZENS TELEPHONE COMPANY

COMPRES|SED 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.

THE FLEISCHMANN COMPANY

K eep G old  
Dust in plain 
sight near the 
cash register. 
W ith women, 
“seeing means 
buying.”

FAIR BANKjsgaE&aiJ

Enforced Advance in 
Subscription Price

Up to April i of this year the subscription price 
of the Tradesman has been $2 per year if paid in ad
vance or $3 per year if not paid in advance.

On and after the date stated the subscription price 
will be $3 per year if paid in advance or $4 per year 
if not paid in advance. This $3 rate will then auto- 
maticcally apply to all subscribers on our list.

Those who are in arrears would do well to avail 
themselves of this opportunity to pay for the current 
year and, if they wish to do so, they may also pay one 
year in advance at the old $2 rate.

Adjustment on this basis cannot be made on or 
after April i , when the new rate goes into effect.

The price of single copies will be JO cents apiece 
on and after April i.

Repeated announcement of the proposed change 
in price has been made in the Tradesman, so no one 
can plead ignorance of advance notice of the change 
after it has actually taken place.

The advance in price is rendered necessary to 
partially meet the 200 per cent, increase in the cost 
of paper and the 100 per cent, increase in the cost 
of typesetting, printing, binding and mailing.

We bespeak the hearty co-operation of our read-i 
ers in this move, which is rendered necessary in order 
to maintain the Tradesman on the present high plane 
of excellence.

Losing $10.00 

Means Dropping 

Your Profits on 

$100.00 Worth 

of Business 160 Account Roll-top 
Fire-proof M etigar

Can You Afford It?
L A B O R  and STO CK  are too high for you not to  stop every needless 

waste in your business.
E V E R Y  H O U R  of T IM E  you can save by adopting modern m ethods 

means just that much more m oney added to your net profits a t  
the close of the year. '

P O ST IN G  A C C O U N T S is T IM E  and M O N E Y  wasted and your time 
should be applied to som ething more profitable.

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

It w ill do your bookkeeping w ith one writing.
It w ill relieve you of all P osting of Accounts.
I t  w ill eliminate FO R G O T T E N  CH ARGES, M IX IN G  AC CO UNTS, 

and bringing forward of W R O N G  P A ST  B A LA N C ES.
It w ill please your custom ers and bring you new business.
It w ill F U L L Y  PR O T E C T  Y O U R  R EC O R DS A G A IN ST  F IR E . 
W rite at once for full information, also get our prices on salesbooks, 

before putting in your next supply.

Metzgar Register Co., Grand Rapids, Mich.
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THE NEWBERRY CASE.
Tht onte: pitie o f the Xe wherry case

st re n g t hen s evetry st;atement the
Trade Milan has littered in the past
regar« ling the gr and jut y system, as
condii cted in tliis conn tvy.

The O d ober grand jury i n d ieted
Id5 men f<ir complicity in the iVew-
nerry carni •aigu. After  ;i trial la stin g
eight w cel cs 1 IS were declared not
guilty or V'i limitai"ily free (I by the pre-
siding j 11 clge. Many .• i these 118
men were induced t o  waive their con
sti tutional rights when they appeared 
before the grand jury. They were 
assured the Government was "after” 
men higher tip and had no inten
t i o n  o f  indicting the disbursing 
agents.  W h a t  was their surprise t o  
learn that these solemn assurances 
were subsequently violated and that 
their own testimony was used against 
them to secure their indictment. T h e y  
were treated to a still greater  surprise 
when their testimony before the 
grand ju ry  were used against them 
in the trial of their cases in the Fed
eral court.

Is it possible to conceive of anv- 
thing more contemptible than such 
dark lantern methods?

Is it possible that  such m ethods 
can find permanent lodgment in any 
corner of free America?

Because the grand jury system is 
unAmerican and unfair, the T rad e s 
man will continue to oppose it with 
all the power it possesses until the 
last vestige of S tar  ( lu m b e r  p rac 
tices is abolished.

Mr. Newberry and sixteen of bis 
associates have been found guilty of 
violating a new law which has never 
been reviewed by a court of last re 
sort. Able a tto rneys believe that  the 
Federal  Supreme Court will declare 
the law to be unconstitutional.  In 
such an event the verdict of the jury 
and the sentences of the judge will 
he nullified. Few men will undertake 
to deny that  the case owes its origin 
to political enemies of the accused. 
The T radesm an joins in this conclu
sion, but will cheerfully reverse its 
opinion it H enry  ford -who precip

itated this crusade of political perse
cution and whose sleuths co-operated 
with the  Government agents  in secur
ing the necessary evidence—is im
mediately forced to stand trial on the 
same charge laid at the door  of Sen
a tor  Newberry  and his associates.  
Of course, such a thing is out of the 
question, because ford is the especial 
pet of the administration and will he 
exempt from prosecution so long as 
lie exercises a dominating influence 
over the powers that be at W ash 
ington.

KICK HIM OUT OF AMERICA.
In a recent speech in New York, 

de Valera, the self-styled President  of 
the bogus Irish republic,  said that the 
Ireland be stood for wanted Germany 
to win the war and would always 
support any enemy of Great Britain. 
\ \  e would appreciate the opportunity  
oi expressing a few thoughts  on the 
situation likely to be created by such 
utterances.

\ \  e take it tha t  the m ajority  of the 
people of America and know that the 
majority  of the people of England 
and Scotland desire the continuation 
ot cordial rela tions between the two 
countries, believing that such a bond 
is the best guarantee  of a permanent  
world peace. This  desire does not 
imply that each country will approve 
wholeheartedly of all the policies of 
the other, for there are rightly many 
true Americans who sympathize with 
the wrongs which Ireland has suffered 
in the past and desire that  she should 
attain  a se ttlement as far as possible 
in accordance with her wishes. H ow 
ever. it must be borne in mind that 
(■real Britain has remedied the ag 
rarian and the economic injustices of 
the past, and her statesmen are now 
making sincere efforts to effect a fair 
adjus tm ent of the whole question.

Moreover, there is no reason why 
this question, which is after all a 
foreign one, should be th rus t  into the 
limelight in America. Britain is out- 
closest blood ally, and the toleration 
of an avowed enemy of Great Britain, 
such as de \  alera, making anti- Brit
ish th rea ts  and distorting the minds 
of American citizens, is not  calculated 
to preserve friendly relations, but  to 
destroy  them. Furthermore ,  such 
propaganda in a neutral country is 
not likely really  to help the cause of 
Ireland. Let America, as in days of 
yore, remain for the Americans and 
not  become the mouthpiece of the 
Irish-Americans. Let de Valera and 
his dynamiting trouble-makers return 
to Ireland and use their eloquence on 
the British and Ulstermen who in the 
end m ust  make the decisions which 
will finally settle the question.

T aking chances is som eth ing  that 
will not bring financial disaster to you 
if you take none except when you 
can afford to lose.

GO TO WORK WEEK.
It is unfortunate  that  the year is

divided into fifty-two weeks. At tin
rate at which the prop agandisits art
going twice a s many weeks W(nil.
hardly suffice to give a 11 "causes a
fair sin >w, and yet what is there to (h>:
Thrif t Week, Better 1labiés W«*ek
M usic Week, ( lean-1 Ip Week, s wat
the FI;v Wee! Health Week, save
Armeni a Week , Go to t hurch W«iek.
Old 11ome \ \ cek tlies e are jus t a
few of the wee ks that  ar e ciittinig into
the old -time fifty-two allotment ;anil
causing a lot of confus ion with the
calendar year. The “c;»uses” multi-
ply, hut the annual qu<>ta of we eka
remain?5 station ary.

At the present  writing there are 
rum ors of a m ovement t<> designate 
one of the fifty-two varieties as Go 
t<> W ork Week. An excellent idea
and <me well worth ti*ying -but can it
|j| § u c ?  As sinning th at the Nation,
by a nd large, could !be pr e vailedi up-
on i . leave other p€ 0 pie:’ S 1)115'iness
aloni • and get. down to its> own busi -
nes ; f o r  s e v c n couse cutioe days, has
the calendar \ ear a wee k to span e for
this !bizarre a d venturi Iii not, cc u b i
one o f  the ( • tiler wee ks step ;aside
and give Go l<> W ork \ \ k a chance?
T hink o f  the good that might h i î  a c -
C O  1111}dished it , as a st;iirti*r, one out
of ev ery th ro e  adult citize ns w e i e to
put in one full week everv year at 
work. I he practice in time might 
become popular.

To get the th ing going, one other 
suggestion is worth considering—the 
combination week. If the calendar 
cannot be revised to provide enough 
weeks for all "causes,” then the diffi
culty might be met by a double-up 
system whereby one week would do 
the work of two. Some fifty-fifty 
plan under which the Save Armenia 
m ovement and the Swat the Fly 
crusade could share jointly and sev
erally in the same week might prove 
satisfactory. It might even he neces
sary to combine Go to W ork  Week 
with Brush your Teeth W eek or 
League of Nations W eek or some 
other fixture in the national calendar 
—nevertheless, it should not he allow
ed to languish for want of a fair 
chance to show what it can do. Half 
a week is better than none. It it 
makes good, the Go to W ork  m ove
ment might well claim a full fifty- 
second part of the year.

WOOLS AND WOOLENS.
At the London auction sales of 

wool in the week just ended there was 
shown a continuance of the increases 
in price of the liner merinos, and 
Americans figured largely am ong the 
bidders. Hie lower value of sterling 
exchange is undoubtedly one of the 
factors favoring such buying. In this 
country the dealings in wool are very 
restricted at the moment. Mills are

well stipp!lied and the st< >cks held
othei'wise are quite large. The new
domi •stic e lip will soon be the sul >ject
ot transai lions, and it is air.rad v
prett y we 11 established that firm
price S will be obtained ft • r it. The

s marLet remains in a stat e of
unce rtainty How much tl te cane ella-
tions of or ders will ultima! el y am omit
11 • vvill lief •end in a meas; ire <>n how
the 1bin in g; ut clothing at retail for
Sprit ig will1 he. I'tirchaser s will have
to ;lenisti • m themeselve:S to 11 e vv
scale s of i• rices. 1 here was quite a
burr; ih uh t-n it was anno tmeed over
a yc•ar ago that  ready-made suits
woul <1 be selling at $100. The an-
noun cements tor this Spring inch ided
suits of re adv to wear at $125. No
as sur ance <• 1 lower prices for next fall
IS Id r t lucm ii ig  and there arc some
who ;IS; ert that they will be even high-
er, shouli! labor costs be ine rei used.
But iretail >dothiers  are sbn• wing more
of a disposlition to balk at the hi]gher
price s, fetding assured that t heir
C l l s l l l nvers will not meet them. In
dress good s the situation re m a i n s tin-
chan;ged.

LIBERTY UNDER LAW.
I n «ter our form of ( ¡ove rn incut t lie

word s Libi rty and Law a re syn. *nv-
mous Fo r in the exerc ise of < »n r
liberi y we enact laws, an d until w e
ripe; tl sue Ii laws tlicv remain tin-
legal expri ssioll nf tile vv i11 of a bb-
e r te -iloving people.

'fio I  real.. the law is to 1 ise lib ert V
- not find it —and tin- ei id of that
laude ss lin e of action is ;always the
loss of all liberty, throng]Ii the suh-
sti tution oiI a government where an
iron ;111(1 111 erciless state co ntrol t;ikes
tile p lace «• i a reasoning a ml charac-
ter-bi Hiding!; self-control.

W1ien th e Fathers  of the Repu[blic
franti •d our 1 «institution tliev cl«-arfv
reatiz e.l th; it all previous a ttempt s to
found1 and maintain govei'liment of.
by. ;md f<.1- the people had I>een
were cod b;v some drastic action of
the ,,.copie, carried away 1>y a \\ ave
ot pa sston. this impulsive action ile-
stroy ing, in a day, that which bad
reipiiired viear- of patient effort to
creati

Kn (»will g that we, in Amer ica.
w< mb 1 be !subject to such waves of
passi. »11, till■ Fathers  of tin ; Repu blic
delibiirately placed in trust. b v  u  i • rds
written into the Constitution, certain 
powers of the people which, under 
the theory of pure democracy, they 
had a right to retain. By this act 
they forced a second, sober though t  
upon the people; and this b ro ad 
minded act of su rrender  has proved 
the basis of our stability as a R e
public.

Liberty under law is life; liberty- 
outside of law, is death; there is no 
question as to which of these two 
policies is truly American.
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We Sell Coffee
and Also Coffee Mills

We try to deliver the best of either article that the 
market affords and both pay us a reasonable profit but,

Have you ever considered what builds a coffee busi
ness; what creates that kind of a coffee business which 
helps to develop your business in the best possible way?

Worden Coffees are packed in mechanically sealed 
packages with an inter-lining to preserve their strength 
and retain their aroma. They are packed either in the 
berry or steel cut and all done in the most scientific way 
possible.

We do not want to discredit the coffee mill, but in a
large number of stores it is better business to sell well-
known brands of coffee—to restrict your stock to a few
popular brands and deliver to your customers fresh
coffee every week. A large volume with a modest profit
satisfies your customers, builds a better business and makes
more money under most conditions.

\

Think it over and investigate W O R D EN ’S scientific
ally packed coffees.

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

Grand Rapids—Kalamazoo—Lansing

The Prompt Shippers.
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Review of Some of the Principal 
H ardw are  Staples.

Axes—A very satisfactory volume 
of business is being booked on axes 
for future delivery. Dealers who 
have not booked their orders  should 
do so at  once, as from all indications 
there will be a shortage a little later 
on. Jobbers have very few if any 
axes on hand at present, and are com 
plaining that deliveries from the 
m anufacturers are slow. There  has 
been no change in price since last re 
ported.

Builders’ H ardw are— Even with the 
prices going up all the time the de- 
mad for builders’ hardware  grows 
heavier all the time. W hen  Spring 
work really begins contractors,  deal
ers and jobbers are due to find th em 
selves in the position of being unable 
to deliver the goods at anywhere  
near the rate  called for by the 
trade. Some contractors  look for a 
heavy building year while o thers  p re 
dict that the average man contemplat-  
ing building a house will find prices 
so high that he will decide to wait 
with the hope of prices declining, 
i  here is sure to be a certain amount 
of building owing to the scarcity of 
houses.

Coal H ods—Jobbers  state tha t  they 
have booked some very satisfactory 
orders for coal hods for future deliv
ery, but a g reat  many dealers have 
not as yet placed their orders  for 
next, season. Right at this t ime there 
is a great shortage of steel sheets. 
Unless something unforseen happens 
to relieve the situation, there will 
be a scarcity of coal hods.

biles—There  has been no change 
in the situation as to files since last 
reported. Jobbers  state they are se
curing very satisfactory deliveries 
from the manufacturers.  The de
mand, if anything, is increasing. 
Stocks are fair.

Freezers—T here  is very little move
ment in this line so far, and prices 
show no change from last quotation. 
Makers report  the usual condition in 
regard to the production of the line.

Galvanized \ \  are—Jobbers  are hav
ing difficulty in filling orders  for 
goods of this description, and report  
that  shipments from the makers are 
far short  of taking care of the orders  
on hand. Stocks are low and badly 
broken, but no change has been made 
in price.

Garden Tools—Garden tools con
tinue to hold the center of interest  in 
local buying circles. The  demand is 
large and widely distributed. I t  is 
said th a t  the shortage that  has devel
oped as a consequence of the heavy 
demands and the m any difficulties that 
have confronted m anufacturers  have 
made it a lmost impossible to meet 
the present requirements.

Hose—Retail sales are very light 
so far and the average reta iler is 
ordering  no heavy stocks in a t  p res
ent. Price shows no change from 
last quotation.

Mowers—Little  interest  is shown in 
this line so far, but it is w orthy  of 
notice that  the manufacturers  are far 
behind in filling orders  and will not 
be able to give their customers the 
a ttention they want  in the way of 
delivery, both in quantity  and time 
Quotations show no change.

__________________ M I C H  I G A N

Roofing Paper—All kinds of roof
ing and building paper are very hard 
to obtain, and stocks in this market 
are being rapidly depleted. Deliveries 
from the mills on account of the em 
bargoes are reduced to a minimum. 
The slate surface roofing paper has 
been withdrawn from the market 
owing to the shortage of slate.

Rope—As predicted on this  page 
for several weeks past,  the price of 
manila rope has advanced 3c per 
pound. The reason for this advance, 
as explained here several times, is 
primarily  caused by the labor si tua
tion in the Philippines as well as by 
peculiar conditions in the English 
market.  American cordage manufac
tu rers  have held off on this advance 
for some time but were forced to it 
by holders of Manila hemp in the 
Philippines who in turn were placed 
in an awkward position by native 
labor affected by the modern microbe 
of unrest .

Sash \ \  eights—The available sup
ply of sash weights is limited to the 
fact that  foundries are unable to p ro 
cure enough scrap iron. Jobbers, and 
re ta ilers’ stocks are very low, as they 
depend a great  deal on the foundries 
to carry  these for them. The demand 
shows a great improvement, and the 
present  market continues to be firm.

Screws— Round head blued screws 
are very hard to obtain. Jobbers  re 
port  that they have been able to p ro 
cure very satisfactory deliveries on 
the flat head bright, and with the ex 
ception of few sizes they have ample 
stocks on hand to meet all immediate 
requirements. T here  has been no 
change in price since last reported.

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

Spark Plugs—The volume of busi
ness being done on spark plugs con
tinues to be very heavy. Naturally  
this is the best  season of the year, 
as a great  m any  owners  who laid up 
their cars for the winter  have now 
put them yito use. Dealers should 
be amply supplied with plugs, as jo b 
bers report  that they have good stocks 
on hand and are able to make prom pt 
deliveries. I here has been no change 
in price since last reported.

l i r e  Chains—Jobbers  issued new 
prices on tire chains showing a re 
duction of 25 per cent, on the Rid-o- 
Skid and Weed. While there has 
been no reason given for this decline 
in price by manufacturers, it is stated 
that the pa tent  r ights of this chain 
expire very shortly  and this reduc 
tion in price was made to prevent 
competit ion. Fire chains continue to 
be very scarce, and jobbers ’ stocks 
are badly broken. Manufacturers are 
further behind with their orders  than 
ever.

W heelbarrows—Jobbers  are out of 
stock on nearly all kinds and sizes 
of steel t ray  wheelbarrows, and re 
port  that  they cannot get promise as 
to deliveries from their source of sup
ply. T he  shortage of sheets has 
greatly  curtailed the output of this 
type of barrow. T hey  are receiving 
p rom pt deliveries on the wood tray  
barrow’s and are able to supply these 
immediately from stock. There  has

T R A D E S M A N

been no change in price since last 
reported.

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. The  railroads 
are placing heavy orders  and the au
tomobile industries are also extremely 
heavy buyers.  It is stated 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 be impossible for them to fur
nish the Government requirements. 
All prices, it should be noted, are 
nominal and a ltogether subject  to 
stock on hand at time of delivery. 
Building contractors  are offering fabu
lous prices for prom pt deliveries of 
even inferior quality glass.

Wire Cloth and P ou l t ry  Netting— 
A few weeks ago the manufacturers 
withdrew from the market,  as they 
stated that  they had all the orders 
booked that  they possibly could fill 
this season. Jobbers, however, con
tinue to accept orders for wire cloth 
and poultry ne tt ing  from their stocks. 
However,  the heavy demand during 
the past  ten days has about depleted 
their supply on hand, and it is only 
a question of a very short  time when 
they will w ithdraw from the market.  
All orders  are taken with the under
standing that they are subject to 
stock on -hand.

Wire  Nails—Jobbers  report  that 
shipments on nails have not improved, 
and from all indications there con
tinues to be a serious shortage of 
nails. I he m arke t  price is very firm 
and it would not be surprising to see 
an advance put into effect in the very 
near future. Jobbers  have not been 
able to accumulate  a stock and will 
not back order nails. All orders  are 
subject  to stock on hand at date the 
order is received. P resen t  prices are 
not guaranteed and are subject  to 
change without notice.

Ism s and Illusions.
The phantasm agoria  of an ou trag 

ed civilization. T h a t  is our te rm  for 
the economic and social nostrum s 
which are being prescribed so freely. 
Am erica’s spiritual leadership is a 
good illustration of an illusion. Ideal
ism in international relations might 
be termed an illusive ism. T hen  there 
exists the popular desire for money 
and luxuries without any conception 
of the chaos in world affairs and the 
aggravation of th a t  condition by ex 
travagance and laying down on the 
job. The waste of wealth can be re 
stored only by the production of new 
wealth. The colossal war debts are 
the measure of war waste. Intensive 
industrial and commercial activity— 
what o ther means are there  for the 
payment of tha t  debt? Our great  
gold stocks have cut the dollar in 
half. We are hoisted by our own 
petard. But as the gold stocks of the 
world become more evenly distribut
ed, our prices should fall. W e have 
a lot to be thankful for. L e t ’s ge t  
our heads out  of the clouds and reas
on together.

Who Does Your 
Work Best?

The Specialist, 
of Course—

T h e n  w h y  shou ld  y o u  a llow  
e v e ry  c le rk  in y o u r  s to re  to  
m a k e  c h an g e ,  be a cash ie r—

Som e can p lease  y o u r  cus to 
m ers a n d  be good  salespeople ,  
b u t  w hen  it comes to m a k in g  
ch an g e  a cc u ra te ly  a n d  q u ic k ly  
— th e y  s im p ly  a re  N .  G. 
T h a t ’s w h y  we s a y -  Central
ize a n d  g u a r d  the  h e a r t  of  
y o u r  business the  C ash  a n d  
C red it .

T h e  Loose S y s te m ,  careless 
h a n d l in g  of m o n ey ,  etc., has 
p u t  m a n y  good  m en  o u t  of 
business, m ad e  fa i lu res  o u t  of 
w h a t  seemed successes.

D o n  t  hesi ta te  a b o u t  p u t t i n g  
a ll  s a fe g u a rd s  a r o u n d  e v e ry  
t ran s a c t io n  in y o u r  s to re  a n d  
vo i c an n o t  do th is  w i th o u t  
h a v in g  specia lis ts  do each  
p a r t .

We are specialists in th e  m a n 
u fac tu re  of  w ire  cash  a n d  
p a c k a g e  c a r r ie rs  —t h a t  g ive  
the  Best service  t h a t  m on ey  
can  buy .  If  we cou ld  m a k e  
B a ld w in  C a r r ie r s  b e t te r ,  we 
w ou ld ,  still y ou  w il l  be a g re e 
a b ly  su rp r i sed  to  k n o w  w h a t  
a sm a ll  in v es tm e n t  w i l l  secure 
to r  y o u  th is  Best service.

BALDWIN
CARRIERS

James L. Baldwin & Co.
Olde-t and Largest Exclusive Man

ufacturer of Cash and Package 
Carriers in the World

354 W est Madison St., CHICAGO
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Sews«™  business worU

M ovement of Merchants.
Negaunee— Cleo Meilleur succeeds 

E. N. Breitung as president of the 
NegaunEe National Bank.

Stan ton— Fran k  P. Church has pu r
chased the plant of the Florin W asher  
Co. of the Florin estate and will con
tinue the business under the same 
style.

Detro it— M ood’s H aberdashery  has 
been incorporated  with an authorized 
capital stock of $15,000, all of which 
has been subscribed and paid in in 
property.

H ow ard  City — George Johnson, 
who purchased the Pe ter  Hansen 
store building and stock of general 
merchandise last January, has taken 
possession.

Saginaw—The Central Lum ber  Co. 
has been incorporated  with an a u th o r
ized capital stock of $50,000, $30,000 
of which -has been subscribed and 
paid in in cash.

Croswell—The Lindke H ardw are  
Co. has been incorporated with an 
authorized capital stock of $10,000, 
all of which has been subscribed and 
paid in in cash.

Wheeler-—The F a rm ers  & M er
chants State Bank has been incorpor
ated with an authorized capital stock 
of $20,000, all of which has been sub
scribed and paid in in cash.

Bay City—T he Crystal Chocolate 
Shop has been incorporated  to deal in 
ices, creams, confectionery, etc., with 
an authorized capital stock of $9,000, 
all of which has been subscribed and 
paid in in cash.

E as t  Lansing—A. S. Dingilian has 
purchased the store building a t  113 
Harrison avenue and will remove his 
grocery stock to that location from 
137 East Michigan avenue and be 
ready for business April 1.

Detroit—Schmidt Bros. & Co. has 
been incorporated to deal at whole
sale and retail in merchandise of all 
kinds, with an authorized capital 
stock of $16,000, all of which has been 
subscribed and paid in, $1,738.05 in 
cash and $14,261.95 in property.

Ludington— G. Groening & Son 
have m erged  their clothing, shoe and 
dry goods business into a stock com 
pany under the style of G. Groening 
& Sons, with an authorized  capital 
stock of $50,000, all of which has been 
subscribed and paid in in cash.

Pontiac—Maurice E. Newman has 
merged his grocery,  fruit and meat 
business into a capital stock company 
under the style of the M. E. Newman 
Co. with an authorized capital stock 
of $20,000, $11,000 of which has been 
subscribed and paid in in cash.

Durand— 1 he Durand Co-Operative 
Association has been incorporated to 
conduct a general mercantile  business 
on the co-operative plan with an au 

thorized capital stock of $10,000, of 
which am oun t  $5,420 has been sub- 
scribel and $1,960 paid in in cash.

New Haven—W. D. Begrow, who 
has conducted a general store a t  
Meade for the past  thir ty-seven 
years,  has sold his store building and 
stock to E. L. Tubbs, formerly e n 
gaged in the grocery  business at  D e
troit, who will take possession June 1.

Detro it—The Sm ith-G rottron-Berry  
Corporation has been organized to 
deal in builders’ supplies and m ater
ials at wholesale and retail, with an 
authorized capital stock of $25,000, 
all of which has been subscribed and 
paid in, $2,500 in cash and $22,500 in 
property.

Lansing—John J. W ickens has sold 
his interest  in the W ickens Grain Co. 
to his partners,  who will continue the 
business and has purchased an in
terest  in the grain busines of Hankins 
Bros., formerly of Elsie but now lo
cated here and the business will be 
continued under the style of the 
Hankins-Wickens Co.

Manufacturing Matters.
Saugatuck—Pfaff & H o y  succeed 

the W. D. Hamilton Lumber & Coal 
Co.

Ovid—The Harr is  Lumber & Coal 
Co. is succeeded by the Gumaer L u m 
ber & Coal Co.

Belding—The Jacquet  Motor Cor
poration has opened its plant and 
started production of its car.

Ann Arbor— The Ann Arbor  Ma
chine Co. has increased its capitaliza
tion from $150,000 to $500,000.

Bay City—T h e  Home-Maid Hosiery 
Mills has been incorporated with an 
authorized capital stock of $15,000, all 
of which has been subscribed and paid 
in in cash.

Bay City—The Bay City Screw Co. 
has been incorporated with an au
thorized capital stock of $10,000, all 
of which has been subscribed and 
paid in in cash.

Detro it—The Firmhil Machine Sup
ply Co. has been incorporated  with 
an authorized capital stock of $10,- 
000, all of which has been subscribed 
ami paid in, $2,436.48 in cash and $7,- 
565.52 in property.

Battle ( reek—The Calhoun Casting 
Co. has been incorporated with an 
authorized capital stock of $15,000. 
$10,000 of which has been subscribed 
and paid in in cash.

Greenville— W o rk  is rapidly p ro 
gressing  on the plant of the Regie 
Brass Co. and it is expected that it 
will be completed and ready for 
business by the fore par t  of June.

Detroit  — The Dikeman Parking 
Wheel Co. has been incorporated  with 
an authorized capital stock of $100,- 
000, of which amount $61,000 has been

subscribed, $700 paid in in cash and 
$53,600 in property.

Detroit—The Detroit  Gas Indicator 
Co. has been incorporated with an 
authorized capital stock of $5,000, of 
which am ount $3,000 has been sub
scribed and paid in, $1,500 in cash 
and $1,500 in property.

Detro it—The George Marsh Manu
facturing Co. has been incorporated 
to deal in soda fountains, show cases, 
etc., with an authorized capital stock 
of $50,000, all of which has been sub
scribed and paid in in property.

Detro it—The O. K. Skirt & W aist  
Co. has been incorporated to m anu
facture and sell at wholesale, wom en’s 
skirts,  waists, etc., with an au thor
ized capital stock of $10,000, $6,000 of 
which has been subscribed and paid in 
in cash.

Detroit—The Dwight Lumber Co. 
has merged its business into a stock 
company under the same style with 
an authorized capital stock of $500,- 
000, all of which has been subscribed 
and paid in, $2,850.04 in cash and 
$497,149.96 in property.

Rochester — The Cast Concrete 
Brick Co. lias been incorporated with 
an authorized capital stock of $400,- 
000 common and $100,000 preferred, 
of which amount $323,550 has been 
subscribed, $22,513.05 paid in in cash 
and $222,000 in property.

Detroit—The I). C. Chemical Co. 
has been incorporated to manufac
ture and sell pharmical and proprie
tary remedies,  with an authorized 
capital stock of $25,000, all of which 
has been subscribed and paid in, $500 
in cash and $24,500 in property.

Albion—The J. W. Brant Co., m anu
facturer of medicinal and o ther  p rep 
arations, has merged its business into 
a stock company under the same style, 
with an authorized capital stock of 
$33,000, all of which has been sub
scribed and paid in in property.

Cadillac—The business of the Cad
illac Lumber Co., of which the late 
C. D. Burritt  was manager, will be 
continued under the associated m an
agement of Leonard Burritt ,  R. W. 
Garvin and M. E. Thomas, with Mr. 
Burritt  as general superintendent and 
treasurer.

Detroit—The Automobile Equip
m ent Co. has been incorporated to 
deal in automobile  accessories and 
supplies at wholesale and retail, with 
an authorized capital stock of $20,- 
000, of which amount $10,000 has been 
subscribed and paid in, $687.23 in 
cash and $9,012.77 in property.

Holland — The W es t  Michigan 
Furniture  Co. has merged its m anu
facturing business into a stock com
pany under the same style, with an 
authorized capital stock of $500,000 
common and $300,000 preferred, of 
which amount $600,000 has been su b 
scribed. $139,078.72 paid in in cash 
and $460,092.28 in property.

Benton H arbor—W. A. Pres ton  an
nounces his re ti rem ent from active 
business and as his successors his 
sons, Arthur  G. Preston , William W. 
Pres ton  and John  D. Preston , who 
will operate the mill and yards at 
the present location under the firm 
name of Preston  Lum ber  & Manufac
turing Co. The  business was es
tablished in 1864,

Review of the Produce Market.
Apples— N orthern  Spy, $4.25@4.50; 

Greenings, $3.50; Baldwins, $3.75: 
Russets,  $3.25; Starks, $3. W estern  
box fruit comm ands $4.25@4.50; bulk, 
$3.75@4 per bu.

Butter—T h e  supply of fresh butter 
is small and with a good demand the 
market is firm, a t  about  lc  lower than 
a week ago. The  make is light and 
the s torage stocks are diminishing. 
There  is considerable bu t te r  arriving 
from Denm ark tha t  helps the situa
tion in the East  to some ex ten t  and 
will likely keep the  m arke t  from a 
fur ther  advance. The  outlook for 
the coming wee.: is a firm market 
at a b o u t . the p resen t  prices. Local 
jobbers  hold extra  c reamery at 64c 
and first at 62c. Prin ts ,  2c per lb. 
additional. Jobbers  pay 50c for No. 
1 dairy in jars, 55c for prints and 32c 
for packing stock.

Cabbage—$7 per 100 lbs. for home 
grown; California, $6 per crate of 
70 lbs.

Cauliflower—$3.25 per doz. for 
California.

Celery—California, $1.25 per doz.: 
Florida, $6 per crate of 3, 4 or 6 
doz.; $5.50 per crate for 8 and 10 doz.

Cocoanuts—$1.60 per doz. or $11 
per sack of 100.

Cucumbers— H o t  house, $3.25 per 
doz.

E g g s—T he  receipts of fresh eggs 
are a little backward, owing to the 
unfavorable wagon roads. The  m ar
ket is firm at prices rang ing  about 
lc h igher than a week ago. The 
quality arriving now is the best of 
the season and the consumption is 
good. The  m arket  is likely to de
cline rapidly from now on. Local 
jobbers  pay 43c for fresh, cases in
cluded.

Grape F ru i t— Fancy Florida com
mands $4.50@5 per crate;  Choice, 
$4.25@4.50.

Green Onions—Shallots,  $1.40 per 
doz.
Green Peppers—$1.20 per basket.

Lem ons—California, $6 for 300s and 
$5.50 for 240s and 360s.

Lettuce— Iceberg  $3 per crate of 
3 to 4 doz. heads; hot house leaf, 16c 
per lb.

Onions — California Australian 
Brown, $7 per 100 lb. sack; Span
ish, $2.50 per crate for either 50s or 
72s; home grown, $6@6.25 per 100 
lb. sack.

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

Pota toes— H om e grown, $3 per bu. 
Baking from Idaho, $5 per box.

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

Sweet Po ta toes—$3 per hamper for 
kiln dried Delawares.

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

Jam es B. M clnn is  has merged his 
undertaking business into a stock 
company under the style of the Mc- 
Innis-Sparks Co., with an authorized 
capital stock of $10,000, of which 
amount $7,000 has been subscribed 
and paid in, $300 in cash and $6,700 
in property.

The  chap who says “ I can’t ” is the 
chap who doesn’t. The  chap who 
says, ‘I can and I will” is the chap 
who does it.
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The Grocery Market.
Sugar—The raw situation is about 

unchanged, being complicated by a 
number of factors which are more or 
less uncertain. At the moment raw 
sugars are strong. Refined sugars,  
however, are even stronger  by reason 
of the small spot stock complicated 
by transporta tion  difficulties. The 
demand for sugar is good, prices 
being unchanged th roughout the list.

1 ca—No change has occurred in 
the market during the week. The 
demand for tea has been seasonably 
fair, w ithout any particular change 
in price and no indication of any 
special change in price. T he  under
tone th roughout the entire m arket  
is still strong.

Coffee—T he market is very uncer
tain and very unsettled. There  has 
been some s trong  news from Brazil, 
but its authenticity  is doubted to 
some extent and traders  in this  coun
try are going very slow, buying only 
what they actually need. The  price 
of spot g rades remains unchanged 
for the week, with mild coffees p e r
haps a trifle firmer. As a m at te r  of 
fact, mild grades have been slumping 
pre tty  badly.

Canned Fru i ts—T he  improvement 
in the exchange rate has developed a 
little business in peaches and pears, 
but the outle t in this direction is 
limited and not enough to change the 
tone of the market,  which is weak. 
Buyers are taking these two fruits to 
some extent right  along, but their 
purchases áre limited and a t  low 
prices. They  are insistent upon 
known brands of the be tte r  grades. 
Poor  peaches and pears are a drug 
on the market.  Apricots are not mov
ing. T hey  are not popular  locally 
and interior m arke ts  are not  willing 
to pay asking prices. The  m arke t  is 
sloppy and disappointing. Very lit
tle interest is being shown in future 
California fruits. Opening prices 
have not  been announced. Some of
ferings at discount under the ruling 
prices to be established by the large 
packers are being made, which has 
further tended to weaken the market.  
Pineapples are in the same position 
as California fruits. T here  is a m ar 
ket, but a t  disappointing prices and 
only for the be tte r  grades and known 
packs. Apples show no improvement 
in demand. T hey  strongly  favor the 
buyer.

Canned Vegetables—T here  is a fair 
diversity of interest  in all vegetables 
except tomatoes. T here  is no big 
business being done in corn, but a 
jobbing demand has been in p rogress  
sufficient to keep the m arket  steady. 
Southern s tandards are held at $1.10 
factory,  on the inside and cannot  be

bought for less for genuine s tan 
dards. Field corn sells on its merits 
at lower figures and W este rn  is quo t
ed around $1.25 and New York and 
Maine fancy at $ 1.50@1.60. The 
spot stocks of cheap peas are being 
cleaned up rapidly, and this is also 
the case in the various packing sec
tions. Fancy long ago was taken 
from the market.  There  is nothing 
to be found here now below $1.25 a 
dozen. Fu tu res  are unchanged. In 
minor vegetables there is a moderate  
demand, but  the distribution is limit
ed, as asparagus is out of first hands 
and Southern  spinach is pre tty  well 
cleaned up.

Canned Fish—The entire line is 
quiet as there is always a tame de
mand at this  season. Salmon is im
proving in tone and outlook as the 
buyers are becoming convinced that 
the low priced era has passed and 
they are more inclined to accept 

'a s k in g  prices. Pinks,  which were 
weakest,  have recovered in a more 
spectacular way than the o ther grades 
and cannot be bought except in a 
small way. This  is not a buying 
season for Maine sardines and the 
movement is chiefly to fill in stocks 
until new goods are ready. Prices 
are held a t  the same level as there 
is no pressure to sell except old 
goods. Some lines are entirely out. 
California sardines are steady but 
not active. . Im ported  types are not 
being pushed as there  is little or no 
demand at present  either from the 
local or interior trade. As jobbers 
in this district are carry ing heavier 
stocks than those in the out of town 
sections it is thought  tha t  the inter
ior will be the first to show signs 
of activity a little later on. Tuna 
fish is steady. W hitem eat  is not of
fered.

Dried Fru i ts—In dried fruit circles 
interest is largely centered on prunes, 
as o ther  descriptions,  except raisins, 
are in moderate  demand and are not 
active enough to develop any special 
feature. T rad ing  for this week has 
been largely in prunes and the in
terest  has been so general that a 
be tte r  tone has developed, with prices 
gradually  hardening, especially on 
the larger sizes. Apricots and peach
es are dull, as their movement 
through consuming channels has been 
curtailed by the high price of sugar. 
A mixed car of all grades of unpeeled 
peaches, taking in s tandards has been 
sold at  \7 l/ 2c. In the absence of a 
demand for the fruit holders have 
not sought to materially increase the 
outle t by cutting prices, as stocks in 
jobbing hands are light. The  call 
for apricots is for Blenheims and 
Santa  Claras, but it is in small lot

orders chiefly. Royals and San Joa- 
quins are freely offered by exporters 
and this has curtailed the demand 
among jobbers  who are buying in 
small lots as the stock is needed. 
Apples are  weak and dead as to 
movement.  California and N o r th 
western packs are urged to sale with 
very few buyers.  Some crops are 
being taken by the cider people, but 
outside of that  channel the move
ment is limited. Some extra  fancy 
Californias are offered at 14c, with
out creating interest  am ong buyers.  
State packs are held with more con
fidence am ong the large holders,  but 
in this case also the market is in 
b u y e rs  favor. The outlet is largely 
through the domestic markets .

S ta rch —C >rn starch is active and 
firm. Local stocks are moderate and 
jobbing orders are satisfactory. Jap a 
nese potato  s tarch shows no improve
ment. Until railroad deliveries are 
be tte r  the m arket  is apt to continue 
lifeless and easy.

Corn Syrup—Consumption keeps 
close pace with production and the 
steady tone of the market is retained.

Salt—Locally the demand is fully 
up to expectations, hut the call from 
interior points is light as it is difficult 
to get cars through on the normal 
schedule and many jobbers  are wait
ing until later in the spring to stock 
up. 1 he market is steady and un
changed as to prices.

♦ Sauerkraut—Owing to the ad 
vanced season, pressure is being used 
by holders of goods to find a market 
before warm weather sets in, which 
creates a weak market.  Supplies are 
not heavy, owing to the light pack 
last fall. Bulk and canned are both 
easy.

Rice— New O rleans mail advices 
state  that  the market there was show
ing s treng th  with increasing demand 
from Cuba, P o r to  Rico, Chili and 
o ther  countries. Domestic demand 
also was reported to be improving. 
One writer  s a y s : “The  difficulties 
regarding shipments are being ov e r
come and the embargoes on Asiatic 
rice are confirmed, so that the wider 
market promises to take care of the 
business in spite of a somewhat 
larger stock than was anticipated at 
this time.”

Pickles—It  is a seller’s market so 
far as supplies and prices go, but the 
difficulty is in ge tting the small and 
large lines of sour pickles from p ro 
ducing points,  where the supply is 
light and the movement handicapped 
by traffic conditions. Medium sours 
are not in u rgen t  demand. Sweet 
pickles of all kinds are scarce and 
firmly held.

Molasses—The movement of g ro 
cery trades into consumption is 
steady, a lthough made up of small 
lots. The  limited supplies are firmly 
held. Blackstrap is in good demand, 
with stocks in small compass. Prices 
on new crop P o r to  Rico, just  an 
nounced, are much above the nominal 
quotations for the 1919 product,  as 
indicated by the figures given here
with. New crop Barbadoes is ex
pected on the market in the near 
future.

Cheese— M arket is steady, with light 
consumptive demand, at prices rang

ing about the same as a week ago. 
I he make is about norm al for the 
seas 3ii and storage stocks arc re
ported to he considerable in excess 
of a year ago. 1 f we do have any 
change in price we are likely to have 
a slight decline. 11 is entirely a buy
er s market at the moment.

Provisions — Everything in the 
smoked meat line is firm, with lc a 
pound advance on some cuts from 
last week, due to the advance in the 
l>rtce of hogs. Pure lard is steady 
at probably '/¡c over a week ago, 
with a normal consumptive demand. 
Lard substi tute  is extremely dull, ow
ing to the fact that it is being held 
at a higher price than the pure prod- 
uct. W e do not look for much change 
from the present conditions during 
the coming week. Dried beef, can
ned meats and barreled pork are 
steady at unchanged prices.

Salt F ish Salt mackerel is moving 
in jobbing channels in a moderate  
way, as the buying demand is na tur
ally not as heavy as it was during the 
t me when the trade was stocking up 
for Lent. I here is not much high 
grade mackerel around, and some dis
tr ibuters believe that it will he only 
a question of time before prices on 
this discription will ad v'ance. W in te r  
Irish mackerel is selling at low prices, 
but is moving well. I lolders of the 
top grades will not sell freely a t  p res
ent, as they prefer  to store ra ther  
than move the goods at sacrifice 
prices, especially as the fish cannot 
he replaced. Cape Breton mackerel 
is selling well and is almost all 
cleaned up. O ther  styles of salt fish 
are not so active as during the early 
part  of Lent. The demand is chiefly 
tor the be tte r  grades,  as it is notice
able in fish as in o ther  foods that 
the consumer demands the best. Med
ium and poor  grades are easy.

Late  News F ro m  the Cereal City.
Battle Creek, March 23— Battle 

Creek Council held its annual meet
ing Saturday afternoon, March 20, 
followed at 6:30 by a banquet for the 
members and friends. One hundred 
and fifty took part  in the banquet, it 
being put on by' our re tir ing en te r 
tainment committee and they showed 
the incoming committee what they 
were expected to do. The dinner was 
followed by a dance, which lasted 
until 12 o ’clock, all enjoying th em 
selves every minute.

At the afternoon meeting a new 
set of officers were elected, as fol
lows:

Senior Counselor—W m. Bradley.
Junior Counselor— Vern Wilson.
( onductor— Noran Williamson.

Page—T revor  J. Addison.
Sentinel— Charles Baldwin.
Secretary— C. F. Spaulding.
C- J. Ashley, Ed. Schoom acher and 

J. Q. Adams were elected delegates to 
the Grand Council at  Detroit.

Bro. Miller, m em ber of Anderson, 
Ind., Council was a visi tor at our 
meeting and gave the Council a very 
interesting talk.

I he bus line operated by Roy 
Wolfe between Battle Creek, Union 
City and Cold water is again in opera 
tion. Stopped because of the impass
ible condition of the roads, it is once 
again in running order, leaving the 
interurban lunch room three  times 
daily on round trips. The  first bus 
leaves at 9:30; next  at 2:30 and the 
next a t  6:40. Mr. Wolfe has been 
operating the line for several years 
and it has proved m ost  popular for 
people going to and from the cities 
through which it passes. Jack.

mailto:1.50@1.60
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Rare Days in Career of Pomoiogical 
Society.

W ritte n  for th e  T rad e sm a n .
The middle seventies were form a

tive years in the h istory  of the Mich
igan Pomoiogical Society. The lead
ing spirits who guided its functions 
were high class men. They were in
spired by a vision of Michigan’s pos
sibilities in the growing of the more 
tender and finer varieties of fruits 
which could not flourish in o ther  local
ities of the same parallel. They 
gathered climatic statistics and  took 
testimony from keen observers  as to 
the behavior of the choicest sorts  in 
various localities and made ra the r  
radical pronouncem ents  concerning 
the extraordinary  capacity of W es t 
ern Michigan under the m other ly  p ro 
tection of the g reat  lakes in the p ro 
duction of tender fruits. The claims 
were overstated and when winter con
ditions developed under adverse cir
cumstances,  which destroyed the 
hopes of the optimistic  group, the dis
cussions took on a different phase and 
greater  a ttention  was given to the 
selection of fruit sites and the p ro 
tection of orchards from low tem per
atures and the great  importance of 
a tmospheric drainage. T he  value of 
wind breaks, the danger incident to 
the rapid destruction of forests,  the 
menace of blowing sands and, espec
ially, the rapid spread of peach dis
ease commanded the a ttention  and 
dominated the deliberations of the 
Society.

Government aid was sought in the 
investigation of the yellows in the 
peach. The enactm ent of State  legis
lation, drast ic  in its m ethods was 
b rought  about for the suppression of 
the disease. Still it swept N or thw ard  
over what was known as the “Peach 
Beit” in the face of all measures 
adopted for its eradication. Frui t  
g rowers were deceived by charlatans 
and all sorts of lotions and panaceas 
were tried as cures without  avail. 
The peach business in Berrien county 
gradually dropped out and o ther  fruits 
were substi tuted, thus continuing the  
enormous volume of fruit shipped 
from the m outh of the St. Joseph 
river. But o ther  localities to the 
North ,  including the country  a t  the 
m outh of the Grand, were for a time 
paralyzed by the destruction of t rees  
by vigorous winters and the encroach
ments of disease.

The  Society moved on with its 
work, increasing its popularity  and 
usefulness and spreading its influence 
over the State.  As a result,  peach 
growing upon choice locations in the 
interior became popular, largely be 
cause the diseases were confined, ex
cept in sporadic cases, to the W este rn  
shore, where the industry  had become 
the dominant one.

The meetings all th rough  the later 
’70’s were largely a ttended  and an 
element of great value came in at  
this time th rough  the  exchange of 
delegates between societies devoted 
to the same objects.

