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A R R Y  your lamp so that

give more

less smoke, and carry it in front

shadow will fall

behind



A great m any grocers w e know of have greatly  
increased their sa les through the distribution  
to their custom ers of the—

Fleischmann’s Compressed Yeast 
and Good Health Booklets

Why don’t you do the same?

F le is c h m a n n ’s Y e a s t
is a wonderful remedy for boils, pimples, car
buncles, eczema, constipation.

U se C itizens Long Distance 
Service

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

CITIZENS TELEPHONE COMPANY

A Remarkable Discovery
That’s the secret which puts sunshine into 
Virginia Dare Flavors, the new, Absolutely 
Pure, flavoring extracts. YouTl declare them 
as superior to ordinary extracts as electric 
light is to the old tallow candle.

20 other Flavors Double Strength

Will jump your sales of everything needed 
in preparing table delights. Test one your
self and you’ll understand at once what big 
sellers they are. 2.1 Flavors.
Look for the advertising—Ask your jobber.
Consumer satisfaction absolutely guaranteed. Money 

refunded on slightest complaint.

G A R R E T T  & CO., Inc.
Food Products Established 1835
Bush Terminal—Bldgs. 9 and 10, Brooklyn, N . Y .

This picture tells its own story. It is one item of “White 
House” Coffee’s publicity which is intended to create Pur
chasing-interest, and sort of tie-up the Coffee-Drinking 
Public to Wise dealers who not only carry “White House” 
in stock, but who take pains to DISPLAY IT PROPERLY.

D istributed at W holesale by

JUDSON GROCER CO
G R A N D  R A P I D S , M IC H .

Profit in Q u ick  T u rn o v er
The grocer gets no profit from goods that stick 
to his shelves. Profit in the • grocery business 
comes from quick turn-over. Twenty years of 
national advertising has created a steady de
mand for

Shredded Wheat Biscuit
which has now become the world’s staple, uni
versal whole wheat cereal. A fair-trade policy 
has secured the co-operation of four hundred 
thousand grocers in the distribution of this prod
uct. We hope to retain this co-operation through 
the same methods of advertising and the same 
fair trade policy during the coming year.

MADE ONLY BY

The Shredded W heat Company, Niagara Falls, N. Y.
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(U nlike an y  o th e r p ap er.)

Each Issue Complete In Itself.

I ’UVOTED TO T H E  B E S T  IN T E R E S T S  
OF B U SIN ESS M EN.

Published W eekly  by 
T R A D E S M A N  C O M PA N Y  

Grand Rapids.
K. A. STO W E, E ditor.

Subscription Price.
T hree  do llars  p e r year, if pa id  s tr ic tly  

in advance!
F o u r do llars  pe r year, if n o t pa id  in 

advance.
■Canadian su b sc rip tio n s , $1.04 p e r y ear, 

payable  in v a riab ly  in advance .
Sam ple copies 10 cen ts  each .
E x tra  copies of c u rre n t issues , 10 cen ts; 

issues a  m on th  o r m ore old, 15 cen ts ; 
issues a  y ea r o r m ore  old. 25 c en ts ; issues 
live y ears  o r m ore old. 50 cen ts.
E n te red  a t  the  Posto liice of G rand  

R apids under A ct of M arch  3, 1879.

C A N D ID A T E S  F O R  G O V E R N O R .
The primary election in Michigan 

will he held on August 30.
L p to the present time ten candi

dates have been suggested—or sug
gested themselves—for the Republi
can nomination lor governor,  as fol
lows:

1 ■ 1'-. C. Groesbeck. A ttorney Gen
eral. As evasive as the I r ishm an’s 
flea. No one ever knows where to 
Imd him. Antagonized the m ercan
tile interests of the State by acting 
as a tto rney  for the leading trading 
stamp concern of the country.' Sought 
to bring the farmers and merchants 
together;  then stated with a great 
flourish of trum pets  that lie would 
bring the merchants and consumers 
together, hailed to accomplish any
th ing in e ither direction. Probably 
never intended t<> accomplish any
thing more than clap trap. Saddled 
on the insuring public the present 
one-sided compilation of .tiro insur
ance laws. If he had been retained 
by the insurance monopoly, he could 
not have served his masters more ef
fectively. Elusive, evasive and sel
dom dependable, he lias naturally 
made so many enemies that lie could 
not possibly lie elected.

2. I.uren 1). Dickinson, Lieutenant 
Governor. Farmer.  Lecturer. P ro 
hibitionist. One of these sanctimon
ious chaps who is all things to all men. 
l ie  tells a church deacon that he is 
so enamored with his work in behalf 
of the Near East (Armenian) Relief 
that lie will not accept the nomination 
The next m oment lie assures a po
litical friend that everything is com 
ing his way. l ie  would he a poor 
stick as governor, because lie is n a r 
row and bigoted and (we say it with 
r e g re t ) thoroughly selfish.

3. H ora t io  Earle. Good fellow. 
( mod hearted. Good talker.  Good 
worker. H as  done much for good 
roads in Michigan. Not quite up to 
the mental caliber of men who ought 
to aspire to the highest office in the 
gift of the common wealth. Ten times 
better than the present incumbent of 
that ollicc. Could not possibly he 
elected.

4. Milo D. Campbell. Did tlie in-
stiring public a. great  ser vice while
State Insurance Commissi« jner under
P in g ree. Did tlie State  a ¡great serv-
ice as private se crctary and ad vi sor to
(¡over nor Luce during the four years
he was governor.  He would make a 
fairly good governor—as governors 
go—hut has shut himself out of con
sideration by thinking men by his 
espousal of “collective bargaining," 
which is only another name for the 
infamous closed shop of the labor 
unions.

5. hred  Green. Possesses the most 
contageous personality of any of the 
ten. Never goes anywhere  that  lie is 
not surrounded by a coterie of con
genial spirits, who love him for his 
open hearted generosity, exuberant 
tem peram ent and wonderful resource
fulness. Stands well at home and is 
well regarded away from home. P rob
ably has more property  standing in 
his name than all the o ther candidates 
combined. Probably adding to his 
fortune at the rate  of $500,000 per 
year. Hesitates to become active can
didate because the fact that  lie is the 
largest employer of prison labor in 
the country would he used against 
him with telling effect. Mr. Green 
probably lias the largest business 
vision ot any of the candidates. When 
the kaiser precipitated the world war 
in Id 14, he was buying all his reed 
and ra ttan stock (raw material) in 
Hamburg, Germany, where one family 
had practically monopolized the prep
aration tor market and supply of these 
two articles for many years. He met 
representatives of this house in Switz
erland and purchased a cargo of m a
terial. which was picked up on the 
high seas by an English ship and tak 
en to England. Mr. Green thereupon 
employed two expert mechanics to de
vise machinery to separate the reed 
and ra ttan p roducts—they both grow 
on one stem or rod—and went himself 
to the East Indies, where lie arranged 
for a continuous supply of raw m a
terial in large quantities. On his r e 
turn, at the end of six or eight months, 
his experts had developed satisfactory 
machinery, so that now the jobbing of 
reed and ra ttan  goods to o ther m anu
facturers in his line amounts  to nearly 
as much in volume of sales as Ins 
manufacturing business, which in itself 
has been developed to enormous p ro 
portion.-,. Such a man could not fail to 
make a successful governor, hut it lie 
were to devote his energies to putting 
the business of the State on a busi
ness basis, what would become of his 
own business in the meantime? There 
is a limit to what one man can do at 
one time. Considering tlie large n u m 
ber of men lie employs and the useful 
life lie leads in a business way, it 
would he a decided misfortune to 
Ionia and the country at large to take 
him out of his present environment.

(>. Fred Martindale. Not at all 
likely to become a factor in the race. 
W ould enter  only because Groesbeck 
entered, so as to divide the Wayne 
county delegation and thus defeat his 
ancient enemy. Only recom m enda
tion lie has for the position is that he 
is a professional politician.

7. Cassius L. Glasgow. One of the 
three candidates who is not making 
an energetic canvas for tlie position. 
Has been President of the Michigan 
Retail Hardware Association and 
Michigan Retail Implement Healer A 
Association; also President of the Na
tional Federation of Retail Imple
ment and V ehicle Dealers. Was Rail
way Commissioner and member of 
the Michigan Railway Commission 
twelve years, during which time he 
gave the State five times as  much 
time and effort as he was paid for, e s 
tablishing a reputation for fairness 
and fidelity to duty which brought 
him the recommendation of all honest 
men who had any connection with 
transporta tion  or public utility m at
ters. He is probably the only one of 
the ten who will refuse to make any 
pledges o r  promises which would tie 
his hands or deprive him of indepen
dent action on all m atters  which 
would conic before him for decision 
in the event of his being elected chief 
executive, l ie  is loyal to his friends, 
just  to his enemies, generous in his 
estimation of men and measures,  firm 
and unbending in action when he 
reaches a decision. In the event of 
his election lie would give us a clean, 
economical administration, without b e 
stowing some office oil every man. w o 
man and child in Nashville, as Sleep
er has done with Bad Axe

8. John ). Carten. An able man. 
personally and professionally, hut 
hardly available at this time because 
of his professional connection with 
public service corporations.

9. Coleman ( . Vaughan. A clean
er man never lived, l i e  stands well 
at home and is respected away from 
home. Has made a most  excellent 
Secretary of State for three terms 
and is understood to have formed a 
definite decision to retire  from public 
office at the end of his present term. 
The gang politicians at Lapsing are 
undertaking t o  secure his consent to 
stand as a candidate, because lie is 
probably the only man of the ten 
prospective candidates who could 
harmonize the high grade men in the 
machine created by the Newberry 
forces and the low down ward heelers 
and cheap gra tters  who constitute 
most  of the Sleeper machine. For the 
sake of his good name and his own 
peace of mind, the Tradesman hopes 
lie will turn a deaf ear to the gang
sters who seek to enlist his assist 
ance for their nefarious purposes.

It). Kx-Mayor Marx. Ifccausc lie 
is m complete c o n t r o l  of the Wayne

county machine lie would make a 
most formidable candidate. He would 
make a poor governor, because he 
stands lor gang politics and crafty 
political methods not in keeping with 
progressive methods and clean ad
ministrative practices.

f r o m  tlie above recital it will he 
noted that there are only three men 
whom it would be safe for merchants 
to trust-'—Glasgow, Vaughan and 
• ireen. 1 ilasgow has been a ha rd 
ware merchant tor thirty-eight years. 
Vaughan has been a newspaper pub
lisher, which lias kept him in close 
touch with tlie trade. Green has sold 
the retail trade tlie products  of his 
factories at Ionia and elsewhere for 
twenty years and has established close 
and cordial relations with the m er
cantile fraternity. Of the three, Glas
gow is the only one who lias studied 
retail problems iirst-lianded, because 
the official positions he lias occupied 
in retail organizations have given him 
a special incentive to consider and 
master  the many difficult problems 
which confront the retail dealer.

Next week the T radesm an will 
undertake to present a critical analy
sis ot the array of Democratic aspir
an t-  for the governorship.

A B L I G H T I N G  SY STEM .
Any system of selecting leaders in 

any organization which does not p ro 
vide for bringing the biggest man to 
the top is a system which plays havoc 
in the entire organization. W hen a 
man who is not the biggest man in 
the organization is placed at its head, 
he smothers and kills ot! the initiative 
-h i*wu by his subordinates, because 
lie i- afraid his own p o s i t i o n  will he 
jeopardized it any one should begin 
to a ttract  attention to the fact that 
the biggest man in the organization 
is a subordinate.

When subordinates in any o rg a n 
ization are afraid to display initiative 
and work out new ideas with the hope 
and promise that  they can put them 
into operation, there is a deadening 
effect mi the morale of the entire  
g r o u p .

One of the greates t  curses of polit
ical appointm ent to  the position of 
chief of  the fire departm ent comes 
because it sometimes happens that 
the  biggest man in the departm ent is 
holding a subordinate  position and 
the man at the head knowing tha t  he 
is not  ill«.' biggest man in the dep ar t 
ment, is afraid to permit any of his 
subordinates t o  show their  heads 
above tin- common level.

Any organization which does not 
make provision for encouraging in
itiative on  the part  of every employe 
i- just losing so much efficiency, and 
in time, if the employes come to learn 
that a new idea will receive no a t 
t e n t i o n  o r  even consideration, the 
f acu l t y  ot initiative in them will 
a trophy and die.
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M EN O F MARK.

C. L. Glasgow, the Nashville Hard
ware Dealer.

In the early history of railroad build
ing and the inauguration of t ran sp o r
tation by rail the American people 
m et the p ro jec tors  of such enterprises  
with open hearts  and hands. Noth ing  
was too good for them ; their m ost  
ex travagan t  requests were eagerly 
granted , often in anticipation, with 
astounding prodigality. R ights of 
way, principalities in land concessions, 
exem ptions from taxation, special leg
islation in their favor, all and more 
were showered upon them  and their 
bond issues were accepted in eager 
haste and with apparen t  disregard of 
probable  values. T hey  were hailed 
as awakeners  of dorm ant  energies and 
the saviors of resources that,  but for 
them, were hopeless of development— 
as the advance agents  of a commercial 
mtilenium. And in promises, tacit or 
expressed, the builders were no less 
prodigal, often—perhaps in the g rea t
e r  num ber  of cases—in good faith, 
this  especially to be said of pioneers 
of railroad construction.

But as railroad building and rail
road operation developed as familiar 
phenomena the enthusiasm  waned; 
dis trust  succeeded faith, friendship 
gave way to enmity. F ro m  the be 
ginning of the unwelcome awakening, 
with regre t tably  few in te rregnum s 
and with more or less—principally 
m ore—intensity during recent yrears 
t ransporta tion  in teres ts  and an un 
fortunately large pa r t  of the shipping 
public have been in antagonistic  a t 
titude—a house divided against itself, 
an exposition of i rh a rm o n y  violative 
in effect of all reasonable, common- 
sense business ethics. W ith  com 
paratively few exceptions,  absolutely 
independent interests,  the greates t  
two in the development and the main
tenance of the prosperi ty  of this 
country, for generations have been 
actively at war or  have maintained a 
kind of armistice when the well being 
of both should have constrained com 
plete co-operation.

Following the expansion of se t t le
ment, the laying of rails in the new 
country  and the development of na 
tural and commercial resources this 
obstructive influence g rew in volume 
and force I t  has evolved and fos
tered two classes, fortunately a small 
proportion  of the whole, for whose 
raison d ’ etre, as such, no excuse lies 
in good business usage or tenable p re 
cedent—the unreasonable shipper and 
the prejudiced railroad official. The 
suggestion of an innovation or the 
hint of criticism by e ither arouses 
a t  once an instinct,  absurd in its lack 

f justification, for open and active 
hostilities. In such disputes, when in 
their judgm ent the causes involved 
warrant, the reasoning shipper is a r 
rayed with his unreasoning brother,  
and in recent contentions the former 
has been much in evidence num eri
cally and in obstinacy and fervor of 
protest.  To  these have been oppos
ed some of the strongest  forces of 
ailroad officialdom, and in the esti

mation of the shipping class, whose 
judgment it believes is s trengthened 
by his vigorous, courageous p rom i
nence in public movem ents  and asso
ciation deliberations on the relations 
of shipper and carrier,  the subject of 
this sketch is a good example of the 
highest dynamic energy  with which 
they have to contend.

Cassius L. Glasgow was born on a 
farm near Jonesville, Hillsdale coun
ty, February  16, 1858. H e  is of Scotch 
parentage. His father came to Michi
gan before the rail roads had entered  
the State.  H is  education was receiv
ed in the district schools and the 
Jonesville union school, finishing at 
Hillsdale College.

He remained on the farm until he 
decided to s tart  life for himself, when 
he engaged to clerk in a hardware  
store in Jonesville.  Later, gett ing  
the W estern  fever, he left his native 
State,  bringing up, after several weeks 
of investigation, at  Sioux City, Iowa, 
where  he found employm ent in a

wholesale  hardware  store as assis t
ant  book-keeper and billing clerk. 
This  position he retained until  called 
home a year later by the sickness of 
his mother.  Being the  youngest  and 
only unm arried  m em ber of his fa th
e r ’s family, he was persuaded to re 
main in Michigan. In  1881 he went 
to Nashville  and purchased the ha rd 
ware business of C. C. W olcott,  
which he has conducted with marked 
success to the  p resen t  time.

In 1896 he added a furniture depart
m ent to his business, which has also 
proved a success, his lines now com 
prising hardware, furniture and ia rm  
implements.

His unquestioned honesty  and 
frank, open m anner in the trea tm ent 
of customers won for him a host of 
friends and built  up a large business 
and he is regarded as one of the 
brightest  and best business men in 
Barry county.

He is an active working m em ber in 
both the Masonic and Knights  of 
Pythias fraternities.

Several years ago the implement 
dealers of the State  formed an asso
ciation, but either because the proper 
time for such an organization had not 
arrived or because it was not p rop
erly officered or for some other good 
reason, it gave up the ghost after  a 
career of  two or three years. L ater— 
about sixteen years ago, to be exact— 
a new association was formed in L an
sing and Mr. Glasgow was asked to 
serve as President,  which he did. He 
was re-elected for two successive 
years thereafter,  making his te rm  of 
service three  years. He  has been a 
director ever since and during all this 
time chairman of the Legislative 
Committee. Twelve years ago he was 
elected President of the National Fed 
eration of Retail Implement & Ve
hicle Dealers,  and for the first time 
in that  o rganizat ion’s experience was 
re-elected for a second te rm —a cus
tom that has since been followed. 
This organization, as its name im
plies, is practically the “Supreme 
Lodge” of all the state  organizations 
and does very effective work  in the 
se ttlement of disputes between deal
ers and manufacturers,  as to prices,

terms, discounts,  terri tory,  w arran 
ties, etc, not  by any means a t tem p t
ing to regulate  prices, but demanding 
that they be uniform to all dealers. 
This organization insisted tha t  car
riage m anufacturers should not  dis
continue issuing warranties on wa
gons, buggies, etc., a lthough the N a
tional Association of Vehicle M anu
facturers had so decided at their con
vention. Like the state associations, 
this organization stands between the 
manufacturer  and consumer to the 
end that  reasonable terms, prices and 
warranties shall be kept in effect.

Mr. Glasgow was born and raised a 
Republican and has always been a 
willing and energetic worker for the 
success of his party. He enjoys the 
confidence of all political workers,  
being known as a man who works 
for the p a r ty ’s good w’ithout thought  
of personal reward. He  has never 
been an office seeker in any sense of 
the term and up to eighteen years ago 
never held any office at the hands of 
the people aside from President of

the village in which he lives, once by 
appointm ent and one by election 
w ithou t ,  an opposing candidate. At 
the Senatorial convention, held in 
the fall of 1902, he was the unanimous 
choice of the delegates as their candi
date for Senator from the Fifteenth 
district . comprising the counties 
of Barry and Eaton. He made such 
a good record on the floor and in 
the committee rooms of the Senate 
that he was unanimously nominated 
two years later to succeed himself 
for a second term. On account of 
his excellent judgment and unusual 
tact, as well as his ability as a force
ful and convincing speaker, he was 
elected President of the Senate, over 
which he presided with rare dignitv 
and discretion, receiving the com 
mendation and approval of every 
m em ber of that  body.

Prio r  to 1907 the' office of State  
Railway Commissioner had always 
been held by a man who was simply 
a creature of the railroads, which 
contr ibuted a fixed sum to the cam
paign expenses of a candidate for 
Governor with the distinct under
standing that  they would be perm it

ted to name the Railway Commission
er. The  first lime Governor W arner  
was a candidate, he submitted to this 
dictation; but  in his second cam
paign he broke away from this long- 
established custom and kept himself 
free from the domination of the rail
roads. F o r  some years  prior to this 
time the business men of the State 
had gradually  come to the conclusion 
that the public had rights  which 
should be considered as well as the 
railways. This  agitation found ex
pression in a popular campaign in 
behalf of the appointm ent of Mr. 
Glasgow, who was universally con
ceded to be the best qualified man in 
Michigan to deal with both sides at 
issue fairly and dispassionately. Mr. 
Glasgow was appointed by Governor 
W arner  Jan. 15, 1907, and soon came 
to be regarded as an acknowledged 
authority  on transporta tion  matters. 
W hen  Governor Osborn  was elected 
he paid him the highest possible com
pliment he could confer by sending 
for him and saying, “The courts have 
stated tha t  interim appointments 
m ust  be confirmed and I want you 
to know that you are the only interim 
appointm ent of my predecessor that 
I desire shall remain and to that end 
I am going to appoint you to your 
position and make sure of it.” He 
assisted in drafting the bill creating 
the Railroad Commission some time 
later. He was chairman of the Com
mission during the six years follow
ing and during the entire time the 
work of the Commission was getting 
s tarted and while the Legislature 
from session to session added to the 
work of the Commission by giving it 
jurisdiction over express, water  pow
er, electric light, telephone companies 
and over the issuance of stocks and 
bonds. The election of Governor 
Ferris  made the Commission by the 
appointm ent of new members. Dem
ocratic, when he resigned the chair
manship in favor of Mr. Henians. He 
re tired about a year ago with the 
best  record for ability and faithful
ness of any official who ever served 
the people of Michigan.

Mr. Glasgow has frequently been 
urged by his friends to enter  the race 
for Governor. This  year his friends 
are especially urgent,  because of the 
deplorable condition the State  govern
ment has gotten  into through the in
capacity, vacillation and nepotism of 
the present governor,  requir ing the 
presence of a s trong  man to lift the 
office out of the mire of par ty  politics 
into which it has been dragged by 
Sleeper, and his fool friends. The 
pressure m ay ultimately  become so 
s trong that  lie will have to yield. If 
he ever does, his friends will see to it 
that he is safely elected and all who 
know him are satisfied that  he will 
make his m ark  as chief executive.

Mr. Glasgow was married to Miss 
Matie C. Miller, of Jonesville, in 1881, 
after  establishing himself in business 
at his present  location.

Mr. Glasgow possesses a charming 
personality which naturally  attracts 
and holds men. One cannot come in 
contact with him without  feeling that 
he is in the presence of a true gentle
man. His aim is to do right, to stand 
for the r ight and to be kind to all. 
He does not preach to others ,  but he 
sets them  an example. In an unos
tentatious yet magnetic  manner lie 
shows them  the way. “ One of the 
best and finest of m en,” say all, and 
a man with that  reputation m ust have 
earned it.

E as t  Jo rdan— D etro it—The Dear
born Sales & Service Co. has been in 
corpora ted  to deal in automobiles, 
truck, par ts  and accessories, with an 
authorized capital stock of $1,000, all 
of  which has been subscribed and 
paid in in cash.

M ontgom ery— The Tri-S ta te  Cor
poration Association has changed its 
name to the Tri-S ta te  Co-Operative 
Associa tion and increased its capital 
stock from $10,000 to $30,000.

Hon. Cassius L. Glasgow.
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The Service a Salesman Renders

A salesman should be an Ambassador of Ideas—a man who enjoys 
the confidence of his trade, gathers their thoughts and experiences and 
retains the valuable information for the benefit of his customers.

He is also in constant touch with the buyers of all the different de
partments and absorbes their knowledge of the markets.

Good salesmen have buried somewhere in their experience ideas 
which possess a real value for you—ideas which can help you solve many 
of your perplexing problems.

When a salesman talks he should bring to you the best thoughts 
and the best ideas that his intercourse with the world can furnish. He 
comes with an enlarged viewpoint—with an intimate knowledge of mar
kets, conditions, and changes, as well as the ambition of his house to 
serve its customers in the most satisfactory manner.

WORDEN salesmen are discerning, rational, cl ear-visioned men 
who are picked because of their business ability as well as their gener 
al knowledge of wholesale and retail merchandising, which should be 
of value to you.

it is their desire and ours that in these times of trying conditions 
and changing markets they shall fulfill their obligation and keep 
themselves ready to answer your questions as far as is humanly pos
sible. This is co-operation and a part of the WORDEN service.

W o r d e n  P r o p e r  C o m p a n y

Grand Rapids—Kalamazoo—Lansing

The Prompt Shippers.
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M ovement of Merchants.

Vermontville—T he  newly o rg an 
ized Citizens E levator  Co. has pu r
chased the C. A. Anderson & Son 
elevator and will take possession 
July 1.

M arquette— M atthew  Burke has en
gaged in business a t  625 High street, 
carry ing lines of plumbers’ supplies 
and accessories.

Grand H aven—Anthony  Kooiman 
has sold his grocery, tea and spice 
stock to Rene Botbyl, who will con
tinue the business in connection with 
his bakery.

St. Jo h n s—Ralph Aultman has pu r
chased an interest  in the stock of the 
R. S. Clark Farm  Pow er Machinery 
Store  and will assume the m anage
ment of the office.

Jackson—The Triangle  Shoe Co. 
has been incorporated with an au
thorized capital stock of $5,000, all 
of which has been subscribed and 
$3,500 paid in in cash.

Holland—G. T. Hann, p roprie tor of 
the Model d rug store, has purchased 
the  double two-story  brick block 
from Post estate.  The consideration 
is said to exceed $25,000.

Por t  H uron—The H uron  Oil Co., 
Inc., has been organized with an au
thorized capital stock of $30,000. of 
which amount $18,000 has been sub
scribed and $3,000 paid in in cash.

Detro it—The H. E. W atso n  B at
tery Corporation has been incorpor
ated with an authorized capital stock 
of $4,000. $2,100 of which has been 
subscribed and paid in in property.

St. Johns— Nick Pappas, proprietor 
of the Sugar Bowl, has purchased the 
store building which he has occupied 
for some time and will remodel and 
improve it, making it modern in every 
way

M arquette—Louis Persitz  has re 
moved his shoe stock to 108 W a s h 
ington street,  thus adding greatly  to 
his floor space. The  store has been 
remodeled and lines of children’s and 
men’s shoes added to the stock.

Carson City— E. S. Brooks has sold 
his interest in the general m erchan
dise stock of E. S. Brooks & Son. 
to his son, Roy S. Brooks and Roy 
E. W arn e r  and the business will be 
continued under the style of Brooks 
& W arner.

Ann Arbor—The Swisher Grocer 
Co., wholesale  grocer and confection
er. has merged its business into a 
stock company under the same style 
with an authorized capital stock of 
$150,000, $102,000 of which has been 
subscribed and $15,000 paid in in 
cash.

Seney— H erbert  Peterson, of Man- 
istique, has bought the interest  of

his partner.  U. L. Cook, in the lum
bering operat ions which they have 
been conducting near Seney and will 
operate alone next season. T hey  re 
cently purchased a large stock of 
timber in this section.

Lansing— Page & Harrym an,  shoe 
dealers have leased the entire  build
ing of which they now only occupy 
the first floor and will remodel it 
and occupy the second floor with a 
stock of children’s shoes and devote 
the entire first floor to men and w om 
en’s shoes and a complete  line of 
hosiery.

Cedar Springs—T he  Dick Kimm 
Furn itu re  Co., of Rockford, has p u r 
chased the Nelson building and is 
remodeling it p repara to ry  to occupy- 
ingit with a stock of furniture as a 
branch to its Rockford store. The 
business will lie under the m anage
ment of E. M. Hubbard, assisted by 
Jay Gilbert.

Adrian—\ \  estgate & Condra. c lo th 
iers. have merged their business into 
a stock company under the style of 
W estgate ,  Condra & Co., to deal in 
clothing and general merchandise, 
with an authorized capital stock of 
$100,000, of which amount $69,200 has 
been subscribed and paid in in cash.

J a c k so n — T he  Arrow Clothing 
Shops, of New York City, has taken 
a long time lease on the store build
ing at 106 W est  Main s treet and after 
thoroughly remodeling it will occupy 
it with a stock of clothing and men’s 
furnishing goods. The Jackson store 
will be the twenty-sixth in the chain 
of stores controlled by the Arrow 
Clothing Shops.

Manufacturing Matters.
Bay City—The N orthern  Oil Co. 

has increased its capital stock from 
$40,000 to $150,000.

Kalamazoo— The Peck Iron  & Steel 
W orks  has increased its capital stock 
from $30,000 to $60,000.

Detro it—The A rt  Stucco Materials 
Co. has increased its capital stock 
from $30,000 to $50,000.

Escanaba— The Escanaba Paper Co. 
has increased its capital stock from 
$1,650,000 to $2,100,000.

Detroit—The Senn Tool & Machine 
Co. has increased its capital stock 
from $30,000 to $100,000.

Eaton Rapids—The Hall Knitting 
Co. has purchased the Belknap build
ing which they now occupy.

Holland—The Standard Grocer & 
Milling Co. has increased its capital 
stock from $80,000 to $150,000.

Saginaw—The W olverine  Glass Co. 
has been incorporated with an au
thorized capital stock of $125,000.

Detroit— The F. P. Electric & M an
ufacturing Co. has increased its cap
ital stock from $50,000 to $150,000.

Detroit  — The Detro it  Insulated

Wire  Co. has increased its capital 
stock from $1,000,000 to $2,000,000.

O ntonagon—The Ontonagon L um 
ber Co. has been incorporated with 
an authorized capitalization of $100,- 
000.

Zeeland—The addition to the Mich
igan Star Furniture  Co. plant is near
ly finished. It will house the machine 
department.

Detroit—The W hip-O  Corporation, 
manufacturer  of food products, has in
creased its capital stock from $10,- 
000 to $50,000.

Detroit—Thorp, Hawley & Co., 
manufacturer of confectionery, has in
creased its capitalization from $50,- 
000 to $125,000.

New Dalton—The Cleveland Cliffs 
Iron  Co., of Ishpeming, has purchas
ed the entire plant of the Dalton 
Lumber Co. at this place and will 
operate.

Detroit—The l leppenstall  Steel 
Co. has been incorporated with an 
authorized capital stock of $50,000, all 
of which has been subscribed and 
$5,000 paid in in cash.

Detroit—The Peacock Radia tor Co., 
Inc., has been organized with an au
thorized capital stock of $10,000, all 
of which has been subscribed and 
$1,000 paid in in cash.

W ayne—The Enot Foundry  Co. 
has been incorporated with an au
thorized capital stock of $500,000, all 
of which has been subscribed and 
$500,000 paid in in cash.

Detroit—The Curran Radiator Cap 
Co., Inc., has been organized with an 
authorized capital stock of $25,000, of 
which amount $15,500 has been sub
scribed and $2,500 paid in in cash.

Detroit—The Alloy Steel Forge Co. 
has been incorporated with an au
thorized capital stock of $35,000, all 
of which has been subscribed, $2,250 
paid in in cash and $1,250 in property.

Hillsdale— B. E. Poor  has merged 
his cigar manufacturing and whole
sale and retail cigar and tobacco 
business into a stock company under 
the style of the Burton E. Poor  Co., 
Inc.

Montague—The W hite  Lake Can
ning Co. has been incorporated with 
an authorized capital stock of $25,- 
000. of which tamount $12,500 has 
been subscribed and $2,500 paid in in 
cash.

Detroit—The Oxford Varnish Cor
poration has been incorporated with 
an authorized capital stock of $200,- 
000, of which amount $120,000 has 
been subscribed and $20,000 paid in 
in cash.

Detroit— I'he Charlevoix Machine 
& Tool Co. has been incorporated 
with an authorized capital stock of 
$20,000. of which amount $10,000 has 
been subscribed and $4,500 paid in 
in cash.

Detroit—The Yin-Ade Beverage 
Co. has been incorporated with an 
authorized capital stock of $5,000, all 
of which has been subscribed and 
paid in, $4,450 in cash and $550 in 
property.

C alumet— 1 he Calumet Garment 
Co. has been incorporated with an 
authorized capital stock of $25,000, 
of which amount $16,000 has been 
subscribed. $6,000 paid in in cash and 
$2,000 in property.

Detro it—The Am erican Automotive 
Appliance Corporation has been in
corporated  with an authorized cap
ital stock of $20,000, of which amount 
$15,000 has been subscribed and $3,- 
200 paid in in cash.

Dowagiac—The Howe Automatic 
Head L ight Co. has been incorporat
ed with an authorized capital stock 
of $15,000, all of which has been sub
scribed and paid in, $5,000 in cash 
and $10,000 in property.

Detroit—T he  Continental Piston 
Corporation has been incorporated 
with an authorized capital stock of 
$100,000, of which amount $50,000 has 
been subscribed, $500 paid in in cash 
and $10,000 in property.

W ay land— Ryno & Towne have 
purchased the cement block business 
of Fred W allace and the real estate 
on the site of the old creamery and 
will manufacture  cement building 
blocks, cement bricks, etc.

Detroit—T he Cochran Corporation 
has been organized to manufacture 
and sell automobile  accessories, with 
an authorized capital stock of $10,- 
000, of which am ount $5,000 has been 
subscribed and $2,000 has been paid 
in in cash.

Howell—Rufus R. Ross, of Detroit, 
has leased the concrete factory build
ing formerly occupied by the Steel 
1 ruck Co. and will occupy it with a 
garage, automobile  supplies and ac
cessories store and machine shop 
about April 24.

D e tro i t—The T re toys  Co. has been 
incorporated to manufacture and sell 
toys, novelties, etc., with an author 
ized capital stock of $50,000 of which 
amount $35,000 has been subscribed 
and paid in, $13,500 in cash and $21,- 
500 in property.

Detro it—The Plywood Products 
Co. has been organized to manufac
ture and sell steering  wheels, all met 
al and wood parts ,  etc., with an au
thorized capital stock of $125,000, of 
which amount $70,000 has been sub
scribed and $12,500 paid in in cash.

St. Johns—T he  A. W . Stokes Man
ufacturing Co. has been incorporated 
to manufacture sheet metal part>. 
products and stampings, with an au
thorized capital stock of $10,000. all 
of which has been subscribed. $4.5t)U 
paid in in cash and $3,500 in property.

E as t  Jo rdan—The Velvet Gum Co. 
has been incorporated  to manufacture 
and sell chewing gum, confectioner} , 
etc., with an authorized capital stock 
of $50,000 common and $50,000 pre 
ferred, all of which has been subscrib 
ed and paid in, $10,000 in cash and 
$90,000 in property.

M arquette—T he  Federal Baking 
Co., composed of local capital with 
an authorized capital ization of $12 
000 has been organized and has taken 
over the Federal Bakery, located here 
since last November. Thomas P 
Burns, recently of Sault Ste. Marie, 
will he the manager.

Detroit—The W aterhouse  Laundry 
Machinery & Supply Co. has merged 
its business into a stock company 
under the style of the Waterhouse 
M anufacturing Co., with an authoriz
ed capital stock of $40,000, of which 
am ount $21,000 has been subscribed. 
$1,950 paid in in cash and $12,600 in 
property.
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The Grocery Market.
Sugar—The sugar m arket  is very 

strong. The raw market is a seller’s 
market and everything offered is 
eagerly bought at top prices. The  be
ginning of the week finds most sell
ers out of the market waiting for 
higher prices. Refined sugar is like
wise extremely strong. The main 
reason is the advancing raw market 
and the fact that  the demand for re 
fined sugar is very much in excess of 
the supply. Everybody is behind in 
deliveries, owing partly  to the large 
demand and partly  to the limited p ro 
duction. Refined sugar is undoubted
ly going to be scarce and firm during 
the coming season. Arbuckle and the 
American cane both advanced their 
price from 15c to 16c, but are not ac
cepting any orders on account of be
ing heavily oversold. Sugar is to be 
had in New York  from second hands 
on the basis of 20j^c. Chicago jo b 
bers are asking 22c for granulated. 
Grand Rapids jobbers  are selling 
granulated—when they have any—at 
17><c up.

Tea— Holders of tea appear to be 
reasonably confident that  the bottom  
is not going to drop out of the m ar 
ket and from now on the movement 
of prices will be upward, but busi
ness is undoubtedly very dull. All 
degrees of traders are allowing their 
stocks to get very low. The  under
tone, however, is still inclined to be 
strong, without changes of any kind 
during the week.

Coffee—The market is still very 
irregular, especially in options, which 
have eased off considerably during 
the week. There  are still some rum 
ors that Brazil  is ge tt ing  ready to 
unload its large supply of coffee and 
that is having direct effect upon the 
market.  The  Brazil  strike is settled 
so that that  s t rengthening element is 
eliminated. Altogether the coffee sit
uation is in favor of buyers,  but  is 
very unsafe to dabble very much in. 
Prices for the week, both  on Rio and 
Santos, together  with mild grades, 
are about unchanged.

Canned Fru its—Pears  are selling 
steadily and are not  so abundant  as 
peaches or apricots. The  la t ter  are 
not wanted a t  the moment. P ine 
apple is steady on the be tte r  grades 
and irregular on poor offerings. A p
ples are in be tte r  demand as the seas
on for their heavier consumption is 
approaching, but cheap evaporated 
apples interfere with their  sale.

Canned Vegetables—Some Maine 
corn canners have withdrawn from 
the market,  where they have been 
selling at $1.60 factory for fancy 1920 
pack. Buying is limited. Spot s tand
ard and fancy corn is dull. Owing

to the large pack of fancy Maine corn 
last season there is a surplus, and 
some spot sales are under the range 
of $1.50(0 1.60 factory at which it is 
quoted. Standard Southern Maine 
style is nominally quoted at $1.10, but 
it can be had at $1.07*/ on a firm bid. 
T om atoes  are weak and neglected. 
The  Government has reduced its 
holdings of No. 2s and No. 10s, but 
has a block of 2,800,000 No. 3 cans 
to be sold a t  Balt imore April 15. 
W h eth er  this is all of the Govern
ment stock the trade is unable to 
say. Prices all week were close to 
the following range: No. 2s, $1.05@ 
1.10: No. 3s, 1.46(g) 1.50; No. 10s, $5@ 
6. Government No. 2s have sold at 
$1.02‘/2 and No. 3s at $1.42j4. Cali
fornia tomatoes are dull a t  $1.20@ 
1.30 for No. 2j<2.s and $4.50(5)4.75 for 
No. 10s. There  has been a little 
speculative buying against future 
needs because of the expected higher 
costs of the present season’s pack. 
Cheap peas have sold well and there 
has been some attention  given to ex 
tra standards, but the demand was 
about $1.30, as there is noth ing left 
below that  figure. Fu ture  peas are 
not wanted in assortments.  Aspara
gus would be active if enough stock 
to meet requirements were available, 
but first bauds are out and there is 
not much left of any grade in o ther 
quarters  and tips are about all clean
ed up. New pack goods are being 
bought at unnamed prices.

Canned Fish—T he feature of the 
m arket  this week is the announce
ment of the opening prices on lobster,  
which is offered a t  $4.75 for halves, 
$9.25 for pounds and $2.62^4 for quar
ters, f. o. b. Portland, Me. An ad
vance of 75c is made on quarters  and 
$1 on halves over the opening last 
season. Shrimp has been more active 
of late, as the scarcity of lobster has 
increased the demand and the light 
spot stocks are firmly held. Salmon 
has been dull and not quite so steady. 
Some Government released has been 
sold a t  $3.41 for Red Alaska. I t  was 
of the navy stocks and most of it 
was 1918 pack, a lthough there  was 
some of the 1917 production. Most 
of it is out of the road. L as t  year’s 
production was generally held at $3.50 
@3.60, but there was some price 
shading in some quarters. Medium 
reds held their own at $2.85. Pinks 
were to be had at $1.80, with some 
down to $1.75. Chums sold around 
$1.50. Advices indicate a firmer m ar 
ket on the Coast  than here. No defi
nite word has reached the  trade as 
to this season’s prices. Maine sa r
dines were a t  a standstil l  all week. 
The  export  outlet is small and there 
is a restricted domestic call. Some

weak holders are underselling the 
market at packing points.  As the 
new season will not s tart  on April 
15, hut more likely well into May, 
packers are not in a position to name 
their prices. California sardines are 
moving in a small way and are steady 
in tone, except for ovals, which are 
weak. Imported sardines are not 
wanted by the jobbing trade, which is 
well stocked up. W eak  holders, 
which are forced to find a m arke t  are 
cutting their prices. T una  fish is 
steady on striped at $6.50@7.50 for 
halves. W hite  meat and blue fin are 
about off the market.

Dried Fruits— All reports  from Cal
ifornia agree in stating that it is too 
early to estimate the yield, as any 
figures now would be merely guesses, 
as the blossoms have not yet set and 
it is impossible to forecast the yield. 
The  spot m arket  is not active either 
on large or small sizes. Buyers favor 
the former and neglect the latter, al
though the difference in price of small 
prunes makes them  attractive to 
some trades.  Cheap offerings of small 
prunes have had a weakening effect 
on the- market,  and some dealers in 
the face of this are not buying heavily 
at present. A reduction in the sur
plus held here is to be noted. Raisins 
have passed the peak of high prices 
apparently  and they are now immune 
to declines as was the case when the 
demand was overwhelming. Reship
ments from abroad and foreign stocks 
have taken the edge off of the m ar
ket. while the demand is not so 
pressing, probably due at least in 
part  to the unsuccessful a ttem pts  to 
make wine. T he  demand lacks force 
for both California and foreign and 
the market shows an easier tone than 
in many months. Heavy arrivals re
cently of curran ts  from Greece have 
depressed the tone of the m arket  anti 
values as well. Some buying against 
actual needs is going on all the time, 
but there is no snap to the trade, as 
the market parallels that  of raisins. 
Apricots are in be tte r  demand as the 
spring outlet has opened. The call is 
for the be tte r  grades of Northern  
packs in the absence of Blenheims. 
Southern apricots are still dull and 
offered a t  a wide range of prices. 
Peaches have not shown much activ
ity a t  any time during the past week. 
Package goods are being taken in a 
small way. Pears  are at a standstill . 
The  demnd for figs is due to develop 
in the near future. At present the 
call is limited.

Sugar Syrups— Prices are nominal 
in the absence of demand for large 
lots, but refiners are not trying to 
force business on the basis of current  
quotations owing to the high and in
creasing cost of production.

Nuts— French walnuts have been 
weakened by the depreciation in the 
value of the franc, but nuts bought 
on the basis of pound sterling have 
shown an advancing tendency. W a l 
nuts, almonds and filberts have all 
been slow sellers and moved only 
in a small way. Pecans have been 
hardly salable. Recent arrivals of 
new Brazil  nuts are cleaning up slow
ly because of the high asking 
prices. Next m onth heavier supplies 
are expected.

