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U se Citizens 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

I

Increase your sa les b y  telling  
you r custom ers about—

Fleischmann’s Yeast
as a rem edy for boils, carbun
cles, eczem a, constipation .

H and out fre e ly  the—

Fleischmann’s Compressed Yeast 
and Good Health Booklets •

th e y  te ll th e  sto ry .

Lily White
,  “ The Flour the Best Cooks Use"

is made to “make good” and it does.

Only the very choicest varieties of wheat are used 
in its manufacture» and the wheat is cleaned four times» 
scoured three times and actually washed once before 
going onto the rolls for the first break*

This eliminates every particle of dirt from the grain» 
making it impossible to preserve the natural flavor of 
the wheat*

The result of careful» sanitary milling is immediately 
apparent in LILY WHITE FLOUR» which bakes the 
most delicious bread and pastries you have ever eaten*

Your dealer will refund you the purchase price if you 
do not like LILY WHITE FLOUR better*

VALLEY CITY MILLING CO.
Grand Rapids» Mich.

Ads like these are being run regularly and continuously In the principal 
papers throughout Michigan. You will profit by carrying Lfly White Floor 
In stock at all times, thereby being placed in position to supply the demand 
we are helping to create for Lily White Flour.

ROYAL No. 5 ROASTER
Capacity 25 lbs. per Roast

ROYAL No. 77 Coffee Mi/1
for Steel Cutting and Pulverizing

INDIVIDUALITY
Have you found that as a result of curtailing service and operating on a cash basis your store 

has lost its identity— its individuality? As stores become more and more standardized, this is 
liable to be the result if  not guarded against.

The Coffee System
lifts your store out of this rut and marks you as an up-to-date merchant SPECIALIZING in 
fresh roasted coffee; which, by the way, is the biggest profit maker in your store.

With but very little additional attention to that department, you can build a “ coffee reputa
tion” for your store by installing a ROYAL Coffee System, and increase your business anywhere 
from one hundred to five hundred per cent— that has been the experience of wide awake mer
chants everywhere.

HERE’S THE REASON. Your coffee is better because fresh roasted. Your machines 
operating in full sight of the public draw attention to your product, and the aroma of roasting 
coffee appeals to the appetite o f passers-by.

YOU BENEFIT by the increased demand for your coffees, and the saving of from five to 
fifteen cents a pound to be realized through roasting your own coffees will quickly pay for 
the m achines..

We teach you how to roast and advise you as to the best coffees to use furnish them if  you 
desire, through our coffee company.

OUR SERVICE is complete and free to our customers, our prices as lowr as practicable, 
and our terms most convenient.

You can better your service and increase your profits a hundredfold, with but a small initial 
cash investment. The machines will take care of the balance.

Write US today. W e’ll gladly send you full information without obligation on your part.

T R e M . D e e r  Q l

1151* W EST ST. HORNELL, N . Y/, U. S. A .

\
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M IC H IG A N  T R A D E SM A N
(Unlike any other paper.)

Each Issue Com plete In Itself.

D E V O T E D  T O  T H E  B E S T  I N T E R E S T S  
O P  B U S I N E S S  M E N .  

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

Grand Rapids.
K. A. S T O W E ,  E d i to r .

Subscrip tion  Price.
Three  dolla rs  pe r  year ,  if pa id  s t r ic t ly  

in advance.
Four dollars pe r  y<Star, if not pa id  in

a< Ivano-
< ’an aictian subsc r ip t !uns, $1.01 jH>r y ea r ,

payable■ invariably  in advance .
Saniliile; copies 10 ct ■nts each.
Extrai copies of c u m ent issues, 10 cen ts :

issues a m onth  or n ¡ore old, 15 cen ts ;
Is sues  í i y ea r  or more old, 25 cen ts ; issueslive ye; irs o r  more oliI. 50 cents .
E u t e m 1 a t  the  i ’oistollice of Grand

Uapiids under  Act  <A M arch  5. 1879.

S T A T E  O F F I C E  C A N D I D A T E S
So fa r as tin- Tradesman can Iearn

there a re Only two candidates for
1 .icuteu ant Gov ernor on the Rep tildi -
can tick i t ' — 111ornas Read, of Sin¡ f i l l
and (lb;aides IS. Scully, ot Almont.

Thomms Readi was born at Rocdies
ter, X e w York May 28, 1881. ami
reared near Gr and Rapids. His ail
léce events wer e English on los
father’s side and Scotch on his
mother’s side. w hielt possibly accp lints
tor his positive nature and somewhat
stubhor U clispo sition. 1 le attended
School ;at the k ends Institute, at Big
Rapids. and pos■ sibly imbibed sòme of
th e  still »hornnes■ s peculiar to the 1head
of that célébrât ed school of lean ling.
l ie  taught scilo ol at Lau Glair, in; thy
Upper 1’eninsul a and in Oceana c Olili-
ty. can:ting enough by this mean S to
take hit uself tinrough the law del ut r ti
ment (if t be Michigan Univer si ly,
gradual:ing the later part of 1913. He
engagedi in the practice of the law at
Shelby. He serwed his district in the
House during the sessions of 1915,
1917 an d 1919. In the latter ses sion
be was e , ... • iH ai\i. i He served as t, m u --
ship clc rk and has been first and iore-
most in every hteal movement for■ the
good ot’ the to wn. Ile  is very gem
a rally regarded as a it sc t n 1 man ami
a good citizen who wants lo be ab
S( dutcly right on every subject ile
tackles. He is a bitter partisan. bav
i U g no more Use for a Demoiera t
than tli e devi ’ lias for Indy w;ater.
He “ queered" the business puhli C of
the State in his• appointments on the
1 usti rail ce Committee of the 1 Ions,e of
Represe ntati vc s,, two years ago. and
can do so again. as the presiding offi-
cor of tile Senate, if he should ha] >pen
to he «elected Lieutenant Cover nor.
for whiieli office he is considered the
most to rmidable: candidate on the Re-
publicani ticket. From  all the Tra des-
man can learn. however, Mr. Rea (1 is
anxious to m ak'e amends for the bad
appointments he made on the In snr-
ance Co mmittee in the House and will
be entir d  y fair in his selection of the
Senate <.dm mittee in the event of' his
ele ction as Lieutenant Governor. The
Tradesman has no personal assur

ance I nun Mr. Read on this point, hut
is dept: ik ling ini the ge lierai character
of the in;1111 to square hini se If with the
1»■ ople w ho t. 'lis• t him and In.■ lieve in
him.

( liar le:s B. Si iilly was hot-ii on a
fann in Alni 1 ml tow n ship. 1 .apeer
c<umty i une 1/’. IS 78. of A merican
piitrentiagii ■. Il e was e (Incaici 1 in tile
R icier dii-i riet sc bool and the Almont
hi gii seli ool, s■ tudying private Iy. with
sp v ciaf tramili g tri nil the M . A. ('.
1 11  w ; tiiarr ie<1 Mar ill 1. 1900. to
Malici M. Halidi: ick. o t Alm< nit, and
haIS Oil e daughte r and two So ns. He
hais ahivays he en act ivi • ill so ciaf and
f na turn al life. is a member of several
Ma sonic bodie s. the Gl ea tiers. ( irange
anid F; i rniers' chnhs. and is 1 1resident
o f the Michig;m State Associ ation (if
Frirme r s ’ ClublS. l ie  is also pn unni-
ent as a State lecturer on agricultural 
subjects. In 1911-12-13 he was Vice- 
president ol the American Leicester 
Sheep Breeders ’ Register Association. 
Me is at present Secretary of the L a 
peer County Partners’ Mutual Fire
1 listi rance Assoc ial ion :lllfl \ ice-prest-
dent and direct or of til e Michigan
Live Stocl< Insura nee C<:»mpany and
affili; ite<l u itll se ve ral »filli •r insurance
comi »unies. He w:as al so the first to
start t lie g ..... 1 r<»ads HIovement in
Lape■ er cot:mty. IB: ser vec!1 in the Sen
ate iluring the sw.sion 1  1 il 1917 and
1910, act ing as ehai rm an o t the In
anee ( d miniittee lurii i g which time
he double cn issed his ! riendLs and
play ed false to■ the 1nisi ne ss in te rest s
of ti le State. l ie  is IT o Vv calci 'in g to
eve r y prevai ling cr;T/.e and ]»laying
last and loose with iu. ver y i 111 e r•e->:t he
can attract to flirtili ■ r his cam:li<lac v.
Al th Oligli his caiidid; icy 1was en d<u-sed
by tl ie Lapeer »county• Re publican con-
ventimi, his o wn L<)\vn turne d him
dowiti. showing: very ele:arly tknit the
peopde in his o wn ncfighi mrli.io d have
“ gilt his meas lire.” I L • is a eheap
dein;r i g o g l i o  of the iHost prom uinced
type and weak in dec;isio n and ac til'«'.
J udgting by bi s \vor k o n tile 1 nsitr-
ance Commutice of the Senate last
year , lie woiih 1 lu a. da ngcrous man
to 1)e permitUmd to Sierve the S ta te in
the capacity of Lieutenant Governor.

Auditor ( ¡eneral.
I he present incumbent discharged 

the duties ot his position with such 
fairness, fidelity and ability that there 
will probably be no opposition to his 
re-nomination and little opposition 
to his re-election. No other candi
date has yet appeared in the held.

Secretary of State.
'1 here are two candidates in the 

field— Charles DeLand. of Jackson, 
and Henry ( roll, of Beaverton.

Mr.  De Land is an atloruev and 
made a creditable record in the State 
Senate. He stands well at home and 
i s lavorahly regarded wherever he 
is known.

Mr. (.’roll was a member of the last

I !. »US.e a n d  s e r v e d  o n th e  \Y a y s  a n d
Me ■an s (. ’o m m i t t e e . I 1 e p n  »\wi d  to  be
an ex eel le n t  a c c o u n t a n t  a n d w a s  fre-
(|U<en fly r e f e r r e d  to  a s the  lies t n i a t h e -
rna tie ian in th e  Legi s ta tu re . 11c lias
a j.tell ins fo r  f ig u r e s a n d  e s t i m a t e s i

S t a t e  I r e ;usu re r .
re a r e  t h r e e  e a n d i . l a t e : . in the

lie! il- F r a iik I). Me: K a y ,  <» t ( ( r an d
Ra pid s; J o h n  t i. ( lairk. o f  B ad  A x e .
am 1 !J ra nk ( i o n iu m . of  the "< io v e r -
noir ’s COi im t r y , ” th e p r e s e n t in c l in i 
he iit o f t h a t  off ice by  a p p i li 11111 te 111
vvli en Sa.niuel ( t.lell r e s i g n e d to  t ak e
a 1 il i<m o n  th e  l T i l i t i e s  ( ’< m in i i s -
sio n.

Mr. M e lx ay  s t a n d s well iti !tis h o m e
to w n  .am 1 is well  r e g a r d e d  w he r e v e r  lie
is kn o w n. H e  has» c r e a t e d 1 w h o le
s i r » et s o f d w e l l i n g  In • u s e s  a m 1 is p r o -
mo tel o f th e  n ew  1’r inces .^ T h e a t e r .
1 le ila s m a d e  SlOU.UOO h y w o rk ing  lo n g
day > .■ •nil long nights, while other 
men with larger < »pportunities have 
stood back and whined over their non 
s petes

Mr. Clark is a wholesale and retail 
grocer at Bad A x e - -a  partner ot our 
present moribund Governor - and 
ought lo decline, he cause Bad Axe has
been ot1 the 11 nip quite enough tor the
past to ur year s. Sleeper has app i fint
« d eno!ugh Ba,.l Axe men to olii.ee to
satisfy any tu wn for a hundred ;rears
to come. Mr-, ( lark stands big 1, a>
a geml, •man and business man. h;i v i 11 g
won hi s .-tan ding by untiring .■H, , r t
and ho norahk methods, hut bet'aiist-
lie re piresents tile worst teal mw•'  of
Sleeper ism. he■ ought t»» have the good
sense ;• » keep in the background until
title wie tched i». »liticai mess creata-.1 by
Sleeper and his gang ot trick st e r 
has be.:ome a matter ol history an.1
passed into l (irgetfulness. If it were
not for his a Hdiali, m with the Sk,-eper
crowd, the T rade smini would g ladly
urge it:' mere; lutile friends to suj •port
him i’o!‘ any \ ».»sition lie might a spire
to that he is fitted to fill.