These  reciprocal rela tions were es
tablished with Illinois, Wisconsin, 
Indiana, Ohio, New York and O n ta r 
io and proved of inestimable value to 
the Michigan Society. The  reports  
of  delegates sent to o ther  states and 
provinces was a leading feature of

the home gatherings. Pla tform  
meetings were inst ituted, giving at 
one evening session of each meeting 
two short  m essages from experts and 
this became a m ost  valued and dis
tinguishing function of the quarterly  
conventions.

The  holding of monthly  meetings 
was abandoned and quarte ly  conven
tions substi tuted, one of which was 
the annual exposition. A very a t t rac 
tive and wonderfully useful a r range
ment was entered  into between the 
Pomoiogical Society and the State  
Fair Association th rough  which the 
former, for a money consideration, 
assumed all the responsibili ty for the 
horticultural exhibits a t  the State Fair. 
This  worked to the g rea t  advantage 
of bo th  organizations. The  fruit, 
flower and vegetable exhibits were 
larger and more useful than ever be
fore and the m oney secured in this 
way was used by the Pomoiogical 
Society in fu r ther ing  its altruistic  
purposes th roughou t  the year. I t  
was during this period tha t  the idea 
of changing the  name of the  Society 
from Pomoiogical to Horticultural 
was inducted into its deliberations. 
Par tisanship ran high and whenever 
the subject was broached fire works 
characterized the discussion. T he  a d 
vocates of the change finally won and 
the title was made to comport  with 
the range of activities. The  year 
1876 was made memorable  in the an
nals of the society by  the  g reat  ex
hibit of fruits maintained through the 
sum m er and au tum n at the centennial 
celebration in Philadelphia. The 
funds available for this purpose were 
very limited, but  self sacrificing pub
lic spirit was a successful substitute. 
The fruit g rowers all over the State 
contributed liberally of the best  they 
had and, as a result,  the fruit map 
of Michigan was p resented  to the 
world and the impetus given this 
branch of agriculture was incalculable 
in value.

I recall an incident which occurred 
at one of the meetings convened in 
the State  House in Lansing th a t  made 
such an impression upon me tha t  re 
producing it m ay  afford amusem ent 
to the readers  of the Tradesman.

Mr. S. L. Fuller, who for years was 
the treasurer  of the Society, made it 
his business to increase the exchequer 
by soliciting memberships and when
ever there  was a lull in the proceed
ings of a convention he would pop 
up with a good story and a plea for 
members. I t  was five minutes before 
the scheduled time for the opening 
of the afternoon session. The conven
tion cham ber was well filled with an 
expec tant  audience, largely of middle 
aged people from all par ts  of the 
Southern Peninsula. There  was a 
sprinkling of professors and students 
from the Agricultural College. Mr. 
Fuller seized the opportun ity  and 
from the platform clapped his hands 
and said: “ I am  not  calling this m eet
ing to order, for you are in ordfer 
and th a t  is no t  m y business anyway. 
My job is to secure m em bers for this 
Society. I hold in my hand a book. 
The  volume contains the p roceed
ings of this  Society for last year. This 
is given by the State  of Michigan to 
everjr member of the Society. I can 
say without danger of crit icism tha t

it is worth to every man who culti
vates fruits as an amateur or  a p ro 
fessional or  who contemplates p lant
ing fruits, ten dollars. I t  is yours for 
a dollar membership. The men en
gaged in fruit growing whose experi
ences are recorded here are worth 
while companions. You can afford to 
take advantage of this opportunity  of 
becoming associated with them. Let 
me cite one instance. Look at that 
exhibit of Mr. Gregory’s in the cor
ner of this great  display of fruits. I t  
is worth your while to cultivate the 
friendship of that man Gregory. Nine 
years ago he cut his road through the 
forest at Pine Grove, Van Buren coun
ty, built a simple house, made a clear
ing and planted an orchard. To-day 
he comes here with an exhibit of sev
enteen varieties of apples and ten 
varieties of pears from those trees. 
You never saw' anything finer and he 
is the father of twelve children. Join 
the Society, get close to the wonder
ful man and learn how he achieved 
this success.”

A lady well along in years occupy
ing a front seat arose and said, “Did 
I understand correctly that this beau
tiful fruit was picked from trees Mr. 
Gregory planted after he cleared the 
land, nine years ago?”

Yes, Maam.”
“Seventeen sorts of apples and ten 

kinds of pears?”
“Yes, Maam.”
“And he has twelve children?”
"Yes, Maam.”
“And all in nine years?”
“I am so informed.”
“Impossible.”
The audience burst  into repeated 

rounds of applause and the m em ber
ships flowed in in a continuous s tream 
and included the lady of the question- 
aire. Charles W. Garfield.

Never play a t  any kind of game of 
chance.

Tw enty-E ight N ew  Members in 
Kalamazoo Council.

Kalamazoo, M arch  23—At the an
nual m eeting  of Kalamazoo Council, 
the following officers were elected:

Senior Counselor— G. E. Ranney.
Past Senior Counselor— D. L. Good 

rich.
Junior  Counselor— C. E. Verburg.
Secretary and T reasu re r— C. A. 

Blackwood.
Conductor— Frank  A. Saville.
Page— H erm an  Johnson.
Sentinel— E. E. Fraker.
Delegates to Grand Lodge—D . h, 

Goodrich, G. E. Ranney, William 
Winie, H o m er  W aterm an.

Alternates— C. C. De France, Will
iam Watkins, Charles Camp, C. 1) 
Waldo.

Executive Committee— E. L. Miller. 
John Verhage, Glen Stannard.

A class of twenty-eight  candidates 
was initiated into the Council at the 
afternoon meeting. Following the 
init iatory ceremonies, Lou J. Burch, 
of Detroit,  Grand T reasu re r  of the 
Michigan U. C. T. Council spoke 
upon m atters  perta in ing to the good 
of the order.

At 6:30 a banquet was served in the 
lodge room s of the Pythian  temple. 
After the dinner,  Mr. Burch spoke 
upon the subject “Fra terna lism  as .Ap
plied to Americanism.”

In the evening the last of a series of 
six dancing parties  was held by the 
m embers of the local Council, at the 
Masonic temple. A large crowd at
tended this feature.

The Council will hold a ball at 
P re t ty  Lake, April 16, for the benefit 
of the boys’ vacation camp.

Short Method of Calculating.
Multiply the  principal by as man} 

hundred ths  as there  are days:
For  4 per cen t_________ divide by 90
F o r  5 per cen t_________ divide by 72
F o r  6 per cen t_________ divide by 60
For  7 per cen t_________ divide by 52
F o r  8 per cen t_________ divide by 45
F o r  9 per cen t_________ divide by 40
F o r  10 per cen t_________ divide by 36
F o r  12 pe r  cen t_________ divide by 30

E x am p le : In te re s t  on $50 for 30 
days at 4 per cent., 50 x  30: $15, which 
divided by 90 equals 162-3 cents—the 
required result.

Puritan Flour
M ade at Schuyler, N ebraska. A  strict

ly Short P aten t Flour w ith  a  Positive 

G uarantee on each sack.

Mr. W illiam  J. A ugst, the P uritan  

Salesman, who has a  special advertis

ing features, 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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Where the Automobile Industry Was

TWENTY YEARS AGO

Litscher Lite Specifications
A single cylinder 4 H. P. kerosene engine, directly 
connected to a 1 K. W. genera to r  and belt  power 
pulley; 130 to 330 ampere hour batteries;  occupies 
only 19x32 in. of floor space; supplies 2 full H. P. in 
excess of dynamo requirements;  vibrationless.

¥ E you recall the sound autom obile concerns of tw enty 
years ago and com pare their nam es w ith those of the 

autom obile concerns which today are the leaders in the 
m otor car industry, you will find them  identical. W hy? 
These concerns had the foresight to see a giant industry 
w ith them selves in control if they would build on the firm 
foundation of a good product, well financed, well adver
tised and in world-wide distribution. The dem and for 
autom obiles autom atically  existed in every m an’s m ind— 
it sim ply rem ained for the pioneer autom obile m anufac
turers to build the m eans of supplying it.

XA7 E today need the m eans of supplying a m arket alm ost 
"  as great. W e m ake a high grade farm  light and 

pow er plant. T he reason farm ers prefer the Litscher 
Lite p lant is because it affords pow er for m ore uses.

■H E  Litscher Lite p lan t consists of a sturdy 
kerosene engine of uniquely sim ple con

struction, which drives a directly connected 
generator and a belt pow er pulley betw een 
which the engine is situated. Its special advan
tage lies in the fact th a t it lights from 50 to 100 
electric lam ps or operates their equivalent of 
electrical appliances as well as supplies from 
2 to 4 horse pow er of direct pow er from its 
belt pulley to operate belt driven m achinery 
—all a t the sam e time.
T he fact th a t orders are  booked faster than 
we can produce Litscher Lite plants, signifies

the desirability of our product and indicates 
our position in the industry. W e m ust m ulti
ply production im m ediately, for w e know 
that, while the only lim itation to our business 
today is production, tom orrow  m ay find the 
m arket supplied from som e other source if w e 
procrastinate.
To assure expansion adequate to m ultiply 
production and insure our present enviable 
position, w e are  issuing a block of stock for 
Michigan investors. It is the first public offer
ing of Litscher Lite stock. A lready we have 
had a gratifying response from  careful 
Michigan investors.

Complete Data on This First Public Offering of Litscher Lite Stock w ill Be Sent You on Request

Litscher Lite Corporation
Grand Rapids, Michigan

OFFICERS AND DIRECTORS
C. J . LITSCHER-President Litscher Lite Corporation, Presi- H. J . BENNETT—Secretary Litscher Lite Corporation, Secre- 

dentC. J . Litscher Electric Co., Director Morris Plan Bank. tary Antrim Iron Co., Vice-President Morris Plan Bank.
FRED N. ROWE—Vice-President Litscher Lite Corporation, T. J . BARKER—Treasurer Litscher Lite Corporation, Treas- 

Secretary Valley City Milling Co., Director Morris Plan Bank. urer Worden Grocer Co.
A. K. HANCHETT—Vice-President Litscher Lite Corpora- k . KINSEY—Director Litscher Lite Corporation, Director

tion; Vice-President Hanchett Swage Works, Big Rapids, Morris Plan Bank. Manufacturer and Capitalist.
Michigan; Director Big Rapids Savings Bank. ’ DR. WM. NORTHRUP-Director Litscher Lite Corporation.

LEWIS W. HEATH, General Manager Litscher Lite Corporation
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R ID IN G  TW O  H O R SES.
It would seem a difficult operation 

to ride two horses at the  same time, 
> t t  there have been skilled politicians 
in the past who have a ttem pted  this 
tiling, usually, however, with indif
ferent success.

It will be remembered that a cer 
tain crafty mill ionaire m anufacturer  
tried riding into the United States 
Senate as the nominee of two polit
ical parties. The  good sense of the 
electorate  defeated his aspirations, 
which, no doubt, will form a prece
dent for future antics in that direc
tion.

I t  may readily be conceded that  
non-partisan elections sometimes 
prove beneficial to the people, but, 
in the main, political parties are nec
essary if for no o ther  purpose than 
to bring out the vote. Non-partisan 
elections are usually very tame af
fairs. which need not be cause for 
wonder since where there  is no com 
petition the public is indifferent.

A smart,  rousing campaign of edu
cation. with two parties in the field 
contending for honors, is what is 
necessary to bring out the true  pa 
triotism latent in the hearts  of the 
American people.

1 rinciples not men should be the 
war cry anim ating  the voters this 
year. 1 hat there are good men in 
both the great parties cannot be de
nied. i t  is up to the partisans of 
Republicanism and Democracy to see 
to it that the best  man in each party  
is named for the presidency this year.

One may well ask, who is the best 
man ?

F o r  one thing, he is not the polit
ical straddler, nor the man who has 
allowed personal pique to lead him 
from one political organization to 
another,  as has been the case m too 
many instances within the past few 
years  to need calling names just  
here.

The name of H erber t  H oover  has 
become one to conjure with am ong 
a certain class of independents who 
procla im themselves above partv ;  
much too good, in fact, to tie them 
selves down to the ranks of any po
litical organization whatever. Such 
men a rrogate  to themselves superior 
virtues, yet this great Nation of ours 
was not builded by this sort  of folk. 
Instead, the g reates t  men the United 
States ever produced—men whose 
names linger longest in praise on the 
lips of the people—were members of 
a political party  and did splendid 
service for the country  while serving 
to carry  into execution the will of 
the party  to which they belonged.

1 o imagine that to be great , to 
serve the country  best, one must be 
a spineless mollycoddle, allied to no 
party, the friend of everybody and 
the servant only of his own passions 
and desires, misses by a long shot the 
real facts in the case.

How ever great Mr. Hoover  mav 
have been in some directions during 
the stress of a great  war. he is not 
great enough to ride two horses at 
the same time, which he appears to 
be t ry ing  to do just  now, evidently 
willing to accept a presidential nom 
ination from either the Democrats  or 
Republicans or, what perhaps might

be be tte r  to his liking, a nomination 
on both tickets, which, of course, he 
is not more likely to achieve than a 
horse is likely to fly to the moon. 
Now. right here. I wish to state  my 
belief in this, that  a man who is 
ready and willing, anxious mayhap to 
accept the nomination of e ither party  
for the presidency, is not a fit man 
to fill that  office and should be sat 
down upon m ost  severely.

Mr. Hoover  has made the mistake 
of his life in not making plain his 
position in this matter .  He  may be 
taken up and nominated by the D em 
ocrats because of his seeming avail
ability, yet they will never quite be
lieve in him as a sound defender of 
Democratic  principles. Such a man 
the Nation does not want for presi
dent.

General Leonard W ood seems to 
have the pole ju s t  now for the R e
publican nomination. There  are 
o ther  splendid men beside, so that  a 
good man is a lmost sure to carry  
off the honor.

If the Dem ocra ts  make no mistake, 
we ought  to have two splendid A m er
icans contending for the presidency- 
this year. The  Democrats  have a 
man the peer of any o ther  in the 
whole organization. Here  is an ex
cerpt from an address made before 
the National Press  Club some m onths 
ago by  this man:

I believe that  America belongs 
to American citizens, native and na t
uralized, who are willing to seek 
redress for their grievances in orderly 
and constitu tional ways, and I believe 
that  all o thers should be taught, 
peacefully if we can. and forcibly if 
we must, that  our country  is not 
an international boarding house nor 
an anarchist  cafe.

"I pledge myself to the support of 
these principles by my voice, my 
vote, and if need be, by my fortune 
and my life, and I promise my coun
try to train my children in this most 
holy faith.”

Could any th ing  be more heartening 
than that?  I t  is the outspoken faith 
of a true American who has never 
been sufficiently appreciated by either 
his par ty  or the people. He is the 
one b r igh t  particular  s ta r  looming 
out of the dark slough of despond 
into which a tactless administration 
has plunged the country.

This  man is worthy the best  that  
his par ty  can give. He has been mis
understood, quite too frequently 
th rus t  into the background to give 
place to men unworthy  to unlace 
s tr ings of his shoes.

O f  late this American statesman 
has been th rus t  by circumstances in
to the limelight. He is g rowing right 
a long in the estimation of the people 
regardless of party  lines. He  is no 
straddler, no circus clown who hopes 
to reach the goal by riding two horses 
into  the ring.

W ith  General Leonard W ood, or 
a man of equal caliber and pa tr io t 
ism to head the Republican ticket, 
and T hom as R. Marshall  leading the 
Democratic , we are assured of a 
sound, safe administration  for a n 
o ther  four years.

T H E  V IC IO U S CIRCLE.
The small town man sent for a cata

logue. The mail order house sent it. 
The man took the catalogue and 
showed it to several neighbors and 
they clubbed together and bought a 
lot of things. The local dealer had to 
have a few of these same things to 
sell to the neighbors of the folks who 
had patronized the mail order house 
who had not had the money to send 
away. The retailer had to pay a lmost 
as much express on the one or two 
articles he got as he would have had 
to pay on enough of those same things 
to supply the whole town. So he 
had to add all the shipping charges 
to the cost of the two or three he 
sent for, which raised the price of 
them to the point that made the ones 
who sent away for theirs say: ‘‘See? 
We told you it was much cheaper to 
send away for stuff than to buy it at 
home!” Whereas,  if all those who 
sent away had clubbed together and 
made a rrangements  through their 
local retailer,  they could all have been 
served as cheaply and as well and a 
home institution would have been 
fostered. But, never mind. W hen 
they have no ready cash and have to 
get somebody to t rus t  them  they will 
go right back to the local retailer 
again and let him wait until dooms
day for his pay while the}' spend their 
ready cash sending off for things 
from the mail order house!

T H E  R E T U R N  TO  SA NITY .
Fortunes have sprung up like m ush

rooms over night.
Money, material success—nothing 

else seems to matter.
Our  literature has become bizarre, 

impossible.
O ur  plays are without moral— 

superficial.
The hardy virtues have lost their 

caste.
B u t -
Hum an nature has not changed.
The law of Supply and Demand has 

not changed.
Basic principles have not changed.
And the American people have not 

changed.
The spirit that  won the war still 

exists.
T he  spirit to do and to sacrifice 

still remains.
The  present order of things is but 

tem porary—already a change cair  be 
detected.

The public are beginning to scan 
values.

A brake has been placed on infla
tion.

The  railroads have been returned 
to private ownership.

T here  is a call for real leadership 
at the seat of Government.

W e can look forward hopefully to 
the American people rising to the 
occasion as they have always risen 
in the past.

A re turn  to sane living conditions 
has begun.

CH IN A  W AK IN G  UP.
Some time ago we opined that  

China was waking up—blinking her 
eyes as it were. Recently word was 
received tha t  the old Canton wall, 
built  a thousand years ago, was being 
torn  down. On the site will be built

a modern electric railway. I t  will be 
built by a British-American syndicate. 
The Rockefeller Foundation  is spend
ing $7,000,000 in Peking alone, and in 
five o ther  centers will spend $20,000.- 
000 for medical school equipment.

One American concern sold thirty 
cotton mills in China during the last 
two years.  China raises two and a 
half million bales of cotton  per year. 
China has enough coal to supply the 
world for hundreds of years,  yet the 
Chinese huddle toge the r  on the tops 
of stoves at night to keep warm. 
Seven out of every ten Chinamen die 
before they are three  years old, yet 
the population of China is 400,000,000. 
I t  would be in teres ting  to know what 
the birth rate  is. Habitual state of 
pregnancy and the lack of a dairying 
industry are responsible for the high 
infant morta lity. China has only 
6,500 miles of railways, yet in area 
it is g reater  than Europe or the Unit
ed States.  Agriculture  occupies 85 
per cent, of the people, yet no mod
ern implements are used. The  Chinese 
dollar to-day exchanges for $1.10 
United Sta tes gold, whereas four 
years ago it exchanged for 45 cents. 
China needs roads, railways and mod
ern industrialism, and she is in a re
ceptive mood. Moreover, the Chinese 
are honest  and like America. If we 
are to make foreign loans, why not 
lirst investigate  the trade possibil
ities of China. T rade  follows the 
loan. Learn  more about  China, for 
American capital and American en
terprise are going to play a large 
part  in its development.

For  twenty-four years  William 
Jennings Bryan has been a prominent 
actor on the political stage. And by 
now every play of his, every gesture, 
each facial expression, has become 
perfectly familiar to the people. It 
would be impossible for him to give 
a new thrill or  even to wake the ex
pectation of one from him. His polit
ical audiences would sit wearisome 
before him. T hey  would have heard 
it all before. He  has run his whole 
gamut, and every note of it long ago 
became accustomed and thus stale 
All that he would be able to display 
would be con tor t ions of the sybil 
without the inspiration. This  is not 
to reproach the American people with 
an incurable and discreditable desire 
always to run after  som ething new. 
But Presidential  candidacies must, 
after all, if they  have any  promise of 
success in them, appeal to curiosity, 
to hope, to imagination. Mr. Bryan 
can now appeal to none of these 
things. The  country  feels tha t  it has 
tried him out  in every possibility. He 
has noth ing  of the  magnificient un
known in reserve. The  general men
tal reaction to any  campaign he might 
no*w make would be one of lassitude 
and indifference. W ith  o ther  candi
dates offering all sorts  of wedding 
tables, Mr. Bryan would be asking 
them to sit down to baked meats 
warmed up after  doing service at 
three  funerals.  T h a t  could be a cheer
ful prospect only to the undertaker 
vote.

Using a cob to mend a hole in a 
grain bag is an expensive way to 
save time.
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How Tiedtke Brothers
— Once Small Retailers

N ow  Sell $780,000 Worth
of Fruits and Vegetables

T )  ETA IL sales of $12,000 to $18,000
* w orth of fruit and vegetables per 

week is the great record of this once small 
firm. A nd it is m ade on one floor in a 
single store in the city of Toledo.

T iedtke Brothers are BIG retailers 
now, bu t they started  sm all in a very 
modest kind of store. But they thought 
ahead of tha t small store. T he business 
tha t w as done each day w as planned to 
increase the business of tom orrow .

They established a policy and began at 
once, small as they  were, to  departm entize 
the store, first m aking a specialty of fruit. 
Every day and alw ays in a prom inent place 
in this store, one w ould see bright, tem pt
ing, luscious fruit, principally oranges. 
They figured tha t if they becam e known as 
specialists in fruit they w ould draw  trade 
to their store which would increase sales on 
all their other lines.

Now, that they are big that practice 
still obtains. A  w hole section in the m id
dle of an imm ense salesroom  is given over 
to lavish, loose, mass displays of oranges, 
lem ons and grapefruit.

They have sold sixty boxes of oranges in 
an hour, often; som etim es a carload in a day.

Their sales of fruit and vegetables now 
am ount to more than $780,000 yearly.

A nd yet these men began in as small a 
store as tha t in which any retailer ever 
started.

Can you, if you are small today, do 
w hat T iedtke Brothers did? You can if you 
will establish as good a policy and stick by 
it as efficiently through the years. Every 
big store today points to some definite 
policy such as this as its main reason for 
success.

W e w ill Help You—
W e will send highly colored w indow  display m aterial free to retailers.

who request it. W e  will also answer any specific 
questions as to  retail ing methods on which a 
retailer may wish to have information and advice.

Take  advantage of our special department 
which is organized to help retailers sell more 
fruit. Send this coupon for information that 
every -retailer needs.

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

Organization of 10,000 Growers 
Dealer Service Dept.

Los Angeles, California.

California Fruit G row ers E xchange
D e a le r  S e rv ic e  D e p t.

Los A ngeles, C alifo rn ia .
P lease  send  m e y o u r book, “ S a le sm an sh ip  in F r u i t  
D isp lay s” an d  yo u r “M erch a n t’s  D isp lay  O ption 
L is t” w ith o u t a n y  ob liga tion  on m y p a r t .

N am e

S tre e t .

C ity S ta te
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Should A dopt a Definite Shoe Dealer 
P rogram .

W ritte n  fo r th e  T rad esm an .
T he  shoe dealer ough t  to have a 

definite program  involving features 
for at least twelve m onths  ahead, and 
some alert m erchants  in the trade 
map out  cam paigns that  projec t  far
ther  ahead even than that.

“ I like to plan m y  business away 
in advance,” said a forceful retail 
shoe dealer to me recently. I regard 
this capacity of his for looking ahead 
as one of the principal elements of 
his success.

The  p rogram  should involve addi
tions. enlargem ents  or o ther  modifi
cations of the store room. If. say, 
a new front is needed, your  plan 
should look far enough ahead to in
clude the completion of this  improve
ment. If you contemplate  increasing 
your  lines so as to sell certain class
es of footwear which you do not now 
handle,  your p rogram  will include this 
expansion, together  with everything 
preliminary to it. And it is upon the 
thoroughness  with which you go into 
these preliminaries that  your success 
will largely depend.

Your program  for the next twelve, 
eighteen o r  twenty-four months, 
should include advertis ing campaigns, 
special sales, window effects, interior 
decorations, sales m anagement,  buy
ing. arrangements ,  stockkeeping, cost 
accounting, and so on through the 
list. All these things play an im por
tant part  in your business; all are sub
ject to modifications and improve
ments.

There  are two types of minds in 
the retail shoe business: the program  
dealer, and the non-program  store
keeper. And I have used the term s 
dealer and storekeeper advisedly. 
Just because he is a non -program 
man. the storekeeper is in the s to re 
keeping class; if he were a p rogram  
man, he'd develop into a dealer. The 
program merchant indicates a g row 
ing mind. And it is the growing 
mind that builds up big m erchandis
ing institutions.

The non-program  person who sells 
shoes has a tendency to think and 
act a long certain established lines. 
He lacks a certain e lement of im 
agination or daring. Deep grooves 
are worn in his th inking. He  does 
certain things because it seems eas
ier to do these certain things ra ther  
than o ther  new things. H e  dreads 
departures. H e  therefore crystalizes 
o r  becomes stereotyped. W hereas  
the program  man is developing a love 
of new and fresh ideas. He  keeps 
his mind open and plastic. He likes 
to feel the thrill that  comes from 
new impacts.

A man of this sort  reads eagerly

the trade publications devoted to his 
business. He devours editorial com 
ments, news letters from all sections 
of the country, feature articles, and 
even advertisements . He relishes the 
opportunity  of reading discussions 
anen t  his business from many differ
ent angles. If he is wise he doesn’t 
agree with everyth ing he reads, but 
he thus picks up many valuable hints 
and suggestions during the year— 
negotiable tips which he can cash into 
real coin, if he uses the imagination 
the good Lord  gave him.

The  method of selling shoes from 
six months to a year in advance 
really involves the necessity of a p ro 
gram. For  instance, r igh t  now the 
forward-looking shoe dealer is trying 
to figure out what is going to be 
worn next fall. Will  low cuts and 
oxfords have the call? Incidentally. 
I m ay add tha t  this happens to be 
a pretty  general opinion am ong shoe 
dealers. In wom en’s footwear espec
ially, it is thought  low cut slippers 
and walking oxfords will be very pop
ular. If this is your belief, you will 
stock up strongly in these lines. The 
consideration of this m atter  is one of 
the details of your program.

Carry the process a step farther, 
and let us take up advertis ing. Have 
you planned an advertis ing scheme for 
next fa ll? Perhaps not one dealer in 
twenty has given this m at te r  a 
thought.  The impression prevails 
that there 's  plenty of time for adver
tising later on. Most men are too 
busy ge tt ing  up advertis ing m atter  
from m onth to m onth—more p rob
ably, from week to week. Yet a care 
fully worked out p rogram  demands 
that one look farther ahead. W h y  not 
get to work now on your fall public
ity. Yon can begin with a loose, ten
tative outline. As ideas come you 
can incorporate in some logical m an
ner. Ideas for lay-outs should be 
kept. Models of conciseness, force 
and a ttractiveness in your line, or 
some other  line, should be kept. Jot 
down all the apt words and phrases 
you read, hear or think of, and put 
them away so you can use them  
when needed. W ith  a publicity cam 
paign in the back of your mind, you 
will find that  new ideas are coming 
to you day by day—things you can 
work into your scheme in detailed 
form.

And so with all o ther  features of 
the business above mentioned.

It pays to get the p rogram  habit. 
It prevents  the leakage of valuable 
ideas. It is a t rem endous conserving 
force.

Not only so, but it has a quickening 
influence; it stimulates the man him
self—m akes him th ink to more pur
pose. Cid McKay.

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

M e n ’s Bullseye Black or Red Short  B o o t ........................................  $4.00
Boys’ Bullseye Black or Red Short  B o o t ..........................................  3 .30
Y o u th s’ Bullseye Black or Red Short  B o o t ...................................... 2.45

SE N D  IN YO UR O R D E R  T O -D A Y

Shipped Same Day as Received

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

FOR EVERY KIND 
OF SERVICE

H. B. Hard Pan Shoes
are a credit to the good judgment 

of the retailer supplying them.

Michigan folks know and have been 

wearing these shoes for a quarter 

of a century.

At this season your outdoor customer j
is going to need the best in service 

shoes, don’t take chances with un

known kinds— sell him the best—
The H. B. HARD PAN.

Herold-Bertsch Shoe Co.
Manufacturers of Serviceable Footwear GRAND RAPIDS, MICH.
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Gabby Gleanings From Grand Rapids
Grand Rapids, March 23—William 

Jones, the urbane and taciturn sales
man for the W orden  Grocer Com
pany, who was laid up eight days 
last week with the flu, s tarted out on 
the warpath again Monday.

Ned Carpenter, m anager Dwight 
Lros. Paper Co., is home from a trip 
to Panam a and Jamaica via New 
Orleans. He  intended to make a trip 
through Costa Rica on his wTay down 
to the Canal Zone, but the ship on 
which he sailed passed on without 
landing at Limon. He also planned 
to cover Cuba by railroad, but the 
quarantine promulgated  by the Cuban 
government precluded the possibility 
of putting the plan into execution. 
Mrs. Carpenter, who accompanied her 
husband, came home greatly  improved 
in health.

Russell S. Gish, son of H arvey  Gish, 
has s tarted on a four year chemical 
engineering course at Ann Arbor. 
After graduating  from the Grand 
Rapids high school in June, 1918, he 
put in thir teen months as fireman on 
subchasers. He  received the hearty 
praise of his superior officers on his 
retirement from the service.

Joseph M. Vandermeer, Senior 
Counselor of Grand Rapids Council, 
was born in Holland, Europe, Dec. 
29, 1882. He came to this country 
with his parents  when he was 4 years 
old, locating immediately a t  Grand 
Rapids, where he a ttended the public 
schools until  he completed the 12th

J. M. Vander Meer

grade. The next three years were 
devoted to the service of his country 
in the Spanish-American war. On 
his re turn  from service he took a 
course of instruction on road work 
with the I. C. S. H is  first employ
ment on the road was with the Staley 
Products  Co., of Baltimore. Two 
years later he severed his connection 
with tha t  house to accept a more 
lucrative position with the Ideal 
Clothing Co., with which house he 
has now been identified for six years, 
gaining ground in the respect of his 
house and the love of his customers 
every year. He  was married seven 
years ago to Miss Minnie Zevalkink, 
daughter  of the late B. Zevalkink, 
and has twro boys—one 5 and the 
o ther  1 year of age. The  family 
reside in their own home at 854 
Caulfield avenue. H e  is a m em ber of 
the Grace Reformed church and 
superintendent of the Sunday school. 
He owns up to three hobbies—base 
ball, fishing and automobiling. He 
a ttr ibutes  his success to hard work, 
but those of us who know him best 
realize tha t  a pleasant personality 
and a disposition to give and take in 
the g reat  batt le of life has quite as 
much to do with his success as p a 
tient and painstaking effort.

Morris Levy, father of Oscar Levy 
(A. Krolik & Co.), died at  the resi
dence of his son last Tuesday. The 
funeral was held a t  the same place, 
323 Prospec t  avenue, North ,  last 
Thursday  afternoon, in te rm ent being

made in Oakhills. Rabbi F reund con
ducted the services. Mr. Levy was 
born in Posen, Poland, Aug. 14, 1848. 
He came to America a t  the age of 21, 
clerking in New York City about five 
years. He then formed a copar tner
ship with his b ro ther  and engaged in 
the dry goods and notion business 
at Big Rapids under the style of Levy 
Bros. Four  years later he sold out 
and went on the road for Jacob 
Barth, wholesale notion and fancy 
goods dealer in Grand Rapids.  Seven 
years later he t ransferred  his services 
to Jacob Brown, of Detroit ,  with 
whom he remained eleven years. The 
next ten years he traveled for D. S. 
Zemon, m anufacturer  of cloaks, D e
troit. Fourteen years ago he signed 
up to travel for the Zuieback-Hart- 
inan Co., m anufacturer  of cloaks, 
suits and waists, Detroit ,  remaining 
with that  house until forced to retire 
from the road because of heart  trouble 
about six m onths ago. He was a 
member of Temple Emanuel, Valley 
City Lodge, No. 34, F. & A. M., 
Royal Arcanum  and Macobees. His 
wife died about six years ago, since 
which time he has resided with his 
only child, Oscar. He was a quiet, 
unassuming man who had not  an 
enemy in the world. His word  was 
always good and his conduct was al
ways above reproach.

Bottom  Facts From Boom ing Boyne 
City.

Boyne City, March 23— On account 
of the snow blockade that for two 
weeks preceeded our partial breakup, 
the Michigan T anning  and Extract 
Co. has been running only half time, 
the past two weeks. W e did have 
considerable snow, th a t ’s a fact, but 
we want to call the a ttention of your 
p: et or rhym ing contributor to t h i s . 
none of us are fishing our furniture 
out of a muddy river or going shop
ping a la Venice.

Boyne City has a new enterprise. 
The Boyne City Sales Co., composed 
of A. H. Green, Solvay Colliers, L. 
H. Rouse, of Detroit, L. H. White 
and E. J. Olson, of Boyne City, have 
taken over the automobile  and ac
cessories business formerly conducted 
by E. J. Olson. The new company 
has purchased the H erron  hardware 
building, on Park  and W ate r  streets,  
will remodel it and put  in a complete 
stock of accessories, together  with a 
line of Overland, Chevrolet and Paige 
cars and, as soon as a suitable loca
tion is secured,' will put in a coal and 
coke yard. L. H. Rouse, who comes 
to Boyne City as its manager, is a 
distinctly desirable addition to our 
business and social community. By 
the way, Mr. Rouse says he comes to 
Boyne City’s pure water  and good air 
to save doctors bills. W e have both, 
and th a t ’s no “hot a ir”. Barden, the 
Chamber of Commerce man, says he 
is ashamed to show the State chem
ist’s report  on our water.  Jus t  a row 
of goose eggs ;not a th ing  in it but 
water.

T he  B. C., G. & A. has received 
two new coaches to replace those 
destroyed by fire last fall. These, 
together with the three new heavy 
engines that were put in service, will 
be a distinct addit ion to the service, 
both freight and passenger, that the 
road will give to its patrons.

The friends of Judge  H arr is  are 
congratu la t ing  him on his re tu rn  to 
our community . Maxy.

A Quick Shave.
A man came running into the b a r

ber shop of the Peninsular  Club and 
said to the barber :
“Shave me as quick as you can; I 
want to catch the next car to Mus
kegon.”

Clarence Baker hustled and soon 
had the man shaved, when he said: 

“Well,  you did a quick job!”
“Yes,” says the barber, “but I 

could have shaved you quicker than 
tha t  if I had had a little more time.”

IMPRESSIVE DRESS SHOES
Look wherever you may, you will find it impossible 
to equal the values we offer in our complete line of 
men's dress welts* They have all the qualities of 
style, wrear and looks that are expected of the best.

We invite merchants to send for samples and prices, 
and make critical comparisons.

Your initial order will convince.

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

G 1A N D  RAPIDS, MICHIGAN

A1or>c

I Mileage m
| j  G u aran tee  1

If “Jliis paiPo/HHVXjjinsc H 
shoes Is ̂ uarwiiccd b dtvfc gjK 

III mor-e wkar* com fori lhan EK 
Jg «/other shoe sold at Ihe JH

f same price, m ihe leaiher is S |  
scientifically prepared 

$11 they are made to present 2J|| 
I I  Jte proper sWpey IHe76 gft 
ajf bones of Ihe fool—*-*-» f p

w w x t ,

To help establish with the consumer, 
the fact that Hirth Krause shoes are 
better and longer wearing, this mileage 
guarantee is now packed with Hirth 
Krause Shoes.

M r th '-K r d u s e
Shoemaker# For three G en eration #

Shoes

Brown & Sehler Co.
“Home of Sunbeam Goods“

M anufacturers of

HARNESS, HORSE COLLARS
Jobbers in

Saddlery Hardware, Blankets, R obes, Sum m er G oods, M ackinaw s, 
Sheep-Lined and Blanket-L ined Coats, Sw eaters, Shirts, Socks, 

Farm M achinery and Garden T o o ls , A utom obile T ires and 
T ubes, and a Full Line of A utom obile A ccessories.

G R A N D  R A P I D S ,  M I C H I G A N
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Railways as Borrowers.
On the basis of  est im ates made by 

railway officials, the c o u n try ’s roads 
will this year need $60,000,000. half 
to be expended for im provem ents  and 
be t te rm en ts  to roadbed and terminals 
and half for new rolling stock. The 
rais ing of money in the open market 
for these purposes will afford an in
terest ing  test of railroad credit and 
policy. U nder  the railway law just 
passed a $300,000,000 fund has been 
established to make loans to the com
panies during the next two years, 
these loans to be repaid within five 
years with interest  at 6 per cent. 
However,  on March 1 improvements 
to roadbed and terminals were al
ready under way calling for about 
$300,000,000 This leaves the question 
of buying a full quota of equipment 
still to be solved.

H ear  the end of last year Director 
General Hines asked the railroads as 
individual companies to submit infor
mation on which application could be 
made for higher freight rates. But 
the new law placed the responsibili ty 
for establishing adequate  freight rates 
upon the In ters ta te  Commerce Com
mission. On March 22 hearings will 
begin before the commission at W ash - 
ington to determine what increases ' in 
rates,  if any, shall be granted, to in
sure a re tu rn  of 6 per cent, on rail
way property  values, as required bv 
the Railway Act.

Jus t  what machinery will be devised 
by the commission for carrying out 
the  ra temaking provisions of the law 
cannot be stated. But it is known 
that the railroads need $300,000,000 for 
locomotives and freight and passenger 
cars, and that this sum should be 
raised at once if advantage is to be 
taken of this year 's  complete  output 
of the country 's  railway equipment 
plants.

Can the railroads raise the needed 
funds in the open market on their 
own credit before their earning power 
under private m anagement has been 
determinedr New money is now cost
ing industrial companies, which enjoy 
high credit and large earnings,  from 
8 to 9 per cent., whereas railroad 
rates are to be established calculated 
to produce not more than 6 per cent 
on the total valuation of railway p rop
erties. Some companies will earn more 
than that figure, some less.

The Recent Rise in Stocks.
The rapid rise in stocks on the New 

N ork m arke t  last week b rought  out 
a wave of selling from this city, where 
the upturn was regarded as highly 
manipulative and designed for the 
purpose of distributing stocks. The 
financial community was perplexed at 
the boldness of the movement,  in the 
face of what was viewed as a critical

situation in Germany. Possible stock 
dividends and relaxation in the money 
strain were regarded as the chief 
forces in the advance, bringing about 
large buying back of stocks previous
ly sold for the fall: but it was the 
tes tim ony of stock brokers  generally 
tha t  the violence of the advance made 
for caution on the part  of the public.

Bankers who can discern much of 
a constructive character  in the gen
eral situation express the view that  
the “skyrocketing’’ in certain indus
trial stocks is destined to do harm 
to sentiment.  The German situation 
was regarded as possessing serious 
possibilities. It is realized that  fore
casting is dangerous, but in influential 
quarters  the impression was that it 
may prove a decidedly adverse  factor. 
The  question was asked whether 
E bert  and Noske. having loosed the 
powerful forces of the general strike, 
would be able to control the spirit 
they had invoked.

In conservative quarters  little doubt 
is felt that if the Ebert  government 
surm ounts  present difficulties, care 
will be taken by the Allies not to ex
pose it anew to peril from domestic 
plott ings by making too insistent de
mands upon it. This is taken as 
meaning that the disposition already 
evident in many Allied quarters  to re 
lax str ingent enforcement of some of 
the provisions of the T rea ty  of V e r 
sailles will be increased.

Poverty  and hardship have ever 
been the  great schoolmasters of the 
race, and have forced into prominence 
many a man who would otherwise 
have remained unknown.
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The
Public Accounting Department

of
I

T h e

Mic h ig a n  T r u s t  j
C o m pa n y  j

Prepares Incom e and E xcess Profits 
Tax and other Federal Tax 
Returns.

Installs General and Cost A ccount
ing System s.

Makes Audits and Investigations for 
any  purpose desired.

Room 211

Michigan Trust Company Building
Citz. 4271 Bell M. 408

Grand Rapids, Michigan

GRAND RAPIDS N A T IO N A L  C ITY  BANK 
C I T Y  T R U S T  & S A V I N G S  B A N K

A SSO C IA TED

CAM PA U  s q u a r e
The convenient banks for out of town people. Located e t the  very  canter of 

the city. Handy to the street care—the  Interurbane—the  hotel#—th e  shopping 
district.

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

Combined Capital and Surplus ............................ $ 1,724,300.00
Combined Total Deposits .................. ................... .. 10,166,700.00
Combined To tal Resources ......................................  16,167,100.00

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

ASSOCIATED
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Catch Clauses in Insurance Policies.
Many an automobile  owner learns 

that he has bought an “if” insurance 
policy when it is too late. In taking 
out an automobile  policy one should 
read the same carefully, for some 
companies word their annulment 
clauses so that they read “if” the car 
is used in a race or "if” it goes out  of 
the limits of the United States. O ther 
companies use the word “while.” In 
the case of the “if” clause it means 
that  if anything happens to your car 
months after the race or the trip ou t
side the limits the company can re 
fuse to pay the damages sustained 
The “while” clause means that  the 
company refuses to pay any damage 
for accidents that  happen while the 
car is in a race or while it is out of 
the country

Here  are some of the restric tions 
that, if disobeyed, cancel the policy:

If the car is used for any other 
purpose than those mentioned in the 
policy. Driving for recreation and all 
ordinary business uses is covered.

If the car is driven or manipulated 
by any person in violation of law as 
to age, and, when there is no legal 
age limit, under the age of sixteen 
years.

If the car is driven in any race or 
speed test.

if the car is used outside the l im 
its of the United States and Canada.

In accepting a policy the assured 
also has to agree to give the company 
written notice of any accident; to for
ward to it any summons or other 
papers that  may be served; to permit 
the representatives of the company to 
inspect the car; not to assume any 
voluntary liability and to refrain from 
incurring any expense o ther  than for 
immediate surgical relief.

In taking out an injury to persons 
policy have it endorsed so that it will 
also cover property  damage. P r o p 
erty  damage covers the damage done 
by your car to an o th e r’s property  and 
includes everyth ing except injury to 
human beings. On this same policy 
it is also wise to have a clause added 
tha t  will protect you against claims 
from a man when you have a colli
sion that  is sufficient to put the car 
out  of commission, for the courts 
have held that  where a business ve
hicle is put out of service the owner 
may collect damages for “loss of use.”

Dry-Powder Tube Facts.
Although dry-powder fire extingu

ishers are sold to a gullible public in 
increasing numbers, they  are all, w ith
out exception, practically worthless.  
Tubes costing three dollars each con
tain materials  having an everage value 
of eleven cents. Chemical analysis 
of thirty-one tubes of various makes

shows the contents  to consist  of ap 
proximately 60 per cent, common 
baking soda, 26 per cent, fine sand, 8 
per cent, pulverized chalk and 4 per 
cent, coloring matter,  chiefly iron o x 
ide. The inefficiency of dry powder 
extinguishers was made the subject 
of searching investigation by a spec
ial committee appointed by the Brit
ish Hom e Office in March, 1916. The 
report,  which was issued as a W hite  
Paper,  contained the following s ta te 
ment:  “ I he use of dry-powder fire 
extinguishers is to be deprecated as 
not only giving a misleading sense of 
security, but  being practically use
less for extinguishing or controlling 
fires.”

On an entirely different character 
are the small one-quart  chemical ex 
tinguishers sold under different p ro 
prietory names, but all containing ca r 
bon tetrachchloride as the extinguish
ing fluid. These have the great  ad
vantage of being easily handled by 
women and children. W hen  subject
ed to heat, carbon tetrachloride gen
erates a Tieavy, non-inflammable gas 
that will extinguish fires under cir
cumstances where water would be 
useless. The efficiency of all auxil
iary fire equipment is, however, de
pendent upon several contingencies, 
such as accessibility for prom pt use 
presence of mind of the operator and 
the proper working order of the ap
pliances. In the m ajority  of cases 
it is extremely doubtful whether the 
untrained occupants of buildings have 
sufficient self-possession at the time 
of a fire to make the best  use of such 
appliances, even when they are im
mediately available.

Success is not to be found in luck 
or chance or the help of others. It 
is in yourself alone. If it is there, no 
one can keep you down. If it is not 
there, nobody can help you.

Kent State Bank
Main Office O ttaw a Ave. 

Facing Monroe
Grand Rapids, Mich.

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

Resources
11%  Million Dollars

Per Cent

Paid on Certificates of Deposit
Do Your Banking by Mail

The Home for Savings

PETOSKEY PORTLAND CEMENT CO.
P E T O SK E Y , M ICHIGAN.

Authorized Capital S t o c k ____________$1,500,000.
TO  T H E  ST O C K H O L D E R S:

W e wish to advise the stockholders of the above company to 
hang on to their stock. There is quite an active trading going on in 
this stock and a good many have allowed their stock to go on the 
strength of certain false rumors. In every case it would be wise to  
write the Cement Company and get the truth.

Those who sell their stock now are certain to regret it in the 
near future.

F. A. Sawall Company, Inc.
405-6-7 Murray Bldg._________________  G RAND R A PID S, MICH.

T R U S T  S E R V I C E
To Individuals—

Care for property under living trusts,
Care for securities temporarily or perma

nently,
Act as guardian for minors and incom 

petents,
Act as executor and trustee under will. 

T o Corporations—
Act as trustee under corporate mortgage,
Act as fiscal agent, registrar and transfer 

agent of stocks and bonds,
A ct as depositary under reorganization 

agreement.

W e should be pleased to have the oppor
tunity of discussing with you how w e can 
best serve your interests, in our Trust De
partment.

Brand RapidsTrust Hdmpahy

GRAND RAPIDS, MICH.
O T T A W A  A T  F O U N T A IN  BOTH PHO NES 4391

Values Fluctuate Every Hour
in the

World’s Bond and Stock Markets
Prices s te ad i ly  rise a n d  fall . W h e th e r  you  b u y  or sell, 

yo u  w a n t  to t a k e  a d v a n ta g e  ol these  sh if ts  in value.  Til  a t  
req u ire s  c o n s tan t  to u ch  w ith  th e  m ark e ts ,  m eans  to r  im m ed ia te  
q u o ta t io n s  and  qu ick  ex ecu tion  of orders .

Our Direct Wire Service
For Banks and Investors

O u r  p r iv a te  wires now l ink  W es te rn  M ich igan  witli  th e  
g r e a t  financial cen ters  -New Y o rk ,  C h icag o ,  P h i la d e lp h ia ,  
D e t ro i t  a n d  C leve land .

W es te rn  M ich igan  now r a n k s  as a n  im p o r ta n t  in v es tm e n t  
loca l ity .  T h e r e  a re  th o u sa n d s  of n ew  o w ners  of  s tocks  a n d  
bonds.  B u y in g  a n d  se l l ing  is con tinuous .

OUR BOND DEPARTMENT
with direct connections with the bond centers of the country 
atfords banks and individual bond, owners immediate quotations 
and a ready market.