Salt—The local jobbing trade is 
steadily taking stocks, but the in te r
ior cannot be taken care of at p res
ent. Incoming shipments are at a 
standstil l  due to the railroad strike. 
Quotations are maintained unchanged.

Cheese—The market is dull, prices 
about lc lower than a week ago. with 
only a fair consumptive demand and 
the stocks are reported to be much 
larger than usual. If we do have any 
change in price in the next few days, 
it is likely to be a fur ther  slight de
cline. T here  is considerable under
grade cheese being pressed for sale.

Provisions — Everyth ing in the 
smoked meat line is firm at J/>@lc per 
pound higher than a week ago, ow
ing to the holiday demand for hams 
and bacon. Pure lard is firm at 
prices ranging the same as a week 
ago, with a light consumptive de
mand. Owing to the price of lard 
substi tute  being higher than the pure 
product, the m arke t  on lard substi
tute is very slow. Barreled pork, 
dried beef and canned meats are 
steady, with a light demand at un
changed prices.

Fireworks — Reminder is issued 
again to retailers tha t  they should 
buy what fireworks they may want. 
Often orders are left until the m id
dle of June when manufacturers  have 
completed their make and jobbers  
have put in their orders, so there are 
only fag ends to get. These stocks 
are not carried over and therefore 
orders  are filled only with the goods 
that are made up to the expected de
mands for the season.

Salt Fish—The m arket  on mackerel 
shows no particular change for the 
week. Supplies are ge tt ing  ra the r  
low, as the importations are light. 
Nothing to speak of is coming from 
anywhere  but Ireland. Holders  seem 
to have more confidence in the m ar 
ket, but the demand is not specially 
active and it is difficult to predict 
what mackerel will do. I t  is no t  a 
seller’s market by any means, but 
no important  change is noted for the 
week.

Edward A. Atlas, of Detroit ,  has 
purchased the property of the Cro- 
hon & Roden Company, Ltd., deal
ers in hides, of Grand Rapids.  The  
consideration is said to have been 
in excess of $20,000. T h e  concern’s 
name has been changed to the R od
en L eather  Co., Inc.

Allegan— Mosier & W en y  have sold 
their Queenola factory toge the r  with 
all of its equipment and stock to Jew 
ett, Bigelow' & Brooks,  of Detroit ,  
who will continue m anufacturing  the 
Queenola talking machine under the 
same style but  on a much larger 
scale.

The Economy M anufacturing Co. 
has been organized to m anufacture  
and deal in building materials ,  etc., 
with an authorized capital stock of 
$100,000, of which amount $50,000 has 
been subscribed and $10,000 paid in 
in cash.

Sparta— Pow ers & Finch succeed M. 
Haas & Co. in the grocery  and meat 
business.

Chase—J. E. Smith succeeds J. E. 
Smith & Co. in general trade.

mailto:6.50@7.50
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Uneasiness Over the  Anti-Prof i teer
ing Campaign.

New York, April 13—The anti- 
profiteering campaign of the D ep ar t 
ment of Justice is causing m erchan ts  
everywhere to wonder what is to be 
the outcome. Most m erchan ts  are 
of the opinion that they have nothing 
to fear from any fair investigation 
of their m ethods and profits, yet there 
is an uneasiness am ong m erchants  
everywhere as they read of stores 
just  as reputable as their own being 
charged with profiteering and indict
ed.

Meanwhile, we urge upon our m em 
bers the continuance of the policy of 
co-operation with the Departm ent  of 
Justice and its representat ives which 
was outlined by your Association at 
the start.

No definite margin of profit  has 
been established by the D epartm ent 
of Justice which retailers are expected 
to observe. I t  has been the wish of 
the Departm ent from the beginning 
that Fair-Price  Committees in which 
m erchants  are to have representation  
should determine in each locality what 
is fair.

If you have merchandise in your 
stocks marked at 100 per cent, above 
cost you may expect trouble. The  ex
perience of every m erchan t  ought  to 
suggest to him what is a fair profit 
and every m erchant  should recognize 
the seriousness of the situation. He 
should endeavor to make his prices as 
low as possible. This  is not  a time 
for abnormal profits. Set your house 
in order. If your prices are not right 
lose no time in making them right.

If you possess the same article of 
merchandise which you have purchas
ed at various times at different prices, 
the Departm ent of Justice wants you 
to average your cost  and m ark  your 
goods on that  basis. If investigators 
from the D epartm ent find tha t  you 
possess merchandise which you pur
chased at a price lower than the p res
ent wholesale m arket  and if you have 
marked the selling price of such goods 
as though you had purchased them  at 
the present m arket  prices you are 
going to have a hard time explaining 
it. If you follow the policy of aver
aging you will have no trouble. Mul
tiply the num ber of articles you have 
at the old price, do the same with the 
num ber you have a t  the new price, 
add and divide the total cost  by the 
total number of articles, thus arriving 
a t  the average cost.

Many m em bers have been wiring 
and writing us to determine whether 
investigators have the right to demand 
information from their books and in
voices. The question really is not 
whether they have the right  to de
mand such information so much as it 
is whether reta ilers can afford to re 
fuse.

So far as the legal r ight is concern
ed nobody has a right to demand such 
information from you except upon 
proper w arran t  from a court.  This 
has been decided by the United States 
Supreme Court on Jan. 26, 1920 ,in 
the case of the Silverthorn Lumber 
Company vs. the United States. The 
C our t’s conclusion follows:

“The fourth am endm ent of the Fed 
eral Constitu tion is violated if Gov
ernm en t  officers seize, without w ar
rant,  documents of defendant named 
in a pending indictment. Evidence 
gained by such a seizure may not be 
used by the Governm ent in any way, 
and, therefore, refusal by defendant,  
after re tu rn  of documents seized, to 
comply with court  order to produce 
them, is not contem pt of court  al
though the order was regularly drawn, 
if it was based on information gained 
by the illegal seizure, and not upon 
knowledge of the facts gained from 
an independent source.”

The question, however, is much 
broader than your legal rights. If  
you are requested to show your books 
and invoices and you decline to do so 
that  may be taken as a confession of 
guilt for the assumption of the public 
would be th a t  if you had nothing to 
conceal you would not hesitate to 
give any information asked for.

During recent investigations made 
in P it tsburgh  one of the large stores, 
when requested for information, with
out the slightest  hesitation, allowed 
the investigators to examine their 
records; and when the investigators 
expressed a desire to have a copy of 
the cost  price and selling price of cer
tain items, a long with the names of 
the manufacturers,  the time of the 
purchase, etc., the store immediately 
permitted this  and went even further.  
It offered to send the actual goods 
in which the investigators were in
terested to the investigators and allow 
them  to keep them  as evidence if so 
desired. This offer was declined, but 
up to the time this is written no com 
plaints have been announced as hav
ing been made against that  store.

\Ye believe that  such dissatisfaction 
as may exist in the public mind con
cerning high prices retailers are re 
sponsible because they have not kept 
employes posted so that  in their con
tact with the public they could in
telligently impart to customers the 
reasons why prices are high.

One of the m em bers in a large 
Easte rn  city has decided to inform 
all salespeople concerning the cost  of 
doing business. He wants every pe r
son in the store to know' just  what 
the consum er’s dollar pays for. This 
is a wise course  to pursue.

It m ight  even be suggested that if 
graphic charts  could be prepared 
showing a circle representing  the con
sum er’s dollar with sections marked 
to show what par t  of the dollar goes 
to pay for merchandise at wholesale, 
the cost  of pay-roll the portion which 
represents mark-downs which have to 
be taken and of which the public gets 
the benefit, and the portion which rep
resents rent, light and heat, etc., these 
charts  placed about the store would 
serve the double purpose of inform
ing the custom er and reminding the 
salesperson if the subject  comes up.

The Board of Directors has au thor
ized the holding of our Spring con
vention in San Francisco. W e have a 
considerable membership along the 
Pacific Coast and these m erchants  
who have been loyally supporting the 
Association have repeatedly invited 
the Association to hold a meeting on 
the Coast. The  time has come wdien 
this can be arranged, so the Spring 
meeting will be held in San Francisco 
early in June. The  dates will be 
definitely announced as soon as the 
itinerary for the British merchants 
has been completed.

Every  m erchan t  who can manage to 
get to San F'rancisco should be there. 
Upon those m erchants  west of the 
Rocky Mountains there is a very 
definite obligation to attend. The 
meeting is to be held especially for 
their convenience and it is up to them 
to a ttend  and help make the conven
tion a great  success.

The pa r ty  of British merchants,  in
vited to tour the leading cities of the 
United States for the purpose of 
studying American retail distributive 
methods, will arrive in this country 
about May 7. There  will be twenty 
in the party  and they are the official 
representatives of the D rapers’ Cham 
ber of Trade  of the United Kingdom.

The a r rangem ents  made with these 
m erchants  is that  they are to pay 
their own traveling expenses between 
cities and the merchants in the cities 
visited will be their hosts while there. 
A rrangem ents  have been made with 
the m erchants  in the cities tha t  are 
to be visited and complete  details will 
shortly be sent to all members. I t  is 
planned to have the party reach San 
Francisco in time for the Spring 
meeting.

The trip of the British merchants  
will be made in two com partm ent cars. 
There  are fourteen ex tra  places in 
one of these cars. T h a t  means that  
if there are fourteen m erchan ts  in the 
E as t  who would like to combine busi
ness with pleasure and make the trip 
with the British par ty  they can have 
this opportunity .  H ere  is a chance to 
visit the leading stores of the country 
under the m ost favorable auspices 
possible, to ge t  the point of view of

these British merchants at first hand 
and to enjoy a trip which perhaps 
never can again be duplicated, wind
ing up with the Spring meeting of the 
Association on the Pacific Coast.

Perhpas some merchant who reads 
this has a son about to go into his 
business who should have the benefit 
of a trip of this kind before settling 
down to work. We can take only 
fourteen people. If you want to go, 
or if you want your son to go, write 
to us to-day.

We want to get rid of the excess 
profits taxes if possible. There seems 
to be a general outcry against this 
tax. In Congress the need of re-

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,
Corner Commerce Ave. and 

Island S t
Grand Rapids, Mich.

How about F ISH  B A N D  S U C K E R S , 
TARP HATS and HANDICOATS?

All popular FISH BAND styles on the floor.
“BLUE BUCKLE” and “PACEMAKER”

Overall and Jackets.
You can sell them any day NOW.

EVERYTHING-PRETTY NEARLY—for MEN.

Tjaniel J mm ‘Patton  & C'ompany
The W holesale Men's Furn ish ing  Goods H ouse of M ich igan  

G R A N D  R A P I D S

Uiiimiiiiiimniimiiiinniiiniimiiimimiiniiiniimmuiiininiiiiimiiniiimun

You can buy here a COMPLETE stock of Dry Goods, 
Draperies. Hosiery, Underwear, etc. All goods first class in 
every way and up-to-date—the reliable products of depend
able mills only. The following lines are shown in great 
variety, ready for shipment:

Brown Sheetings
Bleached Sheetings
W ide Sheetings
Sheets and Pillow Cases
Cotton Ducks
T ickings
Denims

Storm  Serges
Poplins
Su itings
Flannels
Outing Flannels
W ool B lankets
Comfortables

W hite  Goods
Nainsooks
Piques
Bed Spreads
D am asks
Laces
Chiffons

QUOTATIONS ON REQUEST

Paul Steketee & Sons
|  W HOLESALE DR Y GOODS 

ia i im i ia i i i f f lm im m iim if f l in iiuinnniinmnmminimiiHmnni
G RAND RAPIDS, MICH

PARENTS—ATTENTION
y°u .9iv.e,)1 serious thought to what work, trade or profession your son 

or daughter will follow for a livelihood?

fnr ^ a n d .their children are blinded by the high w ages now paidfor unskilled hand work. "

BUT—W H A T  ABOUT TH E FUTURE?
w o r k e r s  * L C when industrial conditions w ill change. Then the hand
^Qht to ^r..re  TheA ° un0 man or woman, who has the fore-
d u r i n a  t h e  n/rinri6 ^ ' ?n«t.E iiUcai l0n and become established in a business position 
m eet9thp rhPannpH values, will have the knowledge and experience tomeet the changed conditions with confidence and success.

thei7ch'iFdhrlfn ? re m i re concerned regarding the ultimate success of
hk i;dC^ enatnhda?0 tsh. eKferK extra d0,lars P icked “P during the shortage of un- sKinea iaoor, and to such this message is directed.

in leriathffCEachCcours. ‘¡t =U^ineS? .tra in i.n9> running from 12 weeks to 85 weeks 
tion for the simnler rfpriral complete unit. These courses range from prepara- 
tions These L i Ut'el  ta complete secretarial and executive posi-

Commercial Schools, of w h ic h th e M -  B. u ! * i s ^ ‘member.880®'84'0” °f Accredited

A  new class in this school starts April 26. School the year 'round.

A. E. H O W E L L ,  M anager
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vision is realized as well as in busi
ness and banking circles and it is nec
essary for our Association to have a 
definite policy with regard  to tax 
ation. In accordance with the reso
lution adopted at our ninth  annual 
convention in February  our Board of 
Directors last Friday reappointed our 
Taxation Committee and authorized 
the Committee after a study of the 
situation to propose a taxation plan 
which is to be submitted to all our 
members by referendum. The  Conv 
mittee will meet at our New York 
offices Monday, April 5, and in the 
shortest  possible time you will re 
ceive a copy of its proposals on which 
you will be asked to vote. If the 
necessary two-thirds majority  of those 
voting favor the plan proposed it will 
become the policy of our Association 
and wre shall go forward and work 
for its adoption by Congress.

Congressman Frear,  of Wisconsin, 
has introduced in the House of Rep
resentatives a bill known as H. R. 
13110, the purpose of which is to en
large the powers of the Federal Trade  
Commission. I t  is very sweeping in 
its various provisions and includes 
among other powers tha t  the Com
mission shall receive and examine 
complaints of profiteering and unjust 
prices, that  whenever it is charged 
that any person, partnership  or cor
poration is charging or receiving un
reasonable profits on any products or 
commodities,  etc., the Commission 
may examine the books, reports  and 
sta tements of such person, etc., and 
that if the last previous year’s finan
cial sta tement such person, etc., dis
closes a profit received in excess of 
25 percentum per annum, such excess 
shall be found “usurious, unreason
able and profiteering.” Thereaf te r  
such person, etc., shall not  be p e r 
mitted to do business except upon 
license issued by the Commission up
on agreement that  prices will be re 
duced to a maximum rate  fixed by the 
Commission. Any person, etc., once 
convicted of profiteering can do busi
ness only upon a license issued for a 
period of two years. Fo r  doing busi
ness without this  license the person, 
etc., will be subject to a fine not less 
than $100 nor more than  $1,000 per 
day, or  may be imprisoned for not 
to exceed one year.

There  is a t  present  no indication of 
a disposition to push this  measure 
but it should be watched closely

Several m em bers have been d isturb
ed by an article appearing in a well- 
known trade publication regarding 
the requirements of the Bureau of In 
ternal Revenue in the m at te r  of in
ventories. Members should not  be 
disturbed over this  matter.  T he  brief 
submitted by our Committe  to the 
Bureau of In terna l  Revenue asking 
that  the retail inventory m ethod be 
permitted with o ther  m ethods has not  
yet been acted upon but  we believe 
there will be issued within a reason
ably short  time a ruling tha t  will p e r 
mit  the retail method.

There  probably will be legislation 
to raise money for soldiers’ bonuses.  
A t present the disposition seems to 
be to raise the large sum needed 
through a sales tax  instead of by  a 
bond issue. This will be one more 
burden for business and the public.

Lew Hahn,
Manager National Retail D ry  Goods 

Association.

H aberdasher  A rres ted  for Profiteering
The  “flying squadron” operating 

against profiteers th rough  the D e
par tm ent of Justice,  a rres ted  Jos. 
Nichthauser, a Brooklyn haberdasher,  
April 10, on a charge th a t  his profits  
averaged 63 percent.  H e  pleaded not  
guilty and was held in $2,500 bail for 
examination April 21.

The  longer t ime it takes to read 
your advertisement,  the shorter1 the 
list of those w ho will read it. No
body likes to read long advertise
ments.

Sparks F ro m  the Electr ic  City. 
Muskegon, April 13— Mr. and Mrs. 

W m. J. Carl, of Muskegon H eigh ts  
have re turned from a trip  in sunny 
Florida.

On account of the shortage of 
homes in Muskegon Heights ,  a local 
corporation has been formed with 
local capital. Stock to the am ount of 
$600,000 has been issued. The money 
will be used to help people finance 
the building of their homes. We 
welcome this new company in our 
midst and ask all local people to 
subscribe so as to make the twin 
cities larger and be tte r  places to live 
in.

The Atkins House, at South Board- 
man will change hands about the 15th, 
as Mr. Atkins and his family will 
move to Grand Rapids.  W e are 
sorry Mr. Atkins we have no house 
to offer you or we would ask you to 
reconsider your move and come to 
Muskegon.

A. H. Meyer has purchased the g ro 
cery store of D. Hannekam p, 24 
Southern avenue, Muskegon.

Our b ro ther  member,  Edward Sas- 
low, of the Muskegon garage has se
cured the agency of the Studebaker 
car. Mr. Saslow informs us he has 
as nice a bus wagon as runs on four 
wheels.

The breaking of ground for the new 
theater  a t  Muskegon H eigh ts  has 
commenced. This  building will be 
up-to-date in every respect and a 
welcome addition to the Heights .

Mr. and Mrs. Glenn De Nise are 
the proud parents  of a baby girl. W e 
are still waiting for the smokes, Glenn.

Joe Doucette, the meat dealer at 
Shelby, has gone into the fox ranch 
business and from reports  we hear 
he is doing fine. W e hope Joe will 
enjoy as much success in his new 
venture as he has in the past in the 
meat game.

D on’t forget the 17th. I t  is the 
meeting of the U. C. T. L et  us all 
tu rn  out  and show our new officers 
what we think of them.

J. Mulder, of Frem ont,  has put  in 
a dry  goods stock in the Pearson 
building, recently  purchased by him. 
The  appearance of his store is a credit 
to the community.

One of our contributors  has asked 
the wri ter  to mention how nice Mr. 
Verbeck, of Verbeck Tavern, Pent-  
water, t rea ts  the boys. I t  has been 
said tha t  he will play rhum, buy 
lemonade and Charles Oviatt  is posi
tive there  is noth ing stronger  served 
He makes everyth ing pleasant for the 
boys while they are his guests.  W e 
like to hear news of this  nature 
about the  hotels and we know the 
boys appreciate this  kindness from 
Mr. Verbeck. W h y  are there  not 
more men like Verbeck in the hotel 
business?

George Hallock 5 Larch  avenue, is 
busy painting his store white and im
proving the general appearance. Mr. 
Hallock has purchased a soda foun
tain and is ge tt ing  ready for the sum 
med rush. George believes the early 
bird gets the worm.

T hank  you, Charles Oviatt  and A. 
W. Stevenson, for the news tha t  helps 
to make this  column possible.

T he  Muskegon Chronicle, in one of 
its recent issues, s ta tes tha t  the news 
prin t shortage is not  the only trouble 
tha t  editors are up against to-day. 
I t  cites the Mears News, where the 
editor is asking when Ches Brubaker 
will serve ano ther  m ushra t  supper. 
Evidently  the editor enjoys a m ush
ra t  supper for a change.

T w o Good Topics to Discuss a t  
Saginaw.

Lansing, April 13— The State  of 
Michigan seems to be a fertile field 
for the organization of stores tha t  
sell goods on the installment plan. 
These stores offer a schedule of prices 
for pa r t  paym ent and have a system 
of collections, involving garnishment 
of wages, etc.

A very  p rom inent  num ber of our 
organization has suggested th a t  it 
would be a good idea for the  Fair  
Price Commission of our  Sta te  to in

vestigate the prices which are fixed 
on goods sold on the installment plan. 
We would request that  our members 
who have had some experience and 
observation a long this line, comm uni
cate with this  office regarding the 
same. Some stores in the State are 
using the Morris banking system in 
making collections on contracts made 
by installment stores. These subjects 
will be very important  ones to dis
cuss at our next convention.

The Common Council of the city 
of Indianapolis have passed an ord in
ance requir ing traveling salesmen who 
stop at hotels and offer for sale ladies’ 
ready-to-wear goods and o ther high 
class pieces of merchandise to pay to 
the city government a license fee of 
$150 per day. These salesmen stop 
at prominent hotels, exhibit a line of 
high-class merchandise and send let
ters of invitation to well-to-do ladies 
to call and purchase their goods.

This is another topic, which should 
be discussed freely at our next con
vention. In the meantime, our m em 
bers who have ideas on this subject 
are requested to communicate with 
this office regarding the same.

Jason E. Hammond,
Manager Michigan Retail D ry  

Goods Association.

The  home is a great  leveler of all 
rank excepting that of real merit  and 
real worth. Titles, as such, cut very 
little figure in the home.

Criticism of the Cheap Meat Cam
paign.

The campaign inaugurated by the 
Department of Justice to stimulate  
the consumption of cheaper cuts of 
meat has drawn caustic criticism from 
members of the House Agriculture 
Committee. L. D. H. Weld, of Swift 
& Co., told the committee the pack
ers were co-operating in the cotnpaign. 
“ If the campaign is successful,” he 
testified, “its effect will be to increase 
the prices of lower grade cuts and 
probably decrease the more expensive 
cuts .” “Then in reality the poorer 
families now using the cheaper cuts of 
meat will have to pay more because 
of this campaign,” Representative 
Voight, Republican, W isconsin, com 
mented, "while the people who use 
the more expensive cuts will get 
their’s cheaper.” Mr. Weld said such 
a result was possible, a lthough some 
good might be done by teaching con
sumers the value of lower priced cuts, 
adding, “I do not consider,  however, 
that  the results  of this campaign will 
be substantial enough to affect the 
prices of meat materially.”

Uusally the chronic talker is a 
chronic kicker.

The net earnings of the

C it ie s  S e r v ic e  C o .
applicable to Common Stock for the month of Feb
ruary were about $1,500,000, or an increase of over
100% over the earnings of August, 1919, six months
prior.
The CITIES SERVICE COMPANY is generally  supposed to have a greater 

reserve of oil lands than any other com pany in the country, and in view  
of the fact th at crude oil has advanced from $2.25 a  barrel (at which  
price the oil com panies all enjoyed great prosperity) to the present 
price o f $3.50, the natural inference is th at CITIES SERVICE COM
PA N Y  should have wonderful possib ilities during the next several years.

It is possible today for an investor to have a three-year option on C IT IE S  
S E R V IC E  C O M M O N  and P R E F E R R E D  and still not be obligated to 
take the Comm on and Preferred should they sell at a lower price.

This is possible through the purchase of the

Convertible Three Year Debenture
of the

Toledo Traction, Light & Power Company
(Owned by the C ities Service Company)

97*4 to  net over 89b
The security, through a conversion feature, is  in fact the general obligation  

of the C ities Service Company as well a s the Toledo Traction, L ight & 
Pow er Company.

Through its  conversion feature there is  a  possibility  o f considerable  
profit som e tim e during the n ex t three years.

The la st issue o f Toledo Convertible Debentures show ed their holders 26% 
profit in two years’ tim e, in addition to an in terest return of better  
than 7%.

Our allotm ent of these is  a lm ost exhausted  and we su ggest th at you write  
us for additional inform ation or send us your orders.

$100, $500 and $1,000 D enom inations 
PRICE 97*4 YIELDING 8%

H o w e , S n o w , C o r r i g a n  & B e r t l e s
IN V E ST M E N T  BAN K ER S  

Grand Rapids Savings Bank Bldg. Grand Rapids, Mich.
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FR A N C E  U N D E R ST A N D S.
France  sits on the edge of the vol

cano and calls a halt to the rising 
tide of lava tha t  is bubbling a long 
the German Rhine waiting the first 
opportunity  to spring into eruption 
and overflow the adjacent country.

1 he more politic British speak 
softly, gently warning lief colleague 
to go slow and learn to paddle. This 
may he all very well, yet the F re n c h 
man knows the bestial Germ an be tte r  
than any o ther  man in the  world; 
knows of his treachery  and deceit:  
of his hruitish devil try when once he 
is permitted to run amuck among 
other  people.

It was because of this  knowledge 
that Joffre and his legions stood firm 
at the Marne, stonily declaring “they 
shall not pass.” Ah. that  was an epi
gram  that  thril led the world and 
served notice that  a F renchm an could 
die hut never surrender as in the days 
of the Old Guard a t  the time of the 
h i r s t  Napoleon. The German H uns 
did not pass. Europe and America 
have good cause to bless old man 
Joffre and his sta lwarts  who shed 
their  blood freely on the Marne for 
God and native land.

Now that  Germany has broken the 
treaty  of Versailles by sending her 
armed veterans onto neutral  ground, 
using as an excuse some sor t  of re 
volt am ong her own citizens, the en
tente  allies realize that  the word of 
a German is as the drifting sand— 
not worth powder to blow it to 
Guinea.

France understands.  France has 
been there  before. France knows 
that  once you give an inch to a Ger
man tha t  German will take an ell 
and then some. The only safe way 
to deal with these brutal  and branded 
outlaws is to t reat  them  to cold steel 
r igh t  a t  the start.  The  French are 
doing this and we honor them  for it.

Lit tle  Belgium, too, a nation which, 
next to France, suffered the most for 
principle during the war, steps into 
the breach beside her larger cousin, 
saying, “W e are with you, friends, to 
the death.” England may stand 
mute; Italy may raise a protes ting  
hand, but France, whose fair fields 
still a ttest  the depths of German de
pravity, will not remain an idle on
looker while her old enemy intrenches 
herself anew  within gunshot  of the 
border  line between the two coun
tries.

T h a t  neutral zone should be left as 
the treaty  declared it should be left. 
By permit ting  Germany to infringe 
the smallest iota, for any  pre text  
whatsoever, is to belittle the sancititv 
of tha t  trea ty  and play once again 
into German hands. France will have 
none of it and for this we honor her.

Look over the field once again. 
Recall the past and protest,  if you 
dare, the act of the F rench general 
in holding fast to trea ty  agreements. 
German treachery  has been nearly 
the death of the French nation. A 
third a ttem pt  might prove fatal. It 
is not safe for France to relax a sin
gle advantage she now has over the 
situation. Every Frenchm an can re 
call those o ther  days when the blood
th irs ty  and woman ravishing hordes 
of the  T eu ton  overrun France  and

held the nation by the th roa t  until 
the last franc of an unrighteous in
demnity was exacted from the con
quered people.

France, with the opportunities at 
present vouchsafed her, has been ex
ceedingly humane, exceedingly len
ient. Transpose conditions, if vou 
please, and conceive, if you can, the 
uncivilized German ever giving her 
enemy a fair deal. W henever  the 
I euton has been on top he has exact

ed without mercy the last penny of 
indemnity  possible to squeeze from 
the hearts and homes of a helpless 
people.

1 he Trench have not forgotten 
Bismarck, nor  the brutal term s exact
ed by him from a fallen enemy, a 
part  of the spoils demanded being 
two of the fairest provinces of all 
France, which, together  with a m on
ey indemnity, very severely crippled 
the Trench nation and held her a l
most as a vassal at the foot of the 
German throne.

From  the slough and mire of those 
old days France, by her heroic efforts, 
combined with those of the friendly 
powers,  drew herself into the sunlight 
of life and happiness once more. The 
solemn trea ty  made at Versailles p ro 
hibited Germany from trespassing 
upon certain reservations a long the 
Rhine. The moment the infernal 
Hun feels his power he begins the 
breaking of treaties,  as he did at the 
beginning of the world war in 1914.

England and Italy appear to be a 
hit timid about enforcing the articles 
of the treaty  to the letter.  France, 
sitting, as she does, on the outer edge 
of the disputed ground, must needs 
bear the brunt  of whatever may hap
pen should it please her old enemy 
to break every line of this latest 
trea ty  and occupy her old position on 
the River Rhine.

Once permit the German beast to 
overstep in one particular, how long 
will it be before the soldiers of the 
late kaiser again cross the boundary 
and once again m urder the men, rav
ish the women and emasculate the 
children of France?

The  time to scotch the serpent is 
in the incipiency of his undertaking. 
P rocras t ina te  and it will not be many 
years—perhaps not many m onths— 
before the inch taken will become the 
ell and Trance will lie once more at 
the feet of he r  enemy, prostra te  and 
helpless.

T he  events now moving throughout 
Europe tell too plainly how ineffect
ive for good is this league of nations 
so loudly tooted by certain men in 
public life. Events  are rapidly ex
posing the fallacy of a league which 
can have power to preserve universal 
peace. France is alive to the true 
situation, and we trust  the o ther en
tente  allies will hear her out in the 
stand she has taken for national 
preservation.

If money is so sl ippery that  you 
can hardly keep hold of it when you 
are watching it all the time, how can 
you expect to get some enormous 
re turn  for money which you invest in 
some far-way scheme, which you will 
probably never see and which is ab 
solutely beyond your  control?

R E D U C T IO N  OF ACREAGE.
Not since the autumn of 1913 has 

the planted acreage been so small as 
this, and the unfavorable winter sea
son which has caused the present low 
condition of the crop is likely to have 
resulted also in considerable abandon
m ent of acreage. The Departm ent of 
Agriculture’s provisional est imate of 
yield, as indicated by present acreage 
and condition, is 483,617,000 bushels. 
If realized, this result would fall far 
below the 721,636,000 bushels of 1919 
and the 558,449,000 of 1918. It would 
evceed the winter harvest of 1917, 
which was only 412,901,000; but 1917 
was a year of admitted deficiency.

It would he premature to predict an 
unsatisfactory American wheat crop 
this year, even from these unfavor
able indications. It is also, perhaps, 
too early to conjecture as to the effect 
on grain supplies and prices of a re 
duced American yield. W estern  E u 
rope, where the disbanded armies 
have in the past  year been re turning 
to agricultural labor, ought to raise 
this year much more wheat than at 
any time since the war began. Leav
ing Russia out of account, war in
fluences reduced the yearly yield of 
France, Belgium and Italy by 260,- 
000,000 bushels, and Central Europe 
must have suffered a lmost as heavily.

But why did our own farmers put 
in so much smaller an acreage for 
this season’s winter crop? The ab
sence of the urgent governmental 
pressure on farmers to extend their 
acreage—which was a powerful w ar
time influence, even on the winter 
wheat crop harvested in 1919—is one 
explanation. Doubt among farmers 
as to whether the price will hold with 
the Governm ent’s guarantee with
drawn, as it will be for this growing 
crop, is another. But it is also impos
sible to over look the fact that  scarc
ity of labor, due to the notorious 
movement of agricultural workers to 
the cities, m ust have been a s trong 
deterrent  influence to wheat planting 
on the war-time scale. Precisely the 
same influence was visible last year 
in the planting of the cotton crop. 
The  area sown was 10 per cent, less 
than the year before. Except for the 
year 1915, when the very low price 
had caused voluntary reduction, the 
acreage was the smallest in nearly 
a decade. «The approaching season 
on the farms will show whether we 
may not  be in a grasp of a novel 
economic problem.

IN FA M O U S GERM AN“m e TH O D S.
One of the greates t  problems facing 

the American farmer to-day is the 
supply of potash available in this 
country  for agricultural purposes. 
Heretofore  he has looked to Germany 
with its great mines of natural potash 
because America has not as yet real
ized the trem endous significance of 
potash in its agricultural life and b e 
st irred itself to manufacture a supply 
sufficient to its demand from its own 
natural resources.  Even the war 
which brought  this ever-present condi
tion to an acute stage has not as yet 
had the necessary effect.

Now from brutal and debt-ridden 
Germany comes the report  that  the 
Teutonic government intends to na
tionalize its potash mines. To those 
who are a t  all familiar with German

methods this move can be readily in
terpreted as a convenient mask which 
the individual owners  of the potash 
mines are about to don to hide the 
nefarious price-practices of a gigantic 
syndicate. A no ther  interpretation 
may be that  the pseudo-government 
will a ttem pt  to saddle the war debt 
on its potash mines by boosting the 
prices for this  valuable element to in 
credibly exorbitant  levels.

If this "nationalization” scheme is 
put through it will mean that  the 
American farmer will be faced with 
the tragical dilemma of paying his 
hard-earned American dollars to the 
Prussian potash  t ru s t  at prohibitive 
prices or doing without the valuable 
element which is the life-blood of his 
acreage.

Whichever step he takes, its effect 
will be quickly felt by every Ameri
can in a further elevation of the H. 
C. of L. The subject is one of ex
tremely vital importance and one that 
should engage the immediate and 
thorough attention  of our Govern
ment and the editorial gentlemen 
throughout the country,  who would 
do well to stimulate  the interest ot 
the Administration in this problem, 
which surpases m any o thers  that our 
weak and vacillating Governmental 
departments  are trifling with.

SN E A K IN G  W A Y S OF GOMPERS
The present strike of union switch

men was precipitated by Gompers 
and the officers of the switchmen’s 
unions. As soon as they saw the 
strike was destined to failure, they 
immediately turned about face and 
denounced the s tr ikers as “outlaws” 
and the subservient daily press 
which wears the  dog collar of the 
unions th rough  their  being a party 
to the closed shop, followed suit.

Obviously,  it will get us nowhere 
if every excess on the pa r t  of Amer
ican labor is a t  once set down as 
Bolshevism. T h a t  cry may easily 
be overworked. I t  may easily result 
in throwing the mass of labor into a 
sullen state  of mind engendered by 
the feeling tha t  labor is being denied 
a fair hearing. T h a t  is the mischief 
aris ing from the indiscriminate use 
of "radical” and “red” which has 
made the two synonymous. There 
has always in every' movement been 
a Right wing and a Left.  There  has 
always been "boring  from within.” 
In one sense “boring  from within” is 
an American habit  of which we have 
been proud. Formerly ' it used to be 
described as staying with your party 
and try ing to win it to your side. If 
our labor problems are to be met 
wisely, it is necessary to ascertain 
how far left any Left  wing is, and 
whither the boring  process tends.

Let not the l it tleness of people dis
turb you. Rem em ber tha t  if you have 
been made big enough to do big 
things in life, you have been made 
large enough to overlook little things 
So do not  imagine you are great so 
long as by sifting yourself you find 
jealousy', hatred, malice, or even the 
spirit w'hich frets in your heart. 
These and Greatness sleep not in 
the same soul.

There  are no such things as trifles 
in a g reat  m an’s creed.
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Free Advertising
Make your fruits on a

Dayton
Display Fixture

advertise you

That advertising is worth money is shown by the fact that millions of dollars annually 
are spent for it. Are you throwing away every day dollars’ worth of advertising that lie 
within your fruits and vegetables ?

Success depends on using every by-product and taking advantage of every asset. A t
tractiveness, lure, of your fruit is for you its most important by-product, and advertising 
contained in its proper display, one of your greatest assets. Bring your fruits and vege 
tables out from boxes, barrels and crates, and show them to the best advantage on a

Make them work for you They make customers

In addition to this benefit to your general trade they are guaranteed to increase sales
in fruit and vegetables. Perforated metal bins in white enamel 
finish, keep goods clean and prevent decay. Perfect display makes 
selection and order-filling easy, avoiding delays.

There’s a Dayton to meet the need of any store---write today 
for illustrated catalog and learn more of how it can make and 
save you money. _______

The Dayton Display Fixture Company
712 Monument Ave. Dayton, Ohio
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Shoe Dealers and T heir  Advertis ing. 
W ritten  for the Tradesm an.

I t  is evident to the reader who 
scans the announcem ents  of leading 
retail  shoe dealers tha t  a new ten
dency is developing in their adver
tising. It is apparen t  that  many p ro 
gressive shoe m erchan ts  have quite 
ou tgrown the old-time timidity and 
conservativeness which used to char
acterize the publicity of the average 
shoe dealer.

Many of these announcem ents  are 
not  only be tte r  in tone and quality, 
but  they  are larger, occupy more 
space on the printed page and make 
a more positive and plausible bid for 
the reader’s attention.

I t  would seem tha t  a new spirit of 
daring  has developed or is develop
ing am ong m any shoe dealers who 
used to advertise in a limited and 
tentative way.

Not that they have become sudden
ly reckless and ex travagan t  in their 
advertis ing. The writer  does not re 
call reading a single announcement 
tha t  gave him any such impression. 
I t  is ra the r  that  shoe dealers are 
se tting for themselves new and more 
adequate  s tandards of publicity.

T hey  are not afraid of big spreads 
where facts warrant  such investments 
in newspaper space; and evidently 
they are spending more time and 
thought  on the preparation of their 
copy.

This  new frame of mind respecting 
advertising, which is reflected in the 
a rrangem en ts  of m any progressive re 
tail shoe dealers, has doubtless been 
encouraged a long by the larger profits

which shoe m erchan ts  have been ge t
t ing  during  r-ecent years.

Fo r  a long time the shoe dealer was 
par excellence the under  dog, to use 
a somewhat paradoxical expression; 
he w asn’t ge tt ing  a legitimate profit. 
He  was doing business on too narrow  
a profit  basis;  and the big element 
of uncertainty in the game—the in
ability to choose always the popular 
sellers, and the practical impossibility 
of cleaning up everyth ing as he went 
along, combined to cut down his net 
profits. All this has been revealed 
and published by the painstaking in
vestigation of the shoe business as 
undertaken by H arvard  University. 
But even before that  it was a m atter  
of common knowledge to many men 
of the industry.

Naturally , where the profits of a re 
tailing enterprise  are narrow  and pre 
carious. the dealer in such lines must 
hug the shore in his advertising. And 
that 's  what most of the shoe dealers 
were doing quite successfully in their 
advertis ing a few years back. They 
were playing it safe.

And you can ’t blame them. There  
is an element of risk in all advertis ing. 
Y ou’ve simply got  to take a chance. 
Every  well-informed advertis ing man 
will tell you that there is necessarily 
waste in all big advertis ing campaigns. 
But the principle that  justifies it is 
this: "Sow bountifully and you shall 
reap bountifully.” Evidently  many 
retail shoe dealers are learning t^iat 
the old adage applies in the shoe 
business as well as in some other  en
terprises.

I 'o r  the most par t  shoe dealers are

- H 0 0 B -
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Built Like An Auto Tire

Frnt-ti QudFtfy - 
Extr*He+%y Sat/DvcA Â>»//aAnr i*.

B L U C H E R
¡„ . ) lr,,u V ducl> “ PP* r. Loose lined to toe. H alf-bellow s tongue! Fibre 
insole and counter. L eather sock lining. Gray corrugated rubber sole made 
from tire-tread  com position. Rubberized toe box. Pneum atic he-el

r hard work and hard play, w here stout, serviceable footw ear is needed  
\h J A a U<ik uPP?rs, joined by live steam  pressure to tire-tread so ils '  
the ideal combinationj o f  durability w ithout ex cess  w eight. T neum atii 

u t t  ana a leather sock lin ing  insures cool com fort.
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Boys' ________
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----------------- 2.00
-------------------1.75
-------------------1.50

W e have thousands of c a se s  of H O O D  T E N N IS  on the  Floor. 
W rite fo r specia l T en n is  C a ta logue .

H O O D  R U B B E R  P R O D U C T S  C O ., In c .
G R A N D  R A P I D S ,  M I C H I G A N

GET THIS STRAIGHT
Merchants Conference City Day 

April 21, 1920

There is no better chance to kill two birds with one 
stone than on this day. You cannot afford to 
miss either one of these large events.

The Merchants Conference will be of remarkable in
terest to you and you can reap great benefits 
from it.

The City Day bargains are made as no others can or 
have been made, you will really be surprised 
at what is offered.

Also there is no better chance to get personal informa
tion regarding the large Hirth Krause shoe 
campaign.

City Day

Remember the date.

April 2\, 1920

Merchants Conference

Ifirth'-trduse
Shoemaker* for three Generation*

Shoes
Tanners and Shoe Manufacturers Grand Rapids, Michigan

Oxfords Will Soon
Have the Call

Here Are Two Exceptional 

Bargains

Note the Prices

i>46 M en’s Chocolate, G e n u 
ine Calf, G oodyear Welt,  
S in g le  Sole, B-C-D $6.25

945 'M en’s, Chocolate, G e n u 
ine Calf, Goodyear W elt : 
Single Sole, C-D $6.00

Order yours early 

a s  ou r  s t o c k  

won’t last long.

Herold-Bertsch Shoe Co.
Manufacturers of Serviceable Footwear GRAND RAPIDS, MICH.
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now talking style, quality, service and 
the like, and yet the appeal to the uni
versal money-saving penchant of hu 
man nature is still made. While it is 
more incidental and doesn’t bulk so 
prominently as in former years,  it 
continues to be used. And why not? 
I t  is both legitimate and effective.

Here, for example, is a three col
umn, twelve inch newspaper an 
nouncement entitled: “Econom y Base
ment Selling W o m e n ’s Oxfords at 
$5.90.” The argument is in three para
graphs as follows:

“A moderate price is of consequence 
only when the article is exactly what 
you want. In this Econom y Base
ment featuring, the desirability of 
every style is most pronounced. Five 
distinct styles include Louis heels, 
Cuban heels and military heels or 
walking heels.

“The oxfords with walking heels 
come in bright kid and gunmetal 
leather. Stitching at the toes resem 
ble tips. Oxfords with Cuban heels 
are to be had in dull kid leather with 
medium round toes and plain vamps. 
Those  with Louis heels are of dull 
or  bright kid with plain vamps and 
two inch leather heels.

“At all times the shoe section of 
the Economy Basement is a good 
place to come for footwear and es
pecially now while this featuring of 
new spring styles so advantageously 
priced at $5.90 the pair is taking 
place.”

The text of the advertisement was 
set in a good reading type, 14 point.

The be tte r  profits which shoe deal
ers are now ge tting are enabling 
them to branch out in many ways and, 
perhaps, m ost notable of all in their 
advertising. Cid McKay.

Gabby Gleanings From Grand Rap
ids.