Att. irney (ieueral.
Four candi. lates have thus fat■ a n -

timmccifi tilernselves I’aul \\ , a -

worth. of Bad A x e :  Merlin Wylie, ot
San It Ste. Mari.-: 1 lurry t hast*, of
t ira ml Rapids. and < je .>rge X irli.»Is. of
11 mia.

Mr. \A oo.lu orth is a brother olÍ our
present State Food and Drug ( c >m~
missioner and ought to have sense 
enough not to be a candidate for that 
reason: also because he hails from
Bad .Axe, the citizens of which evi-
dentil.- liar bor the ilht:sion that tliey
ought to iill every of! ice within the
gift o f the State. He is a g ' .0.1 lawyer
and o tight to remain ini Bad \xe and
do hi:' P-At to live dowt i the had name
man y of S Leper 's  app. »intments have
given that town.

Mr. Wyl ie was one <>t" the campaign
man a igers of Chase ( )six li ne, which
w< mkl1 indi« ate that lie has the faculty
of “ sc■ ein g tilings” whirTi never exist-

ed and hearing statements that were 
never made, lie  has never been ut
terly discredited, as his more or less 
illustrious chief was in the N ewberry 
trial; and. because lie hails from the 
t pper Peninsula, be would be a for
midable candidate were it not for his 
former associatiim with tile man who 
espoused the cause of three different 
political parties in as many weeks.

Mr. ( base was a candidate for A t 
torney ( icneral four years  a g o .  Imt 
was unable to deliver his own county.

* icorge Xicl iols really ought to “ lay 
low ”  mi account of his connection 
with the notorious M c( larrv and \l c-
l\ Ili gilt in the “ wat er deal”  s.mi. years

Sup crii ite mien if 1 kiblie I list rUCti. »11.
r In on l y  Cciill. lid ate thus far is Mr

Jolllno , tl. of C ol. heater. He is an e.x-
11 e w spai | | r m;iIll at id has been siipcr-
inte ink■ nt of sc•h. »ol s at Col, 1 water.
He re gard.c l a No. 1 mai i, well
ft 1 1 C,1 t:o disc! iar-ge the duties of tin-
oik.; e. T lie re h;a s been some 1talk ot
a w ■mil an for tIn' P.»sition, but tile job
is a m;an > jol;i and1 ought to 1». tilled
bv :i hi gh gra< le m;an.

S] >eake of the Hmi.se.
f her re fo ur CÍnididates- Ft-ank-lin

Mo. ire. .»f St. ( 'lai r; Frank Sin itll, of
Lutitier ; 1 in »r.ne W el-li. ot < Iran d Rap
ids. 1 (filarli;■ S 19rati', of Tipo ,n.

Mr. M. »ore is a salt muniti; icture 1"
and a ge litici'na of culture am! re-
mienient. l ie  served his district very 
acceptably in the last Legislature 
and can he depended on to rio the best

which lie m ay aspire.
Mr. Smith is a farmer and potato

handle r. i l - sta u d s well in bis lumie
town.

( ieorg e \Y elsli lias serve d tw.» ternis
in the Hot ISC and stan d s  a g o o d
chance «>f g o ing 1>aclk h  >r ;ii lliir.l terni.
1 1 e serv ed Oil su c l i imp« utant cmii-
mittees ;is W ay s an. Í Meat is. State Af-
fairs an ,1 Ru b l i c II ealth in thè Jast
House ;uni gain,c l the ta,-putation o f
being onie of t he nio >t tisejini memhers
of that 1»od V. II e knows thè politicai
game Iik:e a b o o l ; and pro t»at»lv has a
larger a<.quaintance am. misr politiciaus
in high ;Old 1OW <]legt-ee tluiin anv other
man in t he Stati

Charle■s E vans i ' a hig! i g i a d e  f a r 
liter and1 li V,;‘s 111;ar Tipto li, Lenawee
county. 1 | t . Ini' sc rved in tu o  s  ■-
sions of the Leylisi; ttitre.

1 iecau:-e M r. M. nue is in d o se  touch
with the wh,alesa le ;uid re tail g roccry
trade olf tli e St ate . the T'radesmrin
natural 1 \ favors hi s can didacy. hut
candor ;iL11.1 tair miss comp,d  thè s t a i  -
ment th at a II of til e tout■ genlleme i
are wortt by ,men an. 1 that they woulT
probably discharge the duties of the 
office with credit to themselves ami 
satisfaction to the people.

It a man marries money he should 
be devoted to his wife.
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I tem s F ro m  the Cloverland of Mich
igan.

Sault Ste. Marie, May 3—J. A. 
Burns, m anager of the H ub  Clothing 
Co., has re turned from Chicago, where 
he lias been on a purchasing trip. He 
reports no shortage of clothes in 
Chicago and from all acounts  it will 
not he necessary for everyone to wear 
overalls as yet.

Stewart Blain, of Detroit,  has come 
back to the Soo, his former love, and 
has taken a responsible position with 
the Lock City Manufacturing Co. Mr. 
Blain has many friends here who are 
pleased to see him back to the old 
town.

Alfred DuPon t  has swung over to 
the suffragists. An effort to boost the 
powder sales?

Austin Lipsett.  one of our well- 
known auto dealers, is a business vis
itor at Detroit  this week, a rrang ing  an 
automobile  tour for a string of ‘‘em p
ties’ to supply the anxiously awaiting 
purchasers here. If it keeps on, au
tomobiles will soon be as hard to get 

sugar, front the present indications, 
j he Navy hasn’t gone dry yet. Not 

with all that alcohol in the compasses.
The City Commission decided on 

local time for the Soo this  week, so 
we expect o u r  t roubles to commence 
soon, with the town clock at artificial 
and the railroads, county  offices and 
numerous o thers  keeping standard 
time, but as we have had no troubles 
of this kind here before we should not 
find any fault and take our medicine, 
as it is only by experience that we 
may profit.

Charles Field, p roprie tor of the 
Model, and J. M. Andary, proprietor 
of the  Sterling c lothing house, re tu rn 
ed from the c lothiers’ convention at 
Chicago last week. This is Mr. Field’s 
first a ttendance in the clothing line 
and reports having had a m ost en- 
joyable trip.

Kenneth  Eddy and A. E. Young 
have formed the Screen Craft Co., 
m anufacturer  and distributor of m o 
tion pictures. Mr. Young is a well- 
known Soo photographer,  and Ken. 
Eddy for the past  eighteen months 
has been making motion pictures for 
the Fox News W eekly  and o ther  
large concerns.

Talking with Mars is not in it now, 
since we are able to call up St. Pe ter  
at the Golden Gate by making our 
wants known to the long listance 
opera to r  and calling for Jos. St. Peter, 
tiolden Gate Hotel,  Munising, and 
from what the travelers tell us one 
can get a good meal at the above 
hotel.

1 he l aw ley business college, which 
was closed a short  time ago, has been 
e-opened by \ \ . F. Stevenson, f o r 

merly connected with the Miller 
clothing house, but will open the col
lege for business this week. Mr. 
Stevenson is a very capable com m er
cial teacher and will give personal a t 
tention to instruction at the college.

\ \  illiam Stearns has moved to Rud- 
\ ard  ̂w here he expects to engage in 
the livery business.

1 he Soo Co-Operative Mercantile 
Association has invested $5,000 more 
in improvements by installing the only 
electrically operated bakery in the 
city. It is expected that  the new bak
ery will be open for inspection this 
week with a capacity of 150 loaves of 
bread to a baking.

William G. Tapert.

H as  No Use F o r  Sleeper O r  Groes- 
beck.

Hudson, May 3— I am in receipt of 
your always welcome Tradesm an and 
note its allusion to me.

Let me say if 1 overestimated the 
ability of Ex-kaiser Bill, it in no wise 
i terfered with my activities in behalf 
ot my country when we were at war 
with him. I challenge a comparison 
ot my war record with that of any 
man in Michigan. 1 believe 1 sub
scribed a more generous portion of 
my worth for war activities, put in 
as many hours of hard service at as 
great personal and financial sacrifice 
as any man in Michigan; hence I need 
make no excuses for my patr iotic  rec

ord, nor  do I deserve any credit, as 
I did no more than m y duty.

As to m y candidacy for Governor, 
let me say tha* I have not' consented 
to permit  m y friends to waste their 
energy on me. My fealty to pa r ty  
has not been such as to comm end me 
to the so-called organization.

You doubtless m isunders tand  m v 
disdain for the man wdio is occupying 
the Governor’s chair. Mv contempt 
for him is for the reason tha t  he has 
so little abil ity that  he has been made 
a tool of by the most despicable gang 
of political pirates who ever operated 
in this  or  any o ther  state

Disregarding political affiliations 
and viewing it as my patriotic  duty, I 
am determined to supporr for nomin
ation and election a man for Governor 
who has a fixed program  of operat ing  
the State  that will insure a reduction 
in our State  tax of at least  33Li per 
cent. 1 am sufficiently acquainted 
with State affairs to know that  this 
can easily be accomplished. The no m 
inees to the Legislature should be 
pledged to this program. To my 
mind the election of Groesbeck and 
his band of political ravishers would 
finish what little there may be left of 
State  p roperty  or respectability.

\  ery respectfully yours,
Edw ard  Frensdorf.

P ro te s ts  Against S ta tem ents  of 
T radesm an Contributor.

Grand Rapids, May 3— I am amazed 
that a man of your experience and 
sound judgm ent should permit an a r 
ticle like the one purport ing  to have 
been written by one Baker and pub
lished April 7 to be printed in the 
Michigan Tradesman. It was scurril
ous. unjust and false. Do the busi
ness men who read your paper treat 
their employes as this man would 
treat the teachers? Can they say, 

T ou are clerks, therefore you do not 
need to meet the increased cost  of 
living.” “You are s tenographers  and 
have no right to share in the fatter 
pay roll.” You are machine operators  
ar|d if you ask for more money we 
wall spit at you and call you names.” 
Not by any manner of means.

The teachers of Grand Rapids have 
not struck or threatened to strike. 
They are just  filtering away to sell 
their experience, education and skill 
to communities that will pay a teacher 
as much as a factory hand, and not 
howl about it.

Mr. Stowe, the day has passed when 
a woman will teach school just  for the 
honor of starving to death in a genteel  
manner. _____ Gladys Van Deusen.

It is exceedingly unfortunate, for 
Michigan that the two political parties 
are not more nearly equal in num eri
cal strength,  so that  any time the Re
publican par ty  foists a bad governor 
on the people the act can be rebuked 
at the polls by the election of a D em 
ocratic chief executive. Such was the 
case with Je rom e in 1883 and with 
Osborn  in 1913. Je ro m e’s administra-

Watson-HigginsMlg.Co.
GRAND RAPIDS. MICH.

Merchant 
Millers

Owned by Merchant!