OUR STOCK DEPARTMENT
having private wires to the leading m arke ts  is able to execute 
orders  in the m ost p rom pt  and profitable manner.
IVe Invite Banks and Investors to avail themselves ot this service
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Send Letters Before Orders.
This  department lias six inspectors 

on the road constantly, who inspect 
the towns, cities and villages th ro u g h 
out the state thoroughly  and sys tem 
atically. render a report  as to their 
findings, with recommendations,  and 
also aid in the investigation of arson 
cases and their prosecution. After 
an inspection of a town has been made 
a general report  is rendered  this office 
by the inspector in a special form. 
This  report  is intended to include 
only  minor offenses tha t  can easily 
and readily be remedied. The inspec
to r  takes up the m at te r  with the pa r
ties responsible for the condition 
while on the ground, and also places 
a copy of his report  into the hands 
of the local fire chief, whose duty it 
is to see that  orders  of the inspector 
are carried out, and the fire chief in 
turn notifies this office of compliance 
or non-compliance. In event of non- 
compliance the m at te r  is taken up 
from this office by letter. In event 
the letter fails to bring results , a 
formal o rder is served upon the par ty  
or parties concerned.

The more gross violations against 
fire prevention are reported  on a spec
ial form. W henever  possible the p a r
ties responsible for the condition are 
interviewed by the inspector while on 
the ground and in addition thereto  
this office addresses a letter to them 
requesting that the recommendations 
of the inspector be carried out within 
the specified time. A copy of such 
letters is sent to the local fire chief, 
who in turn reports  the compliance 
or non-compliance In event they do 
not comply with our request we 
might write them a second letter or 
serve a formal order, depending upon 
the circumstances surrounding the 
case.

O ther  kindred forms of reports  are 
used referring to the inspection of 
specified subject-matter,  such as “I n 
spec tor’s R eport  Relating to Rubbish,” 
“ Inspection Report Rela ting to Public 
Halls .” " Inspec to r’s Report Rela ting 
to Fire Escapes,” etc. The follow-up 
on these reports  is identical to that 
described in the immediate preceding 
paragraph.

Inspection of moving picture houses 
is also made by the inspectors, and 
fees collected. W here  violations oc
cur, an order  is issued in the form 
of a letter that  the condition be rem 
edied. In event they do not comply 
with the order  their license is revoked.

The departm ent has distributed 
considerable literature during the 
past year. W e have distributed 280,- 
000 of a “W hy  Take a Chance” cir
culars;  80,000 of “T hink Fire— Before 
I t  Happens .” and “Stop the Fire 
W as te ,” and 7,000 “News Bulletins.” 
In addition to this we have distributed 
21.000 lithograph posters  on fire, se t
ting forth the loss in dollars and 
cents and lives through fire, the caus
es with number of fires by each and 
the loss in dollars and cents; the ap
proximate  tax for fire loss; an appeal 
to all to be more careful and a special 
appeal to smokers, and winding up 
the poster  with “Make Every  Day 
Fire Prevention Day.”

The  department has a sort of branch 
office in Detroit ,  to take care of the

work in tha t  city and surrounding 
terr i tory.

It has been the experience of this 
office that  be tte r  and quicker results  
are obtained through the medium of 
a letter of appeal to the peoples’ 
sense of good judgm ent than by is
suing formal letters.

Vou may be interested to know 
that our inspectors have made a th o r 
ough inspection of some 125 towns 
in the state,  in addit ion to the special 
calls for inspection which are receiv
ed not  infrequently and in addition 
to the o ther  duties which develve up
on them. H o m er  Rutledge.

Fire Department Purpose.
A municipal fire departm ent is 

maintained to provide safety against 
fire loss for life and property  in the 
municipality.

T hat  sta tem ent should be analyzed 
carefully by every man in charge of 
municipal fire control departments.  It 
includes fire extinguishment, fire p re 
vention, protection of goods against 
water damage incident to fire extin
guishment, correct advice on p ro 
cedure after a fire to avoid contin
gent losses due to exposure of p ro p 
erty , competent advice on industrial 
plant protection and community lea
dership in everyth ing pertaining to 
fire control.

To put it in ano ther  way, the busi
ness of the municipal fire department 
is to reduce the loss of life and prop
erty  from fire for the citizens of the 
community. Every  avenue of effort 
which will bring adequate  re tu rns  to 
this end should be followed.

Recommend Location.
The effectiveness of any fire p ro 

tection appliance frequently  may be 
greatly  enhanced by locating it at a 
strategic point. Every  fire inspector 
who recom mends installat ion of ap
pliances should always point out to 
the property  owner the most effective 
location for it. The inspector has 
made a special study of fire hazards 
and should know where these places 
are. If the recommendation states 
only tha t  a fire extinguisher should 
be placed on the premises,  this ex
tinguisher may not be placed where 
it will most likely be needed or where 
it can be obtainned in the shortest  
time possible upon discovery of fire. 
There  is a best  place for nearly every 
kind of fire protection appliance.

Book keeper 
Wanted

An old-established Grand R ap
ids house desires to engage an ex
perienced book-keeper and ac
countant  who has an ambition to 
develop into an efficient executive. 
Expected to act as house sales
man for in teres ting  side line. 
Posit ion now open, but can be 
held open, if necessary, until 
April 15. Address  Accountant,  
care Michigan Tradesman.

IF YOU HAVE AN OIL PUMPING 
MO TOR INSTALL

McQUAY-NORftlS
S u p c r e i K '

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

perfect lubrications—controls excess oil.

C Z t ----------------------
Distributors, SHERWOOD HALL CO., Ltd. 

30-32 Ionia Ave., N. W. Grand Rapids, Michigan

Bell Phone 596 Citz. Phone 61366 ;

L y n ch  B rothers 
Sales C o.

Special Sale Experts
E xpert A dvertising  

E xp rt M erchandising

209-210-211 Murray B i*g 
GRAND RAPIDS, MICHIGAN

Assets $3.572.588 Insurance in Force $66,109.220

MEBOHifffis Life Xn&HRÀmæ CcomiTY

WILLIAM A. WATTS, President

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

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

RANSOM E. OLDS, Chairman of Board

Offices: 4th floor M ichigan T rust Bldg., Grand Rapids, Michigan 

GREEN & MORRISON, Agency Managers for Michigan

Bristol Insurance A gency
“T h e  A gen cy  o f Personal S erv ice”

Inspectors and State Agents for Mutual Companies

Savings to Our Policy Holders
On Tornado Insurance 40%

General Mercantile and Shoe Stores 30%
Drug Stores, F ire and L iab ility , 36% to 40%

Hardw are and Im plem ent Stores, and Dwellings 50%
Garages, Blacksmiths, Harness and Furn iture  Stores 40%

All Companies licensed to do business In M ichigan. I t  w ill pay you to  
Investigate our proposition. W rite  us for particulars.

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

Fourth National Bank
United States D epositary

I Savings Deposits

Commercial Deposits

3
Per Cent Interest Paid on 

Savings Deposits 
Compounded Semi-Annually

3lA
¡Per Cent Interest Paid on 

Certificates of Deposit 
Left One Year

Capital Stock and Surplus
$580,000

y j j ;  H. ANDERSON. President LAV A N T Z. CAUK1N, Vice President
J. CLINTON BISHOP. Cashier ALVA T . EDISON. Aaa’t Cashier
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W hy Mutual Fire Insurance is B et
ter Than Stock.*

I am here, gentlemen, I presume, 
because the Michigan Retail Dry  
Goods Association suggested my 
name as director for the Grand Rap
ids Merchants Mutual F ire  Insurance 
Company. T hat  selection may have 
been made because 1 stated at our 
convention at Lansing that  I had been 
interested in mutual fire insurance 
for several years. In fact, had had 
$10,000 insurance in the National Dry 
Goods Mutual at the time of its fail
ure. Notwithstanding that,  I said I 
was ready to take mutual fire insur
ance when it was endorsed by this 
Michigan Retail Dry Goods Associa
tion.

After hearing Mr. Trompen, who 
made a talk at Lansing at that  time, 
I stated that when his company took 
insurance at board ra tes I would be 
in the market for some of the insur
ance. There  is more to fire insurance 
than most of us can ever know. I 
understand that mutual companies 
with their s trong  reserves and their 
years of usefulness have as good a 
record as stock companies. An in
vestigation shows a mortality  among 
the latter that  is somewhat discon
certing to a man not familiar with 
the facts.

So long as our company selects 
its risks with great  care, refuses 
those when there is any doubt, keeps 
the larger risks well covered with 
reinsurance, and has its risks widely 
distributed, we are going to have a

♦P aper re ad  a t  an n u a l conven tion  
M ichigan R eta il D ry  Goods A ssoc ia tion  
by  F . E . M ills, of R ansing .

low rate. A large part  of the expense 
of operating old line insurance com 
panies is in commissions and ex
penses for settl ing losses, both of 
which under our plan can be reduced 
to a minimum. It seems to me, 
gentlemen, with the safeguards which 
we have put a round this company, 
with the splendid showing it has a l
ready made, from the figures which 
are before us and its prospects, we 
can well afford to give it a liberal 
amount of our insurance. And with 
the rising cost  of merchandise I be
lieve that m ost of us should add to 
the insurance we are now carrying.

I know that  the Grand Rapids M er
chants Mutual Fire Insurance Com
pany has insured some grocers. W e 
dry goods m erchants  know that in 
the event of loss the water  damage 
is apt to be greater  than the damage 
by fire. This is not apt to be true 
in case of fire in the average grocery 
store. The fact that  their rates are 
usually lower proves this point. So I 
don’t see that we need to be con
cerned as dry goods m erchants  if 
this insurance company sees fit to con
tinue to take insurance on some other 
lines.

Plate  glass insurance ra tes have re 
cently almost trebled and tire insur
ance rates are advancing. W e are all 
compelled to carry more insurance 
than formerly. T h e  overhead ex
penses on every store is coning to 
be a more serious problem. The sub
ject of mutual fire insurance should 
receive a g reater  consideration from 
us than it has in the past. You will 
not sign your name on the dotted

line and purchase merchandise for 
your counters it you can buy for pe r
haps three quarters  or half the money 
other merchandise which is satisfac
tory. W h y  not t reat the m atter  of 
insurance in the same way?

Mr. D eH oog  tells me tha t  he has 
signed up something like $50,000 new 
insurance during this convention. I 
believe the 200 men present  can easily 
make their expenses to this conven
tion il they will sign for more insur
ance before going home. Mr. T ro m 
pen and Mr. D eH oog  will answer any 
questions which are in the minds of 
any men present.

In answer to Mr. Cook’s question, 
Mr. Trom pen  states that the respon
sibility of each man insured is limit
ed by the Michigan law under which 
th is .company is organized to one ex 
tra assessment. So you see, gentle
men, it isn’t possible for us to have 
any trouble there.

Also, gentlemen, when the com
pany accepts your insurance and sees 
fit to reinsure part  of that,  this com
pany is responsible,  as it selects its 
own reinsurance. As there is some 
question as to the insurance on 
stocks of paper patterns, it is better 
to have them  specially mentioned in 
some or all of your policies.

The essential characteristic of a 
national writer is tha t  he does not 
merely depict national traits;  he 
pleads f o r .policies. From the begin
ning we have had no dearth of writers 
who have made contributions to a 
knowledge of American life. Irving, 
Cooper, Bret Harte,  Joel Chandler 
Harris ,  Mark Twain;, even Jack Lon

don, all did this and did it well. T hey  
made American customs popular  a t  
home and known abroad. Blit they 
were not public leaders.  T hey  did 
not advocate to-day what they felt 
we should have to-morrow. In so 
far as men like Emerson, W hit t ie r  and 
Lowell were pleaders, even agitators, 
it was on specific or tem porary  issues. 
Franklin, perhaps, is our nearest  to 
the ideal. Mark Twain came near be
coming a national figure through his 
attacks on what he considered spirit
ual frauds and social injustice. But 
his activitiy in this line began too 
late in his life. His career was ap
proaching the end, his fame was es
tablished. The phamphleteer could 
make no headway against the hum or
ist. And when William Dean H o w 
ells has seen fit to raise his voice in 
plea or protest  it has been in the 
mood of the editor in the easy chair. 
It has failed to stir because of its 
suavity; it has fallen short  of the 
mark by reason of its courtesy. W alt  
Whitman more than any one else had 
the substance of the national writer, 
but he lacked the form and the p ro 
gramme.

Discouragement is one of the g rea t
est  of human enemies. I t  is an un
mitigated curse. I t  has done more to 
dwarf the efforts of the race, has 
thwarted more careers,  stunted and 
starved more lives, ruined more cre
ative power than any o ther  one agent.  
11 is a disease that is well-night uni
versal in some form. Everybody suf
fers more or less from it—is the vic
tim of its poison.

Listen! Don’t let your local insurance man lead you to believe that 
your protection and prosperity depends on his trade—

Jones increased his business 50% in six months after mak- It Don’t! 
ing a clean saving of 25% on cost of his fire insurance

Yes Sir!
Michigan

It got him out of that rut. Try it, it will prove itself.

Bankers and Merchants Mutual Fire Insurance Co.
Wm. N. Sent, Secretary, FREMONT, MICHIGAN

I N S U R A N C E  A T  C O S T
On a ll k in ds o f stocks and bu ild ings w ritten  
by us at regu lar board rates, w ith  a d iv idend  of 
30 per cent, returned to  the p o licy  holders.
N o  m em bership fee charges.

Insurance th at w e have in force over $3,600,000.

Surplus larger than average stock company.

MICHIGAN SHOE DEALERS MUTUAL 
FIRE INSURANCE COMPANY 

FREM ONT, MICH.

One of the Strongest Companies in the State

The Grand Rapids Merchants Mutual 
Fire Insurance Co.

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

Endorsed by The Michigan Retail Dry Goods Association.
Issues policies in amounts up  to S i 5,000.

Backed by several million dollar companies.

Offices: 319-320 Houseman Bldg. Grand Rapids, Michigan
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B U S IN E SS O R G A N IZ A T IO N .

H ow It Can But Be Brought 
About.*

T he p ro g ram m e co m m ittee  h a s  a n 
nounced  a s  the  su b jec t of m y b rie f d is 
cussion  th is  a fte rn o o n  "B u sin e ss  O rg a n 
iza tio n ."  p re su m ab ly  because  th a t  is th e  
title  of tile  co u rse  w hich  I am  g iv in g  in 
th e  D e p a r tm e n t o f B u sin ess  A d m in is tra 
tion  a t  th e  U n iv e rs ity  o f M ich igan . W ith  
th e  perm ission  o f th e  A ssoc ia tion , I shall 
n o t a t te m p t to cover such  a n  a m b itio u s  
su b jec t in the  few m o m en ts  a t  m y d is 
posal. 1 am  go ing  to  try  to p re s en t for 
y o u r co n sid e ra tio n  th e  p o in t of v iew  of 
the  econom ist and  th e  acad em ic  s tu d e n t 
of bu sin ess  m e th o d s  an d  su g g es t som e 
•'.ays in w hich th is  p o in t of view  m ay  be 
o f serv ice  to th e  re ta ile r .

U ntil a  few y e a rs  ago, bu s in ess  co n d i
tio n s  w ere to le rab ly  s tab le . T ru e , we 
h ad  h eard  of th e  h igh  co st of liv ing  b e 
fore 1911 and  efficiency e x p e r ts  h ad  p ro 
pounded th e ir  rem ed ie s  fo r th e  w a ste s  
of com m erce an d  in d u s try , b u t th ese  
sca rce ly  d is tu rb e d  th e  bu s in ess  m an  of 
th e  old school who c o n tin u ed  in th e  even 
ten o r of h is  w ay.

In to  th is  peacefu l s itu a tio n  cam e th e  
w a r  w ith  its  dem and  fo r th e  p roduc tion  
of new  goods an d  c u r ta ilm e n t o f p ro d u c 
tion  o f th e  old. w ith  its  d iv e rs io n  o f h u 
m an  labo r and  c ap ita l from  p rod u c tio n  
o f w ealth  to  d e s tru c tio n  of w ealth . H o w 
ev er ju s tilia b le  a  w ar m ay  be, it  m u s t 
n e v e r be fo rg o tten  th a t  it  leaves the  
w orld  a n d  th e  b e llg e ren t n a tio n s  poo rer 
in a c tu a l  co n su m ab le  goods—a n d  co n 
sum ab le  goods, n o t m oney, c o n s ti tu te  th e  
re a l w ealth  of a  c o u n try .

P a r tly  a s  a re s u lt  of th is  d iv e rs io n  of 
lab o r an d  c ap ita l we have in m ore s e r 
ious form  th a n  before  a  r is in g  p rice level 
(if indeed w s can  sp eak  of p rices  w hich  
ch an g e  a lm o s t da ily  a s  h a v in g  a  level). 
W e have p rices  w hich  b ea r a lm o s t no 
re la tio n  e ith e r  to  those  e x is t in g  before 
th e  w ar o r to  th e  incom es of consum ers . 
1 say  p a rtly  a s  a  re s u lt  o f th is , fo r in  
m y opinion th e  m ost im p o r ta n t fa c to r  in 
o u r h igh  co st of liv ing  is q u ite  d ifferen t.

liven  m ore fu n d am en ta l th a n  th is  m a 
te r ia l change  h a s  been th e  w a r 's  e ffec t 
on o u r h a b its  of th o u g h t. Only tw o of 
th ese  I w ish to  m en tion  h ere . F ir s t ,  
th e re  h as  com e a  rea liz a tio n  of th e  g re a t  
va lue  of science to in d u s try  and . second, 
th e re  h as  come a  fa m ilia ri ty  w ith  G ov
e rn m en t con tro l of bu sin ess  a n d  in d u s 
try  an d  a h a b it of th in k in g  in te rm s  of 
th e  whole N a tio n .

T he  value of sc ience  h a s  long been 
ap p re c ia te d  in a  s tu d y  o f th e  physica l 
w o rld ; so m uch so th a t  th e  te rm s  science 
and  scien tific  have  been app lied  to  a  
g re a t m any  th in g s  w here  th e  te rm  com 
m on sense  shou ld  h av e  been used . B u t 
com m on sense a n d  science a re  q u ite  d if
fe re n t. A science  is a  body of o rg a n 
ized know ledge an d  th e  scientific  m ethod  
is m ade  up o f th e  follow ing e le m e n ts : 
(1) A nalysis  of th e  s ig n iflan t fa c ts ; (2) 
a  c lassifica tion  of th e  fac ts , a n d  (3) con 
clusions d raw n  from  th ese  fac ts .

T h ere  is no t. a s  is som etim es im plied, 
a  sh a rp ly  de lim ited  field in w hich  th e  
scien tific  m ethod  is a p p ro p ria te . A ny 
field in w hich th e re  a re  m easu rab le  fa c ts  
is a  p ro p er field for science. I t  is  m y 
co n ten tion  th a t  bu sin ess  m e th o d s a n d  
business  o rg an iza tio n  co n s ti tu te  such  a  
field.

in fac t, th e  scientific  m ethod  h a s  a l 
ready  been app lied  to  in d u s try  a s  oppos
ed to co m m erce ; th a t  is, m a n u fa c tu rin g  
as  opposed to  buy ing  a n d  selling . .Es
pecially  d u rin g  a n d  since  th e  w a r science 
lias been e x ten d in g  itse lf  m ore a n d  m ore 
over th a t  field. T he m ovem en t is called  
scien tific  m an ag em en t an d  i ts  ch ie f e x 
ponen ts  a re  the  in d u s tria l en g in eers  w ho 
a re  becom ing m ore a n d  m ore com m on a s  
a d v iso rs  in in d u s tria l en te rp rise s . M eth 
ods used  in v a rio u s  in d u s trie s  fo r y e a rs  
an d  in som e case s—a s  b rick  lay in g  fo r 
c en tu rie s—h av e  been rad ica lly  changed  
w ith  a  re s u ltin g  inc rea se  in o u tp u t. T he 
m ere  fa c t t h a t  a  tilin g  h a s  a lw ay s  been  
done in a  p a r tic u la r  w ay is n o t in  itse lf 
su ffic ien t reason  fo r c o n tin u in g  to  do it  
in th a t  w ay. Scientific  m an ag em en t, 
th e n , is m ore th a n  a n y th in g  else a  p o in t 
o t v iew , a new  sp ir i t  in in d u s try . I t  
re su lts  in a dem and  fo r the  fa c ts  a n d  
decisions based  on those fa c ts . I t  m in 
im izes th e  im p o rtan ce  of tra d itio n . T he 
old, a s  well a s  th e  new , m u s t ju s tify  i ts  
ex isten ce  in th e  lig h t of re a so n  a n d  effic
iency. I t  ta k e s  v e ry  little  fo r g ra n te d , 
for i t  is o ften  found th a t  in  th o se  v e ry  
p a r ts  o f a  sy stem  w hich  a re  ta k e n  for 
g ra n te d  lies th e  w eak  sp o t o f th e  w hole.

M ay 1 quo te  a  few  s ta te m e n ts  o f Mr. 
F . W. T ay lo r, the  f a th e r  of th e  “ S cien 
tific M an ag em en t’ ’ m ovem en t?  “ S cien
tific m an ag em en t is  n o t an y  efficiency 
device; n o r is i t  a n y  g ro u p  of efficiency 
devices. I t is n o t a  new  sy stem  o f fig u r
ing c o s ts ; i t  is n o t the  p rin tin g , ru lin g  
and  un load ing  of a  ton  o r tw o of b lan k s  
on a  s e t  of m en a n d  say in g  ‘H ere  is  y ou r 
s y s te m ; go use i t . ’ I t  is n o t an y  o f th e  
dev ices w hich  th e  a v e rag e  m an  calls  to  
m ind w hen scien tific  m a n a g em e n t is 
m entioned . 1 believe in  th e se  devices, 
b u t th ey  a re  n o t in whole o r in p a r t  
scientific  m a n a g em e n t."  In  essence , 
sc ien tific  m a n ag em en t involves a  com 
plete m en ta l revo lu tion  on th e  p a r t  of

•P a p e r  re ad  a t  an n u a l conven tion  
M ichigan R eta il D ry  G oods A ssoc ia tion  
by P ro fesso r C. E . Griffin. D ep artm en t 
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th e  w ork ingm en  a n d  em ployers to w ard  
th e  so lu tion  of b u s in ess  p roblem s.

C an we look for an  im p ro v em en t in th e  
buy in g  an d  selling  p u rs u its  by  the  ap p li
ca tio n  o f b e t te r  m e th o d s of "know ing  th e  
b u s in ess?"  T h is  is a  h igh ly  im p o rtan t 
qu estio n , fo r it m u s t be rem em b ered  th a t  
tlirough  th e  h an d s  of the  re ta ile rs  o f the  
co u n try  pa sse s  a  la rg e  p a r t  of th e  to ta l 
incom e of th e  people o f th e  U nited  
S ta te s . Som e idea of th is  im m ense v o l
um e of tra d e  an d  hence th e  social r e 
sp o n sib ility  o f th e  re ta ile rs  a s  a  c lass  
can  be g a ined  w hen we rem em b er th a t  
th e  m ost re liab le  e s tim a te s  place the  
to ta l incom e in th e  U nited  S ta te s  a t  
a b o u t sev e n ty  billion do lla rs  p e r  an n u m . 
Now, if we tak e  o u t th a t  p a r t  go ing  to  
sav in g s , pub lic  u tilitie s , re n t an d  a  few 
o th e r  lines o f e x p en d itu re , I th in k  w e 
can  ta k e  a s  a  co n se rv a tiv e  e s tim a te  th i r 
ty -five  billion do llars  sp en t an n u ally  
th ro u g h  re ta il  s to re s  o f a ll types. H a lf 
o f th e  incom e of th e  people of th e  U n ited  
; -tat.es. th ir ty -fiv e  billion do llars , flowing 
in to  th e  han d s  of th e  re ta ile rs  of th e  
co u n try , by them  to  be d is tr ib u te d  am ong  
th e  p roducers , th e ir  ow n help in  re ta ilin g  
and  th e ir  own profits. F u r th e rm o re , th a t  
a  v e ry  la rg e  p a r t  of ev ery  do lla r sp en t 
gos to  pay  for th e  expenses a n d  p rofits  
o f re ta ilin g . F ig u res  for d iffe ren t k inds 
o f re ta il  s to re s  v a ry  a ll the  w ay  from  
tw elve p e r c en t, o f sa le s  fo r g roceries  to  
3'i an d  35 p e r c en t, fo r jew elry  an d  a  few 
o th e r  lines. A n o th e r w ay  of g e ttin g  a t  
th e  sam e g en era l q u estio n  is to  tak e  
th e  n e t p ro fits  of th e  w holesale an d  re ta il  
trad e . A ccording  to incom e ta x  re tu rn s , 
n e t p ro .its  of in d iv id u a ls  a n d  co rp o ra 
tio n s  in th ese  lines is e s tim a te d  a t  ab o u t 
tw o and  a  h a lf  billion do llars . I t  is little  
cause  for w onder th a t  people a re  in te r 
ested  in th e  m idd lem an  even though  
th e ir  in te re s t  m a n ife s ts  itse lf  m ain ly  in  
foolish and  u n in te llig en t a tta c k s .

i t  is safe  to say  th a t  a b o u t th is  m ost 
im p o r ta n t of all fields of business, we 
h av e  the  le a st s a tis fa c to ry  in fo rm ation . 
E ven  am ong  re ta ile rs  them selves, the  
lack  of a cc u ra te  in fo rm atio n  concern ing  
th e ir  own business  is a sto u n d in g . T he 
H a rv a rd  B u reau  o f B u sin e ss  R esearch , 
w hich  for th e  p a s t few y e a rs  h a s  been 
m ak in g  in v estig a tio n  of th e  costs  of 
doing bu s in ess  in v a rio u s  re ta il  lines, r e 
p o rts  th a t  i ts  w ork  is g re a tly  h am pered  
by the  fa c t th a t  re ta ile rs  do n o t have  the  
d a ta  upon w hich to  base  th e ir  an sw ers  
to  q u estio n s  propounded  to them . T he 
B u reau  h a s  found it  n ece ssa ry  firs t of 
a ll to p e rsu ad e  re ta ile rs  to ad o p t c e r ta in  
fe thods  of a cco u n ts  before  th e  in fo rm a
tion  could be ob ta in ed . T he H a rv a rd  
B u reau  h a s  done exce llen t w ork  in r e 
p o rtin g  upon tile costs  of c a rry in g  on 
c e r ta in  lines of business. T he  re p o rts  to  
d a te  cover g ro ce ry  s to re s , shoe s to res, 
h a rd w are  s to re s  a n d  jew e lry  s to res.

1 com m end th ese  re p o rts  to yo u r a t t e n 
tion , fo r while th e y  do n o t touch  the  dry  
goods b u sin ess  d irec tly , they  do su g g es t 
a  line o f a t ta c k  upon re ta ilin g  business 
w hich  shou ld  be v a luab le  to all engaged  
in th a t  business.

\ \  bile th is  k ind  of a  s tu d y  is  o f g re a t  
va lue , i ts  ch ie f va lue  lies  in  se rv in g  a s  a  
m odel tor th e  re ta i le r ’s s tu d y  of liis own 
bu s in ess  an d  a s  a  basis  of com parison  of 
h is  own bu s in ess  w ith th e  no rm al o r 
a v e rag e  s to re . T he idea u n derly ing  the  
w ork of th e  H a rv a rd  B u re au  is  to  find 
how  m uch i t  costs' to c a r ry  on th e  b u si- 
ness  of re ta ilin g  a n d  how  th is  to ta l cost 
of re ta ilin g  is sp lit up. T h u s  we have  
fo r g roce ry  s to re s  an  in v estig a tio n  of 
a b o u t 500 s to re s  of all c lasses. D a ta  h a s  
been  com piled  show ing  th e  g ro ss  profit 
w hich a p p ea rs  in th is  business  to v a ry  
from  14.(i p e r cen t, to  28 p e r cen t, of 
sa les , w ith  th e  m ost com m on figure 21 
p e r  cen t. T hen  we have  figures fo r 
busy ing  expenses, w ages of sa le s  force, 
a d v e r tis in g , o th e r  se lling  expenses, re n t, 
losses from  bad deb ts. In  o th e r  w ords, 
we have  expenses an a ly zed  acco rd in g  to 
1 u n c tio n s  p erfo rm ed . In add ition , we 
h av e  th e  n u m b er of s to ck  tu rn s  a  y e a r  
a n d  th e  av e rag e  an n u a l sa les  fo r sa les  
persons. \ \  ith  th is  d a ta  before  h im , th e  
re ta ile r  h a s  a  s ta n d a rd  w hereb y  h e  can  
m easu re  th e  efficiency o f h is  ow n s to re . 
I am  a  firm  b e liever in  the  va lue  o f com 
p ariso n s  ot th is  kind . A re you pay ing  
too m uch fo r de livery  o r a d v e r tis in g  o r 
bad d eb ts?  W ould it  n o t be of va lue  to  
you, in an sw e rin g  q u estio n s  of th is  kind , 
to have  before  you th e  d a ta  fo r o th e r 
s to re s  com parab le  in size a n d  m a rk e t to 
y o u r o w n ? It seem s to  m e th a t  th e  r e 
ta ile r  needs to g e t som e fixed p o in ts  o u t
side his own bu sin ess  house from  w hich 
he can  ju d g e  h is  position . I t  is  not 
enough  to  know  w h e th e r  he is  m ak ing  
m oney  or losing  m oney. H e should 
know  w h e th e r he is m ore o r le ss  efficient 
th a n  o th e r  re ta ile rs  of h is  c lass. I f  m ore 
efficient, w herein  lies h is  a d v an tag e ?  H e 
m ay  find th a t  he excels  in som e po in ts , 
b u t in o th e rs  he is n o t above p a r. I f  so, 
he can  bend ev ery  e ffo rt to im prove th ese  
po in ts . F o r  it  m u s t be rem em b ered  th a t  
a s  long a s  we have free  com petition , i t  
is n o t th e  ab so lu te  efficiency th a t  co u n ts  
in p rofits. I t  does co u n t in  low ering  co sts  
to con su m ers  and , th e re fo re , from  th e  
pub lic  po in t of v iew , is to be encou raged . 
T h a t is  th e  econom ic ju s tif ic a tio n  of 
s ta te  colleges of B u sin ess  A d m in is tra tio n  
—to ra ise  the  g e n era l level o f efficiency 
o f bu sin ess  a n d  th u s  g ive  th e  consum er 
m ore for h is  m oney. All th a t  is  w ell and  
good, b u t from  th e  p o in t o f v iew  of th e  
re ta ile r  h is  p rofits, a s  d is tin g u ish ed  from  
w ag es  fo r h is  ow n la b o r  a n d  in te re s t  .on 
h is  own cap ita l, depend  n o t on th a t  b u t 
upon th e  re la tiv e  efficiency o f h is  s to re , 
com pared  to  th e  g en era l ru n  of s to res. 
I t  is th e  d iffe ren tia l a d v a n ta g e  th a t  
coun ts.

How a re  we to g e t the in fo rm ation  fo r 
such  a com parison? in the  firs t place, 
th e  re ta ile r  m u s t know m ore a b o u t h is  
own business. T h a t m ay  seem  like a  
p resum ptions  s ta tem e n t, b u t 1 m ean  l i t 
e ra lly  to  know  h is  business a s  fa r  a s  is  
h u m an ly  p ossib le ; not to guess a t  it. I 
m ean , to  know  as  well a s  carefu l in v es
tig a tio n  can d iscover how  m uch re tu rn  
lie g e ts  fo r the  dollars sp en t in a d v e r
tis in g , to know how m uch in sa le s  he is 
g e ttin g  fo r every  dollar sp en t for sa le s 
m en, an d  so on, th rough  the  innum erab le  
qu estio n s  th a t  bear upon the efficiency 
of the  s to re . T h a t m uch re s ts  w ith  th e  
indiv idual re ta ile r.

In th e  second p lace, th e re  m u s t be in 
fo rm ation  carefu lly  collected and  a r ra n g 
ed concern ing  the  v ita l fa c ts  of o th e r 
business  houses—not indiv idually  and  by 
nam e, of course, fo r th a t  w ould be g iv 
ing aw ay  p riv a te  business in fo rm atio n — 
b u t for c lasses of s to res. It seem s to me 
th a t  th a t  could well be u n d e rtak en  by 
the  s ta te , if i t  rea lly  is in te re s ted  in in 
c reas in g  the  efficiency of th e  re ta il  b u s i
ness. T h a t would, to m y m ind, be a  
m uch m ore fru itfu l line of a t ta c k  on the  
high cost of liv ing  and  the  h igh  co st of 
d is trib u tio n  th an  a re  the  p re sen t c am 
pa igns  a g a in s t the  profiteer. I t  would 
no t be so sen sa tio n a l an d  would n o t be 
g ris t for the  mill of a  p res id en tia l or 
g u b e rn a to ria l cand idate , bu t it  would be 
a  s tep  in th e  r ig h t d irection . One o f the  
b e st th in g s  th e  In te rs ta te  C om m erce 
Com m ission ever did w as to  c o n stitu te  a  
un ifo rm  system  of a cco u n ts  for the  ra il
ro ad s  of the  U nited S ta te s . I t  enab led  
ev ery  ra ilro ad  m an ag er to see ju s t  w here 
h is  road  stood in re la tion  every  o th e r 
road . Such a  plan w ould fail if i t  s t a r t 
ed w ith  the  idea of g e ttin g  evidence 
w hich  would enab le  the  D ep artm en t of 
J u s tic e  to  g e t a  few m ore convictions, 
h u t I believe it w ould succeed if it  w ere 
done in a  s :ir i t  of co-opera tion  and  w ith  
a desire  to help the  re ta ile r  to im prove 
h is  business  m ethods. I t seem s to  m e 
th a t  th e  m oney of the  ta x p ay ers  o f the  
s ta te  w ould be profitab ly  sp en t fo r such  
an  en te rp rise . W h a t 1 have in m ind is 
n o t a  g ran d  ju ry  in v estig a tio n , b u t a  
perm  an t n t b u reau , co llecting  d a ta  and  
pub lish ing  an n u al re p o rts  on th e  re ta il  
business of th e  s ta te .

In add ition  to th e  pu re ly  s ta tis tic a l 
reports  w hich I have re fe rred  to, such a  
b u reau  m ig h t v e ry  well publish  s tud ies  
m ad" by business  ex p erts  on v a rio u s  
ph ases  of th e  re ta il  business. F o r ex am 
ple. re p o rts  m ig h t w ell be m ade on new 
sy stem s  of p ay ing  em ployes an d  on con
d u c tin g  the  c re d it d ep a rtm en t. In  such  
rep o rts , the b e st experience of s to res  in 
o th e r s ta te s  o r in th is  S ta te  m ig h t be 
g iven  pub lic ity . T h is  s o rt of th in g  is 
n o th in g  m ore th a n  an  expansion  of the  
ed u ca tio n a l func tion  of th e  S ta te . I t  is  
a lre ad y  being  done foF fa rm ers  th ro u g h  
th e  ex p erim en ta l w ork of th e  U nited  
S a te s  D ep artm en t of A gricu ltu re  and 
th ro u g h  the  v a rio u s  s ta te  ex p erim en t s ta 
tions. W hy th is  serv ice  shou ld  be con
fined to one c lass  of p rocedures, I do n o t 
know . I su sp ec t it  is because of o u r 
p ecu liar A m erican  idea th a t  th e  fa rm er is 
especially  d eserv ing  of a id  an d  en co u r
ag em en t, while th e  s ta te  shou ld  only 
recognize th e  m idd lem an  w hen crim ina l 
ac tio n  is con tem plated . T h is  B u reau  of 
B usiness R esearch  w ould do m uch to 
b e tte r  re la tio n s  betw een  the  public  and  
re ta ile rs , as well a s  to a s s is t th e  re ta ile r  
in solving h is own problem s.

H ow ever desirab le  such  a  m ovem ent 
would be, we c an n o t look for its  consum 
m ation  in th e  im m ed ia te  fu tu re . I am  
convinced th a to  u t of the  p re sen t in te r 
e s t in the  re ta ilin g  business  w hich so fa r  
I a s  m an ifes ted  itse lf in ac tio n  hostile  
to re ta ile rs , th e re  will come, w hen th e  
fu tility  o f th is  cam paign  is fu lly  dem on 
s tra te d , an  in te re s t in co n stru c tiv e  m e a s 
u re s  aim ed  a t  th is  problem . On th e  one 
hand , th is  co n stru c tiv e  in te re s t  m ay  tak e  
ta e  form  of founding  co -opera tive  e n te r 
p rises, b u t w ith socie ty  o rgan ized  a s  i t  
now is, th a t  will only touch th e  b o rd e r
land of the  problem  of th e  h igh  cost of 
living. The m ore fu n d am en ta l m ove
m en t will be one looking to  a  scientific  
ope ra tio n  of ou r p re sen t d is trib u tio n  
agencies.

In th e  m ean tim e, w h a t can  be done? 
It seem s to m e th a t  re ta ile rs  them selves 
could s ta r t  a  m ovem ent for the  purpose 
of ra is in g  the  g en era l level of efficiency 
of th e  profession . Such a  p lan  could be 
w orked o u t _ by a n y  g roup  of re ta ile rs  
who w ere w illing to  e n te r  in to  a n  a g re e 
m en t to  use a  uniform  acco u n tin g  sy s 
tem  and  exchange in fo rm ation  on the  
v ita l po in ts  of th e ir  business. In  o rd e r 
to p rev en t th e  g iv ing  away- of tra d e  in 
fo rm ation  to  com petito rs  such  a  g roup  
could v e ry  w ell be m ade up  of non -com 
peting  s to res. M erely a s  a n  exam ple of 
w h a t I am  re fe rr in g  to, suppose te n  o r 
tw elve s to res  rep re sen ted  in  th is  g roup  
of ab o u t un ifo rm  size an d  type, an d  each  
located  in a  d iffe ren t tow n in  th e  s ta te ,

shou ld  form  th em selv e s  in to  a  resea i 
a sso c ia tio n . T h ey  w ould  th en  exchan 
in fo rm atio n  m o n th ly  on such  quest- • 
a s  the  a m o u n t o f goods carried  in ea- 
d ep a r tm e n t, th e  m a rg in  o f m ark  up 
v a rio u s  ty p es  o f goods. T h is  illustru  
the  k in d  of s ta t is t ic a l  in fo rm ation  to 
exchanged , b u t th e  n u m b e r of sulisi , 
re p o rte d  on should  n o t be definitely  ‘li 
¡ted. On tlie re q u e s t  of one or u . 
s to re s , in fo rm a tio n  on o th e r  po in ts  shnuM 
be c ircu la ted . W h a t is  th e  purpose 
all th is?  It goes b ack  to w h a t I said 
few m in u te s  ago  a b o u t th e  v a lu e  of co 
pa rison  a n d  of g e tt in g  som e fixed poii 
ou tside  each  m a n ’s  ow n business, 
ad d itio n a l to th is  s ta t is t ic a l  inform al 
exchanged , th e  b u y e rs  fo r th e  van  
d e p a r tm e n ts  could g ive  inva luab le  aid ■ 
each o th e r. In • o th e r  w ords, co-op
tion  shou ld  be c a rrie d , so fa r  a s  possibl- 
w ith o u t g iv in g  tra d e  in fo rm atio n  to  cor-\ 
p e tito rs .

T h is  is n o t a  fa n ta s t ic  schem e unsuii- ; 
for ap p lica tio n  to p ra c tic a l business. 1 
is a lre ad y  be ing  done by m an y  s to res in 
the  co u n try , a s  you a re  p robab ly  aware 
One of th e  b e s t exam ples  of th is  sort 
of co -o p e ra tiv e  effo rt of re ta il  s to res is 
the  re sea rc h  a sso c ia tio n  o f w hich the .!. 
Ip  H udson C om pany, of D e tro it, is 
m em ber. T he  a sso c ia tio n  is in actual 
opera tion  a n d  I am  in form ed  th a t  the in 
fo rm atio n  ex ch an g ed  is of g re a t  value ii 
a s s is tin g  the  m a n a g em e n t of th a t  store 
to decide upon th e  fu n d a m e n ta l bushier- - 
policies ot th e  s to re . T o m y m ind, the 
found ing  o f th is  a sso c ia tio n  w as one of 
the  m ost p ro g ressiv e  s tep s  tak en  by >■- - 
ta ilo rs  o f th is  c o u n try . I t  m ark s  tip- 
m an ag ers  o f th e  s to re s  involved as  in
te llig en t b u s in ess  m en  w ho realize the 
sh o rtco m in g s of in fo rm atio n  ga ther. -I 
from  th e ir  ow n s to re  a lone. The asso
cia tion  g re w  o u t o f a  call issued  by Mr. 
E. A. F ilcn e , of B oston , one of th e  most 
b road  m inded  o f A m erican  re ta ile rs . Mr. 
F ilcne, you w ill rem em b er, w as one of 
th e  few  big  bu s in ess  m en  who, upon our 
e n tra n c e  in to  th e  w ar, h ad  the  foresight 
a n d  u nselfishness to ra is e  h is  voice 
a g a in s t  th e  "B u sin e ss  a s  U su a l” slogan 
th en  be ing  a d v an ced  by  th e  American 
b u sin ess  m en  a s  a  c lass . O ut of this 
m eeting , he ld  a b o u t th re e  y ears  age. 
came, th e  found ing  o f a n  assoc iation  for 
th e  purpose  o f b rin g in g  a b o u t a  closer 
re la tio n sh ip  be tw een  c e r ta in  high class, 
n o n -co m p e tin g  s to re s  an d  to  provide f i n  
exchange  of in fo rm a tio n  on su b jec ts  of 
Common in te re s t .  T h e re  is no subject 
upon w hich  in fo rm a tio n  w ould n o t b< 
exchanged  it one of th e  m em ber stores 
desired . M ay I qu o te  from  a  s tatem ent 
m ade to  th e  sp ea k e r  by  th e  D irecto r of 
R esearch  in one of th e se  s to re s?  i t  is 
r a th e r  d ifficult to s ta te  w h a t fea tu re  
tile R esearch  A ssoc ia tion  is the  most 
valuab le . D iffe ren t m em b ers  of the  ass« 
e la tion  w ould p ro b ab ly  d isag ree  upon 
lid s  m a tte r . P e rso n a lly , I feel th a t  tie 
m ost va lu ab le  a s s e t  w hich  th e  associa 
tion  has b ro u g h t to th e  v a rio u s  sto res 
the  p e rso n a l c o n ta c t o f b uyers  and  exe
cu tiv es  o f one s to re  w ith  persons 
o th e r  s to re s  en g ag ed  in s im ila r won . 
I t  h a s  a  b ro ad en in g  influence an d  t| 
exchange  of ideas  c an n o t fail to be help 
ful, no m a tte r  w h a t is d iscu ssed .”

I rea lize  th a t  th e  p ra c tic a l s itu a te  ; 
p resen ted  by th ese  la rg e  s to re s  is diffei 
e n t from  th a t  w hich  co n fro n ts  the  av. - 
age re ta ile r , b u t i t  seem s th a t  th is  m ove
m e n t does p o in t th e  w ay  to  a  b e tte r  cot; 
tro l in a ll b u siness . T he la rg e  s to re  Can 
have  a  sp ec ia l re s e a rc h  d ep a r tm e n t whit ii 
will an a ly ze  th e  d a ta  o b ta ined  an d  pr 
s en t i t  to  th e  e x ecu tiv e s  in  a  form  ready 
for use, b u t even  in  th e  sm aller stores 
it  would seem  th a t  a  considerab le  am op 
of in fo rm atio n  o b ta in ed  w ould  be of cl 
re c t v a lu e  to  th e  ex ecu tiv e  an d  to tie 
v a rio u s  b u y e rs  in th e  sto re .

A fte r all, such  a  sy ste m  is a  m eans i 
an  end, an d  in su g g es tin g  i t  I w ish, p ri
m arily , to im p ress  upon you th e  im por
tan ce  of a ssu m in g  th is  sc ien tific  point 
view —the  p o in t o f v iew  of th e  laborato i 
a  keen  desire  to  g e t  a ll th e  fa c ts  whi- i 
b e a r  upon th e  b u siness . I f  th a t  desire is 
once a ro u sed , w e can  t r u s t  to the  in 
g e n u ity  of th e  re ta ile r s  to  w ork  ou t a 
p lan to  m ake  i t  effec tive . T he p lan ! 
have s u g g es te d  seem s to be to  be pra 
ideal a n d  to  be v e ry  m u ch  w o rth  while 
H ow ever, a s  1 hav e  su g g es ted , th is  plan 
is n o t a n  end  in i ts e lf  a n d  q u ite  possibly 
b e tte r  m ea n s  to  th e  d e sired  end  can be 
d iscovered .

A nother s e t  of p rob lem s w hich can 
very  well be a tta c k e d  in  th e  sam e spirit 
a re  included  in th e  re la tio n  o f th e  par 
t ic u la r  bu sin ess  m a n  to  bu sin ess  a t  larg. 
Is p ro sp e rity  go ing  to  co n tin u e?  Is it 
w ise to  s to ck ' up on sp ec ia l lines c 
goods? A ny  a t te m p t  to  solve th ese  p rob 
lem s by  th e  g e n e ra l im pressions of tin- 
ind iv idual b u s in ess  m an  is  bound to  be 
u n sa tis fa c to ry . T h e re  a re  c e r ta in  in - 
dices t h a t  show  th e  tre n d  of the  times. 
T he fa ilu re  ra te ,  th e  am o u n t of building 
co n stru c tio n , th e  n u m b e r o f unem ployed,

Attention, Mr. Retailer, please
Do yo u r B ooks show, in connection  w ith  y o u r A nnua l In v en to ry , Exact Gross 
Profits on M erchandise  Sold? Incom e T a x  R e tu rn s  re q u ire  th is  fac t.

T H E  E L Y ’S C O M P L E T E  B U SIN ESS RECO RD  
(P rice  $5.00. C ash  w ith  o rd e r)

F u rn ish e s  n o t only th is , b u t o th e r  e sse n tia l d e ta ils  o f y o u r b u sin ess , re ad y  to  j 
h and , fo r Ten y ears , w hich a re  w o rth  m ore th a n  th e  book costs .

L. A. E L Y , 262 Grand Boulevard, W est,
D etro it,  M ichigan.
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OVERMEASUREMENT

XJOW  much does .2% 
of your annual piece 

goods sales amount to? 
A right tidy sum! Yet 
this is approximately the 

amount that each year slips 
through your fingers by reason of

2%  o f  p ie ce  
g o o d s  sa le s ,  
o r 20% o f  
n e t p ro f it

If for part of this sum you can eliminate this loss for all time, 
thereby substantially swelling your net profits, isn’t the means 
by which you can accomplish this worthy of an investigation ?