Grand Rapids,  April 13—The U nit 
ed Commercial Travelers held their 
annual memorial services Sunday af
ternoon, April 11, in their hall in the 
Lindquist building. The services 
were called to order at 2:30 by Senior 
Counselor J. M. Vandermeer,  with 
all the officers in their chairs and a 
goodly num ber of cunselors and their 
friends who came to pay homage to 
the memories of the departed fraters. 
Eight brothers, good and true, packed 
their grips and started on their last 
journey to tha t  Great Unknown Coun
try  during the past year. Their  ab
sence has and will be keenly felt by 
the b rothers  who have counciled with 
them in the past. As the names of 
the following departed b ro thers  were 
called and their absence declared, 
Past Senior Counselor Keyes, the 
oldest P as t  Senior Counselor of No. 
131, presented a lily to the little 
daughter  of A. Borden,, for each of 
the departed brothers. She, in turn, 
placed them in a recpticle at the 
Senior Counelor’s station: W. T.
Callahan, W. L. Nufer, William Mc- 
Corriston, J. C. Ballard, A. T. E d 
monds,  George A. Newhall,  H. B. 
Wilcox, and W. G. McKinley. The 
eulogy, delivered by John  D. Martin, 
very ably eulogized the lives of the 
departed b ro thers  and b rought  very 
vividly to our minds that  we should 
be ready to begin that  Great Journey  
when the Supreme Counselor on High 
issues His call. The beautiful serv
ices, which correspond to the regular 
ritualistic work  of the order,  were 
very ably rendered by the officers in 
charge. The music, under the direc
tion of A. Borden and Mrs. R. A. 
Waite, was especially selected for the 
U. C. T. services and the solos render
ed by W. F. Ryden and Mrs. Max 
Koster, were especially suited to the

occasion. I t  is with leaden hearts  
that  we assemble to pay these tributes,  
but constancy on the altar of b ro th e r 
hood lightens our burden and gives 
us the grand assurance tha t  our de
parted fraters are with us in spirit if 
not in body.

Saturday, April 17, is the annual 
meeting of Absal Guild, Ancient Mys
tic order of Bagmen of Bagdad. The 
meeting will be called to order  at  2:30 
in U. C. T. hall, L indquist  building. 
Many m atters  of importance will come 
before this  meeting, including elec
tion of officers, and it is important  
to the organization tha t  every m em 
ber who possibly can be present  be 
on hand. After the newly elected 
officers are installed, a recess will be 
taken until 7, at which hour every 
member with his wife, family or 
sweetheart  will assemble at the hall 
and all will march to the Crathmore 
Hotel for the banquet. After all the 
eats are laid away, ano ther  march 
will be taken back to the hall, when 
the dance will go on.

Gerald F. Cogswell, of the John  D. 
Martin  Furniture  Co., is in Chicago 
this week, perta ining to the phono
graph department.

J. A. How den has opened a fine 
g rocery  store at 1530 and 1532 Grand- 
ville avenue. The National Grocer 
Company furnished the stock. H e  is

running a good restaurant in connec
tion.

T racy  Hobbs, formerly engaged in 
general trade at Kalkaska, is now on 
the road for the Grand Rapids Dry 
Goods Company. He  handles hosiery 
and underwear exclusively.

Sherwood Hall has so far recovered 
from his recent illness that he has 
left the hospital at Mobile and taken 
up his abode at the Hotel Ralston 
Coden, Ala. Coden is on the Gulf of 
Mexico, about th ir ty  miles from Mo
bile. His son, Vivian, is with him 
until he is s trong  enough to re turn to 
Grand Rapids.

Ara E. Motley, (W orden  Grocer 
Company) has received word that 
his son-in-law, Vaughn Bryant,  has 
been elected business m anager of the 
Trans-Pacific  Magazine and the To- 
kio Advertiser,  both published at 
Tokio, Japan. Before his marriage 
and removal to Japan, Mr. Bryant 
was Professor of Journalism at the 
University  of Missouri, a t  Columbia, 
Mo. L. F. Shanahan.

You can learn by watching your 
customer how he likes to be treated, 
and a careful study of customers will 
make it easy to t reat them all in the 
way they like.

Homeopathic Costume.
A nervous old beau entered a cos

tum er’s and said: “ I want a little 
help in the way of a suggestion. I 
am going to the French s tuden ts’ 
masquarade ball to-night, and I want 
a distinctly original costume— some
thing I can be quite sure no one else 
will wear. W h a t  can you suggest?”

The costumer looked him over a t 
tentively, bestowing special notice on 
his gleaming, bald and shining head.

“Well,  I ’ll tell you,” he said, 
thoughtfully. “W h y  don’t you sugar 
your head and go as a pill?”

Love is blind and lovers cannot see 
the p re tty  follies that themselves com 
mit.

The Talk of the Trade

8762— Mahogany Calf Bal. Oxford, City Last, A -B -C -D ____ $8.40
8763— Mahog. Full Grain Side Bal. Oxford, City Last, B-C-D-E-_$6.85
8749—Gun Metal Veal Bal. Oxford, Tremont Last, C -D -E___ -$7.00

Our oxfords have registered a trem endous hit w ith  d iscrim inating buyers 
throughout the country. T he w onderfu l fitting qualities of the C ity  Last m ake a 
b ig  appeal to  the m an w ho w ants sty le  plus com fort.

No. 8763, shown here is constructed of carefully selected, full grain mahogany 
side stock, a grain inner and a nine iron oak outer sole. It has the appear
ance of a much more costly shoe at a minimum price. Built on the City 
Last which guarantees style and comfort.

R I N D G E ,  KALMBACH, LOGIE CO.
10 t o  2 2  I o n i a  A v e n u e ,  N .  W.

G R A N D  R A P I D S ,  M I C H I G A N
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Fundam enta ls  of European  Unrest.
T hat  chronic  political disturbances 

incite financial and economic m ism an
agement. both in public and in private 
business affairs, is always too evident 
for repetit ion. If  this has been the 
case in the past, it is even more so to 
day. when international t r an sp o r ta 
tion is not merely  more highly devel
oped than ever before, but in te r
national bookkeeping grow s daily 
more and more interwoven with the 
complicated prosperity  with every p ro 
ducing nation.

The  present situation in Europe re 
sembles very closely that during the 
F rench  revolution when that  great 
event was at its height. In 1793 an 
archy and official interference so 
checked the trade in all the neces
sities of French life that  vast budget 
expenditures had to be undertaken, 
causing a reckless and wasteful 
squandering of national resources 
which reacted on every phase of the 
national life of France. The rioting 
which has been going on the past  
week at Essen and o ther  German in
dustrial centers is s imply h is tory  re 
peating itself. In France in 1793, as in 
Germany in 1920, the yield of indirect 
taxes fell off through the in te rrup
tion of business, and direct taxes 
could not be collected because of no 
m eans to enforce payment in main’ 
localities. In every par t  of the world 
to-day the Government is interfering 
with many phases of business life and 
activity. This is possibly less true of 
the United States than of any o ther 
great nation; and it is not merely less 
true here, but the United States and 
England seem to be the only coun
tries where government control and 
interference is constantly, though 
slowly, diminishing. Continental E u
rope to-day seems to possess an u tter  
lack of that sense of adaptable detach
ment. which has so often carried our 
own government through crises fully 
as serious as those which confront 
Europe to-day. There  is nothing 
which astonishes the observant citi
zen of the United States who travels 
in Europe more than the lack of a t 
tention paid to agricultural instruc
tion. No country in the world spends 
as much money on the scientific d e 
velopment of agriculture as does the 
United States, and we are not  yet 
150 years old as a nation. We under
stand there  are but two agricultural 
schools in the whole of France as 
compared with the fifty in this  coun
try.

E very  political change is fundamen
tally based on an economic change 
directly connected with the agricul
tural  prosperity  of the country  con
cerned.

The failure of the harvest in France

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

A S S O C IA T E D

C À M P A U  S Q U A R E
The convenient banks for out of town people. Located at the very center of 

the city. Handy to the street cars— the interurbans— the hotels— the shoppina 
district.

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

Combined Capital and Surplus ______________ $.1,724,300.00
Combined Total Deposits ___________________  10,168,700.00
Combined Total Resources __________________  13,157,100.00

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

A S S O C IA T E D

The
Public A ccounting Department

o f

The
Michigan Trust 

Company
P r e p a r e s  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 Be,, M 40s

Grand Rapids, Michigan

in 1788 and the lack of any scientific 
method of improving the crops was 
a great  factor in initiating the French 
Revolution, just  as the years of bad 
crops in England before 1641 brought 
Cromwell  to power.

The W a r  has immensely stimulated 
the agricultural development of the 
United States. Our permanent gains 
in this respect have been worth every
thing that  was spent on the purely 
military phase of our w ar’s activity. 
To-day the fundamental need of Eu
rope is not merely raw material, hut 
much g reater  scientific adaptation of 
the soil. Unless the European fac
tories are to receive raw materials, 
and unless the European laborer can 
get decent food, conditions in E u
rope will drag  on as present for 
many, m any years, for the simple 
reason tha t  the rise in the cost of 
living in Europe since 1914 is not 
m erely  on the whole considerably 
greater  than in the United States, but 
bids fair to increase in even greater  
proportion  than here. Germany needs 
food, clothing and, above all, raw m a
terials. Pe t ty  persecutions and silly 
official disturbances of economic life 
will never bring about peaceful condi
tions. Each additional European up
set serves to accentuate not merely 
our own fortunate position, but our 
tremendous responsibili ty as regards 
the world at large. Our responsibility 
is all the greater  because our points 
of contact with countr ies overseas are 
fundamentally  those of commercial in
terchange. This  greatly  increases our 
ability for international helpfulness.

But if we are to have this responsi
bility, we m ust overcome our lament-

Make This Your Bank

W e not only are prepared and 
equipped to care for your banking 
needs, but we also

W A N T  T O  DO  IT

in a w ay which will meet with 
your unqualified approval

CLAY H. HOLLISTER  
P resident

CARROLL F. SW EET  
V ice-P resid en t  

GEORGE F. M ACKENZIE  
V .-P res. and Cashier
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able ignorance as regords in te rnat ion
al affairs. Our whole scheme of edu
cation wherever it touches the m ak 
ing of citizenship should be enlarged 
to give the citizen of to-morrow at 
least some analytic idea of our new 
international position. There  are far 
too few people studying foreign 
languages in our schools and colleges. 
We are apt to mistake books and n a r
ratives of travel for contribution to 
international information. We can 
never realize our international re 
sponsibilities until  the new generation 
is trained to them.

A City Livable Before a City Beauti
ful.

If a man would realize his ambi
tions, he m ust recognize his limita
tions. This rule holds good in the 
life of a corporation, of a municipality, 
of a nation. W e are fond of dreaming 
dreams and, frequently, through de
sire, we make the dream come true; 
but every man and every community 
can dream more dreams in a day than 
they can realize in a century, and 
none of the dreams will come true 
unless two things happen. First,  that 
they stop dreaming for a time, and 
begin work, and second, that they do 
not t ry  to put  all the dreams into 
operation a t  once, when they only 
have ability to create  one or two of 
the projects foreshadowed in their 
dreams.

Every city is emerging from the 
shadow of a g reat  world war which 
arrested normal developments and 
forced ex traordinary  expenditure of 
money, and utilizatio'n of energy along 
lines that  did not make for perm anent  
improvement. W e m ust get back to 
normal.  Many things clamor for the 
doing. Nothing will be done unless 
we eliminate the non-essentials  and 
concentrate on the essentials. The 
fundamentals in a g reat  city are 
st reets that can be used for traffic and 
tha t  are safe for the citizen night and 
day. W ate r  and drainage tha t  p re 
serve life, the primary source of all 
prosperity. T ransporta tion  which 
makes possible conservation of energy 
needed by our great  industrial m a
chines. These city builders must 
function or a city dies. I t  is no dis
loyalty to the policy of the city beau
tiful to give preference, in the p res
ent day to the city livable.

The “Peptim ist.”
An optimist is a man who believes 

that  the seed he plants in his garden 
will grow and look as good as the 
pictures on the package.

A pessimist stands beneath the tree 
of prosperity  and growls when the 
fruit falls on his head.

A “peptimist” (we claim to have in
vented this) is the happy medium be
tween these two.

He doesn’t believe, with the opti
mist, tha t  the seeds will produce 
something equal to the picture on the 
package; but he does believe they 
will grow and bring  some re turn for 
his labor.

Should the fruit from the tree of 
prosperity  fall on his head, he rubs 
the bump and grabs the fruit.

When the weather reports say: 
“fair and warmer,” he believes it—  
and carries his umbrella.

Like the optimist, he sees the bright

side of things, and goes ahead, but 
he also sees the dark side and p re 
pares to meet it.

And herein lies his success—look
ing not alone on the bright side, nor 
yet on the dark, but seeing both sides 
clearly—he weighs each situation 
carefully and is prepared.

In these extravagent  days, what is 
being done to encourage the p roduc
tion of gold and to keep down its 
consumption in the manufactures and 
the arts? The production of gold has 
been discouraged by high prices. In 
1919 production failed to equal the 
gold consumed in industry by over 
$21,000,000. Gold is the base of our 
m onetary  system and our gold re 
serves have been hovering around the 
point of minimum requirements,  and 
yet the actual production of gold as 
a base for our currency system has 
shown a marked decrease. Of course, 
everyone know's that gold mining does 
not pay with the purchasing power 
of the gold dollar cut in half. The 
question of conserving our gold sup
ply is also of equal importance. Shall 
an embargo be placed on its use in in
dustry  and the arts? W h a t  incentive 
can be given to the miners to p ro 
duce more gold? Shall a premium be 
paid to producers sufficient to com 
pensate for the increased cost of p ro 
duction due to the depreciated p u r 
chasing power of the dollar? These 
are pertinent questions, and they are 
important  in the interests of sound 
finance, which is of itself of para
m ount importance. These m atters 
should be taken up by Congress and 
a solution, if possible, arrived at.

Kent State Bank
Main Office Ottawa Ave.

Facing Monroe
Grand Rapids, Mich.

Capital * $500,000
Surplus and Profits • $750,000

Resources
11 y2 Million Dollars 

Per Gent

Paid on Certificates of Deposit
Do Your Banking by Mail

The Home for Savings

GRAND RAPIDS 
SAVINGS BANK 

FAM ILY!
33,000 □
□ Satisfied 

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

accommoda tion 
a n d  service.

T H E  BANK W H ER E YOU FEEL A T .H O M E

WE WILL APPRECIATE YOUR ACCOUNT
T R Y  U S  !

PETOSKEY PORTLAND CEMENT CO.
PE 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 ER 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 w ise 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.

 ̂ Fourth National Bank
United States Depositary

Savings Deposits

Commercial Deposits

3
Per Cent Interest Paid on 

Savings Deposits 
Compounded Semi-Annually

314■ m
¡Per Cent Interest Paid on 

Certificates of Deposit 
Left One Year

Capital Stock and Surplus

$580,000

WM. H. ANDERSON. President L A V A N T  Z. CAUKIN, Vice President
J. CLINTO N BISHOP. Cashier ALVA T . EDISON. Aaa’t Cashier

G uardian and Trustee
In addition to assuming the care of 
estates, this Company w ill act as 
Guardian or Trustee of the property of 
m inors, or others not legally com petent 
to assume charge of their affairs.

A  large proportion of the trusts held 
by the G RAND RAPIDS T R U ST  
COMPANY have been made for the 
protection and benefit of mothers, 
w ives, daughters or minors. T hese  
trusts were made by men w h o  appre
ciated the necessity of protecting their 
dependents by making a W ill and secur
ing the services of an ideal executive.

Brand RapiosTrust Rompany

GRAND RAPIDS, MICH.
O T T A W A  A T  FOUNTAIN BOTH PHONES 4391
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M ercantile N ew s and Changes in 
Detroit and Environs.

Detroit ,  April 13—M. Friedman, 263 
Bethune avenue, is closing out  his 
stock of wom en’s wear and moving 
to a new store at  W oodw ard  and 
Parsons,  where he will conduct an 
exclusive m en’s furnishing goods 
store.

The  wholesalers’ branch  of the D e
tro it  Board of Commerce will make 
a special trade p rom otion trip to 
P o r t  H uron  April 28.

John Liston, of the Lis ton  Dry 
Hoods Co., Royal Oak, and in teres ted  
in stores in W ayne and Dearborn , is 
in Orlando, Fla., recuperat ing  from 
a recent illness.

I. T. Bullis & Co. have closed ou t  
their retail confectionery store on 
W oodward  avenue and have moved to 
24 Clinton, where they will engage in 
the wholesale m anufacturing  of con
fectionery.

John  Putt ,  m anager  of the bargain 
basement for the E. K ern  Co., is in 
New York on a business trip.

Louis Glazer, formerly of Kalkaska, 
has assumed the m anagem ent of the 
dry goods store recently  purchased 
from H arry  W. W atson, 862 Kerche- 
val avenue.

The Annis Lunch Room will be 
opened for business in a few days a t  
the corner of W oodw ard  and Jeffer
son avenues.

T. E. Lis ter,  form erly  of Lum, and 
W m. Lehman sales m anager  for A. 
Krolik & Co. have purchased the 
Beattie & Sachse departm ent store, 
at Pontiac. Mr. Lister will assume 
the active m anagem ent of t h e  busi
ness. General improvem ents  in the 
store will be sta rted  a t  once and a 
bargain basement will be installed in 
the near future.

Unabashed by the high cost of 
building Harr}'  Marks of the E. Marks 
Co. 50 W oodw ard  avenue and one of 
the local U. C. T. s tandard  bearers has 
s tarted the construction of a new 
home on Alexandrine avenue.

J. Kaufman furrier has moved into 
new quarte rs  at 397 W oodward  
avenue.

The newly-elected officers of D e
troit  Council  U. C. T., have startec 
their new regime with plenty of zip 
and a slogan “300 new mem bers ,’ 
which for the available material  in 
Detro it  is a very small objective tc 
reach. A “get acquainted” banquet 
has been arranged  for and a snappy 
circular appris ing the m embers of 
the time. Saturday April 17, has been 
issued by the publicity committee 
which is working in conjunction with 
the committee in charge of en te r ta in 
ments. Probably  the m ost  gratifying 
as well as interesting, lines in the cir
cular, is the terse announcement “no 
speeches.” Jam es Jonas  w'ill be in
stalled as Secretary-Treasurer  to 
succeed Samuel Rindskoff. I P e rry  
Newton is the new Senior Counselor.

The Linwood Dry  Goods Co., 593 
Linwood avenue, has opened a new 
store at 649 Linwood avenue, in the 
LaSalle theater  building, under the 
style of the LaSalle Shop. The new 
store has been pronounced one of the 
finest equipped shops of its kind in 
tha t  section of the city.

The committee in charge of the 
candidacy of Stanley J. Hitchings, 
who will be elected Grand Sentinel of 
the Grand Lodge, U. C. T. for Mich
igan next June, is working quietly, 
nevertheless effectively. Mr. H i tch 
ings’ qualifications make him an ideal 
candidate for an executive position. 
His election and subsequent p ro m o 
tion will be a great  boon to the United 
Commercial T ravelers  organization in 
the State.

P. C. Palmer, depar tm ent m anager 
for Burnham, Stoepel & Co., is in New 
York on a business trip this week.

Ray Puffer, form er  Detroiter,  was 
a business visitor in the city last week. 
Mr. Puffer is manager of the W ebs te r -  
Anderson Co., depar tm ent s tore  of 
Tecumseh.

Mr. Hoffme yer, representing  the 
Wil liam Taylor Sons Co., Cleveland,

was in Detro it  in the in teres ts  of his 
house last week.

W. D. Adams, general merchant,  
Howell,  was in Detro it  last week.

Mr. Ballentyne, of the Ballentyne 
Dry Goods Co., P o r t  Huron ,  was in 
Detroit  last W ednesday  en route  to 
San Antonia, Texas, where he will 
spend a few weeks recuperat ing  from 
a strenuous season’s business.

Mr. Fox, depar tm ent m anager  for 
A. M. Davison, clothier, Flint, visited 
the local m arke t  last week.

S. K. Kahn, of Kahn & Josephson, 
general m erchants  of Rogers, was in 
Detroit  on business last week.

Lee Atherton , of the H ighw ay Sign 
Co., has opened a school of sign pain t
ing a t  79 W oodw ard  avenue.

Mr. Colum was in Detro it  last week 
in the  interests of the Smith, Bridg
man Co., proprie tor  of one of F l in t ’s 
largest depar tm ent stores.

Charles Bullen has retired from the 
live stock commission firm of Bishop, 
Bullen & Holmes, with offices a t  Dix 
and \ \  a te rm an  avenues, and has been 
succeeded by John  Jackson, Jr.  Poor  
health was the cause of Mr. Bullen’s 
retirement. The firm’s name has 
been changed to Bishop, Holmes, 
H am m ond  & Jackson.

The K roger  chain of grocery  stores 
continue to pay tribute to Detroit  
banditry. The latest  hold-up occurred 
in the store a t  916 Pa lm er  avenue, E. 
The am ount taken was $75.

H en ry  J. Heitkamp, p roprie tor of 
a meat m arket  a t  1109 W abash  avenue 
is $350 minus. Thieves, last T h u r s 
day.

George Kram er,  formerly with 
Crowley Bros., and brother,  R obert  J. 
Kramer,  have engaged in the retail 
m en’s and w om en’s furnishing goods 
business in Adrian. George K ram er 
will look after the active managem ent 
of the business. Robert,  who holds 
a responsible position with the Big 
Rock Knitting  Mills, of Eaton  R ap
ids, with headquarte rs  at 240 Jeffer
son avenue, Detroit ,  will act in an 
advisory capacity. H is  connections 
with large m anufacturing interests 
will probably prove a big asset to 
the new firm, which has styled itself 
K ram er Bros. The store is located 
at 119 Main street.

The Levine Paper  Co., 204 N apo
leon street , suffered a loss by fire es
timated at $15,000 last week.

George Tait,  of the F irs t  and Old 
National Bank, takes first honors  for 
rush ing  the vacation season. He  left 
Saturday for a two weeks’ sojourn 
at Wellington, Ont., the home of his 
parents. April vacationists should be 
equipped with furs and snow shoes.

The  m ost  unsafe place for valuables 
a t  this  writing is in a safe in Detroit .  
Four  were stolen last week and car t 
ed away to secluded spots, opened and 
abandoned.

William Rus, formrly with M. E. 
Smith & Co., Om aha has taken 
charge of the sample departm ent for 
Burnham, Stoepel & Co.

Joseph  Krapp, son of Gustave 
Krapp, dry  goods m erchan t  a t  2148 
Gratiot avenue, has re turned home

Summer C o ttage  
For Sale

T w o-story frame summer 
home at Traverse Point, ad
joining Neahtawanta. H ouse 
faces beautiful Bower’s Harbor 
in sight of Traverse City, Fur
nished. Running water in sinks 
and toilet. Stone sidewalks on 
two sides. Only a mile from  
Marion Island, recently pur
chased by H enry ford. W ill ex 
change for Grand Rapids City 
or suburban property.

E. A. ST O W E ,
Grand Rapids.

A Monthly Cash Income
From Cities Service Company Bankers Shares

Amounting, for the past 12 months, to $5.68 
per share, approximately equivalent at the 
present market price

To An Annual Yield of 14%
C it ie s  Se rv ice  C o m p an y  is one of the m ost im p o rtan t oil p roducing, 

tran sp o rtin g , refin ing and d is tr ib u t in g  co m p an ie s in the U n ited  S ta te s, in 
add ition  to co n tro llin g  84 su b s id ia ry  e lectric and g a s  pub lic  u tilitie s.

BANKERS SHARES—Small Units of Investment
E ach  B a n k e rs  Sh a re  represents one-ten th  in te rest in a sh are  of C it ie s  

Serv ice  com m on stock  of $100 par va lue. B a n k e rs  sh are s w ere created  for 
those  d e sir in g  sm a ll u n its of investm ent, w hen the co m m on  stock , due to 
e x trao rd in a ry  e a rn in g s  rose to a m arke t va lu e  se vera l t im e s  its p a r  value.

C o m m on  stock  now  p ays an nu a l d iv ide n ds of $6 ca sh  and  15% in c o m 
m on stock. M o n th ly  the p roportionate  d iv idend, in ca sh , is d istr ib u te d  to 
each holder of a B a n k e rs  Share .

A STRONG COMPANY
D u r in g  1919 C it ie s  Se rv ice  C o m p a n y  produced over 13,000,000 barre ls  

of oil. It  o w n s 3,475 oil w e lls and h a s a d a ily  re fin ing ca p a c ity  of 33,585 
barre ls o f crude oil. It  ow ns 228 d is tr ib u t in g  s ta t io n s  in th is  country .

C it ie s  Se rv ice  net e a rn in g s  increased from  $922,032.59 in 1911 to $19 - 
273,715.C9 in 1919. L a s t  ye a r the e a rn in g s  were e q u iva le n t to 39.09% on the 
average  com m on stock  ou tstan d in g .

Th e  confidence of the pub lic  in th is  co m p an y  is ind icated  by the fac t  
th a t  it h a s 29, 667 stockh o ld ers and  over 59,000 ow ne rs of its  securitie s.

O R D E R S  W I L L  B E  E X E C U T E D  P R O M P T L YffllM R.PEPKINS. EVERETT &GEISTERT
Assets $3,572,588 Insurance in Force $66,109,220

M e b ü h a o t s  Lie u  Ih&ümmce Cd m b o t

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, M ichigan 

GREEN & MORRISON, Agency Managers for Michigan

Flat Opening 
Loose Leaf Devices

W e carry in stock and manu
facture all styles and sizes in <pft\ 
Loose Leaf Devices. We sell 
direct to you.

eJ eafQ

G RAND RAPIDS, MICHIGAN
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from the hospital, where he had been 
confined for several weeks by illness. 
He is convalescing rapidly and hopes 
to resume his active duties in the 
store in a short  time.

Messrs, \ u c u m  ana Mellroy, of the 
Grand River Furniture  Go., 1385 
Grand River avenue, accompanied by 
their wives, are spending a few weeks 
in Florida. Mr. Maier is in full 
charge of the business during the ab
sence of his partners.

Mayor Couzens won a signal (?) 
victory in putting through the munici
pal ownership (piecemeal) of car 
lines. The next signal will be by the 
people, calling for help.

A. Barnett, 2669 For t  street, W est,  
has disposed of his stock of m erchan
dise to stock brokers and the building 
to a local bank, which will open a 
branch at the same location.

Brasch Brothers will open their 
ninth branch store in the La Salle 
Theater  building on Linwood avenue. 
The firm deals in m en ’s furnishing 
goods exclusively.

Ray and Edw'ard Krausman, wrho 
have taken over the active m anage
ment of Krausm an’s Arcade, 1610 
Gratiot avenue, since their re tu rn  
from France, have made marked im 
provements in the store during the 
past year and are making a further 
progressive move to increase the gen
eral facilities of the store. The sec
ond floor, formerly used for a dance 
hall, will be remodeled into a wo
men’s ready-to-wear and blanket de
partment. The National Cash Reg
ister Co. is installing a new cash sys
tem throughout the entire store. New 
fixtures will be added and; when the 
general improvements are completed, 
the Krausman store will be one of the 
largest and best equipped of its kind 
on the Fast  side.

Lowenberg Brothers have enlarged 
their department store at 1591 Mt. E l
liot avenue and have more than tripled 
the size of their furni ture department. 
A. Marks, formerly with Weil & Co., 
has been secured as buyer and gen
eral manager of this department.

John Perkowski has moved into his 
new four story building at 932 Chene 
street, w'hich will be devoted to a 
complete furniture and rug stock. Mr. 
Perkowski’s rise in the mercantile 
business has been remarkable, his 
business having its inception a few 
years ago in a small store a t  897 
Chene street. The new building is 
owned by hint.

A delegation of underwear sales
men, twenty in number, headed by A. 
L. BrevitZ, of Burnham, Stoepel & 
Co., left Friday night for Piquh, Ohio, 
where they were the guests of the 
Atlas Underwear Mills. The sales
men were shown the underwear in 
the course of construction from the 
plain yarn to the finished product.  
Besides the educational features of 
the trip the salesmen were royally 
enterta ined by officials of the com 
pany. - • . (

Sam 1. Cohn, formerly- wrth the 
Victor-Vassar Kpitting  Mills, has re 
signed to accept a position with  Ely- 
Walker Dry Goods Co.,, of St. Louis, 
Mo., and will represent  the firm in 
Southern Michigan. William Cornell 
is in charge of the local office of the 
house, with the office and sample 
room at 401 Bpwfes~building.

Joseph J. Krzyzostan has opened a 
hardware store at 645 Davison boule- 
vard.

Friedman Brothers  have succeeded 
Louis W asserm an in the jewelry 
business at 2033 Jos. Campau avenue. 
Mr. W asserm an has been obliged to 
retire on account of illness in his fam
ily.

A. Bulas has opened a meat m arke t  
at 1296 H arper  avenue under the style 
of the Star Market.

G. A. Michels has remodeled the 
store building at 2195 E. Grand boule
vard and has opened a first class 
drug store with its m odern accessor
ies—a soda fountain and candy de
partment. ' '

F. E. Rybicki has succeeded C. E. 
W entworth  in the harware  business 
at  1853 Jos. Campau avenue, Ham -

tramck. Mr. W en tw orth  is going to 
make his home on his farm near Dry- 
den.

H onest  Groceryman spoke of the 
St Johns people going to see the 
Grand T runk  depot where it wasn’t. 
T h a t ’s where the Detroit  edition of 
the Grand T runk  should be.

Jam es M. Golding.

The successful merchant  is he who 
has learned to do his own thinking. 
This can be accomplished by "plan
ning ahead.” Sit down and write 
out vour idea and plan for the sale of 
a certain article, then follow the plan 
and see how you come out. At first 
you may have to modify the plan as 
you proceed; but, later you will de
velop a kind of foresight tha t  will 
tell you beforehand whether you will 
accomplish the results  or not.

No Sympathy for Strikers in New 
York.

New York, April 13—There  is not 
any sympathy here with the present 
strike. It is only' one of the efforts 
which are evidently being made by 
labor unions to become a labor trust 
and endeavor to dominate industry 
through pocketing the key to the port  
of New York, no consideration what
ever being given to consequent suf
fering in the event of a prolonged 
strike. W hen labor becomes preda- 
t 'rv, it is just  as dangerous to so
ciety as capital would be under like 
conditions. 1 was beginning to hope 
that capital and labor were getting 
together and there is no doubt they 
eventually will, but not by pursuing 
methods which savor of sovietism, 
bolshevism, socialism, anarchism or 
any o ther ism, which is foreign born 
and thus foreign to the tenets and 
benefits of Americanism, which our 
boys sacrificed their lives for. There 
are enough true Americans left by a

large number in our God-blessed 
country to ^say and to prove by still 
further sacrifice that  it can’t be done. 
The dignity of labor is lessened by 
doubtful m ethods employed in o b 
taining reasonable re tu rn  for its 
wares; the day when bludgeon m eth 
ods were necessary to get capital’s 
ear has passed forever. W e are living 
in a new era, made possible by the 
sacrifice of nearly 14,000,000 men, all 
over the world, and the torch which 
they flung down has been picked up, 
and, let us hope, it shall prove the 
torch of knowledge to lead the way 
into peace and serenity and general 
happiness, but not as an instrum ent 
of destruction to blight the hopes 
and faith of humanity. The dead in 
Flanders fields can sleep in peace. 
The sacrifice you made for a better  
and truly democratic world was not 
in vain. T. J. Riordan.

A fortune without a man behind it 
is a misfortune.

R em ark ab le  O p p o rtu n ity
O ffered  M ich igan  In v esto r s

Statistics show field for farm light and power equipment 
offers greatest possibilities since advent of the motor car

* I  %H I N K  of  th e  places outside o f  reach of e lectr ical power 
transmission lines where  b e t t e r  l igh t  is n e ed e d ;  w here  

e lectr ical  appliances could l igh ten  w o rk ;  where  saving could 
be  affected by  o pe ra t ing  all  m an n e r  of b e l t  d r iven  m ac h in e 
ry  using  small  horse-power w i th  a c om bined l igh t  and  power 
p lan t  w’hich will do all  these  th in g s  d t  t h e  SCHTie t i m e .

Every  farm, camp, cottage, 
house-boat, surburban home— 
every place remote from cen
tral station electric transm is
sion lines need electric l ight or 
electric power or belt  drive 
pow’er, of all three. Moreover, 
in purchasing equipment that 
fills all power requirements, 
the people who live in the 
country do not  need to buy a 
sta tionary engine so often con
sidered essential.

The field for equipment to 
furnish light and power 
for individual use on the 
farm is unlimited; it is 
world-wide. The progress 
of living conditions in 
modern cities is crystal- 
izing the desire of the 
suburbanite  to enjoy sim- 
iliar conditions; and p ros
perity is enabling the rural 
citizen to fulfill his desire. 
In addition, familiarity 
with the automobile, the 
truck, and the trac to r  has 
educated the men in the 
country to understand how 
to operate individual farm 
lighting plants,  and utiliz
ing all the power they af
ford.

Ability to Purchase
There  are over 6,000,000 
farms in the United States. 
The value of farm p rod
ucts for 1919 was over 
$22,000,000. Thir ty -  three 
million Americans (rough
ly one-third of our popu
lation) are more prosper
ous on the average than 
ever before as witness the

statistics which show that  
one out of every seven 
people, in Iowa for in
stance, owns a m otor  car. 
This is the fa rm er’s day, 
and he realizes tha t  gas 
engine equipment such as 
the automobile, t ruck and 
t rac to r  are not only vital 
to his business in this  day 
of the vanished hired man, 
but also actually save him 
time, effort and money. 
H e  apprecia tes that  elec
tric  l ight and power, af
forded by a small s ta tion
ary engine, which also fur
nishes belt  power, saves 
him money, time and effort 
as well as furnishing him 
electric light, running 
water  and m odern  con
veniences. He  knows the 
farm lighting plant will 
increase his property  value, 
cut his fire hazard and in
surance rates;  that it will 
lighten housework and 
help keep his family happy 
and at home.

The Litscher Lite 
Plant

The L itscher Lite plant is 
the shrewd farm er’s choice 
because it supplies elec
tricity  for light and motor 
driven equipment, as well 
as power for belt driven 
machinery; because it is 
mechanically superior, al

though more simply con
structed; because it costs 
him less to operate and 
maintain. This  is proved 
by the demand felt by the 
Litscher Lite Corporation 
—a demand so pressing 
and so continually g ro w 
ing that the L itscher Lite 
Corporation m ust multiply 
its production.

What the Litscher Lite 
Corporation Offers

The L itsc h e r  L ite  C o rp o ra 
tion  h a s  w orlil-w ide d is tr ib u -  

|  tion . I ts  lig h t a n d  pow er 
J p la n ts  hav e  p ro v en  th e ir  
\ g re a te r  u sefu ln ess  a n d  a d a p t 

ab ility  ev ery w h ere . I t  h a s  
behind  i t  a  long h is to ry  of 
e le c tr ic  a n d  g a s  eng ine  e x 
perience  an d  o p e ra te s  a  
m odern  fac to ry  of i ts  ow n. 
T he L itsc h e r  L ite C o rp o ra 
tion  is  cap ita lized  to  a llow  
reaso n ab le  exp an sio n  b u t th e  
dem and  for L i tsc h e r  L ite  
p la n ts  is beyond a ll e s t i 
m a te s  w hich p reced en t m ig h t 
ind ica te  a n d  m ore c ap ita l is 
necessa ry .

To in te re s te d  p a r tie s  th e  
L i tsc h e r  L ite  C orp o ra tio n  o f
fe rs  th is  u n ex p ec ted  op p o r
tu n ity  to  en joy  a sh a re  in 
its  b u s in ess  by  p u rch asin g  
stock . L itsc h e r  L ite  s tock  
issue  is on th e  open m a rk e t 
fo r th e  firs t tim e. A ll d a ta  
re g a rd in g  th e  L itsc h e r  L ite  
C o rp o ra tio n ’s p ro d u c t a n d  its  
finances a re  s e n t you on  r e 
q u est. B e a r  in  m ind  th a t  
the  L i tsc h e r  L ite  C o rp o ra 
tion  is m an ag ed  by  m en  w ell 
know n in  G ran d  Rapids 
financ ia l c irc les.

Litscher Lite  Corporat ion
G R A N D  R A PID S, M ICH IG AN

O F F IC E R S  A N D  D IR E C T O R S
C. J. LITSCHER—Pres. L itscher L ite  

Corporation, Pres- C. J. L itscher  
E lectric Co., D irector Morris Plan  
Bank. _

FR ED  N . ROWE—V ice-P res. L itscher  
Lite Corporation, Secy. V alley City  
M illing Co., D irector Morris Plan  
Bank. _

A. K. H A N C H ETT—V ice-P res. L it
scher L ite Corporation, V ice-P res. 
H anchett Sw age W orks, B ig  Rapids, 
M ichigan; D irector B ig  Rapids Sav-

H. J. BEN N E T T —Secy. L itscher L ite  
Corporation, Secy. Antrim  Iron Co., 
V ice-P res. Morris Plan Bank.

T . J. BARK ER—Treas. L itscher L ite  
Corporation, Treas. W orden Grocer 
Co.

E. L. K INSEY—D irector L itscher L ite  
Corporation, D irector Morris Plan  
Bank, M anufacturer and Capitalist.

DR. WM. NORTHRUP—D irector L it
scher L ite Corporation.

LEW IS W . H EA TH —General M anager L itsch er L ite Corporation.

Litscher Lite Corporation,

Grand Rapids, M ichigan.

G entlem en—K ind ly  sen d  m e a ll f a c ts  a n d  
figures b earin g  on th e  L i tsc h e r  L ite  s to ck  
issue.

S tr e e t  A ddress  __________________________
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W. E. Thompson, Sales Manager
H o o d  Rubber P ro d u c ts  Co., Inc.

If business consisted merely in de
livery of products  to the consumer,  
most  of its t ransactions could be ac
complished by machinery; There  
would be little need of the human 
factor in distr ibuting commodities. 
Coin-operated devices would suffice in 
a large proportion  of cases. T h eo re t 
ically. it might be feasible to classify 
the material needs of the people and 
to apportion the output c f shops and 
factories by a system of delivery as 
impersonal as tha t  of  the postoffice.
1 he result,  however, would be dis
astrous. Initiative would be des t roy 
ed. Lacking the tonic of ambition, in
dustry  would g row  flabby. L istless
ness and laggard workm anship  would 
ensue. Gradually the deadly sam e
ness of procedure would act as a sort 
of economic opiate and the people 
would sink below the level of our 
present civilization. The striking 
advancements in every line of endeav
or which signalize the twentie th cen
tury may be a ttr ibuted  in a large 
measure to the personal element of 
salesmanship. Idle electric light, tele
phone. automobile , w arm  air heater, 
sanitary plumbing and hundreds of 
other conveniences had to be in tro 
duced into the lives of the people, 
through the persuasion of sa lesman
ship. Indeed, it may be said without 
tear of successful contradic tion that 
many of the mechanical  com forts  of 
our day would not be in common use 
were it not for the work of the sales
man in creating desire for them. Al
though there is little difference in the 
verbal definition of the terms, sales
man and vendor are as wide apart  as 
the poles. The vendor is merely  a 
huckster. The salesman is a scientist. 
His is a profession indispensible to 
commerce and industry. In a true 
sense he creates opportun ity  and 
opens avenues of progress. W ithou t  
him, no smoke would pour from the 
stacks of mills and factories. P ro 
duction would languish. These are 
tacts obvious and inescapable. To 
understand them and to apply them is 
the way to success in business.

W illiam h. I hom pson was born at 
Minneapolis. June 7. 1889. He a t ten d 
ed the public schools of Minneapolis, 
graduating  from the high school on 
the academic course  when 16 vears 
of age. His first start  in business was 
as stock clerk for the Grimsrud Shoe 
Co., of Minneapolis, which was then 
the Northwestern  distributing agent 
for the Hood Rubber P roducts  Co.
\ \  ithin three years he rose to the 
position of house salesman. On the 
absorption of the Grimsrud house by 
the Pioneer Rubber Shoe Co., which 
was owned by the Hood Rubber 
Products  Co., he went on the road 
for the new house, covering the retail 
trade of Northern  Minnesota. He  con
tinued in this position six years, when 
he decided to familiarize himself with 
the manufacture of rubber shoes and 
tires. 1 his he did by spending a year 
m the factory of the Hood  Rubber 
Products  Co., at W ater tow n,  Mass.
He devoted one year to this work, 
when he was called by Lncle Sam 
and trained at Camp Logan, near

M I C H I G A N  T R A D E S M A N

Houston, Texas. He sailed for Brest  
in May, 1918, as a member of Com 
pany F., 129th Infantry.  He was 
wounded in action on the Somme 
Aug. 18 by a piece of a shell which 
disabled one arm. The next six weeks 
he was in a hospital. On rejoining 
his regim ent he took part  in the ba t
tles on the Meuse and in the Argonne 
woods. He subsequently became a 
member of the A rm y of Occupation 
in Luxemberg, re tu rn ing  to this coun
try’ in June. 1919, having spent twelve 
months in b ranee  as an American 
soldier. As soon as he was released 
he was made Assis tant  Manager of 
the P ioneer  Rubber Shoe Co., at 
Minneapolis. On the purchase of the 
Grand Rapids Shoe and Rubber Co., 
in Grand Rapids,  by the Hood  R ub
ber P roducts  Co.. Mr. Thompson was

Michigan, with headquarters in D e
troit: B. Egan, Southern Michigan, 
with headquarters in Detroit;  E. A. 
Teeven, Detroit, with headquerters in 
Detroit.

The tire department of the Hood 
Rubber Products Co. is now on a 
parity with the shoe department, hav
ing grown to enormous proportions 
during the past  half dozen years.