Products add by 
Merchants

Brand Recommended 
by Merchants

NewPerfectionFknir
1 Packed In SAXOLINPaper-lined 
I Cotton, Sanitary Sacks

V —

tion was a series of stupid blunders 
from start  to finish and it was re 
buked by the election of a Democrat 
and greenbacker, Mr. Begole, who 
proved to be even a poorer stick than 
his Republican predecessor. O sborn ’s 
constant vacillation and diaphanous 
g rand stand plays w'ere necessarily 
followed by a rebuke at the polls and 
Mr. Ferris  happened to be the type of 
a man who could perpetuate himself 
in office a second term. Since F’erris 
the Democratic  par ty  has been utterly 
lacking in men of mental caliber suffi
cient to cement the various factions 
which Wilson has created by his in
discreet and arbitrary  action in under

taking to foist a m oney making m a
chine on. the par ty  in the person of 
H enry  ford, whose disloyal utterances 
and acts incurred the disgust and de
testation of every loyal citizen of 
America. Because of the u t te r  demor
alization of the Democratic  par ty  in 
Michigan no candidates for any of the 
State offices have yet announced 
themselves. If they do so later the 
Tradesm an will undertake to analyze 
their qualifications, the same as it has 
done with the Republican aspirants.

When you say to a customer, “ Is 
that all?” do you ever expect him to 
say, “No, I want som ething else?”

The Lady of the House

Petoskey Produce Company
WHOLESALE

FRUITS AND FARM PRODUCE
POTATOES A SPECIALTY

SucttisM  (o tte  Pelosiey Co-op*,ati,e Market D C T n r v c v  . .
Association. Correspondence solicited. r E I C / D A £ l >  I t l l C H I C l n N

This lady is the mother of the Carnation Typical American Family.
She represents the type of woman who is the purchasing agent for 
her family in your neighborhood.

This lady tells, through Carnation advertising, millions of magazine 
readers about the economy, convenience and purity of Carnation
AVI U K .

Read the ad in the May 22 issue of T he Saturday Evening Post—  
clip it out and paste it on your window, showcase or wall.
Link your store to this campaign and let your customers— the 
^ dLc r s«f Carnation magazine advertisements — know that you are 

1 he Carnation Milkman.”

Ask our representative or write to us for Carnation advertising 
matter and selhng helps. Address the C a r n a t i o n  M i l k  P r o d u c t s  
Go., 533 Consumers Bldg., Chicago, or 533 Stuart Bldg., Seattle.

Remember, your jobber can supply you

C arnation
“ From C o n t e n t e d  C o w s ” The label is white and red
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Community Building
H ARM ONY, Unity and Co-operation spell better Com

munities and Prosperity. Every dollar that individuals 
save temporarily by sending their money out of the Com
munity they later pay as a penalty for the destruction of the 
Community and Community spirit.

To a degree the Community is a larger home and all of 
the families are expected to participate in the house-keeping. 
Clean streets and alleys, well kept lawns, attractive parks, 
good schools, well patronized libraries, beautiful civic build
ings, churches, theatres and stores, reflect good Community 
housekeeping.

Local retail stores are an important factor in the business 
life of a Community Their owners are residents and tax
payers within the Community having the utmost interest 
in the success of the Community and the support of its 
institutions.

Worden Service provides practical support of Commu
nity Building as a constructive phase of market development.

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

Grand Rapids—Kalamazoo—Lansing
The Prompt Shippers.
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Movement of Merchants.
Chase — August I). Kadwell suc

ceeds J. E. Smith in general trade.
Summit City— L. H. Kyselka suc

ceeds A. E. Culver in general trade.
Suttons Bay— Hansen Bros, suc

ceed Husby, Hansen & Co. in general 
trade.

W ayland— E. \ \  . box  has leased the 
W ayland House, taking immediate 
possession.

H ubba rds ton—Jam es Cunningham 
succeeds Mrs. C. W. Grill in the g ro 
cery business.

Middleville— The hardware  stock of 
Glenn Gardner has been purchased by 
R oberts  & Hinckley.

Leonidas—The Bank of Leonidas 
will erect a modern bank building, 
commencing the work at once.

Sand Lake—Goul & Son have sold 
1 heir grain elevator to the Sand Lake 
b a n n e r s  Co-Operative Association, 
for $11,000.

Remus— 1’. \ \  elch & Son have sold 
their hardware stock to A. Y. Horn-  
beck, formerly engaged in the ha rd 
ware business at \  estaburg.

Saginaw—George Hill, grocer at 
1101 Holland avenue, lias sold his 
stock to Matt Hicks, who will con
tinue the business at the same loca
tion.

Lakeview—A. M. Goldstein has 
sold his stock of dry goods and c lo th
ing to M. Kellman & Bros., of De
troit. who will take possession very 
soon.

New Buffalo — The New Buffalo 
State Bank has been incorporated with 
tn authorized capital stock of $20,- 
100, all of which has been subscribed 

..nd paid in in cash.
Reading— H. G. Stiefel. furniture 

dealer, has purchased the remainder 
of the ( . E. Singer & Son stock of 
furniture at Hillsdale and will con
solidate it with his own.

Petoskey — The Northern  Auto 
torage ( o. has been incorporated 

vitli an authorized capital stock of 
SI.OOP. $500 of which has been sub
scribed and paid in in cash.

Mesick—The b a n n e rs  & Merchants 
Mate Bank has been incorporated 
with an authorized capital stock of 
$20,000, all of which has been sub
scribed and paid in in cash.

Stanwoed ■— \ \  . S. Hemmingway. 
who purchased the hardware  stock 
if J . J. Smith about  two m onths  ago. 
has sold it to P. K. Cahill, who will 
continue the business at the same lo
cation.

Escanaba—The Kay Bee Lumber 
Co. has been incorporated with an 
authorized capital ctock of $50,000. 
of which am ount $25,000 has been sub
scribed and paid in, $3,000 in cash and 
$22,000 in property.

Vermontville—The Earmers Co- 
Operative Citizens’ E levator Co. has 
purchased the C. A. Anderson & Son 
grain  elevator, possession to be given 
July 1. The initial paym ent of $15,- 
555 has been made.

Saginaw—The \Yalz H ardw are  Co., 
fill Genesee avenue, doing both a 
wholesale and retail business, has 
bought the stock of the Buckout 
Hardware  Co., and added a line of 
crockery  and glassware.

P inconning—The Suburban Oil Co. 
has been organized to deal in oils and 
gasoline at wholesale and retail, with 
an authorized capital stock of $20,000, 
of which am oun t  $12,700 has been 
subscribed and $2,500 paid in in cash.

j ac k so n —Joseph A. La Rue has 
merged his optical business into a 
stock company under the style of the 
J. A. La Rue, Inc., with an authorized 
capital stock of $15,000. all of which 
has been subscribed and paid in in 
property.

Detro it— I he E. C. Spens P h a r 
macy has merged its business into a 
stock company under the style of the 
Speiis D rug Store, with an authorized 
capital stock of $100,000, all of which 
has been subscribed and paid in in 
property.

Mason—C. P. Mickelson has m erg 
ed his lumber business into a stock 
company under the style of the Mick- 
e lson-Baker Lum ber  Co. with an au
thorized capital stock of $65,000, all 
of which has been subscribed and 
paid in in property.

Lansing—C. H. McDaniels, former
ly engaged in the dry  goods business, 
has purchased the confectionery and 
cigar stock of F. M. Dennis,  and will 
continue the business at the same 
location, a t  the corner of Larch 
street and Franklin avenue.

Boyne City— E. 1. Olson has merged 
his garage and automobile  supply 
business into a stock company under 
the style of The Boyne City Sales Co., 
with an authorized capital stock of 
$20,000, of which am ount $10,500 has 
been subscribed. $5,000 paid in in cash 
and $2,500 in property.  The company 
will deal in farm machinery also.

Ithaca— VV. L. Clise, of Bath, has 
become identified with the firm of 
Lanphere  & Osmer,  who have con
ducted a successful bazaar store here 
for eleven years. Mr. Clise has proven 
an efficient m erchant  at o ther  points 
in Michigan and his association with 
the above firm will, no doubt,  prove 
satisfactory to the business and the 
community.  Mr. Lam phere  wishes to 
devote a portion of his time to other 
business. The business will be con
ducted under the same style of the 
Hom e Goods Store.

Manufacturing Matters.
\  r iesland—The Vriesland Creamery

T R A D E S M A N

Co. will dissolve, partnership  and re 
tire from business.

Big Rapids—The Falcon Manufac
turing  Co., manufacturer  of folding 
furniture, will build a three-story  and 
basement addition to its plant.

Lawrence— Dalton Carpp, owner of 
the Bangor Canning Co., will erect 
a canning plant here this spring. Con
tracts  are now being written with 
Lawrence growers.

Saginaw—The Eastwood Glass Co. 
has been incorporated with an au 
thorized capital stock of $200,000, of 
which am ount $125,000 has been sub
scribed and paid in in cash.

St. Joseph—The St. Joseph Foundry 
Co. has been organized with an au
thorized capital stock of $10,000, of 
which amount $5,000 has been sub
scribed and paid in in cash.

Detro it— I he Kathalene Chemical 
Co. has been incorporated with an 
authorized capital stock of $50,000, 
of which amount $25,000 has been sub
scribed, $2,000 paid in in cash and 
$3,000 in property.

Sturgis—The Grobhiser Cabinet
makers Co. has merged its business 
into a stock company with an a u th o r
ized capital stock of $175,000 common 
and $50,000 preferred, all of which has 
been subscribed and paid in.

Detroit—T he Michigan Portable  
Steel Building Co. has been incorpor
ated with an authorized capital stock 
of $8,000, of which amount $6,000 has 
been subscribed and paid in, $2,000 
in cash and $4,000 in property.

Lapeer—The C. T. Goodwill Cor
poration has been organized to m anu
facture and sell steering wheel rims, 
etc., with an authorized capital stock 
of $20,000, $12,000 of which has been 
subscribed and $6,000 paid in in cash.

Owosso—1 he Field Manufacturing 
t o .  has merged its business into a 
stock company under the style of the 
Held Body Corporation, with an au
thorized capital stock of $850,000 com 
mon and $650,000 preferred, of which 
$975,200 has been subscribed, $18,366 
paid in in cash and $756,837.66 in 
property.

W ritte n  for th e  T rad esm an . 
Tl’riee  w elcom e hack fa t flicker 

To o u r field and  wood today  
i on rea lly  have  grow n s leeke r 

S ince la st you w en t aw ay .

A,id w here w ere you la s t w in te r 
All th ro u g h  th e  a rc tic  spell 

I o rh ap s  som e color p r in te r
In th e  so u th lan d  fa ir  could tell.

I-or y o u r th ro a tle t now  is g la rin g  
AI Hive y o u r speckled  b re a s t 

On w hich I see you’re  w earing  
A sty lish  v e rn a l v est.

1 ra y  tell m e w h o 's  th e  ta ilo r 
, ' '  ho covered  too y o u r w ing 

< ould sail to  d a rin g  sailo r 
‘ licit sw iftn e ss  ev e r  b ring .

Vou pipe up in the  a rc h es  
< if yonder budding  wood 

O r n e a re r  in m y la rches  
I h e a r  you d rum  fo r food.

I love yo u r ••cut" “c u t"  calling  
P rom  th e  o rch a rd  in the  ra in  

And now  till leaves a re  fa lling  
My ow n is y o u r dom ain .

C harles  A. H ea th .

Perhaps Your Opponent is Groggy.
ainii w e ary  a n d  w a n t to  q u it?

B lind and  s tag g e rin g , w eak  a n d  w an : 
Bosing cou rage  and  s tre n g th  an d  g r i t  

u  riat s the  ob jec t o f figh ting  on?
Bet m e w h isp er a  w ord to  you,

M aybe the  o th e r  fellow ’s g roggy  too!