Visualize this percentage, converted into terms of dollars—2% of 
annual piece goods sales, now lost by overmeasurement, trans
ferred into the profit column! Have you ever realized what a big 
part of net profits is a supposedly negligible 2% of your piece 
goods sales?

There is nothing theoretical about the proposition. Dealers far 
and wide have been quick to adopt the remedy. They have 

h learned* that MEASUREGRAPHS solve the problem; that 
MEASUREGRAPHS represent an investment paying big divi- 

J dends, because they transform that lost 2% into a substantial profit.
A p o s t card w ill bring our representative

THE MEASUREGRAPH COMPANY
Makers o f The MEAf>UKEGRAPH has been ap-

Fabric-Mensuring Q A TTVT'p T O T T T Q  proved by Weights and measures officials
Cost-Computing OTa -LIN X I j v U I O  wherever submitted and carries the endcrse-
Machines ment of thousands of enthusiastic users.
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th e  tre n d  o f p ric e s  m on th  by  m o n th , a re  
exam ples  of th e se  fu n d a m e n ta l bu s in ess  
cond itions. No one m an  can  s u rv e y  th is  
w hole field una ided , b u t th e re  a re  s ta t i s 
tica l b u reau s  w hich  m ake  a  sp ec ia lty  of 
collecting' d a ta  o f th is  k in d  a n d  b a sin g  
p red ic tio n s  upon th em . T h ey  a re  n o t 
a lw ay s  r ig h t, fo r th e  p re s e n t s ta te  of 
know ledge on  econom ic a n d  bu s in ess  
q u e s tio n s  is n o t su ffic ien t to  en ab le  th e  
s ta t is t ic ia n  to  d isen tan g le  a ll th e  co n 
fused  th re a d s  of th e  p rob lem s, b u t an y  
conclusion  b a sed  upon a  s tu d y  of fa c ts  
m u s t be b e t te r  th a n  th e  “ h u n c h ” o f the  
u n tra in e d  m an . T he bu s in ess  m an  can  
w ell a v a il h im se lf o f th e  serv ice  g iven  
by  th e se  b u re a u s  an d . w h a t is s till m ore 
im p o r tan t, can  h im se lf m ak e  a  ser io u s  
s tu d y  o f th e se  econom ic p rob lem s a n d  
th e  b road  p rin c ip les  u n d e rly in g  th em .

I w ish  to  m en tion  ju s t  one o th e r  po in t. 
T h e  N a tio n a l G o v ern m en t a n d  th e  s ta te  
g o v e rn m e n ts  a re  v y in g  w ith  each  o th e r  in 
e n e rg e tic  a t ta c k s  on th e  h igh  co st of 
liv ing . F o r  th e  m o s t p a r t ,  th e se  c a m 
p a ig n s  a ssu m e  th a t  som e c la ss  o f m en 
is responsib le  fo r th e  d ifficulty  an d  so 
we hav e  th e  h u n tin g  o u t o f p ro fiteers. 
As 1 h av e  in d ica ted , 1 th in k  th is  is an  u n 
w ise ex p en d itu re  of m oney  a n d  en erg y . 
T h e re  m ay  be p ro fiteers, b u t, to  m y 
m ind , p ro fiteerin g  is on ly  one a n d  a n  
u n im p o rtan t c au se  of th e  h igh  co s t o f 
liv ing . M ost im p o r tan t, i shou ld  say , is 
th e  su p p ly  o f  p u rc h a s in g  m ed ia . D u rin g  
th e  w ar. w e a c c u m u la te d  th e  la rg e s t 
su p p ly  o f gold ev e r  held  by  a n y  co u n try  
an d  upon th is  gold su p p ly  th e re  w as 
b u ilt up a n  im m ense  p y ram id  o f c red it. 
W h en ev er m oney  o r m oney p lu s c re d it 
used  fo r p u rc h a se s  in c rea se s  m ore r a p 
idly th a n  th e  vo lum e o f tra d e , p rices  
m u s t rise . I t  is a  s im p le  m a tte r  o f a r i t h 
m e tic . T hose who c r itic ise  th is  position , 
p o in t o u t th a t  gold h a s  re cen tly  been  
flow ing from  th e  U nited  S ta te s  a n d  s till 
p rices  hav e  n o t declined . T ru e , b u t th e  
c red it s tru c tu re  o f th e  co u n try , based  on 
th e  rem a in in g  gold re se rv e , is v e ry  la rg e ; 
so la rge , in fac t, th a t  th e  F e d e ra l R e 
serv e  B oard  co n sid e rs  i t  n e ce ssa ry  to  
re s tr ic t  th e  ex p ansion . T h is  a p p e a rs  to  
m e to  be th e  ch ief c au se  o f h igh  p rices. 
C u rta ilm e n t of p roduc tion , th e  g re a t d e 
m an d  fo r o u r p ro d u c ts  a b ro ad  bid fo r in 
te rm s  o f a  d ep rec ia ted  cu rre n c y  a re  a lso 
co n trib u tin g  cau se s. L as tly , in a n y  p e r 
iod o f u n s e tt led  p rices  an d  espec ia lly  
r is in g  p rices  th e re  w ill be som e g re a t  
pro fits  m ade by som e c la sses . T h is  is 
only  n a tu ra l  a n d  is n o t confined to  m id 
dlem en, b u t is tru e  of fa rm e rs , m a n u fa c 
tu re rs .  la b o re rs  a n d  som e in d iv id u a ls  in 
all c la sses . W here su ch  ab u se s  ex ist, 
i t  m ay  be well to  p u t a  s top  to  th em , 
b u t i t  is  a  m is tak e  to  c en te r  th e  w hole 
a tte n tio n  of th e  people o f th e  co u n try  
upon th is  m in o r c au se , to  th e  neg lec t of 
the  fu n d a m e n ta l cau ses.

T o  a  c e r ta in  e x te n t,  re ta ile rs  th e m 
selves a re  responsib le  fo r the  p re sen t 
a t t i tu d e  to w ard  th em . T he  a v e rag e  m an 
little  re a liz es  th e  co sts  of re ta ilin g  and  
th e  fu n c tio n s  perfo rm ed  by th e  re ta ile r . 
W h a t is needed  is a  g re a te r  fran k n e ss  
on th e  p a r t  o f a sso c ia tio n s  of re ta ile rs  
to w ard  th e  public . S ta tis t ic a l  s ta te m e n ts  
show ing  th e  g ro ss  p rofits  of re ta ile rs  a n d  
how th is  p ro fit is sp lit up be tw een  the  
v a rio u s  re ta ilin g  co sts  a n d  n e t profits 
shou ld  be free ly  g iven . Such figures 
should be g iven n o t only  upon re q u e s t 
o f public  officials, b u t  shou ld  bo d is tr ib 
u ted  a s  p a r t of a  p u b lic ity  cam paign  of 
re ta ile rs . T h u s , the  c a re fu l com pila tion  
o f d a ta  w hich 1 have  spoken of above  
a s  being  e sse n tia l to an  efficient c o n 
d u c t of th e  business  can  well be used  
for th is  ad d itio n a l purpose o f a  cam paign  
o f ed u ca tio n .

A fte r all, we m u s t rea lize  m ore fu lly  
th a n  ev e r  before  th a t  re ta ilin g , a s  a ll 
o th e r  g re a t  econom ic fu nc tions , is of a 
public n a tu re . T h e  re ta ile r  is, in a  v e ry  
real sense, responsib le  to th e  public  'f o r  
the  co nduct of h is  b u siness . W h e th e r  
we like th a t  philosophy or no t, i t  is  the  
view, w h e th e r consciously  ex p ressed  o r 
not, held by a m a jo rity  o f  th e  people. 
T h a t  be ing  tru e , the  b e tte r  case  the  r e 
ta ilo r c an  p u t up fo r h im se lf in th e  co u rt 
of pub lic  opin ion  th e  b e tte r  it  w ill be for 
hint. T he tim e  is p a s t w hen a n y  g ro u p  
of m en can  say , "T h is  is m y bu sin ess  
an d  if the  pub lic  does n o t like the  w ay 
it is  ru n , th ey  can  m ake  th e  b e st o f i t .”

In conclusion , we all rea lize  th a t  th e re  
is a t  p re s en t a  se lle r 's  m a rk e t;  th a t  w ith  
the  sh o rta g e  o f goods a n d  g re a t  dem and  
th a t  m any  bu sin ess  houses a re  s tav in g  
in b u siness , w hich , u n d e r d iffe ren t c o n 
d itions , w ould be so re ly  p ressed . T he 
sp ea k e r w as re c en tly  to ld  by a  p ro m 
in en t re ta ile r  of D e tro it th a t  a lm o s t a n y  
V!K: to -d a y  could succeed  a t  re ta ilin g  in 
D etro it. The fa ilu re  r a te  o f D un an d  
I • rad stree t confirm s th is . A low fa ilu re  
ra te  is a  sign o f p ro sp e rity , b u t le t us 
no t delude ourse lves. I t  is q u ite  possib le 
th a t  th is  low ra te  po in ts  to  a  g r e a t  n u m 
ber of o v e r-r ip e  fa ilu res ; p o ten tia l fa il
u re s  w hich w ould becom e rea l fa ilu res  
if cond itions change  for the  w orse. A t 
a n y  ra te , if  you ag re e  w ith  m e th a t  the  
p re sen t s itu a tio n  is n o t n o rm al, th en  i t  
m u s t be a p p a re n t th a t  w ith  th e  s e tt lin g  
d 'w n  w hich  m u s t ta k e  p lace, th e re  will 
com e a n  acid  te s t  o f th e  bu s in ess  m e th 
ods o f ex is tin g  houses. T he b e s t a s s e t  

a . tim e  will be a  m ethod  o f ac  
c u ra te ly  know ing  th e  bu s in ess  in its
s tm u "  of a ? d, ? 1,at,it of c a re fu l. tu d j of fu n d am en ta l bu sin ess  cond itions 
in th e  co u n try  a t  la rge . 5

N ot everyth ing that  succeeds is 
success. A man may make millions 
and be a failure still.

Suggestions W hich  Will  Increase 
Sales of Shoe Dressings.

In securing a good appearing  shoe, 
the first requisite is good material, 
especially for the uppers,  for without 
a good leather or  cloth surface the 
appearance can never be attractive.

The material of the ordinary  shoe 
upper is leather, and leather is the 
skin of some warm-blooded animal 
rendered secure f rom  decay and the 
o rdinary  natural changes of animal 
m at te r  by some process of preserving 
the skin and making it durable under 
wear. This process has various forms 
the results  being obtained by the use 
of acids, alkalies or bo th ;  salt will 
pro tect skins from decay, but is not 
satisfactory for shoes. The aim is to 
secure the skin from decay, render it 
durable for an indefinite period, and 
keep it pliable, so that  when used in 
a shoe it will conform to the shape of 
the foot without discomfort to the 
wearer.

U nder  the early and simple methods 
of tanning skins, baths of vegetable 
tannin made from bark, leaves, acorns, 
pods, leaves, etc., were used. The 
tanning properties  of oak or hemlock 
barks were extensively employed. The 
change from raw skin into leather 
was the result of long soaking in the 
tan liquors until  every part  of the skin 
had absorbed the tannin. It was a 
process often extending through many 
months, and the leather resulting 
from such a process was supposed to 
be very durable.

By the more m odern processes the 
skins are treated to a bath of the bi
chromates of potash or soda, which 
act rapidly, and the desired end is o b 
tained in a much shorte r  time than by 
the older vegetable system. For  many 
of the purposes for which leather is 
required, the modern “chrom e” tan 
nage is accepted as satisfactory, but 
m odern forcing methods are less suc
cessful in bark tanning where the 
operation is continued until the tan 
liquors have thoroughly  permeated the 
hide fibre and converted the gelatine 
into leather.

W hatever  method of tanning may 
be used, the bark or the chrome, the 
leather obtained has not entirely lost 
its original characteristics of the skin 
of the worm-blooded animal. An ex
amination of the outer  or hair surface 
will show the traces of the hair fol
licle in which the natural hair of the 
animal was held and grew; the sweat 
pores are also to be observed. The in
ner or flesh side has a different su r
face. more spongy than the outer. 
Both sides show' how tanning sub
stances have been drawn into the skin. 
The pores while affording entry  for 
the tann ing  substances, after  the 
leather has been converted into shoes, 
offer opportun ity  for mois ture  to be 
again absorbed if the surface is sub
jected to its attacks.

To  a certain extent  the blacking or 
o ther  coloring substances used for the 
final surfacing of the leather further 
fill these little holes in the leather 
surface, so for some time a new pair 
of shoes shows little change, if well 

kept, w ithout being further dressed. 
But as time goes on, the shoe becomes 
shaped to the foot which rare ly is as 
graceful in contour as the last on 
which the shoe was formed. Angles

and wrinkles develop, affording places 
for dust  to gather, and the face of the 
leather being cramped into ridges and 
hollows, the drying process is more 
rapid; the little holes are pulled open 
until they yawn enough to take in 
minute particles of dust. This drying 
process goes on steadily, unless de
layed by frequent applications of some 
kind of surface dressing. A dressing 
is either an oil for softening the 
leather and making it more water
proof, or  a polish for shining the sur
face of the leather.  Sometimes a 
dressing combines the properties of 
both agents in varying proportions.

The original skin on the animal dur
ing life was self-oiled, the natural 
grease of the body keeping it flexible 
and pliable. The drying process was 
going on constantly, in the form of a 
scurf which the animal worked off in 
natural ways, by mud or water bathing 
or rubbing against  a rough object, but 
the live animal skin was never dried 
or cracked because it was properly 
oiled.

Although the skin in being tanned 
has changed its character into leather,  
the need of oiling is even more essen
tial, because the natural oil has been 
washed out in the tanning process. 
As it is necessary to keep the leather 
pliable a proper application of oil is 
required.

One of the most natural oils is 
“neat’s foot,” a heavy oil produced 
from portions of the slaughtered bul
lock. This when thoroughly rubbed 
into the pores of the leather will keep 
out the dust  particles as well as the 
moisture, and will continue to work 
into the pores lubricating and allowing 
the leather to bend easier without 
cracking; the stiffliess being prevent
ed, it bends without breaking, and 
the life of the leather is prolonged.

Another oil of efficiency is castor 
oil, a natural vegetable product,  
which contains admirable qualities, 
and is not only absorbed but for the 
time holds the surface well protected 
against intruding substances.

Mineral oils in form of vaseline anc 
kindred substances are good for the 
required purposes. Kerosene oil when 
applied to hardened leather will ren
der it soft again, though its quick 
evaporation makes it necessary that 
some heavy oil or grease should fol
low to fill the opened pores and main
tain the flexibility.

The results  after an application of 
these simple oils is not pleasing. The 
leather is dulled in appearance, and 
darkened, even if the oil is clear and 
pure. Thus it is evident that  oil of 
itself is not a polish.

T o  secure a polish it is necessary to 
till the pores of the leather and all 
its cracks and grains with a substance 
that  under friction will receive a pol
ish, when rubbing with a brush brings 
out its brilliant qualities, and leaves 
the surface smooth as glass. This 
shows that whereas the oil sinks into 
the leather, the polish remains on the 
surface. The uses of the two must 
not be confounded, for the results  
from each are as different as the m a
terials.

By a careful combination of selected 
materials, leather dressings are p ro 
duced, which to a certain extent com
bine some of the properties of the oil

and the polish. A high grade dress
ing, having oil properties ,  sinks into 
the leather and feeds the fibres, keep
ing them  pliable. I ts  peculiar prop
erties allow the reception of a soft 
and brill iant gloss, different from the 
hard, metalic surface resulting from 
the application of some kinds of a 
“blacking,” which after  being daubed 
on the leather, is burnished to a bright 
hard polish. T he  burnished polish, 
being a surface trea tm en t  will wear 
away. The polish tha t  sinks into the 
leather will remain longer because 
the leather gives with it, and does not 
break.

The increasing cost of leather, due 
to their reduced supplies, with a cor
responding increase in the cost of all 
leather manufactures,  of which shoes 
are the most com m on item, makes it 
a m atter  of simple but necessary thrift 
that every shoe wearer should care 
properly for the leather, according to 
its character  and use. T he  heavy boot 
of the laborer requires a more heroic 
t rea tm ent than the delicate kid boot 
of the woman whose feet rarely en
counter hardships. The  woman who 
works for her living requires shoes 
that  should be dressed frequently in 
o rder to pro long  their usefulness, and 
render the cost  of her wardrobe near
er her income. Every  person needs 
to give reasonable a tten tion  to the 
shoes worn according to the various 
uses, and for such care the proper 
dressings should be obtained and kept 
in supply.

The simple and original dressings 
are the best for the heavy shoes that 
experience wettings and drying. Wet 
is the wors t  enemy of leather, conse
quently the surface of the leather 
m ust be kept water-resisting a t  all 
times, for no one knows how unex
pectedly the wetting  may be experi
enced. Im mediately  a fte r  wetting 
trea tm ent is necessary tha t  the leath
er may be properly  dried. W hatever 
the kind may be, the dressing should 
be at hand, for a good appropriate  
dressing preserves the leather, makes 
it wear longer, and retain its original 
good appearance longer than  if ne
glected or trea ted  to the w rong  dress
ing.

A wise choice of dressings is im
portant,  and tha t  dressing  which com
bines the m ore  essential properties 
for preserving the original quali ty of 
the leather is the best dressing for the 
greater  num ber of kinds. Given well- 
cleaned and prepared  shoes, the ap
plication of the p roper  dressing in
creases the life of the shoes every 
time.

S ip s  of the Times
Are

Electric Signs
Progreaaive merchant« and manufac

turer! now realize the taint of CletMe 
Advertising.

We furniah you with aketchea. price# 
and operating cost for the aaking.

THE POWER CO.
BeU M 797 C itizens 42*1
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MARTHA Washington Shoes are a big factor in the Honorbilt 
Line.

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 
W ashington Lace, Plain Med
ium Narrow Recede Toe, 
Square Edge, 13A  Inch Half 
Military H eel, Turn Sole, A- 
E E , 2*4-8.

No. 15— Button, B -E E , same as No. 14.

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 tor sales promotion.

F. Mayer Boot &  Shoe Co., wuSTJSK
Export Department, Bush Terminal Soles Bldg., 130-West 42d St., New York City.
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Retailer’s A ttitude T o w ard  G arden
ing by School Children.*

1 am very glad of this opportunity  
to talk to you upon the subject of 
gardening for boys and girls. It is 
one oi the topics, one of the life 
works, that  the State Board of Ag
riculture is in teres ted  in. We are 
co-operating with the local. Federal,  
city and country  clubs in the line of 
food production.

I am especially happy to come here 
and meet the people who represent  
the Retail Dry Goods Association of 
Michigan. 1 hope I can be as suc
cessful in trying to sell you the idea 
oi gardening as it has been sold in 
Lansing, as Mr. Knapp has informed 
you. And I want to pay my tribute 
right here to the merchant  of Lansing. 
This m ovement is backed by the 
Boards of Education and the .Superin
tendent of Schools, but the m erchants  
of the city have helped to make it 
one oi the possible lines of education, 
rural education, and when I say city 
gardening. 1 don’t mean the larger 
cities, but I mean every small town 
where the people are not actually e n 
gaged in production and in the coun
try as well.

But to get back to the restless 
child in the city. It has been proven 
that school gardens is one of the best 
known systems of education; for we 
have come to this place in education 
where we believe that  an education 
should tit an individual for a living 
and gardening teaches the process of 
earning a living by which about one- 
third of the people of this country  of 
ours  earn their living and by which 
industry all of the people m ust live, 
be fed and clothed.

So 1 cannot conceive that there  
is any kind of education for children 
that  is more im portan t  than ga rden
ing and I want to say here, too, that  
gardening is the most m odern and 
last thing in the m ethods of teaching 
education, because no longer do we 
have children sit down with a book, 
but they work the th ings out actually 
as they are. We teach them  in a r ith 
metic to work out the things that 
they will have to do on the farm, in 
the store and in the factory.

To-day in agriculture, all the way 
through, from the children in the grade 
school to those in high school and 
college, we teach agriculture by do
ing the thing itself, and it is in really 
doing it that they really know it. 
So it is a fundamental principle that 
they do gardening as a real method 
of education and of knowing agri
culture.

City children are educated in sev
eral lines, so they may have a chance 
to choose their life occupation. In 
cities where the children do not have 
a chance for gardening, they do not 
know whether they  would like to do it 
or not. Children in the city should 
have a chance to know what they 
would like to do. To-day there are 
boys and girls who might do a splen
did service for their country if they 
were but given a chance to learn agr i
culture.

There  is a wonderful th ing to be 
learned from science and I want to 
say tha t  it is not an e lementary thing.

*P ap er re a d  a t  convt n tion  M ich igan  
R eta il D ry  Goods A ssoc ia tion  by M rs. 
D ora  S to c lan an , of L ansing .

Agriculture  is one of the greates t  
sciences. Take for example the little 
old love-apple of our g ran d m o th er’s 
days. I rem em ber  how she used to 
tell us not to eat those little love- 
apples because they were poison, but 
to-day we bave those splendid large 
tomatoes which we grow not only in 
the season, but in the hot houses out 
of season. This  is one of the oppor
tunities of increasing production. In 
increasing the little apple from that 
size to the large tom atoes offers won
derful possibilities. 1 might mention 
o ther  things that have been cult ivated 
and made to produce more, such as 
red rock rye afid o ther  things. So 
it is a great  industry.

The city child is ignorant about 
country  ways, as a rule, and from an 
educational viewpoint is as much of 
a rube. It is as bad to be a city rube 
as a coun try  one. It is quite as un 
fortunate for a child in the city not 
to know where we get our food and 
clothes as it is for the child in the 
country not to know how the stores 
and factories are run. I am a teacher 
of a Sunday school class and one day 
1 was teaching the story of the Sower. 
1 brought  in some wheat (we had 
about 100 in the class from 10 to 12 
years of age) and I said. “ W here  
does our daily bread come from?” 
and expected an immediate reply, but 
was disappointed. I said again, 
"W here  does the bread come from ?” 
1 thought  they would say wheat,  but 
there were only five children out of 
that 100 who knew what wheat was. 
And then 1 said, "Well,  where does 
your bread come from ?” and sixty 
little hands went up with the com 
munication that it came from the 
baker or the grocer. Then I asked 
them if their m ammas didn’t make 
bread and the o ther  forty  said, "Why, 
mamma makes bread, but  she makes 
it out  of flour and the flour comes 
from the grocer.” There  were a few 
little boys who knew the grocer got 
the flour from the mills. But I said, 
“W hat  does the miller make the flour 
out of?” and there were only five who 
knew that it was made from wheat 
and they were some boys who hap
pened to be from the country. Do 
you think that is an unusual thing? 
I don’t.

1 heard Mr. Sexton, Superin ten
dent of the Public Schools-at Lansing, 
say at the M. A. C. one m orning this 
week that 30 per cent, of the children 
in the big ward schools of the city 
of Lansing had no idea where wool 
came from. A great many thought  
it grew. I think it is im portan t  that 
the children know som ething about 
gardening.

The next m ost important  thing— 
and it is more im portan t  than the 
o thers  I have spoken of—is this 
There  are some of you here who have 
boys and girls between the ages of 
seven and fourteen and I do not need 
to say to you tha t  this is a danger 
period and the great  danger comes 
to the city child because for ten 
weeks in the summertime these chil
dren are allowed to run loose. I am 
not here to advocate taking awTay any 
of the labor laws, but I am saying to 
you tha t  we have got  to put som e
th ing in the place of work  for these 
children.

Our farm adjoins the city of L an
sing and also lies along the bank of a 
s tream and I could tell you some 
heart  rending things— I am going to 
say something that is going to sur
prise you. You think children like to 
play. More children like to work 
than they do play. It is when they 
get into the habit of playing that  they 
do not like to work. The boys and 
girls at that age want to get to work. 
They can sell papers and cut lawns, 
but there are not very many jobs 
that they can do. The average boy 
and girl wants to do something worth 
while—a job that is a worth-while 
job that they can get pay for. T hat  
is one reason why gardening is a 
worth while job for those ten weeks 
and they will have something to do 
and will get their salaries. The fam
ilies are not supposed to use this ga r
den stuff for their food and not pay 
for it. Occasionally we find that some 
people want the produce to go into 
the family amount. Jus t  as parents 
allow a child to raise a pig or a calf 
and then sell it and the child gets 
nothing for it. There are hogs in this 
world without bristles as well as with 
them. The proceeds of that  garden 
or raising of animals or any other 
kind of work that they are interested 
in should go to the children. I know 
about this because I paid the boy 
who lives at our place and takes care 
of the poultry, 80c per dozen for 
fresh eggs and I was happy to do it, 
because it was something worth while. 
And when I came away last night the 
little boy was started out on a new 
job. The family living on our farm 
had a large family and it was the 
envy of our boy that  he couldn’t milk 
enough cows because there were too 
many boys over to the other fa rm ers’. 
We have a new family in there now 
and they haven’t any children and 
when I came away last night our boy 
was glorying in a new milk pail and 
milk stool and he probably got  up at 
5 o ’clock this morning to do the milk
ing. He is a normal boy and wants 
to do a job and a job that  is worth 
while.

I could give you figures on the re 
sults of this club work, but you have
n ’t the time for them this morning 
and I want you to be interested. There 
are 2,000 boys and girls who are in 
club work. There  are 500 more who 
raise gardens because of this club 
work. These 2,500 raised $30,000 
worth of produce last year. Now if 
some merchant  was to come into your 
town and say that he proposed to do 
a $30,000 business that year you would 
be interested and think he was an 
asset to the town. And here those 
2,500 boys and girls are doing a $30,- 
000 business and they make $10.03 
each on an average for their produce 
or about a dollar a week and this 
seems good to a great  many of the 
children. One older boy made al
most $400. H e  raised his produce and 
peddled it around, which eliminated 
the problem of transportation. T hat  
is a worth while job for these chil
dren.

Last  year we had in our town some 
vocational schools and about 1200 chil
dren were taking par t  in the work. 
The boys made hammocks. I wonder 
if any of you know how long it takes

to make those knots  in the hammocks. 
The  boys made them  because they 
wanted the hammocks. The girls 
made these little smocks. The g a r 
dening scheme, with these schools, 
and with the recreation work, de
creased juvenile delinquency 61 per 
cent, last sum m er in Lansing. I think 
that is quite an a rgum en t  for garden
ing and it is just  as true in the smaller 
town as it is in the city. This  is a 
worth  while work. I t  cuts down 
crime for children. Very few chil
dren are bad jus t  because they want 
to be bad. T hey  are bad because they 
haven’t anything else to do. The chil
dren like to get together  in gangs and 
go off down the river. T h a t  is why 
I happen to know som ething about 
the boys and girls from Lansing, be
cause we have a river on our farm.

Now in this garden ing  plan, they 
have community  clubs, and they have 
a leader and they get together and 
look over each o thers  things. I t  is 
an incentive to you to come here and 
compare notes and so it is to the chil
dren. In o ther  words, in place of the 
slum gang, we substitute the garden 
club and I guess there isn’t much 
question about the desirability of the 
garden club. F ro m  the child’s view 
point it is one of the main things anc 
it is one of the m ost  real things of 
all and it is this to-day in city and 
in country, and especially in city, that 
is educating and up-lifting the chil
dren.

W e made a canvass of the city of 
Lansing by the 1919 census and found 
that only about  10 per cent, of the 
people of Lansing  went to church. 
We were perfectly horrified until we 
found tha t  we w eren ’t as bad as in 
some other  cities. W e  are  beginning 
to realize th a t  one g rea t  thing that 
the world is needing is a little more 
faith. One of the th ings  tha t  gar
dening teaches a child is faith. “Sowr 
your seed in sod and trust  in God’ 
W hen the child looks at  the seed, he 
can see noth ing  tha t  shows the pos
sibilities of the flower o r  the plant 
or the corn, bu t  he can take that  one 
simple kernel of corn  and drop it 
into the soil and with the aid of the 
soil and sunshine and his own little
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T h e  B o s s  line in c lu d es h ig h est quality , leather-palm , jersey , ticking, and canton flannel g lo v es and m it
tens. Y ou r serv ice  to  y o u r  c u sto m e rs  cannot be com p lete  u n le ss  y o u  ha v e  a good line o f B o s s  G lo v es in 
your stock. W r ite  u s  for full inform ation and sen d  you r jobber’s  nam e and add ress. I f he  cannot su p p ly  
you, w e  w ill se e  that y o u r  order is  filled.

THE BOSS MANUFACTURING CO.
Sales O ffices: K ew anee, 111.—B rooklyn, N. Y.

This Trade-mark identifies 
genuine Boss W ork Cloves. 

Be sure it ia on every  pair you buy.

Trade

From Coast to Coast
I "vEA LER S from Coast to Coast are stocking Boss W ork Gloves. They are pre-
I I  paring for the big drive that starts in July.

That’s when the National Advertising Campaign begins. Not a flash or a flurry, 
but the start o f a  consistent year-after-year policy to sell Boss Gloves to every man and 
woman, boy and girl in the United States w ho has work to do. Full page advertise
ments in a long list o f National Publications will show  that Boss Gloves are needed:

— in the home to tend the furnace, sift and carry out ashes, dust, beat rugs, 
push the lawn mower, black the stove and dozens o f other odd jobs.
—by every man who owns a car, while changing tires, cleaning spark 
plugs, or making repairs and adjustments.
—in every shop, factory, and garage, around the farm, and wherever hands 
need protection against dirt, grease, and minor injuries.

Boss W ork Gloves fit comfortably and are easy to slip on and off. They are made by 
skilled workers—no rough edges; every seam is strongly sewed. They are tough, dura
ble gloves made from fine quality canton flannel. H eavy enough for the most rugged 
work, yet so flexible that they allow the free feel o f a job.

The advertised Boss gloves have three styles o f wrist—ribbed, band and gauntlet. 
Sizes as follows : m en’s, w om en’s, youths’, and children’s. Read the names and descrip
tions o f these gloves in the following paragraphs :
THE BOSS  MEEDY—T h e  w o r ld ’s  f a v o r i te  w o rk  g lo v e  fo r o d d  job9 

a ro u n d  t h e  h o u s e  a n d  g a rd e n ,  a n d  a ll  l ig h t  h a n d -w o rk . 
M ad e  o f  t h e  b e s t  q u a li ty ,  m e d iu m  w e ig h t  c a n to n  f la n n e l.

THE BOSS HEVY—T h e  b e s t  b e t  fo r a ll w o rk  t h a t  re q u ir e s  a  s tro n g , 
w e a r - r e s is t in g  g lo v e . M ad e  o f th e  v e ry  b e s t  q u a li ty , 
h e a v y w e ig h t  c a n to n  f la n n e l.

THE BOSS  XTRA HEVY — T h e  w o r ld ’s  c h a m p io n  h e a v y w e ig h t  
h a n d w e a r  fo r  ro u g h  w o rk . M ad e  o f th e  f in e s t g r a d e  of 
e x t r a  h e a v y  c a n to n  f la n n e l.

THE BOSS WALLOPER—T h is  is  t h e  s u p e r  w o rk  g lo v e. S tro n g , 
flex ib le  a n d  b u i l t  fo r  ru g g e d  w o rk . M ad e  of th e  h ig h es t 
q u a li ty ,  h e a v ie s t  w e ig h t  c a n to n  f la n n e l.

THE BOSS  LETHERPOM—S tro n g  g lo v es  for s t r o n g  w o rk  m a d e  ot 
h e a v y , d u ra b le  c a n to n  f la n n e l w i th  to u g h  l e a th e r  s to u tly  
s e w e d  on  th e  w o rk  s id e  o f p a lm s , f in g e rs  a n d  th u m b s .

THE BOSS  JERZY —W a rm ,  s tu r d y  g lo v es  m a d e  of h ig h e s t  q u a li ty  
c o tto n  je r s e y  c lo th . T h e s e  a re  fo r w o rk  a n d  p la y ,  a n d  
a re  m a d e  in  d is t in c t iv e  c o lo rs .

THE BOSS  TIKMIT—B ig, ro o m y  m it te n s  m a d e  o f t ic k in g  th a t  
w e a r s  like  iro n . M ad e  for h a n d -p ro te c t io n  a n d  ro u g h  
w o rk .

THE BOSS  ELASTO—A flex ib le , h a n d -f i tt i  ng  c a n to n  f la n n e l w ork  
g lo v e  m a d e  b y  a  p a te n te d  p ro c e ss  in  o ne  w e ig h t  o n ly . 
T h is  g lo v e  w ill  b e  a  b ig  se lle r.

Mark
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work  and God, lie can produce on 
the ear 600 to 1500 fold and he has 
learned something; gotten  the con
ception tha t  somewhere,  somehow, 
there  is a wonderful power, a great  
power, that  can take a seemingly in
animate th ing  and bring  back to life 
the hope of the human heart ;  and 
so I believe that  this is one of the 
great  th ings from the child’s view
point.

Now just a word or two from the 
m erchan ts’ viewpoint.  I believe you 
ought to support it just  as every citi
zen ough t  to support it. But some
thing more seems to be needed of 
the retailer and that  is because you 
represen t  public opinion. You are 
publicity people. Mr. Knapp, Mr. 
Mills, Mr. Brogan and Mr. Arbaugh 
opened their windows and gave the 
children a chance to display their ex
hibits. They  did wonderful work, 
hut  that m eans hundreds of dollars to 
you men who gave your  windows to 
the children that  day. Well,  I even 
believe it was good advertising. Now, 
1 am not a merchant,  but I am a con
sumer and there  are plenty of stores 
in my town I have never gone into 
and there are lots of o ther  persons 
who have not. W e  go to buy the 
th ing  we want a t  the price we want,  
because the men in the s tores  are 
the type of people we believe in and 
1 wonder if, after the two days tha t  
the people crowded the s tore  win
dows and tha t  the paren ts  and the 
children stood around those exhibits 
in the store windows, I w onder if it 
w asn’t as good advertis ing as the 
usual th ings in the windows on o r 
dinary days.

One other thought. This has been 
entirely about the city. I want to say 
one thing more. There was exhibited 
last year—the Reo sales building 
opened their room s—pigs, chickens 
and rabbits that were grown by peo
ple from the country and the children 
who raised them would show them  
to the boys and girls in the city. The 
children from the country also saw  
that the children from the city could 
grow things just as well and som e
tim es better than they could in the 
country and I watched in the after
noon my son stand and show off some 
poultry that he was exhibiting. W hat 
happened? Respect for the other fel
low ’s job and a working together.

To-day the greatest menace in this 
country, I believe, is not that we can
not raise enough food, but whether 
we are going to want to. I see be
fore us the great problem of class 
organization and hatred. I wonder 
if it is possible that America is even  
in the future facing a class war—what 
Russia is facing to-day. Class organ
ization is necessary. I am glad that 
you are organized here this morning.
I go immediately from this m eeting  
to the Lincoln Club rooms to the or
ganization of farmers of Kent county. 
The Pomona Grange m eets here to
day. The farmers, the business men, 
the laboring men—we are all organ
ized and that is right. W hat are we 
organized for? W e should be organ
ized to pull together. If we are or
ganized to fight one another, we have 
begun the beginning of the end for 
America and her teacher.

I remember a very important day in

the history of the M. A. C. The M. 
A. C. went down to Ann Arbor and 
won a football victory over the Uni
versity. T hat  was a m ost  wonderful 
day, because the University  had gain
ed victories over larger Eastern  
teams, and this was the first time 
that the M. A. C. had been able to 
win over them —and it has been the 
last time so far. But when they came 
back the young man who lived a t  our 
house said, “Mother, we are going to 
have supper. W e have got  to be 
down town in an hour.” And so I 
got luncheon and we were down in 
front of the Capitol in an hour with 
the thousands of others. The m er
chants had given the boys a quantity  
of boxes and they hade a huge bon
fire and while the fires were blazing 
in honor of that  g reat  victory, many 
speeches were made. I don’t rem em 
ber any of the speeches but one. T hat  
was made by Coach Macklin. One of 
the old football fans said, “H ow  did 
you do it? The University has been 
winning over much larger teams in 
the East.  How did you manage it?” 
And this is what Mac said, “The M. 
A. C. didn’t have s tar  players,  but we 
had a team and that  is how we won 
the game.” In America we have the 
best  m erchants  the world has ever 
seen. W e have the best mechanics 
and laboring men the world has ever 
seen. W e have the best business men 
the world has - ever seen. America 
has the best farmers the world has 
ever seen. T hey  are s ta r  players, 
but  we are all going to play on the 
team and roo t  for the good old U. S. 
A. and that  will win.

Confesses to Liking for Tradesman.
Aurora, Mo., March 15—The writer 

has been an ardent admirer of your 
paper and of its editor, Mr. Stowe, 
for several years. N ot only is the 
Tradesman invaluable as a trade and 
commercial journal, but it has mater
ial in it each week of genuine worth 
to any one, whether he is a business 
man or not.

H aving been a reader of your pa
per for a long time, I have a fair 
idea of the material used.

I am submitting a “line or tw o” 
which you may have seen before. If 
you have, there is no harm done. I 
think the Tradesman has an unrival
ed reputation for originality in every  
way, particularly the material sub
mitted on the front cover. I am par
ticularly fond of fine poetry.

These two or three lines I noticed 
on a menu card a day or so ago and 
at once thought of sending them to 
the Tradesman. I am a resident of 
Gwinn, Mich. My father is in the 
mercantile business there and he, too, 
is strong for Mr. E. A. Stowe and 
his valuable paper.

The writer has been with him for 
the past twelve years. I am touring 
Southern States with a male quartette 
at present.

Clayton Quayle,
Manager Master-singers.

Showing the wisdom  of advertising.
The constant drip of water wears 

away the hardest stone.
The constant gnawing Towser mas

ticates the toughest bone.
The constant com ing lover carries 

off the blushing maid,
And the constant advertiser is the 

man who gets the trade.

If you are made of the stuff that 
wins—it does not matter whether you  
were born in a hovel or mansion—  
you will find your opportunity, or 
make it. You will not be found wait
ing around for chance or luck to aid 
you.

“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.

A Table Syrup 
of the Finest Quality

For use on grid
dle cakes, waffles, 
bread, etc., and 
for home cooking 
where high-grade 
syrup is needed.

In Four Sizes
No. 1%, No. 2, No. 5 and No. 10

The Franklin Sugar Refining Company
PHILADELPHIA

* A Franklin Cane Sugar for every use**
Granulated, Dainty Lumps, Powdered. 
Confectioners, Brown, Golden Syrup

PWM SUGAR-CANE

of Pun, 

¡LUm* 0
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M aking Good Use of the Prospect 
List.

W ritte n  fo r th e  T rad esm an .
Now, while the rather quiet days of 

mid-winter are still with us, is a good 
time to revise the prospect lists for 
the com ing year.

One of the important lists, of 
course, is the list of paint prospects. 
But m ost dealers have other lists as 
well—stove prospects, enthusiasts in 
various lines of amateur sports, back 
yard gardeners, builders’ hardware 
prospects, and the like.

There are quite a few businesses 
where theoe lists are carried simply 
in the proprietor’s head. Information 
retained in that way is apt, in the 
press of other business, to get lost 
or mislaid. In other stores a note 
book, rather m essy from long use, 
has an indiscriminate jotting of names 
and addresses, with a few abbreviated 
particulars.

Personally, I dislike complicated 
book-keeping. A system, to be effect
ive and worth while in the retail store 
—and particularly in the small retail 
store—must be simple, uncomplicated 
and easy to understand. So with the 
prospect list.

Nevertheless, I prefer the modern 
card-index file; although an indexed 
address book will service the purpose. 
The card-index has several advan
tages. Prospects can be classified ac
cording to the line of goods in which 
they are potentially interested. W hen 
a prospect is “sold” his card can be 
transferred to another section of the 
file, to be resurrected later when he 
is in line for a repeat order. If a pros
pect leaves town, you merely have to 
throw away the card. The card-index 
list is the easiest to revise, and the 
least likely7" to become disordered as 
a result of changes and interlinea
tions. It is not expensive to install in 
the first place, when its convenience 
is considered, and it takes very little 
work to keep up. The main thing 
is to have an ample supply of cards 
in convenient places, so that names 
and addresses of prospects brought 
to your notice or that of your sales
people may be jotted down at once 
and thus kept in mind.

If you keep a prospect list, keep 
it up; and keep it revised.

This business of going over the 
prospect list from time to time and 
eliminating the dead-wood that is 
bound to accumulate saves money in 
postage, for one thing. I know large 
firms that are still mailing stuff to 
addresses which they must have se
cured ten or twelve years ago and 
which are “dead” absolutely so far 
as business is concerned. W ith the 
wholesale house, accurate revision is 
difficult. But the retailer, particularly 
in a small community, can keep close
ly in touch at all tim es with the list.

As a business getter, I prefer a 
small, carefully-selected, accurately 
revised list to a larger and more gen
eral list. Thus, some merchants in 
sending out circulars or other matter 
by mail take the city directory, and 
send advertising matter to every ad
dress given there. A big proportion 
of this matter is bound to be wasted. 
In mail advertising of this sort, the 
merchant is inclined to use a big list 
and confine his efforts to a single 
broadside. It is far better to take a

smaller list of the likeliest prospects 
and follow them up persistently, send
ing first a booklet, then a circular, 
then a printed, letter, then an adver
tising card or another booklet. This 
constant dropping of the water of ad- 
certising is what inevitably hollows 
the stone of the prospects obstinacy.

Of course, the advertising must be 
intelligent, tactful and well-conceived. 
That goes without saying.

Prospect lists are of two kinds. One 
is the general list, of people who are 
not regular customers and whom you 
would like in a general way to inter
est in your store and convert into 
regular patrons. Direct by mail ad
vertising is an excellent method of 
clinching the business of the man who, 
for special reasons, may have bought 
from you once or twice. Try to get 
the names and addresses of these oc
casional customers. Then, if, from 
what you know of them as individuals, 
they seem likely to make good and 
permanent customers, put them on 
your general list, and send them ad
vertising matter from time to time. 
If you don’t get results inside of, say 
a year, drop them, and take on other 
prospects. Or you can keep on if 
you have the persistence.

A year, however, should afford a 
fair test of the possibilities. This in
volves sending out advertising matter 
as often as once a month. One firm 
some years ago made a practice of 
sending out a pretty calendar post
card for each month. On the address 
side, in the space reserved for the 
message, were a few seasonable hints 
as to hardware lines. Other firms 
vary the sort of advertising material 
send out. One month may be a per
sonal letter, or a mimeographed cir
cular. N ext month a printed circular.

BOWSER 
O IL S T O R A G E  

OUTFITS
keep oils w ithout loss, 
measure a c c u r a t e  
quantities. W rite for 
descriptive bulletins.

S. F. Bowser & Co., Inc. 
Ft. Wayne, Indiana, U. S. A.

Sand Lime Brick
Nothing aa Durable 
Nothing aa Fireproof 

Makes Structures Beautiful 
N o Painting 

No Cost fot Repairs 
Fire Proof 

Weather Proof 
Warm in Wintei 
Cool in Summer

Brick is Everlasting

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

Junction

DICK INSO N’S

SEEDS
The Albert Dickinson Co.

MINNEAPOLIS CHICAGO

USE
RED CROWN 

GASOLINE
It starts easily even in the 

coldest weather.
And it will deliver all the 

power your engine was de
signed to develop.

For sale everywhere.

STANDARD OIL 
COMPANY

(IN D IA N A )

Chicago Illinois
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Again, some m anufac tu re r ’s booklet,  
with the name and address  of the 
store.

A good th ing is to ge t  up a sor t  
of store paper. Nowadays,  with the 
rising price of paper, any th ing  ambi
tious a long this line is ap t  to run  up 
into money. But a miniature new s
paper, comprising four note  or  in- 
\oice-size pages, with a newspaper 
title and a date-line, is as good an of
fering as any, and need not  cost  very 
much. Make your  suggestions catchy 
and epigrammatic. If  you are famil
iar with the “colyum ” stuffs in the 
big nepwsapers, you can perhaps get 
up som ething a long tha t  line every 
month.

W ith  such a paper, use a title that 
embodies the name of your store. 
“ W anless H ardw are  W h eezes” or 
‘‘B row n’s Biffs” o r  “Kelly’s Kale-Sav- 
e r s”—always punch your little sheet 
full of  the personality  of your busi
ness. By so doing, you get the re 
cipient into  the habit  of looking for 
your little paper every month, and 
in m any cases of keeping it from 
m onth  to month.

The  main th ing  in using the follow
up is persistence. Keep at it. Give 
your list an honest t ry  out. D o n ’t 
shoot off one or two broadsides and 
then quit cold.

Besides the general list, you have 
individual p rospects—prospects for 
paint or builders’ hardware  or stoves 
or furnaces. Keep the cards for each 
class separate. Here,  even more than 
in the general list, it pays to get a 
line on the individual prospect.

To  this  end, it will be well worth 
while to take your lists and go over 
them  with your  salespeople from time 
to time. The  man you don’t know 
personally beyond a nodding ac
quaintance may be known to some 
m em ber  of your staff. Have your 
salespeople swap information regard 
ing individual prospects. This infor
mation will be helpful when it comes 
to actual selling; and will even serve 
to guide y-ou in pu tting  toge the r  the 
personal letters which it is quite often 
worth  while to send out. F o r  when 
you consider the size of a paint order,  
it will pay you to dictate  a letter, or  
even to write one yourself, explaining 
to some individual ju s t  why it pays 
to paint with the particular  brand 
you handle.  The  nearer  your adver
tis ing m ethods come to direct and in
dividual handling of your  prospective 
customers, the more successful you 
will be.

\  ou should not make the prospect 
list a fetich; but you can make it an 
immense help in securing additional 
business and adding to your list of 
regular customers. I t  is an integral 
factor in your  all-the-year-round busi
ness-getting  campaign.

Do not  rely  on mailing-list  adver
tis ing alone; but work  it hand in hand 
with newspaper advertis ing and win
dow display, and have your salespeo- 
Ple trained to back up vour advert is
ing. See tha t  they know jus t  w-hat 
you advertise from time to time, and 
have them  trained to give satisfactory 
service to every customer o r  p ro s
pective customer induced by your 
mailing list or other advertis ing to 
come into the store.

Victor Lauriston.

M I C H I G A N

Proposes a Union of Capital and 
Labor.