Mr. Thompson has joined the B. P. 
O. E. since coming to Grand Rapids. 
He has no other fraternal or religious 
affiliations. He owns up to no hobby 
except rubber shoes and tires. He 
hesitates to give any’ reasons for the 
success he has achieved in his chosen 
occupation, but the recital of his con
nections since leaving school clearly’ 
shows how carefully he has trained 
himself to acquire an accurate knowl

W. E. Thompson.

promoted to the position of sales- 
m anager of the Grand Rapids house. 
He assumed the duties of the new 
position Jan. 1 and has a lready re 
organized the house to meet the re 
quirements of the owner. He  has en
gaged and trained ten road salesmen 
as follows:

Rubber Shoes: B. Moore, Grand 
Rapids and environs, with headquar
ters in Grand Rapids; Charles A tkin
son. Northern  Michigan, with head
quarters  in Grand Rapids; M. W. P o r 
ter, Saginaw \  alley’, with headquar
ters in Grand Rapids; P. F. Crowley. 
Lansing and Flint, with headquarters 
in Grand Rapids; C. H. Brown, Kala
mazoo and environs, with headquar
ters in Chicago; E. F. Ballentine. 
Thum b terri tory ,  with headquarters  in 
P o r t  Huron.

T ires:  J. W. Baldwin, W estern  
Michigan, with headquarte rs  a t  Grand 
Rapids; A. Egan, Northeaste rn

edge of his business and even chance 
association with h im  enables the ob
server to note the characteristics of 
a splendid personality, which would 
alone account for much of the success 
he has achieved and the remarkable 
record he has already made for a man 
of his years.

tU m e o i Id le  You
Detroit  April 13—Next to the m. 

ace ot trades unionism, wffiich thre 
f n s t °  deliver the world over to t

*- *u ' j  " one, of the n e a t e s t  e\ 
ot the day is the “menacing and d; 
gerous army of young men betwe 
the ages of 16 and 26 who refuse 
make an honest  living by working 

1 he public-spirited citizen, looki 
over the various evening schools, pL 
grounds,  community centers, etc 
which he supports with his taxes mi 
wonder how it is that such things c 
be. A “menacing a rm y” of you 
loaters! How is that?

The answer is that all these instil 
tions above named are undermanm 
l h e  word is not used in its genei
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sense. I t  should be printed under
manned. The  schools and all their 
correlated activities are being over 
feminized, no t  because the women 
wish it so, but  because economic 
pressure under low salaries is driving 
out the men.

When the prospective recruit ¡,,r 
this “a rm y of loafers” first quits 
school ostensibly to go to work, cur
ious as it may seem, he uses the 
school as headquarte rs  for as much 
loafing as he dare do in the face of 
repeated suggestions to look for a job 
He dons long trousers  and attends the 
comm unity  dances and o ther  activities 
of the evening at his school. Vicious
ness has not yet weaned him away 
During the day he seeks excuses to 
hang around the building. The worst 
he has done so far is to “shoot craps” 
in the shadow of his Alma Mater. In 
the words of a well-known advertise
ment,  “there  is still time to save” him 
A few vigorous menteachers, interest
ed and content  in their  work, would 
have saved him—perhaps. It would 
be worth the municipality’s while to 
try’ it anyway’.

Of course, some are hopeless from 
the start,  But it cannot be that an 
“a rm y ” of them  are, or  it would be 
better to send them  at birth  to a farm 
and scrap the public schools through 
which they now pass.

W ith  all respect to the fine quality 
of women teaching boys of the 12 to 
16 age there  still remains the need to 
them of inspiration from their own 
sex during the formative years. Shall 
we deprive the boys of that inspir
ation? Somewhere,  during these 
years an “a rm y ” of them  are acquir
ing inhibitions against honest  work. 
Perhaps more and be tte r  men teach
ers m ight help to mold their all too 
plastic minds into forms filled with 
honest ambitions. Perhaps. Shall we 
overlook any possible antidote to the 
menace of the youthful army’ of loaf
ers?

Aside from the question of the lack 
of men teachers there  remains as an
other  possible reason the shattered 
morale of the survivors of the teach
ing force, both men and women. It 
may not be the one panacea for all 
these ills, but the immediate remedy, 
the one to bolster  up courage of the 
remnant  of both  sexes and to bring 
the men back to the schools, is a sub
stantial raise of teachers’ salaries.

The teachers do not  ask that their 
salaries be restored  to pre-war pur
chasing power. T hey  merely  ask as 
salaries, which for m ost  of the men 
and mgny of the women have stood 
about s ta tionary  while prices and 
wages of industry  have soared, an in
crease of 40 per cent, for the lowest 
paid and 10 per cent, for the highest 
Pa 'd. R obert  . N. Stannard.

IF YOU HAVE A N  OIL PUMPING 
MOTOR INSTALL

M c Q U A Y - N O R R I S

S u p c w u l ’
RINGS

U»e one in the top groove of etch piston, 
perfect lubrications—controls excess oil.

Allows

I

Distributors, SHERWOOD HALL CO.. Ltd. 
30-32 Ionia Ave., N. W . Grand Rapids, Michigan

H arness Factory (
Business wholesale and retail. Sales 
about $¿00 per day. Conditions and 
prospects first class. Owes no bor
rowed money. Discounts all bills. 
Death of sole owner reason for 
selling.

La Porte Loan and 
Trust Co.

La Porte, Ind.



REFRIGERATORS  
FOR ALL PURPOSES

■cCRAY builds refrigerators for all kinds 
of business. Thousands of stores, mar
kets, clubs, restaurants, hotels, hospitals, 

institutions, homes and florist shops depend 
on McCrays for efficient, economical refrig
erator service.

For Grocery Stores— the M cC ray m eans more 
profits d ue  to  th e  saving of food products.
Spoilage is one of th e  biggest losses the 
grocer has to  m eet and the  M cC ray stops 
all such wastage.

l ‘or Meat Markets— every successful m arket 
is absolutely dependent on refrigerator 
equipm ent—-it m eans success or failure. T he 
M cC ray Cooler will perfectly  preserve your 
m eats.

Remember—T h irty  years of continuous developm ent 
have resulted in the perfected M cCray System — by 
which fresh, cold air is kep t in constant circulation 
through the storage cham bers. Only in  M cCray are 
you certain to  obtain years and years of satisfactory 
refrigerator service. O ur position of leadership is a 
tribu te  to  M cC ray quality .
Our Payment Plan enables any  G rocer o r B utcher to  secure a 
refrigerator o r cooler and p ay  for i t  while in use. Increase your 
profits by  saving food— m ake th is saving pay  for a  refrigerator 
or cooler.

Send fo r  Catalog—  L et us send you a  catalog  th a t  describes a  
g rea t v a rie ty  of designs— one to  su it every  requirem ent: No. 71 
for G rocers and  D elicatessens; No. 63 for M eat M ark e ts  and 
G eneral S tores: No. 93 for Residences; No. 52 for H otels and 
R estauran ts.

f o r  m e a t  m a r k e t s

FOR H O TELS, CLUBS  
RESTAURANTS, HOSPITALS, 

IN ST IT U T IO N S, ETC.

McCRAY REFRIGERATOR CO
K e n d a ll^3044 L a k e  S t r e e t [v ille , I n d i a n a

Salesrooms in all Principal Cities

F O R  D E L IC A T E S S E N  ST O R E S
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H ow  to Prevent D iscount Slipping by 
Your Salesmen.

A few days ago a salesman, whom  
the house had always set down as a 
business getter,  was discharged. In 
spite of the fact tha t  his volume of 
sales had been big for years  and his 
earn ings  p roport iona te ly  sizable, he 
was discharged because he had con
trac ted  so m any  small bills over the 
te r r i to ry  tha t  finally m erchan ts  and 
hotels began to pester  the house about 
them  and the house discharged the 
man.

W hen the new man sta rted  over the 
te rr i to ry  his first daily report  b rought  
in this  s ta tem ent:  “Smith got  fully 60 
per cent, of his business by offering 
all the way from 1 to 5 per cent. .The 
discounts that  he owes right now and 
which he would have had to cover on 
this tr ip if lie had continued with the 
house are a lm ost  as much as my sal
a ry  for a m onth .”

And in talking the th ing  over, it 
was recalled that  two or three vears 
ago a friendly com petito r  mentioned 
to this  particular house that  Smith was 
buying business, but the house figur
ed th a t  Smith was selling good vol
ume, was collecting his bills and that 
was what he was there  for.

The house in question is a national 
advertiser,  making a comparatively 
well-known tradem arked  line of real 
merit. In spite of the facts that  its 
products  could and do sell on their 
merits,  this  particular  terr i to ry  is now 
“shot to pieces” and it is going to take 
a long time for the trade to be re 
built.

O ur  proposition, then, is this: W hat

are all the evils resulting  from a sales
m an ’s slipping inside discounts? H ow  
im portan t  is it for the sales m anager 
to be on the lookout for this insidious, 
t reacherous and deceptive business? 
A nd ,- is  it ever advisable to tolerate 
this  state  of affairs when it is known 
to exist?

L et  us take them  up backwards.
“ Is it ever advisable to tolerate this 

state  of affairs when it is known to 
exist?”

Obviously, “no.”
And yet I believe it is safe to say 

tha t  nine sales m anagers  out of ten 
do wink at the practice. I have one 
particular man in mind who has three 
or four men tha t  are notorious dis
count sl ippers—men who actually get 
and hold a large portion of their trade 
by this means. He shrugs  his shoul
ders and takes the stand that after all 
is said and done, the man gets the 
business and if he is foolish enough 
and weak enough to give away his 
salary to buy business, so much the 
worse for him. But so long as he 
ge ts  the business, the m atter  can rest.

Another  case in mind is that  of the 
local m anager  of a chain of branches. 
This  man had working for him for 
m any years a g reat  business getter  
who finally worked himself out of a 
job because he had to pay higher 
and higher prices for his business until 
finally the difference between what 
he d rew in commissions and what he 
paid out for the business was not 
enough to make him a living. This 
branch m anager  knew that  his sales
man bought business, but he figured 
this way. “I ’m here to make a show

ing. This fellow is a fool of the first 
magnitude and one of these days he 
will drop out, but in the meantime, I 
need the business he is turn ing in to 
enable me to make the showing I 
m ust make.”

The ability deliberately to cut off 
a good corner from the gross sales 
when the m atter  can, on the face of 
it, be indefinitely postponed is some
th ing  which tests  the nerve of most 
sales managers and many owners who 
are their own sales managers.

In spite of the fact that we all rec
ognize that  discount slipping is a 
disease which is invariably fatal soon
er  or  later, it is equally a fact that 
the great m ajority  of sales managers 
can not definitely say to themselves 
that they rigorously investigate  every 
report  of discount slipping and, if 
they find it true, discharge the sales
man on the spot. The  very fact that 
mighty few men will admit this, even 
to themselves, is what keeps this 
th ing  going on, year after year. 
Salesmen on the road know that a 
good deal of this sort  of thing exists. 
But it goes on under cover, winked 
at by dealers, by sales managers and 
by many owners.  It is a condition 
which seems to go on because, in 
the end,, the men who stand out 
against it in their own organizations,  
do not take the trouble to bring it 
home to houses who practice it, know
ing that  sooner or  later the natural 
boom erang  will clean the thing up 
and do it more thoroughly than any
thing else would do it.

At the same time, while in open 
meeting the attitude against discount

slipping is invariably antagnostic, it 
does exis t to a considerable extent. 
I t  is one of the carry-overs of the 
old school of salesmanship which 
went out and g o t  the business “any 
old way to ge t  it.”

The importance of thé sales man
ager being constantly  on the lookout 
to break up discount slipping is t re 
mendously evident when the evils 
which ultimately  result  from this 
practice are considered.

The ou tstand ing  evils of the sys
tem are two. In  the first place the 
practice is fundamentally  dishonest 
and the man who practices it is pri
marily crooke'C  and while the slipping 
of discounts will not  in itself deprive 
the house of money to which it is en
titled, the man who practices it soon
er or later gets into  hot  water  and it 
is only a step to chea ting  the house or 
the customer. In addit ion to that, is 
the fact that  the goods are not prop
erly sold. T hey  are  bought  primar
ily because of the special discount 
which the salesman slips to the dealer 
and not on the m erits  of the goods.

A certain house was breaking into 
local advertising. I t  was a small 
house, traveling six salesmen over 
a purely local terr i tory ,  but  it had 
ambitions to spread. I t  began do
ing business with an advertis ing agen
cy worked out a trade-m ark  and a 
plan of advertis ing and copy began 
to appear. The  salesmen were sup
plied with bulletins and arguments 
for “selling” the advertis ing to the 
dealer. Apparently ,  _ the advertising 
was exactly r igh t  and was hitt ing the 
spot because sales came a long nicely

4 - -

POST TOASTIES
Have the Call 
Among Corn Flakes 
Because

They are superior in flavor and quality—they please and hold trade.
—The sale is guaranteed by steady forceful advertising.

Post Toasties are backed by a fair, liberal sales policy that insures good 
profit to grocers.

Stock Well on Post Toasties to Meet the Big Demand Ahead

POSTUM CEREAL COMPANY, lac., Battle Creek, Michigan

è
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on the branded piece of goods. On 
the strength of a two-year showing 
the house sold some stock and turned 
the proceeds into a large advertis ing 
appropriation, extended its field of 
operations over a much wider zone, 
put on six more salesmen and obligat
ed itself for a great many thousand 
dollars extra  space bills.

W hen the th ing had gone along 
for almost a year and sales failed to 
materialize as they should and repeat 
business proved even slower, the 
house began to investigate, but the 
showing of the majority  of the old 
sales force in the old terr i to ry  seemed 
to warrant a continuation.

It was not until, a few m onths later 
it developed that four out of the six 
old men were and had been slipping 
discounts that  it became evident that  
the business was being purchased il
legitimately and that  the advertis ing 
campaign was primarily wrong  and 
that the business which was ostens
ibly obtained on the s treng th  of the 
advertis ing was really obtained by 
discount slipping.

A great many thousand dollars and 
much valuable time and good will 
were lost, due to the fact that  neglect  
whether wilful or otherwise, to break 
up a pernicious practice permitted it 
to go on until its ultimate breakdown 
came near to dragging the whole 
business with it.

If there is any one house which 
must,  for its own sake, be continually 
on the lookout for this habit of buy
ing business, it is plainly the house 
which depends on consumer advertis
ing to create  demand. If  the house

is ge tting business for one reason 
when it th inks it is ge tt ing  it on ac
count of another, it is fooling itself, 
often disastrously.

W hen  a particular te rr i to ry  is go 
ing s trong and the house pats itself 
on the back that it is due to m erchan
dise and advertis ing and possibly 
bases work in o ther  terr i tories on that 
particular showing, it is, to say the 
least, tremendously annoying to find 
some time or o ther  that the business 
was being bought. At best, it means 
long uphill work to rebuild the te r 
r i tory and it is mighty nearly a h ea r t 
breaking job for the new man who 
tackles the proposition.

And when the smash-up does 
come, as it is bound to come sooner 
or later, the wreck is generally so 
bad that  any m om entary  gains are 
more than offset.

Sometimes the m ethods employed 
by competing salesmen to break up 
the game for the discount slipper are 
of a decidedly humorous tendency, 
especially for the man who can sit 
back and watch it. I remember two 
cracker men working the same terr i
tory  for competing houses. W e all 
knew that one of the two was slipping 
all the way from 2 to 6 and 7 per cent, 
when he had to do it. He was w ork
ing on 10 per cent, commission. His 
name was Pere tte  and we had for a 
long time nicknamed him Pirate.

Joe Gorman was working the rival 
line and had a hard time getting 
around that  little inside discount be
cause neither line was branded and 
one was about as good as the other.  
Really the only difference was that

one salesman was willing to work on 
the basis of giving away half of what 
he made while the o ther boy was not.

Finally Gorman got to the point 
where he realized that drast ic  m eth 
ods and probably an immediate and 
tem porary  loss of business was neces
sary in order to smoke Perette  out 
altogether.

So lie went into a particular store 
anl the dealer turned him down. 
“Just how much is Pere tte  slipping 
you?” he would ask. And, being 
friendly with m os t  of the trade, he 
nearly always got the answer he 
wanted.

“Only 2 per cent., Dick? Now, let 
me tell you something. I ’m not ge t
ting your business, but you’re a good 
fellow and if anybody gets an inside 
price, it ought  to be you. Pere tte  is 
slipping you 2 and giving W atson  & 
Earle 6. W hen  he comes around 
again, stick him for 10. Bluff him out 
and settle for 7 or 8, or be tte r  yet, go 
over your purchases for the last six 
m onths and make him cough up 3 or 4 
per cent, on the total. Jus t  try  it. 
And if you make $50 on the bluff, 
buy me a new hat.”

As Gorman explained to us in the 
hotel lobby, he wouldn’t cut but if 
Perrette  wanted to split, he would 
help his game along. And it wasn’t 
many weeks until  business came 
high for Perette  and six m onths later 
he was through.

The  competing salesman who really 
wants to do it, can easily break up 
the prractice on the part  of the bare
faced “splitter.” F rom  all angles, the 
competing concern has an advantage

over the one for whom the discount 
slipper works. In addit ion to dem or
alizing the standing of the house on 
his territory, he is fundamentally  dis
honest  and sooner or  later he will 
"ge t” the house in one way or an
other. But while any sort  of house 
is injured by the practice, it is plain 
that  the house which m arke ts  a trade- 
marked, advertised line suffers the 
most.

Of course, any thinking sales m an
ager realizes the false position into 
which he can work himself when a 
few of his men get to “sl ipping” dis
counts,  but for obvious reasons there  
are few of us who try  to go out  and 
look for trouble.

In fact, one of the particularly  bad 
elements in this disease, if we may 
call it by that  name, is tha t  it is so 
hard to detect until it has proved 
fatal.

The men on the road who practice 
this vice are generally  ra ther  adept 
in the method of “slipping,” while 
the dealers are, for evident reasons, 
inclined to keep quiet about it.

A few weeks ago a group of sales 
managers were discussing this p rac
tice and none seemed to have a good 
working plan for breaking it up. 
Continued vigilance seems to be the 
best remedy so far evolved. T he  
sales m anager who knows it exists 
and is constantly  in the lookout for 
the thing, without degrading his men 
by openly accusing them  or question
ing them, is going to be reasonably  
sure of keeping the practice a t  a m in
imum. In fact, houses who openly 
and strongly oppose the practice seem

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

Advantages o f  an
IDEAL SUNSHINE BISCUIT DEPARTM ENT

Perfect Display—Clean—Neat—A ttractive 
A  Complete Stock w ith Smallest Investment

It Creates Interest and Cons timer's Demand 
Ask tht Sunshine Salesman—He Knows

T_OOS E -\y iL E S  ß lSC U IT  (OMPANY
Bakers of Sunshine Biscuits 
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to have least  difficulty with it. The 
houses in which it is of tenest  found 
are houses who th rough  carelessness 
or short-sighted negligence e ither pay 
no attention a t  all or  even, in some 
cases, “wink” at the practice.

About the sanest m ethod  for keep
ing the practice out of the sales force 
was mentioned by the sales m anager  
of a force of some th ir ty  cracker 
salesmen.

“1 am with my men a good par t  of 
the time,” he explained. “About half 
the t ime I travel with one or ano ther  
in various territories. This not  gives 
me a close personal insight  into  the 
man s actions on the road  and  his 
relations with the trade, but  I also 
meet m any men from o ther  houses 
and o ther  lines. As often as possible 
I get into personal conversation with 
some salesman working a non-com pet
ing line because I am anxious to get 
his unbiased opinions of our  line. 
V ery  often the non-competing  road 
man does not know me o r  my posi
tion. A m ong men on the road there  
is a sort  of secret masonry, implied 
ra ther  than expressed, and m any 
things are discussed which are never 
mentioned in the houses, or, in fact, 
hardly any  place else than on the 
trains or in hotel dining room s or 
lobbies. To get a real good line on 
a man get the unbiased views of six 
or eight non-competing  salesmen and 
the little dark secrets’ seem to pop 
out. Road gossip is often as value
less as any o ther  kind of general 
chatter ,  but  underneath  it all you will 
lind there drifts an e lement of t ru th  
which is worth lis tening to. W h at  
the road men th ink of o ther  road men, 
especially non-competing men, is a 
good indication of what the man rel- 
ly is. And if a man is becoming a 
flagrant discount ‘slipper’ somebody 
o r  o ther  on the road soon seems to 
know about it.

\ \  hich brings us around  to our pet 
hobby that the good sales m anager’s 
place is p re t ty  close to the road, 
where the business is done and that  
the man who can work  with his men 
on the road and w ork r ight alongside 

•salesmen from other  houses and be a 
genuine sales m anager  as well as a 
real salesman has a wonderful advan
tage. But th a t ’s ge tt ing  back to a n 
other and pre tty  old story.

Rush to Buy Apples for Cider. 
“Cider is worth watching,” said a 

wholesale grocer the o ther  day. “I 
look for a big increase in its consum p
tion in lieu of som ething with more 
of a kick to it.” This is in line with 
the idea of an upsta te  newspaper 
man who recently wrote:

“Old John Barleycorn m ay wag a 
leg and wink jovially a t  the apple tree 
in a m ost  significant wink. Cider 
makers  m ay talk of a g reat  vinegar 
year, but the barrels and vats are 
singing an an them  against prohibit ion 
which grow s stronger  with the days.”

Followed Copy T o o  Closely.
“I hear your nephew is sick,” said 

a man to his neighbor. “W h a t ’s the 
m at te r  with him?”

“Oh, he prescribed for himself out 
of a doctor book,” said the second, 
and nearly killed himself with a m is

prin t.”

Pathfinder W hich  Leads People  In to  
the  Wilderness.

Cadillac, April 13— One of my good 
friends and townsm en recently  called 
my attention  to an advertisement in 
the Pathfinder of Jan. 17. This  little 
paper is a weekly published a t  W ash 
ington, D. C., and was entered  as 
second-class m at te r  Jan. 27, 1894. I t  
en joys the privilege of passing out to 
the public such advert isem ents  as it 
contains a t  a very  low postage rate. 
The  advertisement referred to below 
contained articles of common use in 
every  household and for the informa
tion of the friend who handed me the 
paper I wrote him the following let
ter:

Mv dear Sir: I t  pleases me to have 
a copy of_ the Pathfinder containing 
the advertisement of the Big 4 Gro
cery Co. and I am exceedingly glad 
of the opportun ity  of placing the fol
lowing data in your hands, as I feel 
sure you can make the very best use 
of the information in your visits with 
the men whom you meet in your 
work.

T here  is no way tha t  the improve
m en t  of conditions in the smaller 
towns and villages can be b rought  
about so well as by keeping the money 
tha t  is really earned in every com 
munity  r ight a t  home, where it will 
be used to build be tte r  schools, e m 
ploy better  teachers and for the im 
provement of streets, churches,  pub
lic buildings, etc., but this can only 
be accomplished by a united effort on 
the par t  of public spirited men com
bining their efforts in spreading news 
perta in ing to m atters  tha t  are ruin
ous to the comm unity  and the ways 
to overcome them.

The  company making the offer in 
the advertisement is a concern operat
ing in Chicago, its president being 
\ \  illiam L. Polm. It is a mail order 
house and I might say that  a few days 
before Christmas, 1919, a complaint 
was made before the Federal A u thor
ities by the Illinois Fair  Price Com
mittee, charging this company with 
deceptive practices. I have not learn
ed the nature  of the charge or the re 
sult of the investigation, but  will have 
the information in a short  time and 
will be glad to t ransm it  it to you.

Referring  to their prices as adver
tised, as compared with the store 
where you and I deal, the following 
comparisons may be of interest:

Ad Cadillac 
Price Price

3 lbs. G ranulated S u g a r ___ $ .13 $ .48
1 bar F els  .Naphtha Soap__  .02 .10
1 large pkg. Quaker O ats_.04 .35
1 lb. Pure B aking Powder_.42 .16
1 hot. 4 oz. Vanilla Flav. E xt. .49 .30
14 lb. P u re  C o c o a __________ .12 .08
1 pkg. B ig  4 Brand B est T ea .35 .10
1 Box Pow dering B lu in g ___  .25 .20

.05
Cost of G o o d s ____________$1.99 $1.82

F reight -------------------------  .72 N one
C artage __--------------------- .25 N one
M onty O r d t r _______  .03 N on t
P ostage ------------------------ .02 None

Total ----------‘---------------------$3.01 $1.82
O ther  condit ions enter  into the deal; 

for example, the advertisement says 
Pure  Vanilla Flavor Extract.  This 
may mean tha t  it has only the flavor 
of Vanilla and not Pure  Vanilla E x 
tract,  in which case the value would 
be much more than double;  again, 
Powdered Bluing is rare ly every 
called for any more. Most ladies 
now ask for liquid bluing, the powder
ed being more apt  to leave spots on 
goods than the liquid.

This particular g rocery  company is 
little known and their  offerings do 
not  have much influence with the av
erage bujrer, but it is a notable fact 
tha t  the same varia tion in price is 
seen with o ther  concerns tha t  are 
be tte r  known, and we cannot very 
well consider ourselves good faithful 
citizens unless we a t least show our 
fidelity to the com m unity  where we 
live, first by giving the dealers an op
por tun ity  to quote prices, then, if it 
proves a t ra i to r  to our progress  and 
success, we m ight  have a ju s t  excuse 
for seeking such aid from some other  
community .

I t  will please me very much to dis
cuss any  angle  of  the buy-at-home

campaign and reasons why it pays.
I fully believe that  the time is at 

hand when this  particular m atter  must 
be brought to meetings of wom en’s 
clubs and societies, for, after all, they 
can do more to spread the facts when 
they have learned them than can men, 
and I am now working on some plan 
that  may bring about the chance to 
place facts and figures before them.

Merchants, this is a vital question 
and, now that we have extended the 
franchise to our mothers, wives, sis
ters and sweethearts ,  it is but fair 
that we also get them  in on the actual 
transactions that provides their daily 
bread as well as ours. We surely 
cannot deny them this privilege, know
ing that  their faithfulness to any 
trust  equals, yea surpasses our own, 
and their help is what we need in o r 
der to counteract the mail order 
propaganda.

The united efforts of the retail 
trade operating through the offices of 
the Retail Grocers and General Mer
chan ts’ Association of Michigan can 
and will produce good results  if read
ers who are interested will get into 
communication with the Secretary.

J. M. Bothwell, Sec’y.

Shortage of Sugar Booms Sale of 
Honey.

The  value of honey to bakers and 
confectioners as a result of the sh o r t 
age of sugar has raised the price dur
ing 1918 and 1919 to the highest fig
ures of recent years. The total p ro 
duction of honey is now estimated to 
be 250,000,000 pounds. Recent prices 
would place the value of this crop at 
fully $50,000,000.

The more commonly recognized 
grades of extracted honey are water 
white, white,  light amber, amber and 
dark. Quotations are frequently seen 
on extra  light amber.

For  a few m onths after the United 
States entered the war the jobbing 
price of light amber extracted con
tinued low, dropping to 9c per pound 
in cans, in St. Louis,  during July, 1917. 
Values increased rapidly that autumn 
and winter, reaching 18@19c per 
pound central and western cities. The 
1918 season opened strongly a t  18 
@23c per pound and maintained a 
generally steady rise until December, 
when light amber sold a t  27@28c per 
pound in St. Louis and New York, 
with lighter colored stock bringing as 
high as 29@30c in Cincinnati.

The past season has been charac
terized by wide irregularity of price 
ranges. St. Louis held to 18@20c per 
pound for honey in cans until  April, 
sagged gradually  to 13@16c in the 
summer, and since August has kept 
a steady level of 15@16c per pound.

The m arke t  for l ight amber  in New 
York city broke sharply in the spring, 
striking low point of 13c in May, re
covering to 22c in November, and is 
now weak at 18c per pound. All 
o ther m arke ts  showed a drop in prices 
as the new crop of honey came on 
in late spring, with a varying degree 
of recovery in the fall.

The  extraction of honey, allowing 
as it does for the re tu rn  of the comb 
to the hive, permits the  bees to put 
more effort into actual honey mak
ing and results in a g reater  honey 
production. Extract ion , therefore, 
was encouraged s trongly  during the 
war and sale of comb honey fell off 
correspondingly.

It is a Disgrace
To be lazy, indolent, indifferent.
To  do poor, slip-shod, botched 

work.
To  have crude, brutish, repulsive 

manners.
To hide a ta lent  because you have 

only one.
T o  live half a life when a whole 

life is possible.
To  acknowledge a fault and make 

no effort to overcome it.
Not to be scrupulously clean in 

person and surroundings.
To be gross ly  ignoran t  of the cus

tom s and usages of good society.
To  kick over the ladder upon which 

you have climbed to your  position.
N ot to be able to carry  on intel

ligently a conversation upon current 
topics.

Not to know enough about  the laws 
of health to live heal thy  and sanely.

T o  know practically no th ing  scien
tifically of the th ings  we see, handle 
and enjoy every day of our  lives.

N ot to have inte lligent knowledge 
of the general affairs of the world, 
and the inter-rela tions of nations.

W here  the  F a rm e r  Buys.
In an investigation made by the 

Extension Division of the University 
of Minnesota to ascertain where far
mers did their  buying, inquiries of 
several thousand fa rm ers’ homes 
showed tha t  76 per cent, of the gro
ceries were purchased at  stores in the 
nearest  community,  16 per cent was 
personally bought  in towns farther 
away because the storekeeper in this 
town carried a larger a ssortm ent or 
gave a be t te r  price on quantity  orders, 
while 8 per cent, of the  groceries were 
bought  from  mail o rd r  concerns.

Blue Buckle Over A!Is
¡ P g  “Strong-for-W ork”

Dealers are urged in a good-business way to 
investigate the BLUE BUCKLE work-garments: 
to examine them with the utmost care and to com
pare them with any overalls they ever sold, or 
wore themselves.

We carry them in stock for immediate shipment. 

BRO W N & SEHLER CO.
Wholesale Distributors

G R A N D  R A P I D S  M I C H I G A
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Blue Buckle 
Over A l Is
Blue Buckle sales certainly are growing bigger 

every day. More men wear Blue Buckles and 
more men learn about them. It costs less sales- 
effort to move Blue Buckle OverAlls off your 
shelves! Quick turnovers and steady profits are 
assured by Blue Buckles’ supreme quality.

Persistent advertising is working in every sales- 
field to help make Blue Buckle business even 
bigger. Magazines, farm papers, newspapers, 
brotherhood journals, trade papers, and bill 
boards in over 1500 towns and cities are carrying 
the story of Blue Buckles extra wear-quality and 
work-quality.

Reap the results this greatest overall advertis • 
ing campaign ever put in print. Order through 
your jobbers.

Jobbers O verA il Co., Inc, 
Lynchburg, Virginia

L a r g e s t  M a n u fa c tu r e r s  o f  O vera ll, 
in the W o r ld

“S tron g
for

W o r k ”

B lu e  B u ck le  O verA lls  and  Coats are so ld  on ly  
through the jo b b in g  trade —  the m o s t eco n o m 
ical, p rac tica l and sa tis fa c to ry  m e th o d  o f  d is 
tr ib u tio n  fo r  bo th  re ta ile r  and m a nu facturer. 
Sam ples , p r ic e s  and o th er in fo rm a tio n  are no w  
available in  p ra c tica lly  e v e ry  jo b b in g  house  
li t  A m erica . W e  req u est tha t y o u  w r ite  y o u r  
jo b b e r . S h o u ld  h  ;  r o t  carry  B lu e  B u c k le s  he  
can order them  fo r  y o u .

N e w  Y o rk  O ffice : 63 L eo n ard  S tret-1 
W n i. T .  S tew art, R ep re sen ta tiv e
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SA L V A T IO N  O F T H E  W O R L D

R ests on M en W hose Trousers Bag 
at Knees.

One of the chief counts in the in
dictm ent against  civilization is its 
penchant  for overdoing things. The  
multiplication table figures in every 
hum an endeavor. O ur  newspapers 
are  too big and the  price for prin t  
paper is too high. W e use too much 
space for advertising. W e  revel in 
totals,  thrive on bigness and boast 
of gains. Ex travagance  is in the sad
dle, and the old virtue of economy is 
no longer in vogue.

Perhaps  we get our cue from N a
ture, for she seems in tent  on giving 
us either too much rain or too little, 
too much cold or too much warmth, 
too m any  bugs, bacteria, g rasshop
pers  and so on. A sor t  of general 
average would be preferable, but 
neither we nor  Nature  seems to think 
so.

I t  is to be hoped tha t  the tendency 
to overdo th ings will not  be carried 
over into p rayer  for deliverance. 
There  are several precedents  showing 
the unwisdom of such strategy. K an 
sas and Nebraska supply two striking 
examples tha t  happened m any  years 
ago. The  first instance was where 
drought  hi t Kansas between the eyes, 
in the solar plexus and below the 
belt. Th ings  were simply drying up 
and blowing away. I t  was so dry 
that  the wind carried farms around 
in the air and dropped them  w her
ever it was m ost convenient.  And so 
a minister of the Gospel summoned 
the  people to pray, and the people 
came by hundreds in covered wagons 
and camped out  a long the  roadsides. 
F o r  three days, on bended knees, they 
sent up a fervent plea for tears  from 
the skies and implored Pluvius to 
open wide the  faucets. H e  did. H e  
opened up the  heavens, and forth 
came so much wet w ater  th a t  every
th ing was flooded. Bridges were wash
ed away, hom es and barns floated off 
and the very old deuce was to pay 
all around. I t  was a week o r  more 
before the cam pers could get back 
home, and when they  got  there m ost  
of their possessions had drifted off 
into  the bottoms. A local paper,  
whose editor was more inclined to 
hum or than to religion, suggested 
tha t  hereafter,  when the good minister 
prayed for rain, he put  on the soft 
pedal and not  overdo the  thing. Too 
much rain was really  worse than none 
a t  all.

The  o ther  instance swings around 
a plague of grasshoppers  th a t  sorely 
tried the farmers of Nebraska. The 
grasshoppers  were present  in ba tta l
ions, regim ents  and companies. T hey  
ate up every vegetable substance tha t  
showed above the ground, including 
j imson weeds and skunk cabbages. 
T hey  piled high on the railroad tracks,  
so tha t  the drive wheels on the en
gines spun round and round as though 
immersed in cup grease. The  Gov
ernor issued a proclamation for uni
versal prayer to be delivered from  
these awful pests whose capacity to 
eat seemed to have com pletely sub
merged their capacity to hop. And 
the people prayed long, loud and 
lachrym osely. T hey prayed in E ng
lish, German, French, Italian, Scan

dinavian, Croatian and Choctaw. 
W h e th e r  it was p rayer  or  som ething 
else, any how a high wind came out 
of the North  and blew every b loom 
ing grasshopper  over the State  line 
into Kansas, where the pests  p roceed
ed to eat tha t  Com monw ealth  out  of 
houses, homes and rail fences. Gruff 
T o m  Morgan was then Governor of 
Kansas,  and when the  grasshoppers  
appeared in his bailiwick he sent a 
wire to Governor of Nebraska w ord 
ed about to this  effect: “ If you don’t 
quit praying your damned g rasshop
pers down into Kansas, I ’ll come up 
to Nebraska and kill you.”

One of the th ings this country  
m igh t  adopt  to advantage is m oder
ation. Safety lies somew'here in be 
tween the extremes. T oo  little prayer 
is not  apt to bring  the desired results, 
while too much prayer m ay produce 
a deluge. W e  go to ex trem es in 
everyth ing because wTe have lost  our 
senses over bigness. Th is  craze ex
tends from commerce over into fash
ions and everyth ing else. I t  used to 
be stylish for women to display small

portions of the anatomy, and in those 
days there  was a sort  of itch to see 
more. Now fashion has gone the 
limit and displayed everything, and, 
having nothing more to see, we are 
getting tired of the exhibition. The 
switch back to the o ther  extreme is 
sure to come, and then there  will be 
too much covering. As between see
ing everything and seeing nothing, 
there is little choice. Piquancy p ro 
ceeds from seeing jus t  enough, w ha t
ever that  may be. Fashion can be 
depended upon for one thing always, 
and that  is to provide styles tha t  run 
into much ready money. The  time 
will probably come when we can be 
fashionable for a reasonable sum of 
cash. Fashion is manipulated, not 
to make human beings presentable, 
but to make them  come across with 
the coin as frequently  as the  th ing 
can be worked out.

Magazines and newspapers are the 
real creators  of style. T hey  are the 
power utilized by the men who con
trol fashion. W om en are always 
greedy for something new upon

which to squander their suppor te rs’ 
wages. I use the word “wages” be
cause it means so much more than 
“salary.” Nobody can afford to work 
for a salary any more. If  the papers 
told the lady folks it was stylish to 
wear only a smile, a wrist  watch and 
garters,  they would appear next  day 
in that  sort  of garb, and  crowd the 
departm ent s tores  looking for the 
m ost  costly  gar te rs  and wrist  watches 
to be had. The smiles costing nothing 
the o ther  apparel would have to bear 
all the expense. I t  m igh t  as well be 
admitted  tha t  the cause of m ost  of 
our  ex travagances can be traced 
stra ight  to the publishers, and it is to 
them  we m ust  go for our  remedies.  
The  public is whatever the news
papers make it. If  there  is to be a 
re tu rn  to moderation  and sanity, the 
editors of the country  are the only 
ones vrho can br ing  tha t  reform  about.

In a previous essay in the Trades- 
contributed largely to the  o rgy  of 
man I pointed out  tha t  advertisers 
profligacy tha t  is sweeping over the 
country. The advertis ing columns

A Losing Proposition
The materials that go into telephone instruments and switchboards, including 

steel, platinum, tin and other metals, have increased more than 100 per cent; 
copper wire 55 per cent; outside wire 45 to 55 per cent, and so on.

Telephone poles that cost us $5.43 in 1915 are now $13.05 each, while lead 
cable has risen from $1.10 to  $1.55 a foot, brick from $7.00 
to $22.00 per 1,000, cement from 45c to $1.00 per sack, cross- 
arms from 54c to $1.37 each, clay conduit from 2.9 cents to  
7.5 cents a foot and teaming from $4.00 to $12.00 a day.

Staples used and dealt in every day have risen enormously, 
of course. Com in 1915 was 76c a bushel and now is $1.60; 
wheat was $1.25 a bushel and now is selling at $2.52, while 
beef sold five years ago at $11.42 per 100 lbs. compared to  
$17.77 today. The retailer o f these products has advanced 
his selling prices to meet increased costs.

WE MUST HAVE 
YOUR SUPPORT 
IF  Y O U  A R E  
TO  HAVE T H E  
T E L E P H O N E

The Telephone Company, on the other hand, has been unable to follow this 
plan. Costs have risen rapidly but rates are regulated by law and have not kept 
pace, so we have come to a point where we cannot meet the hill. Our income is 
not sufficient.

M I C H I G A N  STATE TELEPHONE COMPANY
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teem with announcements  of every 
sor t  of luxury that the inventors have 
been able to squeeze out of their 
brains. Many things are alluringly 
advertised that  in no respect w hat
ever are required for orderly and 
happy existence. Men of gifted pens 
are employed to so string words to
ge ther  that  the average intellect can
not resist the temptation to buy things 
that  cannot be afforded. People are 
systematically tempted into debt. 
They sign papers tying them up for 
m onths oin the installment plan, and 
in countless homes are many articles 
which are absolutely unnecessary for 
the pursuit  of life, liberty and happi
ness, all purchased through the dol- 
lar-down-and-a-dime-a-day bait. Such 
things are all right, perhaps,  in o r 
dinary times, but these times are ex
traordinary.  The world is burdened 
with debt and with an inflated cur
rency. T here  is a spirit of woeful 
waste runn ing  riot. Taxes are heavy 
and nobody seems to give a damn 
about anything.

1 here is a day of reckoning coming 
and over the horizon can be seen a 
long bread line. You can shut your 
eyes and plainly see the soup kitchen 
doling out spoonfuls of thin sus ten
ance to men, women and children. 
W an t  and woe and calamity are at 
our  heels, sniffing the harvest that  
always follows debauch. In degree 
the severity of the coming pinch can 
be lessened by preaching a reason
able degree of moderation in all 
things. I am not  at all in sympathy 
wfith those who think this artificial 
prosperi ty  can be prolonged in
definitely and who decry those who 
point a warning finger at the calamity 
to come. I do not believe in artificial 
enthusiasm or artificial optimism 
at all. Noth ing  endures but the na tu r
al. T hings m ust resume the orderly 
procession of normal times before we 
shall really settle down and get some
where.

Many reform s .are needed. The 
first is moderation in all things. The 
second is freedom of opinion and of 
speech. W e have had quite a suffi
ciency of one man autocracy and 
trades union and I. W. W. p ropa
ganda. W e know what loyalty is 
without having it supplied in canned 
form. Then  come common decency, 
fewer laws, more production, more 
statesmanship, more sense, less ex
travagance in public affairs, with con
sequently less taxation. The spirit 
of intolerance now so prevalent must 
be modified. In summing it all up, 
what is needed is the exercise of the 
plainest kind of common sense as ex
emplified by our greates t  American, 
Abraham  Lincoln. The salvation of 
the world rests upon men whose 
trousers  bag at the knees. The high
brow and efficiency expert  have had 
their day, and the way they have 
balled things up makes us think that 
it is be tte r  to know a little, and know 
it well, than to know so much and 
still know nothing. Extravagance, 
indecency and high taxes have wreck
ed every nation that  tried to get away 
with them. Read history—and re 
m em ber tha t  h istory always repeats. 
This  time it may repeat while you 
are alive. F ran k  Stoweil.

Be just  before you are generous.

Is Your Store Efficient?
A well-known m anufacturer  of a 

nationally advertised brand has p re 
pared the following efficiency chart  
for retailers. By sizing up his a n 
swers to the following questions any 
retailer can form a p re t ty  close idea 
as to whether his store is efficiently 
conducted:

How Efficient Is Your Store?
Do you like your work?
Are you open to suggestions?
Is the total  percentage of expense 

of sales less than 20 per cent? ( I n 
clude as expense i tems: Rent, sal
aries, advertis ing losses on leaders, 
heat  and light, delivery supplies, in
surance and taxes, general expense, 
depreciation and shrinkage and bad 
debts.)

Is your turn-over at least five times 
a year?

Are you doing all the business pos
sible with your present overhead ex
pense?

Do you overcome sales-resistance 
by selling nationally advertised 
goods?

Do you conduct your business on 
the one-price plan?

Are your goods marked in plain 
figures?

Do you keep a record of sales by 
departments?

Is there any “soldiering” or time- 
wasting by your  employes?

Do you make easy and immediate 
adjus tm ent of complaints?

Do you make special efforts to sell 
big-price articles?

Do you advertise in any way— 
newspapers, form letters,  handbills, 
etc?