M aybe h is  a rm s  have lo s t th e ir  punch , 
M aybe h is  h e a r t  is fa in t a n d  s ick :

Go on figh ting  w ith  ju s t  th a t  h unch ,
yo u r Ia s t &rirn g r i t  a n d  s tick — » tick  till the  final round  is th ro u g h , 

M aybe th e  o th e r  g u y  is g ro g g y  too!
Berton B ra le y ,

M ay 5, 1920

Hues For Fall Blouses.
Bright shades will be in high favor 

in wom en’s waists for the fall and 
winter  seasons, according to a sta te
ment issued yesterday from the head
quarters  of the United W aist  League 
of America. The  twelve hues which 
were finally selected by the League’s 
Color Card Committee were these: 
Bisque. Hindu, Miami, Orient  blue, 
blue dawn, league navy, seal, scarab, 
oriole, taupe, Bordeaux and Aztec.

In order to give the American 
women blouses dyed with fast colors 
the committee representing  the 
league co-operated with the manufac
turers of fabrics, as well as with man
ufacturers of dye-stuffs. The final 
choice of colors was made only after 
rigid tests had been given the select
ed shades. In announcing them yes
terday Executive Director M. Moses- 
solm of the league asserted that  the 
new color card would be ready for 
distribution to the wholesale and re
tail t rades early next month. It 
contains more shades than any prev
ious card issued by the organization.

Five of the selected colors are new 
and represent  the work of important 
textile experts of Europe. They will 
be seen in any kind of wearing ap
parel for the first time when the new 
blouses made of these materials  are 
produced.

Reducing the Doll Immigration.
Bisque dolls are one of our recent 

industrial achievements.  According to 
those who know the American manu
facture of the bisque heads for which 
we used to look a ltogether to Ger
many was som ething of a feat. It 
seems that  the chemist who mixes the 
clays for the bisque must have much 
of the inspiration of a French  chef of 
the first rank. The  combination of 
clays once achieved makes exactions: 
it will not  pe rform  in the natural way 
of bisque unless it has a kiln wholly 
to itself and never defiled through oc
cupancy by clay for any other ware. 
Besides, there  is the ticklish business 
of coloring, and the blush in the 
cheek of a bisque doll’s head is no 
easy th ing  to bring out. In the end. 
however, the trouble, patience, and 
skill are well expended, for the bisque 
head results  in the making of an “all- 
American” doll.

New Produce House at Petoskey.
O. C. St. John, who stands high 

am ong the produce dealers of the 
State, has purchased the Petoskey 
Co-Operative M arket  Association and 
merged the business into a new com
pany under the name of the Petoskey 
Produce Co., with an authorized cap
ital stock of $8,000, of which amount 
$4,410 has been subscribed and paid 
in, $500 in cash and $3,910 in proper
ty. The new corporat ion  is officered 
as follows:

P res iden t—John  Fochtman.
Vice-President—A. L. Fennimore.
Secretary—F ran k  Stock.
T reasu re r— Guy Eppler.
M anager—O. C. St. John.
Mr. St. Jo h n s’ long experience in 

the business, coupled with his effic
iency and capability, ensure the suc
cess of the new undertaking.
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The Grocery Market.
Sugar—There  is no change, except 

for the worse. Allotments made by 
local refiners on the basis of quoted 
prices are infinitesimal compared with 
clamorous demands that are being 
made upon them from all par ts  of 
the country. The  strike on the water 
lines restric ts  shipments to points 
reached by them and the congestion 
of freight due to the railroad labor 
troubles is making deliveries by rail 
extremely difficult. A trainload of 
sugar, thirty  cars, that  was about to 
be shipped to the interior by a New 
York speculative operator, was seized 
by the Government, apparently  in 
furtherance of the purpose to stop 
profiteering.

l e a —Something of a holiday spirit 
permeates the tea market.  There  is 
a fair run of small orders  from the 
country trade, but no indication of a 
general desire to stock up in anticipa
tion of summer requirements, and no 
sales of consequence are reported. 
Except for the easy feeling in Ceylons 
and some pressure to dispose of 
neglected s tandard grades, particular
ly Formosas, the tone of the market 
as a whole was steady and there were 
no price changes to record. The m ar 
ket for new crop in Japan is expected 
to open to-day, and while some ad
vance over last season’s initial quo ta
tions is looked for, the indications as 
presented in late cables are that first 
prices will be much more reasonable 
than earlier reports foreshadowed.

Coffee—The demand is of limited 
extent, but with an improvement in 
shipping facilities the movement is 
expected to increase and better  prices 
are looked for. At present there  are 
believed to be many thousand bags 
awaiting shipment tha t  have been 
held up by freight congestion due to 
the recent strike. Prices are steady 
and have shown no material change 
of late.

Canned Fruits  — The California 
Packing Corporation has named the 
following prices on 1920 pack of can
ned pineapple, all f o. b. San F ra n 
cisco: No. 2l/ 2, ex tra  sliced, $3.45 a 
dozen; s tandard sliced, $3.10; extra  
grated, $3.35. No. 2, extra  sliecd, $2.- 
85; standard, $3; No. 2 grated, extra, 
$2.65; standard, $2.65; No. 1 flat g ra t 
ed, extra, $1.60; standard, $1.55; No. 
10 sizes, extra grated  in syrup, $10.50; 
standard, $9; gra ted in juice, extra, 
$8.75; standard, $7.25; crushed, extra, 
$8.75; standard, $7.25; broken grated, 
$6; sliced cores, $3.25; No. 2 x/ 2 broken 
sliced, $2.85; No. 2 tall, sliced, $2.50. 
Last year No. 2l/ 2 ex tra  sliced was of
fered at $2.25, s tandards a t  $2 and 
extra  grated at $2.25. California fruits 
are not so active this  week as in the 
preceding period, but there is some 
business done in reducing the accumu
lations in the hands of speculative 
holders. The main interest  is in 
peaches, which are on the basis of 
opening prices, but  buyers are  chary 
about paying a premium at p resen t  
even .though the future looks brighter  
owing to the higher costs of new pack 
fruits as a result of the advance in 
sugar. Owners of stocks are now in 
the mood to hold, and as the banks 
which have forced the sale of the 
goods in which they were interested

are now no longer carrying such 
large supplies there is less fruit be
ing offered on the market.  The 
s tronger holders are now ready to 
wait for higher prices so as to cut 
down their losses on earlier sales. 
Apricots are moving in a fair way, 
but there is no heavy buying now that 
the market has reacted from its low 
point. Pears are selling chiefly in a 
jobbing wav as stocks are not on a 
par with those of peaches or apricots. 
Gallon apples are still quiet.

Canned Vegetables — The canned 
vegetable market is more active this 
week than in any similar period in 
1920 and for some time back in 1919, 
for that matter.  Jobbing orders  for 
all of the principal items are n um er
ous and scattered over a wide area, 
and it is noticeable that the goods are 
taken against actual w'ants of the 
moment. Another striking feature of 
the situation is the shortage of stocks 
here and at packing points and the 
tendency toward  higher prices. P ro 
ducing conditions for the coming 
crops are not favorable and there is 
so much uncertainty as to the size of 
the pack that spot goods have had an 
added value, especially where sugar is 
concerned. It is not surprising under 
these conditions to find a better feel
ing and an undertone of confidence 
which has been lacking until recently. 
T om atoes  have shown a decided 
change of front of late. The  market 
shows a strong undercurrent  with a 
disposition to hold for further advan
ces. Corn is moving freely and is
strong. Peas are as active as ever 
and cleaned up closely on the cheap 
lines both here and at country points 
Wisconsin s tandard No. 4s are held 
at $1.25 factory. There  has been free 
buying in Wisconsin of late by jo b 
bers in the Middle West,  and the sur
plus is being rapidly taken out of 
first hands. Futures are looking lip 
as the growing conditions are unfav
orable.  Canners in some cases have 
advanced their prices 25c a dozen. 
Opening prices of California new 
pack asparagus were announced last 
week, being 90c higher than last year 
on tips and 75c on long spears. The 
trade here is looking for new packs 
as the old asparagus has been taken 
out of first hands.

Canned Fish—The fish market is 
ra ther out of line with o ther canned 
foods, as it is only nominally active 
in all offerings. The movement in an 
ticipation of the summer season has 
not begun, and what business there is 
is of a routine character.  Salmon is 
in be tte r  position on red Alaska, 
which is quoted up to $3.55 for the 
best packs. P inks are not so subject 
to discount and the fancy or real 
s tandard  lines, but the low grade 
packs are still a disturbing influence. 
Full s tandards are quoted up to $1.80. 
Chums have been quiet, as have been 
medium reds. Old pack Maine sa r
dines are wanted only in the way of 
emergency orders  to last until new 
pack is available in quantity. The  do
mestic demand is very tame at p res
ent. Producing  conditions are unfav
orable in Maine as lack of cans is 
holding down production. Oils used 
in packing are also scarce, as is coal. 
The  be tte r  railroad service is hoped 
to remedy the handicaps under which

the season opened. California sar
dines are selling slowly here. Im 
ported are also in the same class, as 
jobbing stocks are sufficient for the 
time being and there is little replen
ishing going on.

Dried Fruits—The m ost striking 
feature of the  m arket  this  week is 
the firmness which has developed in 
raisi-ns. The  dullness has been re 
placed by increasing activity in both 
Calif iruia and foreign stocks. The 
entire line is firmer and such lines 
as bulk seeded, which are about 
cleaned u;>, are decidedly stronger. 
Package Thum ps ms are moving b e t 
ter and the varieties used for wine 
making are more active. Middle 
W este rn  m arke ts  which are about out 
of stock, or low at least, are making 
enquiries here for the various Cali
fornia varieties. Another more ac
tive line is prunes of the California 
pack, a lthough O regons are at  a 
standstill . There  has been some 
movement in apricots,  but to sell 
s tandards the market had to favor 
the buyer. Fancy N orthern  and 
Blenheims held their own but  South
ern packs of all grades have not been 
popular with the trade of late. Some 
frost damage has been reported on 
the Coast during last week but  de
tails are lacking, but it is presumed 
that no considerable injury occurred 
as W este rn  interests have encourag
ed a free movement of the old pack. 
Peaches meet with more interest 
among buyers.  Pears are still neg
lected. Figs are moving only in a 
small and unsatisfactory way. Cur
rants  are not more than normally 
active.

Corn Syrup— Labor conditions are 
curtail ing production and with de
mand active the market is firm, with 
a rising tendency. ^

Molasses—There  is an active de
mand but business is restric ted by the 
scarcity of spot supplies and the m ar 
ket h as a s trong tone.

Rice—The market has a quiet ap
pearance, for while there is a steady 
movement on small orders  from the 
trade, there is no demand for large 
quantities.  Prices are unchanged.

Condensed ’ Milk- The condensed 
milk market from the producing end 
is on the up grade, as the sugar si tu
ation gives every reason to believe 
high prices of that important ingredi
ent will continue, and as it is an es
sential factor in milk it is affecting 
the outlook for future pack as well as 
milk already produced. The market 
has steadily advanced evej since the 
sugar boom developed, and from a 
dull, inactive demand the complexion 
of the situation has completely chang
ed.

Nuts—W alnuts  are about s tagnant 
on both California and foreign. Fil
berts are tending toward lower prices 
owing to lack of interest.  Almonds 
are in accumulation, and as the de
mand is tame it looks like more of a 
carryover for the fall trade than 
usual. Brazil nuts of the new crop 
so far have been in light supply but 
there has not been much interest in 
them owing to their high prices. P e 
cans are not selling at present. Shell
ed nuts are no more than in normal 
demand.

Review of the Produce Market. 
Apples — Baldwins, $4; Starks,  

$3.50: W estern  fruit commands $5 
per box.

Asparagus— Illinois Sectional. $5 
per crate of 24 bunches.

Banai tas—8c per lb,
Beets — New,, $2.75 per h;amper
Butte r— Lee al jobbt •rs h old extra

creamer y at 61c and first at 59c.
Prints, .2c per lb. addit ioual. Job hers
pay 35c for p;acking stock.