New \  ork, M arch 22— I thought  
you would be glad to publish any 
articles which touch on the relation
ship between capital and labor and 
particularly  in view of the trem end
ous economic problems confronting 
the men of the w'orld in the recon
struction period th rough  which we 
are now passing. The  old order  has 
passed forever. The breaking down

.tbe barrier  itself was purely an 
artificial one and could not stand up
on such a weak foundation; weak be
cause it was not founded upon the 
rock of truth.  I t  was all in the evo
lutionary p rogress  of men, which is 
at  best a very  gradual process.  Cap
ital has seen the advantage of edu
cating itself; so has labor. Now let 
them  get together  on a basis of m u
tual understanding and eliminate the 
trades union and the professional agi
tator ,  whose purpose is purely  sel
fish and not in the true interest  of 
e ither sijle. Labor m ust  be taught  
confidence in capital and capital 
m ust show by- its deeds tha t  it is 
w orthy  of it. So with labor. It 
must ,  by real industry  and a true 
conception of fair play with capital, 
be w orthy of its constructive power 
and dignity, bringing consequent hap
piness, harm ony and peace into the 
heart  and home. Strikes which ham 
per production would be looked upon 
by- both sides as a vicious a ttem pt  to 
re ta rd  human progress  and would be 
generally- looked upon by the more 
progressive laborers as an abortive 
a t tem pt  to restore conditions which 
should be archaic and belong onlv to 
a past which had for its hand-maiden 
poverty- and misery, lamentations and 
regret.  The labor union of the future, 
let us hope and pray, will be known 
as “capital and labor union,” from 
which will grow- a be tte r  and happier 
race of men and from the seeds sown 
in this garden of sanity  and content, 
the gardener. Education, will p ro 
duce the flowers of good will and 
just  consideration. This  will be far 
be tte r  than tax-burdening arm am ents  
which proclaim lack of t rust  and con
fidence in one another,  the ultimate 
result of which is misery, grief and 
poverty- to country  and individuals— 
men, women and children.

T. J. Riordan.

Labor Troubles.
\  isitor— “Are y-ou having any

trouble to find work for the unem 
ployed here?”

Uncle Eben— ‘Nope. Our trouble 
here is to get work  out of the em 
ployed.”

Order at Once For 
Easter Delivery

Copley last

No. 20—’Brown Titan 
Oxford, Copley Last, 
Widths B C &* D, 
Sizes 5 to 11 .......  $6.00

No. 10—Mahogany horse 

Oxford, English Last, 
widths C, I) & E, 
Sizes 6 to 11 ......... $5.00

Velvet last

No. 24—ölazed colt Blü
cher Oxford Velvet 
Last, Rubber Heel, 
Widths C, D & E, 
Sizes 6 to 11 .......  $6.00

Hiker last
No. 31—Black Vici Blu- 

cher Oxford, Hiker 
Last, Widths B, C, D 
& E, Sizes 6 to 11 ....$6.75

Slbiteomb Shoe £©«, of Chicago
3*3 W. Monroe S t. cor. F ra n k lin 

CHICAGO A.M. Goetz, Pré« and Trees. 
F. T . Dustin, Mgr.

Chicago's only shoe house featuring exclusively 
SMART SHOES FOR MEN.

The Retail Power of Premiums
SBSISIli

\ J h

is testified to by such mighty successes as 
Wm. W rigley, United Cigar Stores, 
Larkin Co,, and many others.

The ‘H ilco” Profit Sharing System is 
a co-operative Premium Plan accomplish
ing great things for small retailers 
throughout the United S tates^ 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.
1«« N . Wabash Ave. Chicago, 111.
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An Investment Opportunity-Safe and Profitable
WE OFFER FOR SALE

$50,000 7% Cumulative Preferred Stock and $50,000 Com
mon Stock paying cash dividends of 3% quarterly and extras« 
Par value $10.00 per share. Stock is offered with the proviso 
that purchase must be half in Preferred and half in Common 
Stock at par. Dividends are payable quarterly on the first days 
of January, April, July and October. The Preferred Stock may
be redeemed at the option of the Company on the dates and at 
the prices named below:

January 6, 1924 $J0.40 
January 6, Î926 Î0.30 
January 6, 1928 10.20 
January 6, Î930 Î0.Î0

January 6, 1923 $10.45 
January 6. 1925 10.35 
January 6, 1927 10.25 
January 6, 1929 10.15 
January 6, 1931 10.05

Stock exempt from property tax under the existing laws of 
the State of Michigan and dividends exempt from the present 
Normal Federal Income Tax.

OFFICERS AND DIRECTORS.
E. A. Stowe, Chairman of Board,
C  J. Farley, President and General Manager,
C  S. Simkins, Vice President,
F. J. Neuman, Treasurer and Credit Manager,
F. J. Seibel, Secretary and Sales Manager.

The Directors include the above and the following:
Lee M. Hutchins, Treasurer Hazeltine & Perkins Drug Co.,
R. W. Irwin, President R. W. Irwin Furniture Co.,
G. W. Garfield, Chairman of the Board, G. R. Sav. Bank,
Heber A. Knott, Secretary and Treasurer Corl Knott Co.,
Guy W. Rouse, President Worden Grocer Co.

CAPITALIZATION
(Upon completion of present financing)

ncr ......... « .. -D r < 1 A utho rized  O u ts tan d in g7% Cumulative Preferred Stock, par
value $10.00 ------------------------- $_ 400,000 $ 300,000

Common Stock, par value $10 .00___  600,000 300,000

T o ta l------------------------------ $1,000,000 $ 600,000

The following information will indicate to you the excellence 
of this offering:
HISTORY AND BUSINESS:

This business is the outgrowth of the Wholesale Depart
ment of Herpolsheimer Co., established in 1875. In 1902 it was 
incorporated as* the Grand Rapids Dry Goods Company. In 
1912 it was re-organized and recently the Authorized Capital 
Stock has been increased to the amounts shown above.

The Corporation is engaged in the wholesaling of dry goods 
in Michigan, Indiana, Ohio, etc., and has shown a steady growth. 
The elements of risk in this business are much less than in most 
others. This additional offering of stock is made to provide for 
the enlargement of the business in order to properly serve the 
merchants in this territory and take care of the growth of the 
business. In August, 1919, the building which it occupies, known 
as the Corl Knott Building was purchased and by June 1, 1920, 
the entire building will be occupied, which will give it as modern 
an equipment as any in the United States.

PURPOSE OF ISSUE:

of the proceeds of additional stock sold at this time 
will be retained in the business and will be used to take care of 
the phenomenal growth and expansion which it is experiencing 
at this time.
SECURITY:

The last Balance Sheet of the Company shows that the 
largest part of its assets are liquid and quick assets, consisting of 
Accounts Receivable, merchandise, etc., in excess of $1,250,000, 
which does not include the replacement cost of the building esti
mated at $500,000. The total assets exceed twice the debts. The 
net equity behind the entire issue of Preferred Stock is more 
than 2 for 1 and the book value of the Common Stock is in excess 
of $12.50 per share, par value of which is $10. The dividends 
on the Preferred Stock are cumulative and must be paid before 
any dividends can be paid on the Common Stock. The dividends 
on the Common Stock have averaged 12 per cent, per annum 
during the last five years.
EARNINGS:

The earnings in 1919 were five times the Preferred Stock 
dividend requirements and over three times the Common Stock 
dividend requirements. In addition to the cash dividend of 3 
per cent, quarterly on the Common Stock, the Common Stock
holders will receive any extra dividends declared from earnings.

All legal matters pertaining to this issue have been passed 
upon by Messrs. Knappen, Uhl & Bryant of this city and the 
sale of Stock has been approved by the Michigan Securities Com
mission.

As the books are now closed for dividends payable April 1st, 
there are no cumulated dividends and subscriptions will be taken 
at par or $10.00 per share, for such total of stock as you desire, 
with the understanding that half must be in Preferred and half 
in Common Stock.

SPECIAL NOTICE.
As there are many merchants interested in this excellent 

investment offering and as it is our desire to sell this stock 
PREFERABLY TO MERCHANTS IN THIS TERRITORY, 
we reserve the right to accept or reject any or all subscriptions, 
but of course subscriptions will be given preference as according 
to the order received. If you desire further information you can 
use the coupon attached. We would suggest, however, if you 
are satisfied as to the merits of this offering that you send us 
your check for such amount of stock as you desire and upon 
receipt of same we will either send you stock certificates there
for or return your remittance if we cannot accept your subscrip
tion.

Grand Rapids Dry Goods Co.
Grand Rapids, Mich.

Exclusively Wholesale No Retail Connections

Grand Rapids Dry Goods Co.,
Grand Rapids, Mich.
Gentlemen :

Please furnish me with more information regarding the 
stock of the Grand Rapids Dry Goods Company as an invest
ment.

N am e_______________________________

Address_________

City



H o w  T h ey  Look  T o  E x p e r t  Dry  
Goods Man.*

J hardly know what to say to such 
a pleasant introduction as this. I re- 
inember very well my first call on 
M r. Christ ian. I t  m ust  have been 
twenty-seven or twenty-eight years 
ago. 1 was quite a young  man at 
that  time and he had only been in 
business in Ow osso  a few years.  I 
went up there  especially to sell him 
a bill of goods,  and 1 sold him a bill 
of goods—quite the cheapest bill of 
goods f ever sold. Mr. Christian has 
been, skinned” m any times in tha t  
way and the results  are before you.

I have some hesita tion in appear- 
mg before a lot of business men, es
pecially following such an ora to r  as 
A ir. Smith, who has a Statewide repu
tation, and also following a Professor  
of the University . I am only a busi
ness man, the same as you, and so 
I will have to apologize to you for 
not being able to talk as these men 
talk. However, we will try  to get 
toge the r  as business men and see if 
we can get som ething out of my 
topic.

1 he question of the hour  which in
terests  all  m erchan ts  is, Have we 
reached the end of rising prices? If 
so, will present prices hold, and for 
how long, o r  has inflation over-reach
ed itself and are we approaching a 
period of deflation? If  deflation is a t  
hand, will it be by gradual  steps 
which would be to the interests of 
all, and during which a good business 
could be done a t  a profit, or will it 
be precipitate, b rough t  on by panic, 
in o ther  words horizontal reduction?

In discussing the textile  situation, 
cotton goods so predominate  tha t  in 
a general way 1 will use the two 
terms,  textiles and cotton  goods, in
discriminately.  M arkets  are  made 
and broken by cotton goods.

T o  a proper  understanding of the 
situation a short  price resume of the 
past might  be valuable.  T h ir ty  years  
a fte r  the Civil W a r  prices touched 
their  lowest point, a general reaction 
took place culminating in an advance 
of about  25 per cent, in 1907. Fo l
lowing the panic in tha t  year, prices 
reduced sharply, but  by 1914, just  
previous to the war, they had again 
reached a point about equal to the 
level of 1907. Ear ly  in 1915, after  
the shock of war, general cotton  
goods prices were nearly as low as 
they were in 1896. By the fall of 
1915, however, the effect of large 
bodies of men withdrawn from p ro 
duction, and the demands made by 
the war for textiles caused rapidly 
rising prices. The high point in this 
m ovement was reached in the spring 
of 1918, about a year  af te r  our en 
trance into the war. Th is  situation 
was met by our Government in troduc
ing the “price-fixing-by-agreement” 
plan. This immediately reduced 
prices. Following the Armistice, co t
ton goods prices dropped rapidly, 
touching the low point about  March, 
1919. As this  last drop was purely 
sentimental and not  warran ted  by an 
excess of supplies, heavy advances 
were scored from April last year  un
til Feb ruary  1 this  year. T o  concrete 
the situation, a basic fabric like a 
64-60 prin t  cloth priced before the 
i'mo a * a nOU* 41/¿  cents advanced in 
1918 to 19y2 cents, and was reduced 
by price-fixing to  1 5 ^  cents. Afte r  
the armistice this  same cloth was sold 
as low as 8]/2 cents and by February
u- r IS .year touShe.d 23x/ 2 cents.  As 

this fabric is basic in m any lines of 
goods which go over the retail  coun- 
ter, you get from its fluctuations 
som ething concrete as to what  hap
pened to general prices in cotton  
piece goods as the retailer knows 
 ̂ ,was contended in the spring

In  ^  tha t  this fabric cost from 10 
í °  I0^ e n t s  per yard  to manufac
ture. 1 he advances on cotton  piece

goods,  however, were much more ex
treme than those tha t  ruled on some 
o ther  lines of textiles and upon knit 
goods.

It  can not be contended that  these 
prices are warranted  by present condi
tions of costs.  I hey have been brought  
about by an unprecedented shortage 
of textiles all over the world and an 
increasingly active demand, which 
has, in effect, placed standard textiles 
on the auction block.

according to these writers, 
mediate  future of prices.

ill LUC III1-

nn-,£a ^>er a t  a n n u a l co n ven tion
M ichigan R e ta il D ry  G oods A ssoc ia tion  
by  F red e ric k  S tockw ell, V ic e -P re s id en t 
E d so n , M oore & Co., D e tro it.

I t  is interesting to note that  prices 
of textiles are considerably above 
the price of commodities in general 
and that this is true both here and 
in England. I he general price level 
in this country  is represented  by the 
figure 238, while the price level on 
textiles is represented by the figure 
335. In England the general price 
level is represented by the figure 296, 
while the textile price level is repre
sented by the figure 373. I t  cannot
be contended that  costs are much__
if any—higher on textiles than on 
general commodities. Costs of raw 
materials which en ter  into textile 
fabrics are not materially advanced 
beyond the commodity level. L abor  
and overhead costs are no h igher in 
textiles than in o ther  lines. The  in
ference therefore  is that  the profits 
in textiles are  larger, and tha t  there 
is a wider margin between costs and 
prices in textiles than there  is in g en 
eral commodities. Th is  does not 
necessarily mean tha t  the  individual 
m anufacturer  is ge tt ing  all of this 
large profit. The yarn  m anufacturer  
makes his profit for the cloth m anu
facturer  buys his yarns and makes a 
profit on the c loth; the manufacturer, 
as the retailer and jobber  knows him, 
may buy the cloth and pay a finisher, 
who makes his profit. This  is not 
true of all lines, but it i llustrates one 
of the  complexit ies entering  into  a 
discussion of profits on textiles. The  
fact tha t  textiles are  h igher in price 
than general commodities has been 
b rought  about  by a g rea te r  scarcity, 
and by a lm ost  a total  lack of reserve 
stocks.

The  known surplus of any article 
or  commodity governs the  price. Dur- 
ing the war, and since, there  was a t  
all times a known surplus of cotton, 
wool, wheat, food products , and, in 
fact, nearly all necessities. Th is  was, 
and is, the controlling factor in the 
price. The  known surplus above 
needs makes the price. You are fa
miliar with wdiat happens in the m on
ey m arke t  when there  is only a small 
reduction in the bank reserves.  You 
can imagine what would happen if 
there  were no bank reserves.  Som e
th ing approaching this  condition has 
been ruling in textiles. N ot only are 
there no reserves,  but  there  is abso
lute famine. I t  is fair to presume, 
therefore, that  textiles will continue 
to rule som ewhat higher than  gen
eral  commodities until  production ap 
proaches som ewhat nearer  demand, 
no tw iths tand ing  the wide spread be
tween costs and price. And, by the 
way, any  prices which I m ight name 
are the  m anufacturers  prices to the 
jobber.

W hile  economists have been w ri t
ing, during  all  of 1919, about  the  de
cline in Fore ign  Exchange  and the 
danger  to our  m arke ts  from this fact, 
no a ttention  was paid to this  in m er
chandising circles until  about  the first 
• February ,  this  year. A sharp  drop 
in English  exchange a t  th a t  t ime 
seemed to force the  situation p ro m 
inently before everybody. The  news
papers a t  once announced th a t  we 
had passed the high tide of inflation, 
tha t  exports  were backing up, tha t  
a f l°°d of imports  were on the way, 
tha t  falling prices were immediately 
before us and tha t  the high cost of 
living would immediately take a  sharp 
drop. T here  was no difference a t  all 
m the condit ions of supply and de
mand, we were still, industrially, very 
active, labor was being well paid and 
was willing to spend its money. T he  
drop m foreign exchange, therefore, 
seems to  be the  de termining factor,

Jus t  how the textile business of 
this country will be affected is hard 
to define absolutely, but certain known 
factors lead us logically to the con
clusion that  the textile price situation 
in this country will not be directly 
affected, to any serious extent,  by the 
price of foreign exchange, by the so- 
called backing up of exports , o r  by a 
big increase in our imports.  O ur  ex
ports of cotton goods are less than 
6 per cent, of the total exports of 
this class of merchandise for the 
world. E ngland’s are 64 per cent. 
Our  production of cotton goods in 
pounds is in round numbers some
thing over 2,000,000,000, while our ex
ports are about 100,000,000 pounds, a 
m at te r  of 5 per cent, of the total. W e 
consume the 95 per cent. In addition 
to this, our exportation of cotton 
goods is principally to South Ameri
ca and far eastern points-, where there 
is no depreciated foreign exchange. 
As to the importation of textiles to 
any extent, where are they going to 
come from?

England has never exported many 
goods to the United States, and about 
the only goods that  are coming now 
are a few fine yarn goods, where raw 
cotton  is a small factor in the cost, 
and labor is a large factor. Further-  
more, England cannot buy our cotton 
vuth a 35 per cent, exchange rate 
against her and export  to us heavy 
cotton goods, which are the kind of 
goods which make and break m ar
kets. In adddition to this, England 
is enormously busy in her textile cen
ters.  H e r  exports  are going up by 
leaps and bounds, she controls the 
m arke ts  of the world and is supply
ing all Central Europe with textiles 
Remem ber that  while the exchange' 
r a t ,e> ,be t^ e.en the United States 
and England is against the latter,  
England has an enormous advantage 
in exchange over nearly all the rest  
ot the world and is capitalizing it to 
the limit. H e r  mills are sold ahead 
to r  m onths  to come at the highest 
prices ever known, and she has prac
tically no textiles for us. Many buy
ers from this country  are now, and
t l f 7 m - EuroP e’ figuring that the difference in exchange would per
m it them to buy goods there, pay the 
duty a n d lay the merchandise down 
in this country  a t  much lower prices 
than those ruling here. They are 
confronted m England by the enor-

ifXtlLe actlvlty mentioned above. Furthe rm ore  the manufactur
er there is very familiar with the ex
change situation, and where he has 
any  goods to offer, he advances the 
prices to meet the difference in ex
change W e  cannot  expect therefore 
many textiles f rom  England, very 
few from France, none from Ger
many, Austria  or  Italy. The textile 
districts in France are in process of 
re-building, and such fine goods as 
she can send ns have no bearing „ „  
our general markets . Germany can
not  finance raw material  with which

, 7  , ------ , h *“ **h>, emu ii sn e
could, she needs all the goods she 
would produce for a long time to 
come. The  exchange situation and 
exports and imports of textiles ap
parently  cannot  in themselves be 
much of a price factor in this  coun
try in the near future.

We are producing less textiles in 
this country  than we were before the 
war. We have more men at work 
at higher rates, and production only 
about two-thirds normal. W e need 
30 per cent, g rea te r  production, and 
then a lot more production so tha t  a 
surplus can be built up, before we 
can be in a position to stabilize prices 
In the meantime, labor is well em- 
rdoyed and demands merchandise 
which is not to be had. I t  does not 
seem that  there is any chance, based 
on the factor of production  and de
mand alone, to bring  about  price re 
visions for a considerable  period of 
time.

O ur  conclusions up to the present 
time are, therefore, tha t  while cotton 
goods are h igher than general com 
modities, this  si tuation has been 
brought  about by the depletion of all 
reserves,  that  there  is no chance for 
materially lower prices in the near 
future from an increase in imports 
or  a decrease in exports , nor is it 
reasonable to expect tha t  lower prices 
can be b rought  about  by the factor 
of production and demand alone for 
a long time to come.

However, should foreign exchange 
continue to decline o r  remain a t  the 
present level for the long future it 
will undoubtedly reduce our  exports  
of general commodities and will 
cause a large influx of imports. This 
would naturaHy produce lower prices 
and if there is a reduction in the 
price *evel of all commodities, then 
textiles will be affected to a certain 
cx.em. W hile  English exchange  r s  
advanced again sharply from the low 
point of early February,  it seems 
quite sure tha t  it will be a t  a heavy 
discount for a long time which will 
have a tendency to reduce the price 
level in this country.  As we usually 
anticipate  the future, it seems a n a t 
ural conclusion tha t  there  will be ir
regularit ies in general prices this  
summer and fall, and in general,  de- 
c ining prices. I t  can not  be rapid, 
because there  can be no sudden 
change in exports  or  imports. In 
January, our exports  were still som e
thing over $200,000,000 in excess of 
our imports,  and a balance in our 
favor is inevitable for some m onths 
to come. I rregularit ies  in price are 
to be expected when we are  a t  a high 
price point,  but there  is no logical 
basis for the expecta tion of what 
might be called a break.

W h at  we call “breaks in the  mar- 
ket might be caused by o ther  psy
chological factors,  to-wit;  by a com- 
piete change in the a tt i tude  of the 
whole buying public. Th is  does not 
¡ 2 ?  *2 be irL S1g h t a t  the  present
fnT 'p  k CarS’ Ro^buck & Co.’s sales for February, which is probably as
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good an index to the general demand 
as we have a t  this time, shows one 
of the largest percentage gains in 
their history. Breaks might be caus
ed by a broad general public agita 
tion of the whole price situation. 
This  m ight  be brought  about by an 
investigation of manufacturing costs 
in textile lines by the Federal T rade 
Board, and the wide-spread adver
tis ing of the facts disclosed, which 
would ensue. I t  must be kept in 
mind, however, that  a sharp stoppage 
in demand m ight result in an agita
tion which would tend to reduce the 
production of textiles. A reduction 
in production brought  about by an 
agita tion of this character  and not 
warran ted  by the fundamental sound 
conditions of supply and demand, 
m ight  bring the entirely opposite ef
fect, resulting in higher prices. This 
was the case in the disturbance and 
checking of business after  the a rmis
tice. P resen t  high prices are, in part  
at least, the result  of the six m onths 
s tagnation in textile lines, following 
the armistice.

Breaks in the market,  so-called, 
have been b rought  about  in the past 
when large d istr ibutors or manufac
tu rers  with plenty of merchandise to 
offer, have reduced prices sharply at 
a time when general conditions war
ranted  lower prices. Current prices 
have a t  times been reduced sharply 
by a future offering of similar gbods. 
W e  are so prone to anticipate. Stocks 
of merchandise to offer at lower 
prices do not seem to be in existence. 
I t  is improbable tha t  any textile m an
ufacturer  can reduce the price of 
p rom inent  or branded lines before he 
is ready to make his offering for the 
spring  season of 1921. If  such offer
ings were made on a materially lower 
basis than the present range, it would 
have a tendency to cause reduction 
in cu rren t  prices next fall. Panics 
and sharp breaking prices in the past 
have been b rought  about  by over
production, over-building, over-ex
pansion, over-loaning, or  something 
of that  so r t—not by under-produc
tion. T here  does not seem to be even 
a shadow of a panic in sight. I t  
seems clear tha t  we are approaching 
a period of deflation. I t  seems log
ical however, tha t  it will be some 
time in coming and will extend over 
a considerable period of time. None 
of the factors of a panic or  break 
seem to be present.

Retailers may have -some difficulty 
in t rans la t ing  into term s of retail 
prices the prices which have been 
ruling since November and on which 
they are now buying merchandise . 
P resen t  asking retail prices, genera l
ly, do not represent present whole
sale prices plus the retailers natural 
profit. W ith  the price agitation now 
before the public, and with the expec
tation of lower prices, which the 
newspapers hold out to the consumer, 
retailers who have not kept m erchan
dise m arket  a t  a profit  above the pres
ent m arke t  will have difficulty in ad 
vancing their prices. F o r  the time 
being, a t  least, it may be difficult to 
ask even necessary advances, and 
this is a serious problem for retailers.

The  concrete question before us all 
now is: Should we buy goods for 
advance delivery? T he  answer is 
tha t  we must,  or the goods will not 
be made. W e  are d istr ibutors pure 
and simple, we do not produce. O ur  
mission and our service is to have the 
wanted  merchandise a t  the correct 
time. T here  are some risks involved, 
but these risks are the concrete, in
evitable pa r t  and parcel of the dis
tr ibu to r’s business which we cannot 
escape, and is our reason for our 
business existence. I t  is our con
tribution to the economic fabric. Buy
ing for known wants  ra the r  than 
upon expectations of increased busi
ness will minimize some of the nec
essary risks. Contracts for the future 
being for known need with the specu
lative feature eliminated as much as 
possible, and such con tracts  lived up 
to, will largely eliminate the danger 
of breaks and will prepare  the way

for an orderly deflation. An orderly 
deflation and a reduction in the high 
cost of living will be best for us all 
in the long run. O n  many lines of
fered for advance shipment, there are 
no risks, as they are lines on which 
the market conditions are definitely 
settled for a complete  season. The 
number of lines on which risks must 
be taken on market conditions is com 
paratively small. Fu ture  m arke t  con
ditions are not  the d is tr ibutor’s m ost 
serious problem, provided his tu rn 
over is a correct one based on stock 
carried.

Jus t what are the expected condi
tions on various lines of cotton  
goods, and should we buy them for 
immediate or  future? Bleached and 
brown cottons—buy from day to day. 
The grey cloth m arke t  is fluctuating 
to some extent and these goods might 
be a little lower between now and 
June. Irregularit ies only, no breaks. 
In wide sheetings there is famine. 
Buy them wherever you can ge t  what 
you want.  Ginghams and colored 
yarn woven goods, buy them  w her
ever they are to be had. T hey  are 
quite the scarcest th ing  in the market,  
are in big demand, and the consumer 
gets value for his money.

The percale situation is interesting. 
Ordinarily prices for fall would have 
been made before this. The m anu
facturers, however,  apparently  do not 
wish to name prices for fall until they 
are sure of the grey cloth market,  
and therefore, sure tha t  their prices 
will carry through. An 80 square 
four-yard print cloth which finished 
and printed becomes a Manchester 
Cambric, has sold in the open market 
a t  2>2yz cents. The finished product,  
37y2 cents to 38j^ cents, a spread be
tween the finished product and the 
grey cloth of 5 to 6 cents per yard, 
against a 2 cent spread before the 
war. W hen  you receive prices on 
percales for fall delivery you will 
know tha t  the m anufacturer  feels sure 
tha t  he has a settled market,  and 
these figures will give you a concrete  
idea of what tha t  market is.

Serges and needed dress goods 
should be bought, as dress goods 
stocks are light everywhere, and there 
is going to be a bigger over-the- 
counter  demand for these goods ow
ing to the high prices of ready to 
wear. Silks seem very high, based 
on an inflated price of raw silk, and 
it would not be surprising to see 
somewhat lower prices. In  linens 
there is absolute  famine, and prices 
will be higher. Knit  goods, hosiery 
and underwear, have been much low
er in price than o ther cotton goods 
up to the present  time. T he  recent 
advances in hosiery indicate tha t  hos
iery is now well up to the general 
textile price level. T here  seems to 
be no indications or expectations of 
lower prices. Underwear  has been 
sold for fall on a very low basis. The 
prices ruling now are much higher.

Staple ready-to-wear will follow the 
conditions which rule in ginghams 
and percales. Outing  flannels are 
over-priced, but as they are  made on 
the same looms tha t  make g inghams 
it is not  natural to expect the ging
ham m anufacturer  with the demand 
which he is experiencing, to take his 
looms off ginghams and put  them  on 
outing flannels. The  quantity  of ou t
ing flannels being made is therefore 
limited. Cotton blankets are  priced 
on a much lower basis than o ther  
napped fabrics, only $1 per pound, 
which is less than the price of a four- 
yard  sheeting. W ool finished or 
woolnap cotton blankets, particularly  
in plaids, have been and will be in 
very short  supply. A few concrete  
things like this may be of interest  and 
value to you.

During the next few years the vol
ume of business in dollars of reta il
ers will be increasing. W e are not 
going to fall back to the pre-war 
basis. W ith  some disturbances and 
irregularities it seems logical to ex
pect tha t  we are going to have many 
years of prosperous business ahead 
of us. T here  will be a normal de

mand for merchandise in the reason
ably near future. Yardage and doz
ens are going to again he norm al per 
capita. Prices are going be much 
higher than during the pre-war times, 
probably above the low point touched 
in the spring of 1919. This  will be at 
least twice the before-war price. A 
normal per capita demand, at prices 
twice or more above pre-war times, 
will mean that every sound dry goods 
business will be in volume double or 
more the pre-war figures. This  will 
mean reduced percentage expenses 
and larger net profits than were 
shown in the pre-war days.

139-141  M onro* S t  
Hort« Pilonas
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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.
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Easter Neckwear
We are showing a beautiful line of G en ts’ 
Neckwear for Easter. A large assortm ent 
of the very finest in both conservative and 
snappy patterns, just the kind that catch the 
eye of all. Prices ranging from $5.50 to 
$18.00 a dozen. W rite for sample.

Quality Merchandise—Right Prices—Prompt Service

Paul Steketee & Sons
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At Present Price
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at the $2 rate, if desired.

For the sake of regularity, we prefer that remittances be 
made in sums of $2 or multiples thereof.

No one can say we have not given him ample opportunity 

to square accounts and pay a year ahead at the old rate, because 

mention of the change has been published in every issue of the 

Tradesman for two months.
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Michigan Poultry, B u tter and Egg Asso
ciation.

P re s id e n t—J. W . L yons, Jack so n . 
V ice -P re s id en t—P a tr ic k  H urley , D e

tro it.
S e c re ta ry  an d  T re a s u re r—D. A. B en t- 

U y, Saginaw .
E xecu tive  C om m ittee—F . A. Joh n so n , 

D e tro it; H . L. W iU iam s, H ow ell; C. J  
C handler, D e tro it.

Canning Salmon at Bellingham, Wash. 
W ritte n  fo r th e  T rad esm an .

During last summer, while on a 
trip to relatives in the N orthwest ,  I 
spent part  of a very in teres t ing  day 
watching the canning of salmon in 
the immense plant of the Pacific 
American Fisheries Co., a t  Bell ing
ham, \ \  ash. This  concern owns 
many large ocean-going steam ers 
which make regular trips to Alaska, 
bringing down cargoes of cases of 
canned salmon from their different 
plants in Alaska; as well as many 
other boats used in the t ransporting  
of the fish netted in the waters  nearer  
by.

A person m ight  form the idea that  
the actual canning of the fish might  
be a messy, ra the r  unclean process. 
Not a t  all. After  watching the in te r
esting work from where the freshly 
caught fish are b rought  in, single file, 
in a na rrow  shallow trough, with a 
belt in the bo ttom  continually t rav e l 
ling from the huge scows filled with 
salmon, into the immense workrooms, 
and seeing the different processes 
until they are sealed in the labeled 
cans ready for the shelves of the cor
ner grocery, m y liking for canned 
Columbia river and Alaska salmon, 
is just  as intense as before.

I he heavy plank floors in the build
ings where the initial processes are 
carried on are, of necessity, of a state  
varying from damp to puddles of 
water,  and one m ust  use some discre
tion where he steps,  but  there  is 
scarcely any lit ter or  offal except di
rectly around the “I ro n  Chink.” All 
refuse of every sor t  is cleaned out  
daily and carried by boats  to a reduc
ing plant on an island some miles dis
tant,  being there converted into a  high 
grade fertilizer.

The fish come into the building in 
a narrow trough, wherein they  travel 
singly on a moving belt  in the bo t tom  
of the trough. A man stands beside 
this moving procession and with a 
short  pike he sorts out  the different 
kinds as all sa lmon do not  look alike 
to this man who, with an experience 
due to long training, picks out  in
stantly an occasional “Red Boy,” or 
“Hum py,” o r  “Spring,” leaving the 
main line of “Sockeye,” or  whatever 
brand may be in predominance in the 
present “catch,” to continue their  way 
to the “ Iron Chink.”

Form erly  Chinamen, or  as they  are 
largely called on the Pacific coast, 
Chink,” wrere employed in large n u m 

bers to do the initial work of cutting 
off heads, tails, fins, etc., and slitt ing 
the fish and removing entrails, but 
now all this  w ork  is done by a very 
ingenious machine which has been 
dubbed the “ Iron Chink.” The  fish 
go from this machine to a row of men 
at a long, na rrow  bench, with con
stantly  running water  before them, 
who quickly remove scraps of flesh 
fins, etc., which has been missed by 
the " I ron  Chink.” F ro m  here the 
fish go to still ano ther  set of cleaners 
and washers and they are fed into  a 
gang  slicing machine which cuts each 
fish accurately into sections of exact 
height to fit into the tin cans—the 
sections of fish being fitted into these 
cans a t  unbelievable speed by a row 
of girls. 1 he filled cans move for
ward  on a t raveling belt  to a w on
derful little weighing machine which, 
a t  the ra te  of 70 cans per minute, 
weighs the cans automatically. This 
machine re jects any  can which may be 
under the required weight,  shoving 
such cans onto  a separate belt  to be 
re tu rned  and refilled, while the cans 
of full weight travel on to ano ther  
marvelously ingenious machine which 
automatically  drops a tin cap or “end” 
on to  the top of each can. W ithou t  
solder it tu rns the  edge of the can 
over the cap and a t  the same time 
by a vacuum process draws the air  
from the can, shoving the cans out  in 
rows of about  four feet, all hermetic
ally sealed. These four-foot rows of 
cans now pass automatically  through 
a washing machine from whence they 
are pushed out  onto  flat frames about 
four feet square, one frame being 
placed above ano ther  by a couple of 
b raw ny men standing in opposite 
sides, until  the pile is perhaps three 
feet high. Th is  heavy pile rests on 
trucks  which in turn  res t  on a small 
railway track, a long which each pile 
is pushed by two men into the cooking 
room. The  cookers are huge circu-

You Make
Satisfied Customers

when you sell

“SUNSHINE”
FLOUR

BLENDED FOR FAMILY USE 
THE QUALITY IS STANDARD AND THE 

PRICE REASONABLE

Genuine Buckwheat Flour 
Graham and Corn Meal

J. F. Eesley Milling Co.
The Sunshine Mills 

PLAIN WELL, MICHIGAN

T R A D E S M A N M arch  24, 1920
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lar steel boilers, lying on their side 
and capable of bolding three of the 
truck loads mentioned, each of the 
long row of boilers being provided 
with its own little railway. As each 
boiler is filled the huge door or end 
of the cylinder is dropped by machin
ery, clamped tightly, steam is turned 
on and the cooking goes on for some
th ing over an hour. The boilers are 
then opened, the trucks of hot cooked 
salmon pulled out, pushed to a long 
washing trough where each frame of 
cans is placed on a traveling railway 
which carries them  through a hot 
washing compound, thence through 
a rinsing bath and thence into an 
other  building where they are stack
ed in piles perhaps four feet high. 
As you stand by these piles of frames 
of gradually  cooling cans you hear a 
constant pop-pop-pop, caused by the 
contract ing  of the metal tops of the 
cans as they cool. After a stated 
period, a workman goes over each 
separate rack tappng  the top of each 
can with a tiny hammer, his trained 
ear detecting instantly by the sound 
any can which through some defect 
is no t  perfectly air tight. The  speed 
with which this tapping is done 
amazes one, being much faster than 
a person could count.  The cans, now 
thoroughly  cooled, are passed through 
a bath of gasoline or similar fluid, 
thence in long rows th rough  a ma
chine which gives each can a coating 
of a quick-drying lacquer, thence 
a long a railway which delivers the 
cans dry  enough to either pack into 
cases direct or  to be taken to the 
labeling room, where they are labeled 
as we find them at every corner g ro 
cery in our broad land.

In my hurried description I have 
mentioned the work as a single “line” 
of workers  from s ta r t  to finish. A 
person would wonder where all the 
cans would go from even a single line 
of workers  such as I have described 
but, when working to its full capacity, 
I am told this immense plant has 
worked as many as 18 lines. While I 
have been here, on a single day the 
concern handled and canned seventy 
thousand salmon. The fish would av
erage seven pounds each which means 
490 thousand pounds or 425 tons of 
fish, and on that day they worked 
some eight lines of workers.  Some 
fish! J. B. Barlow.

manufacture or distribution. There  
are millions of people engaged in the 
production of these dairy products . 
I here are tens of thousands engaged 

in the distribution of dairy products  
in the various cities of our country. 
1 he country has been doing and is 
doing one of the greates t  services to 
the public. In speaking of this busi
ness, those engaged in the distribution 
of foods and these perishable p r o d 
ucts, I know of no o ther  class of 
goods that is so legitimately handled, 
as are the products that you are in
terested in. The government has cast 
reflections upon you men, and they 
said, and some are saying still, that  
you are the unnecessary evil between 
the producer and the final consumer.

“The  point is that you have been 
so busy expediting your business in 
the transporta tion  of these most per
ishable products that you have given 
very little attention to what the pub
lic is saying or thinking. You may 
have a m om ent’s time to read the 
headlines that  you are the 'unneces
sary link in the business.

“Now, I believe, to remedy this 
evil, you as distributors must take in
to consideration the people who are 
producing these goods. You must im
press upon the producers of this coun
try that you are a necessary link. 
When people want to  get one gang 
into political office they give no as
surance as to the gang they want to 
put in. T hat  is the situation here. 
And this committee for whom I speak 
representing every phase of the dairy 
industry and the dairy products in 
this country, have gotten  together 
for the sole purpose of telling the 
legislative powers the tru th  about 
this industry. W e shall compile the 
facts and place them on record and 
show to the law makers of the coun
try that there is no o ther  industry 
handling perishable products that 
works the year a round and on such 
a small margin of profit as you do in 
this business. I believe it will be an 
eye-opener.  It  will wake them up to 
the real service you are performing.”

Give T hem  the Facts.
At the recent annual convention of 

the National Poultry. Butter  and Egg 
Association, J. J. Farrell  said:

“The  Federal  Trade  Commission, in 
the past year or two, without naming 
anybody, has been investigating some 
industries in this country  and has 
said they are a monopoly to some 
degree and that they should have 
some measure of control by the fed
eral  government.  W h eth er  this is 
true or not, I do not  know. But, they  
did, in recommending this legislation, 
say they were a monopoly to some ex
tent.

“Now, I have never heard of the 
person who ever dared assume that  
this  g reat  industry, the dairy busi
ness of this country, the second larg
est in the country, had a demerit  or 
tha t  it was a monopoly in any phase, 
whether in the field of production,

Earn money before you spend it.

F L Y  S W A  T T E R S
G IV E T H E M  TO YOUR CU STO M ERS 
FO R  H E A L T H ’S SA K E . “ T R A D E  
B O O STE RS” H O U SE W IV E S GLAD TO 
G E T  T H E M . M AD E O F H IG H  G RAD E 
W IR E -T A P E  BOUND. YOUR N A M E 
ON H A N D L E  IN  BO LD  T Y P E .
250-$10; 500-$17.50. F . O. B. F a c to ry . 
C ash  w ith  o rd e r. F R E D  E . BU TTO N , 
208 SU N  BU ILD IN G , D E T R O IT .
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Courteous Treatment
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GRAND RAPIDS MICHIGAN

“Bel-Car-Mo”
Quality Guaranteed

Ask your 
Jobber

Here's Peanut Butter that w ill 
build trade and repeat many 
times. Its delicious taste and 
wholesome food value make it  a 
valuable product tor you to 
recommend your best trade.
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Hrv v nr w „ 
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<c J - J u m p ty  £ ) u m p ty
R EG IST E R E D  U . S . w a tk riv  n r a i r i !

9 9

PATENT O FFIC E

The Pest, Cheapest 
and Most

0 S É É I S  R S S  Carrier "V,,e„ce
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.-CUM wen WTG'ggi Made in

3. 6, 9, 12. IS and 30 
Dozen Sizes

Sold by

All Wholesale Grocers. If your dealers do not have 
them, enquire of the CUM M ER MFG. C O ., 
Cadillac, Mich., manufacturers.

i ,  folded flat: 2, set up closed; 3 , set up open; 
4, half dozen complete, ready for shipment.
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W here  Suggestion  H elps to B oost  
Sales.

W ritte n  fo r th e  T rad e sm a n .
Talking with a housewife no t  long 

ago, we happened to m ention  a cer
tain busy, affable hardware  clerk.

“ i ’ll a lways feel grateful to him,” 
said the woman, “ for one thing. H e  
sold me a food chopper when I tried 
to buy a chopping knife.”

T he  clerk was a junior then. I t  
was all of ten years  ago. The  w o
man went in and asked for a double 
chopping knife; retailing, in those easy 
days, for about  20 cents.  T he  clerk 
hadn’t such a th ing  in stock. “W h at  
you want,” he said, “is a food chop
per.” He showed one, screwed it to 
the edge of the counter, showed how 
it worked, and sold it—$1.75 sale 
where a careless and indifferent young 
fellow might  have turned the cus to 
m er away for lack of the 20-cent a r 
ticle asked for.

T hat  is suggestion. I t  is a big fac
to r  in successful salesmanship. The 
salesman who, lacking the article in 
stock, has som ething to offer not “just  
as goo d ” but be tte r—the salesman 
who, having sold one article, interests 
the customer in som ething else he 
has not asked for—is practic ing sug
gestion.

Now, I don’t mean that  the sales
man should take hold of a weakmind- 
ed and easily influenced customer 
and sell him by  sheer loquacity som e
th ing that he neither needs nor wants 
That  has been done, and has been 
called salesmanship. But it isn’t. Be
hind the ultimate sale, and a result  
of the ultimate sale, there  m ust be 
lasting satisfaction—as in the specific 
case I have cited.

Often the sale of a comparatively 
small article may be made the s ta r t 
ing point for a good line of sugges
tive salesmanship. To  illustrate  the 
point, here are some instances con
nected with the sale of ordinary  g a r
den seeds—handled in practically all 
hardware  stores,  but regarded by 
m any  dealers as a purely  negligible 
line.

A couple of years ago when the 
“Greater  P roduc t ion” campaign was 
in full swing, a purchaser  bought a 
package of lettuce seed. He  explain
ed with a grin that he always wanted 
som ething green in the spring, but 
that he hadn 't  any time for ga rden
ing.

Now, an o rdinary  dub clerk would 
say. “Gardening is a nuisance. I'll 
say it!" or  som eth ing  equally bril
liant. But the clerk remarked that 
quite a bit of stuff could be raised off 
a very small patch. Lettuce, and 
radishes, carrots, beets,  s tr ing  beans. 
Lots  of people were doing it that  p a r 
ticular year in the cause of greater  
production.

The upshot of the suggestion was 
that  he sold about 75 cents worth of 
seed where the original sale had been 
jus t  one package.

In  another case a man stopped and 
fingered the seed packets in the box. 
H e  explained that  he liked ga rden
ing but  hadn’t time for it now; be 
sides, he was keeping chickens. The 
clerk got  into a chat with him on the 
subject of poultry  raising. I t  ap
peared the  man was one of these 
hopeful amateurs  who are constantly  
rushing into the game, w ithout  much

practical knowledge of it;  and his 
birds w eren ’t thriving. “O ys te r  shell 
and gri t,” suggested the clerk. “And 
disinfect and whitewash the coop.” 
H e  sold the oyste r  shell and grit, 
and the whitewash brush, and the 
bottle of odorous commercial  disin
fectant;  and has got  repeat orders  
from tha t  particular customer ever 
since.

The  salesman who watches for 
cues of this sort  can often make help
ful suggestions— suggestions tha t  will 
help the customer solve his problems, 
and that  will help the store to make 
added sales. Suggestions should, of 
course, be made tactfully.

The  box of garden seeds jn itself 
p resen ts  numberless opportunities for 
suggestion. It  can be developed into 
a comprehensive back-yard garden 
campaign—with incidental appeal to 
the farm housewife who finds her 
little kitchen garden very helpful. 
True, the grocer, the druggist  and the 
seed m erchan t  all handle seeds;  but 
the hardware  dealer is in as good 
position as any of his competitors  to 
make money out of them. H is  profits 
will come, however, less from the 
seed packets themselves, than from 
the articles which can be suggested 
and sold to seed purchasers.

To  begin with, the salesman can 
suggest o th e r  seeds in addit ion to 
those primarily  asked for. T h a t  is 
one line for suggestion to take. 
E very  now and then there is some 
new vegetable introduced; and there 
are o thers  for which there is little 
call. Push these less popular vege
tables.

Then, successful gardening cannot 
be carried on without proper  tools, 
l u  begin with, the back yard ga rden
er m ust have a spade, a hoe and a 
rake. The spade and the rake are 
necessary anyway for keeping the 
front yard in shape. If  the customer 
has one or two of the needful articles, 
sell him the o thers—or at least  sug 
gest them. Po in t  out how much be t
ter  results  he will get with the full 
equipment,  and emphasize the long 
years of service he will get out of 
good tools.

L ater  in the season the back yard 
gardener  will need lawn hose. This 
is necessary for both the lawn and 
the garden. I t  saves carry ing water. 
Suppose you have a call for 50 feet 
of lawn hose. You sell it, with the 
incidental nozzle—and let it go a t  
that?  W h y  not sell a hose reel? The 
hose reel adds to the life of the hose, 
which is a good selling point. Also, 
it enables the user to handle the hose 
with a minimum of dirt and incon
venience. Then, a special spray that 
will water  the garden while the ga r
dener sits on his porch and smokes 
his pipe is ano ther  labor saver. T he  
sale of the one article gives the h a rd 
ware salesman the opportun ity  to 
suggest the o ther ;  and tactful sug
gestion will quite often sell the  o ther  
article as well. If not  at the immedi
ate moment,  a t  least the customer is 
sta rted  in tha t  direction, so tha t  quite 
often the sale is made eventually.

The  profitlessness of the back yard 
garden is an aincient theme for jest. 
The  g rea ter  production m ovement 
dem ons tra ted  th a t  the backyard g a r
den, intelligently handled, could be

made to pay good dividends, as well 
as providing healthful exercise.

One reason for this traditional un 
productiveness is the lack of proper 
tools and sufficiently frequent cult i
vation. A nother  is the failure of the 
average backyard gardener to renew 
the soil. H ere  is an opportunity  for 
the hardware dealer who handles 
commercial fertilizers to push his 
product.  Of course  in tha t  line the 
big sales count;  but the little sales are 
also worth  while, and a lot of little 
sales can be made to people who 
take pride in their gardening and who 
want their lawns and flower beds to 
look attractive.

Early in the season—the earlier the 
better—a window display should be 
used to push the sale of amateur 
gardening lines. Show your seeds, 
your garden tools, garden hose, and 
o ther  accessories. You can give such 
a display an added touch by sprout
ing some seeds in a shallow box. This 
little touch of green is a good bit of 
suggestion.