Have you a system for ge tt ing  facts 
about your customers that  may help 
make more sales?

Do you try  to enlarge your selling 
terr i tory?

Do you use the personal canvass 
to help sales?

Do you constantly  use manufac
tu rers’ dealer helps?

Is your stock clean and displays 
attractive?

Do you make it a point to know 
thoroughly  the goods you sell?

Do you regularly  read some busi
ness efficiency literature?

Do you dress your window at least 
once a week?

Tota l  per cent.

The O ldest Confection.
The greater  pa r t  of black licorice 

is derived from Spain, where it is 
made from the juice of the plant and . 
mixed with starch to prevent it from 
melting in hot weather. The licorice 
plant is a shrub that  attains a height 
of three feet and it grows wild where 
its roots reach the water. It  flourish
es especially on the banks of the 
Tigris and E uphrates  rivers.

Since the valley of the Euphrates  
contained one of the earliest civiliza
tions in the world, the probability  is 
that  licorice is about the oldest con
fection in the world, and the taste 
which the boys and girls of to-day 
like so well was enjoyed by the 
youngsters  of three thousand years 
ago.

Use your little hamm er for nailing 
lies, but don’t be a knocker.
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“APEX”
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Is Snug Fitting and Comfortable
Your customers will appreciate the fitting and 
wearing qualities offered in “A P E X .” Every 
garm ent conforms to the most exacting re 
quirements of the woman who cares.

"APEX” UNDERWEAR
for

Men, Women and Children
I t  is the h igh-standard quali ty coupled with 
superior style construction value and wear 
that  makes “A P E X ” so dependable.

A P E X “A P E Xis tailo red Sam plesto fit. Gladly
Subm itted

The Adrian Knitting Company
ADRIAN, MICHIGAN
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Carelessness in the Use of Matches.
It is wicked carelessness to leave 

m atches lying about, because they are 
so easily lighted. The sun’s rays 
com ing through a bubble in the win
dow glass, a fish globe, a water bot
tle, a round paper weight, or grand
ma’s spectacles will light the match 
they shine upon. If m atches are 
loose in drawers or on desks, they  
may take fire from som ething hitting  
or rubbing them. The heat from a 
stove or grate may light them if they  
are left on the mantle. They may be 
brushed off a shelf or mantle and be 
stepped upon and lighted.

The 4iead of the match is made of 
phosphorus, cholorate of potash, ros
in, whiting and powdered flint, held 
together by glue. The rubbing of 
the flint makes enough heat to fire 
the phosphorus; the chlorate lets go  
of the oxygen in it with an explosion  
and great heat. This heat fires the 
rosin, and then the paraffin in which 
the match stick was soaked takes fire 
and the stick begins to burn. If 
either saltpeter or sulphur is used in 
place of chlorate of potash, a silent 
and slow  match is made which does 
not snap and fly. W hen the chlorate 
or “parlor m atch” is stepped upon it 
sounds its own fire alarm. This is 
the only good thing about it.

In Europe matches are found only  
in their proper places, and the sale 
and use of the dangerous kinds are 
usually forbidden by law. In m ost 
European countries only safety  
matches can be used. These matches 
are made in the same way as that of 
the parlor match, except that the

phosphorus is om itted from the head 
of the match and is placed, in com
bination with other elem ents, on the 
side o f the box. These matches can 
only be scratched on the box and are 
reasonably safe, and the only kind 
that should be used by a careful, 
painstaking housewife. — Adapted 
from Illinois Fire Marshal Bulletin.

Americanization and Mutual Fire In 
surance.

Much is being said these days about 
Americanization. F ro m  all sections 
of the country  we are being bom bard
ed with posters  and dodgers and 
pamphlets telling us how and when 
and where to Americanize the ele
ments in our midst tha t  have not  yet 
gone through the gastric  juices of our 
free institutions. This is all very fine. 
But mutual fire insurance is one in
stitu tion tha t  has always been and 
a lways will be American to the back
bone. I t  is based on the American 
principle that  those who bear the bu r
den of taxation are enti tled to rep re 
sentation and a list of its m em ber
ship will show that  it appeals m ost 
s trongly to those who are the s taunch
est supporte rs  of our form of govern
ment. F ro m  the day tha t  Benjamin 
Franklin  and his neighbors organized 
the Philadelphia Contributionship for 
insuring their dwellings mutual fire 
insurance has been considered a nec
essary  pa r t  of the social organization 
of every American community . The 
church  the school, the court  house 
and the mutual insurance company 
are the institutions tha t  the American 
pioneer turned his a ttention  to after 
he had staked his claim.

The Socialist and the Bolshevist 
with their insistence upon state dom 
ination have always looked upon co
operative organizations with suspic
ion. They  are logical enough to know 
that the man who builds his own in
st itu tions will not stand much spoon 
feeding W herever  you find an Ameri
can community , you will find a mutual 
insurance company. It  is a par t  of 
the bone and sinew of our great 
Commonwealth . J. J. Fitzgerald.

Tragedies.
He stepped on the throttle  to see 

if he could beat the train to the cross
ing.

He couldn’t.
He struck a match to see if his 

gasoline tank was empty.
I t  wasn’t.

He patted a s trange bull-dog on the 
head to see if the crit ter  was affec
tionate.

I t  wasn’t.
He  looked down the barre l  of a 

gun to see if it was loaded.
I t  was.
He touched an electric wire to see 

if it was alive.
I t  was.
He thought  he could get along 

without a live trade journal.
He couldn’t.

You will see in life ju s t  what  you 
are looking for. I t  depends upon the 
lenses of your mental vision. If  they 
are black and smoky, you will see the 
shadows, the gloom; if they are clear 
and crystalline, you will see the rain
bow of beauty.

The Grand Rapids Merchants Mutual 
Fire Insurance Co.

STRICTLY MUTUAL
Operated foi benefit of members only.

Endorsed by The Michigan Retail Dry Goods Association.
Issues policies in amounts up to $16 ,000 .

Backed by several m illion dollar companies.

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

HAVE YOU A GOOD MEMORY?
THEN REMEMBER THIS NAME:

Michigan Bankers and Merchants Fire Insurance Co.
OF FREMONT, MICHIGAN

THEN REMEMBER THIS ALSO:
That they make you an immediate saving of 25 to 45% on cost of your Fire Insurance. Repeat

this advertisement word for word. If you can’t, read it over until you can. It will help you mentally
as well as financially. __ „

W m . N . SENF, Secretary.

INSURANCE AT COST
O n a ll k in ds o f  stocks and b u ild in gs w ritten  
b y  us a t regu lar board rates, w ith  a d iv idend  o f  
30 per cent, returned to  th e  p o licy  holders.
No membership fee charges.
Insurance th a t w e have  in force over $3,600,000.

Surplus larger than average stock company.

MICHIGAN SHOE DEALERS M UTUAL  
FIRE INSURANCE COMPANY  

FREMONT, MICH.
One of the Strongest Companies in the State

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

Inspectors and State Agents for Mutual Companies

Savings to Our P olicy  Holders
On Tornado Insurance 40%

General Mercantile and Shoe Stores 30%
Drug Stores, Fire and Liability, 36% to 40%

Hardware and Im plement Stores, and Dw ellings 50%
Garages, B lacksm iths, Harness and Furniture Stores 40%

A ll Com panies licensed to do business In M ichigan. It  w ill p ay  you to  
Investigate our proposition. W rite  us for particulars.

C. N . BRISTOL, Manager A. T . MONSON, Secretary
F R E M O N T .  M I C H I G A N
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Foundation of the California Navel 
Orange Industry.

Nation-wide interest  has been 
aroused by the news flashed over the 
country  last m onth that  the two orig
inal orange trees b rought  to this  coun
try by the Government from Brazil 
forty-five years ago are doomed to 
die. b ro m  these patriarchs have 
sprung all the Navel orange trees in 
California, and a movement is being 
inaugurated to erect bronze tablets  
on their sites to mark  the birthplace 
of a vast American industry.

These ancestral trees are of the 
W ashington Navel variety  brought 
from Brazil in 1874 by the Departm ent 
of Agriculture, and from them, by 
process of budding into seedling 
stock, have sprung the entire race of 
Navel orange trees, which cover the 
larger pa r t  of 175,000 acres of orange 
groves in California.

One of them stands a t  the head of 
Magnolia  avenue, near the beautiful 
city of Riverside, California. The 
o ther  tree stands in the court  of- Mis
sion Inn, a noted landmark, where 
President  Roosevelt  replanted it in 
1902 as a token of esteem for this 
venerable enemy of race suicide.

These trees have long been to tte ring  
on the verge of senility, and the fear 
has finally been expressed that  then- 
days are over.

Forty-five years of useful activity 
form a proud record for any living 
being, vegetable, animal or even hu
man. Considering that  their progeny 
bore over a $40,000,000 crop of fruit 
last year, according to the estimate  
of the California F ru it  Growers E x 
change, these trees m ust  be viewed 
with a degree of veneration and 
praise.

N ot all California orange trees are 
of Navel variety. This is a winter 
growth. The Valencia product,  in tro 
duced from the Azores and improved 
to meet California standards, flourish 
in summer. Of the forty-five thous
and carloads of California oranges 
shipped in a normal year, about one- 
half are Navels.

The  California Navel orange is 
shipped from December to May, and 
the California Valencia orange is 
shipped from May until December. 
This means that one or the o ther  of 
these varieties is on the m arke t  every 
day in the year.  The  Navel oranges 
in Central California, owing to the 
w arm er days and n ights in the sum 
mer, mature  earlier than the Navels 
in the southern part  of the state  near 
the sea coast, and arrive on the m ar
ket shortly  before Christmas. The 
Navel crop in the southern  belt  is 
ready for first shipments to be made 
a t  about the time the m ovement of 
no r thern  fruit is completed.

Occasionally dealers find customers 
who believe tha t  the  California o r 
anges received in the sum m er time 
(Valencias) are simply winter o r 
anges (Navels) which have been 
picked in the winter and kept in cold 
storage.  This is not  the case. The 
fact that  the Valencia is naturally  of 
a more pale color than the Navel 
leads some people to wrongly  believe 
tha t  the fruit was picked before it 
was fully ripe. Of course no experi
enced fruit m erchan t  is deceived by 
these differences.

The California W ashing ton  Navel 
orange is easily distinguishable from 
the California Valencia orange by the 
peculiar navel formation opposite the 
stem end and which is not possessed 
by the Valencia. The  color of the 
Valencia skin when fully m atured  is 
generally lighter than tha t  of the 
Navel, a lthough the pulp is of a rich, 
bright, orange color. Often in dis
playing California Valencias it is a 
good practice to cut a Valencia in 
half and place it conspicuously on the 
pile of fruit so that  customers m ay  
see plainly that  the fruit is fully ripe 
and not be misled by the natural pale
ness of the skin. The Valencia has 
made friends rapidly, but  it has not 
have grown in large quantities until  
recent years and its characteristics are 
not so well known as are those of the 
Navel which it very closely resembles 
in eating quality.

Do You Know This About Cheese?
Cheese is being used in larger 

quantities since the housewife has 
learned tha t  it may be successfully 
a lternated with fish and meat in the 
menu. A  good American cheese is 
one in which the texture is close and 
compact. If  of good texture, a sam
ple rubbed between the fingers feels 
smooth and waxy. If a cheese con
tains many irregular pin-shaped holes, 
it collects moisture and fat particles 
upon standing, and these cause it to 
deteriorate, thereby causing material 
loss to the grocer. Cheese should 
have an even color, and in order to 
be a ttractive to the buyer should have 
a smooth, waxy finish. Smaller 
cheeses may seem economical from 
the g rocer’s viewpoint,  but the larger 
varieties made may be equally so, 
with the proper care. If  wrapped in 
a damp cloth and then in paper and 
put into the refrigerator,  cheese may 
be kept moist  and fresh for any length 
of time. If  cheese is displayed in a 
glass container, the air should not  be 
wholly excluded, for cheese moulds 
when shut off from an air  supply. 
Food value and price are no t  com
parable in cheese selection. Cheaper 
priced cheese contains just  as much 
food value.

Detroit—The Jo rdan  & Cole Sales 
Co. has been organized to deal in au
tomobiles, trailers,  parts ,  etc., with 
an authorized capital stock of $25,000, 
all of which has been subscribed and 
$10,000 paid in in cash.

Watson-HiggmsHlg.Co.
GRAND RAPIDS. MICH.

Merchant
Millers

Owned by Merchants

Predicts gold by
Merchants

Brand Recommeaded 
by Merchants

NewPerfedionFIour
Packed In  SA X O LIN Paper-lined  

Cotton, San itary Sacks

DICKINSON’S

TRADE i MARK

IT STANDS ALONE

SEEDS
The Albert Dickinson Co.

MINNEAPOLIS CHICAGO

MATCHES
All Types and Sizes to Suit Every 

Requirement

American Safety Strike 
Anywhere Match

The Most Popular 
Home and Smoker's Match

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

Diamond Book Match
An excellent advertising medium with adver

tising on cover as well as on each match.

Made in America, by Americans, o f Am erican  
Materials, for Am erican Users.

We pay City, County, State and Federal Taxes.

Why not patronize Home Industry?

T h e  D iam ond  M atch C o .
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T U R N -O V E R  IN  T H E  GROCERY.

Can Be Augm ented B y Pushing 
Fruits and Vegetables.

Dayton, Ohio, April 13— In nine 
cases out of  ten, turn-over' is a true 
indication of good m anagem ent and 
deserved profits. T o  put it in a little 
different way, a relatively big volume 
for the invested capital represen ts  the 
sum total of all th ings that are done 
to build up sales and pro tec t  the 
business.

Even in small communities  1 4°  not- 
believe that any grocer should be.coiir 
tent with a stock turn-over of less 
than ten or twelve t imes a year and 
in the larger and more thickly popu
lated locations, he should strive for 
and obtain stock turn-over of eighteen 
o r  twenty  times a year. The actual 
net profits where the turn-over is ap 
proximately made once a month, Will 
mostly  show net earnings two and 
one-half to three  times as much as 
where the turn-over is only six or 
eight per year. Th is  represents  the 
difference between success and mere 
living or failure. Expenses will be 
less and the hold on your trade much 
more secure.

In an average sized store with an 
inves tm ent-of $6,000 in stock the an
nual sales total should be $60,000 to 
$72,000 and upward. W ith  an average 
gross profit approxim ating  18 per 
cent, a quick turn-over will widen the 
margin some three or four per cent., 
thus you can raise your average net 
profit, based on sales, from two and 
one-half to three to between five and 
six per cent. This  figured on ten 
turn-overs a year means from fifty to 
sixty per cent, earnings on the invest
ed capital, after proper  allowances 
have been made for interest  on the 
investment,  salary to the p roprie tor 
and such like items which many g ro 
cers neglect  to take into  consider
ation. The proprie tor  is enti tled to 
a salary of TFj or 2 per cent, of the 
g ross sales, thus on a volume of $60,- 
000 he should personally draw about 
$60 per week salary for living ex
penses. He  earns this  by the time 
and effort he devotes to the general 
m anagem ent and buying.

Mere volume alone does not  mean 
quick turn-over;  for the small grocer 
this fact is a clear indication of his 
best  means of competing  with the 
larger and better  established store. 
Under present  conditions competit ion 
is s trong and in no o ther  phase of re 
tailing do we find the gross profits 
and operat ing  expenses so low. These 
are almost untold opportunities for 
costly, unseen leaks and losses from 
waste, spoilage, theft, slow moving 
items, sacrifices of stale goods,  etc., 
and everything possible should be 
done to buy systematically arid in a 
m anner that  will assist rapid move
m ent of the goods through the store,

One of the surest and m ost direct 
ways of solving m any  of the p ro b 
lems in store a rrangement,  m anage
ment, buying and selling, is to give 
special attention  to your green goods, 
T hey  should be concentra ted  and 
clearly departmentized. Continuing 
our arithmetic  on a $6,000 stock and 
sales of $60,000 it will be found that 
the average store will have approx
imately 30 per cent, of this total rep
resented in the sales of fruit and 
vegetables.

On fruits and vegetables,  instead 
of a turn-over of from ten to twelve 
times a year, you can easily boost 
this  up to fifty o r  more t imes with a 
large part  of the stock turned daily. 
To a very g reat  extent this m erchan
dise can be turned into cash with 
profit long before the wholesaler’s 
bill must be paid. Your investment 
probably will not  exceed three  to 
three and one-half per cent, of your 
total stock—$180 to $200—but yield
ing a monthly sale of $1,500 with a 
ne t  profit around $300. F ro m  these 
figures the value of close a ttention 
to fruit and vegetables is apparent,  in 
fact, no o ther  departm ent of your 
business is so im portan t  or  /yields 
any th ing  like the percentage of profit 
on the money invested.

Fruits  and vegetables constitute 
your m ost a ttractive  merchandise and 
when properly  displayed, will not only 
a ttrac t  much business and get more 
sales from regular  customers,  but  can 
be made to show a marked increase 
in the sales of all departments.  In 
vestigation has proven that  the most 
successful stores have found it profit
able— in fact, necessary—to concen
trate their fruits and vegetables in a 
reat .com pact  departm ent in the very 
front of the store where all passers-by 
and custom ers in the store can read
ily see every item carried. It is fatal, 
however, to do this and then jumble 
up your displays on a window ledge, 
or to permit confusion or untidiness 
resulting from picking over the stock. 
The various i tems m ust  be kept sep
arate and distinct, not  only for the 
purpose of attractiveness, but for p re 
venting waste and spoilage, making 
it easy for the customer to select and 
because of the m odern method will 
save 50 per cent, of the time of the 
customer and of the clerk putting  up 
the order.

This a rrangem en t  gives a clear 
passage to the main sales counter, 
eliminates congestion, takes off the 
floor and counters crude and ugly 
crates, baskets, boxes and barrels, 
makes the store neat and clean, re 
sults in the full display of m erchan
dise, economizes floor space, makes 
the whole store visible from the side
walk and enables the clerk to wait 
on the trade or put up orders  quickly 
without running around all over the 
store. W ith  scales right by your fruit 
and vgetable fixture a further saving 
of time and labor will be effected.

About $16,000 per sales person an
nually represents  the average, but this 
store a rrangement,  th rough  increasing 
your volume and turn-over, will g re a t 
ly raise the am ount of business each 
clerk can do, reducing your costs and 
widening the margin of net profit. In 
many well managed stores it will be 
frequently found that  a clerk will do 
a $30.000 business each year.

W ith  your  frequently called for 
package goods  on the shelves directly 
back of the main sales counter, bulk 
staples in the bins a t  the same loca
tion and your green goods, originally 
scattered all over the store, in a 
m odern  fixture a t  the f ront  of the 
store, the clerk will be able to get 
most of the items the customer wants 
at the very beginning and can there 
fore handle a lmost ,\twice as many 
people during the day. This  good 
service means satisfaction to the cus
tomer, particularly  during the rush 
hours and enables you to make deliv
eries in be tte r  time.

Window display is the best  adver
tising a g rocer can do and fruits and 
vegetables make the finest window 
display. W ith their wonderful natural 
colors and beauty, they appeal above 
all the items in the store and have a 
lure and an a ttract ion  tha t  can scarce
ly be resisted. Bring from the store 
room frequently  fresh stock to keep 
your fixtures well filled and your dis
plays att ractive. Th is  keeps the whole 
departm ent alive and prevents  over
looking items th a t  will quickly p e r
ish.

Remem ber tha t  the more conven
iently  you can arrange  your store the 
be tte r  it will be for both  customer 
and you. I t  is a prime rule to a r 
range your entire stock, so th a t  each 
article will be found at one place 
only; do not  bring  surplus stock into 
the store itself and thereby have small 
lots located in three or four different 
places, but keep your reserve in the 
store room. I t  is not  necessary to 
crowd the shelves and counters with 
more than the average days needs but 
make the, various lines of merchandise 
individual and distinct, then to main
tain the good appearance, replenish 
the  shelves or fixtures for your fruits 
and vegetables,  be tte r  the store a r 
rang em en t-an d  make possible special 
displays of slow moving goods, sea
sonable merchandise and items on 
ivluch .you m ay have made a quantity  
purchase.

No m atter  how much you m ay have

put into modern counters,  refr iger
ator. cash register,  scales, electric 
coffee grinder, etc., the whole effect 
of these may he lost unless you avoid 
the old unsanitary method of showing 
your fruits and vegetables in the 
original shipping containers scattered 
over the floor. T rea t  this m ost im
portant  and productive department of 
your business in the manner which it 
deserves; provide the modern equip
ment that will save floor space, time 
and labor, prevent waste and spoiling, 
give more attractive displays of fruits 
and vegetables, give free aisles and 
counters  and plenty of working and 
display room. By doing this you will 
make a long stride forward and will 
be able to handle a greater  variety  of 
fresher goods, which, because of the 
better a rrangem ent and display, will 
appear to be even worth more. M ore
over, this a rrangem ent complies with 
the fundamental characteristic of wo
men which is that  they m ust compare 
values and actually see and handle 
merchandise when buying. To cover 
up goods, even though you leave them 
visible, will not produce sales, on the 
contrary you will decrease the busi
ness—but by having every item in 
plain sight where its quality may be 
seen and tested, you will find a very 
gratifying increase in volume with 
lessened expenses and greater  profit.

J. H. Latchford.

Arbitrary M ethods Adopted to P la
cate Butter Producers.

Grandville, April 13— Back in the 
days of the Civil W ar  substi tutes for 
drafted men were in frequent demand. 
The Government accepted such as 
filling the requirements of the military 
law, but to-day the word substi tute  
refers ra ther  to foodstuffs than to 
men.

A certain scientific investigator has 
reasoned it out through experiment
ing with ra ts  that  animal life can only 
be maintained for a short  time with
out the use of vitamines contained in 
milk and butter.  This is a somewhat 
revolutionary as well as startl ing an
nouncement.

W hile a boy on the farm the writer 
remembers tha t  some specimens of 
the rodent family lived to a great  age 
without the consumption of either 
bu tte r  or milk. It  was thought  in that 
benighted age that  rats could manage 
very well on a menu of grain and 
o ther  edibles in which the vitamines 
of modern science had no part.

I t  is barely possible tha t  modern 
life is so far removed from the ethics 
of the past as to require a more bal- 
aunced ration.

Of one thing we are assured: Since 
the opening guns of the kaiser’s war 
the American people have learned, in 
a very forcible manner, the full m ean
ing of the word “substitute.” Nor 
have they as a people fallen in love 
with the m anner and kind of substi
tutes sold to them  at unheard of prices 
over the counters of the dealers.

The  name butter  still lingers in the 
minds of a m ajority  of our citizens as 
something of a delectable nature once 
spread upon bread for giving it a more 
pleasing taste,  regardless of the  vita
mines. Providing this discovery of 
the scientist  is true, and men and w o
men really  cannot thrive without cow 
butter ,  then t h e r e . are a surprising 
num ber of people still holding to life 
on this  planet who have not  known 
thè taste  of bu tte r  vitamines in many 
moons, some even in years.

Substi tu tes  for cow bu tte r  are as 
numerous as the leaves of the trees, 
many , of them  of very palatable text- 
essity for the  purchaser to do his 
ure, the one drawback being the nec- 
own coloring, and mixing. This  is 
something fierce when you have to 
warm up the mixture in order  to soft
en, it sufficiently to w ork into an edi
ble mass.

T h e  one senseless idea is tha t  of 
the Governm ent refusing to permit 
these substitutes being colored by  the 
manufacturèr. I t  is a pa r t  of the red 
tapeism at headquarters  and a sop 
thrown to the farmers who, by the 
way, are permitted to color their own

butter  products to the extent  of some
times giving that  rich orange hue 
which really differentiates against the 
quality of the genuine article. Of 
course, this color scheme was a sop 
thrown to the farmers back in days 
before the war w'hen all substi tutes 
for butter  were taxed 10 cents per 
pound in order  to discourage their 
manufacture, thus serving to give the 
agriculturist  a m onopoly of the bu t
ter trade. Possibly well and good. 
The  farmer, no doubt,  is deserving of 
much coddling by Government, but 
that this should be carried to the ex
treme of taxing o ther  foods, in order 
that the farmer may monopolize a cer
tain production, is not a sort  of logic 
that will hold water.

The United States was not  builded 
am ong the nations of the earth  for 
the express benefit of any one class 
of citizens, but ra ther  to cater to the 
life, liberty and the pursuit  of happi
ness of all classes

It is as plain as a pikestaff that  if 
the various m argarines on the market 
are not detrimental to health the Gov
ernm ent is in small business seeking 
to tax them out of exis tence If they 
are detrimental to health their m anu
facture should be absolutely forbid
den.

Butter  is good in its place, but be
cause of this  unrighteous war on 
e ight-tenths of our cit izenry by the 
o ther  two-tenths,  wherein the cost of 
living has been boosted beyond any
thing ever before known in the history 
of the world, it is not r ight to contin
ue to legislate in favor of one whole
some article of diet as against an
other.

H undreds  of families in Kent  coun
ty to-day haven’t known the taste  of 
cow butter  in a year. The substi tutes 
come onto  their tables in its place. 
Some of these substitutes will com 
pare favorably with c reamery butter, 
and are in every way superior to the 
output of much of the cow product 
of careless farm housewives who la
bor under the delusion that  anything 
in the line of bu t te r  will pass muster.

There  is little doubt tha t  m ost of 
the substitutes are more wholesome 
for human consumption than some of 
the real farm bu tte r  put upon the m ar
ket to-day at unreachable prices.

The effect of so m any edible butter 
substitutes is sure to work a revolu
tion in the eating habits of many of 
our people, so that  when the world 
and the United States of America in 
particular re tu rns  to a normal condi
tion with regard to the cost of living, 
the fa rm ers’ bu tte r  will find tha t  the 
tastes of a large one-time clientage 
have undergone a change and the sub
stitutes will lie continued while poor 
dairy bu tte r  goes begging in the m ar
ket place.

When this  time arrives it is to be 
hoped that the various palatable sub
stitu tes for butter,  made in a cleanly 
way, safeguarded by st rict  super
vision, may have the coloring matter  
included a t  the factory, so that  all 
butter  and bu tte r  substitutes shall 
stand on the same footing.

This  coloring your  own butte r  is 
one of the pe tty  annoyances forced 
upon the public because of the Gov
e rn m en t’s desire to placate the cow 
butter  producers  of America.

Old Timer.

The  man who buys from farmers 
m ust learn how to take the farmer 
into his confidence. His  accounting 
system should be so complete  that he 
can show the fa rm er ju s t  exactly 
what it cost to do business last year. 
If this  is no t  done, the farmer will 
think you are ge tt ing  rich a t  his ex
pense and as he broods upon this sub
ject,  it will g row  in his mind until 
he takes steps to give you competi
tion. The  safest way would be to 
figure these things on a cost percent
age basis and be satisfied with small, 
but  sure, profits.
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Grasp it!
Seize Your Chance!

H ERE is the Inspection Seal of the National Canners As
sociation.

N ote Carefully
1st

The N ational Canners As
sociation, representing a 
large part of all the can
ned foods packed annually 
in the United States, has 
an efficiently organized in
spection service for the pur
pose of assuring satisfac
tory canned foods prepared 
under strictly sanitary con
ditions.

2nd
Any canner can subscribe 
to this Inspection and A d
vertising Service and there
by secure the privilege of 
placing the Seal on each 
can of his produce which 
meets the Association re
quirements.

3rd
A lread y  arrangem ents have  
been m ade for tw enty-five  
m illion  cases o f  the 1920 
pack to  com e under th is  
inspection ; m any more are 
certain to  be added.

This Seal will appear on the 1920 pack of canned fruit, 
vegetables, fish and other products, passed by the Inspection 
Service of the Association.

A national advertising campaign will make this Seal 
familiar to American women.

The housewives of the country will be told of the high 
class methods of the canners to whom the privilege of using 
the Seal is granted.

They will be told to look for the Seal and be guided 
by it in selecting brands.

This is not a campaign for a single or even a few brands. 
It represents a great forward movement by the Canning In
dustry itself.

Any canner subscribing to the Inspection Service can 
secure the Seal if the product ir up to Association Require
ments.

Why not ask your wholesaler? Make sure when you 
buy that you are stocking Inspected brands, which have all 
the force of the National Canners’ powerful advertising cam
paign back of them. L ,

This is the greatest thing that ever happened for the re
tailer of canned food. Don’t miss your chance.

National Canners Association
Washington, D. C.

A n a tio n -w id e  o rg a n iz a tio n  f r .  m ed  in  13(17, c o n s is t in g  o f iiro -  
d u c e rs  o t a ll  v a r ie t ie s  o f  H e rm e tic a lly  s e a le d  c a n n e d  to o d s 
w h ic h  h a v e  b e e n  s te r il iz e d  b y  h e a t.  It n e i th e r  p ro d u ce s , b u y s , 
n o r  se lls . I ts  p u rp o se  is  to  a s s u r e  for th e  m u tu a l  b en e fit 
o f  th e  in d u s t r y  a n d  th e  p u b lic , th e  b e s t  c a n n e d  foods 
t h a t  sc ien tif ic  k n o w le d g e  a n d  h u m a n  sk ill c a n  p ro d u ce .

------ .

G anm dS^odéJ^M ifâc^.
>on iôur \
; m b h
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M ichigan  Poultry, Butter and E gg  A s so 
ciation.

President—J. IV. Lyons, Jackson. 
V ice-P resid en t—Patrick  H urley, D e

troit.
Secretary ilnd Treasurer—P . A. B ent 

ley, Saginaw .
E xecutive C om m ittee—P . A. Johnson. 

D etroit; H. L. W illiam s, Howell; C. J. 
Chandler, D etroit.

Progress by Michigan Horticultural 
Society During 1880..

W ritten for the Tradesm an.
The year 1880 was a memorable 

one in the annals of the Michigan 
Hort icul tural  Society. There  had 
been a g rowing sentiment tha t  the 
organization which was reaching out 
and making itself useful in o ther  
fields than the g rowing of fruits 
should have a name tha t  comported 
with the range of its activities. The 
subject of changing from “Pomolog- 
ical” to “H or t icu l tu ra l” had been 
broached many times, but the tech
nical fruit g rowers were so assertive 
and so wedded to the name under 
which we were incorporated  that, up 
to the year 1880, all efforts of those 
who advocated the change in name 
to com port  with the  services of the 
Society were unavailing. At the m id
sum m er meeting of this year, the con
t roversy  came to a showdown and 
the change was made by a significant 
m ajori ty  .

The  m atters  under serious discus
sion at the quar te r ly  sessions of 1880 
demonstra ted  the rapid grow’th and 
usefulness of the Society in the whole 
field of horticulture. A m ong the 
scholarly papers presented  I note the 
following titles: Evergreens for P ro 
tection; The  Science of Canning; Im 
provement of Rural School Grounds; 
Children’s Education in Hort icul ture;  
The  Oaks of Michigan and the W orld ;  
Migration of Birds; W h a t  is W rapped  
in a Seed; The H om e Vegetable  Gar
den; Memorial T rees ;  Classification 
of Exhibits a t  Fairs ;  Value of School 
Gardens.

The  death of the venerable and be 
loved form er President  and Secretary 
J. P. Thompson, occurred  during 
this  year and the tribute paid to his 
m em ory by Hon. S. L. Fuller,  so 
long the T reasurer,  w-as the voice of 
the entire Society. Mr. T h o m p so n ’s 
scholarship, enthusiasm  and gift of 
expression were g reat  assets to the 
young Society during its formative 
career.

There  are a few names of men 
whose equipment and experience were 
given freely and effectively about this 
period to the work of popularizing 
horticulture am ong the farm ers as 
well as the residents of cities, whom  
we ought to take delight in recalling, 
because of their conspicuous services: 
David W oodward  and S. B. Mann, of 
Lenawee county; Charles Coryell, of 
Hillsdale; H. Dale Adam s and J. N. 
Stearns, of Kalamazoo; W illiam Rowe

and S. M. Pearsall, of Kent, Robert  
and l-rank Kedzie, of Ingham ; G. H. 
La Fleur, Allegan.

Among the distinguished gentlemen 
from outside the State  w?ho brought  
enthusiasm, inspiration and valued 
experience to us were Professor 
William Saunders,  of Ontario , J. S. 
W oodward, N ew  York; Dr. John  A. 
W arder, of Ohio, and Secretary R a
gan, of Indiana.

The University of Michigan joined 
with the Agricultural College in 1880 
in rendering  valuable assistance to the 
Society th rough  the presentation of 
learned papers a t  the meetings. I 
recall particularly  the contribution of 
Professors  P resco t t  and Winchell .

Two things accomplished by the 
Secretary of the Society during this 
year added greatly  to the prestige 
of the organization in public libraries 
and o ther  state and district associa
tions engaged in similar undertak
ings. Our  volumes, issued each year, 
were valued because of the high 
character  of the contributions and 
were sought by libraries th roughout 
the country. Their  value, however, 
was hampered by the fact tha t  no a t 
tention had been given h itherto  to the 
indexing of the volumes and com 
plaints came from all sides tha t  the 
good th ings which gave character  to 
the Society transactions were not 
available to busy people because it 
required so much time to find the 
desired information. A com prehen
sive and carefully analyzed index of 
the ten volumes, including 1880, was 
made a par t  of the last volume. This 
proved to be of inestimable value 
and increased the demand for com 
plete sets of the volumes to such an 
ex ten t  that  the Society, in order to 
meet the requests, sought  the coun
try  over for s tray  copies to complete  
sets for libraries and studious hort i
culturists.

F o r  fourteen years,  two young men

You Make
Satisfied Customers

w hen 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 M illing Co
T he Sunshine Mills 

PLAIN WELL, MICHIGAN

Always Maintaining
A policy founded on modern m ethods with service as the para
mount feature has brought to us success. Your order w ith us for

Fruits and Vegetables
insures you a profitable fruit department.

M. Piowaty & Sons of Michigan
M AIN O FFIC E, G RAND R A PID S, M ICH.

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

OUR NEAREST BRANCH WILL SERVE YOU

Kent Storage Company
W holesale Dealers in

BUTTER EGGS CHEESE
PRODUCE

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

Phone, write or wire us.

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

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

Correspondence Solicited
Frank T. Miller, Sec’y and Treas. Wm. Aides Smith Building
_______  Grand Rapids. Michigan

WE BUY AND SELL
I S d l ’ E j S t0W h S nvn?,^aApPl* ^ Ca0Ver Seed’ T im othy Seed, Field aeeas, Eggs. When you have goods for sale or w ish to purchase

W RITE, W IRE OR TELEPHONE US
Both Telephone« U17 M o S e l e  V  B r o t h e r s  G R A N D  RAPIDS. MICH.

__________________________ ______  J  " I U I U C I B ,  Pleaaaat St. aad RaBroadi
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of H ubbardston, Michigan, Charles F. 
Wheeler and Erwin F. Smith, had, as 
an expression of their loving devotion 
to an idea, gathered  material for the 
compilation of real value of the flora 
of Michigan. This painstaking work 
was b rought  to the attention of the 
distinguished botanist ,  P rofessor W. J. 
Beal. After careful examination of 
the work, it received his unqualified 
approval. As the young men had no 
means for placing their work  before 
the public, the Secretary laid the sit
uation before the executive board of 
the State  Horticultural Society in a 
persuasive communication, urging 
that to give publicity to this adm ir
able compilation would be perfectly 
germane to the activities of the o r 
ganization if it would undertake,  
th rough  the publication of the “Mich
igan Flora,” to carry to the horticul
turis t the message that there was an 
intimate relationship between a 
knowledge of botany and success in 
practical horticulture. A favorable 
decision was rendered and “Michigan 
B lora ’ became a valuable contribution 
to the annual report  of 1880. The au
thors  were enabled, through the is
suing of a considerable edition of re 
prints, to secure valuable publicity 
for their labor of love at a very small 
expense.

These young men attained fame in 
both botany and horticulture and, 
through their unusual service in the 
National D epartm ent of Agriculture, 
dem onstra ted  the wisdom of the en
couragement given them in their first 
im portan t  contr ibution to botanical 
science.

In this year (1880) the Secretary 
began ga ther ing  the material for the 
“H is to ry  of Michigan H or t icu l tu re” 
and in this earlier publication took 
the initial steps which led to an ad
mirable compendium, made by Presi
dent T. T. Lyon, which is written into 
the perm anent  history of our State.

It was during this year that  the o r 
ganization of local horticultural so
cieties reached its climax and the Sec
re tary  was receiving constant calls to 
various localities in the promotion of 
this work. An urgent  invitation was 
extended to him to lend a hand at 
Coldwater on a set date, saying he 
would be met at the station by Deacon 
Selover who would pilot him to the ' 
place of meeting. It was a beautiful 
June day and, as the Secretary alight
ed from the coach, an elderly gentle
man spotted him at once and conduct
ed him to a one horse rig of very 
modest appointm ent s tanding at the 
curb. H e  remarked, “ It  will be a 
couple of hours before our meeting 
will commence at one of our country 
homes and I thought  you would like 
to jo g  a round town and see what 
kind of a city we have. W e are proud 
of our homes and perhaps you do 
not  know we have made quite a repu
tation in breeding fine driving horses. 
You needn’t take my old nag as a 
sample, however.”

W e leisurely sauntered about the 
city and, finally, the Secretary was 
asked if he would like to see the fair 
ground, to which suggestion he gave 
hear ty  acquiescence. After  inspect
ing the buildings, Mr. Selover rem ark 
ed, “I t  is said w’e have the best track 
in the State  for testing t ro tt ing  stock.

I wfill drive through this opening as 
I see the bar is down and you can 
pass your judgm ent on it.” A t this 
point he t ightened his reins. The 
old nag” was suddenly transform ed 

into a race horse and was traveling 
about the track a t  a three minute 
gait. The Secretary grabbed his hat, 
gripped a hold upon the buggy seat, 
held his breath until the round of the 
track was finished and the race horse 
assumed the original role of an “old 
nag.”

“Did I understand correctly,” re 
marked the Secretary, after recover
ing from the shock, “that  it was 

Deacon” Selover who was to meet 
me at the tra in?”

\  es, my son, but deacons in Cold- 
water are fond of good horses.”

Charles W. Garfield.

The Two Sides.
At 5 o ’clock the o ther day I over

took two neighbors of mine. One 
was a carpenter, on the way home 
after eight hours of work and under 
obligation to work no more at his 
trade that  day. Fhe o ther was an 
instructor of English, also on the way 
home after eight hours work, bill 
about to work four hours more. They 
were discussing the usual subject.

Before the war,” said the carpenter, 
“ I got 35 cents an hour for my work, 
and it bought me a pound of butter;  
now I get 70 cents an hour for my 
work, and it still buys me a pound of 
butter .”

The instructor smiled. “Before the 
war, he said, “ I got  35 cents an hour 
for my work, and it bought me a 
pound of butter;  now I get 38 cents 
an hour for my work, and it buys me 
a pound of oleomargarine.”

Frank  Stowell.

This Time of Year,
Now we must read of food for chick

ens
T h a t  makes them  lay eggs like the 

dickens.

If money is so slippery that you can 
hardly keep hold of it when you are 
watching it all the time, how can you 
expect to get some enormous re turn  
for money which you invest in some 
far-away scheme, which you will p ro b 
ably never see and which is absolute
ly beyond your control?

W hen winter dies spring will fur
nish the flowers.

GROCERS and BUTCHERS
The 20th Century Com puting Scale 

W o rld ’s Best.
Liberal exchange allow ances for old 

sca les. W rite for details.
W. J. K ling

843 Sigsbee St., Grand Rapids, Mich.

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

Improved
f t

Honey Comb Chocolate Chips

You ve tried the rest 
Now Buy 

„ ~ the Best

W. E. TAYLOR. Maker Battle Creek« Michigan

W E ARE HEADQUARTERS  
WHOLESALE

F r u it s  a n d  
V e g e t a b l e s
Prompt Service Right Prices 

Courteous Treatment

Vinkemulder Company
G R A N D  RAPIDS MICHIGAN

T h e  M c C a s k e V R e g i s t e r  C o ..
ALLIANCE, OHIO

“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 Weilston Manufacturing Co.
WELLSTON, OHIO, U. S. A.
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M ich igan  Retail Hardware Association.
1’resident-;—Geo. W . Ineedle, M arshall.
^ ie e - l’re s id en t—J . 11. I>ee. M uskegon.
Secretary—Arthur J. Scott, Marine 

City.
Treasurer—W illiam  Moore, D etroit.

Persistence is Essential in the Paint 
Department.

W ritten for the Tradesm ar
The paint department is one of the 

most important  factors in the ha rd 
ware dealer’s spring trade. W ith  the 
general slackening in building oper
ations, there  are fewer new buildings 
to be painted; but the tendency of 
the past  few years to postpone pa in t
ing  old buildings on account of price 
conditions has resulted in the accumu
lation in every community of a host 
of frame structures th a t  are fairly 
hollering for paint and lots of it.

These prospects are, according to 
some hardware  dealers, difficult to 
sell. According to others, they are 
not so difficult to sell provided you 
go after the business a long the right 
line.

A big factor in landing paint orders 
—particularly  orders  for exterior  
paint—is persistence.  Most dealers 
at the outset of the season see br ight 
prospects ahead for the success of 
their spring paint compaigns.  They 
jump into the game with enthusiasm, 
and their earliest  efforts are fully up 
to the mark. But a little later, when 
sales perhaps do not come as readily 
and as quickly as had been antic ipat
ed, their efforts lag: and before the 
season is half over they are engrossed 
in waiting on regular  customers and 
are making no special efforts to push 
paint.

Now, that  is not the way to get 
paint business. To  sell paint,  you 
must not merely go after the trade, 
but you m ust keep after it. I t  is no 
business for the quitter;  but for the 
man who sticks to it, paint selling is 
a paying proposition.

Take your advertis ing campaign. 
You have, perhaps,  mapped up a fol
low-up scheme on a comprehensive 
scale, involving the distribution of a d 
vertising literature over the counter 
and through the mails, newspaper a d 
vertising and window display. Now, 
a single display or a single advertise
ment doesn’t constitute a campaign: 
much less the sending out of a single 
circular. You m ust  follow up your 
first effort with others.