Calm;ige— $(>.75 per 100 lbs. for
Texas: Califoi•nia, $5 ]per eirate a■ f 70
lbs.

C arro ts—$3.25 per hamper.
Cauliflower—$3.25 per doz. for Cal

ifornia.
Celery— California, $1.50 per doz.; 

Florida, $8 per crate of 3, 4 or  6 
doz.; $7.50 per crate for 8 and 10 
d oz.

Cocoanuts—$1.50 per doz. or $10 
per sack of 100.

Cucumbers— Hot house, $3.25 per 
doz.

Eggs—:Jobbers pay 42c f. o. !>. ship
ping point for fresh, including cases.

( ¡rape Fruits— Ex f a  F;r  cv sells as
f Hows:
28 size. per box _ _______ $5.00
36 size. per box .. _______  5.40
46 size. per box _ ____ - 5.75
54 size. per box . . 6.50
64 size. per box _______ _______ 7.00
70 size. per box _______ _______  7.00
80 size. per box _____- ____  .  7.00

Green (Elions -35 c per doz. bunch-
es for home grown.

( ¡recti Peppers—$1.75 per basket.
1 .emoris— Fancy (Zalifornias sell as

fo l lows:
360, pe r 1) OX ____ ______ _______ $4.50
300, per box __ _ _ 5.00

4.75
240, per box ____ . . . r ___ 4.50

Lettuce—Iceberg $8.50 per crate of
3 or 4 doz. heads ; hot house leaf.
26@28c per lb.

Onions — California Australian 
Brown, $9 per 100 lb. sack; Texas 
Bermudas, $4.75 for 50 lb. crate; 
home grown, $6.50(a 7 per 100 lb. sack.

Onion Sets—White, $4.50 per bu.; 
yellow, $4 per bu.

O ran g es—Fancy California N a vals
now' sell as follows:
80 __$5.75

100 - - -  _____________________ 6.50
126 - - -  --  -- - 7.50
150 _______________________ 8.50
176 ________ __ 8.75
?()() __ ____________ __ 8.75
>16 __ _________ __ 8.75
?50 8.75
288 ------------ ----------------------- 8.75

Parsley—60c per doz. bunches.
Pieplant—$3.75 per bu. for home 

grown.
Pota toes—H om e grown, $4.50 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.; 
home grown, $2.50 per bu.

Sweet Potatoes—$3.75 per hamper 
for kiln dried Delawares.

Tom atoes—$2.25 per 5 lb. basket 
from Florida.

Silent men, like deep waters,  are 
deep and dangerous.
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FIELD SEED DEPARTMENT.

Summary of Situation in the Middle 
West.

Spring seeding season latest,  pe r 
haps, in twenty  years.

T aking it all in all, there  has not 
been a time in several decades when the 
country, from the Rocky Mountains 
to the Atlantic coast, was uniformly 
as late in ge tting in spring crops. 
Alarming as the s ta tem ent may 
sound, the country  is facing a food 
shortage this  year.

At no time during  the great  war 
was the world so hear a food scarcity  
basis as at present.

The question tha t  confronts  the 
Michigan farmer to-day i t—what crop 
big or small can he get in the ground?

Every  opportunity  should be seized 
to plant and plow all ground to som e
thing—seed or grain.

Oats  are selling at the highest price 
in their history $1.10 @ 1.12 for 3 
White Oats,  Chicago. O a ts  can be 
sown and seeded with Clover and 
Grass Seed as late as the third week 
in May in Michigan and produce a 
crop. The State  of Michigan has but 
35 per cent, of its spring seeding done 
at present. The winter was long and 
severe. Grain and forage has been 
fed up. There  promises to be an un 
usual demand for late forage crops— 
Cane, Millets, Fodder  Corn, Sudan 
Grass.

Transporta tion  facilities have im
proved during the last ten days, but 
are not  normal. Country seed m er 
chants  should have stocks on hand, so 
that they can furnish immediate de
livery when needed.

There  is thought  to be less winter 
killing of Clover Seed this year than 
last. I t  is yet too early to say much 
about the prospects. Michigan far
mers,  particularly  those in the newer 
districts, should co-operate  and a r 
range for the saving of their Alsike 
and Red Clover Seed this season. 
Districts tha t  have not Clover hullers 
would do well to contract  early for 
their machines. Co-operative buying 
of one or two hullers would save the 
seed in an entire county. Alrea'dy 
there is in sight  a reaction from the 
centers  of industry, and labor will be 
re tu rn ing  to the farms. The unusual 
high levels of all seed and farm crops

should stimulate  production.
The past  week has been a continu

ation of the cold wet weather. The  
spring is a t  least three  weeks late. 
Heavy snows fell two days the past 
week th rough  the N or the rn  half of 
the State.  Dem and for Clover seed 
is much restr ic ted on account of the 
unfavorable weather. Michigan has 
been un-seeded or slack-seeded to 
clover for several years. Fa rm ing  
will suffer in consequence.  Next to a 
Liberty bond, there  is no th ing be tte r  
than a farm seeded down to Clover. 
Prices have been easy, owing to a 
light demand.

T im othy  seed has been in be tte r  re 
quest during the week. Much ground 
not  yet seeded. Sowings are expect
ed to continue th roughout the month.

T he  Field Peas m arket  is unsettled 
and higher. There  has been an im
provement in the demand the past 
week, both for seeding and for con
sumption. I t  is thought  the entire

supplies will be exhausted this sea
son.

Alsike Clover m arke t  is steady and 
unchanged. Ow ing  to unfavorable 
season, there  will be some seed car
ried over.

Many complaints are being received 
on the germinating  quality of State  
and local seed corn. The  season is 
so cold, wet and backward, even the 
highest germinating  corn will suffer 
unless condit ions improve. Every 
farmer should be careful to germinate 
his Corn before planting.

Retailer Wants Manufacturers to 
Mention Branch Houses.

Menominee,  May 3—A great  many 
times we are confronted by an adver
tisement in your trade paper, as well 
as o ther  trade journals, of a m anu
facturer who asks in his advertisement 
to write for catalog and prices, and if 
you are interested you will naturally 
write for further information regard
ing whatever particular line you are 
interested in.

For instance, you write to a m anu
facturer in New Britain, Conn., or 
Providence, R. I., or New York City. 
About seventy-five times out of 100 
you get a reply within three or four 
days, asking you to address its branch 
office in Chicago, or Minneapolis,  or 
Detroit ,  and to address all communi
cations to it in the future. Then, in 
three or four days, you get a reply 
from the branch office referred to, 
stating that  the factory has advised it 
of your inquiry, and it herewith gives 
you its proposition, but in the future 
"please address all communications to 
this office in order  to save time.”

Now, the point we are driving at is 
this : W hy under the sun, when an 
advertiser advertises, does he not put 
in the addresses of his various branch 
offices and warehouses? I t  would 
save about a week’s time in ge tting a 
reply, and it would be surprising if 
you were to find out how big a saving 
of time it would be for the person dic
ta ting letters,  for s tenographer’s time, 
not to count in the cost  of postage and 
stationery.

There  are several of the wide-awake 
fellows who probably realize what this 
means, not only to themselves, but  to 
their many prospective customers 
scattered th roughout this  broad land, 
and they finish up their ad giving the 
addresses of their various branch 
offices. W e believe the time is ripe 
for all advertisers to indicate in their 
ads their various branch offices and 
warehouses. This  will apply, of 
course, to the Middle W estern  States 
and to factories in the extreme East.

There  is a t rem endous lot of adver
tising being done and a t remendous 
lot of correspondence going on be
tween the Middle W este rn  States and 
the East,  and you can readily appreci
ate the vast  saving in time and money 
if our views in this m at te r  were car
ried out, and every advertiser,  regard 
less of where he is located, would be 
benefited.

We believe tha t  if you were to pub
lish our l i t t e r  in your journal,  it 
would be read by a great  m any of 
these people, and possibly would 
bring  about a reform  in the way they 
address  themselves in their various 
advertisements .

N or the rn  H ardw are  & Supply Co.

The  Riekse M anufacturing Co. has 
been incorporated  to manufacture and 
sell humidifurs,  etc., with an au thor
ized capital stock of $10,000, of which 
am ount $5,000 has been subscribed 
and paid in in cash.

The  Victory M otor  Gas Co. has 
been incorporated with an authorized 
capital stock of $25,000, all of which 
has been subscribed, $900 paid in in 
cash and $3,100 in property.

H E Y S T E K  & C A N F I E L D
W ill sh ip  y o u r  o rd er  to d a y  

P A R C E L  P O S T —F R E IG H T -E X P R E S S
P ro d u c ts  and  com m odities lis ted  a re  
A ny  in fo rm atio n  desired , v iz : p rices.

p lied upon rec
A utom obile E n am els  
Alcohol (C om plete ly  a n d  S pecially  

D en a tu red )
T. 1!. A sphaltum  
A lum
A lum inum  P a in t  an d  B ronze 
B arn  P a in ts  (C rite r io n  a n d  B rid g e 

p o rt)
B ronze P o w d ers  (Gold an d  C olors) 
B oston  V a rn ish  Co. (C lear V arn ish es  

and  S ta in s )
B ronzing  Biquid 
B rushes  (F ac to ry  an d  P a in te rs )  
C u tle ry  (P a in te rs  an d  P a p e r  H an g ers) 
C rite rio n  (P a in ts , S ta in s , V arn ish es) 
D ry  Colors (D om estic  an d  Im p o rted ) 
E n am els  (W h ite  and  Colored) (B os

ton. S tan d a rd . O 'N eil’s  D en n y -H il- 
bo rn  an d  B ridgeport)

F ille rs  (P a s te  B iquid an d  C rack ) 
F loo r E nam els (B oston  and  B rid g e 

po rt)
G lues (B eP ag e 's  a n d  F lak e  G round) 
G rap h ite  (D ry  a n d  M ixed)
Gold B ea t (D eep and  Pale)
Bead (P u re  an d  G raded)
B adders (P a in te rs )
B am p B lack  (D rv  a n d  Oil)
M ops (O’C edar)
J a p a n s  a n d  J a p a n  Colors 
T & B. J a p a n  D ry e r 
t:ils  (B inseed . G loss 
Oil Colors (M asu ary s  
P a s te  (H ex)
Polish  (O ’Ct 

V eneer)

c a rr ie d  in s to ck  fo r im m ed ia te  delivery , 
co lo rcards, sam ples, e tc .;  w ill be su p - 
ip t  of req u est.

P a p e r  (C rite rio n  W all T a p e r  & C ry s
ta l B ay  S and  P a p e r)

P a in ts  (B rid g ep o rt)
I 'u t ty  (O ily an d  W a te r )
Pum ice S tone (D om estic  a n d  Im 

p o rted )
R ubbing  F e lt (A ll T h ick n esses) 
R o tton  S tone
Hoof P a in t  (B iqu id  a n d  P la s tic )  
S hades  (W indow )
S hellac  (P u re  O range  a n d  W hite , all 

W eigh ts)
Sponges
Steel (W ool a n d  S h av in g s)
Silex (B rid g ep o rt)
S ta in s  (S tan d a rd , B rid g ep o rt, B oston  

& Jo h n so n ’s)
S ta in s  (D ry)
Shingle S ta in s  (C rite r io n  a n d  B rid g e 

po rt)
T re s tle s  (P a p e r  H a n g e rs )
V a rn ish es  (B oston , S ta n d a rd  a n d  

B rid g ep o rt)
V arn ish  S ta in s  (B rid g ep o rt K yanize  

a n d  B aeq u e re t)
V arn ish  R em overs (B in g e rw e tte  an d  

B oston)
W ax  (Jo h n so n 's  & Old E n g lish  and  

1 ¡ridgeport)
W all P a p e r  C lean ers  (C lim ax)
W all F in ish e s  (A lab astin e  an d  M ura- 

lite )
W h itin g
W as te  (W h ite  a n d  C olored)
W ool S teel
W all P a p e r  a n d  W indow  Shades

an d  R ubbing) 
an d  B ridgeport)

•dar, W onderm ist, B iquid

CRITERION WALL PAPER A N D  W INDO W  SHADES 
Da you want the Du Pont exclusive agency?