One retailer pulled off quite a suc
cessful s tunt by offering a prize of 
flower or vegetable seeds in a school 
children’s contest. He planted one of 
each kind of seed in a box. W hen  
they had all come up, he advertised 
a prize of a dozen packets of seed to 
the first child giving a correct list 
of all the different plants growing in 
the box. The box itself was put  in 
the window with a card “W atch  This 
Box” followed by later cards expla in
ing the contest. The contest  was al
so advertised in the regular news
paper space, and in handbills distrib

uted to the children as they came out 
of school. Naturally , the youngsters  
talked up the contest  and the store, 
so tha t  the s tunt  proved first class 
advertising.

Meanwhile, the seed box and its 
possibilities will serve to ilústrate 
and emphasize the possibilities of 
suggestion. The same principle can 
be applied to m any  o ther  lines in the 
hardware  store. Victor Lauriston.

Small and steady gains give com 
petency with tranquilli ty of mind.

The John Seven Co.
Grand Rapids, Michigan

Wholesale

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

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

Columbus Architechural and 
Automobile Varnishes

W H O L E S A L E  O N L Y

“ 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.

Foster, Stevens & Co.
Wholesale Hardware

l '57-159 Monroe Ave. 151 to 161 Louis N. W.

Grand Rapids, Mich.

Michigan Hardware Co.
Exclusively Wholesale

Grand Rapids, Mich.
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Although we have m ore than 
doubled our capacity, the in
creased demand for New Way 
equipment is still greatly in ex
cess of our production.

To insure against disappoint
ment, we urge those merchants 
who contemplate late Sum m er 
and early Fall installations, to
anticipate their requirements now if 
possible.

We published a similar warning last 
Fall, and while many merchants antici
pated their wants as a result of this 
warning, there w ere som e who met 
with disappointments because of fail
ure to place orders well in advance.

GRAND RAPIDS SHOW CASE COMPANY
GRAND RAPIDS, MICHIGAN

Branch Factory: LUTKE MANUFACTURING COMPANY, Portland, Oregon
NEW YORK CHICAGO PITTSBURG ATLANTA

1465 Broadway at 42nd St. 215 S. Market St. 996 Union Arcade Bldg. 431 Candler Bldg.
KANSAS CITY DALLAS HONOLULU, HAWAII

606-607-608 Ridge Bldg. 401 Insurance Bldg. Harrison Bldg.
Licensed Canadian Manufacturers: JONES BROS. & CO., Ltd., Toronto, Canada
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Grand Council of Michigan U. C. T .
G rand  C ounselor—C. C. S ta rk w e a th e r , 

D etro it.
G rand  Ju 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 ,

Jackson .
G rand  T re a s u re r—Lou J . B urch , o f D e

tro it.
G rand  C onductor—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.

O ught W e to E lim inate the M iddle
m an?

Grandville, M arch 23—Some there 
are who say th is no t only  ought to  
be done, bu t th a t it can be done to 
the benefit of the public in general.

To this s ta tem en t we are disposed 
to  take exception. In the first place, 
we do no t believe the m iddlem an can 
be elim inated  from  the business p ro 
cess of the N ation : in the second 
place, even if he could be driven out. 
we contend that it would be a suicidal 
policy to adopt, suicidal for both the 
p roducer and consum er, who cannot 
co-operate and carry  on the business 
o f the coun try  with the re ta il dealer 
out of the transaction .

M any years’ residence on a farm  
convinced the w riter th at the s to re 
keeper—the often derided m iddlem an, 
if you p lease—fills a position  in the 
business world which cannot be abo l
ished w ithout d isaster to the whole 
econom ic condition of society.

M ore than  once did the co u n try  
cross-roads store  m an dem onstra te  
his usefulness to the em bryo farm er. 
On dozens of occasions easily  called 
to  m ind one farm er at least found 
Mr. M iddlem an no t only his friend, 
but a benefactor as well. W ithout his 
friendly advice and good cheer one 
farm er would have gone to the wall, 
d isgusted, d isheartened  and wholly at 
a loss how  to m ake good at the new 
business undertaken when health  had 
failed and the m an of the soil was as 
near down and out as a hum an can 
be and not die in a slough o f despair.

A man w ithout credit has no busi
ness to essay the role of e ith e r s t o r e 
keeper or farm er. C redit is oftim es 
b e tte r  than m oney. W hat indeed 
would the farm er do with all the in 
land tow ns of the S tate gone busted 
because of the elim ination of the m id
dlem an ?

As social cen ters these small vil
lages do tting  M ichigan are w orth 
m ore to  the isolated to iler of the soil 
than  m any imagine. A th rifty , g row 
ing ra ilroad  village, with its well 
stocked sto res and small m anufactu r
ing plants, has an a ttrac tio n  n o t in
considerable to the dw ellers on our 
farm s and no am ount ot a rgum ent 
can convince them  th at the m iddle
men who have built up these trad in g  
points are a de trim ent to the com 
munity.

O ur best farm ers are  no t a t en 
m ity w ith the m iddlem en of the tow ns. 
T hey  realize as no one else can the 
valuable asset th is nearby village is 
to  the value of farm  property .

Farm  values are doubly enhanced 
if._ instead  of being in an isolated d is
tric t. they  are w ithin easy  com m uni
cation with a th riv ing  village, said 
village being m ade th riv ing  by  the 
m iddlem en who inhabit it. These 
m en are buyers and consum ers whom  
the ru ral gen try  are pleased to  m eet 
on term s of equality  and business 
friendliness

To elim inate the m iddlem an, who is

so often held up to  the public gaze as 
a p rofiteer and gouger of low degree, 
would d estroy  half the th riv ing  tow ns 
of M ichigan, leaving a barren  w aste in 
spo ts now  occupied by contented , hap
py folks, w here churches, schools and 
various social conditions prevail.

The farm ers who patronize mail 
o rd e r houses do their little  m ite to 
w ards e lim inating  the nearby m iddle
m an to  enhance the profits of ano ther 
at a g reater distance, thereby  casting  
a stone in to  the m achinery of home 
industry , and doing much to  spoil 
their own neighborhood to the deple
tion of their own farm  values.

1'he m iddlem en of our hom e tow ns 
are, how ever, d iscounting  th is dam age 
to a considerable extent, and will in 
the long run show  the farm er th a t it 
is for his in te res t to  do the m ost of 
his trad ing  a t home.

W ithout the m iddlem an all rural 
dealings would be th rough  the m ed
ium of the postoffice departm ent. 
E very  purchase would be a t long 
range, w ith no chance to  see the 
goods before purchasing. The social 
c en ter on the ra ilroad  would be gone, 
since no tow n can survive w ithout in
dustries and stores.

S aturday  nights, when farm ers and 
their fam ilies ga th e r at the sto res or 
at the lecture  halls to  be en terta ined  
with high class productions, and 
w here friends m eet to  pass a kindly 
w ord of cheer, th is idea of knocking 
the sm all tow n in the head isn ’t ap
preciated  and, consequently , will never 
be carried  into execution.

The death to the small tow n would 
prove a dear experim ent and the soon
er the co u n try  people get over the 
no tion  of abolish ing said tow n the 
b e tte r  for all concerned.

D ealing directly  with the consum er 
m eans the certain  destruction  of 
th riv ing  M ichigan villages, m eans de
terio ra tion  of fa rm  p ro perty  prices, 
the going back to  the lonely days of 
the p ioneer life for every  fa rm er’s 
fam ily which the sober second 
though t of our in te lligent a rg icu ltu r- 
a lists will never consent to.

M ichigan is proud of her m agnifi
cent cities which th rob  w ith life and 
en terp rise , but she is also equally 
p roud  of the small tow ns do tting  her 
countryside  from  the Indiana line to 
the S tra its of M ackinac. W hen the 
farm ers of our g reat S tate take into 
consideration  the fact th a t these 
sm aller tow ns are as much a neces
sary  equipm ent for the p rosecu tion  of 
business life as are the cities then 
will this c la tte r about “elim inating  
the m iddlem an,” cease to  be heard.

O ld T im er.

Back F rom  the  L and  of Sunshine.
Tam pa. Fla.. M arch 20—Kindly 

change my address from  Tam pa. Fla., 
to Corunna, as we shall s ta rt for 
home M arch 27. a fte r spending a m ost 
delightful w in ter in th is land of sun
shine. W e have divided our time be
tw een T am pa and St. Petersburg , 
bo th  of which are beautiful places. 
W’e found the F lorida  people very 
courteous and hospitable and we can 
live here as cheaply is in the N orth. 
I am glad to  say I have no t m issed a 
copy of your splendid paper and it 
was to me m ore in te res tin g  than  ever, 
as it b ro u g h t new s of the N orth .

J. D. Royce.

Make no haste  to  be rich, if you 
would prosper.

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

Sidney Elevator Mnfg. Co., Sidney, Ohio

Beach's Restaurant
Four doors from Tradesman office

Q U A L I T Y  T HE  B E S T

Boston Straight and 
Trans Michigan Cigars

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

CODY HOTEL
GRAND RAPIDS 

R & T p q  i  (1 without bathi  Vj O  j j, ̂  up with bath
CAFETERIA IN CONNECTION

Jobbers in All Kinds of
BITUMINOUS COALS 

AND COKE
A.  B. Knowlson Go.

203-207 Powera’Theatre Bldg., Grand Rapids, Mich.

Rebuilt
Cash
Register
Co.

(Incorporated)
122 North 

Washington Ave. 
S agin aw . M ich.

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

Our prices and terms are right.
Our Motto:—S e r v i c e — S a t i s fa c t io n .

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

COMPUTING SCALES
A T  B A RG A IN  PR IC ES 

Slightly used grocers and butchers scales 
a tless than one-half the price of new ones. 

Scales repaired and adjusted.
W . J .  KLING.

843Sigsbee St. Grand Rapids, Mich.

OFFICE OUTFITTERS
LOOSE LEAF SPECIALISTS

CO*

237-239 Pearl St. (near the bridge) Grand Rapids

OCCIDENTAL HOTEL
FIRE PROOF 

CENTRALLY LOCATED 
Rates $1.M and up 

EDWARD R. SWETT, Mgr. 
Muskegon Michigan

When Service Difficulties 
Arise

Occasionally your telephone rings and there is no one 
on the line when you answer.

This may be due to several causes:

i. Operator (not your operator) may have been 
in error, or there may have been “trouble” 
on the line.

2» You may have been slow in answering, and 
the person calling, having grown tired of 
waiting, has hung up.

3. The calling person for some reason may have 
replaced the receiver on the hook without 
waiting for a response.

In any of these cases your operator by her “Excuse 
it, please,” expresses the Company’s regret for 
the inconvenience.

MICHIGAN STATE TELEPHONE CO.
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T he R ising T ide of Com m on Sense. 
--G randville , M arch 23— R egulation 
of prices th rough  G overnm ent com 
m issions has proved a dead failure.
1 he old law of supply and dem and 
still holds the boards, resisting  all ef
fo rts  to  th ru s t it aside.

Such being the case, w hat m ust 
be though t of those m en who seek 
to  p ro long  the anxieties of consum ers 
by suggesting  th is and th a t com m is
sion to investigate prices and profit
eering  at a large expense to  the ta- 
payers of the country?

T here  is no use talking, th is coun
try  is bound to  w ork out its own sal
vation in its own way, and the m ore 
the dads of N ational legislation get 
toge th e r and prescribe th is and th at 
cure for N ational ills along the line 
of high prices, the w orse the tangle 
will become.

W e have heard the th rea t th a t un
less certain  bills are put th rough  
sta te  legislatures and the C ongress of 
the U nited States, farm ers will bolt, 
lay down on the job, as it were, and 
refuse to  continue ra ising  necessaries 
of life for the consum ption of urban 
dwellers.

T here  is really  no cause for alarm  
on th a t score, as the farm er has his 
own w ellbeing a t stake, and will do 
the very best th a t is in him  to raise 
abundant crops such as go to  make 

, up the m enu of city  dining tables. 
T h ere ’ll be no slackers am ong the 
ru ral population while the sunshine 
of high prices continues to reign.

. T here  m ay be a few farm ers made 
of such stern  stuff as to crucify them 
selves in o rder to w reak a fitting pun
ishm ent on their traducers in tow ns 
and cities. As a rule, the A m erican 
ag ricu ltu rist know s on w hich side his 
bread is buttered . In  the nature  of 
th ings he cannot belong to  a labor 
union—lucky for us all th a t he cannot 
—and he is going to  continue w orking 
at the old stand  to  b ring  about good 
th ings needed in his own household, 
despite all the prophesies to  the con
tra ry .

No doubt the lack of sufficient 
w orkers for the farm  is sadly felt, but 
it is not likely th a t th is w ant is to 
be m ore strong ly  in evidence during 
the p resen t year than  it was in the 
last, and we m ust acknow ledge th at 
there  has been an abundance of food
stuffs for us all. W e shall no t starve, 
w hatever the outcom e.

Farm ing  is now  the best proposi
tion in the business world. Instead  
of less p roducers there  will be in the 
near fu ture a considerable increase 
in their num ber, so th a t the A m erican 
m an has an assurance th a t w hatever 
ills m ay in the future assail him, lack 
of sufficient nourishm ent is not to be 
one of them .

T he g rea t law of supply and dem and 
is bound to have its innings a fte r the 
num erous investigating  com m ittees 
have filled their briefs and them selves 
gone into the oblivion predestined  
for such useless organizations.

Supply and dem and has ever been 
the regu la ting  pow er behind the 
th rone  of high o r low prices. T his 
is show n very  em phatically  in the 
labor world. T he dem and for labor 
has been great, the supply small, con
sequently  prices in th is com m odity 
have soared.

T h a t there  will be a slum p in wages 
a t no d istan t fu ture need no t be a r 
gued. A fter our foreign b ro thers, 
who lost so te rrib ly  of bone, muscle 
and producing power, regain their old 
tim e sw ing in the labor and business 
wrorld, wage, factory  and food prices 
m ust come down. W ages m ay never 
touch the low level before the war, 
but to -day’s conditions are  too ab 
norm al to be e ither w holesom e or 
desirable for the body politic.

In  the na ture  of th ings the old rule 
th a t dem and regu lates the supply, and 
th a t the tw o regu late  each o ther, 
m ust again hold the re ins in Am erica, 
w hatever politicians, p roducers and 
consum ers m ay say in the subject. 
T h at farm ing has been handicapped 
by lack of labor we all know ; th a t 
th is is to  continue very  long in the 
future is n o t to  be supposed.

A m ericans are quick to  accom odate 
T hey  subjected  them selves to all 
so rts of rabid and ig noran t d ictation 
during  the period  of the  w orld war, 
and since its close have been held in 
the grip of im perialism  until the chains 
begin to chafe. T he P re sid en t’s au
tocratic  reign is about over, thanks to 
a rising  tide of com m on sense th a t 
is sw eeping over the land from  one 
end to  the o ther.

C ongress having re jected  the league 
of nations trea ty  w ithout reservations, 
th at uncanny and noisom e article  of 
faith or faithfulness goes to the Presi 
dent. Should he continue his dog-in- 
the m anger policy and refuse his a s
sent to a m odification of the original 
articles, then on his head re s ts  the 
fearful consequences.

W ith  labor and foodstuffs gradually  
regu la ting  them selves; w ith the re 
turn of sane though t and the know l
edge th a t it is useless for the W ash 
ington au tho rities to  buck against the 
inevitable law of supply and demand, 
there  seem s to  be a re lax ing  of the 
stra in  which has so long held our peo
ple in a clutch of steel.

N ature  and n a tu re ’s god appear to 
be asserting  them selves in the solving 
of m any so-called problem s which 
have to rtu red  the biggest m inds of 
the N ation  and m ade the schem es of 
crafty  politicians pale in to  insignifi
cance beside the g rea ter questions of 
the hour.

As supply and dem and once m ore 
resum e sway,, the pe tty  plans of pea
nut political hacks will dim inish un
til no th ing  bu t the stench of the re 
m ains are left to  rem ind the public 
of w hat has gone before.

T he num erous investigating  com 
m ittees th a t have been nosing into 
the privacy of the A m erican home 
will, of necessity , be called back to 
o ther, and legitim ate duties to the 
b e tte rm en t of all concerned.

Old T inier.

D ry  G oods M erchants E spouse M u
tu al Insurance.

Lansing, M arch 23—A nother p e r
sonal le tte r regard ing  fire insurance. 
A re you carry ing  all the insurance 
you should? Do some of your pol
icies expire in the near future? H ave 
you read in the M ichigan T radesm an 
the addresses th a t were m ade a t the 
Grand R apids convention regard ing  
this insurance? Are you aw are th a t 
we added 71,000 m ore insurance a t 
the convention and, as a result, have 
w ritten  policies for fourteen  m ore of 
our m em bers?

Did you carefully  read  the little 
folder which we sent you a few days 
ago, giving the rep o rt of our com 
pany for the last year? W ould you 
like to  have us send you some m ore 
application blanks for policies? Are 
you fully aw are th at the shoe dealers 
and hardw are dealers save from  33 to 
55 per cent, of their insurance cost 
by insuring  w ith their own m utual 
com panies?

If you can answ er all of these ques
tions sa tisfactorily  and have confi
dence in your com pany, why not send 
in some of your insurance ju st as soon 
as it is needed? I quote from  the re 
m arks of F. E. M ills of Lansing, made 
a t the G rand R apids convention. Mr. 
M ills is one of our d irec to rs and has 
given the m atte r some very  serious 
though t and a tten tio n :

“T here  is m ore to  fire insurance 
than  the m ost of us are aw are. M u
tual com panies, w ith their s tro n g  re 
serves and years of usefulness, have 
as good a record  as stock  com panies. 
B ear in mind th a t you are no t liable 
for a num ber of assessm ents. If  the 
w orst should happen, only one as
sessm ent, equivalent to one annual 
prem ium  would be required, and fail
ures of m utual com panies do not hap
pen any o ftener than  w ith stock com 
panies.

“So long as our com pany s^Tects 
their risks w ith g rea t care, refuses 
those when there  is any doubt, keeps 
the larger risks well covered w ith re 
insurance, and have their risks w ide
ly d istributed , we are  going to  have 
a low rate. A  large p a r t of the  ex

pense of operating  old line insurance 
com panies is in com m issions and ex
penses for se ttling  losses, both of 
which under our plan can be reduced 
to a m inim um. W ith  the safeguards 
which we have put around th is com 
pany, with the splendid show ings, 
from  the figures which are before us, 
and their prospects, we can well af
ford to give them  a liberal am ount of 
our insurance. A nd w ith the rising 
cost of m erchandise I believe that 
m ost of us should add to the in su r
ance we are now carrying.

“P late  glass insurance ra tes have 
recen tly  a lm ost trebled. F ire  in su r
ance ra tes are advancing. W e are all 
com pelled to  carry  m ore insurance 
than  form erly. T he overhead ex
penses on every sto re  is com ing to 
be a serious problem . T he subject 
of m utual fire insurance should re 
ceive a m ore serious consideration 
from  us than  it has in the past. You 
will not sign your name on the dotted  
line and purchase m erchandise for 
your counter if you can buy, for p e r
haps three q u arte rs or half the money, 
o ther m erchandise which is satisfac
tory . W hy not trea t the m atte r of 
insurance in the sam e way.”

T he substantia l g row th  of the 
G rand R apids M erchants M utual Fire 
Insurance Co. should not be re ta rded  
by indifference or lack of inform ation

regard ing  their own com pany. P lease 
ask questions freely.

Jason E. H am m ond, M anager.

T h e  Boy K new  H er.
T he N orth  A m erican Ind ians were 

being discussed in a ru ral school, 
when the teacher asked if any one 
could tell her w hat the leader of a 
tribe was generally  called.

“ Chief,” answ ered a b righ t little  
girl a t the head of the class.

“ C orrect,” answ ered the  teacher.
“ Now can any of you tell me w hat 

the women w ere called?”
T here  was silence for a m inute or 

two, and then  a small boy’s hand was 
held up.

“W ell, A ndrew ?” asked the  teacher.
“ M ischief!” the boy answ ered.

W hen you are not having m any 
visits from  custom ers, take your list 
of possible buyers and see w hat you 
can do to  stim ulate their in terest.

T he certain  m easure of the height 
to which you are going to  a tta in  in 
business life is the m ark  you set. Y ou
will never get above that.

A Canadian Government Obligation 
to Net Almost 7%

We offer and recommend our participation in: 

$12,000,000
Canadian N orthern R ailw ay

Five and One-Half Per Cent Gold Notes

The Dominion of Canada
Guarantees Principal and Interest 

by Endorsement

$6,000,000 due December 1, 1922 
$6,000,000 due December 1, 1924

Principal and interest payable in gold in New York 
at the Agency of The Canadian Bank of Commerce

In te re s t  p a y a b le  J u n e  1 a n d  D ecem b er 1. In  co u p o n  fo rm  
o f $1,000 w ith  p ro v is io n  fo r re g is tra tio n  of p r in c ip a l. A u th o r 
ized  a n d  Issued, $12,000,000. D a ted  D ecem b er I ,  1019. C a lla 
b le as a -whole, o r in  am o u n ts  of n o t less th a n  $500,000 b y  lo t,  at 
101 a n d  in te re s t  on  a n y  in te re s t  d a te  on 60 d a y s ’ n o tice . The 
Company agrees to pay the United States Normal Income Tax 
up to 2% if exemption is not claimed by the noteholder*

United States Mortgage & Trust Company, New York, Trustee*

T h e  C a n a d ia n  N o r th e rn  R a ilw a y  is ow n ed  b y  th e  G o v e rn 
m en t o f th e  D o m in io n  o f C a n a d a  th ro u g h  acq u is itio n  of its  c a p 
i ta l  s to ck  u n d e r  a u th o r i ty  of A c ts  o f th e  D o m in io n  P a r l ia m e n t

N O T E S  D U E  D E C E M B E R  1, 1922, 96.61 a n d  in te re s t 
N O T E S  D U E  D E C E M B E R  1, 1921, 91.50 a n d  in te re s t

T O  N E T  6.90%

HOWE, SNOW, CORRIGAN & BERTLES
401-6 Grand Rapids Savings Bank Bldg.. Grand Rapids. Mich.
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Items From the Cloverland of Mich
igan.

Sault Ste. M arie, M arch 23— O ur 
big snow banks have been sim m ering 
down at a rapid pace for the past 
week, but the first robin has no t as 
vet made his appearance. It gives us 
the  spring  fever to  hear of rob ins and 
m eadow larks roam ing  a t large below 
the S traits.

1 he ferry  A lgom a expects to  s ta rt 
on her regu lar trip s betw een the tw o 
So os som etim e next week, as the ice 
bridge is g e tting  less popular and un
safe. \ \  itli the quaran tine  lifted, the 
m erchants look forw ard  to increasing  
business with our Canadian friends.

D etour is looking forw ard  to a lit
tle boom  oi its own during  the com 
ing spring. The K onlel Mill has s ta r t
ed up and m any repairs are being 
made. Mr. Konlel rep o rts  enough 
w ork ahead to  keep the mill in o p er
ation all season. The \  alley Coal Co. 
and the D etour Dock Co. are ex ten d 
ing their docks and m aking extensive 
repairs. M cD onald & M cSpadden is 
the new firm th a t are going to  open 
a movie house, know n as the Joy 
theater. '1 he C atholics are erec ting  
a new  $20,000 church, T h o s Newell 
and R obert Newell will open a h a rd 
ware s to re  and garage under the firm  
name of Newell Bros. A new  m eat 
m arket is also one of the assu red  ad- 
ditionals, so that D etour will surely 
be on the m ap as she never was be
fore.

W illiam  F leetham , one of our big 
jew elers, pulled off his 50th m ilestone 
on St. P a tr ic k ’s day in 'a  fitting  m an
ner. T ripp ing  the light fan tastic  was 
the o rder of the evening. T he cu t
ting  of Bill’s large b irthday  cake 
b ro u g h t forth  som e e loquent o ra to ry . 
He also sprung  a surprise  on C hester 
M oran, one of the guests, who leaves 
shortly  for B oston to  reside, a fter 
spending m any y ears here. N elson 
lla l l  m ade the p resen ta tio n  speech, 
p resen ting  Mr. M oran w ith a token of 
esteem  in which he is held by his 
friends. T he address b ro u g h t forth  
m any tea rs  am ong the friends as
sem bled who reg re tted  his rem oval 
to  the big city. I t  was in the  wee 
hours when the p a rty  broke up, a fter 
ex tend ing  congratu la tions to  the host 
for an o th er fifty as p leasan t as the 
years previous.

Jam es Sm ith, rep resen tin g  Sw ift & 
Co.’s bu tte rine  departm ent, was a 
business v isito r here last week. H e 
was accom panied by his bride of 
th ree  weeks, th is being  her first trip  
to  the • Soo. T h ey  have a rranged  to  
spend a w eek in th is te rr ito ry  during  
the sum m er and take in some of the 
m any side trip s in this beautiful 
re so rt d istrict.

T here  is no such th in g  as the b ig
gest half, in spite of the fact th a t 
m ost people w ant it.

The in te rio r of the old Sprague 
candy k itchen is being  completely- re 
m odeled and every th ing  m ade in 
readiness to open up in the near 
fu ture a first class lunch room . The 
new p roprie to r, Jam es B riskas, s ta tes 
th a t it will be know n as the V irginia 
lunch room .

P assm ore & Pauquin, the  well- 
know n shoe m erchants, are  having 
their up-to-date  store redecorated  to 
be ready for the spring  opening.

I t is ju s t about go tten  so in th is 
country  th a t the  only  way to  g e t a 
m an to  help harvest the crop is to 
give him  a m ortgage  on the farm .

W illiam  G. T apert.

Sparks From the Electric City.
M uskegon, M arch 23—I have been 

requested  to rep o rt the new s of M us
kegon for the  com ing year and, as 
your kind readers have pu t up w ith 
mv scribblings before, they  will have 
to  m ake the best of it for the com ing 
year.

M uskegon Council convened a t 2 p. 
m. Saturday, M arch 20, and the fol
lowing w ere accepted and in itiated  in 
to our o rder:

Sam uel Lipm an, M uskegon H ide & 
R endering  Co.

W. W . R ichards, rep resen tin g  hem- 
self.

George Sorenson, N ational Grocer 
Co.

W illiam  F. Lyon, A ero Co., of T o 
ledo.

W m. Fant. F an t M onum ent Co., of 
Grand H aven.

T hos. Budge, Sinclair Oil Co.
A. \  an W yck C arpenter, H um e 

G rocer Co.
H en ry  B. T aylor, M cM ullen M a

chinery- Co., of G rand Rapids.
Sam Levine, rep resen tin g  himself.
A fter the initiation, our genial Sen

ior C ounselor declared a recess and 
the m em bers enjoyed a lunch p re p ar
ed by our old-tim e friends, Jay  Lyons 
and H erm an A nderson, and th ere  is 
no one who can give you a la rger 
dish of ice cream  than H erm an  A n
derson. F o r p roof we will refer you 
to  C harles O viatt.

W hen everyone declared he had all 
he could eat, our Senior C ounselor 
called the m eeting  to o rd er and elec
tion of officers for the ensuing year 
was held. T he follow ing were e lect
ed :

Senior C ounselor—N ick Luloffs.
P as t Senior C ounselor — Charles 

Oviatt.
C onductor— H en ry  F ro st.
S ecretary  and "T reasurer— H erm an 

A nderson.
Page— George Sorenson.
Sentinel—B. E. Dayrell.
Executive Com m ittee—J. Pe ters , M. 

Steiner, F. A nderson, E. P. M onroe.
T he lodge voted  to  purchase  H aro ld  

Foote a P as t C ounselor’s charm  to 
show our apprecia tion  for his service 
while being  our Secretary  for the  past 
nine y-ears.

T he J. C. Penney  Co., which con
ducts 297 sto res th ro u g h  the  country, 
is opening a sto re  a t 14 W est W estern  
avenue. I t  handles a general line of 
dry goods, selling a t retail.

John  \  anderzyl, who conducted  a 
g ro cery  sto re  for m any years a t 17 
P ine street, has accepted a position 
w ith the S teindler P ap er Co. as city 
salesm an.

Mr. and M rs. W m . J. Carl, the 
pioneer m erchan t of M uskegon 
H eigh ts, is spending a few w eeks in 
F lorida.

S. R. Parsons, of M uskegon H eigh ts 
has purchased  the  d ry  goods stock 
of G iroux & H odson and will add it 
to  his ow n stock. M r. P a rso n s  has 
dem onstra ted  w hat success can be ob
tained  by  hard  w ork  and sticking 
s tric tly  to business.

T he A tlantic  and Pacific T ea Co. is 
opening its first store  in M uskegon a t 
101 Pine street.

W e are inform ed th a t a fire drill 
was held at the  Shelby H otel, a t Shel
by, a t about m idnight and a fte r a few 
of our m em bers, nam ely H aro ld  Foote 
E rn es t W elton  and H erm an A nder
son, en tered  the lobby in th e ir bare 
feet, they  w ere inform ed it w as only 
a drill. T h a t is the tim e a fellow 
needs a friend.

T he w rite r’s hom e telephone num 
ber is 6934. H e will be g lad to  re 
ceive new s for th is column.

M ilton Steindler.

Recent Transactions in Local Bank
ruptcy Court.

G ran d  R ap ids, M arch  23—In  th e  m a tte r  
o f S am uel T en n eb au m , th e  f irs t m ee tin g  
w as held fo r th e  p u rp o se  o f con sid e rin g  
th e  com prom ise offer o f th e  b a n k ru p t 
before  ad ju d ic a tio n . C om prom ise n o t  a c 
cep ted  a n d  b a n k ru p t filed  co n sen t to  a d 
ju d ica tio n  in  lieu  th e reo f. A d ju d ica tio n  
m ade  on  M arch  19, a n d  th e  f ir s t m ee tin g  
called  fo r A pril 2. H e a r in g  on  sale  o f 
th e  a s s e ts ,  co n sis tin g  o f lad ies ’ re a d y - to -  
w e ar c lo th ing , is  called  fo r A pril 2, a t  
2 p. m .

In  th e  m a t te r  o f P e te r  D ornbos, th e  
final m ee tin g  o f c re d ito rs  w as  he ld  h e re 
in, a n d  a d jo u rn e d  fo r th e  ex am in a tio n  
of th e  b a n k ru p t re la tiv e  to  co n cea lm en t 
o f a ss e ts , a n d  th e  sam e  h a v in g  b een  co n 
sidered , th e  re fe re e  m ade  find ings sh o w 
ing  th a t  th e re  w as  no cau se  of a c tio n  
a g a in s t  th e  b a n k ru p t. M ade o rd e r  fo r 
d is trib u tio n , p a y m e n t o f a  final d iv idend  
of 11 p e r  c en t, to  g e n e ra l c re d ito rs  (p re 
fe rred  c re d ito rs  p a id  in  fu ll) a n d  a d m in 
is tra tio n  ex p en se s  p a id . M ee tin g  a d 
jo u rn e d  fo r tw e n ty  days, a t  w h ich  tim e  
the  e s ta te  w ill be  closed.

In th e  m a t te r  o f E rn e s t  M. S tro u se , 
a  h e a r in g  on sa le  w as  called  fo r A pril 5.

In th e  m a tte r  o f A ndrew  R ickse , a n  
v o lu n ta ry  p e titio n  w as filed a n d  a d ju d i
ca tio n  m ade  M arch  16. N o m e e tin g  h a s  
a s  y e t been  called . T h e  sch ed u les  o f th e  
b a n k ru p t show  to ta l  liab ilitie s  o f $821.12,

a s s e ts  a g g re g a tin g  $250, a ll o f w hich  is 
c la im ed a s  exem pt. Follow ing is  a  lis t
o f c red ito rs :
D r. Sou th  w ick, G rand  R a p i d s ___ $ 21.50
D r. K riek a rd , G rand  R a p i d s _____  23.00
D r. D ales, G rand  R a p i d s _________  8.00
D r. Sevensm a, G ran d  R a p i d s _____  3.00
H im es Coal Co.. G ran d  R a p i d s ___ 77.87
Joe  V an O verloop, G rand  R a p i d s _65.00
O rrie  C hadw ick, G rand  R a p i d s ___ 10.40
D aane & W itte rs . G rand  R a p i d s _5.85
A. K u ik ja in , G rand  R a p i d s _________55.00
H erpo lsheiirie r Co., G rand  R a p i d s_40.00
B en jam in , (M others, G rand  R ap id s  6.40 
C onsum ers Ice Co.. G rand  R ap id s  2.42
S a n ita ry  M ilk Co., G rand  R a p i d s_6.43
R ason  & Dows, G ran d  R a p i d s ___  7.00
R obinson R oad P h arm acy , G rand  R. 2.75
H elen B ark e r , S c ran to n , P a . _____  350.00
D r. H u sb an d . D e tro it _____________ 2.00
A.ldeti & .1 nelson, G rand  R a p i d s ___ 13.50
D r. H u tch in so n , G rand  R a p i d s ___ 10.00
B lo d g e tt H osp ita l, G rand  R a p i d s _20.00
B e r th a  H u izen g a , G rand  R apids __ 10.00
C h an d e lie r Shop, G rand  R a p i d s _4.50
J . J .  F ro s t, G rand  R ap ids _______  3.50
G. M. M atthew s, G rand  R a p i d s _2.50
A drian  K oert, G rand  R a p i d s _____  2.50

The Michigan Board of Pharmacy.
One hundred and eight applicants 

for reg is tra tio n — 105 m en and th ree  
wom en—presen ted  them selves a t the 
m eeting  of the M ichigan B oard of 
P harm acy  a t G rand Rapids last week. 
T his is the largest class the B oard 
has had to  deal w ith for the past five 
years. T he class a t D e tro it in Ja n u 
ary- num bered 45. O nly  four m em 
bers of the B oard w ere p resen t a t 
the m eeting, the  te rm  of Mr. Snyder, 
of D etro it, having expired  Dec. 31, 
1919. I t  is rep orted  th a t G overnor 
Sleeper is aw-aiting the tim e when 
some residen t of Bad Axe will becom e 
of age, every- available resident of 
th a t tow n—the hom e tow n of the 
G overnor—having a lready received 
some appoin tm ent a t the hands of the 
chief executive.

T he nex t m eeting  of the B oard is 
scheduled to  be held in D e tro it in 
June. T he D etro it m eetings have

been held a t the H o te l T ulle r for sev
eral years, but previous a rrangem en ts 
for the space o rd inarily  occupied will 
preclude the location of the nex t m eet
ing a t the Tuller. In  case no o ther 
suitable location can be secured, the 
June exam ination  session will p ro b 
ably be held in the new  chemical 
laboratory- a t A nn A rbor

No Ruling Against Combination 
Sugar Sales Now.

St. Johns, M arch 23— \\"e are en 
closing an advertisem en t clipped from  
our local paper, w here sugar is of
fered in com bination  sale. W e have 
used th is schem e off and on in the 
past ourselves and have found it 
quite effective, but have understood 
there  is a law against com bination 
sales w here sugar is offered as an 
a ttrac tion . In  fact, we had a clipping 
a sh o rt tim e ago from  the State 
Journal, w here it had been decided 
unlaw ful to sell sugar th is way. E s
pecial a tten tio n  was d irected  to  the 
(Tonrad-Cole Co., a mail o rder house 
in Chicago.

Now we claim  if it  is unlaw ful for 
one person  it is for ano ther, but what 
we wish to  know  is, ju s t w hat is the 
law on th is p roposition . W e w rite 
you, know ing th a t you are  in a posi
tion to get us th is in form ation  better 
than  anyone else and possibly it 
would be well to  publish the law, it" 
there  is such a one, in the T ra d e sm a n ,^  
th a t o th er m erchan ts m ay profit by 
R- Grocer.

O ur co rresponden t evidently  has in 
m ind the ru ling  p rom ulgated  by the 
Food C ontro l w hich w as in effect 
during  the w ar and several m onths 
thereafte r. D uring  the tim e the rul” 
m g was in force com bination sales 
were unlaw ful and several mail order 
nouses which vio lated  the ru ling  were 
put out of business. A t p resen t there 
is no governm ental in te rd ic t on the 
practice.

THE NEW  HOME OF

ARCTIC
I C E - C R E A M

Is of Particular Interest to Every Drug Store, Candy Store and 
Confectioner
BECAUSE:

Combined with a superior quality of ice cream you will en- 
joy for the first time a. superior kind of delivery service—a super- 
ior quality of factory co-operation.

Just what we mean by that we will explain to you in person. 
Drop us a line or telephone us and our repreentative will call 
aI* ' s o o p  convince you that you should serve your customers 
with Arctic Ice Cream.

Within twenty-four hours after you have started serving 
Arctic Ice Cream you will agree with your most discriminatin'»- 
customers that

"Better Ice Cream Cannot Be Made."
Ripe, luscious fruits, pure cream and the finest grade cane 

sugar are the only ingredients that will he used in making Arctic 
Ice Cream.

Of course, there will also be Vanilla, Chocolate, Maple, Wal
nut, Bisque—in fact, all tempting flavors.

Call and see what a wonderful building your favorite ice 
cream is made in—one of the cleanest, finest, most modern ice 
cream plants in the world. Unlimited supply of raw material 
on hand.

ARCTIC ICE CREAM CO., Grand Rapids
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ANGLEFOO
The Non-Poisonous Fly Destroyer ^
Th e U nited S ta te s  Public H ea lth  S erv ice advisee i 

A rsenical Fly -  D e s t r o y in g  devices m ust be ra te d  as  '  •  )  ^  
e x trem ely  dangerous, and should never be used." '

How About Your Soda 
Fountain?

D O  Y O U  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
Perculators
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, Crape Juice, Root Beer, Green 
River, Coca Cola, Orange Crush, Loganberry Juice, Applju.

Mail orders given our best attention. Shipments made promptly.

PIPER COMPANY 
Soda Fountain  Supplies

408-16 E. South St. KALAMAZOO, MICH.

I N S E C T I C I D E S
Corona, Sherwin Williams, Ansbacher

THE QUALITY BRANDS
This is the season at which to make your purchases of 
the quick deaths to insect pests such as—
Paris Green Dry Fungi Bordo.

Tuber Tonic Calcium Arsenate
Insecto Fish Oil

Arsenic 
Sulphur

Arsenate Lead 
Lime and Sulphur 

Rose Nicotine
Blue 
Vitriol 
Lime and 
Sulphur Solution

We can price these goods by the ton or carload*

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

Wholesale Drug Price Current
Prices quoted are nominal, based on market the day of issue.

Acids
B oric  (P ow d.) __ 17%@ 25 
B oric  (X ta l)  __ 17%@ 25
C arbo lic  _______ 30 # 34
C itric  _________  1 25#1 35
M u ria tic  ______ 3%@ 5
N i t r i c __________ 10# 15
O x a l ic ___________ 55 # (55
S u lphuric  _____ 3 % # 5
T a r ta r ic_________ _92@1 00

Ammonia
W ate r , 26 d e g ._ 12 # 20
W ate r , 18 d e g ._ 1 0# 17
W ate r , 14 d e g ._ 9@ 16
( Carbonate _____ 22 # 26
C hloride ( G r a n ) _. 20 # 30

Balsams
C opaiba _______ 1 00@1 20
F ir  ( C a n a d a )_ 2 50@2 75
F ir  (O regon) __  50(g) 75
P e ru  __________  8 00@8 25
T olu  _________  2 50@2 75

Barks
C assia  (o rd in a ry ) 45@ 50 
C assia  (S aigon) 90@1 00 
S a ssa fra s  (pow . 70c) @ 65
Soap C u t (pow d.)

40c __________ 30# oh

Berries
C ubeb _______  1 90@2 00
F ish  ________— 90 # 1 00
J u n ip e r  _________ 10# 20
P rick ley  A sh  __ # 30

Extracts
L icorice  _____ ___

o
o

M

65
L icorice  powd. 1 2b

Flowers
A rn ica  __________ 7 5 # 80
C ham om ile (G er.) 80@1 00
C ham om ile Rom 60 # 75

Gums
A cacia , 1 s t _____ 6 0 # 65
A cacia , 2nd ____ 5 5# 60
A cacia, S o r t s ___ 35# 40
A cacia , pow dered 4 5# 50
Aloes (B a rb  Pow ) 3 0 #  40
A loes C ape P ow ) 30@ 35
A loes (Soc 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 u a iac  ________  @2 00
G uaiac , pow dered  @2 00
K ino __________  ® 85
K ino, pow dered  @1 00
M y rrh  __________ @1 40
M yrrh , P o w . __  @1 50
O pium  ______  10 00@10 40
O pium , powd. 11 50®11 80 
O pium , g ra n . 11 5 0 #  11 80 
Shellac  _______  2 00@2 10
Shellac B leached  2 15 # 2 25
T ra g a c a n th  ___  6 50@7 25
T ra g 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. (£i) 10
Blue V itrio l, less 11# 16
B ord eau x  M ix D ry  18# 3S
H ellebore , W h ite  

pow dered  _____ 38 # 45
In se c t P ow der — 90@1 40
L ead  A rsen a te  Po 30 # 50
Lim e a n d  S u lphu r 

D ry  ______  -  10%@ 25
P a r is  G reen  ----- 46@ 56

Ice Cream
A rc tic  Ice C ream  Co.

B ulk , V an illa  ------------1 25
B ulk , C hocolate  ____ 1 35
B ulk , C aram el ______ 1 45
B ulk , G r a p e - N u t___1 35
B ulk , S t r a w b e r r y ___1 35
B ulk , T u t t i  F r u i t i _1 35
B rick , V an illa  ________1 40
B rick , C hocolate  _____1 40
B rick , C aram el _______1 60
B rick , S t r a w b e r r y __ 1 60
B rick , E u t t i  F r u i t i_1 60

P ip e r Ice  C ream  Co.
B ulk , V an illa  _____  1 10
B ulk, C h o c o la te ____ 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
B rick , S t r a w b e r r y _1 60
B rick , T u t t i  F r u i t i _1 60
B rick  a n y  c o m b in a t’n  1 60

Leaves
B u chu  __________  @4 00
B uchu , pow dered  @4 25
Sage, bu lk  _____  6 7 #  70
Sage, l o o s e __ 72@ 78
Sage, p o w d e re d _55@ 60
S enna, A l e x __ 1 40@1 50
S enna , T inn . __  30@ 35
Senna , T inn . pow. 35@ 40
U va U rs i ______  2 5 #  30

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<g>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 0 0 # 8 20
C a jep u t _____ 1 75 # 2 00
C assia  _______ 4 50®4 75
C as to r _______ 2 25(5)2 50
C edar L ea f ___ 3 25®3 50
C itro n e lla  ___ 1 25@1 50
Cloves __ _____ 5 00#5 25
C ocoanut _____ 4 0 # 50
Cod L iv er ___ 4 75@5 00
C roton _______ 2 2 5 #  2 50
C otton  S e e d __ 2 3 Í» dì) 2 55
E ig ero n  ___  12 0Ó@ 1 2 25
C ubebs _____  13! 50 #  13 75
E u c a ly p tu s  ___ 1 5 0 #  1 75
H em lock, pure 2  0 0 @ 2 25
J u n ip e r  B errie s

_ 10 o o © 25
J u n ip e r  W ood 3 50@3 75
L ard , e x t r a ___ 2 15#2 25
L ard , No. 1 __ 1  80#2 00
L av en d e r Flow  15 00 #  15 25
L av en d e r G a r’n 1 75#2 00
Lem on _______ 3 00 # 3 25
L inseed  boiled bbl. # 2 08
L inseed  bid less 2 1S@2 28
L inseed  raw  bbl1. - @ 2 06
L inseed  ra w  less 2 16@2 2 1
M u sta rd , tru e , <oz. @ 2 95
M usta rd , artif il, oz. # 1 1 0
N eats fo o t ___ 1 75@1 95
Olive, p u r e ___ 4 75@6 00
Olive, M alaga,

yellow  ______ 3 75@4 00
Olive, M alaga,

g reen  ______ 3 75(0)4 00
O range, Sw eet 10 50® 10 75
O riganum , pu re @2 50
O riganum , com ’l 1  0 0 # 1 25
P en n y ro y a l __ 3 00#3 25
P e p p e r m in t_1! 2 0 0 @ 12 25
R ose, p u r e _2; 1 00@25 00
R osem ary  F low s 2 0(T@ 2 25
Sandalw ood, E-

I. _________  li5 00@15 20
S a ssa fra s , tru e 3 00 @3 25
S a ssa fra s , a r t i 'l 1 50@1 75
S p e a r m i n t_1' 7 50 #  17 75
Sperm  _____ ___ 2 40®2 60
T a n sy  _ _ __ 9 0 0 #  9 25
T a r, U S P  _____ _ 48 # 60
T u rp en tin e , bbls . í(i¡ 2 35 1  :
T u rp en tin e , less 2 40(5)2 50
V  in te rg reen , t r .