For  paint selling is, after all, large
ly a m atter  of educating the customer. 
You must prove to him tha t  paint is 
not merely  a luxury but a necessity; 
that it pro tects  his p roperty ;  tha t  it 
saves his money and that it is worth 
while from a sanitary point of view. 
You can’t prove this in a single let
ter  or  booklet or in a single personal 
talk. F rom  the initial point where 
his lagging interest is aroused to the

concluding stage where you “sell” 
him, is often a long and tedious p ro 
cess.

1'here is ano ther  point that it will 
pay the discouraged dealer to bear 
in mind; the man whose best efforts 
have apparently  elicited only a limited 
response. The immediate re turns 
from paint advertis ing are by no 
means all the returns. The custo
mers who come this week, or  this 
month, or  even this season, are not 
all the customers your spring paint 
campaign will bring you. A lot of 
people interested this spring will per
haps not buy until  next fall; perhaps 
not  until next spring. Yet you have 
paved the way for selling them  by 
this spring’s advertising. The moral 
is: keep after your prospects from 
week to week, from m onth  to month, 
from season to season and from year 
to year.

1 he results  of paint advertis ing are 
cumulative. The longer you keep at 
it. the bigger and surer your re turns 
become. Each sale you make helps 
you to secure additional customers. 
\ \  hen you educate a prospect regard 
ing the actual value of paint, you edu
cate him for the immediate sale; but 
you also make it easier to sell him 
when, a few years hence, he needs to 
paint again.

It is my firm conviction that  good 
advertis ing is never wasted; and p a r
ticularly is this  true of good paint ad
vertising. I have known instances 
where one dealer’s advertis ing has 
failed to land a m an ’s first order but 
has landed his business for a second 
job, years later.

This point ought  to be encouraging 
to the dealers who, finding the re 
sponse to their efforts a little slack, 
are apt to  exclaim: “Oh, w ha t’s the 
use!” and to quit cold when what 
they ought  to do is to push paint all 
the harder.

It  will pay you to kep tab as closelv

Store and W indow

A W N I N G S
made to order of white or khaki duck, 
plain and fancy stripes.

Auto Tents, Cots, Chairs, Etc.

Send for booklet.

CHAS A. CO YE, Inc.
G R A N D  R A P I D S ,  M I C H I G A N

as possible upon individual prospects, 
aud to go over your list from time to 
time. You are advertis ing generally, 
of course; your window display and 
your newspaper space is designed to 
appeal to the general public; but you 
also have your special prospect list 
of individuals who, to your knowledge 
are likely to paint this season.

Refresh your memory by glancing 
over this list from time to time. Then 
if you happen to meet one of the in
dividuals listed as a particular p ros
pect, snatch the opportunity  to can

vass him personally. If  a prospect 
comes into the store for something 
else, take a few minutes to talk paint 
A percentage of the people to whom 
you are mailing advertis ing matter 
are interested to a certain extent,  but 
they don’t like to broach the subject 
to you for fear you’ll sell them. It 
is a curious state  of mind to be in, 
but it exists. If  you know a custo
mer for a paint prospect,  don’t-hes i
tate to talk paint.  Sales are often 
made in this way tha t  otherwise might 
be postponed or entirely lost.

Michigan Hardware Co.
Exclusively Wholesale

Grand Rapids, Mich.

Foster, Stevens & Co.
Wholesale Hardware

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

Grand Rapids, Mich.

Wilmarth show cases and store fixtures in W est Michigan’s biggest store

In Show Cases and Store Fixtures 
Wilmarth is the best buy—bar none.

C a ta lo g — to  m e rc h a n ts

Wilmarth Show Case Company 
1542 Jefferson Avenue Grand Rapids, Michigan

M ade In G rand R apids'
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1 lien, take the customers who have 
come in and secured estimates,  and 
looked over color cards, and yet have 
refused to be led up to the buying 
point. These people especially should 
be followed up.

In the first place, never let a custo
mer go unsold until you have at least 
his promise to see you again before 
he buys. It is no uncommon thing 
for a salesman—and particularly an 
inexperienced clerk—after showing a 
customer color cards, and making 
estimates,  and quoting prices and do
ing his level best  to make a sale, to 
get peeved when the customer con
cludes by saying: “Well, I guess I ’ll 
have to talk it over with the wife 
first.” It is an annoying termination 
to a splendid effort in salesmanship. 
For  the salesman knows that  consult
ing the wife is a mere subterfuge, 
designed to cover retreat.  In such a 
case the salesman is apt to let the 
customer go with a curt “Good-bye!” 
or a ra ther snappy “Anything more 
to-day?”

Now, that  is merely  human and 
natural:  hut it isn’t salesmanship. 
Salesmanship aims always to retain 
the good will of the customer. So, 
when the prospect explains that he 
will have to see his wife first, why 
not suggest in the friendliest way im
aginable that you’ll be glad to call at 
any time and show the wife your 
color cards and explain the m atter  
to her; or to have them both come in 
and go over the entire ground again. 
And, above all, get the m an’s promise 
to see you before he does buy. That  
will in many cases prevent him going 
elsewhere without giving you another 
chance.

Keep an eye, anyway, on the pros
pect who has been “almost sold.” If 
he doesn’t come back, don’t sit back 
and wait for him; telephone him or 
write him personally or call on him. 
The man who has got estimates and 
perhaps actually selected a desirable 
combination should not be left to his 
own resources.  Keep right after him 
until you land the business—or until 
he flies for refuge to some other 
dealer. And if he does the latter,  look 
him up and jolly him into the frame 
of mind where, next time he orders 
paint, he will feel that you are en
titled to the preference.

In the paint department it pays to 
work your hardest  right now and at 
the same time to look to the future. 
F o r  the work you do now will con
tinue to bring you re turns in a g re a t 
er or less degree as long as you re 
main in the business. In re turn  for 
your efforts you secure, not merely 
the immediate business that can be 
directly traced, but the indirect re 
sults that  make it easier for you to 
sell again, and that  influence, not 
merely  the prospect on whom you 
are working, but a host of o thers  
whom his satisfactory experience with 
your brand of paint will influence.

So, having started your spring paint 
campaign, keep at it. T hat  is the 
keynote of success in paint selling.

Victor Lauriston.

Your show window tells a story 
every day to the passing public. If  
that  story is one tha t  inclines them 
to buy, well and good. If  not, it is 
your own fault.

Sand Lime Brick
Nothing *• Durable 
Nothing as Fireproof 

Make* Structure» Beautiful 
N o  Painting 

N o Cost for Repairs 
Fire Proof 

Weather Proof 
Warm in Winter 
Cool in Summer

Brick is Everlasting

Grande Brick Go., Grand Rapids 
So. Mich. Brick Co., Kalamazoo 
Saginaw Brick Co., Saginaw 
Jackson-Lansing Brick Co. Rivea 

Junction

Signs of the Times
Are

Electric Signs
Proareaaive merchants and manufac- 

turera now realize the value of Eftcfrfr 
Advertising.

We furnish you with sketches, prices 
and operating coat for the asking.

THE POWER CO.
Bell M 797 Citizens 4261

The John Seven Co.
Grand Rapids, Michigan

W holesale

Paints and 
Wall Paper
Distributors: Benj. M oore’s Paints, 

M uresco and Varnishes
T h e  J. B. Pearce C o .’s W all Papers

Colum bus Architechural and 
Autom obile Varnishes

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

OFFICE O UTFITTERS
LOOSE LEAF SPECIALISTS

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

A ttention, Mr. Retailer, please
Do your Books show , in connection w ith  your Annual Inventory, Exact G ross 
Profits on M erchandise Sold? Incom e T ax R eturns require th is fact.

T H E  E L Y ’S  C O M P L E T E  B U S IN E S S  R E C O R D  
(P rice $5.00. Cash w ith  order)

F urnishes not only th is, but other essen tia l details o f your business, ready to 
hand, for Ten years, w hich are worth m ore than the book costs.

L. A. E L Y ,  262 Grand Boulevard, W est,
D etroit, M ichigan.

Pump Portions of Bowser System

Note cleanliness and orderly 
arrangement of store. Tanks 
in basement or underground 
insures safety.

Profit in Cleanliness
If, by chance, a customer looks into your oil room, what 

is revealed?
Cleanliness?
Neatness and Order?
Or is the look within merely depressing and disgusting?

SYSTEMS

installed in your store for the storage and distributing of oils, 
kerosene and gasoline, assures your customer the cleanliness 
and orderly arrangement of your Oil Department are character
istics of your entire establishment

Bowser pumps are accurate, clean and economical.
Bowser tanks are safe, clean and neat. A combination 

that means Satisfaction and Profit.
Signify your interest by asking for literature.

S. F. BOWSER & CO., Inc. FORT £££*•,ND
Canadian Office and Factory, Toronto, Canada.

66-68 Frazer Ave.
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Decided Never to W ear Borrowed  
Clothes Again.

(irandvillc , April 13—T here  were 
two stores at W ingdam  at the time.

The batt le royal between Sim Roper 
and Jack McDaniels was fund for 
more than a nine day wonder and dis
cussion am o n g  the feminine portion 
of the W ingdam  population.

T here  was a “four hundred” all 
right in the town, and to this  belong
ed the two young men who created 
all the excitement.

There  was a girl in the case, as 
there very naturally would he. Daisy 
Seacomh was the daughter  of well-to- 
do parents, the belle of the hack- 
woods metropolis as well, and she 
and Mr. McDaniels were very much in 
love.

Jack clerked in the general store of 
Ivison & l ’innew. Muskegon lum ber
men. who did a thriving business in 
pine lands and mercantile  pursuits,  
the headquarters  for the firm being 
at the Sawdust City.

Sim Roper had long been enam ored 
of Daisy and tried his best  to get the 
inside track as against Jack Mc
Daniels. The  latter, however, seemed 
to have a cinch on the p re tty  Miss 
Seacomb’s affections until  an incident 
happened that came near making a 
mess of the matrimonial hopes of 
two as tine young people as the M us
kegon valley ever boasted.

Roper boasted his blue blooded 
pedigree, sported a cane and hailed 
recently  from the then wonderful 
city of Chicago, from whence it was 
whispered his wealthy parents  had 
wisely shipped their  son to the wilds 
of Michigan to tame down his p ro 
pensity to sow too many wild oats.

The moment he got his eye on 
fluffy-haired, dimpling little Miss 
Daisy, the Chicago biueblood set 
about making a conquest.  It  was 
this resolve on his pa r t  that  led to 
the encounter  on the dam about which 
my story revolves.

Jack McDaniels was the light and 
life of the  num erous parties held at 
Wingdam. These sociable affairs 
were not infrequent,  consisting of 
“bussing bees", dancing, spelling 
schools,  sleighing and coasting ga th
erings at which Jack shone, and to 
which Roper devoted himself in order 
to meet Miss Seacomh.

"I' ll  make that bump-on-a-log take 
a hack seat before 1 get th rough ,” 
chuckled the Chicago blood in the 
hearing of Jim, the clerk in the other 
store. Jack  and Jim were friends in 
a way. a lthough rival m erchant  clerks, 
and Jim really wanted Jack to make 
good with his girl.

There  was no such neat  dresser in 
town as Jack, for which there  was 
good reason, as the sequel will show.

t in e  day Roper entered  the Ivison 
& Finney store, engaged the clerk in 
conversation—not  Jack, hut an extra  
hand who had come from Muskegon 
to help ou t—and finally settled on 
buying a suit of clothes of the sm ar t
est pattern.

"You'll look swell in that  all right." 
ventured the clerk.

“T h a t ’s what I 'm aiming at." chuckl
ed Roper, as he paid for the suit and 
stru t ted  out of the store sucking his 
cane.

"A plumb fool!” was the thought  
of the clerk, and then Jack came 
along. On learning that his rival had 
purchased a suit of clothing, he could 
not help wondering why he had p a t 
ronized the backwoods store.

That  night a party  was given at the 
big hoarding house of one of the mills 
and. of course, all the young folks 
were out. Jack am ong them. He 
shone resplendant in a spick and span 
new suit, the best the store afforded. 
The clerk seemed to be extravagant 
where clothes were concerned, wear
ing to J im 's certain knowledge half a 
dozen different suits dur ing  the win
ter. when one. or  two at the outside, 
was considered even by the four 
hundred as about right.

"Jack's robbing his employers, that 's  
what he 's doing,” suggested big Bill 
Rentier,  one of the mill hands. "H ow

can he wear such good clothes on his 
salary, I ’d like to know, if he isn’t?”

This  suggestion of Bentlers came 
to the ears  of Daisy, She seemed a 
little troubled after  that.  Jack, serene
ly innocent of the whispered sus
picions of his neighbors, went about 
his business as blithe and happy as an 
engaged man is supposed to be.

Jack  and Daisy were engaged and 
everyth ing was going smoothly until  
the eventful pa r ty  a t  the boarding 
house. Daisy had a severe headache 
and was unable to go. Jack  went, 
however, and there  encountered  Ro
per exhibiting a picture to some of his 
friends, chuckling and making m erry  
about,  "his latest  girl.”

One glance and Jack McDaniels 
went white.  The tin type so glibly ex
hibited was a picture of Daisy Sea- 
comb. H ow  did this  fop from Chica
go come by her picture? W hen  op 
portunity  offered Jack mentioned it 
to Roper, and the lat ter  boasted that  
the girl had given it to him earlier in 
the day.

Jack went home glum with a sud
denly aroused fear. H e  went to call 
the next day and was told that  Daisy 
was too ill to see him. After  that 
Jack and Roper met on the milldam 
in front of the M err i t t  sawmill and 
“had it out.” The lie was passed and 
a scrap followed. Men rushed from 
the mill w'hen Jack  had the o ther 
down and was pummeling him vig
orously.

Jack had one eye dressed in m ourn 
ing while the o ther  pa r ty  to the un
pleasantness quit the town and was 
never seen afterward.

A week later, after his eye had re 
covered its wronted appearance, Jack 
called at the Seacoinb residence only 
to learn that Daisy had left town for 
an indefinite visit with relatives wray 
down in the State  of Maine. Jack  
wasn’t quite himself for some time 
afterward.

Early in the Spring, while J im  was 
closing up, putting  on the blinds to 
the front doors and windows, p re 
parato ry  to going home, w'ho should 
call hut Jack McDaniels.

"Hold  up a minute, Jim, I want to 
tell you something,” said he.

The two clerks sat down and Jack 
told the sequel to that  fight on the 
dam which had so excited W ingdam  
some weeks before.

It seemed that  Jack  came to believe 
tha t  Daisy had given the o ther man 
her  tintype, and tha t  it was all off 
between the girl and himself, when a 
sudden flash of m em ory  illumined his 
brain  and placed a new meaning to 
the event.

" I t  was tha t  suit of clothes Bob sold 
Roper.” explained he. And then Jack 
confessed tha t  he had been in the 
habit of borrowing  a suit to wear at 
parties, from the store, replacing them 
nicely folded the next morning. It 
was a reprehensible  habit,  he admit
ted. and that  suit Roper had purchas
ed was one he—Jack—had worn on a 
previous occasion. While wearing it 
Daisy had presented him with her 
picture which he had th rus t  into the 
inner pocket, forgetting all about it. 
and this was where his rival had found 
the tin type later, using it to annoy 
and disturb two loving hearts.

" I ’ll never wear borrowed  clothes 
again," declared Jack at the conclu
sion of his explanation. He had writ
ten to Daisy explaining, and a for
giving letter from her received that 
m orning had sent him over to me 
with the little story  as I give it to the 
reader. Old Timer.

He W as Unlike the Lawyer.
The lawyer was cross-examining a 

witness to a robbery. “W hen  did the 
robbery  take place?” he asked.

"I think—” began the witness.
"W e don’t care what you think, sir. 

W e want to know what you know."
"Then  if you don’t want to know 

what I think. I may as well leave the 
stand. I can’t talk without thinking. 
I 'm  no lawyer."

■ED CROWN Gaso- 
 ̂ line is made espe

cially for automobiles. 
It will deliver all the 
power your engine is 
capable of developing. 
It starts quickly, it accel
erates smoothly, it will 
run your car at the least 
cost per mile, and it is 
easily procurable every
where you go.

Standard Oil Company
(Indiana)

Chicago, 111.
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Gabby Gleanings F rom  Grand Rap

ids.
Grand Rapids, April 13— Geo. A. 

Case, formerly buyer for Beese & 
Porte r ,  dry goods dealers of Petos- 
key, has taken the position of t ravel
ing representative for the Grand Rap
ids Dry Goods Company, with head
quarters  at Flint. He will cover the 
trade of Flint and environs.

Glenn Hamill, head clerk in the 
store of the Michigan Tanning  & 
E x trac t  Co., at Petoskey, has been 
appointed manager, to fill the vacancy 
created by the resignation of H. L. 
Monteith.

Erwin DeYoung, book-keeper for 
the Michigan Hardware  Co., under
went an operation for appendicitis at 
Butterworth  hospital Monday. At 
last accounts the patient was doing 
well.

F rank  E. Leonard  (H. Leonard  & 
Sons) has been confined to his home 
by illness for several days.

H. L. Monteith, who has been m an 
ager of the general store of the Mich
igan Tanning  & E x trac t  Co., a t  Pe 
toskey, has taken the position of U p
per Peninsula traveling representa
tive for the Grand Rapids Dry Goods 
Company, with headquarters at the 
Soo. Mr. Monteith was a resident 
of the Soo several years ago.

A day or two ago I had working 
with me a candidate for a place with 
us as salesman. This man hunts deer 
every year in the Upper Peninsula. 
He says deer hunting and salesman
ship are closely allied and reasons 
thus: To be a good deer hunter  one 
must be patient and wait, perhaps one 
full day, two or three days, before he 
gets a sight  of a buck. And to be a 
good salesman, he says, requires as 
much patience as is necessary to bring 

.in the antlers when the snow lies deep 
in the forests north of the Straits. 
Sounds as though there is something 
in this philosophy.

Some of us seem to have a m istak
en impression of our relations with 
our employers. Some of us write to 
the sales department in a fashion that 
would lead to our forcible ejection if 
the language used were delivered o r 
ally. I had occasion recently to cor
rect a salesman for his misuse of 
language to the sales department and 
was told that  he felt privileged to 
write as he did because he worked 
on commission. Aside from the fact 
that a gentleman writes as he speaks, 
sugar still catches more flies than 
vinegar ever did.

Charlie Chaplin, replying to his 
wife’s nonsupport  charge, says he 
gave her $102,000 last year. Evident
ly Mr. Chaplin doesn’t take into ac
count the manner in which women are 
now accustomed to be supported.

The anthracite  workers demand a 
th ir ty-hour week. As a result, m em 
bers of coal arbitration boards will 
continue to work seventy-two hours 
a week.

The doctors are beginning to hedge 
a little. Now one of them  says kiss
ing is not harmful unless done so 
early in the day tha t  the “sun’s 
purifying rays have not cleansed and 
sterilized the lips,” This, considering 
the average person’s distaste for beer 
phonograph music and kissing early in 
the morning, practically amounts to 
a complete  re treat  on the par t  of the 
doctor.

Douglas Malloch writes as follows: 
W e already have called the attention 
of the politicians to the fact that  the 
great  public questions that  confront 
the .A m erican  people in the elections 
about to come will be settled by peo
ple who say “a little piece” instead of 
a short  distance, who call a magazine 
a “book,” who stick their heads out 
of car windows, who manicure their 
teeth in public, who call a dog a 
“dawg,” who read Snappy Stories, 
blame the Y. M. C. A., who think that  
higher wages is the cure for the high 
cost  of living, who believe public 
officers are crooked et cetera e t  cetera 
et cetera. But now they m ust re 
member that  these questions are go
ing to be settled also by the people 
who chew gum, who wear hosiery of a

color different from the color of their 
skirts, who like jazz “music,” who 
giggle when a child says something 
embarrassing, who discuss what “he” 
said, who visit over the ’phone, who 
think they ought to borrow  some 
money and buy a car et cetera et 
cetera et cetera.

J. Harvey Mann (Foster ,  Stevens & 
Co.) was taken to Blodgett  hospital 
one day last week in the belief that 
he would have to be operated on for 
appendicitus. He improved so rapid
ly, however, that  the plan of sub
jecting him to an operation was aban
doned. He is rest ing  up for a few 
days prepara to ry  to resum ing his 
regular duties in the store.

Louis J. Koster  is now on his forty- 
first year with Edson, Moore & Co., 
all but four of which he has spent on 
the road. His eyes are as bright and 
his step is as springy as they were 
back in 1883, when he had to climh 
two flights of stairs to pay his re 
spects to the Tradesm an and leave 
his grips out in the hall, because of 
the meager dimensions of the office. 
Now that we are located on the 
ground floor, he drops in on the least 
provocation, throws his grips around 
promiscuously, puts his feet on the 
editor’s desk, orders  the janitor  to 
bring him a drink of water (all we 
have on tap now) and otherwise con
ducts himself as though he owned the 
establishment and the present  occu
pants of the office to hold their posi
tions as a special favor granted  to 
them by himself.

I am still looking for the foolishest 
sight  in the world. Up to date it is a 
woman leading a pet dog. There  are 
so many children who need m other
ing that  it seems the lap dog ought 
to be left to w orry  along.

I never see a store with the sign 
“W e Sell Below Cost” that  the store 
isn’t vacant;  and the store was a fail
ure for one of two reasons; either it 
did sell below cost, or it didn’t. The 
public found out the tru th  and broke 
it one way or the other.

T ru th  is not only often spoken in 
jest, but sometimes by accident. For  
example I heard a lecturer begin the 
other night in this wise: “Before I 
deliver my lecture, I have something 
to say.”

One on B ro ther  Beets.
Rev. H enry  Beets, the well-known 

Dutch clergyman, makes it a point 
to welcome any strangers  cordially, 
and one evening after  the completion 
of the service he hurried down the 
aisle to station himself at the door.

A Swedish girl was one of the 
s trangers  in the congregation. She 
is employed as a domestic in one of 
the fashionable homes, and the min
ister, noting that  she was a stranger, 
stre tched out his hand.

He welcomed her to the church 
and expressed the hope tha t  she 
would be a regular a ttendant.  Final
ly he said that if she would be at 
home some evening during  the week 
he would call.

“1 ’ank you,” she murmured bash
fully, “but Ay have a fella.”

Mr. Hoover is now definitely in 
the Republican camp. By this crisp 
reply to the enquiry from Boston he 
makes explicit what has been im
plied more and more strongly in his 
successive s ta tem ents  regarding his 
position. He will not accept a nom 
ination at San Francisco, even if he 
should lose a t  Chicago. He has a l
ready said that  he will not bolt. Pa r ty  
regularity cannot go further. His 
clear-cut pronouncement, while dis
appointing to many Democrats  and 
independents,  will in the nature of 
things benefit his candidacy for the 
Republican nomination.

General Conditions in W h ea t  and 
Flour.

W ritten for th e  Tradesm an.
1 here has been no change in the 

trend of wheat and flour prices dur
ing the past  week; both have shown 
advances over a week ago and a p 
pear to be in a very strong position 
with further advances probable.

E xport  buying of both wheat and 
flour continues in fair volume and 
fairly good business is anticipated for 
the next sixty to ninety days.

I here has been one br ight spot in 
the crop outlook; that  is the report  
from the spring wheat country  where 
seeding conditions are favorable.

The  loss of approximately 300,000,- 
000 bushels of winter wheat on this 
year’s crop compared to last year’s, 
as estimated by showing, must be 
made up as much as possible in seed
ing of spring  wheat,  for we never 
needed a big crop more than we do 
this year and prospects thus far have 
been unfavorable as a whole.

Of course, flour at $16.00 to $18.00 
per barrel is practically the cheapest 
food stuff on the market to-day and 
the public can well afford to pay the 
producer $2.50 per bushel for wheat 
for the sake of having extra effort 
placed on this crop.

A serious crop failure is going to 
result in a much higher price than 
this without benefit to the producers 
as a whole, for without a crop high 
prices do not benefit the farmer and 
are a de tr im ent  to the consumer, but 
a price showing the producer a reas
onable profit even though it be $2.50 
per bushel or a trifle more will not 
be an excessive charge for the con
sumer to pay and will encourage p ro 
duction of the grain.

Lack of efficient farm help, or for 
that m atter ,  farm help of any kind, 
is bound to be a factor in the price 
of food stuffs, as it is steadily in
terfering with production.

W e believe the public should not 
expect to buy wheat  or flour a t  low 
prices for the next year or  two, nor 
in fact, until labor can be purchased 
at a price that will re turn a profit to 
the producer on a lower basis.

W e are unable to discern anything 
in the wheat and flour situation that 
looks like lower prices for some time 
to come. There  may be tem porary  
slumps, but  on the long pull, we be
lieve we must expect, and will have, 
ra the r  high prices on both wheat and 
fl°ur- Lloyd E. Smith.

Picked for S tandard  Oil Place a t  
Shanghai.

Lansing, April 13— Reed Stuart  
Ham mond, son of Jason E. Hammond, 
and well known in this  city, has sail
ed for Shanghai, China, where he will 
be in the foreign market service of the 
Standard Oil Co., as assistant to the 
man in charge of the work a t  that 
place. He will stop for a few days at 
Yokahoma, Tokio and o ther Japanese 
points before the final lap of his trip 
to Shanghai.

Mr. Ham mond, Jr., who is 23 years 
of age, was graduated  from Hillsdale 
college in 1918, and during the past 
fall and winter spent one semester  in 
the department of business adminis
tration at Harvard.  He was recom 
mended by the faculty of that  depart
ment to the Standard Oil company 
for its foreign market service, and 
since the first of this year has receiv
ed a training course at New York in a 
school conducted by the company.

Out of a class of twenty-seven Mr. 
H am mond was one of the first four 
men to be recommended for actual 
service with the company, and was 
assigned to Shanghai. For  a young 
man of his age he receives a most 
complimentary salary in addit ion to 
a generous allowance for expenses.

Mr. Ham m ond was in the a rm y 
service from April, 1918, until March 
of the following year, being located 
at Camp Kearney in the ordnance de
partment,  having charge of a com 
pany store.

Grand Rapids Bankruptcy  Court.
1 ii the m at te r  of Samuel Tannen- 

baum a first dividend of 5 per cent, 
was declared and ordered paid herein.

In the m atter  of Ernest Strouse  
the sale of the automobile  was con
firmed to William Kaser for $350.

In the m at te r  of Frederick Neu- 
re ithcr a hearing on offer for sale 
has been called for April 20.

In the m atter  of Metre Bros, final 
meeting has been held, in which time 
an order for the payment of admin
istration expenses was made and a 
final dividend of 5 per cent, declared 
and ordered paid.

In the m atter  of W alte r  Lynch a 
special meeting was held at which 
time an order was made for the pay
ment of administration expenses and 
a first dividend of 10 per cent, de
clared.

To Prohibi t  Coin Mutilation.
A bill has been introduced into 

Congress by Representative Louis T. 
M cbadden making it a criminal of
fense to destroy gold and silver coins 
in the United States. There  is grave 
danger, he declared, of a depletion of 
the gold reserve of the country 
through the action of small manufac
turers who are not able to purchase 
gold from the m int in small quanti
ties and therefore, re sor t  to the des
truction of coins. In the case of sil
ver the danger is greater,  with the 
price of the coin content higher than 
the face value of the coin.

Regarding the re turn  of the bodies 
of American soldiers who died in 
branee, it seems to the T radesm an 
that if the parents were to go to 
France and see how tenderly the 
graves of our heroes are cared for 
by the French people they would 
want to leave the remains of their 
loved ones in French soil. Especially 
is this true when we consider that  
many bodies were buried together  
in trenches and cannot now be defi
nitely identified. W e have had sev
eral un fortunate substitutions in the 
return of the bodies of Grand Rapids 
soldiers who died in camps in this 
country. It would seem tha t  this  
trouble would be greatly  augmented  
in re turning bodies from overseas.  I t  
is stated by people who resided near 
Gettysburg that hundreds of fathers,  
mothers,  bro thers  and sisters visited 
the Gettysburg  cem etery  after  the 
Civil war for the purpose of rem ov
ing the bodies of loved ones to their 
former homes, but  when they saw 
how beautifully the Federal Govern
ment was caring for the graves of the 
fallen heroes and how appropria te  it 
was that  the remains should find 
eternal rest  where they fell, they  in
variably re turned home without the 
bodies.
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M ic h ig a n  B o a rd  of P h a rm ac y .
1 ‘lv s iilm t H . 11. H offm an. Sandusky.*
Sec-rotary and  T re a s u re r— E. T . B o den , 

B ay C ity.
O ther M em bers- C h arle s  S. Ivoon, 

M uskegon ; Geo. K. S n y d er, D e tro it;
J an tes  B. W ay, Jackson.

Holding a Customer in the  D rug  
Business.

W hen you’re in the d rug business, 
or in any o ther  business, tor that  m a t
ter, certain problems arise continually, 
and it is ju s t  as well to th ink  out  a 
plan of procedure. A druggist  oper
ating with none too much help has 
one problem that bobs up nearly 
every day. Every  clerk is busy with 
a customer, let us say, and a n o th e r - 
customer comes in and shows signs 
of impatience. H ow  to hold him— 
there ’s the problem. W e  do n ’t like 
to see a man walk out of the store 
without ge tt ing  any attention. I t  
leaves a bad feeling in the air.

It's a cinch he isn’t pleased. The 
proprietor would ra the r  not have this  
happen. Vet sometimes it does hap
pen and there doesn’t seem to be any 
remedy for it.

“The shoe man has the advantage,” 
says one writer.  “He places them  in 
a row. takes off their shoes, hides their 
shoes, then they've go t  to stay until  
they are waited on. T hey  can’t walk 
out.” These remarks are in a hu m 
orous vein, of course, but  maybe the 
shoe man does have an advantage. 
The purchase of a pair of shoes is 
not made every day, and the customer 
is willing to devote some time to the 
transaction. The  druggist,  on the 
contrary, has so many customers who 
merely  want a small article, a cigar 
o r  even a postage stamp. At the 
same time every customer m ust be 
treated  with consideration, the amount 
of the purchase not entering  into the 
transaction. The druggist  wants pe r
manent customers. He  wants a m an ’s 
regular cigar business, and even the 
occasional customer who buys a small 
article to-day may buy a good sized 
bill to-morrow. Part icularly  does the 
“uptown” man want to grapple his 
customers to him. He has few 
transients and cannot afford to offend 
anybody who lives in his ne ighbor
hood.

A live soda boy can be of great  
help. If a customer merely  wants a 
cigar he can wait on him. If i t ’s a 
postage stamp, the boy can make the 
sale just  as well as anybody. H e  can 
hand out soap, tooth  paste, ink, vase
line, and a multiplicity of small a r 
ticles. W e know one druggist  who 
has his boy trained in this  manner. 
If a customer comes in and there  is 
no clerk disengaged, the boy goes up 
to the customer and asks what  can 
be done for him. If  it is some small 
article that  the boy can handle, he 
does so, and that problem is solved

for the time being. If it is something 
that the boy can’t handle, he retires 
to the rear of the store, behind the 
prescription counter. A hurried con
sultation is held with the boy. If  a 
word of instruction will help him com 
plete the sale, he is permit ted  to do 
so. If not,  the boy goes back to the 
customer and says “Mr. X. will be 
with you in a m om ent.”

Even this may not  hold the custo
mer, but generally  it does.

Anyhow, he can ’t go out and say 
no a ttention  was paid to him. The 
dealer has this  point in his favor. The 
average individual, after  en ter ing  a 
store, is re luctant to walk out  with
out giving the m erchan t  a chance, and 
as a rule will not  do so. Most people 
will wait a few m om ents  and some 
of them  will wait quite a long time. 
T here  are stores doing such a large 
business tha t  a customer m ust  take 
his chances on ge tt ing  a clerk’s a t ten 
tion a t  a lm ost  any hour of the day 
These stores advertise extensively and 
apparently  have inducements s trong 
enough to make their  custom ers will
ing to wait, ju s t  as you see them  wait
ing in a departm ent store. There  is 
a rush  all day long and happy is the 
custom er who knows a clerk well 
enough to sidle up to him with a 
whispered request  for half a dozen of 
this, or  a dozen of that. F o r  these 
stores sell goods in quantity.

T h a t  people will wait under cer
tain conditions is an assured fact. 
This  includes rich people and im por
tant  people. You have seen them  
waiting in crowds for a departm ent 
store to open. You have seen them 
six deep before a certain counter. 
I t  is not a question of salesmanship 
on the clerk’s part.  The  people are 
clam oring for the goods. The  clerk’s 
problem is to hand the stuff out fast 
enough. People have been known to 
wait all n ight in order  to be in line 
to purchase tickets for a baseball  
game or an operatic  performance. 
T hey  will wait, all right,  if the in
ducements are sufficient, but these 
condit ions do not  apply to o rdinary  
life in the average d rug  store.

N ow  m ark what  an old timer says; 
“ My experience is tha t  m ost  people 
will wait if you can only get a word 
to them. A man who comes in, stands 
a round for a decent interval,  and has 
no a ttention  paid to him, seems to 
feel a t  liberty to go out.  But if you 
can get a word to him, a certain bond 
o r  tie is established and a certain ob
ligation seems to be formed on his 
part.  Anyhow, he’ll wait twice as 
long for you.”

T here  is som ething w orth  rem em 
bering  and  w orth  adopting. W h a t  
you can say depends a g rea t  deal on

conditions. Much depends on the 
customer who has your a ttention  at 
the moment. If  he is a famous 
grouch, you have to be very  careful. 
We have known a man to get sore be
cause the druggist  said to another 
customer: " I ’ll wait on you, Mr. 
Blank, in a moment.” He drew the 
inference that  he was to be turned 
adrif t at the end of that length of 
time, which was not  at all what the 
druggist  meant, a “m om ent” under 
these conditions being a term  most 
elastic.

One druggist  of our acquaintance 
always says in a hearty manner:  
“ You're right next, sir.” And his 
m anner says much more than his 
words. If  the two customers happen 
to know each other, things are g re a t 
ly simplified. Provided the purchase 
is not of a confidential nature, you 
can get them together  at  the counter. 
Often one will call to the o ther  to 
come over and give his opinion. If 
you are just  completing the sale to 
customer number one, the likelihood 
is that you can really’ be with custo
mer num ber two in a “moment.” 
Sometimes it is practicable to cross 
the store on some pretext,  say of 
ge tt ing  out o ther  goods for inspec
tion. T hen  you can sell a cigar or 
some small article in passing. We 
have seen a clerk wait on two or even 
three people a t  a time, this being 
made possible by the fact that  custo
m er num ber one was looking over a 
lot of goods spread out before him. 
But it takes finesse.

But it seems advisable to say’ some
thing. if only “Good m orning.” And

we think these few words will tend 
to hold a customer. The psychology 
of the thing is worth  considering. 
If  nothing is said to a man he may 
think: “Oh, well, these people don’t 
care for my business.” W hereas  one 
may easily’ establish a tie of good- 
fellowship, even with a stranger, by 
means of a cordial “Good m orning.” 
If you’re alone in the store, you can’t 
always hold him. But. during war 
times people got into the habit of de
manding less from merchants.  E very
body' was more or less shorthanded. 
And we think m ost people are hu
man. You can do a lot with them by 
using a little judgment.

Look  O u t  for Ginger Ale.

Federal inspectors have been in
structed to watch shipments of ginger 
ale coming within the jurisdiction of 
the Federal Food and Drugs Act to 
see that the bottles are labeled in ac
cordance with the provisions of the 
law as outlined in Food Inspection 
Decision 177, according to a s ta te
ment of the officials of the Bureau of 
Chemistry, United Sta tes Departm ent 
of Agriculture, who are charged with 
the enforcement of the law’. T hat  de
cision provides that  if capsicum, which 
is the extract  of red pepper, is present 
in ginger ale, it m ust  be declared up
on the label. All in tersta te  shipments 
of ginger ale found on or after March 
16 wdiich are not  properly  labeled in 
this particular will be seized, say the 
officials, and shipments from foreign 
countries will be denied en try  into the 
United States unless correctly  labeled.

It’s Pure, That’s Sure

PIPER ICE CREAM CO. 
Kalamazoo Michigan
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AN G LEFO O
The Noil-Poisonous Fly Destroyer
T h e  U .S . D e p t, o f  A g ric u ltu re  s a y s  In t h e  b u lle tin :  "S p e c ia l  
p a in s  s h o u ld  b e  ta k e n  to  p re v e n t  c h ild re n  fro m  d rin k in g  p o i
s o n e d  b a i t s  a n d  p o is o n e d  f i le s  d ro p p in g  In to  fo o d s  o r  d r in k s ."

Wholesale Drug Price Current
Prices quoted are nominal, based on market the day of issue.

The High Grade Plain,
Fancy, Brick and Bulk 
Ice Creams that Dealers 
everywhere have found 
it pays to carry.

It means something to 

be known as an “Arctic 

Dealer ” Call, phone or 
• write us.

AR CTIC ICE CREAM  CO.

Grand Rapids, M ich. Claude G. Piper, Manager

SPRING SPECIALTIES
Insecticides Jetum Soda Fountain Supplies Paris Green Fly Papers 

Oils Base Balls Water Wings Paints Colorite

Wax Paper Varnishes Fruit Syrups Marbles

Dusters Disinfectants lacks Inks Bats Goggles

Sporting Goods Balls Soap Dyes Auto Goggles Shelf Paper 

Icy Hot Bottles Bathing Caps Poultry Foods Shoe Brushes

Fly Swatters Stock Foods Floor Waxes Insect Powders Bathing Caps 

Fly Papers Croquet Sets Shoe Polishes Thermometers 

Spring Tonics Wall Finishes Grape Juices Sarsaparillas

Paint Brushes Dry Paints Auto Sponges Ice Cream Pails 

Fumigators Auto Chamois Lunch Kits Shoe Pastes Carbon Remover 

Napkins Straw Hat Cleaners Furniture Polishes Ice Cream Cabinets 

Soda Fountains Beverage Coolers

You w ill find our stock very com plete on the above 

item s. Send us your orders today.

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

Acids
Boric ( P o w d .)  17%@ 25
Boric ( X t a l )  17%@ 25
Carbolic _______  3 0 #  34
Citric _________  1 25#1  35
M uriatic ______  3 %@ 5
N itric __________  1 0 #  15
O xalic _________  571/2#  05
Sulphuric _____  3%@ 5
Tartaric _______  9 5 #  1 05

Ammonia
W ater, 26 d e g ._12@ 20
W ater, 18 deg. — 1 0 #  17
W ater, 14 d e g ._ 9 #  16
Carbonate _____  2 2 #  26
Chloride (G r a n )_2 0 #  30

Balsam s
Copaiba ______  1 00@1 20
Fir (C a n a d a )_ 2 50#2  75
Fir (Oregon) __  5 0 #  75
Peru __________  8 00#8  25
Tolu _________  2 50@2 75

Barks
C assia (ordinary) 4 5 #  50
C assia (Saigon) 90@1 00 
S assafras (pow. 70c) #  65 
Soap Cut (powd.)

40c ____ r______  30 #  35

Berries
Cubeb ________ 1 90@2 00
Fish ____________ 90#1  00
Juniper _________  1 0 #  20
Prickley A sh __  #  30

Extracts
Licorice ________  6 0 #  65
Licorice powd. 1 20@1 25

Flowers
Arnica _________  7 5 #  80
Chamomile (Ger.) 80@1 00 
Chamom ile Rom 60@ 75

Gums
A cacia, 1 s t _____  6 0 #  65
A cacia, 2nd ____  5 5 #  60
Acacia, S o r t s ___35@ 40
Acacia, powdered 4 5 #  50
Aloes (Barb Pow ) 3 0#  40
A loes Cape Pow ) 30® 35
A loes (Soc P ow ) 1 40@1 50
A safoetida ___  4 50@5 00

Pow. _ _____  6 75@7 00
Camphor _____  3 75#  3 80
G uaiac _________  @1 50
Guaiac, powdered # 1  75
Kino ___________ #  85
Kino, powdered @1 00
Myrrh _________  @1 40
Myrrh, P o w .__  @1 50
Opium ______  10 50#11 00
Opium, powd. 12 00@12 10 
Opium, gran. 12 00 #  12 40
Shellac _______  1 90@2 00
Shellac B leached 2 15#2  25
T r a g a c a n th ___  6 50 @7 25
Tragacanth powd. @5 00 
Turpentine _____  3 5#  40

Almonds, Sw eet,
im itation ___

Amber, c r u d e_
85#1
00#3

Insecticides
Arsenic ________
Blue Vitriol, bbl. 
Blue Vitriol, less  
Bordeaux Mix Dry 
Hellebore, W hite

powdered _____
Insect Powder — 
Lead A rsenate Po 
Lime and Sulphur

D r y _________  12
Paris Green ___

18#
#

11#
18#
38 #
90@1
34#

58

Amber, rectified 3 50#3 75
Anise ___
B ergam on t
Oajeput
C assia ___
Castor

75#3  
9 00#9  
1 5 0#  1 
4 50#4  

~5@2
Cedar L e a f ___  3 25@3 5C
C itronella 1 25@1

Ice Cream
A rctic Ice Cream Co.