Big Business—Better Profits—Best Line

Heystek & Canfield Co.
61-63 C o m m erce  A v e . G rand R ap ids, M ich.

Michigan Distributors E. I. Du Pont De Nemours Company

DICKINSON’S

' * (‘-r/ff»/*-1*- - - -
IT STANDS ALONE

SEEDS
The Albert Dickinson Co.

M IN N E A P O L IS  C H IC A G O
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Defense of Farm Bureau by Leading 
Exponent.

B enton  H a rb o r, M ay 3, 1920—I no tice  
on page 32 in you r issue o f A pril 28 
an  a rtic le  th a t  should n o t p a ss  unno ticed . 
It begins w ith  a  q u o ta tio n  from  a  le t te r  
•>y a  produce and  g ra in  firm , “ nam e no t 
g iven” th a t  co n ta in  su ch  false s ta t e 
m ents  th a t  it  c an n o t pass  unnoticed . I t  
condem ns the  F a rm  B u reau  m ovem ent, 
based  on tw o coun ts, both  abso lu te ly  
la lse. F ir s t,  th ey  s ta te  th a t  it is being 
fo s te red  by th e  S ta te  a d m in is tra 
tion , p resu m ab ly  re fe rr in g  to G ov
e rn o r S leeper. L et m e say  th a t  I 
have been p re s en t in an  official c ap ac ity  
a t  ev ery  m eeting  o f the  M ichigan S ta te  
F a rm  B ureau  and  ev ery  m ee tin g  of th e  
A m erican F a rm  B u re au  a n d  th a t  G ov
e rn o r S leeper h a s  n ev er been p re s e n t o r 
re p re sen ted  a t  a n y  m ee ting  ex cep t one 
a t  L ansing , w here  he a p p ea re d  w itii 
G overnor Loudon, of Illinois, w ho m ade  
an  add ress , both d e p a r tin g  im m ed ia te ly . 
So fa r  a s  I know  no com m unication  h as  
been s e n t him  o r received  from  h im  a t  
an y  tim e , un less  he w as recen tly  r e 
quested  to  u se  h is  good offices to  secure  
an  a d ju s tm e n t of the  d ifferences betw een  
the  p roducers  an d  m a n u fa c tu re rs  of beet 
s u g a r  w hich  o u r S e c re ta ry  w as a u th o r 
ized to  do if he saw  fit. I h av e  n ev er 
h ea rd  of an y  exp ress ion  of fav o r o r d is 
favo r com ing from  him , th e re fo re  I th in k  
both  you and  p a r ty  w ho w ro te  th e  le t te r  
owe G overnor S leeper a n  apology fo r the  
m iss ta tem en t.

N ex t we find th is  p a ra g ra p h  in th e ir  
le tte r :  “ T he p a r t  of th e  public  w ho jo in  
in th e  m ovem en t F a rm  B u reau  a re  com 
pelled to sign  aw ay  a  p o rtion  of th e ir  
personal lib e rty . T h ey  becom e a  p a r t  of 
a g re a t  m ach ine  w hich w ill d ic ta te  to  
th e ir  ev ery  ac tio n ."  T h is  s ta te m e n t is 
a  bald falsehood an d  I am  s u rp rise d  th a t  
you should  publish  i t  even  a s  a  com 
m unica tion  w ith o u t som e evidence of its  
tru th fu ln e ss . T he  fa c t  is th a t  no m em 
ber of any  F a rm  B u reau  th a t  1 ev e r  
knew  is obliged to  do a n y th in g  ex cep t 
w h a t he v o lu n ta rily  a n d  personally  d e 
s ire s  to  do. T he o p p o rtu n ity  to  do m any  
tilings th a t  w ill be to h is  a d v an tag e  an d  
c re d it a re  offered him , b u t n o th in g  th a t  
w ill w ork  in ju ry  to  a n y  o th e r  e sse n tia l 
o r  leg itim a te  b u s in ess  h as  been a t te m p t
ed to  d a te , n o r do I th in k  ev e r will be 
offered h im . H e h a s  n o t been  a sk e d  to 
sign  a n y th in g  beyond a  check  to  p ay  h is 
a n n u a l dues an d  is n o t a sk ed  to  jo in  
in an y  m ove th a t  does n o t m ee t h is  h o n 
e s t  consc ien tious ap p ro v a l a n d  n o th in g  
else will be offered h im . B u t he is  o u t 
to give and  to  g e t a  sq u a re  deal in a ll 
th ings . Some of th e  th in g s  m o s t p re s s 
ing on him  now  is th e  im p ro v em en t of 
seed  an d  crop cond itions a n d  s ta n d a rd 
ization  of all p ro d u c ts  in o rd e r th a t  he 
m ay  be able to  bo th  p u rch ase  a n d  sell 
goods w ith  a  d e te rm in ed  s ta n d a rd ; th a t  
he m ay jo in  h is  n e ighbors  w hen  desirab le  
and  m ake up for p u rch ase  o r sa le  c a r 
loads of an y  com m odity  he  possesses  o r 
desires  on th e  sam e te rm s  a n d  eq u a lity  
th a t  o th e rs  do; th a t  he m ay  keep  w ell 
inform ed on th e  m a rk e t va lue  of such  
goods a s  he  w ishes to  sell o r p u rc h a se ; 
th a t  he m ay, in sh o rt, becom e a  p ro s 
perous an d  re sp ec ted  division  of th e  in 
d u s tr ia l c lasses  of the  com m onw ealth .

He m ay  w a n t to  know  w h a t th e  b asis  
of ra tio  betw een  cost iCM selling  p rice  is 
based  on w hen he buys goods. I f  so, 
he m u s t be able to  show  th e  sam e on h is  
goods. He m ay  te ll you th a t  he  does 
n o t like to  p ay  $60 fo r a  w oolen a n d  
shoddy su it of c lo thes w hich  co st $9 to  
$11 to  produce. If th is  co st figures a re  
w rong, m aybe som e rep u ta b le  m a n u fa c 
tu re r  of su its  will m ake  a  sw orn  ite m 
ized s ta te m e n t of th e  re a l cost.

He know s th a t  12,000 M ichigan fa rm e rs  
g rew  s u g a r  b ee ts  fo r M ichigan s u g a r  fa c 
to ries  la s t y e a r  a t  $10 p e r to n  a n d  th a t  
*i ton of b ee ts  m ak es  225 to  ¿25 pounds 
of su g a r , th e  difference being  a  qu estio n  
of soil and  season . H e th in k s  th a t  a  
su g a r  fa c to ry  th a t  c an n o t w o rk  b ee ts  
Into su g a r  for $5 p e r ton  h ad  b e tte r  r e 
build  on m odern  lines. H e  figures th a t  
the  s u g a r  to -d a y  th a t  co sts  h im  30 cen ts  
iter pound only costs  th e  m a n u fa c tu re r  
6® 6 4  cen ts  p e r pound. T he m a n u fa c 
tu re r  now  offers M r. B ee t F a rm e r  $12 
p e r ton  fo r 1920. M r. F a rm e r  figures 
th a t  h is  p rice  m ak es  s u g a r  co st 7 c en ts  
an d  i t  shou ld  be sold a t  n o t above 9 cen ts  
and  say s  to  th e  m a n u fa c tu re r , w e w ill 
grow  th e  beets  a t  $12, p e r  to n , you  to  
sell s u g a r  a t  9 cen ts , b u t if you sell fo r 
m ore we w a n t a s  o u r p a r t  o f th e  sw ag  
$1 40 p e r ton fo r ev ery  c en t p e r  pound  
you sell above 9 cen ts . T h a t  d iv ides th e  
pelf on a  50-50 b a sis  a n d  th e re  th e y  s tic k  
w ith  the  fa rm e rs  p re p a rin g  to  d e se r t  th e
crop. . . . .. .I have  w rit te n  so fa r  ju s t  t h a t  you 
m ay  if you w ill, m ake  co rrec tio n  o f a  
m is s ta te m e n t th a t  I feel w as  n o t in te n 
tiona l an d  w ith  ju s t  one o r tw o g en era l 
s ta te m e n ts  w ill close. F ir s t ,  le t  m e say  
th a t  th e  F a rm  B u re au  m o v em en t finds 
so litt le  com m on g ro u n d  w ith  o rg a n iz a 
tions  su ch  a s  th e  N o n -p a rtis a n  L eague  
and  v a rio u s  lab o r un ions t h a t  th e re  can  
be no a ffiliations in  s ig h t to  d a te . W e 
do n o t need  g o v e rn m en ta l w a reh o u se s  o r 
officials. W h a t we n eed  w e c an  bu y  o r  
build  a n d  o p e ra te . You, ed ito ria lly , h av e  
condem ned th e  p lan  o f co llective b a rg a in 
ing. I f  th e  above does n o t ju s tify  u s  in  
w an tin g  such  a  p lan , p lease  rem em b er 
th a t  a n y  jo in t  s to ck  co rp o ra tio n  is  a  
legal collective b a rg a in in g  o rg an iza tio n  
fo r profit, w ith  p riv ilege  of buy ing  a n d  
selling  an d  m ak in g  th e ir  ow n price , w hile 
a ll th e  fa rm e r w a n ts  is  th e  p riv ilege  of 
p u ttin g  h is  p ro d u c ts  w ith  h is  n e ig h b o rs

in such  shape  th a t  the  tra d e  will w a n t 
it a n d  th e  sam e  on h is  p u rch ase s . Do 
you see  a n y th in g  w rong  in th a t?

F o rty -fiv e  th o u san d  M ichigan fa rm e rs  
hav e  jo ined  th e  m ovem en t to  d a te  a n d  
th e  s ta te  is a b o u t h a lf  c an v assed  and  
will, no doubt, yield. 75,000 before C h ris t-  
tnast. w ith  a  to ta l  of 2,500,000 to  3,000,- 
ooo fo r the  U n ited  S ta te s . W ho can  be 
h u rt by such  a  body of m en? A ny trick y , 
se lf-seek in g  po litic ian  w ill be in dan g er. 
E v ery  d ea ler w ho ta k e s  illig itim a te  a d 
v a n ta g e  by b lending  w o rth le ss  goods 
w ith  th e  good m ay  be com pelled to  m end 
h is  w ays o r lose h is  tra d e ; the  so -called  
p ro fiteer m ay  .have  to exp la in  a  few  
tilings; som e sa la ried  c h a ir  w a rm e r m ay  
h u n t a  u sefu l job , e tc .

W ho w ill be benefitted?  F ir s t,  ev ery  
fa rm e r w ho av a ils  h im se lf of the  op p o r
tu n ity  offered because  lie will g e t a d v a n 
tag es  of u p -to -d a te  in fo rm atio n  re g a rd 
ing p ro g ress  in a g ric u ltu ra l  m a tte rs  and  
will be s te e re d  c le a r of m an y  m is tak es  
a n d  sn ag s . N ex t, ev ery  le g itim a te  d ea ler 
in th e  U nited  S ta te s , because  h is  fa rm e r 
friends  will be fa r  b e t te r  c u sto m ers  if 
p rosperous. N o o ccupation  o r in d u s try  
in th is  co u n try  can  con tinue  to  p ro sp e r 
v e ry  long w ith o u t th e  g re a t  basic  a g r ic u l
tu ra l in d u s try  is in a  h e a lth y  a n d  p ro s 
perous cond ition . R oland M orrill.