___________  li ! 0 0 @ 1 2 25
W in te rg reen , svvee t

b irch  _______ 9 00@9 25
W in te rg reen  a r t 1 2 0 ® 1 40
W o r m s e e d _ 8 50 # 8 75
W o rm w o o d _ 16 00 #  16 25

Potassium
B ic a r b o n a te _*__5 5 #  60
B ich ro m ate  ___  47 #  55
B rom ide _____  1 05®1 10
C arb o n ate  _____  92 @1 00
C h lo ra te , g ra n 'r  4 8 #  55
C h lo ra te , x ta l or

pow d. ________  2 8 #  35
C yanide ______  27 % #  50
Iodide _________  3 85 @4 00
P e r m a n g a n a t e _8041)1 00
P ru ss ia  te, yellow  50 #  65
P ru ss ia te ,  red  1 85#2  00
S u lp h a te  ______  @ 85

Roots
A lk an e t _____  3 75@4 00
Blood, pow dered  6 0 #  75
C alam us _______  60@1 00
E lecam p an e , pw d. 2 2 #  25
G en tian , powd. 2 7 % #  35 
G inger, A frican ,

pow dered  _______ 2 9 #  36
G inger, J a m a ic a  4 0 #  45
G inger, J am a ica ,

pow dered  _____  4 5 #  50
G oldenseal, pow. 8 50 # 8  80
Ipecac , p o w d ._ 4 75@5 00
L icorice , powd. 3 5 #  40
L icorice , powd. 4 0 #  50
O rris, pow dered  4 0 #  45
Poke , pow dered  4 0 #  45
R h u b arb  ______  @3 00
R h u b arb , powd. 2 60#2  75 
R osinw ood, powd. 30 #  35
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. 2 5 # 30
V ale rian , powd. @2 00

Seeds
A nise __________ 35 # 40
A nise, pow dered 4 0# 45
B ird , Is  _________ 13 # 19
C an a ry  _____  — 15# 20
C araw ay , Po. .35 28 # 30
C ardam on  ___  2 25@2 50
C elery, powd. .65 5 7  @ 60
C orian d er powd 30 22%@25
Dill - _________ 25® 30
F ennell _ ____ 30 # 40
F lax 14# 18
F lax , g ro u n d  __ 14# 18
F o en u g reek  pow. 10# 20
H em p ________  li i% # 18
L obelia  ______  1 75@2 00
M u sta rd , yellow .4 5 # 50
M u sta rd , b l a c k _ 36@ 40
P oppy  --------------- # 1 00
Q uince ______  1 50#1 75
R ape ___________ 15® 20
S abad illa  _____ # 35
S abad illa , powd. 30 # 35
Sunflow er ______ 15# 20
W orm  A m erican 45@ 50
W orm  L e v a n t 1 65@1 75

Tinctures
A conite __________  @1 70
Aloes _____________  @1 20
A rn ica  ____________ # 1  50
A safo e tid a  _______  @3 9°
B elladonna  ___  @1 40
B enzoin  __________  # 1  80
B enzoin  C om po'd # 3  00
B uchu  ____________  # 2  70
C a n t h a r a d i e s __  # 2  90
C apsicum  _______   @ 1  95
C ardam on ________  @1 50
C ardam on, Com p. @1 35
C atech u  _________  @1 50
C inchona ________  @1 SO
C olchicum  _______  @2 40

- C ubebs ___________  # 2  60
D ig ita lis  __________ # 1  60
G en tian  _________  @1 20
G inger ____________ @1 50
G uaiac  _________  # 2  65
G uaiac , A m m on. @2 40
Iodine ____________  @ 1  50
Iodine, C olorless @2 00
Iron , clo. _________  @1 45
K ino _____________  # 1  35
M yrrh  ____________  @2 25
N ux V o m i c a __  # 1  95
Opium  ____________ @4 50
O pium , C arnph. @1 25
O pium , D eodorz 'd  # 4  50
R h u b arb  _________  @1 80

P a in ts
L ead , red  d r y _15%@ 16
L ead , w h ite  d ry  15% # 16
L ead , w h ite  oil 15%@ 16
O chre, yellow  bbl. @ 2
O chre, yellow  less 2% ® 5
P u tty  ------------------ 5 #  8
R ed V en e t'n  A m . 2 % #  5
R ed V en e t'n  E ng . 3 #  6
V erm illion , A m er. 2 5 #  30
W hiting , b b l . ___  #  2%
W h itin g  _______  3%@ 10
L. H . P . P rep . 3 75@4 00

Miscellaneous
A cetan a lid  _____  7 5 #  90
A lum  ____________ 1 6 #  20
A lum , pow dered  an d

g round  _______  1 7 #  20
B ism u th , S u b n i

tra te  -------------  3 5 0 #  3 80
B o rax  x ta l o r

p o w d e r e d ___  10 %@ 15
C an th a rad e s , po 2 25 # 6  50
Calom el _______ 2 14@2 16
C apsicum  ______  3 8 #  45
C arm in e  _____  7 25#7  60
C ass ia  B u d s ____ 5 0 #  60
Cloves ___________ 6 7 #  75
C halk  P rep a re d  13 #  15
C halk  P re c ip ita te d  1 2 #  15
C h lo ro fo r m ___ __4 5 #  55
C hloral H y d ra te  1 70@2 10
Cocaintj ____  13 60 #  14 05
Cocoa B u tte r  ___- 6 5 # 75
C orks, lis t, less 50%.
C oppera s , bbls. .-  @ 03
C opperas, l e s s _ 314# 8
C opperas, powd. 4%@ 10
Corrosiive Subltn 1 95#2 00
C ream  T a r t a r __ 70 # 75
C uttlebone  _____ 90@1 00
D ex trin e  _______ 9 # 15
D o v er's  P ow der 5 75#6 00
E m ery , A ll Nos. 10# 15
E m ery , P ow dered 8 # 10
E psom  S a lts , bbls @04%
E psom  S a lts , less 5(a) 10
E rg o t ------------------ # 6 25
E rg o t, Pow dered # 6 50
F la k e  W hite  ___ 15# 20
F o rm aldehyde , lb. 67# 70
G e l a t i n e _ _ 1 55(&/l 75
G lassw are, less  50%. 
G lassw are, fu ll case  58%. 
G lauber S a lts , bbl. @ 2% 
G lauber S a lts  less 3%@ 8
Glue, B r o w n ___  2 1 #  30
Glue, B row n G rd. 19 #  25
G lue, W h ite  ___  3 5 #  40
Glue, W h ite  G rd . 3 5 #  40
G lycerine _______  3 1 #  45
H ops ____________ 85 # 1  00
Iodine _________  5 4 5 # 5  70
Iodoform  ______  6  5 0 #  6 80
L ead, A c e t a t e _2 0 #  30
L y c o p o d iu m __  3 00#3  25
M ace ___________ 8 5 #  90
M ace, P ow dered  95@1 00
M enthol ___  18 0 0 #  18 20
M orphine ___  11 95@12 35
N u x  V o m i c a ___  @ 30
N ux V om ica, pow. 2 0 #  30
P ep p e r b lack  pow . 3 7 #  40
P epper, w h i t e ___  #  50
P itch , B u rg u n d y  @ 15
Q u ass ia  ________  1 2 #  15
Q uinine _______  1 2 2 # 1  72
R ochelle S a lts  __ 5 3 #  60
S acch arin e  ____  @ 40
S a lt P e t e r ________ 2 0 #  30
S eid litz  M ix tu re  4 0 #  45
Soap, g r e e n ___ 22%@ 30
Soap m o tt cas tile  22 %@ 25 
Soap, w h ite  c as tile

case  __________ @17 00
Soap, w h ite  cas tile

less, p e r b a r _ @1 85
Soda A sh _____  3 % #  10
Soda B ica rb o n a te  3%@ 10
Soda, S a l ______  2 % #  5
S p ir its  C am p h o r @2 00
S u lphu r, r o l l ___ 4%@ 10
S u lp h u r, S u b l ._4%@ 10
T a m a rin d s  ____  2 5 #  30
T a r t a r  E m e tic  1 0 3 #  1 10 
T u rp en tin e , V en. 50@6 00 
V an illa  E x . p u re  1 50@2 00
W itch  H a z e l_1 40@2 00
Zinc S u l p h a t e _ 1 0 #  15
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M I C H I G A N  T R A D E S M A N

GROCERY PRICE CURRENT
M arch 24,

ADVANCED

COCOA
B ak e r’s  ________________ 54
B unte, 15c size ............... 55
B unte , % lb.......................  60
B unte. 1 lb ......................... 48
C leveland ....................... 41
Colonial, %s ...............  15
Colonial, *43  ...............  88
E?pps ...................................  48
H ersheys, Vis . _______  44

Gum Drops
C ham pion __________  28
R asp b e rry  __________  28
F av o rite  
S uperio r 
O range J< Hies

30
29
32

DECLINED

A M M O N IA  
A rctic Brand 
16c. 2 doz. box 2 70 
25c, 1 doz. box 1 75 
40c, 1 doz. box 2 85 

Moore’s Household Brand 
12 oz.. 2 doz. to  case  . . 2  70

12  oz. 
16 oz. 
32 oz.

A X L E  GREASE

1 35 
1 60 
1 35 

76 
1 25 
1 60 
1 80

B A K E D  GOODS 
Loose-W iles Brands

K risp y  C rack e rs  ........... 18
L. W. "Soda C rack e rs  . .  16 
L. W. B u tte r  C rack e rs  18 
G rah am  C rack e rs  ......... 18

Blackberries
3 lb. S ta n d a rd s  .........
lVo- 10  ---------------- 1 @13 00

Beans— Baked 
B row n B eau ty , No. 2 
Cam pbell, No. 2 
F rem o n t, No. 2 
Van C am p, % lb. . . .  .
V an C am p, 1 lb.
V an Cam p, 1% lb.
Van C am p. 2  lb...........

Beans—Canned
Red K i d n e y ----- 1 35@>1 45

.......................  1 36@2 70
W ax .....................  1 36@2 70

...................  1  2 0 @ 2  35
Red .........................  96@1 25

Clam Bouillon 
B u rn h a m ’s 7 oz.......... 2  60

Corn
S ta n d a rd  ____________1 55
C o u n try  G e n t le m a n _2  0 0
M aine ---------------------- 2  25

Hom iny
V an C am p .....................  1 35
Jac k so n  ...........................  1 3 0

* C H E E S E
B r i c k --------------------------- 30
W jsconsin  F la ts  ________31
L o n g h o r n ____ __ 37
N ew  Y ork — 1 —11— 33
M ichigan  F u ll C r e a m _30

C H E W IN G  GUM  
A dam s B lack  Jack . . . .  70
B eem an 's  P ep s in  ...........  70
B eech n u t ...........   80
D oublem int .....................* 7 0
F lag  S pruce  ...................... 7 0
Ju icy  F r u i t  ....................  70

W rtg leys . .  70
.........................  70
.........................  65

S p earm in t, 
Y uc a tan  
Zeno

% Ib.
Vi lb.

Lobster

F ig  Sni B ar 
L. W. G inger S naps  . .  
H oney  G irl P la in  . . . . ,
H oney  G irl Iced  .........
C ocoanu t T affy ............
V an illa  W afe r ...............

S ub jec t to  Q uantity  
c o u n t

25 
18 

. 25 
. 26 
. 28 
. 40 
d is-

Mackerel 
M u sta rd , 1 lb. . . .
M u sta rd , 2 lb. ___
Soused, lVi lb.

B L U IN G
Jennings’ Condensed Pearl 
Sm all, 3 doz. box . . . .  2 55 
L arg e , 2  doz. box . . . .  2 70

B R E A K F A S T  FOODS  
C racked W heat. 24-2 4 60
C ream  of W h ea t ___  9 00
G ra p e -N u ts  ...................  3 80
P illsb u ry ’s  B es t C er’l 2 90 
Q u ak er Puffed  R ice . .  a 60 
Q u ak er P u ffed  W h ea t 4 30 
Q uaker B rk fs t  B iscu it 1 90 
Q uaker Corn F la k e s  3 35
R alston  P u r in a  ...........  4 00
R alston  B ran zo s  ......... 2 20
R alston  Food, la rg e  . .  3 60 
R alston  Food, sm all . .  2 60
Saxon  W hea t F o o d _5 10
Shred W h ea t B iscu it 4  ¿0 
T riscu it, 18 ...................  2 25

Kellogg’s Brands 
T oasted  C orn F la k e s  4 20 
T oasted  C orn F lak es

In d iv id u a l .....................2 00
K rum bles .......................  4 20
K rum bles, In d iv id u a l 2 00
B iscu it .............................  2 00
D rin k e t ...........................  2 60

Soused, 2 lb ...................  2  76

Mushrooms
B u tto n s , Is, p e r  c an  1 40 
H o te ls, I s  p e r  can  1 15

Plums
C alifo rn ia , No. 3  . . . .

Pears In Syrup
M ichigan  _____________ 4 50
C alifo rn ia  __________  5  5 0

Peas
M arro w fa t . . . .  1  7 5 @ 1  90
E a rly  J u n e  ___  1 66@1 90
E a r ly  J u n e  s if td  1 90@2 40

2 40

4 75 
2 40

Peaches
C alifo rn ia , No. 2 Vi 
C alifo rn ia , No. 1 . . .  „
M ich igan  No. 2 ..........  4 25
F ie , g a llons  ...............  12 00

Pineapple
G rated . No. 2  ..........
Sliced No. 2 E x t r a

CH OCO LA TE 
W a lte r  B ak e r i t  Co.

C a rac a s  .............................  42
P rem iu m , Vis o r  v is ’ 49

W alte r  M. Low ney Co.
P rem iu m , Vis .............  44
P rem iu m , Vis .............  44

CIGARS
N ationa l G rocer Co. B rands 
A ntonella  C igars, 50

foil ...........................  37 50
A n tonella  C igars, 100

foil ...........................  37 50
A n to n e lia  C igars, 25
„  t in s  ........................... 3 7  60
E l R a jah , D ip lo m át

icas, 1 0 0 s ................. 7  00
E l R a jah , corona, 50

p e r 100 ................... 7 75
E l R ajah , E p icu re , 60

p er 1000 .................74 00
E l R ajah , E p icu re , 25,

p e r  1 00  ...................  8  3 0
E l R a jah , A rk , 50,

pe r 1 0 0  ......................7  30
E l R a jah , P res id en t,

60, p e r  1 0 0  ................1 0  00
O díe, M onarch , 50,

wood, p e r 100 . . . .  5  60 
Odin, M onarch , 25 t in  5 60 
M ungo P a rk , 2600 lo ts  69 12 
M ungo P a rk , 1000 lo ts  70 81 
M unga P a rk , 500 lo ts  72 52 
M ungo P a rk , less  th a n

600   76 00
M usgo  P a rk , 25 wood 75 00 
W orden G rocer Co. B rands 
H a rv e s te r  (S hade  G row n)

H ersheys,' Vis ________  42
H u y le r ..........  36
Low ney, Vis .................... 48
Low ney, Vis ...................  47
Low ney, Vis ...................  47
Low ney, 5 lb. c a n s ......  44
V an H ou ten  Vis ............. 12
V an H outen , Vis ............. 18
V an H outen , % 3  ............. 36
V an H outen , Is  .............  66
W an -E ta  ........................... 36
W ebb ................................. 33
W ilbur, Vis ....................... 33
W ilbur. Vis ....................... 33

COCOANUT
Vis, 5 lb. case  D unham  46
Vis. 5 lb. case  ............... 45
Vis & Vis, 15 lb. case  45 
6  an d  12c pkg. in pa ils  4 75
Bulk, pa ils  ..................... 38
Bulk, b a rre ls  ................. 35
48 2 oz. pkgs., p e r case  4 00 
48 4 oz. pkgs., p e r case  7 50

C O F F E E  ROA8 TED  
Bulk

Rio ...............................  26@28
S an tos  .........................  37@40
M ara cabo ........................... 43
M exican ............................. 43
G u tam ala  ........................... 42
J  a v a  ..................   5 0
M ocha .................................  50
B ogota ...............................  43
P ea b erry  .............................  41

P ack ag e  Coffee 
New Y ork B aals

A rbuckle  ..................... 38 50
M cL aughlln’a XXXX 

M cL aughlin’s XX X X  p ack 
age coffee Is sold to  re ta il
e rs  only. M all a ll orders  
d irec t to  W. F . M cL augh
lin & Co., Chicago.

Coffee E x tra c ts
N. Y.. pe r 100 ............... 914
F ra n k ’s 250 packages  14 50
H u m m el’s  60 1 lb ...........10

CO N D EN SED  M ILK
Eagle, 4 doz..................  n  00
Leader, 4 doz................. 8 50

EV A PO RA TED  M ILK 1 0  lb -

Lozenges
A A Pep. L o z e n g e s_32
A A F in n  L o z e n g e s_32
A A Choc. L ozenges 32
M otto L o z e n g e s ____ 34
M otto H e a r ts  _____  34

H ard  Goods
Lem on D r o p s ________32
O. F . H orehound  D rp s  32
A nise S q u ares  _____  32
P e a n u t S q u a r e s ____  32
Rock C andy  ________  40
S unsh ine  A s s t . ______ 43

Pop Corn Goods
C ra ck e r-Ja c k  P r i z e _7 00
C heckers P r i z e _____ 7 00

No.
No
No.
No

F IS H IN G  TA C KLE  
Cotton Lines 

’’ !5 feet

tee«.
fee t
fee t

28
U nen Lines 
Choc. P ean u t 

p e r  1 00  y a rd s  D 63 
M edium , p e r 100  y a rds  7 
U r K«. p e r 1 0 0  yards 9 oc

Fudge
Smalt,

No.
N o
No.

Floats
JVi. p e r  g ross 
2 . Per g ross ., 

2 %. p e r g ro ss  .

Cough Drops
Boxes

P u tn a m  M enthol _____1 65
S m ith  B ros. __________1 65

C O OKING C O M PO UNDS  
Mazola

P in ts , tin , 2 d o z . _____ 7 75
Q u arts , tin , 1 d o z ._7 25
Vi Gal. tin s , 1 d o z ._13 75
Gal. tin s , Vi d o z .__ 13 50
5 Gal. tin s , % d o z ._20 50

COUPON BOOKS
50 Econom ic g rad e  . .  2 >5 
100 Econom ic g rad e  8  75 
500 Econom ic g rad e  17 00 
1,000 Econom ic g rad e  30 0 0  

W here  1,000 books a re  
ordered  a t  & tim e, sp ec ia l
ly p rin ted  fro n t co v er Is 
fu rn ished  w ith o u t ch arge.

CREAM  OF TA R TA R  
6 ib. boxes .......................  65

Hook»— Kirby
Size 1 - 1 2 , p e r  1 ,0 0 0  
gize 1 - 0 , p e r  1 ,0 0 0  .
s iz e  2 - 0, p e r 1 ,0 0 0
Size, 3-0, p e r 1,000 
s iz e  4-0, p e r  1,000 .
h ize 5-0, p e r  1,000 .

No.
No.
No.
No.
No.
No.
No.
No.
No.

Sinkers 
p e r  g ro ss  
P e r g ro ss  
p e r  g ro ss  
p e r  g ro ss  
P er g ross 
p e r  g ro ss  
P er g ro ss  
P e r g ross 
p e r  g ross

1 50
1 76
2

. .  84 

.. 96 
1 15 
1 32 
1 65 
1 V

.. 66. 

.. 72 

.. 86 
1 10 
1 45
1 85
2 30 
I 31 
4 0/

f l a v o r i n g

lb. boxes 
D R IE D F R U IT S

Apples
E v tp ’ed, Choice, blk  

A prico ts
E v ap o ra ted , Choice . 
E v ap o ra ted , F an cy  ..

Citron
box _________

22

50
C arn a tio n , T all, 4 doz. 6 
C arn a tio n , B aby, 8 doz 5
P e t, T all ___________  6
P e t, B aby  __________ 4
V an Cam p, T a l l _____ 6
V an C am p, B a b y ____4
D undee, Tall, 4 doz. 6 
D undee, B aby, 8 doz. 5 
S ilver Cow, T all 4 doz 6  
S ilver Cow B aby  6 dz 4

Currants
P ack ag es , 12  oz. _____
B oxes, B ulk , p e r  l b . _

Pum pkin
V an C am p, No. 3 . 
V an C am p, No. 10 
L a k e  Shore, No. 3  
V esper, No. 10 . . .

P e a n u t B u tte r  
No. 1412, doz. 
B ra n  .................

3 65 
1 80 
3 60

BROOMS
S ta n d a rd  P a r lo r  23 lb. 
F a n c y  P a rlo r , 23 lb. . .
Ex. F an cy  P a r lo r  26 lb.
E x. Fey. P a r lo r  26 lb. 10 00

B R U S H E S  
Scrub

8 00 
9 50

Salmon
W arre n ’s  1 lb. T a ll . .  4 10 
W a rre n ’s  Vi lb. F la t  2 60 
W a rre n ’s  1 lb. F la t  . .  4 25
Red A la sk a  ...................  3  90
Med. R ed  A la sk a  . . . .  3  5 0  
F in k  A la sk a  ...............  2  65

Sardines
D om estic, Vis __ 5 25@6 50 
D om estic, Vis . .  7 00@8 00  
D om estic, % s . .  7 0U@8 00

Solid Back, 8 in. . . .  1 60
Solid Back, U  In. . . .  1 76Pointed End« . . . . .  1 25

Stove
No. l  ....................... 1
No. 2 ................... . . 1 36

•ha»
No. 1 ................... 90
No. 2 ......................... 1 16No. * ......................... . .  2 00

C alifo rn ia  Soused 
C alifo rn ia  M u sta rd  
C alifo rn ia  T om ato

Sauerkraut 
I la e k m u th , No.

2 25 
2  26 
2 25

----- 1 50

D unbar,
D unbar,

Shrimps 
I s  doz. . 
lV is doz.

b u t t e r  c o l o r
D andelion , 26c size  . .  2 0 0  
P erfec tio n , p e r doz. . .  1 30

CANDLES
P araffine , 6s  ................. .. 15
P araffine , 1 2 s ............. “  ie
W ick ing  .......................... ”  4o

C A N N E D  GOODS 
Apples

2  lb - S ta n d a rd s  ___@2 25N o. 1 0  -------------------  @ 7  2 5

Strawberries
S ta n d a rd  N o. 2 __
F a n cy , N o. 2 ______I

1 90 
3 75

4 50
5 50

Tomatoes
2 .................  1 46 @1 75
3 ...................  2  0 0 @ 2  36

No.
No.
No. 10

C A TS U P  
S n id e r’s  8  ox. . . . .  
S n id e r 's  16 oz. . 
R oyal R ed, 10 o x  
N edrow , 1 0 % ox.

@7 00

1 80 
2 90 
1 36 
1 40

N edrow , gaL glass Jar l l  60

R ecord  B reak er, 50s
fo il .............................  75 00

D eim onico 50s ........... 75 00
F a n a te lla , 50s ............. 75  00
E p icu re , 50s ............... 95 00
F a v o r ita  E x tra , 503 95  0 0
P res id e n ts , 50s . . . .  112  50 
(L a  A zora  B ro ad leaf C igar)
W ash ing ton , 50s ___ 75.00
F a n a te lla  Foil, 50s . .  75 00
A r i s to c r a t s __________ 7 5  00
P e rfec to  G rande, 50s 95 U0
O pera, 50s ________ 5 7  00
S anchez & H a y a  C lear 
H a v a n a  C igars. M ade in 

T am pa , F lo rida
D ip lom atic s, 5 0 s ___ 9 5  0 0
R osa, 2 0 s ------------------ 1 15  0 0
B ishops, 50s ............. 1 15  00
R e in a  F in a , 50s T ins 115 00
Q ueens, 50s  ...............  135 00
W o rd en ’s  S pecial __ 150.00 

Ig n a c ia  H ay a
M ade in  T am p a , F lo rida .
E x t r a  F a n c y  C lear H a v a n a
D ehcados, 50s _____ 120 00
P rim ero s , 5 0 s _____ 1 4 0  00

R o sen th a l B ros.
R. B. C ig a r (w rapped

in  tis su e )  50s ......... 60 0 0
Im p o rted  S u m a tra  w rap p e r 

M anilla  C igars  
F ro m  P h ilip p in e  Is lan d s
L ioba, 100s ...................  3 7  50

O th e r B ran d s  
C h arle s  th e  E ig h th  (D o

m estic ) , 50s ............. 70 00
B. L „  50s ---------------- 5 0 .0 0
H em m e te r  C ham pions,
„  50sj -----------------------  59.00

1 R u n n er , 20s__ 36.00
El D ependo, 2 0 s ______3 7 .5 0
C o u rt R oyal, 5 0 s ___  60 00
C o u rt R oyal, 25 tin s  60 0 0
Q ualex , 50s ................. 50 00
K n ickerbocker, 50s . .  54 0 0  

_  S tog ies 
T ip  Top, 50s tin s ,

2  fo r  5  .....................  19 50
C L O T H E S  L IN E  N abobs

H em p, 50 f t  ...............  2  60
T w is ted  C otton , 60 ft. 3 25

C o tto n - 60 f t. 3 90 
B ra ided , 50 f t. . . .  4 00
B raided , 80 f t ........... " 4  *5
S ash  C ord ............... ’ * 4  jp

M IL K  C O M PO UND
H ebe, Tall, 6  doz........... 6 90
H ebe, Baby. 8 doz. . .  5 60 
C arolene, Tall, 4 doz. 5 65

C O N FEC TIO N ERY
S tick  C andy P a ils

H orehound  ____________30
S tan d a rd  _____________ 30

C ases
Ju m b o  _______________ 29
B oston  S u g a r S tick  „ 3 6

Mixed C andy 
, P a llsB roken ________________31

C ut L oaf _____________31
G rocers _______________24
K in d e rg a rte n  ______ I  33
L ead e r _______________3 0
N ovelty  ___________ I I  31
P rem io  C r e a m s _______ 44
R oyal ------------------------- 3 0
X L  O _______________27
F ren c h  C r e a m s ________32

Specia lties  P a lls
A uto K isses  (b a sk e ts ) 31 
B onnie B u tte r  B ite s— 35
B u tte r  C ream  C o r n _38
C aram el Bon B ons 35
C aram el C ro q u e tte s  __ 32
C ocoanu t W affles ____33
Coffy Toffy ___________35
F udge , W aln u t _______35
F udge , W a ln u t Choc. 35  
C ham pion G um  D rops 28 
R asp b erry  Gum  D rops 28 
Iced O range Je llies  „  32
Ita lia n  Bon B o n s ___ 30
AA L icorice  D rops

5 lb. box. ______  2  15
L ozenges, P ep . ___ I"  32
L ozenges, P in k  __ 32
M anchus ____________ __
N u t B u tte r  P u f f s ___ 33

C hocolates P a lls  
A ssorted  Choc. _ 37
C h a m p io n ____ 35
H oneysuck le  C hips 11 5 0  
K londike C hoco lates_45

Peaches
E vap . Choice, U npeeled  22 
E vay . F an cy , U npeeled  24 
E vap . Choice, P ee led  24 
E vap . F an cy , P ee led  26

Peel
Lem on, A m erican  _____38
O range, A m erican  _____38

Raisins
Choice S ’ded 1  ib. pkg . 23 
F ancy  ti ded, 1 lb. pkg . 24 
lh u m p so n  seed less ,

1 lb. pkg . ---------------- 2 2
i  hom pson seed less , 

bulk  .................................  2 2

California Prunes 
80- 90 25 lb. boxes ..@ 18%  
70- 80 25 lb. boxes ..@ 19 
60- 70 25 lb. boxes ..@ 20 
60- 60 25 lb. boxes ..@ 21%
40- 50 25 lb. b o x e s_@25
30- 40 25 lb. boxes ..@ 28

f a r i n a c e o u s  g o o d s
B«ans

M ed. H and  P icked  
C alifo rn ia  L im as .
B row n, H olland  . . . 1 1 ’ 6 %

EXTRACTS 
Jennings

P u re  Food V anila 
le rp e n e le s s  

l  u re  Food  Lem on

< D ram  17 C e n t_—_ Y°fu
H i  O unce 20 C en t „  2 uo
3 O unce, 37 C e n t_ 3 yy
{j*  D unce 40 C en t „ 1  3 20 
•-/S O unce, 45 C en t __ 3  -10
4 o u n c e , 6a C e n t _____ 5  00
S> O unce $1 . 0 0 _________y yy

17 A sso rted — 1  lu
l  /i O unce, 2 d A sso rted  2  ou

F L O U R  A N D  FE E D  
L ily  W hite  __ 14  j,,
G rah am  20  lb. p e r  cw t. 5 su 
G om en G ra n u la ted  M eal,

2 a lbs., p e r  c w t . __ 0 xo
itovvena P a n c ak e  6 lb.

C o m p o u n d ___  5  yy
R o w en a  B u ck w h ea t""

C om pound ________  g yy
R o w en a  C orn F lou r,

W a tso n  H ig g in s  Milling

N ew  P e rfec tio n , Vss 14 10 

Msai
G ra in  M. Co. 

G ra n u la te d  11 5  4U 
Wheat

Gr
B olted
Golden

No. 1 R ed  .......................
No. 1 W h i t e .............I ”

Oats
M ich igan  C a r l o t s ___
C ess tn a n  C a r lo t s ___

Corn
C arlo ts  _____________
L ess  th a n  C a r lo t s ___

8%

2  80

4 50

Farina
25 1 lb. p ack ag es  , 
Bulk, p e r 100 lbs.

Hom iny
P earl, 100 lb. s a c k ___

Macaroni
Domestic, 10 lb. box . . l  10 
Domestic, broken bbla. s u  
s t  24a, case  1 37 2

1 90 
1 90

S k in n e r’i __ , _ _
Golden Age, 2  dox. 
F ou ld 's, 2  doz.

Pearl Barlay

N ibble S ticks, box 2  60
N u t W a f e r s _________  45
Ocoro Choc. C aram els  43
P e a n u t C l u s t e r s _ 6 0
Q u in te tte  __ §7
R egina _______ ~~ t i
Victoria Caramels ____ 42

C h es te r _ ß

Peaa
Scotch, lb
Split, i b . __ 1

Sago
E a s t  In d ia

Tapioca
P e a rl. 100 lb. sack s  __ n  
M inute , 8 oz., 3  doz. 4  05 
Dromedary Instant, 3 

dos., p e r  case  ......... 2  70

H ay
C a r l o t s __ _______  34  yy
L ess  th a n  C a r l o t s _ 36 00

Feed
S tr e e t  C ar F e e d __  65 00
N o. 1  C orn  & O a t F d  65 00
C rack ed  C orn  _____  65 00
C oarse  C orn  M eal „  65 00

F R U IT  JARS  
M ason, % p in ts , g ro  8 00  
M ason, p ts .# p e r  gross 8  40 
M ason, Qts., p e r  gro . 8  76 
M ason, % g a l., gro. 1 1  00  
M ason, c a n  tops, gro. 2 85 
Idea l G lass Top, p ts . 9 60 
Id ea l G lass  T op. q ts . 9 90 
id e a l G lass T op  % 

g a llon  .......................  12  0 0

G E L A T IN E
Cox’s  1 doz. la rg e  __ 1 45
C ox 's  1 doz. s m a l l_ 90
K n o x ’s  S p ark lin g , doz. 2  15 
K n o x ’s  A c id u 'd  doz. 2 15
M inu te , 1 d o z . ___  l  35
M inu te , 3 doz. _____  4 05
N elso n ’s  .........................  j  60
O xford  ............................ 76
P ly m o u th  R ock, P hos. 1  65 
P ly m o u th  R ock, P la in  1 36 
W au k e sh a  .....................  i  go

H ID E S  A N D  P E L T S  
Hides

G reen , N o. 1 ___________ 20
G reen , No. 2 _____  _ 19
C ured , N o. 1 ___  22
C ured , N o. 2  __________ 21
C alfsk in , g reen , No. 1 45  
C alfsk in , g reen , No. 2  43% 
C alfsk in , cu red , No. 1 47 
C alfsk in , cu red , N o. 2  4 5 %
H o rse , No. 1 ________1 0  00
H o rse , N o. 2 ___  9  0 0
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Pelt«
Old W ool ................. 76@2 00
L am bs ...................  60@2 00
S h earlin g s  ........... 50@1 BO

Tallow
P rim e  .............................  @10
No. 1 .............................  @ 9
No. 2 ...............................  @ 8

Wool
U nw ashed , m e d .  @50
U nw ashed , f i n e ___ @45

RAW FURS
No. 1 S k u n k  _______ 6 50
No. 2 S kunk  _______ 4 50
No. 3 S kunk  ..............3 00
No. 4 Skunk  .............  1 50
No. 4 U nprim e ........... 75
M uskra ts , W i n t e r ___ 4 25
M u sk ra ts , P a ll ___ 3 00
M u sk ra ts , K itts  ......... 25
No. 1 R accoon, L a rg e  10 00 
No. 1 R accoon, M ed. 8 00
No. 1 R accoon, Sm all 6 00
No. 1 M ink, L a r g e _, 17 00
No. 1 M ink, M ediuim  15 00 
No. 1 M ink, Sm all . _ 12 00 

A bove p rices  on prim e 
goods.

HONEY
A irline. No. 10 ......  4 00
A irline, No. 15 ........... 6 00
A irline, No. 25 .......  9 00

HORSE RADISH 
P e r  doz.............................  1 00

J E L L Y
P u re , p e r pail, 30 lb. 5 00

J E L L Y  G L A S 8E 8  
8  oz., p e r  doz...................  40

M A P L E IN E
1 oz. bo ttle s , p e r doz. 1 75
2 oz. b o ttle s , p e r doz. 3 00 
4 oz. bo ttle s , p e r doz. 5 50
8  oz. bo ttle s , p e r doz. 10 50
P in ts , p e r doz..................18 00
Q uarts , p e r  doz........... 33 00
% G allons, p e r doz. 5 25 
G allons, p e r  doz.......... 10 00

M IN C E  M E A T  
N one Such, 3 doz.

case  f o r _____________4 30
Q uaker, 3 doz. case  

fo r .................................  3 25

M OLASSES  
New Orleans

F an cy  Open K e ttle  . . . .  85
Choice ...............................  68
Good ...................................  56
Stock ...................................  28

H a lf barrels 5c extra  

N U TS — Whole
Alm onds, T e rrag o n a  35 
B razils, la rg e  w ashed  26
F ancy  M ixed ...............
F ilb erts , B arce lona  . .  32 
P ean u ts , V irg in ia  ra w  16 
P e a n u ts , V irg in ia,

ro a s ted  ..................... 18
P e a n u ts , Span ish  . . .  25 
W aln u ts  C alifo rn ia  . .  39 
W alnu ts, F ren c h  ___

Shelled
A lm onds .........................  65
P e a n u ts , Span ish ,

10 lb. box ............... 2 75
P ean u ts , Spanish ,

100 lb. bbl...................  25
P ean u ts , S panish ,

2 0 0  lb. b b l...................  24%
P ecan s  ........................... 95
W aln u ts  ....................... 85

O LI V E h
Bulk, 2 gal. kegs each  3 25
Bulk, 5 gal. kegs, each  8  00
StufTed, 4  oz................... 1 80
Stuffed, 16 oz.....................4 50
••■tied (n o t s tu ffed)

14 oz...............................  3 00
M anzan illa , 8 oz...........1 45
L unch, 10 oz................... 2 00
L unch, 16 oz. ...............  3 26
Q ueen, M am m oth, 19

oz..................................... 5 50
Queen, M am m oth , 28

oz...................................... 6 75
Olive Chow, 2 doz. cs. 

p e r doz.......................... 2 50

P E A N U T  B U T T E R

B el-C ar-M o Brand

8 oz., 2 doz. in cfjse . .
24 1 lb. p a ils  .................
12  2 lb. pa ils  ...................
5 lb. pails. 6  in  c ra te
10  lb. pails  .......................
15 lb. pa ils  .......................
25 lb. pa ils  .....................
50 lb. t in s  .........................
1 00  lb. d ru m s .................

P E T R O L E U M  PR O D UC TS  
iro n  B arre ls

P e rfec tio n  ___________ 18.7
R ed  C row n G asoline 26.9 
G as M achine G osaline 41.3 
V. M. & P . N a p h th a  26.9 
C apitol C ylinder, Iron

B bls. ________________49.8
A tlan tic  Ked E ngine,

Iron B bls. ___________31.8
W in te r B lack, iro n

B bls. ________________19.3
P o la rine , Iro n  B b l s ._51.8

P IC K L E S
Medium

B arre l, 1,200 co u n t 14 50
H alf bbls., 600 co u n t 8  00
5 gallon kegs  _____  3 00

Small
B arre ls  ______________18 00
H alf b a rre ls  _________10 00
5 gallon  kegs  _____  3 50

Gherkins
B arre ls  .........................  25 00
H alf b a rre ls  ............... 13 00
6 gallon kegs ............... 4 60

Sweet Small
B arre ls  .........................  28 00
5 gallon  kegs ............... 5 75
H a lf b a rre ls  ............... 15 00

P IP E S
Cob, 3 doz. in  box . .  1 25

P L A Y IN G  CARDS  
No. 90 S team b o a t . . . .  2 25
No. 808, B icycle .........3 75
P ic k e tt  ........................... 3* 00

Tripe
K its , 15 lbs.........................  90
14 bbls., 40 lb s ...............1 60
% bbls., 80 lbs...........  3 00

Casings
H ogs, p e r  lb ............. @65
Beef, round  »et . . . .  19@20 
Beef, m iddles, s e t ..50@60 
Sheep, a  skein  1 75@2 00

Uncolorea Oleomargarine
Solid D a ily  ................. 28@29
C oun try  Hulls ............. 30@31

R IC E
F a n c y  H ead  ..................  16
B lue Rose ....................... 14

R O L L E D  O A T8
M onarch , b b ls ...............  9 75
Rolled A vena, bbls. 10 00 
S teel C ut, 100 lb. sks. 5 00 
M onarch , 90 lb. sack s  5 00  
Q uaker, 18 R eg u lar . .  2 10 
Q uaker, 20 F am ily  . .  5 50

S A LA D  DRESSING  
Colum bia, % p in ts  . .  2 25 
Colum bia, 1~ p in t . . . !  4 00  
D urkee’s la rge , 1 doz. 5 80 
D urkee’s m ed., 2  doz. 6 30 
D u rk ce 's  P icnic , 2 doz. 2 90 
Smider’s  large, 1 doz. 2  40 
S n id e r 's  sm all, 2 doz. 1 45

8 A L K R A T U 8

P acked  60 lbs In box 
A rm  and  H a m m er . .  3 25 
W y an d o tte , 100 % s . .  8 00

POTASH
B a b b itt’s, 2 doz.............2 75

P R O V I8 IO N 8  
Barreled Pork 

C lear B ack  __ 48 00@49 00 
S h o rt C u t C lear 40 00@41 00
Pig ................................
C lear F am ily  ............. 48 00

Dry Salt Meats 
S P  B ellies . .  32 00@34 00 

Lard
P u re  in t i e r c e s _24@25
Com pound L a rd  24%@25 
m i Id tubs . . .a d v a n c e  %  
60 lb. tu b s  . . .a d v a n c e  % 
50 lb. tu b s  . . .a d v a n c e  a  
20  lb. pails  . . .a d v a n c e  % 
10 lb. pails  . . .a d v a n c e  %  
5 lb. pails  . . .a d v a n c e  1 
3 lb. pa lls  ...advance  1

Smoked Meats 
H am s, 14-16 lb. 27 @28
H am s, 16-18 lb. 28 @29 
H am s, 18-20 lb. 27 @28 
H am , d ried  beef

se ts  ................... 41 @42
C alifo rn ia  H am s 22%@23 
P icn ic  Boiled

H am s ............... 35 @46
Boiled H a m s  .. .42 @44
M inced H am s . 18 @20
Bacon ______ __ . 32 @48

Sausages
Bologna ............... .......... 18
L iv er ................... .......... U
F ra n k fo rt ........ ..........  19
P ork  ................... . .  14 @15
Veal ..................... ........... 11
T ongue ............ ...........  11
H eadcheese . . . . ........... 14

Beef
B oneless ........  30 00@35 00
R um p, new  . .  40 00@42 00

Pig’s Feet
% bb ls................................  1 76
% bbls., 35 lb s .................. 3 40
% bb ls ............................. 11 50
1 bb l.................................. 19 00

Canned Meats 
R ed C row n B rand  

C orned Beef, 24 I s  . .  3 90 
R o ast B eef, 24 I s  . . . .  3 90 
V eal Loaf, 48 %s, 5%

oz......................................  1 65
V eal Loaf, 24%s, 7 oz. 2 60 
V ienna S ty le  S ausage ,

48%s .............................  1 40
S au sag e  M eat, V i s _3 35
P o tted  M eat, 48%s . .  52% 
P o tted  M eat, 48 % s 90 
H a m b u rg e r  S teak  and

Onions, 48 % s ........... 1 76
C orned B eef H ash ,

48 %s ..........................   1 75
Cooked L unch  Tongue,

48 %s .........................  4 00
Cooked Cx Tongues,

12  2 s ...........................  2 2  50
C hili Con C arne, 48 Is  1 40 
Pork  and  B eans. 48 13 1 80 
Sliced B acon, m edium  4 00 
Sliced B acon, la rg e  6  25
Sliced B eef, 2% o z . _2 20
Sliced B eef, 5 o z . ___ 4 00

M ince M eat
Condensed No. 1 car. 1 80 
Condensed B ak e rs  b rick  25 
M oist in g l a s s ______  6 50

8 A L  SODA
G ran u la ted , bb ls........... l  96
G ran u la ted  100 lbs. os. 2 10
G ran u la ted , 36 2% lb.

p ack ag es  ............... 2  25

SA L T 
Solar Rock

56 lb. sack s  _________  55
Common

G ran u la ted . F i n e ___ 2 35
M edium , F i n e _________2 40

P e r case , 24 2 l b s ._2 25
F ive  case  lo ts  _____  2 15

SALT FISH  
Cod

M iddles ...............................  28
T ab le ts , 1 lb. _______  3 20
T ab le ts , % lb ................. 1 76
W ood boxes ...................  19

H olland H erring
S ta n d a rd s , bb ls ................19 50
Y. M., bb ls ...................  22 50
S tan d ard s , kegs ........  1 20
Y. M., kegs ................... 1 50

H erring
K  K  K  K , N orw ay  . .  10 00
8 lb. pa lls  .....................  1 40
C u t L unch  .....................  1 25
Scaled, p e r box ____  21
B oned, 10 lb. b o x e s _24

T ro u t
No. 1, 100 lb s ...................  12
No. 1, 40 lbs.....................
No. 1, 10 lb s ...................
No. 1, 3 lb s .......................

Mackerel
M ess, 100 lb s ............... 25 00
M ess, 60 lb s ................... IS 25
M ess, 10 lb s ................ 2 95
M es3 , 8 lb s ................. . 2 30
No. i,- 100 lb s ............. 24 00
No. 1, 50 lb s ............... 12 75
No. 1, 10 lb s ................. . 2 80

Lake Herring
% bbl., 100 lb s ............. . 7 50

8E E D S
A nise ........................... .. 45
C anary . S m yrna  __ 12
C ardom on, M alabar 1 20
C elery  ......................... . 65
H em p. R u ss ian  ___ - 11
M ixed B ird ................. . 18%
M ustard , w h ite  ___ . 40
P oppy  ........................... . 65
R ape ............................. . i 6

SH O E B L A C K IN G  
H an d y  Box, la rg e  3 ds. 8  60 
H andy  Box, sm all . . .  1 26 
B ixby’s R oyal Polish  1 25 
M iller’s C row n P olsh  90

8 N U F F
Sw edish  R apee 10c 8  fo r 64 
Sw edish  R apee, l  lb. gls 60 
N orkoplng, 10c, 8  fo r . .  64 
N orkoping, 1 lb. g la ss  . .  60 
C openhagen, 10c, 8 fo r 64 
C openhagen, 1 lb. g la ss  60

SOAP
J am e s  S. K irk  & C om pany
A m erican  Fam ily , 100 7 85 
J a p  Rose, 50 cak es  . .  4 85 
K irk ’s W h ite  F lak e  . .  7 00 

L a u tz  B ros, f t  Co. 
Acme, 100 cak es  . . . .  6 75 
B ig M as te r, 100 blocks 8 00
Clim ax,. 100s ............... 6 00
Clim ax, 120s ............... 5 25
Q ueen W hite , 80 cak es  6 00 
O ak Leaf, 100 cak es  6 75 
Queen Anne, 100 cakes  6 75 
L au tz  N a p h th a , 100s 8 00

P ro c to r  &  G am ble Co.
L enox .............................  6 00
Ivory , 6  doz............. 8  15
Ivory , 10 oz........... 13 50
S ta r  .................................  7 85

S w ift & C om pany 
C lassic, 100 b a rs  10 oz. 7 50
S w ift’s  P rid e , 100 9 oz. 6  00
Q uick  N a p h th a  ____ 7 85
W h ite  L au n d ry , 100

8 % oz. ___________  6 75
W ool, 24 b a rs , 6 oz. 1 85
W ool, 100 ba rs , 6 oz. 7 65
W ool, 1ÔÔ b a rs , 10 oz. 12 75

Seasoning
Chili Pow der, 15c . . . . 1 35
C elery S alt, 3 oz.......... . . 9 5
Sage, 2 0 *......................... . . 9 0
O nion S a lt ................... 1 35
G arlic  ............................. 1 35
P onelty , 3% oz.............. . 2 25
K itch en  B ouquet . . . . 2  60
L au re l L eaves ............ . .  20
M arjo ram , 1 oz........... . .  90
Savory , 1 o s................... . .  90
T hym e, 1 oz................. . .  90
T um eric, 2% oz........... . .  90

STARCH
Corn

K lngsford , 40 lbs. . . . . 1 1 %
M uzzy, 48 1 lb. pkgs. . .  9%
Pow dered , b a rre ls  . . . . 7%
Argo, 48 1 lb. pkgs. . . 4 15

Klngsford
S ilver Gloss. 40 lib . . . 1 1 %

Gloss
A rgo, 48 1 lb. pkgs. . . 4 15
Argo, 12 3 lbs.............. . 3 04
Argo, 8 5 lb s ................ . 3 40
S ilver Gloss, 16 Slbs. . . 1 1 %
S liver Gloss, 12 61 b3 . . . 1 1 %

M uzzy
48 lib . p ackages  . . . . . . 9%
16 31b. p ack ag es  . . . . . .  9%
12  61b. packages  . . . . . .  9%
50 lb. boxe3 ............... . .  7%

W O O D E N W A R E
Baskets

B ushels, w ide band ,
w ire  han d les  ............. 2  2 0

B ushels, w ide band,
wood han d les  ........... 2 35

M arket, d rop  h and le  95 
M arket, s ing le  h and le  1 00
M arket, e x t r a ...............  1 35
Splint, la rg e  ................. 8 50
Splint, m edium  ........... 7 75
Spl n t, sm all ............... 7 00

B u tte r  Plates 
E sc an ab a  M an u fac tu rin g  

Co.
S ta n d a rd  W ire  E n d

P e r 1 ,0 0 0
No. % . . 2 86
No. % 3 17
No. 1 . . 3 39
No. 2 . . 3 99
No. 3 4 97
No 5 6 91
No. 8-50 e x tra  sm  c a r t 1 21
No. 8-50 sm all c a rto n 1 27
No. 8-50 m ed’m car to n 1 32
No. 8-50 la rg e ca r to n 1 60
No. 8-50 e x tra lg  c a r t 1 93
No. 4-50 Ju mbo c a rto n 1 32

Churns
B arrel. 5 gal., each  . . 2 40
B arre l, 10 gal. <each . . 2 55
Stone, 3 gal. . 39
Stone, 6 gal. . 78

T rad esm an  C om pany 
B lack  H aw k , one box 4 50 
B lack  H aw k , five bx s  4 25 
B lack  H aw k , te n  b x s  4 00 

Box co n ta in s  72 cakes. It 
Is a  m ost re m a rk a b le  d ir t  
and  g rea se  rem over, w ith 
ou t in ju ry  to  th e  skin.