Bulk, V anilla _________1 25
Bulk, Chocolate _____1 35
Bulk, Caramel _______1 45
Bulk, G r a p e -N u t___ 1 35
Bulk, S tr a w b e r r y ___ 1 35
Bulk, T utti F r u i t i_1 35
Brick, V anilla ________1 40
Brick, Chocolate _____1 40
Brick, Caramel _______1 60
Brick, S tr a w b e r r y __ 1 60
Brick, E utti F r u i t i_1 60

Piper Ice Cream Co.
Bulk, V anilla ________1 25
Bulk, Chocolate _____1 30
Bulk, Caramel _______1 30
Bulk, G rape-N ut _____1 30
Bulk, S tra w b e r r y ___ 1 35
Bulk, T utti F r u i t i_1 35
Brick, V anilla _______1 40
Brick, C h o c o la te ___  1 60
Brick, Caramel ____  1 60
Brick, S tr a w b e r r y_1 60
Brick, T utti F r u i t i_1 60
Brick any com binat’n 1 60

Leaves
Buchu __________
Buchu, powdered
Sage, bulk --------
Sage, % loose —
Sage, p o w d ered_
Senna, A l e x __ 1
Senna, Tinn. __
Senna, Tinn. pow. 
U va U rsi ______

@4 00 
# 4  25 

6 7 #  70 
7 2 #  78 
5 5 #  60
40@1 50 
3 0 #  35
3 5 #  40 
2 5 #  30

Oils
Almonds, B itter,

true ______  16 00#16 25
Almonds, B itter,

artificial ___  2 50#2  75
Almonds, Sw eet,

t r u e  - ____  1 75#2  00

Cloves _______  5 0 0 #  5
Cocoanut _____  4 0 #  50
Cod Liver ___  4 75@5 00
Croton _____  2 25@2 50
Cotton S e e d __  2 35®2 55
Eigeron ___  12 00@12 25
Cubebs --------  13 50@13 75
Eucalyptus ___  1 50®1 75
H em lock, pure 2 00@2 25 
Juniper Berries

------------------ 10 00@10 25
Juniper Wood 3 00#3  25
Lard, e x t r a ___ 2 15@2 25
Lard, No. 1 ___ 1 90@2 10
Lavender Flow  15 00@15 25 
Lavender Gar'n 1 75 @2 00
Lemon _______  3 00@3 25
Linseed boiled bbl. # 2  08 
Linseed bid less 2 18@2 28 
L inseed raw bbl. @2 06 
Linseed raw less 2 16@2 21 
M ustard, true, oz. @2 95 
Mustard, artifil, oz. @1 10
N eatsfoot ____  1 75#1  95
Olive, p u r e ___  4 75@6 00
Olive, M alaga,

yellow  ______  3 75@4 00
Olive, M alaga,

green ----------  3 75@4 00
Orange, Sw eet 10 50@10 75 
Origanum, pure @2 50 
Origanum, com'l 1 25@1 50
Pennyroyal __  3 00@3 25
P e p p e r m in t_ 12 00@12 25
Rose, pure __ 24 00@25 00 
Rosem ary F low s 2 50@2 75 
Sandalwood, E.

I.   15 00#15 20
Sassafras, true 3 00@3 25 
Sassafras, arti'l 1 50@1 75
S p e a r m in t_ 17 50#17 75
Sperm -------------  2 40@2 60
T ansy -------------  9 00@9 25
Tar, U SP ______  4 8 #  60
Turpentine, I ibis. # 2  40 
Turpentine, less 2 50#2 60 
W intergreen, tr.
w t- t-------------  12 o o #  12 25
W intergreen, sw eet

birch ------------ 9 00@9 25
W intergreen art 1 20@1 40
W ormseed ___  9 00#9 25
W o r m w o o d_ 16 00@16 25

Potassium
Bicarbonate ____  5 5 #  60
B ichrom ate ___  47 #  55
Brom ide --------  1 05@1 10
Carbonate _____  92@1 00
Chlorate, gran'r 4 8 #  55 
Chlorate, xtal or

powd. ________  2 8 #  35
Cyanide ______  27%® 50
Iodide _________  1 10#  4 25
P e r m a n g a n a te_SO# 1 00
Prussiate, yellow  5 0 #  65
P russiate, red 1 85#2  00 
Sulphate ----------  @ 85

Roots
A lkanet --------  3 75@4 00
Blood, powdered 6 0 #  75
Calam us _______  60#1 50
Elecam pane, pwd. 2 2 #  25 
Gentian, powd. 27% # 35 
Ginger, African,

powdered _____  2 9 #  36
Ginger, Jam aica  4 0 #  45 
Ginger, Jam aica,

powdered _____  4 5 #  50
Goldenseal, pow. 8 50#8  80
Ipecac, p o w d ._ 4 75@5 00
Licorice, powd. 3 5 #  40 
Licorice, powd. 4 0 #  50
Orris, powdered 4 0 #  45
Poke, powdered 4 0 #  45
Rhubarb ______  # 3  00
Rhubarb, powd. 2 60®2 75 
Rosinwood, powd. 3 0 #  35 
Sarsaparilla, Hond.

ground _____  1 25@1 40
Sarsaparilla M exican,

ground _____  @ 80
Squills _________  3 5 #  40
Squills, powdered 6 0#  70
Tum eric, powd. 2 5 #  30
Valerian, powd. # 2  00

Seeds
A nise ___________ 3 5 #  40
A nise, powdered 4 0 #  45
Bird, Is  ________  1 3#  19
Canary ________  1 5 #  20
Caraway, Po. .30 2 2 #  25
Cardamon ___  2 25#2  50
Celery, powd. .60 5 0 #  55
Coriander powd .25 1 6 #  20
Dill ______________ 2 5 #  30
Fennell ________  3 0 #  40
F lax _____________ 1 4 #  18
Flax, g r o u n d __  14 #  18
Foenugreek pow. 1 0 #  90
Hem p ________  12%@ 18
Lobelia ______  1 75@2 00
M ustard, y e l l o w _4 5 #  50
M ustard, b la c k _3 6 #  40
Poppy _________  # 1  00
Quince _______  1 50#1 75
Rape ___________  1 5 #  20
Sabadilla ______  @ 35
Sabadilla, powd. 3 0 #  35
Sunflower ______  1 5 #  20
W orm Am erican 4 5 #  60 
W orm L evant 1 65#1  75

@1 70 
@1 20 
# 1  50 
# 3  90 
# 1  40 
@1 80 
@3 00 
@2 70 
# 2  90 
@1 95 
# 1  50 
® 1 35 
# 1  50 
@1 80 
# 2  40 
@2 60 
# 1  60 
@1 20 
@1 50 
@2 65 
# 2  40 
@1 50 # 2  00 
# 1  45 
# 1  35 
@2 25 
# 1  95 
# 4  50 
@1 25 
@4 50 
@1 80

5@4 00

Tinctures
A conite _______
A loes __________
Arnica _________
A safoetida ____ .
Belladonna ___
Benzoin _______
Benzoin Compo’d
Buchu _________
C a n th a r a d ie s__
Capsicum ___
Cardamon ■_____
Cardamon, Comp.
Catechu ______
Cinchona _____
Colchicum ____
Cubebs ________
D igitalis ____ ___
Gentian ______
Ginger _________
Guaiac _________
Guaiac, Ammon.
Iodine _________
Iodine, Colorless
Iron, clo. ______
Kino __________
Myrrh _______ _
Nux V o m ic a __
Opium _________
Opium, Camph.
Opium, Deodorz’d 
Rhubarb ______

Paints
Lead, red dry __ 15%@ 16
Lead, w hite dry 15%@ 16
Lead, white oil 15% # 16 
Ochre, yellow  bbl. @ 2
Ochre, yellow  less 2%@ 5
g u tty  ------------------ 5#  8
Red V enet n Am. 2% # 5
Red V enet’n Eng. 3 #  6
Verm illion, Amer. 2 5 #  30
W hiting, b b l .___  #  2%
W hiting ------------ 3%@ 10
L. H . P. Prep. 3 75@4 00

M iscellaneous
A cetanalid --------  85@1 00
Alum ------------------ 1 6 #  20
Alum , powdered and

ground ------------ 1 7 #  20
Bism uth, Subni

trate _______
Borax xta l or

p o w d e r e d -----  11%@ 16
Cantharades, po 2 2a# 6  50
C a lo m e l----------- 2 1 4 #  2 16
Capsicum ______  3 8 #  45
Carmine --------- 7 25@7 60
C assia B u d s ____ 5 0 #  60
Cloves ----------------  6 7 #  75
Chalk Prepared 1 3 #  15
Chloroform --------  5 0 #  60
Chloroform _____  4 5 #  55
Chloral H ydrate 1 70#2  10
Cocaine -------  13 60@14 OS
Cocoa B u t t e r ___ 6 5 #  75
Corks, list, less  50%.
Copperas, b b l s ._ @ 03
Copperas, le ss  __ 314# 8
Copperas, powd. 4%@ 10
Corrosive Sublm 1 95@2 00
Cream T a r t a r __ 7 0 #  75
Cuttlebone ___ 90@1 00
D extrine _______  9 #  15
Dover's Powder 5 75@6 00 
Em ery, All N os. 1 0 #  15
Em ery, Powdered 8#  10 
Epsom Salts, bbls @04% 
Epsom  Salts, less  5 #  10
Ergot ------------------ # 6  25
Ergot, Powdered # 6  50
Flake W hite ___  15 #  20
Form aldehyde, lb. 65 #  75
G elatine _____  1 55@1 75
Glassware, less 53%. 
G lassw are, full case 58%. 
Glauber Salts, bbl. @ 2% 
Glauber Salts less  3%@ 8
Glue, Brown ___  2 1 #  30
Glue, Brown Grd. 19 #  25
Glue, W hite ___  3 5 #  40
Glue, W hite Grd. 3 5 #  40
Glycerine _______  3 1 #  45
H ops _________  1 0 0 # 1  20
Iodine ________  5 70@5 90
Iodoform _____  7 00@7 30
Lead, A c e t a t e _2 0 #  30
L y co p o d iu m __  3 25#3  50
M ace ___________ 8 5 #  90
Mace, Powdered 95 # 1  00
M enthol ___  18 0 0 #  18 20
M o rp h in e___  13 50@14 15
N ux V o m ic a ___  @ 30
N ux Vomica, pow. 2 4 #  30
Pepper black pow. 3 7 #  40
Pepper, w h i t e ____ @ 50
Pitch, Burgundy #  16
Q uassia ________  1 2 #  15
Quinine ______  1 22 # 1  72
Rochelle S a l t s _50® 55
S a c c h a r in e_____  #  37
Salt P e t e r ________ 2 0 #  30
Seidlitz M ixture 4 0 #  45
Soap, g r e e n ___ 22% # 30
Soap m ott castile  22% #  25 
Soap, w hite castile

case _______  @18 50
Soap, w hite castile

less, per b a r _ @2 00
Soda A sh ______  0 4 #  10
Soda Bicarbonate 3% # 10
Soda, S a l ________ 2V4# 5
Spirits Camphor @2 00
Sulphur, r o l l ___ 4%@ 10
Sulphur, S u b l ._4%@ 10
Tam arinds ____  2 5 #  30
Tartar E m etic 1 0 3 #  1 10 
Turpentine, V en. 50 # 6  00 
Vanilla E x. pure 1 50#2  00
W itch H a z e l_1 47@2 15
Zinc S u lp h a t e_ 1 0 #  15
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GROCERY PRICE CURRENT
T hese quotations are carefully corrected weekly, within six hours of mail

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

A D VAN CED D E C L IN E D
Chocolate
Cocoa
M ilk
Rolled Oats

CO C O A
I la k e r 's  _________________53
B u n te , 15c size ________55
B unte . % lb. __________50
B unte . 1 lb. ____________48
C leveland ___ 41
Colonial, U s ___________35
C olonial, % s ___________33
E pps ____________________42
H ersh ey s , U s ___________42
H ershevs , % s ___________40
H u  v ie r _________________ 36
Low ney, %s ____________48
Low ney, U s  ____________47
i.ow ney, U s ____________47
Low ney, 5 lb. c a n s ___ 48
V an H o u ten , % s ______ 12
V an  H o u ten , U s ______ 18
V an  H o u ten , U s _____ 36
V an H o u ten . Is  _______ 65
W a n -E ta  _______________36
W ebb ___________________33

A M M O N IA
Arctic 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

A X L E  G R E A S E

Blackberries 
3 lb. Standards . . .
NO. 1 0 ______ — @13 00

Beans— Baked
Brow 11 Beauty , No. 2 1 35
c am pbell, No. 2 _— 1 5U
Frem ont, No. 2 — 1 35
Van Camp, % lb. — 80
Van Camp, 1 lb. __ 1 25
Van Camp, 1L. lb. ___ 1 60
Yan Camp, 2 lb. __— 1 SO

Beans— Canned
Red K id n e y ___ 1 35@1 45
S t r in g ___________ 1 35@2 70
W ax ___________ 1 35@2 70
Lima __________ 1 20@2 35
Red ------------------ 95 #'1 25

Clam  Bouillon  
Burnham s 7 oz. ___ 2 50

Corn
Standard _____  1 4 5 #  1 65
Country G e n tlem a n_2 00
Maine _________  1 90@2 25

C H E E S E
Brick ___________________ 31
W isconsin F la ts  ______33
L onghorn  _______________35
New York ______________35
M ichigan Full C r e a m _30

C H E W IN G  G U M
Adam s B lack J a c k ___ 70
B eem an’s Pepsin ______70
B eech n u t _______________ 80
Doublem int _____________70
F lag  Spruce ____________70
Ju icy  F ru it _____________70
Spearm int. W r ig le y s_70
Y u c a ta n _________________ 70
Zeno ------------------------------ 65

C H O C O L A T E  
W alter Baker & Co.

C aracas _________________ 43
P rem ium . U s o r  U s __56

W alter M. Lowney Co.
Prem ium . U s __________50
P rem ium . U s __________50

C IG A R S
National Grocer Co. Brands

Wilbur. U s  ___________ 33
Wilbur. U s  ___________ 33

C O C O A N U T
%s. 5 lb. cast) Dunham 46
‘i s .  5 lb. case 45
%s & %s. 15 lb. case 45
6 and 12c pkg. in pails 4 75
Bulk, pails . 38
Bulk, barrels 35
IS 2 oz. pkgs.. per case 4 00
IS 4 oz. pkgs., per case 7 50

C O F F E E  R O A S T E D
Bulk

Rio ___ _____ __ 25@28
S a n t o s ______ _____ 37@40
Maracabo 43
M exican 43
G u tam al a __ 42
Java 50
Mocha ______ 50
Bogota ____ 43
Peaberrv __ 41

Package Coffee
New York B asis

Arbuckle 38 50
M cLau gh lin ’s X X X X

Gum Drops
Champion ___________ 28
Raspberry ___________ 28
F a v o r i t e ___________ 3U
Superior ___________ 29
Orange Jellies _____ 32

Lozenges
A A Pep. L o z e n g e s_ 32
A A Pinn Lozenges .32
A A Choc. Lozenges 32
Motto L o z e n g e s ------- 34
M otto H earts _____ 34

H ard  Goods
Lem on D r o p s ----------- 32
O. F . Horehound Drps 32
A nise Squares -------- 32
Peanut Squares ------- 32
Rock Candy ------------- 40
Sunshine A s s t . ---------- 43

Pop Corn Goods
C racker-Jack Prize .7 00
Checkers P r i z e -------- 7 00

Cough Drops
B oxes

Putnam  M enthol ----- 1 65
Sm ith Bros. ------------- 1 65

C O O K IN G  C O M P O U N D S
Mazola

Pints, tin, 2 doz. . 
Quarts, tin. 1 doz. 
U  Gal. tins, 1 doz. 
Gal. tin s. U  doz. .  
5 Gal. tins, y6 doz.

7 75 
_ 7 25 
. 13 75 
. 13 50 
,_20 50

C O U P O N  B O O K S

50 1Iconomic g rad e  — 2 50
KM) Econom ic g rad e 4 50

Econom ic g rade 20 00
i , 0 01 1 Econom ic g rad e 37 50

Where 1,000 books are 
ordered a t a  tim e, sp ecia l
ly printed front cover is  
furnished w ithout charge.

25 lb. pails, per doz. 18 80
B A K E D  G O O D S  

Loose-W iles Brands
Krispy Crackers -------- IS
L. \V. Soda Crackers— 16 
L. W. B utter Crackers 18
Graham Crackers ------- IS
Fig Sni Bar ------------------25
L. W. Ginger S n a p s ----- 18
H oney Girl P l a i n ---------- 25
H oney Girl Iced ---------- 26
Cocoanut T a f f y ------------- 28
V anilla W a f e r ----- -------- 40

Subject to quantity  d is 
count.

B L U IN G
Jennings’ Condensed Pearl
Sm all, 3 doz. b o x ----- 2 55
Large, 2 doz. b o x ----- 2 70

B R E A K F A S T  F O O D S  
Cracked W heat. 24-2 4 60
Cream of W h e a t___ 9 00
G rape-N uts ___________3 80
Pilisbury's B est Cer'l 2 90 
Quaker Puffed R ice — 5 60 
Quaker Puffed W heat 4 30 
Quaker B rkfst B iscu it 1 90 
Quaker Corn F lakes 3 35
Ralston P u r in a _____ 4 00
Ralston B r a n z o s ------- 2 70
Ralston Food, l a r g e _3 90
Ralston Food, s m a l l_2 90
Saxon W heat F o o d _5 10
Shred W heat B iscu it 4 50 
Triseuit, 18 __________2 25

Kellogg’s Brands  
Toasted Corn F lakes 4 20 
T oasted Corn Flakes

I n d iv id u a l___________2 00
Krum bles _____________4 20
Krum bles, Individual 2 00
B is c u i t ________________2 00
D r in k e t_______________ 2 60
Peanut B u t t e r _______ 3 65
No. 1412, d o z ._________1 80
Bran __________________3 60

B R O O M S
Standard Parlor 23 lb. 5 75
Fancy Parlor, 23 l b ._S 00
Ex. Fancy Parlor 25 lb. 9 50
Ex. Fey, Parlor 26 lb. 10 00

B R U S H E S
Scrub

Solid Back, 8 i n . ___ 1 50
Solid Back, 11 i n . __ 1 75
Pointed Ends _________1 25

Stove
No. 1 ------------------------1 10
No. 2 ------------------------1 35

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

B U T T E R  C O L O R
Dandelion, 25c s i z e _2 00
Perfection, per d o z ._1 75

C A N D L E S
Paraffine. 6s _________  15
Paraffine. 12s ________  16
W ieking ______________ 40

C A N N E D  G O O D S  
Apples

3 lb. Standards ___# 2  25
No. 10 ___________  @7 00

Hominy
Van Camp ___________1 35
Jackson ______________1 30

Lobster
U lb. --------------------------2 45
% lb. --------------------------4 60

Mackerel
M ustard, 1 lb. _______1 80
M ustard, 2 lb. _______2 80
Soused, 1% lb. _______1 60
Soused, 2 lb. ________2 75

M ushrooms
B uttons, Is, per can 1 40 
H otels, Is, per can_1 00

Plums
California, No. 3 ____ 2 40

Pears in Syrup
M ichigan _____________4 50
California _____________5 50

Peas
M a r r o w fa t____  1 6u@l 90
Early J u n e ___  1 45ig l 90
Early June sit'd 1 75@2 40

Peaches
California, No. 2 % _4 75
California, No. 1 _____2 40
M ichigan, No. 2 _______4 25
Pie, g a l lo n s __________12 00

Pineapple
Grated, No. 2 _________4 00
Sliced No. 2 E x t r a _4 75

Pumpkin
Van Camp, No. 3 _____1 60
Van Camp, N o. 1 0 ____4 60
Lake Shore, No. 3 ____1 35
Vesper, No. 1 0 _______3 90

Salmon
W arren's 1 lb. T a l l_4 10
W arren's % lb. F la t 2 60 
W arren’s  1 lb. F la t __ 4 25
Red A la s k a ___________3 90
Med. Red A la s k a ___ 3 50
Pink A l a s k a _ 2 40# 2 65

Sardines
D om estic, % 's_ 6 00@6 50
D om estic, % s_ 7 0 0 # 8  00
D om estic, % s_ 7 00@8 00
California S o u s e d ___ 2 00
California M u s ta r d _2 00
California T o m a t o _2 uu

Sauerkraut
liack m u th , No. 3 _____1 50
Silver Fleece, No. 3 1 6u

Shrim ps
Dunbar, I s  doz. ______2 10
Dunbar, l% s d o z .___ 3 75

Straw berries
Standard N o. 2 _______4 50
Fancy, No. 2 _________5 50

T om atoes
No. 2 --------------- 1 35@1 75
No. 3 --------------- 1 SO# 2 35
No. 1 0 _________  @7 00

CATSUP
Snider's 8 oz. _______1 85
Snider's 16 oz. _______3 10
Royal Red. 10 o z . ___ 1 35
Nedrow, 10% o z . ___ 1 40
Royal Red. T i n s ___ 10 00

A ntonelia, 100 f o i l_ 37 50
Antonella, 25 t i n s _ 37 50
El R ajah, D iplom át

icas -------------------  70 00
El Rajah, corona 77 50 
El Rajah, Epicure, 50 74 00 
El Rajah, Epicure, 25 83 00
El Rajah, Ark, 5 0 _ 73 00
El Rajah, President,

50 ---------------------  100 00
Odin, M onarch, 50_ 56 00
Mungo l ’k., P erfectos 75 00 
Mungo Park, African 90 00 
Mungo Park, Gold

Stand, 5 0 ________100 00
Mungo Park, Gold

Stand, 2 5 ________105 00

M cLaughlin’s  X X X X  pack
age coffee is  sold to reta il
ers only. Mail all orders 
direct to W. F . McLaugh 
lin & Co., Chicago.

Coffee Extracts
N. Y„ per 1 0 0 _____  10%
Frank’s  250 packages 14 50 
H um m el's 50 1 l b . ___  10

C O N D E N S E D  M IL K
Eagle. 4 d o z ._______ ■ 11 00
Leader, 4 d o z ._____  8 00

E V A P O R A T E D  M IL K  
Carnation, Tall. 4 doz. 6 25

>unt on Mungo Park. Carnation. Baby, 8 dz.
o f 500, §1 per 1,000 Pet. Tall ___________
o f 1,000, $3 per 1,000 Pet. Baby _________

Van Camp, Tall ___
Van 1 'amp, B a b y ___o f 2,500, $3 per 1,000Lots

Worden Grocer Co. Brands 
H arvester (Shade Grown) 
Record Breaker, 50s

foil .............................  75 00
Delm onico 50s ........... 75 00

75 00 
95 00

Panatella , 50s
Epicure, 50s ............... .......—
Favorita Extra, 50s 95 Oti
Presidents, 50s 112 50
i La Azora Broadleaf Cigar)
W ashington, 50s 75.00
P anatella  Foil. 50s . .  75 00
A r is to c r a ts __________ 75 00
Perfecto Grande, 50s 95 00
Opera, 50s ________ 57 00
Sanchez & H aya Clear 
H avana Cigars. Made in 

Tampa, Florida
D iplom atics, 6 0 s ___  95 00
Rosa, 2 U s ___________115 00
B ishops. 50s ............. 115 00
R eina Fina, 50s T ins 115 00
Queens, 60s ............... 135 00
W orden's Special __ 150.00 

Ignacia Haya
Made in Tam pa, Florida. 
Extra Fancy Clear Havana
D elicados, 50s _____ 120 00
Prim eros, 5 0 s _____  140 00

R osenthal Bros.
R. B. Cigar (wrapped

in tissu e) 50s ......... 60 00
Imported Sum atra wrapper 

Man :11a Cigars 
From Philippine Islands
Lioba. 100s ....................  37 50

Other Brands 
Charles the E ighth (D o

m estic). 50s ..............  70 00
B. L., 50s ---------------  56 00
H em m eter Champions,

50s ------------------------  59.00
Scariet Runner, 20s_36.00
El Dependo, 2 0 s ______37.50
Court R oyal. 5 0 s ____  60 00
Court Royal, 25 tin s 60 00
Qualex, 50s ..................  50 00
K nickerbocker, 5 0 s _ 56 00
Boston Straight, 50s 56 00 
Trans M ichigan. 50s 58 00 
Tem plar Perfecto, 50s 95 00
Iriquois, 50s _______  56 00

Stogies  
Tip Top. 50s tins,

2 for 5 ....................... 19 50

CLOTHES LINE
H em p. 50 ft. _________3 00
T w isted  Cotton, 50 ft. 3 25
T w isted  Cotton, 60 ft. 3 90
Braided, 50 ft. __ 4 00
Sash Cord ___________5 25

4 25
Dundee, Tall, d o z .  6 25
Dundee. Baby, S doz. 5 75 
Silver Cow, Tall, 4 dz. 6 50 
Silver Cow Baby, 6 dz. 4 25

MILK COMPOUND
H ebe, Tall, 6 d o z ,____ 4 20
Hebe, Baby, 8 doz. __ 4 00 
Carolene, Tall. 4 doz. 4 35

CONFECTIONERY  
Stick Candy Pails

Horehound __________ 30
Standard ____________ 30

C ases
J umbo _______________ 29
Boston Sugar S t i c k _36

Mixed Candy
Pails

Broken ____ __________31
Cut Loaf ____________31
Grocers ______________24
K indergarten _______ 33
Leader ______________30
N ovelty  ______________31
Prem io C r e a m s ______ 44
Royal ________________30
X L O ______________27
French C r e a m s ______ 32

Specialties Pails
Auto K isses (b askets) 31
Bonnie B utter B ites__35
B utter Cream C o r n __38
Caramel Bon B o n s __35
Caramel C r o q u e tte s__32
Cocoanut Waffles __ 33
Coffy Toffy _________ 35
Fudge, W alnut _____ 35
Fudge, W alnut Choc. 35 
Champion Gum Drops 28 
Raspberry Gum Drops 28
Iced Orange J e l l i e s __32
Italian Bon B o n s ____ 30
AA Licorice Drops

5 lb. box. ________ 2 15
Lozenges, Pep. _____ 32
Lozenges, Pink _____ 32
Manchus ____________ 31
N ut B utter P u f f s ____ 33

Chocolates Palls
Assorted C h o c ._______ 37
Champion ____________ 35
H oneysuckle C h i p s __50
Klondike C hocolates__45
Nabobs ______________45
Nibble Sticks, b o x __2 60
N ut W a f e r s __________ 46
Ocoro Choc. Caram els 43
Peanut C lu s t e r s __ __60
Q uintette ___________ 37
R e g in a _______________ 34
V ictoria C a r a m e ls___ 42

CREAM OF TARTAR
6 lb. boxes ----------------  75
3 lb. boxes --------------- 76

DRIED FRUITS  
Apples

Evap'ed, Choice, blk — 22 

Apricots
Evaporated, C h o ic e ----33
Evaporated, F a n c y ------- 45

Citron
10 lb. box ____________ 60

Currants
Packages. 12 oz. --------  20
B oxes, Bulk, per lb. 23@27

Peaches
Evap. Choice, Unpeeled 22 
Evap. Fancy, U npeeled 24 
Evap. Choice, P eeled 23 
Evap. Fancy, P eeled — 25

Peel
Lemon, Am erican ___  35
Orange, A m e r ic a n _______  36

Raisins
Choice S ’ded 1 lb. pkg. 24 
Fancy S ’ded, 1 lb. pkg. 25 
Thompson Seedless,

1 lb. pkg. ____________25
Thompson Seedless,

bulk _________________22

California Prunes
80-90 25 lb. b o x e s ___@18%
70-80 25 lb. b o x e s ___@19
60-70 25 lb. b o x e s ___ @20
50-60 25 lb. b o x e s ___@21%
40-50 25 lb. b o x e s ___@25
30-40 25 lb. b o x e s ___@28

FARINACEOUS GOODS 
Beans

Med. Hand P ic k e d _____8%
California L im a s _____ 16%
Brown, Holland _____  6%

Farina
25 1 lb. p a c k a g e s___ 2 80
Bulk, per 100 l b s .___

Hominy
Pearl, 100 lb. s a c k _5 25

Macaroni
Dom estic, 10 lb. box_1 10
Dom estic, broken bbls. 8% 
Skinner’s 24s, case  1 37%
Golden Age, 2 d o z ._1 90
Fould’s, 2 doz. _____ 1 90

Pearl Barley
Chester __________ ___6 50

Peas
Scotch, lb. ____________ 7
Split, lb. ______________ 9

Sago
E ast India ____________ 11

Tapioca
Pearl, 100 lb. s a c k s ___ 11
Minute. 8 oz., 3 doz. 4 05
Dromedary Instant, 3 

doz., per c a s e _____ 2 70

F IS H IN G T A C K L E
Cotton Lines

N o 2, 15 feet _______ 1
No 3, 15 feet -----  — 1
No 4, 15 feet ■j
No. 5, 15 feet ------------2
No. 6. 15 feet ------------2

Linen Lines
Sm all, per 100 yards 6 65 
Medium, per 100 yards 7 25 
Large, per 100 yards 9 00

Floats
No. 1%, per gross __ 1 50
No. 2, per g r o s s ___ 1 75
No. 2%, per gross __ 2 2o

Hooks— K irby
Size 1-12, per 1,000   84
Size 1-0, per 1,000   90
Size 2-0, per 1,000 __ 1 15
Size, 3-0, per 1,000 __ 1 32
Size 4-0, per 1,000 __ 1 65
Size 5-0, per 1,000 __ 1 95

Sinkers
No. 1, per g r o s s ___  65
No. 2, per g r o s s ___  72
No. 3, per g r o s s ___  85
No. 4, per g r o s s _____ 1 10
No. 5, per g r o s s _____ 1 45
No. 6, per g r o s s _____ 1 85
No. 7, per g r o s s _____ 2 30
N o. 8, per g r o s s ____ 3 35
No. 9, per g r o s s ___ 4 65

F L A V O R IN G  E X T R A C T S  
Jennings

Pure Food Vanila  
T erpeneless  

Pure Food Lemon
_ ^  Per Doz.
< Dram  17 C e n t ____ 1 40
1% Ounce 25 C e n t_2 00
2 Ounce, 37 C e n t ___ 3 002V4, Ounce 40 C e n t__ 3 20
2% Ounce. 45 Cent __ 3 40
4 Ounce, 65 C e n t ___ 5 508 Ounce $ 1 .0 0 _______ 9 00
7 Dram , 17 A ssorted_1 40
1% Ounce, 25 A ssorted 2 00

F L O U R  A N D  F E E D
Lily W hite -------------  14 SO
Graham 25 lb. per cw t. 5 80 
Golden Granulated Meal,

25 lbs., per c w t .__ 5 15
R ow ena Pancake 6 lb.

C om p ou n d ___________5 60
R ow ena B uckw heat

Compound ________  6 00
R ow ena Corn Flour,

W atson H igg in s Milling
Co.

N ew  Perfection , %s 14 40

Meal

Gr. Grain M. Co.
Bolted ______________ 5 20
Golden G r a n u la te d_5 40

W heat
No. 1 R e d _____________2 45
No. 1 W h it e __________2 43

Oats

M ichigan C a r lo t s ___ 1 05
L ess than C a r lo ts___ 1 10

Corn
Carlots _______________1 70
L ess than C a r lo ts____1 80

H ay
Carlots _____________ 34 00
L ess than C a r lo t s _ 36 00

Feed
Street Car F e e d __  70 00
N o. 1 Corn & Oat Fd 70 00
Cracked Corn _____  70 00
Coarse Corn M e a l   70 00

F R U IT  J A R S

Mason, % pints, gro 8 00 
Mason, pts., per gross 8 40 
M ason, q ts., per gro 8 75 
M ason, % gal., gro 11 00 
Mason, can tops, gro 2 85
Ideal G lass Top, pts. 9 50 
Ideal G lass Top, qts. 9 90 
Ideal G lass Top % 

gallon ____________ 12 00

G E L A T IN E

C ox’s  1 doz. l a r g e _1 45
C ox’s  1 doz. s m a l l_ 90
K nox's Sparkling, doz. 2 25 
K nox's A cidu’d doz. 2 25
M inute, 1 doz. _____  1 35
M inute, 3 doz. _____  4 05
N elson ’s _______________1 50
Oxford ______________  75
Plym outh Rock, Phos. 1 55 
Plym outh Rock. Plain 1 35 
W a u k e s h a ____________ 1 CO
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H ID E S  A N D  P E L T S  

Hides
Green, No. 1 _________  20
Green, No. 2 _________  19
Cured, No. 1 _________  22
Cured, No. 2 _________  21
Calfskin, green. No. 1 45 
Calfskin, green, No. 2 43% 
Calfskin, cured. No. 1 47 
Calfskin, cured. No. 2 45%
Horse, No. 1 _______ 10 oo
Horse, No. 2 _____  9 00

Pelts
Old W o o l_________75@2 00
Lambs __________  50@2 00
Shearlings ______  50@1 50

Tallow
P rim e ______________  @10
No. 1 ------------------------ @ 9
No. 2 _______________  @ 8

Wool
Unwashed, m e d .__ @50
Unwashed, f i n e ___ @45

H O N E Y
Airline, No. 1 0 ________4 00
Airline, N o. 15 _______ 6 00
Airline, No. 25 _______ 9 00

H O R S E  R A D IS H  
Per doz. ____________  1 00

J E L L Y
Pure, per pail, 30 lb. 5 00

J E L L Y  G L A S S E S  
S oz., per doz. _______ 40

M A P L E IN E
1 oz. bottles, per doz. 1 75
2 oz. bottles, per doz. 3 00
1 oz. bottles, per doz. 5 50 
S oz. bottles, per doz. 10 50
Pints, per d o z ._____ 18 00
Quarts, per d o z .___  33 00
% Gallons, per doz. 5 25 
Gallons, per d o z .___ 10 00

M IN C E  M E A T  
None Such, 3 doz.

case f o r _____________5 60
Quaker, 3 doz. case

for _________________ 4 75

M O L A S S E S  
New Orleans

Fancy Open K e t t l e ___ 85
Choice __________________68
Good ____________________56
Stock ___________________28

H alf barrels 5c extra

N U T S — Whole

Almonds. Terragona 35
Brazils, large w ashed 26
Fancy M ixed _______
Filberts, Barcelona — 32 
Peanuts, V irginia raw 16 
Peanuts, V irginia,

r o a s te d ____________ 18
Peanuts, Spanish __ 25
W alnuts, C a lifo rn ia_39
W alnuts, French ___

Shelled
Almonds ____________ 65
Peanuts, Spanish,

10 lb. b o x _______ 2 75
Peanuts, Spanish,

100 lb. bbl. _______ 25
Peanuts, Spanish,

200 lb. bbl. _________24%
1 'e c a n s ______________ 95
W alnuts ____________ S5

O L IV E S
Bulk, 2 gal. kegs, each 4 50 
Bulk, 5 gal. kegs each 10 50
Stuffed, 4 oz. _________1 80
Stuffed, 15 o z . _________ 4 50
Pitted (not stuffed)

14 oz. _______________3 00
M anzanilla, 8 o z . ___ 1 45
Lunch, 10 o z . _________ 2 00
Lunch, 16 oz. _______ 3 25
Queen, Mammoth, 19

oz. __________________5 50
Queen, Mammoth, 28

oz. __________________6 75
Olive Chow, 2 doz. cs. 

per doz. ____________2 50

P E A N U T  B U T T E R

1 a .,'jr T̂ T r rr.~ ja

■J

B e l-C ar-M o  Brand8 oz., 2 doz. in c a s e _
24 1 lb. pails _______12 2 lb. pails _______
5 lb. pails, 610 lb. pails
15 lb. pails
25 lb. pails
50 lb. tins __100 lb . drums

P E T R O L E U M  P R O D U C T S  
Iron Barrels

Perfection ___________ 18.7
Red Crown Gasoline 26.9 
Gas M achine Gosaline 41.3 
V. M. & P. N aphtha 26.9 
Capitol Cylinder, Iron

Bbls. ________________49.8
A tlan tic Red Engine,

Iron Bbls. ___________31.8
W inter B lack, Iron

Bbls. ________________19.3
Polarine, Iron B b l s ._51.8

P IC K L E S
Medium

Barrel, 1,200 count 14 50
H alf bbls., 600 count 8 00
5 gallon kegs _____  3 00

Sm all
B arrels ______________18 00
H alf barrels _________10 00
5 gallon kegs _____  3 60

Gherkins
Barrels ____________  25 00
Half b a r r e ls _______  13 00
5 gallon k e g s ______  4 50

Sweet Sm all
B arrels ____________  28 00
5 gallons k e g s ________ 5 75
H alf b a r r e ls _______  15 00

P IP E S
Cob, 3 doz. in b o x _1 25

P L A Y IN G  C A R D S
No. 90 S tea m b o a t___ 2 25
No. 808, B ic y c l e ______ 4 00
P ick ett _______________3 00

P O T A S H
B abbitt's, 2 doz. ___ 2 75

P R O V IS IO N S  
Barreled Pork

Clear B a c k _ 48 00@49 00
Short Cut Clear 40 00@41 00

Clear F a m ily _______  48 00

Dry Salt Meats 
S P  B ellies __ 32 00@34 00

Lard
l ’ure in t i e r c e s _24@25
Compound Lard 24%@25
SO lb. tubs __— advance %
69 lb. tubs __ ..a d v a n ce
50 lb. tubs __advance là20 lb. pails __ ..a d v a n ce %10 lb. pails __...ad van ce %15 lb. pails ...ad van ce
3 lb. p a i l s ___ advance 1

Smoked Meats
Ham s, 14-16 lb. 27 @28
H am s, 16-18 lb. 28 @29
H am s, 18-20 lb. 27 @28
H am , dried beef

s e t s _________ 41 @42
California H am s 22%t@23
Picnic Boiled

H a m s _______ 35 @40
Boiled H a m s _ 42 @44
Minced Ham s 18 @20
Bacon _________ 32 @48

Sausages
Bologna ______________18
Liver _________________12
Frankfort _____________19
Pork ____________  14@15
Veal __________________11
T o n g u e ________________11
H eadcheese ___________14

Beef
B o n e le s s ____  30 00@35 00
Rump, n e w   40 0(l@42 00

P ig ’s Feet
% bbls . 1 75
% bbls., 35 l b s . ___  3 40
% bbls. ___  _ .  11 501 bbl. _____________ 19 00

Canned Meats 
Red Crown Brand

Corned Be ef, 24 Is  __ 3 90
R oast £îeef', 24 I s ___ 3 90
Veal L()af, 48 %s, 5%

O Z . 1 65
V eal Lo.af, 24%s, 7 oz. 2 60
V ienna Style Sausage,

48%s _______ 1 40
Sausage> Meat, V is — 3 35
Potted Me:at, 48%s __ 52%1 ’otted Me at, 48 %s 90
Ilam burgei■ Steak and

Onions, 48 % s _____ 1 75
Corned B eef H ash,

48 %s ______________1 75
Cooked Lunch Tongue,

48 %s ______________4 00
Cooked Ox Tongues,

12 2s _____________  22 50
Chili Con Carne, 48 Is 1 40 
Pork and B eans, 4S 2s 1 80 
Sliced Bacon, medium 4 00
Sliced Bacon, la r g e _6 25
Sliced B eef, 2% o z ._2 20
Sliced B eef, 5 o z . ___ 4 00

Mince Meat
Condensed No. 1 car 1 80 
Condensed Bakers brick 25 
M oist in g l a s s _______ 6 50

T  ripe
K its. 15 l b s . __________ 90
Vi bbls., 40 l b s . _____ 1 60
% bbls., 80 l b s . _____ 3 00

Casings
H ogs, per lb. _____  @65
Beef, round s e t _____19@20
B eef, middles, s e t___50@60
Sheep, a skein 1 75@2 00

Uncolored Oleomargarine
Solid D airy _____  28@29
Country R o l ls _____ 30@31

R IC E
Fancy Head __________16
Blue Rose ___________14

R O L L E D  O A T S
Monarch, bbls. _____ 10 00
Rolled Avena. bbls. 10 20 
Steel Cut, 100 lb. sks. 5 00 
Monarch, 90 lb. sacks 4 90
Quaker, 18 R e g u la r_2 15
Quaker, 20 F a m i ly _5 50

S A L A D  D R E S S IN G
Columbia, % p i n t s _2 25
Columbia, 1 p i n t ___ 4 00
Durkee's large, 1 doz. 5 80 
D urkee’s med., 2 doz. 6 75 
D urkee’s P icn ic, 2 dz. 3 00 
Snider’s large, 1 doz. 2 40 
Snider's sm all. 2 doz. 1 45

S A L E R A T U S

Packed 60 lbs. in box
Arm and H a m m e r_3 25
W yandotte, 100 % s _3 00

S A L  S O D A
Granulated, bbls. ___ 1 95
Granulated. 100 lbs. cs. 2 10 
Granulated, 36 2% lb. 

packages _________  2 25

S A L T  
Solar Rock

56 lb. sacks __________ 65

Common
Granulated, Fine ___ 2 60
Medium, Fine ______ 2 65

Tv

Per case, 24 2 lbs. — 2 25 
F ive case lots --------  2 15

S A L T  F IS H  
Cod

Middles _____________  28
Tablets, 1 lb. -----------  3 20
T ablets, % l b . ------------  1 75
Wood boxes ________  19

Holland Herring  
Standards, bbls. —  . 19 50
Y. M.. b b l s .________  22 50
Standards, k e g s -------  1 20
Y. M., kegs -------------  1 50

Herring
lv K K K, N orway — 20 00
8 lb. pails -------------- 1 40
Cut Tjunch ______ ... - 1 25
Scaled, per box 21
Boned. 10 lb. boxes __ 24

T rout
No. 1. 100 lbs. _____ — 12
No. 1, 40 lbs. _____
No. 1. 10 lbs. _____ _
No. 1, 3 lbs. --------

Mackerel
M ess, 100 lbs. _____ 25 00
M ess, 50 lbs. ______ 13 25
Mess. 10 l b s . _______ 2 95
M ess, 8 lbs. _______ 2 30
No. 1. 100 lbs. _____ 24 00
No. 1. 50 lbs. ______ 12 75
No. 1. 10 lbs. ______ 2 80

Lake Herring
% bbl., 100 l b s . ____ _ 7 50

S E E D S
A nise ______________ .. 4 5
Canary, Sm yrna — . 1 2
Cardomon, Malabar 1 2 0
Celery ___ _________ _ 65
Hemp, Russian ----- _ 1 1
Mixed Bird - 13%
M ustard, w hite __ . . 10
Poppy ______________ _ 65
Rape . ......  ........- ........ - ... 16

S H O E  B L A C K IN G  
Handy Box, large 3 dz. 3 50
H andy Box, s m a l l__ 1 25
B ixby’s  Royal Polish 1 25 
Miller's Crown Polish 90

S N U F F
Swedish Rapee 10c 8 for 64 
Swedish Rapee, 1 lb. g ls  85
Norkoping. 10c 8 f o r _64
Norkoping, 1 lb. g l a s s _85
Copenhagen, 10c. 8 for 64 
Copenhagen, 1 lb. g lass 85

S O A P
.Tames K. Kirk & Company
American Fam ily. 100 7 85
Jap Rose, 50 c a k e s _4 85
Kirk's W hite Flake __ 7 00 

Lautz Bros. & Co.
Acme, 100 cakes ____ 6 75
B ig M aster. 100 blocks 8 00
Climax, 100s __________6 00
Climax, 120s ________  5 25
Queen W hite, 80 cakes 6 00 
( >ak Leaf, 100 cakes 6 75 
Queen Anne, 100 cakes 6 75 
Lautz Naphtha, 100s 8 00

Proctor & Gamble Co.
L e n o x ______________  6 00
Ivory, 6 d o z . ________  8 15
Ivory, 10 oz. ______  13 50
S t a r __________________  8 00

Sw ift & Company 
C lassic, 100 bars 10 oz. 7 25 
Sw ift's Pride, 100 9 oz. 6 00
Quick N aphtha 7 85
W hite Laundry , 100

8% oz. _____ 6 75
Wool, 24 bars. 6 oz. 1 85
Wool, 100 bars. 6 oz. 7 65
Wool, 100 bars, 10 oz. 12 75

Tr;ulesm an (Company
Black H aw k, one box 4 50
Black Hawk, five bxs 4 25
Black H aw k, ti?n bxs 4 00

Box contains ’72 cake s. It
is a  m ost remarkable dirt 
and grease rem over, w ith 
out injury to the skin.