The Cotton Kings of Egypt.
The days of Pharaoh the toas tm as

ter have certainly disappeared. In 
contrast  to the toilers of the Pyramids 
who sweated under,  the overseer’s 
bloody lash we have the spectacle to
day of illi terate natives of Egypt, who 
still indeed live in mud huts, capital
ists to the ex ten t  of £20,000 sterling 
-(nominally $100,000). Th is  they have 
made out of cotton deals, for E g y p t’s 
present wealth in cotton is reported 
as colossal. Some natives are buying 
land, too, even at inflated prices, pay
ing off m ortgages formerly regarded 
as family heirlooms. The  country is 
reported  to have made at least half 
a billion dollars. New millionaires 
are seen a t  Shepheard’s and in the 
s treets of Cairo, spending lavishly for 
automobiles,  jewelry, new houses and 
every luxury. In the provinces many 
of the newly rich still live as before, 
but the old sock up the chimney—or 
its parallel in native Egyptian econ
om y—is stuffed full to burst ing. 
B rowning’s famous line might well 
be changed to “ Oh to be in Egypt 
now that  April’s here!”

Pe ter  & Mary Petrovich have en
gaged in the grocery business at 1558 
Muskegon street . The National Gro
cer Co. furnished the stock.

Everywhere that big work is 
being done in A m e r i c a  
today, you’l l  find Outeralls 
on the job.

Michigan Motor Garment Co.
GREENVILLE, MICHIGAN

ir— *
By Buying “APEX” You Buy Wisely

“ A P E X ” U nderw ear is know n to  h u n 
d reds  of m e rc h a n ts  a s  th e  m ost econom 
ical fo r th e ir  tra d e , and  th e  m ost p ro fit
ab le fo r th e ir  s to re  to  sell.

In “APEX” they find Quality, Service and Value
W hy no t send fo r a sam ple  a sso rtm e n t 
of “ A P E X ,”  so th a t  you can  see fo r 
you rse lf ju s t  w hy th e y  a re  so popular?
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THE FARM LABOR PROBLEM.
i'he farm labor problem  varies with 

every section, but for all sections a 
distinction m ust be made between 
perm anent  farm laborers, floating and 
seasonal labor and farm owners and 
tbeir sons. The quantity  of  city un
employment largely regulates the 
quantity  of seasonal farm labor. Even 
before the war higher wages, shorter  
hours  and be tte r  living conditions 
were drawing much steady agricul
tural labor townward. They were re 
inforced by the higher prices of land, 
lessening the hired m an’s hope of one 
day owning his own farm. But the 
most distressing feature of the situa
tion is the wide d iscontent with a g 
riculture that drives m any fa rm ers’ 
sons a long with laborers and tenants  
into o ther  callings. The meetings of 
farm ers’ organizations last fall show
ed a bitter current of belief that  ag
riculturis ts  are being ill treated. 
Specific complaints are the high cost 
of machinery, oil and twine; the m ark 
ed drop in prices of meat animals; the 
evident disproportion between prices 
paid the farmer for his produce and 
prices charged the consumer for it. 
The belief is wide that ra tes  paid for 
crops will be first and fastest to de
cline as the world re turns toward no r
mal. Seeing what labor unions de
mand, what trade combinations make, 
farmers feel in their own disorganiza
tion a grievance. This feeling helps 
strip the farms.

“The country must meet the essen
tial conditions offered by the town,” 
said President Roosevelt’s Country 
Life Commission. One offer the coun
try must make is g reater  steadiness 
of employment. Intelligent workmen 
want a year-round job. Dairy farm 
ing supplies such a job, but  most 
o ther  farming is sharply seasonal and 
to an unnecessary extent.  Mixed til
lage and crop rotation should dis
tribute cultivation and harvest over 
nine months of the year, and can often 
do it evenly. Southern farms that 
once concentrated on cotton, demand
ing much help at picking time and 
little except then, have found that 
a multicrop system greatly  reduces 
the labor difficulty that once made 
July  vocal with calls for more 
men find that with corn, alfalfa, 
wheat and fruits they can keep a few 
steadily busy. To supplement local 
diversification much can be done by 
the scientific mobilization and distri
bution of farm labor. The  labor de
mand of the corn belt is quite different 
from that of the wheat belt, and some
th ing can be accomplished to make 
them supplementary. Some states 
have in themselves four or  five dis
tinct farm labor situations.

But if we are to keep the farm com 
petitive with the city we must also 
a ttend to certain basic recom m enda
tions p u t . fo rw a rd  by farm organiza
tions. farm papers and spokesmen 
like Capper. Congress should give 
heed to the demand for legislation to 
prevent the manipulation of m arke ts  
and exchanges to abolish unjust re 
strictions on the sale of farm products 
through farm organizations, and to 
encourage fa rm ers’ and consum ers’ 
co-operation. Some instruments  are 
available, in the face of rising land 
prices, for giving young me.i a gener

al hope of owning their own farms.
The Federal Fa rm  Loan system can 
help the beginner, and taxation  sys
tems can possibly be devised to dis
courage tenancy is so far as tenancy is 
a social or economic evil. The State 
can continue providing be tte r  rural 
roads schools. The roo ts  of the whole 
difficulty spread deep and wide, and 
remedies must be equally com prehen
sive.

STAGGER THE IMAGINATION.
ll you had lived and paid taxes into 

the National t reasury  every year from 
1789 to 1916, the grand total of your 
contributions to the Government dur
ing those 127 years would have been 
not more than one-twentie th of the 
direct tax burden you face this year 
alone, with the prospect next year 
of having that  burden increased one 
and one-half times more.

ft cost only $27,000,000,000 to run 
the National Government 127 years, 
whereas in the twenty-seven m onths 
from April 6, 1917, to June 30, 1919, 
your Congress appropriated more 
than double that amount.

The National debt, counting in cur
rent obligations, is now much more 
than the whole cost of the Govern
ment during that  first period.

Each year the interest on the N a
tional debt is now more than the en
tire annual cost of the National Gov
ernm ent before the war period.

The whole cost of the National Gov
e rnment in 1905 was $755,000,000. By 
1917 it had reached $1,072,000,009, an 
average increase of $27.000,000 for the 
twelve-year period. Now, in three 
years, it has suddenly jumped to at 
least $6,000,000,000 and probably eight 
billions as a normal peace-time ex
pense to the people.

T hrough  an orgy of spending, of 
political ra the r  than business-like 
methods,  we have come to that regu
lar annual Government cost. But, 
s taggering  as is such a total, before 
we can reach even that  “norm al” out
lay there  are unpaid obligations, float
ing debt and current deficits of appall
ing proport ions to be handled. In 
stead of eight billions for the next 
fiscal year the totai may go above 
twenty billions.

For  forty  years prior to 1916, the 
total amount paid to the National 
Government in direct taxes was only 
$600,000,000. Reduced to families, 
counting five persons to a family, that 
meant an average yearly tax of $1.50 
per family th roughou t  that  period. 
Now the National tax bill may reach 
$400 or more per family each year.

Appalling as is this problem of the 
Nation’s income, it is only one phase 
of the new situation. T here  are a 
score of aspects,  each teaching the 
same lesson, that  the next head cf the 
American Government m ust be a 
statesman, and no t  a politician, if dis
aster  is to be averted.

T he  high cost  of living, a problem 
that involves all others, cannot pos
sibly be solved except through g o v 
ernmenta l  action. W hy?  Because 
natural laws no longer operate to af
fect any e lement of that  problem. 
Competition is little more than an 
economic memory. The law of sup
ply and demand no longer vitally af
fects any basic industry. And when

natural law is dead, or  defective, in 
production, in transportation, in a 
thousand and one essential things, 
then only executive action or statute 
law can step in to provide a remedy.

Going a step farther, it is hardly 
overstating the immediate, desperate 
need of real statesmanship at the head 
of the Government to assert that our 
whole economic system is in danger 
of collapse, unless the abnormal bur
den upon it is quickly lightened. Our 
total annual productive capacity, tak
ing the maximum figures of good 
economists is only sixty-five billions a 
year. Even if that  annually created 
wealth were equitably distributed, 
after deducting a bare health and com
fort budget for all the people of 
America, it is perfectly clear to any 
reasoning person that  our economic 
structure cannot long withstand the 
extra  strain of the still more depress
ing outlook for the next fiscal year.

CREATE A UNION CEMETERY.
Tliere is a most worthy, sane and 

sensible movement on foot in Grand 
Rapids, headed by that distinguished 
citizen and churchman, The Right 
Reverend F. D. Kelly, D. D., and the 
City Commission to create a union 
cemetery where men of all faiths and 
creeds when the last and great  call 
comes may be re turned to mother 
earth.

It is a fact that the cemeteries under 
the control of municipalities are much 
better cared for and improved than 

'cemeteries owned and conducted by 
sectarian institutions.

The municipally owned cemeteries 
are usually things of beauty, while 
sectarinan cemeteries—especially Ro
man Catholic burial grounds—are sel
dom attractive and generally very re 
pulsive. The Roman Catholics do 
some things better than any other o r
ganization, but the m anagem ent and 
care of cemeteries appears to be one 
of the things they are utterly  unable 
to do well.

The city usually has a trained super
intendent for the care, beautifying and 
maintenance of the City of the Dead, 
while the sectarian burying grounds 
are usually under the care of inexperi
enced overseers;  hence the difference 
in appearance and beauty.

Now it is sincerely hoped and cer
tainly much desired by all interested 
(and all are interested) that  this union 
become a reality and that Grand Rap
ids have one beautiful place where 
her citizens may rest  when they are 
finally called to their reward.

Of course, while the city will have 
the care and maintenance, the Roman 
Catholic church will reserve all her 
religious rights in tha t  portion of the 
cemetery alloted to her. This  will 
ensure splendid care for the whole 
cemetery, without affecting the relig
ious rights of any church and in the 
last earthly home of man, Pro tes tan t  
and Catholic, Jew and Gentile may 
rest side by side in peace, as they 
lived and loved side by side while on 
earth.

Here  is a concrete example: Amid 
the lilies of hranee in the Argonne a 
soldier of the American Legion lay 
dead from a mortal  wound inflicted by 
an enem y’s shrapnel shell. In this 
company were men of all creeds and

orders.  The soldier was a Mason. 
His comrades, without distinction of 
faith, made as best they could the 
apron of the Masonic order, with its 
emblems and signs, so tha t  the soldier 
might have his own ritualistic  burial. 
Major Fa ther  Dunnigan, the Chaplain 
of the regiment, recited the litany for 
the repose of the soldier’s soul, and 
as he was laid under the sod which 
God had consecrated and man dese
crated, the heroic priest  blessed the 
mortal remains of the  deceased with 
the great sign of Christianity.

This spirit  is now being exhibited 
by the jo int action of the  Commission 
and Bishop Kelley and should be em
ulated by all.

The proposed union cemetery is a 
splendid idea and should be carried 
out without delay. I t  is understood 
that  both  the City Commission and 
Bishop Kelly are agreed on the gener
al plan and only the  details are left 
to be worked out to the  satisfaction 
of both parties. If  the good work 
proceeds, we will have in time a coun
terpart  of that  gem of all cemeteries, 
located at Montreal,  where on the 
mountain side peoples of all creeds 
rest side by side.