Scouring Powders
Sapolio, g ro ss  l o t s _11 00
Sapolio, h a lf  gro . lo ts  5 50 
Sapolio, s ing le  boxes 2 75
Sapolio, h an d  _________3 00
Q ueen Anne, 60 c an s  3 60 
Snow  M aid, 60 can s  . .  3 60

W ashing Powders 
Snow Boy, 100 5c . . .  4 10 
Snow Boy, 60 14 ox. 4 20 
Snow  Boy, 24 pkgs. 6 00 
Snow Boy. 20 pkgs 7 00

Soap Pow ders 
Jo h n so n ’s F ine , 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 
Old D utch  C leanser 
Q ueen A nne, 60 p i«
R ub-N o-M ore  _____
S u n b rite , 72 c a n s _

ITCHEN
LENZER

s y r u p s
Corn

B arre ls  ...............................  75
H alf B arre ls  .....................  81
Blue K aro , No. 1 %,

2 doz.......................... 3 40
Blue K aro , No. 2 2 dz. 4 05
Blue K aro , No. 2%, 2

doz...................................  4 95
B lue K aro , No. 5 1 dz. 4 90
Blue K aro , No. 10,

% doz............................ 4 65
Red K aro , No. 1%, 2

doz.................................... 3 65
Red K aro , No. 2, 2 dz. 4 60
Red K aro , No. 2%, 2

doz.................................... 5 25
Red K aro , No. 5, 2 dz 5 10
Red K aro , No. 10, % 

doz............................... 4 85

Pure Cane
F a ir  ...................................
Good ...................................
Choice ...............................

T A B L E  SAUCES  
L ea & P e rr in , la rg e  . .  5 75 
L ea  & P e rr in , sm all . .  3 25

C lo thes P in s . 
E sc an a b a  M an u fac tu rin g  

Co.
No. 60-24, W rap p ed  . .  4 75 
No. 30-24, W rap p ed  . .  2 42 
No. 25-60, W rap p ed  . .  75

Egg Cases
No. 1, S ta r  ...................  4 00
No. 2, S t a r .....................  8  00
12 oz. s i z e .......................  4 50
9 oz. s ize  .......................  4 25
6 oz. s ize  .......................  8  90

Faucets
Cork lined, 3 In ................ 7#
Cork lined, 9 In ....................90
C ork lined, 10 in .................90

Mop Sticks
T ro ja n  sp rin g  _____  2 75
E clipse  p a te n t  sp rin g  2 75
No. 1 com m on _____  2 75
No. 2, p a t. b ru sh  hold  2 75
Ideal, No. 7 ________  2 75
20oz co tton  m op h e ad s  4 SO 
12oz co tto n  m op h ead s  2 85

P a lls
t 00 P epper ......................... 1 25 10 (ft. 1( ialvanizec1 _ _ 5 0 03 00 Royal M int .............. . .  1 50 12 fjt. 1f i n  lv fin izp fl1 _ 5 505 50 T obasco  ................. . .  3 00 14 <|t. 1Gal vani zeri1 __ 6 003 40 E n g lan d ’s P r id e  . . . .  1 25 F ib re ........  9 75

80 can  cases,. $4 p e r case  

SODA
Bi C arb. K egs ......... 4

A -l, la rg e  .....................  5 00
A -l, sm all .....................  2 90
C apers  ...........................  1 80

T E A
Japan

M edium  .....................  40@42
Choice .........................  49@52
F an cy  .........................  60@61
B ask e t-F ire d  M ed’n. 
B ask e t-F ired  Choice 
B asket F ired  F ancy
No. 1 N ibbs ...................  @55
Siftings, bulk ............. @21
S iftings, 1 lb. pkgs. @23

Gunpowder
M oyune, M edium  . .  35@40 
M oyune. Choice . . . .  40@45 

Young Hyson
Choice .........................  35@40
F an cy  .........................  50@fi0

Oolong
F orm osa, M edium  .. 40<®45 
Fo rm osa , Choice . .  45@50 
Form osa , F an cy  . .  55 @75

English Breakfast 
Congou, M edium  . .  40@45
Congou. Choice ___  45@50
Congou, F an cy  . . . .  50@60 
Congou, Ex. F an cy  60@80

Toothpicks
E scan ab a  M an u fac tu rin g  

Co.
No. 48, E m co ............... 1 80
No. 100, E m co  ........... 3 50
No. 50-2500 E m co . . .  3 50

Traps
M ouse, wood, 4 ho les . .  6 6  
M ouse, wood, 6 ho les . .  70 
M ouse, tin , 5 ho les . . . .  65
R at. wood .........................  80
R at, sp rin g  .....................  80
M ouse, sp rin g  .................  20

Tubs
No. 1 F ib re  .................  42 00
No. 2 F ib re  .................  38 00
No. 3 F ib re  ...............  33 00
L arge  G a lv a n iz e d _15 50
M edium  G alvan ized  13 25 
Sm all G a lv a n iz e d __ 12 00

Washboards
B an n e r Globe --------- 8 25
B ra ss , S ingle ----------  9 50
G lass, S ingle _______  8 50
Single P e e r l e s s --------  9 00
Double P e e rle ss  —  11 00
N o rth e rn  Q ueen ___  9 00
U n iv e rsa l __________ 10 00

Whole Spices
Allspice, J a m a ic a  . . . .  @18
Cloves, Z an z ib a r ......... @60
C assia, C an ton  ........... @80
C assia, 6 c pkg. doz. @40
G inger, A frican  ......... @15
G inger, Cochin ........... @20
M ace, P en a n g  ............. @75
M ixed, No. 1 .................. @17
M ixed, No. 2 ............... @16
M ixed, 5c pkgs. doz. @45
N u tm egs, 70-8 ........... @50
N u tm egs, 105-110 . . .  @45
Pepper, B lack  ............. @30
Pepper, W h ite  ............. @40
P epper, C ayenne . . . .  @22 
P a p rik a , H u n g a ria n  

P u re  G round In Bulk 
Allspice, J a m a ic a  . . .  @18
Cloves, Z an z ib a r ___  @65
C assia, C an ton  ......... @40
G inger, A frican  ......... @28
M u sta rd  .........................  @38
M ace, P en a n g  ........... @85
N u tm eg s ....................... @36
P epper, B lack  ........... @34
P epper, W h ite  ........... @52
P epper, C ayenne . . . .  @29 
P a p rik a , H u n g a ria n  . .  @60

Ceylon
Pekoe. M edium  . . . .  40@45 
Dr. Pekoe, Choice ..45@48 
F low ery  O. P . F an cy  55@60

T W IN E
C otton , 3 ply  cone . . . .  75 
C otton , 3 ply balls  . . . .  75 
H em p, 6 ply ................... 25

V IN E G A R
Cider, B en ton  H a rb o r . .  35
W h ite  W ine, 40 g ra in  20
W hite  W ine, 80 g ra in  27
W hite  W ine, 100 g ra in  29

O akland  V in eg ar & P ick le  
Co.’s B rands.

O akland  A pple C ider . .  40 
B lue R ibbon C orn  . . . .  28 
O akland W hite  P ick ling  20 

P ack ag es  no charge.

W IC K IN G
No. 0, p e r g ro ss  ........... 70
No. 1, p e r  g ro ss  ........... 80
No. 2, p e r g ro ss  . . . .  1 20 
No. 3, p e r g ro ss  . . . .  1 96

12
14
16

W indow Cleaners
in .................................... 1 65
in .................................... 1 85
in .................................... 2 30

Wood Bowls
13 in. B u tte r  ..............  8
15 in B u tte r  ............... 7
17 In. B u tte r  .............  11
19 In B u ffe r  .............  1*

W R A P P IN G  P A P E R  
F ib re , M anila, w h ite  7%
No. 1 F ib re  _________ 8 %
B u tc h e rs  M anila  ___  8
K ra f t  ________________13
W ax B u tte r , sh o rt c ’n t  25 
P a rc h m ’t  B u tte r , ro lls  25 

Y EA ST CAKE
M agic. 3 doz...................  1 45
Sunligh t, 3 doz...............1 00
S unligh t, 1% doz.................50
Y east F oam , 3 doz. . .  1 45 
Y east F oam , 1% doz. 73

Y EA ST—C O M PR E SSE D  
F le isch m an , p e r  doz. . .  24

SS
SS
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W O M A N S  W O R L D
V  ili, ( i #  _ _

rpX,
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C reate In te re s t in Good and  W hole
som e P ictures.

r i t te n  fo r th e  T rad esm an .
Several tim es in these a rticles I 

have spoken of the  im portance of 
surrounding  children w ith the best 
pictures, fam iliarizing them  with the 
stories o r  m eaning a ttach in g  to them . 
S itting  one day last sum m er on the 
porch  of a hotel and w atch ing  a group 
of live or six children a t spontaneous 
play. I saw a gam e in process which 
in te rested  me greatly , first, because it 
"was then new to me, and also because 
it suggested  m any possibilities in ex
actly  th is same direction.

1 hey would flit and dance about 
like butterflies until suddenly one of 
them  would shout "P o se !"  when in
stan tly  each would fall into an a t 
titude and hold it rigidly while the 
one who gave the com m and would 
try  to identify  the poses and decide 
which was best—the one thus honored 
in tu rn  giving the com m and.

I was m uch in terested  in the o rig 
inality displayed by the children and 
the difference in the degree of grace 
with which they  took  their poses. 
M ost little children  are na turally  
graceful w hen conscious of being 
w atched; som e of th is group were 
no tab ly  so. A nd there  was a m arked 
difference in the kind of a ttitu d es as
sumed. M ost of them  stru ck  p o st
ures quite m eaningless and grotesque 
so tar as I could see; some rep re sen t
ed evidently  fam iliar anim als, or even 
people know n to the o thers , and ex 
cited shrieks of laugh ter as the m im ic
ry  was recognized.

One little  girl, especially  in te res t
ing and graceful, evidently  was re 
m arkably  fam iliar w ith fam ous 
sta tues; I could easily  recognize 
"M ercury” and "T he  D ying Gladi
a to r .” She seem ed quite astonished 
th a t the o th ers  did not know  the 
sta tues as well as she did. O ne of 
the boys knew some of M ille t’s well- 
know n p ictures; for exam ple he g rab 
bed a stick and leaned over it in a 
heavy, sodden a ttitude  in stan tly  sug
gestive of “The M an W ith  the H oe.” 
A no ther tim e he and a little  girl 
posed as “The A ngelus.”

Since then  I have found “picture 
posing” conducted by some school 
teachers who try  thus to  in te res t their 
pupils in fine pain tings and sculpture, 
and I have tried  to pass the w ord 
along to oth'ers, for th is seem s a p a r
ticularly  good way to do th is thing. 
C ertainly children who have played 
such a game will ever a fter see pic
tu res and sta tues with a keener and 
m ore in te lligent in terest. T he effort 
to dram atize w hat he has seen in one 
p icture o r sta tue  will m ake the child 
look a t all p ictu res w ith closer a tte n 
tion, and will also in tensify  his pow ers 
of observation  and stren g th en  his

m em ory. T he practice of self-expres
sion, even in rep resen tin g  only fam il
iar persons o r anim als, calls fo rth  
qualities of self-reliance and culti
vates self-contro l in a very concrete 
way. Bashful children can be brough t 
ou t of their self-consciousness by such 
gam es when no th ing  else will do it.

I here is little  need of costum es or 
o th er accessories for th is gam e; the 
im agination  of the children is quite 
sufficient, and the sim pler the p a ra 
phernalia  the bette r. T he und erstan d 
ing o f w hat is to  be rep resen ted  and 
the posing  itself are the principal 
tilings. T here  m ay be a sh o rt talk  in 
advance about the p icture or the 
.-tatué especially if it can be given 
in connection with a visit of the group 
to an a r t  gallery—and then the in te r
est will be assured.

I once saw a plum p little  girl p os
ing upon her own initiative as T itian ’s 
“L avin ia:” she had arranged  a tray, of 
fruit as nearly  like the one in the 
p icture  as she could, even rem em ber
ing the lem on and the rose in the 
orig inal, and try in g  to provide a rep 
resen ta tion  of each.

1 here are m any well-know n pic
tu res with single figures and dis
tinctive g roups which adm irably  serve 
for such a purpose. All of these can 
be obtained in reproductions even 
where there  is no nearby a rt gallery 
in which to seek orig inals or in 
copies in oils. Some of them  are ' 
R eynold’s" Penelope B oothby,” Bou- 
ge-Bow les’ S traw berry  G irl,” Bou- 
guereau s “B roken P itch e r” and 
B re ton ’s “The L ark ,” “The G leaner” 
and "T he S hepherd’s S ta r,” and Mme. 
L eB rim ’s “Girl W ith  Muff.” Several 
of M ille ts  p ictu res of peasan ts are 
available and good for th is use. W hen 
you come to the g roups there  are any 
num ber of the p ictu res of Van Dyck, 
Rubens, Millais, M urillo, Sargent, 
Boughton, and so on down the list.

T his play m ay lead you into the 
field of m ore form al tableaus w ith 
costum es. M ost of the tableaus with 
which we are fam iliar rep resen t h is
toric scenes and persons; but even 
these usually  are based upon fam ous 
pain tings thereof. T hey  have their 
value in the study  of h is to ry ; but the 
th ing  I w ant to em phasize ju s t now is 
the o p p o rtun ity  to  arouse and 
streng then  the in te res t in pain tings 
and sculp ture of the general sort, and 
incidentally  to cultivate quickness and 
spontaneity  of self-expression. Be
yond these resu lts  lies the value of 
this practice in p rep arin g  for lasting  
appreciation of the g rea t a r t  of the 
world.

C hildren whose hom e surroundings 
provide good p ictu res and in te lligen t 
in te rest in them  will be keenest and 
quickest to  respond  to  th is m ode of

insp iration  and developm ent. H ow  
is it in your own hom e?

Prudence Bradish. 
(C opyrigh ted  1920.)

L ig g e tt P lans Chain of H ardw are  
Stores.

A chain of hardw are  s to res th ro u g h 
out the coun try  w ith the policy of sell
ing d irect from  factory  to  consum er, 
is the p ro jec t annaunced by Louis K. 
L iggett in acquiring  the largest in
dividual in te res t in the W inchester 
A rm s Co., of New H aven, Conn.

A “W inchester” sto re  in cities of 
m ore than  50,000 population will be 
opened as quickly as the locations can 
be secured and buildings stocked, the 
first of which will begin business in 
Providence, R. L, about M arch 25, fol
lowed on April 10 by the opening of a 
store  in Boston and some tim e la te r 
by one in the new L iggett building to 
be erected  a t M adison avenue and 
Forty-seceond  street, New York. I t 
is also planned to  open a num ber of 
o th er sto res th ro ughou t New Y ork 
City.

A rrangem ents have a lready been 
com pleted, it is understood, for sto res 
in New Haven, Syracuse, N. Y., and 
M anchester, N. H.

T he purpose of the new sto res will 
be to  reduce the cost to the public 
th rough  m odern m erchandising  and 
factory-to -consum er m ethods, said Mr. 
L iggett, who denied rep o rts  th a t 
M ontgom ery  W ard  & Co., of Chicago, 
were in terested  in the venture.

T he new plan was decided upon 
when the W inchester com pany sought 
an outle t for its p roducts as a result 
of cessation of dem and for m unitions.

Chocolates

Package Goods of 
Paramount Quality 

and
Artistic Design

Watson-HigginsMlg.Co.
GRAND RAPIDS. MICH.

Merchant 
Millers

Owned by Merchaata

Products add by 
Merckaata

Brand Recommeaded 
by Merchants

NewPerfection Floor
Packed In  SA X O LIN Paper-lined  

Cotton, San itary Sacks

CANDY

The “DOUBLE A” Kind
Made by

People W ho Know How
Our record of over f i f t y  y e a r s  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

Made in Grand Rapids by

NATIONAL CANDY CO.
PUTNAM  FACTORY

Grand Rapids, Michigan
Ask for a copy of our 

latest price list.
We are agents for LOWNEY'S 

in Western Michigan.

SANITARY

REFRIGERATORS

For All Purposes 
Send for Catalog;

McCRAY REFRIGERATOR 
CO.

944 Lake St. Kendallville, Ind.
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Review of Recent Convention By 
Manager Hammond.

Lansing, M arch 22—T he G rand 
Rapids convention of the M ichigan 
R etail D ry  Goods A ssociation was a 
decided success and a very enjoyable 
affair. W hile the p rogram  was not 
followed in its en tirety , the num ber 
of substitu tions th a t were m ade were 
very few, indeed, and every one of 
the substitu te  num bers was received 
w ith enthusiasm . Aside from  those 
whose nam es were on the p rin ted  pro- 
pram m e, we had the pleasure of lis ten
ing to form er U nited  S ta tes Senator 
W illiam  Alden Sm ith, Rev. A. W. 
W ishart, of G rand Rapids, H on. H al 
H. Smith, A tto rney  a t law, D etro it, 
and H on. H ora tio  S. (Good R oads) 
Earle, a t the banquet.

M ost of the addresses given a t the 
convention were published in the 
M arch 10 and M arch 17 num bers of 
the M ichigan T radesm an. W e have 
asked Mr. Stowe, the editor, to send 
a m arked copy of each one of these 
num bers of the T radesm an to  each 
and everyone of our m em bers. We 
believe th a t this m ethod of rep o rtin g  
a convention will be m uch b e tte r than  
to endeavor to send out bulletins cov
ering the proceedings.

T he service a t the H otel P an tlind  
was superb in every way. A t some 
of the sessions there  were 150 to 175 
persons p resent. T he address by 
Frederick  Stockwell, of D etro it, was 
particu larly  s tro n g  and helpful. To 
m ention the good points in the vari
ous addresses would take m ore tim e 
and space than  is necessary.

T he next convention will be held 
in Saginaw  in Septem ber, probably  
Sept. 14 and 15, although the date 
m ay be fixed a week earlier to ac
com odate ourselves to  the m eeting  
of the N ational Retail Secretaries A s
sociation which will be held in D e
tro it. The chairm an of our p rogram m e 
com m ittee, J. W . Knapp, asked 
me to sta te  th a t he w ants each and 
every m em ber of our A ssociation to 
consider him self a com m ittee of one 
to make suggestions for our next 
program m e.

W e want to change our m ethod just 
a little  and have our m em bers b ring  
their wives w ith them . N ext Sep
tem ber will be good autom obile 
w eather and the hotel facilities a t 
Saginaw and Bay City will be ample 
to take care of all who will come. 
I t is some task to a rrange a com plete 
program m e of such a convention and 
the p rogram m e com m ittee is very 
anxious to receive suggestions from  
as m any as possible. P lease do not 
under-value th is suggestion.

If any m em ber desires a rep o rt on 
any feature of the convention th a t is 
no t found in the copies of the T rad es
m an above referred  to, please com 
m unicate w ith th is office and we will 
do w hat we can to furnish  it. Nine 
new m em bers were added to  our list 
of m em bers. By the tim e of our nex t 
m eeting  we will have 350 m em bers.

Jason E. H am m ond, M anager.

Do You Believe in Signs?
A crack in your chim ney is a sure 

sign th a t you are going to move.
If you dream  of sm elling sm oke it 

is a sign th a t you are asleep and had 
b e tte r wake up.

T o see a paperhanger papering  over 
a flue hole indicates an im pending 
loss.

I t  is bad luck to  look in a dark 
closet w ith a m atch.

If you can see your shadow  from  
an oil lam p while filling a gasoline 
stove it indicates a crow d of people 
com ing to  your house.

W hen the  w ind m oans it is ex
trem ely  bad luck to  burn  trash  near 
the house.

If you sm ell gas o r  gasoline and 
look for it w ith a light, it foretells 
th a t you are about to  s ta rt on a long 
journey.

BUSINESS WANTS DEPARTMENT
A d v e rtisem en ts  in serted  u n d er th is  head  fo r five cen ts  a w ord th e  firs t 

insertion  and  fou r c en ts  a w ord fo r each  su b seq u en t con tin u o u s insertion . 
If s e t in c ap ita l le tte rs , double p rice. No ch arg e  less th a n  50 cen ts . Sm all 
d isp lay  ad v e r tis em e n ts  in th is  d e p a r tm e n t, $5 per inch. P a y m en t w ith  o rder 
is req u ired , a s  am o u n ts  a re  too sm all to  open acco u n ts .

F o r  R en t—S plend id ly  equ ipped  b rick  
s to re  bu ild ing  in  N ashv ille , M ich igan . 
F it te d  fo r d ry  goods o r g en era l s to re . 
F ine  location  a n d  rea so n ab le  re n t. L en  
W . F e ig h n e r. 785

I ’L L  BU Y  T H E  T A IL  E N D  O F YOUR 
STO CK  OR a n y  ju n k  you h av e  in  s to ck  
a n d  p ay  cash . O r I ’ll buy  th e  w hole 
s to re . W h a t hav e  you? J .  H . B oyer, 
F a r in a , Illinois. 760

F o r Sale—G eneral s to ck  d ry  goods. 
C o rn e r tw o -s to ry  b rick  bu ild ing . W ill 
sell o r r e n t  bu ild ing . A ddress Geo. W . 
C arp u s, B ay  C ity, M ich. 791

F o r Sale—M eat m a rk e t, g roce r, no tion , 
d ry  goods s to ck  an d  fix tu res. D oing 
good b u s in ess  b u t w ish  to ch ange . W ish  
to  sell w ith in  30 o r 60 days. W rite  No. 
792 care  M ichigan T rad esm an . 792

F o r Sale—One L igon ier g ro ce r re f r ig e r 
a to r . one L ig o n ier d isp lay  re fr ig e ra to r . 
F ir s t- c la s s  cond ition . One Toledo b u tc h e r  
scale . C ash only. R . S. K nepp , School
c ra f t,  M ich. 793

W an ted —A good com bina tion  m an  to 
do p lum bing a n d  fu rn ace  w ork . S teady  
w ork  fo r th e  r ig h t m an . $30 p e r w eek. 
A ddress  E d w ard  K elly, C arth ag e , 111.

794
F o r Sale—G rocery  a n d  M ea t M ark e t a t  

S00 E a s t  M ichigan Ave., L an s in g , M ich
igan . T en  m in u te  w a lk  from  th e  S ta te  
C apito l. Good s to ck  an d  fix tu res. W ill 
sell g ro ce ry  end  s ep a ra te ly  to  responsib le  
p a rty . $6,500 cash  fo r bo th  g ro ce ry  an d  
m a rk e t, o r $4,500 cash  fo r g ro ce ry  only. 
No de liveries, a n d  doing  a  good business , 
m ostly  cash . A d d ress  N ew com b & N e l
son, SCO E a s t  M ichigan Ave., L an sin g , 
M ichigan. ____________ 795

W A N T E D —L ad y  c le rk  for g en e ra l 
s to re . R eferen ces  req u ired , good w ages. 
\^ 'm . I*. M cG regor, B irch  R un , M ich. 796

W an ted —An experienced  flour sa le sm an  
to  cover W e s te rn  M ichigan te rr i to ry . 
T iiis position  calls  fo r a  m an  of ab ility  
a n d  is a  fine open ing  fo r th e  r ig h t m an . 
A ddress No. 797, care  M ich igan  T ra d e s 
m an . 797

F orS a le—C ash  a n d  C a rry  g e n e ra l stock . 
B ig  m oney m ak er. S tock  a n d  fix tu res  
a b o u t $8,500 a t  F e b ru a ry  inv en to ry . 1919 
b u s in ess  $34,40(1. F a c to ry  tow n, in fine 
fa rm in g  co u n try . S tock  ow ned a t  10 to  
50 per c en t, below  m a rk e t. W ill sell 
r ig h t p rice. . B e s t of reaso n s . A ddress 
No. 798 care  M ichigan T rad esm an . 798

BA NISH  T H E  R A TS—O rder a  can  of 
C at and  M ouse E m b alm er and  ge t rid  of 
the  n ests  in one n ig h t P rice  $3. T ra d e s 
m an Com pany, G rand  R apids, M ichigan.

F o r Sale—A ten  y e a r  e s tab lish ed  cash  
b u sin ess ; co u n ty  s e a t; p opu la tion  1000; 
in v en to rie s  $4,000, co n sis tin g  m ostly  of 
d ry  goods, m illinery , w om en 's  a n d  ch il
d re n 's  w ear. R eason  fo r selling , d ea th  
in fam ily . A ddress I. C. C rusoe, M ora, 
M inneso ta . 799

F o r Sale—Good live e s tab lish ed  g ro 
cery , s to ck  an d  fix tu res, do ing  b e tte r  
th a n  $50,000 bu s in ess  an n u ally . A ddress 
No. 764, care  M ichigan T rad esm an . 764

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 a k 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  co lum ns, a s  i t  will 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.

F o r Sale—Old estab lish ed  b usiness, 
h a rd w a re , p lum bing  an d  h e a tin g  b u s i
ness, only  one of i ts  k ind  in tow n of 
700 p opu la tion . A re a l m oney m a k e r for 
som eone. A ddress No. 766, care  M ichi
gan  T rad esm an . 766

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 sa les , 1919, 
$35,000. W ill accep t $12,000, all cash . 
No tra d e s . No exch an g es. A ddress  No. 
75, c a re  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 e a r . $20,000. W ill re n t  
o r sell bu ild ing . A ddress  No. 755, care  
M ichigan T rad e sm a n . 755

F o r  Sale—In B u sin e ss  Section  o f M ain 
S t., F lin t, M ich. A n A -l g ro ce ry  s to re  
an d  m e a t m a rk e t. Idea l loca tion  an d  
ev e ry  d ay  m oney  m ak e r. O w ner m u s t 
sell w ith in  30 days  an d  will 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 outh  Sag inaw  
S t., F lin t, M ichigan. 726

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

W an ted —Second-hand  sa fes  Will pay 
spo t cash  for an y  safe , if in reasonab ly  
good condition . G rand  R ap ids S a le  Co., 
G rand  R apids.

C ash  R eg is te rs  (a ll m ak es) bough t, 
sold, exch an g ed  a n 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  Ave., S ag inaw , M ich
igan . 128

F o r Sale—H a rd w are  an d  Im p lem en t 
B u sin ess  in good tow n n e a r  G rand  R a p 
ids. Good fa rm in g  co u n try . R eason  for 
selling , ill h e a lth . No. 700 ca re  M ichigan
T rad e sm a n  ___ ___  700

F o r  Sale—U p to  d a te  h a rd w a re  stock , 
good fa rm in g  co u n try , tow n 1200. No. 
783 care  M ichigan T rad esm an . 783

JE W E L R Y  ST O R E —F o r sale , w ell lo 
ca ted  in a  boom ing oil tow n of 3,000 p o p u 
la tio n ; good bu sin ess  a n d  p len ty  of 
w o rk ; have  rea so n s  for w a n tin g  to  sell. 
W ill tra d e  fo r farm  a b o u t sam e v a lue . 
W rite  W . W . Spau ld ing , P eabody , K a n 
sas . 800

F o r  S a le —U p -to  da te , w ell-equ ipped  
d ru g  s to re , soda  fo u n ta in , exclusive E a s t 
m an  K odak  an d  C olum bia G ra fan o la  
agency . Tow n of 900, fo r ty  m iles from  
D e tro it, on t ru n k  lines in  p o p u la r re s o r t  
sec tion . G ross sa le s  o v e r $15,000. B ig 
o p p o rtu n ity  fo r r ig h t m an . A ddress No. 
SOI care  M ichigan T rad esm an . 801

W an ted —2 seco n d -h an d  floor show  
cases. G. A. Joh n so n , C arlshend , M ich.

802
G ROCERY stock  and  fix tu res: w ill in 

voice $20,000; p ro fits  $1,000 m on th ly . O. 
G. M au rer, 604 K an sa s  A ve., K a n sa s  
C ity , K an sa s . 803

W H Y  T A K E  C H A N C ES w hen  you 
can  hav e  o u r  g u a ra n te ed  check  p ro tec to r 
for only one dollar. E d  do S pec ia lty  Co., 
S ag inaw , M ich. 8Q4

F o r Sa le—3 s h a re s  in the  G rand  R ap 
ids W holesa le  G rocery  C om pany on a c 
co u n t of re tire m e n t from  b u siness . F . 
C. E llio tt, K alam azoo , M ich. 805

W A N T E D —A n a ll-ro u n d  sa le sm an  who 
u n d e rs ta n d s  th e  c lo th ing , shoes an d  f u r 
n ish in g  b u s in ess  thorough ly . M u st be 
ab le  to  tr im  w indow s. Good s te a d y  p o si
tion  a n d  good w ages to  th e  r ig h t p a rty . 
W rite  full p a r tic u la rs  in firs t le tte r . 
A ddress  A. L ow enberg , B a ttle  C reek, 
M ich. 806

F o r Sale—G eneral s to re  house a d jo in 
ing  re s o r t  tow n. $5,000. V. Pow ell, 
Oden, M ich. 807

M ER C H A N TS—FO R  RED U C TIO N  or 
CLOSING OUT sa les  w rite  A r th u r  E . 
G reene, Jack so n , M ich. 808

W an ted —R eg is te red  p h a rm a c is t. S h o rt 
h o u rs  a n d  good pay . S ch ro u d e rs ’. G rand  
R apids. 809

W A N T E D —E x p e rien ced  sa le sm an  w ho 
is a cq u a in te d  w ith  th e  fu rn itu re  tra d e — 
to  sell firs t c la ss  bedd ing  line. M an ito 
woc B edding  Co.. M anitow oc. W isconsin .

784

M AN A G ER w an ted  fo r a  chain  s to re  
u n it spec ia liz ing  in g e n era l m erchand ise . 
T h e re  is a  fu tu re  for th e  m an  w ho q u a li
fies. In a n sw erin g  g ive  age, s a la ry  e x 
pected . re fe ren ces , an d  d e ta iled  q u a lifica 
tions. A ddress No. 786 care  T rad esm an .

786

F o r Sale—P ay in g  u n d e rtak in g , h a r d 
w are  and  n o tions  bu s in ess  in fine fa rm 
ing  co u n try . Ill h e a lth  re a so n  for selling. 
W ill sell w ith  o r w ith o u t u n d e rtak in g . 
B ox 2, B uckley , M ich. 787

FO R  R E N T —Second floor of a  su cce ss 
ful re a d y  to  w e ar an d  m illinery  sp ec ia lty  
shop on the  lead ing  s tre e t  in a  p ro sp e r
ous c ity  of 110,000 popu la tion . Size of 
room  40 x 80 feet. W ell lig h ted  a n d  h e a t 
ed a n d  all m odern  im provem en ts . A pply 
C lias. R o sen th a l, C h a ttan o o g a , T ennessee.

788

f o r  Sale—Clean s to ck  H a rd w are  an d  
Im p lem en ts  w ell loca ted  in v illage  s u r 
rounded  bv  good fa rm s, in S o u th e rn  
M ichigan. W ould ta k e  som e land  in p a r t  
exchange , o th e r  b u sin ess  in view . A d
d ress  No. 789 c a re  M ichigan T rad esm an .

789

W an ted —F irs t-c la s s  all ro u n d  b ak er 
who is capab le  of ta k in g  ch arg e  of shop 
an d  p roducing  re su lts . W rite  us, s ta t in g  
re fe ren ces , experience  and  w ages e x 
pected . U nion C ity  Supply  Co., U nion 
C ity, M ich. 790

F o r Sale—G rocery  bu sin ess  in B a ttle  
C reek  doing $50,000 bu sin ess  la s t  y ea r . 
Invoice a b o u t $4,500. R eason fo r selling, 
leav in g  c ity . T e rm s  cash . No. 771, ^care 
M ichigan T rad esm an . 771

G rocery  F o r Sale—B arg ain  if ta k e n  a t  
once. Sm all co u n try  tow n in S ou thern  
M ichigan close to  Toledo. Good fa rm ing  
co u n try . N ear th ree  M ichigan p lan ts . 
A ddress No. 776, M ichigan T rad esm an .

C O RN ER  h a rd w are , fine location , 
s to ck  an d  b u siness . G re a t o p p o rtu n ity . 
S tan b ro  & Sm ith , S ou th  Lyon, M ichigan.

759
DRUG C L E R K —M u st be abso lu tely  

h o n e st an d  tru s tw o rth y . R eg iste red  c le rk  
n o t req u ired  b u t m u s t have  good e x p eri
ence a n d  be in d u s trio u s . Good position  
for r ig h t person . F . R. S k inner, S t. 
C harles, M ichigan. _ 777

A T T E N T IO N  M ER CH A N TS—W hen in 
need of d u p lica tin g  books, coupon books, 
o r co u n te r  pads, d rop  us a  card . We 
can  supp ly  e ith e r  b lan k  o r p r in ted . 
P rices  on app lication . T rad esm an  C om 
pany, G rand  R apids.

FO R  SA L E—A w holesom e an d  re ta il  
b a k e ry  in T u rtle  C reek, P a ., n e a r  th e  
W estinghouse  E lec tric  W orks , w here  
20,000 m en a re  em ployed. H av e  good 
bu s in ess  location . B ake shop fu lly  
equipped w ith  m odern  m ach in ery . Also 
have  au to  tru c k . Good reaso n  for se ll
ing. F o r  p a rtic u la rs  w rite  to  R. L e th am , 
91S P en n  Ave.. T u r tle  C reek , A llegheny 
Co., P en n sy lv an ia . 778

P osition  W an ted —By sa lesm an  fam il
ia r  w ith  shoes, shoe findings, an d  c u t 
g la ss . W ish  new  connections. R e fe r
ences, I ’. (). Box 123, H ow ell, M ichigan.

779
W an ted  E xperienced  sales lady  to  tak e  

charge  of d rygoods de p a r tm e n t in a  sm all 
tow n. M u st be able 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, c a re  M ichigan T ra d e s 
m an . 781

COLEMAN (Brand)
Terpeneless

LEMON
and Pure High Grade

VANILLA EXTRACTS
Made only by

FOOTE & JENKS
Jackson, Mich.

Economic
Coupon
Books

They prevent disputes.

They save book-keeping.

They limit the line of the 
customer.

They give the merchant in
terest on past due ac
counts.

They put all credit trans
actions on a cash basis.

Free Samples on 
Application

Tradesman
Company

Grand Rapids - Michigan
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SUBSTITUTES FOR LINEN. 
T here  have no t been m ain ' w hole

sale buyers in the linen m arkets of 
late, but mill o rders con tinue to  pour 
m to Belfast. R eta ile rs are  m aking 
purchases in a m oderate  way, but are 
not inclined to  follow  the la test ad 
vances on all linen goods freely. 
M any substitu te  c lo th s are being used 
in place of flax goods, som e of which 
are decidedly a ttrac tiv e  in appearance 
and w earing  quality. H em p is being 
used freely by the linen trad e  as a 
flax substitu te . It is hard to  secure 
good spinning qualities and m ost dif
ficult for linen w eaving m ills to  se
cure co tto n  ya rn  substitu tes.

M bile there  has been no g rea t rush 
to  advance prices asked for linens 
from  stock, when buyers m eet up 
w ith mill rep resen ta tives they  are 
confron ted  w ith facts never encoun
tered  m the linen trade  before. M ills 
would be glad to  accept the business 
offered if they  could secure y arns for 
the w ork th a t m ust be done. A num 
ber of o rders have been placed by 
large buyers in the  past tw o m onths, 
subject to  delivery a t the convenience 
of the mills. T his m eans th a t the 
earliest possible deliveries on such 
o rders will not be w ithin six m onths. 
A num ber of the large crash  and 
dam ask m ills have w ithdraw n all 
price lists and canno t take any m ore 
business until flax arrives.

B uyers going abroad are try in g  to 
lay plans for m ore handkerch ief lin
ens. Up to  a certain  po in t co tton  
su bstitu tes in stocks will m eet re 
quirem ents but m any re ta ils find cus
tom ers who will pay any  price th a t 
is asked for pure linen goods, and 
th at is the underly ing  cause of the 
w illingness of w holesalers to  try  
again to  place fu rth er handkerchief 
linen o rders abroad. M any of the 
large handkerch ief m anufacturers have 
bid 50 per cent, h igher than  the last 
cam bric com bine list for deliveries 
of handkerchief cloths.

L ate  cables from  abroad sta te  th at 
flax has been bought a t $1,800 a ton 
and tow  yarns, suitable for crashes, 
have been bid for a t 76 shillings, bas
ed on 25s tows. Some rep o rts  say 
th a t m ore than  80 shillings has been 
bid, and this would not be surprising  
as m ost sp inners are not quoting  and 
buyers will bid any th ing  th a t will 
b ring  out sm all lots.

Some of the recen t im porta tions 
of flax su b stitu te  m ateria ls for house
hold use show  th a t the Scotch and 
Irish  linen m anufacturers do n o t in
tend to  release th e ir hold upon the 
trade. Som e of the new colored da
m asks are finer than  an y th in g  h ith e r
to  produced and m any of the co tton  
da-masks and union goods are of a 
superio r character. If these goods 
are sold for w hat they  are by the 
re ta il trad e  of the  co u n try  the linen 
industry  will not suffer but it will re 
m ain for the consum er to  rely upon 
the  in teg rity  of the seller for a long 
tim e, and certain ly  until flax becom es 
m ore plentiful.

If  anyone finds his e te rnal ha tred  
o f the G erm an people relaxing, due 
to  the fiendish a troc ities they  com 
m itted  during  the w ar and the new 
a troc ities they  are  p lanning to pu t 
in to  execu tion  in their next war of

conquest, he can be resto red  to  a sane 
condition by read ing  a few chap ters 
from  H en ry  Van D yke’s last co n tri
bution  to  the lite ra tu re  of the k a iser’s 
war, T he V alley of Vision. The 
T radesm an com m ends the perusal of 
th is book to  any m erchan t who lapses 
from  his du ty  to  civilization to the 
ex ten t of handling  a G erm an knife or 
a fabric colored w ith G erm an dyes. 
The safety  of the w orld depends on 
the u tte r  repudiation  and extinction  
of every th ing  G erm an until such a 
time as the Germ an people adm it th a t 
they  are low er down in the scale of 
hum anity  than  the cannibal o r the 
h o tte n to t and th a t every  am bition 
they have cherished for fifty years to 
subjugate the world was u tte rly  
w rong; th a t every  breath  they  draw  
and every th o ugh t they  en terta in  are 
false to  righ t living and rig h t th in k 
ing; th a t until the tim e com es th a t 
th ejr see them selves in the ridiculous 
light the civilized w orld sees them , 
reverse their a ttitu d e  of superio rity  
and plead for forgiveness a t the feet 
of the civilized w orld, they  should 
be trea ted  as ra ttle  snakes o r beasts 
of p rey  and w arned not to  cross the 
th resho ld  of civilization.

O ne of our friends re tu rn in g  from  
abroad gives us the follow ing im 
pressions of the co tton  goods indus
try . English  m ills are very busy and 
are not go ing  a fte r the A m erican 
trade because they  get b e tte r  prices 
from  the C ontinent. P roduction  is 
sold far ahead. T he one d istu rb ing  
feature  is labor, but th a t question is 
being  handled w ith some degree of 
reason  and com m on sense. S tran g e 
ly enough labor does not seem  to 
be giving any trouble  in the o ther 
countries visited. In I ta ly  m ills were 
runn ing  on tw o shifts, from  5 a. m. 
to  10 p. m., and they were sold six 
m onths ahead. Ita ly  is selling goods 
to Turkey and the Balkans, in som e 
instances buying the staple and send
ing it to  A ustrian  m ills to  be m ade 
up, tak ing  the  y arns in paym ent. 
Pessim ism  is not apparen t. People 
w ant to  w ork and there  is p lenty  of 
work to  do. In F rance  th ings are 
m oving m ore slowly, owing to  the 
destruction  of p lan ts and the g rea ter 
d isorgan ization  of the industry . Bel
gium  is very busy  and show s every 
sign of quick recovery. Cable se r
vice to  some coun tries is execrable. 
T he general im pression left is th a t 
labor is E urope’s best asset, th a t w ith 
the possible exception of England, 
w here the  problem  does not seem  as 
hard  to  solve as it is in the  U nited 
S ta tes, labor is not only abundant, 
but eager to  work. T he overshad
owing problem s are  those  of finance 
and raw  m aterial.

1 he Germ an governm ent has de
liberately  affronted  the U nited  S ta tes 
b3r nam ing as its  m in ister to  o u r sister 
republic of M exico Count M ontgelas, 
who sought and obtained the hand of 
a G rand R apids lady in m arriage 
about ten years ago. T rue  to  the 
G erm an obsession of w orld dom in
ation, while here to  a tten d  the w ed
ding, he a rran g ed  w ith several m en 
of G erm an descent to  assum e the 
m unicipal offices w hich would be 
created  by the kaiser when he ac

com plished the  subjugation  of A m eri
ca in the w ar of conquest he planned 
to  s ta rt in 1914. M ontgelas’ lack of 
m anners a t the wedding feast w ere 
en tirely  in keeping with the  Germ an 
character, being m ore suggestive of 
the hog than  a civilized hum an being. 
H e was a lickspittle and favorite  spy 
of the kaiser and is probably  assigned 
to  M exico now in the belief th a t his 
re la tion  w ith the "United S ta tes 
th rough  his m arital connection in 
th is country  will enable him  to con
tinue the nefarious m ethods of the 
infam ous Von B ernstorf.

Suggests C. L. Glasgow for Gover
norship.

D etro it, M arch 23— I have noticed 
in the colum ns of several papers 
th roughou t the S tate the last few 
weeks, the nam es of gentlem en who 
have been suggested as possible can
didates for the office of Governor.

Some of them  have a lready an 
nounced their candidacy, o th ers are 
expected  to  do so later. A m ong 
them  are m en who have had little  
tra in ing  in political m atte rs  o r any 
extended experience giving them  gen
eral inform ation  in regard  to S tate 
affairs.

Is  it not a fact th a t w hat we need 
during  these reconstruction  tim es is 
a man who has had sufficient experi
ence to enable him  to know som e
th ing  of M ichigan’s needs, to  be rea 
sonably conversan t w ith legislative 
w ork and the duties of the officials 
of the several departm ents of state , 
both  appointive and elective, a m an 
whose public service has dem o n stra t
ed his ability, honesty  and fairness, 
one who has made a financial success 
of business under his own m anage
m ent.

W ith all due respect for those who 
have announced them selves I believe 
C. L. Glasgow, who served so cred 
itably  as a m em ber of the M ichigan 
Railway Com m ission, to be such a 
man.

H e served tw o term s as a m em ber 
of the sta te  senate and has been in 
close touch w ith legislative w ork for 
the last twelve years. H e m ade an 
enviable record  in outlin ing  the work 
and policy of the Railw ay Com m is
sion. T his w ork took him into every 
p a rt of the State. In the ad justm en t 
of ra tes he was brough t in touch with 
the ag ricu ltu ra l and m anufacturing  
in te res ts of each com m unity. H is 
decisions have alw ays been charac
terized  by fairness to  both  the public 
and the corporations. D e tro it well 
know s his position on the telephone 
ra te  con troversy  which was later sus
tained by the court, and it is m y ju d g 
m ent th a t had his suggestions a t the 
time been followed the m atte r would 
have been ad justed  long ago sa tis
factorily  to  both  the com pany and 
the citizens and the sta te  saved th o u s
ands of dollars.

W e have experim ented  long enough 
and paid a sufficient num ber of politi
cal debts. I t  is about tim e we had 
the benefit of econom y, proven ability 
and experience, a m an under obliga
tion to no class but who is broad 
enough and courageous enough to 
serve all w ithout partiality .

I notice th a t Mr. Glasgow has been 
endorsed  by tw o organ izations of 
large m em bership whose m em bers 
are sca ttered  all over the State. I 
do not know  th a t he desires or would 
accept the position, but th a t is the 
very kind of a m an th a t we should 
have and when such is found, I be
lieve the public should express its 
desire and insist th a t such service 
should be given as a public duty.

T . D. G.

M rs. A. N agengast has sold her 
g rocery  stock to  A. Clevar, recently  
of Spokane, W ashing ton , who will 
take possession A pril 1 and continue 
the business a t the  sam e location, 
674 W est L eonard  street.

Maple Sugar Crop Suffers From 
Short Help.

H undreds of thousands of maple 
trees will go untapped th is season 
because of the inability  of the fa rm 
ers to get help. N ever in the h isto ry  
of the sugar m aking in dustry  were 
the farm ers so eager to  sugar on a 
large scale th is year, but all th rough  
M ichigan the sto ry  is the sam e; they 
can only tap as m any trees as they  
can take care of.

W hile the determ in ing  facto r in a 
big maple sugar crop is the w eather 
during  the sugaring  season, the p re 
liminary conditions th is y ear are said 
to  be exceptionally  good. F o r the 
past two years, too, t '-e crop has been 
below norm al, so ev ery th ing  indicates 
a good year.

1 he farm ers nevqr have purchased 
so much sugar m aking ap p ara tu s and 
the sugar utensil people report the 
biggest year in th e ir experience. In 
m any o rchards pipe lines have been 
put in to  help offset the scarcity  of 
labor, but pipe lines can only be used 
in certain  orchards. M an pow er is 
the big essential and in the past the 
roving farm -hand has been used. T his 
year there  is said to  be no such 
person, as the high wages in the in
dustrial cen ters have draw n away 
m ore men than did the war. M ost 
of the big sugar bushes are owned 
by farm ers who depend on them 
selves and the m em bers of their fam 
ilies for help during  m ost of the year 
and hire outside aid during  su g ar
ing. T hey canno t get help th is year, 
no m atte r w hat price they  are willing 
to pay, they  say.

General Conditions in Wheat and 
Flour.

A\ r i t te n  fo r th e  T rad esm an .
Even wdth the continued light de

m and for flour, w heat is steadily  ad 
vancing.

T his applies to  both  hard  and soft 
varieties and flours have reflected the 
advance in wheat, choice mill b rands 
having scored an advance of from  
25@50c per barrel.

In the E ast m any jobbers are being 
forced to  buy flour again in a small 
wav, as their stocks have been wholly 
depleted.

W e believe this sam e condition 
will soon prevail in all sections, as 
very little  flour has been purchased 
during  the past s ix ty  days and 110,- 
000,000 people will consum e a large 
supply of bread stuffs in th a t period 
of tim e.

W ith  even norm al spring  buying, 
we believe prices are bound to  show 
some increase; in fact, believe the 
trade will profit by p rov id ing  for 
their norm al requ irem ents a t p resent 
prices.

P riva te  rep o rts  indicate the April 
G overnm ent rep o rt is go ing  to  be 
bullish, as serious dam age has been 
done to  the g row ing  crop in the 
Southw est and the condition  of w in
te r wffieat in bo th  O hio and Ind iana 
is considerably  below  norm al.

L loyd E. Sm ith.

If union labor and the farm ers were 
not exem pted from  so m any laws 
enacted  by C ongress, it m igh t be p os
sible to  g e t som ew here w ith the cam 
paign to  low er living costs.