Scouring Powders
Sapolio, gross l o t s _11 00
Sapolio, half gro. lots 5 50 
Sapolio, single boxes 2 75
Sapolio, hand _________3 00
Queen Anne. 60 cans 3 60 
Snow Maid, 60 c a n s _3 60

W ash ing  Powders
Snow Boy, 100 5 c ___ 4 00
Snow Boy, 60 1 1 oz. 4 20 
Snow Boy. 24 pkgs. 6 00 
Snow Boy, 20 pkgs. 7 00

Soap Powders 
Johnson’s Fine, 48 2 5 75
Johnson’s  X X X  1 0 0 _5 75
Lautz Naphtha, 6 0 s _3 60
N ine O'clock _______  4 25
Oak Leaf, 100 pkgs. 6 50 
< >ld Dutch C leanser 4 30 
Queen Anne, 60 pkgs. 3 60
Rub-No-M ore ______  5 50
Sunbrite, 72 c a n s ___ 3 40

Kitchen 
lenzer

so can cases, $4 per case

SODA
Bi Carl>, K egs —____ 4

SPICES
W hole Spices

Allspice , Jam aica ___ @18
Cloves, Zanzibar ___ @60
( 'assia, Canton _____@30
< 'assia. 5c pkg„ doz. @40
Ginger, African _____@15
Ginger, Cochin —____@20
Mace, Penang ------ @75
Mixed, No. 1 ___ ____@17
Mixed, No. 2 ___ ____@16
Mixed, 5c pkgs., doz. @45
Nutm eg s, 70-8 ____@50
N utm egs, 105-110 __ @45
Pepper, B lack ___ ____ @30
] ’epper, White ____ @40
Pepper, Cayenne .____ @22
1 ’aprika , Hungarian

Pure Ground in Bulk
Allspice , JamaiacaL @18
< 'loves. Zanzibar ___ @65
( ’assia . ( lanton ____  @40
Ginger. African _.____ @28
M ustan 1 ____ ____  @38
Mace, 1’e n a n g -----____ @85
Nutm eg'S ___________ @36
1 ’epper. Black ____ @34
Pepper. W hite ------ @52
Papper, Cayenne ___ @29
Paprika , H ungarian-» @60

Seasoning
Chili Powder, 1 5 c ___ 1 35
Celery Salt, 3 o z . ___  95
Sage, 2 oz. ________  90
Onion Salt _________ 1 35
Garlic _______________ 1 35
l ’onelty, 3% o z . _____ 2 25
Kitchen B o u q u e t___ 2 60
Laurel Leaves _____  20
Marjoram, 1 o z . _____  90
Savory, 1 oz. _______  90
Thym e, 1 oz. _______  90
Tum eric, 2% oz. ___  90

S T A R C H
Corn

K ingsford, 40 l b s . ___ 11%
Muzzy, 48 1 lb. pkgs. 9%
Powitiered, b a r r e ls___ 7%
Argei, 48 1 lb. p k g s ._ 4 15

Kingsford
Silvi r Gloss, 40 1 lb. — 11%

Gloss
Gloss

Arg<>. 48 1 lb. pkgs._ 4 15
Arg<>, 12 3 lb. p k g s ._ 3 04
Argf>, 8 5 lb. p k g s .__ 3 40
Silvi■r Gloss, 16 3 lbs. 11%
Silvi •r Gloss, 12 6 lbs. 11%

Muzzy
48 1 lb. p a c k a g e s__ - 9%
16 3 lb. p a c k a g e s__ - 9%12 6 lb. p a c k a g e s__ - 9%
50 lb. boxes ________ - 7%

S Y R U P S
Corn

Barrels _______________ 75
H alf Barrels -------------- 81
Blue Karo, No. 1%,

2 doz. ______________3 40
Blue Karo, No. 2 2 dz. 4 05
Blue Karo, No. 2%, 2

doz. _________________4 95
Blue Karo, No. 5 1 dz. 4 90
Blue Karo, No. 10,

y, doz. _____________4 65
Red Karo, No. 1%, 2

doz. _______________  3 65
Red Karo, No. 2, 2 dz. 4 60
Red Karo, No. 2%, 2

doz. _______________  5 25
Red Karo, No. 5. 2 dz. 5 10
Red Karo, No. 10, %

doz. _______________  4 S5

Pure Cane
Fair ___________________
Good __________________
Choice -------------------------

TABLE SAUCES 
Lea & Perrin, large — 5 75 
Lea & Perrin, sm all — 3 25
Pepper ______________ 1 35
Royal Mint --------------  1 50
T o b a s e o _____________ 3 uO
England’s Pride -------1 25
A -l, large __________ 5 00
A - 1, sm all __________ 2 90
Capers ______________ 1 60

TEA
Japan

Medium _____________40@42
Choice ______________49@52
F a n c y _______________60@6l
Backed-Fired Med’m 
B ask et-F ired  Choice 
B asket-F ired  Fancy
No. 1 Nibbs __________@55
Siftings, b u lk ------------- @21
Siftings, 1 lb. pkgs.— @23

Gunpowder
M oyune, Medium — 35@40 
M oyune, C h o ic e___ 40@45

Young Hyson
Choice ______________35@40
F a n c y _______________50@60

Oolong
Form osa, M ed iu m _40@45
Form osa, Choice — 45@50 
Formosa, Fan cy — 55@75

English Breakfast
Congou, M e d iu m _40@45
Congou, C h o ic e __ 45@50
Congou, Fancy ____50@60
Congou, E x. Fancy 60@80

Ceylon
Pekoe, M e d iu m ___ 40@45
Dr. Pekoe, Choice_45@48
Flowery O. P. Fancy 55@60

T W IN E
Cotton, 3 ply c o n e ----75
Cotton, 3 ply b a l l s ----75
Hemp, 6 ply ---------------25

V IN E G A R
Cider, Benton Harbor_40
W hite W ine, 40 grain 20
W hite W ine, 80 grain 27
W hite W ine, 100 grain 29

( lakland V inegar & Pickle  
Co.’s  Brands.

Oakland Apple C id e r _45
Blue Ribbon Corn ___ 28
Oakland W hite Pickling 20 

Packages no charge.

W IC K IN G
No. 0, per g r o s s ____  70
No. 1, per g r o s s ____  80
No. 2, per g r o s s ____ 1 20
No. 3, per g r o s s ____ 1 90

W O O D E N W A R E
Baskets

Bushels, wide band,
wire handles _____ 2 20

B ushels, wide band,
wood h a n d le s _____ 2 35

Market. drop handle 95
Market, single handle 1 00
Market, e x t r a _______ 1 40
Splint, large ------------- 8 50
Splint, medium _____ 7 75
Splint. sm all ______ 7 00

Butter Plates 
Escanaba M anufacturing  

Co.
Standard W ire End

Per 1.000
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 extra sm cart 1 21 
No. 8-50 sm all carton 1 27 
No. 8 50 med'm carton 1 32 
No. 8-50 large carton 1 60 
No. 8-50 extra lg cart 1 93 
No. 4-50 jumbo carton 1 32

Churns
Barrel, 5 gal., e a c h _2 40
Barrel, 10 gal. e a c h _2 55
Stone. 3 gal. ______  39
Stone, 6 gal. ______  78

Clothes Pins
Escanaba M anufacturing  

Co.
No. 60-24, W ra p p ed _4 75
No. 30-24, W r a p p e d _2 42
No. 25-60, W ra p p ed _ 75

E gg  Cases
N<d. 1. Star _ __ . — 4 00
Nio. 2, Star ______ _ 8 no12 oz. size _______ 4 50
9 oz. size ________ ___4 256 oz. size ________ 90

Faucets
a >rk lined, 3 in. .___ 70
Cork lined. 9 in. _____ 90
Cork lined. 10 in. ____ 90

Mop S t i c k s
Trojan spring _____  2 75
Eclipse patent spring 2 75
No. 1 common _______ 2 75
No. 2, pat. brush hold 2 7j
Ideal. No. 7 ___________2 90
20oz cotton mop heads 4 80 
12oz cotton mop heads 2 85

P a i l s
10 <|t- G a lv a n iz e d ___ 4 50
12 ot. G a lv a n iz e d ___ 4 75
14 qt. G a lv a n ize d ___ 6 00
Fibre _________________8 50

Toothpicks
Escanaba M anufacturing

Co.
No. 48. Em c o __ - — 1 60
No. 100. Em co ____— 3 50
No. 50-2¡500 Em co ___ 3 50

T  raps
Mouse, wood. 4 h o le s __60
Mouse, wood. 6 h o l e s __70
Mouse, tin, 5 h o l e s ___65
Rat, w o o d ___________ 1 00
flat, spring __________1 00
M ouse, spring ______  30

T  ubs
No. 1 Fibre ________ 42 00
No. 2 Fibre ________  38 00
No. 3 Fibre ________ 33 00
Large G a lv a n iz e d __16 00
Medium Galvanized 13 50- 
Sm all Galvanized —  12 00

W ashboards
Banner Globe _____  8 00
B rass, S ingle ______  9 50
Glass. Single _______  8 50
Single P e e r le s s _______ 9 00
Double P eerless __  11 00
Northern Queen ___  9 00
U niversal __________ 10 00
Our B est __________ 10 00

W indow  Cleaners12 in. _ 1 65
14 in. _ 1 85
16 in. - 2 30

Wood Bow ls
13 in. B utter ______ 3 00
15 in. B utter  ______ 7 00
17 in. B u t t e r ______ 11 00
19 in. B utter  ______ 12 00

W R A P P IN G  P A P E R  
Fibre, M anila, w hite 8
No. 1 Fibre ________ 9
Butchers M a n i la ___  8%
K raft _________________ 13
W ax B utter, short c'nt 25 
Parchm ’t B utter, rolls 25

Y E A S T  C A K E
Magic, 3 doz. _______ 1 45
Sunlight, 3 doz. ____ 1 45
Sunlight, 1% d o z .___  73
Y east Foam , 3 d o z ._1 45
Y east Foam , 1% doz. 73

Y E A S T — C O M P R E S S E D  
Fleischm an, per d o z ._24
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Charges Jobbers W ith D isloyalty to 
Retail Grocer.

Toledo, April 13—One of the m enac
ing problem s confronting  the retailer 
of to-day is the establishm ent of so- 
called commissaries in manufacturing  
plants.  The  average m anufacturer  is 
not going into this m at te r  from any 
philanthrophic motive, but,  instead, it 
is one of the m ost selfish propositions 
yet conceived, regardless of the sta te 
ments  made by them  in justification 
of their entering  this business.

These corpora t ions are impelled by 
selfish motives, pure and simple, as a 
sort of sop to their workingmen to re 
duce the high cost of living, when the 
real facts are that they are try ing  to 
secure a more firm grip on labor. If 
through this scheme they can satisfy 
labor, then they will be in their glory, 
because they will have labor where 
they  want it—under their thumb, as 
they did years ago, when the workers  
worked in a factory,  t raded in a coun
try store and lived in a company 
house and looked upon the company 
as a god from whom they received 
the right to live.

W hile the corporat ions are pocket
ing labor in this way what will hap
pen in the g rocery  trade? First ,  the 
retailer will feel the pinch, because 
of the company selling their employes 
the most profitable merchandise—the 
cream—while the reta iler gets the 
skimmed milk of the business. Then, 
through loss of trade, because of cor
porations increasing their service and 
monopolizing most of the business. 
Thus  the business will be made u n 
profitable for the retailer, and he is 
literally forced out of business.

W h at  will happen to the jobber who 
is supplying these concerns? For a 
time th ings go along by leaps and 
bounds.  He is selling the corpor
ations in large quantities and reaping 
big profits because of less overhead. 
Does he believe tha t  his business will 
go on? If he does then it is upon the 
retailer to accept the challenge to 
work out his own salvation. The  a t 
titude of the wholesaler has been such 
that  1 cannot blame the retailer for 
looking to the jobber with suspicion, 
as it is very little that he can expect 
from him. I hold that the jobbers 
are largely responsible for this p res
ent condition. T hey  are in a measure 
responsible because they should dis
courage this  practice, but in their 
anxiety to grab off all the business in 
sight they are overlooking what the 
future holds in store  for them.

I am a firm believer that all m er
chandise should travel through the 
well established channels of distribu
tion, and I still hold that to be the 
sound and logical m ethod—from 
m anufacturer  and producer to whole
saler, to retailer,  to consumer; but to 
my observation quite a large num ber 
of wholesalers have ceased to func
tion as jobbers, as I find tha t  some 
jobbers have also adopted  the role 
of being manufacturers  as well as job
bers and also selling direct to the con
sumer. If  such conditions exist—and 
we all know they do—why should we 
look to the jobber for relief? Yet it 
is true that  they expect you and me 
to remain loyal to them.

I have no quarrel  with the jobber. 
Some of niv best and m ost intimate 
friends are in the wholesale business, 
but as a whole the jobbers  of this 
great country of ours have no t  been 
ioyal to their own customers, and the 
retail trade is fast awakening to this 
fact and it w o n ’t be long until the 
jobber will sit up and take notice, but 
I am afraid it will be too late. I t  is 
up to the wholesalers.

J.  A. Ulmer,
President National Association of 

Retail Grocers.

Item s From the Cloverland of M ich
igan.

Sault Ste Marie. April 13— M. Maz- 
erow expects to open a new clothing 
store on Ashmun street in the Evere tt  
building. The store is being redecor
ated and the opening will take place 
about the middle of May. Mr. Maz-

erow is one of the best  clothing men 
in the business, having been connected 
with the Boston store  for a num ber 
of years and having a large acquant- 
ance th roughou t  Chippewa county.

Charles Goppelt,  the popular repre 
sentative for H. O. W ilbur  & Sons, 
is calling on the  trade this week. He 
reports  business as unusually  good 
at this season of the year.

Some people are always looking 
for a new kind of a mistake to make.

Charles Farm, formerly  in the 
m anufacturing soft drinks business, is 
now traveling for the Victor Oil Co., 
of Cleveland, covering the Upper 
Peninsula.

Jos. Fuoco, of Pontiac, is a business 
visitor here this week. Mr. Fuoco 
was formerly in the grocery business 
here and has still some property  in the 
Soo.

T. B. McClelland re tu rned  from 
Detroit ,  where he has been working 
during the winter. He  is opening a 
bicycle and repair shop on Ashmun 
street .

O thers  may make us happy, but we 
make the m ost of our unhappiness 
ourselves.

A. E. Marriot,  formerly m anager  of 
the Park Hotel,  has re turned after 
spending the winter in the South. He 
expects to move to his sum m er home 
< n Sugar Island in the near future.

The Civic and Commercial Club 
gave ano ther  one of their m onthly  
dinners at the Soo Club last Friday 
and made some very in teres t ing  re 
ports  regarding new developments 
which are expected to materialize in 
the near future. A very interesting 
talk was also given by Prof. Hayden, 
of Ann Arbor, on the National Bud
get.

Much activity is noticed around 
the locks for the past week, getting 
things ready for the opening of navi
gation. which from present  condi
tions will be in the very near future, 
as boats are ge tt ing  into Detour this 
week and the ice is reported  very thin 
in m ost places a round Mud Lake.

If gasoline is going up to 40c per 
gallon there are some auto owning 
men who are going to cut down on 
the am ount their wives use for clean
ing gloves. William G. Tapert.

M erchants Victim ized By New Swin
dle Scheme.

Retailers in several Wisconsin cities 
have been victimized by a new form 
of check swindle. The  process is as 
follows:

The swindler buys merchandise on 
which he wants some alterations made 
H e  leaves the merchandise with the 
dealer and, declaring his desire to 
pay for it in advance, leaves a check 
also.

In due course  the m erchan t  deposits 
the check and finds out that  while his 
new customer actually has an account 
at  the bank on which the check is 
drawn, it is not sufficient to cover the 
check. W hen the swindler-customer 
calls for his goods a few days later 
the m erchan t  mentions this with re
gret,  whereat the S. C. is much an
noyed that  his “s tenographer should 
have failed to make the deposit he told 
her to.” Of course, he wouldn’t 
dream of asking the  m erchan t  to ac
cept the check, however, and he in
sists on paying cash for the  m erchan
dise, and the  m erchan t  re tu rns his 
check.

So far the transaction  hasn’t hurt 
the m erchan t  a bit. But—

The s t ranger  now has a check 
bear ing  the m erchan t’s indorsements 
He proceeds to cash it forthwith; 
rais ing the am ount if he thinks the 
m erchan t’s account is big, and evap
orates  to ano ther  city to repea t  his 
operation.

Serious Trade Abuse That You Can 
Stop.

Do you, as a dry goods merchant, 
think you are ge tt ing  a fair deal 
from the m anufacturer  who has been 
forcing you for the last three  years 
to place your orders  with him “At 
Opening Prices” and for indefinite 
and uncertain delivery?

Is it your opinion that  your inter
ests are being decently considered by 
a producer who, because merchandise 
has been scarce and at  an immense 
premium, will only continue his 
business relations with you if you 
consent to buy blindly before you 
have had a hint of what the advance 
on his merchandise will be when he 
does get ready to open his prices?

Can you make yourself believe that  
such a producer will ever feel the 
necessity for putting  prices on his 
merchandise that represent rock b o t
tom cost plus a fair profit, when he 
knows before he has made his prices 
to you that his production has all 
been taken a t  whatever he cares to 
m ark  it?

T H E  SH O R T  L IN E  B E T W E E N  
G RAND R A PID S A N D

C H I C A G O
FA R E—$3.85 one way 

via
M ICH IG AN R A IL W A Y  CO.

(S teel Cars—Double Track)

Graham & Morton Line
(S teel Steam ers)

Boat Train fornthe boat
L eaves Grand R apids Station  

R ear Pantlind H otel

REG ULA R SE R V IC E S W IL L  
STA RT SO O N.

Be 1 0 1 o

The clean, smooth, healthful PeanutButter that makes regular customersout of the casual visitors.
WSl Order from

— J
Your Jobber

Puritan Flour (
Made at Schuyler, Nebraska. A strict

ly Short Patent Flour with a Positive 

Guarantee on each sack.

Mr. William J. Augst, the Puritan 

Salesman, 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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Are you able to convince yourself 
that the o rder you place at an open 
price and without definite under
standing as to delivery, will be ship
ped to you in full, within a reason
able time, when it is so simple a m at
ter  to ship a par t  of your order and 
cancel the rest  subject to its re-in
statement at a higher price?

You will answer every one of these 
questions with a very determined 
negative, no doubt, and you will in 
turn ask what you are going to do 
to avoid running your business in just  
the manner that has been suggested 
above. You do not want  to place large 
orders in an automatic w’ay, allowing 
the seller to do all your thinking for 
you. But yuo probably are convinced 
that  unless you go a long in the way 
you have been going for several years, 
you will not get merchandise that  
is essential to the success of your 
business.

Stop and consider for a moment 
the possibility that  you are submit
ting to a trade practice that  you 
might end if you were willing to try. 
At least one retailer has had the 
courage to take the right stand to 
protec t  his own interests. There  may 
be more but we know of one large 
store that  has taken the step alone 
and we know what the results  have 
been. You should read them care
fully and make your own inferences 
as to the wisdom of adopting such a 
plan yourself.

Experience goes to show that  the 
selling value of a window does not 
depend upon the amount of goods 
shown in it.

¿Zmj
Jfüöiutist

Motor Coat
B rought out only a  few  w eeks ago, 

th is T ourist Motor Coat can already  
be found at the leading auto accessory  
stores in m ost c ities. The im m ediate  
widespread demand w hich greeted it 
is  one of the reasons for the opening 
of our fourth M ichigan factory recen t
ly  a t Lakeview .

M ICHIGAN MOTOR GARMENT CO.
GREENVILLE, MICHIGAN-8 Branches

BUSINESS WANTS DEPARTMENT
Advertisem ents inserted under th is head for five cents a word the first 

insertion and four cents a word for each subsequent continuous insertion. 
If set in capital letters, double price. No charge less than 50 cents. Sm all 
display advertisements in this department, $5 per Inch. Paym ent w ith order 
is required, as am ounts are too sm all to open accounts.

YO UNG  MEN, 
A T T E N T IO N !

W e have several openings 
for live, ambitious, young  
men who are willing to ap
ply them selves to learning  
and improving them selves in 
the dry goods business.

R e a l o p p o r t u n i t i e s  fo r  
hustlers. Remuneration lim it
ed only by ability to show  
results.

O . M . S M IT H  &  C O .
F L IN T , MICH.

If you w ant to sell or exchange your  
business, no m atter where located, write  
m e. John J. B lack, 130th St., Chippewa 
Falls, W isconsin . 725

Stock shoes and dry goods, inventory  
$4,500 (old cost). Sacrifice account s ick 
ness. E stablished business in good town. 
Particulars, Butler & Butler, Lake V iew , 
Mich. 824

Position w anted by experienced man, 
in grocery or general store. Address R. 
F. D. 2, box 159, Grand H aven, Mich.

826

W anted—A good stock  general m er
chandise in exchange for m y farm. Gro
ceries, general m erchandise, dry goods, 
clothing, shoes. I m ust trade th is farm  
quick. J. P . Phillips, M anchester, Tenn.

829

For Sale—The old established Perham  
drug stock and fixtures. B usiness e sta b 
lished forty years ago. M. E. Law ton, 
Adm inistrator, Spring Lake, Mich. 830

If you are th inking o f going In b u si
ness, selling  out or m aking an exchange, 
place an advertisem ent in our business  
chances colum ns, a s it  w ill bring you In 
touch w ith the man for whom you are 
looking—T H E  BU SIN E SS MAN.

FOR SA LE—E igh t-fam ily  stea m -h ea t
ed brick flat, five m inute w alk from cen 
ter of business section . L ocated across  
from Crescent Park, Grand Rapids, M ich
igan. A high grade investm ent for som e 
fam ily who w ill occupy one flat th em 
selves. W ill accept stock  of m erchan
dise or property for part paym ent. Con
sideration $15,000. A  10% incom e prop
erty. W rite Story & Grosvenor, G reen
ville, Mich. 835

For Sale—Grocery stock  located in best  
county sea t town in Central W estern  
M ichigan. B ig m anufacturing interests  
and strong country trade. Cash basis. 
No dead stock. Stock and fixtures about 
$2,500. Address No. 838 c-o  M ichigan  
Tradesm an. 838

Silko Typew riter Ribbons—L ast longer, 
w ill not fill type or dry out. R egular $1—  
each grade, 2 for $1; dozen, $5. F u ll 
length sam ple, 60 cents, postpaid. Guar
anteed to please or m oney back. State  
typew riter used. Office Specialty Co., 
Dep’t. MT, B irm ingham , Alabam a. 810

W anted—Second-hand sa fes  Will pay 
spot cash  for any safe, if in reasonably 
good condition. Grand Rapids Sate Co., 
Grand Rapids.

For Sale in D etroit—Clean staple stock  
of m en’s and ladies’ furnish ing goods and 
shoes. $15,000 and fixtures. E xcellen t
location, w ith in one-m ile from c ity  hall. 
E stablished nine years. M ust sell a t 
once. Address No. 813, care M ichigan
Tradesm an. 813

W A N TED —Experienced m an or wom an  
as buyer of laces, trim m ings, leather  
goods, neckwear, jew elry, etc. In a n s
w ering g ive details of business exper
ience, present position, and expected  
salary. Charles Trankla & Co., Grand 
Rapids, M ichigan. 815

For Sale—Good retail bakery, fu lly  
equipped w ith  good m achinery, in h u st
ling town of 10,000. Good business loca
tion. E xcellen t for window bakery. Did  
20,000 business la st year. Invoice stock  
about $1,500. Term s cash . R eason for 
selling, ill health . Address No. 821 care 
M ichigan Tradesm an. 821

For Sale—Illinois. Rock Island County, 
$9,000 stock hardware, groceries, dry 
goods, shoes. Postoffice in store. Ten  
m iles from station . V illage 75 people. 
B est farm ing d istrict in sta te . Good op
portunity for country m erchant. Enquire 
Frank S. Childs, Buffalo Prairie, 111. 840

For Sale—Grocery and bakery in a  
good live town, population 2,800. W ant 
to sell on account o f health . W ill sell or 
lease building. Address N o. 841 care 
M ichigan Tradesm an. 841

Wanted-*—To buy one or more large 
autom atic C aille’s coin paying m achines, 
nickle or quarter play. Must be cheap  
for cash. Address No. 842 care M ichigan  
Tradesm an. 842

For Sale—Quartered oak clothes cab
inet. Three double deck and one single  
deck. Made by the W elch Mfg. Co., 
Grand Rapids. Address Faber Bros., 
Rosebush. Mich. 843

For Sale—$15,000 in terest in a  going  
corporation to one that is w illing to take 
a working in terest as general secretary. 
If interested , write a t once. Address No. 
844, care M ichigan Tradesm an. 844

Tartner W anted—A w holesale flour, 
feed and produce dealer w ith an esta b 
lished business requires additional capital 
to carry on an expanding trade. This is 
a good opportunity for the right party  
and w ill pay big returns on the in v est
m ent. Address No. 845 care M ichigan  
Tradesm an. 845

For Sale a t a Great B argain—H aving  
consolidated our two stores, we offer for 
sale the following articles: Stim pson  
Com puting Scale, 170 A cct. F ile, 4 drawer 
N ational Cash R egister. Prem ier Cash 
R egister. %  horse power electric motor, 
coffee mil! for hand or power, two B ow 
ser L ift Pum ps and 175 gallon tanks, 4 ft. 
floor um brella case, 110 gallon galvanized  
iron oil tank, ten counter show cases  
from two feet to ten feet, barrel truck, 
spool cabinet, tobacco cutters, two sugar  
barrel holders, tw ine and paper holders. 
W rite at once, or come and see. The 
Itackett Store, Carson City, Mich. 846

For Sale—In B u sin ess Section of Main 
St., F lint, Mich. An A -l grocery store 
and m eat m arket. Ideal location and  
every  day m oney m aker. Owner m ust 
sell w ith in 30 days and w ill m ake excel
len t proposition for cash . D irect corre
spondence to M arket, 811 South Saginaw  
St., F lint, M ichigan. 726

W anted—To find good business for sale. 
State w hat you got. Address No. 836 
c-o  M ichigan Tradesm an. 836

M ERCHANTS—FOR REDUCTION or 
CLOSING OUT sa les w rite A rthur E. 
Greene, Jackson, Mich. 808

ATTENTION M ERCHANTS—W hen in 
need of duplicating books, coupon books, 
or counter pads, drop us a  card. We 
can supply either blank or printed. 
P rices on application. Tradesm an Com
pany, Grand Rapids.

For Sale—A patent on a  com bination  
belt loop and button. Reasonable if  sold 
at once. P aten t No. 1,315,856. W rite  
for particulars to Jas. H . Otto, K ellogg, 
Idaho. 817

For Sale—M eat m arket, grocer, notion, 
dry goods stock  and fixtures. D oing  
good business but w ish to change. W ish  
to sell w ithin 30 or 60 days. W rite No. 
792 care M ichigan Tradesm an. 792

For Sale—One L igonier grocer refriger
ator, one Ligonier display refrigerator. 
F irst-c la ss condition. One Toledo butcher  
scale. Cash only. R. S. Knepp, School
craft, Mich. 793

W ANTED—Lady clerk for general 
store. R eferences required, good w ages. 
W m. P. McGregor, Birch Run, Mich. 796

BANISH T H E  RATS—Order a  can of 
Gat and Mouse Em balm er and get rid of 
the pests in one n ight Price $3. Trades
man Company, Grand Rapids, Michigan.

P ay  spot cash for cloth ing and fur
nishing goods stocks. L. Silberm an, 106 
E. H ancock, D etroit. 566

W H T TAK E CHANCES w hen you  
can have our guaranteed check protector 
for only one dollar. Eddo Specialty Co., 
Saginaw , Mich. 804

B EST W H IT E  W A X E D  PA P E R  
LUN CH  RO LLS 5 & 10c

W rite us for sam ples and prices. 
Standard Paper Specialty Co. 

Plainw ell, Mich.

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.

Good
Candy

Made in Grand Rapids by

N A T IO N A L  C A N D Y  CO.

P U T N A M  F A C T O R Y
Grand Rapids, Michigan

Ask for a copy of our 
latest price list.

We are agents for LOWNEY'S 
in Western Michigan.

Chocolates
Package Goods of 

Paramount Quality 
and

Artistic Design
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FA N T A ST IC  L IN E N  PRIC ES.
Many of the large linen buyers  from 

this country  are abroad t ry ing  to 
hasten deliveries and to pick up any 
odd lots of linens tha t  m ay be avail
able for the fall trade.

Recent reports  show tha t  fantastic 
prices prevail at Belfast. Buyers will 
bid any  figure to get goods The  mills 
are  running only twenty-five hours 
per week because of the dear th  of 
flax and yarns and there  has been a 
wild scramble to pay any th ing  that  
will induce a m anufacturer  to gu a r
antee a delivery. Many of the la rg 
est m anufacturers  are out  of the m ar 
ket and will not undertake any fur
ther  business until  they  know they 
can get flax. I t  is not  a question of 
price of goods for buyers are more 
than willing to pay well.

Late last week a tow yarn that  sold 
a m onth ago for 62s b rough t  80s and 
it has been no uncomm on th ing to 
hear of prices ten t imes normal of 
linens. I t  is reported  tha t  the Cam 
bric Combine will advance its Decem 
ber list 60 per cent. This  is the base 
list for handkerchief cloths.  Substi
tutes of m any kinds are being bought, 
but many United States buyers want 
all linen goods and do not  care to 
handle the substitutes if thejr can 
avoid it. Some Scotch weavers are 
offering very handsome samples of 
co tton  damasks and m ixtures of flax 
and hemp. But to the buyer who 
wants all linens and under choice 
brands these th ings have only pass 
ing interest.

The  Jan u a ry  imports  of linens 
amounted to 4,420,633 square yards, 
compared with 647,051 a year ago. 
The seven m on ths’ receipts of linens 
reached 17,983,698 yards,  compared 
with 6,513,777 a year ago. Belgium 
and France have begun to send in 
linens again in a small way, m ost  of 
the importa tions coming from Great 
Britain.

C A N N E D  G OODS C O N D IT IO N S.
Flie canned food d istr ibutor is pes

simistic about the cleanup of last sea
son’s pack in the face of the num er
ous handicaps which are continually 
encountered, while the canner is open
ly discouraged in meeting the p ro b 
lems which confront him and which 
make him favor a short  pack. Heavy  
losses are being sustained on the  sale 
of large blocks of goods,  notably 
California fruits, and the buyer is not 
to be interested except a t  g reat  sacri
fices under the jobbing quotations. 
The listed quotations given cover the 
sale of small and medium sized jo b 
bing orders  and do no t  reflect the 
market on the forced m ovem ent of 
export or bankrupt  stocks w'hich are 
sold in large blocks. The  banks are 
forcing the owners to reduce their 
loans, which means in m any cases 
liquidation of the entire  blocks. W ith  
an apathetic buying outlet,  reduced 
prices are inevitable. To  add to the 
troubles the railroad strike cut down 
the out-of-town m ovem ent of goods 
and forced many jobbers to withhold 
shipment on pressing shipments. In 
the face of these conditions the can
ner is not inclined to pack high priced 
foods with the possibility of losses 
such as are being sustained on last 
y e a r ’s production and the jobber is

not buying futures for the same rea
son.

M EAT M ARG INS TO O  LOW .
R eports  from fair price commission

ers  and United Sta tes  a ttorneys in
dicate tha t  the campaign to teach the 
value, economy and palatabili ty of the 
less expensive cuts of meat, particu
larly those of the forequarter,  has 
proceeded very successfully. A N a
tional official of a large association 
of retail  meat dealers telegraphed to 
the D epartm ent a complaint that  some 
fair price commissioners have fixed 
retail prices and margins too low dur
ing the campaign.

R eports  from commissioners clear
ly indicate tha t  never before has meat 
been sold by reta ilers a t  so small a 
rate  of profit. Some commissioners 
are allowing only one or two cents 
profit on cuts bought  at  wholesale 
from 20@25c per pound, and the  re 
tai lers themselves have shown a dis
position to make their profit excep
tionally small. In  some instances a 
margin has been set below a profit
able rate.

Review of the Produce Market.
Apples— Baldwins, $3.75; Russets,  

$3.25; Starks.  $3; W es te rn  box fruit 
commands $4.50@5; bulk, $3.75@4 per 
bn.

Asparagus—California commands 
90c for large bunch.

Bananas—8c per lb.
Beets—New, $2.75 per hamper.
Butter—Tire market is steady a t  a 

decline of about lc  per pound over a 
week ago. The quality arriv ing  is 
about as usual for the season. The  
consumptive demand is only m oder
ate and storage stocks are being rap 
idly reduced. W e look for an in
crease in the make from now on and 
if we do have any change in price 
in the near future, it is likely to be a 
further slight decline. Local jobbers 
hold ex tra  creamery at 62c and first 
at 60c. Prints,  2c per lb. additional.  
Jobbers  pay 48c for No. 1 dairy in 
jars, 50c for prints and 33c for pack
ing stock.

Cabbage—$7 per 100 lbs. for Texas;  
California, $5.25 per crate of 70 lbs.

C a rro ts—New, $3.25 per hamper.
Cauliflower-—$3.25 per doz. for

California.
Celery—California, $1.25 per doz.; 

Florida,  $6.50 per crate of 3, 4 or  6 
doz.; $5.50 per crate for 8 and 10 doz.

Cocoanuts—$1.50 per doz. or $10 
per sack of 100.

Cucumbers— H ot house, $3 per doz.
Eggs— Receipts are heavy, despite 

the  em bargo  due to the strike of 
union switchmen. Local jobbers  pay
36 c for freshi. cases included.

cirape Fru i ts—E x tra  Fancy sells as
follows :
36 size, per box __  _ _ — -$4.00
46 size, per box __ ___ __ —  4.25
54 size, per box ___________ —  4.75
64 size, per box. __  ___ —. 5.00
70 size, per box __ ________ _ _ 5.00
80 size. per box _ j . ______ — 5.00
96 size. per box ____ ______ - - 4.75

F'ancy sell s as follows:
36 size, per box ________ -$3.75
46 size. per box _ _______ — 4.00
54 size, per box __________ —  4.50
64 size. per box ___________ —  4.75
70 size, per box __ _____ 4.75

80 size, per box ______________4.75
96 size, per box ______________4.25

Green O nions—Shallots,  $1.40 per 
doz.

Green Peppers—$1.60 per basket.
Lem ons—California, $5.50 for 300s 

and $5 for 240s and 360s.
Lettuce— Iceberg $6 per crate of 3 

or  4 doz. heads; hot house leaf, 18c 
per lb.

Onions — California Australian 
Brown, $7.50 per 100 lb. sack; Span
ish, $2.25 per crate for either 50s or 
72s; home grown, $6.50@7 per 100 
lb. sack.

Onion Sets—W hite  $4.75 per b u . ; 
yellow'. $4.25 per bu.

O ran g es—Fancy  California Navals 
sell as follows:
80 --------------------------------------------$4.50

100 ------------------------------------------  5.00
126 ----------------------------------------  6.00
150 ------------------------------------------  7.00
176 ------------------------------------------  7.75
200 ------------------------------------------  8.00
216 ------------------------------------------  8.00
250 ------------------------------------------  8.00
288 ------------------------------------------  8.00

Choice sell as follows:
80 ----------------------------------------  $4.25

100 ___________________________  4.75
126 ------------------------------------------  5.50
150 ------------------------------------------  6.50
176 ------------------------------------------  7.25
200 ___________________________  7.50
216 ___________________________  7.50
252 ------------------------------------------  7.50
288 ------------------------------------------  7.50

Parsley—60c per doz. bunches. 
P ieplant— California, 15c per lb. 
P o ta toes— Hom e grown, $5 per bu. 

Baking from Idaho, $5.50 per box.
Radishes— H o t  house, 45c per doz. 

bunches; large bunches, $1.10. 
Spinach—Texas, $3.25 per bu. 
Sweet P o ta toes—$3 per hamper for 

kiln dried Delawares.
T om atoes—$1.40 per 5 lb. basket 

from Florida.

W ant Price Stated and Delivery  
Guaranteed.

Lansing, April 13—Two m onths ago 
W . L. Milner & Company of Toledo, 
Ohio, gave instructions to its buyers 
tha t  “no more orders  could be placed 
unless prices were explicitly stated 
and ultimate delivery guaranteed.” 
Not a purchase could be made no 
m atter  how badly the goods were 
needed unless the seller made a defi
nite quotation and agreed to deliver 
the whole am ount of the order during 
the course  of the season. The m anu
facturer was thus forced to carry the 
risk of an advance in costs while the 
retailer carried his rightful risk of 
a decline in values. The  manufac
tu rer  was comm itted  to a definite 
price for his product  and was compell
ed to keep the cost of production 
within the margin of safety allowed by 
that  price.

Not a single valid reason, that  we 
can see, exis ts  to prevent every re 
tailer in the country  from following 
this wise policy. W. L. Milner & Co. 
are still doing business and are g e t 
ting their merchandise in an entirely 
satisfactory manner. H. L. Fisher, 
their manager, assures us tha t  despite 
the entire lack of support from other 
merchants his store has succeeded 
admirably in its experiment in inde
pendence.

W ith  the proper  support from the 
trade, the movement s tarted by Mil
ne r’s would gain sufficient impetus to 
end finally all the abuses that  we have 
described and put  the initiative in 
placing orders  for staple merchandise 
back in the hands of the retailer 
where it belongs. The idea has been

passed on to you because we believe 
that if only enough retailers adopt it, 
real results  will follow' and not be-j 
cause we have any design to effect a*s 
combination of m erchants  against! 
manufacturers. I t  is high time that  ai 
general if independent m ovement is | 
started to put the retail trade on the! 
basis of confidence where it was sol 
firmly intrenched before the great!  
w'ar.

On m y trip  during  the past  week,
I called at Allegan and observed in 
the front windows of the big store 
of Burrell T r ipp  some “Going Out 
Of Business’ posters.  I secured one 
of them and from it quote as follows:

“Closing out sale of everyth ing in 
all four stores a t  a big reduction in 
price to make them  go quickly. Any 
and all of our stores will be offered 
for sale as a whole or in units  to suit 
the purchaser. If not  sold as a going 
business, the fixtures w'ill be sold and 
the buildings offered for rent.  Here  
is a splendid chance to secure a big. 
paying, cash business with a reputa
tion second to none in America.”

This is signed by Burr ff Tripp, 
who is well known all ov . Sou th
western Michigan as a very success
ful m erchant  of twenty-five years ex
perience. I was not request 1 by Mr. 
T ripp  to issue this  bullet , but 1 
am doing it for the bene of our 
m embers who m ay wish to i estigate 
for themselves.

Jason E. H a  unond,

Tribute to the Genius of O H. Rich
mond.

Kenton, April 13— I cert aly was 
very much in terested in y r  re fer
ence to O. H. Richmon in the 
T radesm an and have rea< it over 
several times. I have always c o n 
sidered Mr. Richmond the m ost  re 
markable  man I ever met. When 1 
purchased his drug business, at P i e r 
son, he contracted to stay nd assist 
and teach me for three mo ths, so I 
had a chance to study him f ,m every 
angle.  I found he was in only a 
druggist  and chemist,  but /earned 
astro loger and a s tronom er a great 
mathamatician, a writer,  a d p think
er and, I think, the m ost onderful 
checker player ever known I had 
the pleasure of seeing him ;dy a set 
of checker games with ,e then 
champion of Ganada and the anadian 
proved to be just  simply an « 3y mark 
for O. H. H e  has often si ,wed me 
how easy it was to beat a f; ,-ly good 
checkei player by taking :ix men 
himself, while his oppon vt used 
twelve, and would not  let e o ther 
fellow even get to the 1 g row. 
Richmond had a m ost  inderful 
memory, without which could
never have become the great- y  check 
er player in the world. He  as also 
a s trong believer in sp i r i tu a l  m and 
a good fellow. I have oftt wished 
1 had kept the Solomon Snooks a r 
ticles. I w'ould enjoy re ad ’ g them  
again. T hey  were certainly . ne.

I t  has been several year since I 
visited Grand Rapids,  but i hope 1 
will be able to get away this ir„ar and 
see what few old friends I h ve there 
yet. Shall certainly make it a point 
to see you anyway, and v 11 take 
pleasure in telling you some very in
terest ing  th ings regard ing  O. H. R. 
and his astro logy and spiritualism. 
You have certainly been “on the jo b ” 
faithfully and for a long time, and 
have justly  earned your  success. I 
take great  pleasure and satisfaction 
m reading your s t rong  articles against 
anarchism, socialism and all o ther 
kinds of shysterism. W e  need just  
such red blooded Americans in office 
all over the United Sta tes and espec
ially a t  W ashington, and I sincerely 
hope I may have the great  pleasure of 
voting for E. A. Stowe for United 
States Senator. J. D. F. Pierson.

A. Van E erdm an succeeds B. H ouse
man in the grocery  and meat business 
at 955 Kalamazoo avenue.

D eYoung Bros, succeed the Bash- 
ara Grocery a t  103 Division avenue. 
South.