NEW ERA IN STATE POLITICS.
Cassius L. Glasgow, the Nashville 

hardware  dealer, has announced his 
candidacy as Governor, subject  to 
the approval of the  voters of the 
State. As it is seldom the business 
men of Michigan have an opportunity 
to support  a real business man for 
Governor, the T radesm an  hopes to 
see the obliteration of par ty  lines 
when the vote is counted. Mr. Glas
gow’s candidacy is unique in the his
tory  of gubernator ia l  campaigns in 
that  he proposes to  “serve the peo
ple without fear o r  favor and with
out the promise of influence, position 
or money.” T h is  is the  first time 
such a campaign has ever been con
ducted in Michigan and it remains to 
be seen w he ther  the  old-time poli
ticians who are “out for  the stuff” 
will w ithstand the  shock such an an
nouncement will occasion. To  the 
T radesm an  it looks as though the 
time was ripe to  give the  people 
something new in politics by giving 
them an opportun ity  to show their 
appreciation of a  candidate who re
fuses to give any  pledges or make 
any promises. If  this  is the kind of 
thing the people want, they have a 
chance to make it a permanent fea
ture of our commonwealth.  On the 
o ther  hand, if the  people want to 
continue the  unfor tunate  methods of 
our p resen t  Governor, they have at 
least a half dozen o ther  candidates 
who are willing to  continue the un
derhanded m ethods  which are  aptly 
described under the  name of Sleep- 
erism.

T he  underpinning of salesmanship 
is health. I f  you haven’t  health you 
are no t  likely to succeed as a salesman 
but if you should succeed without 
health, th a t  success will be worth little 
to you.

D on’t be afraid to co-operate  with 
o ther business men, competitors even, 
in bringing more trade to your town. 
You will get your share all right.
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How a Doubter
Multiplied his Orange Sales by 5

\ \ /T N E G A R D E N  Brothers, wholesale 
\  * fruit merchants of Flint, Michigan, 

wished to help a certain retailer increase his 
orange business.

They suggested a window display of ten 
boxes, but the retailer stated he never sold 
more than two boxes per week.

Take the ten anyway,” said Winegar- 
den; “we’ll lend you the fruit and take back 
the unsold remainder. ’ ’

What You
If you would make regular window dis

plays of oranges you could sell twice as 
many oranges regularly as you have ever 
sold before.

And if you turned these oranges once a 
week you could make 52 profits yearly.

With a margin of 25%  on the selling 
price you would make 5%  net on sales each

“No,” replied the retailer, “my window 
is too valuable to turn over to a common
place product like oranges.”

“We will pay you $5.00 for the window 
and lend the fruit besides,” said Wmegar- 
den. The dealer reluctantly accepted.

The window was put in on Monday. 
The ten boxes were sold out by Friday and 
the retailer was forced to order more to 
supply his customers.

Could Do
week and a profit of nearly 350%  on the 
capital invested.

Scores of retailers who have figured it 
out now make oranges a leader.

Do you know of another product that 
offers equal return? If you made the same 
profit on your total investment think what 
you would earn!

Write Us—
Mail the coupon for our new book, “Salestnan- 

ship in Fruit  Displays,” and our Display Material 
Option List, from which you can select window 
cards and o ther  selling helps that  will help to 
increase your business.

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

Organization of 10,000 Growers

Dealer Service Dept.
Los Angeles, California.

California Fruit Growers Exchange 
D ealer Service  Dept.

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

N am e _____________________________________

S tre e t  __________________________

C i t y ---------------------------------S ta te
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Policy for Fall Busring and Merchan
dising.

This is a very im portan t  subject, 
and one which would require a great  
deal of time to exhaust  all of its dif
ferent phases. The prices of shoes to 
day on the average are some dollars 
higher than they were a year ago at  
either wholesale or retail. Some feel 
that we are on the peak of the m ar 
ket. or  near it at least, and this  calls 
for care in every move we make, the 
same as if we climbed to a peak on a 
mountain and were going to descend. 
It would be necessary to be careful 
of our footing, and look out  that  we 
did not slip and fall, possibly putting  
ourselves out of business.

I believe that the future holds in 
store for us great  prospects, and we 
should face it with faith, confidence 
and enthusiasm. But this  does not 
mean that  we should be reckless or 
careless, and not pay strict  a ttention 
to the problem before us. T here  is 
no doubt in my mind but  g rea te r  skill 
is required to-day in successfully op
erat ing  a retail shoe business than 
ever before, but I believe tha t  all the 
big issues can be successfully handled 
if properly approached and dealt 
with.

Any extreme measure, either to buy 
no thing or to buy 100 per cent, of 
your wants for fall, would seem to be 
folly. A happy medium seems to be 
the logical answer to the situation. 
Dealers should place some of their 
orders  now for fall merchandise which 
many of them  will need about  the 
first of August.  O ther orders  can be 
placed later on in May, June and 
July  for deliveries in September,  
October and November. This will 
give the m anufacturer  and whole
saler an opportunity  to keep plants 
running and fill orders  to be tte r  ad
vantage to the reta iler than possible 
if retailers should buy nothing until 
late in the season. The shoes must 
be manufactured, and it takes time 
to assemble the material and labor, 
put them  through the factory, and 
make deliveries under present condi
tions of reduced production and slow 
transporta tion  facilities.

On the other hand, for dealers to 
rush into the market and place 75 to 
100 per cent, of their orders now for 
early delivery would send the leather 
market to a higher point than it is 
now, while frequent market buying 
will tend to stabilize the market and 
¡¡revent it from fluctuating, permit- 

ng us to market our shoes this fall 
m a basis that will be as satisfactory 

as could be expected under existing 
conditions.

The average cost  of shoes per pair 
will not  perm it  the retailer to carry 
such large quantities as heretofore.
1 his will mean going into the m arket  

oftener, which will be a healthy con
dition for every part  of the shoe busi
ness. Keeping the factories and dis
tributing houses running in a normal 
even way will prove more desirable 
than it has been in the past  on ac
count of the rushes which we have 
experienced, and which put prices up 
on account of retailers bidding against 
each o ther for merchandise and de
livery. Let us t ry  to keep the busi
ness on an even keel and avoid un
necessarily “rocking the boat.”

It  is im portan t  tha t  the  shoe re 
tailer to-day observe carefully what 
merchandise he has in stock when 
buying, so as to avoid t ie ing up un 
necessary capital. Careful attention 
should be given to the changes in the 
length of vamps, from the long to the 
shorte r  ones. This  m ust  be handled 
in a sane and sensible m anner  to avoid 
rapid depreciation of values.

Ano ther  big question is how many 
oxfords to buy and how m any boots 
for both men and women. There  is 
no doubt but  it will be boo ts  for chil
d ren’s and boys’ wear,  but  it looks 
very much as if w om en’s oxfords and 
pumps would run up to 50 per cent, 
and possibly more until  the  first of 
November, when there may be a ten 
dency to m ore  boots. Oxfords for 
men will no doubt be s tronger  than 
they have been in m any  years  until  
the cold weather sets in, when I be
lieve th a t  boots  will still play an im
portan t  part.  The probability will be 
that m en’s oxfords will not run  more 
than half as s trong  as the w om en’s 
oxfords and pumps. Some sections 
of the  country are prophesying that  
women s oxfords will be 70 per cent, 
and w om en’s boots  30 per cent. I t  is 
hard to say what  the percentage will 
be, as it will vary in different sections 
of the country.

The brogue type of oxford for men 
and women will without doubt be 
s trong for fall, making a fine combin
ation with the heavy woolen hosiery. 
Opera  pumps and o ther  styles of 
light footwear will be worn with silk 
hosiery in the early fall, and gaiters 
will play an im portan t  par t  in the 
business. Merchants have opportuni
ties to "cash in” to their  advantage 
on the sale of hosiery, gaiters, and 
such things for the coming season.
1 here never was a be tte r  opportuni
ty than now for the sale of hosiery, 
as both men and women are educated 
with the more prosperous times, to 
pay a fair price for merchandise .

Much more could be said on the 
subject of buying, but no one analysis 
of the subject  will cover all conditions.
It certainly is a time when each shoe 
m erchant  should consider his si tua
tion from every angle and keep in 
close touch with his assistants . No 
better  way  can this be accomplished 
than through membership in local or 
state association and last, but not 
least, membership in the National 
Shoe Retailers Association. Associa
tion contact broadens out the individ
ual, and keeps him in ha rmony with 
the situation. It is a fact that  the 
most successful retailers in the coun
try are the men who keep in touch 
with things, either on their own voli
tion or through association contact.

Now as to the subject of m erchan
dising. It is one thing to buy shoes 
and quite ano ther  th ing  to sell them, 
and a profit is not made until they 
have passed into the hands of the con
sumer. T o  do this  successfully means 
a careful a rrangem ent of the stock

HONORBILT 
) / W  SHOES (

For Bigger and Better Business

Oxfords Will Soon
Have the Call

Here Are Two Exceptional 
Bargains

Note the Prices

946— Men’s Chocolate, Genu
ine Calf, Goodyear W elt; 
Single Sole, B-C-D $6.25

945— Men’s Chocolate, Genu
ine Calf, Goodyear Welt, 
Single Sole, C-D - • $6.00

Order yours early 
as o u r  s t o c k  
won't last long.

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

Spring Footwear
With spring and the sunshine come the careful 

glances at milady’s footwear.

There is no other time when she wishes to he more 

careful with this item of her dress.

We have at this time a complete line of ladies foot

wear, the most stylish, low cuts combined with 

complete comfort.

It is the finest thing in the world to have the smartest 

little low-cut and also to have comfort, WE 

HAVE THEM.

1firth*Krduse
Shoemakers for three G enerations

Shoes—
Tanners and Shoe Manufacturers Grand Rapids, Michigan
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after it is received, good windows and 
a good display with proper window 
cards, price tickets and selling a rgu
ments,  backed up with advertis ing in 
your daily papers or  o ther  mediums. 
This should be constantly  followed 
up from week to week.

The sales people should be th o r 
oughly informed of your merchandis- 
mg policy, so they may co-operate  
with the entire scheme.

The prices tha t  you put on your 
merchandise will have a good deal to 
do with their rapid sale, and it seems 
to me that  we have come to a time 
when the psychological situation of 
the country will not permit undue 
profit taking. The wise m erchant  to 
day will price his shoes so they will 
give him a fair re turn on the gross 
amount of business, and still relieve 
the strain on the high cost of living 
as much as possible. This  will mean 
more sales, and the extra  sales will 
add to his turnover and together will 
offset his close margin.

People have plenty of m oney to 
spend. I believe they are willing to 
buy more shoes and increase the pair  
sale if they could buy them  a little 
less, and it is good merchandising to 
increase the sale of pairs.

The subject  of P. M.’s and commis
sions to salesmen is ano ther  im por
tant  link in the successful business. 
P. M.’s, or premium money, have 
served their purpose well in the past,  
and there is no reason why they 
should not do likewise in the future 
if properly handled, for the moving 
of slow selling styles, broken sizes, 
or grades of shoes that  a dollar de
sires to push. This  should be sys

tematically handled by placing the 
am ount of P. M. on a shoe in relation 
to the desirability of the merchandise .

If any one has not  received good 
results from the P. M. system, it is 
because it has not been properly han
dled. Possibly, with unscrupulous 
salesmen and poorly managed stores, 
dealers often have unfortunate  ex
periences with almost anything they 
try. To  assume that  the store is on 
an even keel and being wisely con
ducted, there is no doubt but  the P. 
M. System has its merits.

Commission to the salesman is the 
modern method of addit ional com 
pensation tha t  draws out dorm ant 
qualities of energy, hustle and push 
that  would never be known if he de
pended wholly upon a flat salary sys
tem.

There  are many different forms of 
commission, some are paid weekly, 
some monthly, some quarte rly  and 
some semi-annually, but under p res
ent conditions, and the need of ade
quate compensation coming in each 
week or month, it is desirable that  
commissions should be paid monthly 
as it stimulates the interest  of the 
salesman. A salesman who makes a 
good am ount of commission this 
m onth  is going to t ry  to do as well 
or be tte r  next  month.

A system of compensation that 
seems to be very successful is; first, 
a moderate  drawing account accord
ing to the value of the salesman; 
second, further understanding that 
the salesman will be placed upon a 
percentage basis in keeping with the 
store itself, the location, the depart
ment and the duties which he has to

,|T r~ ~H00D-
W urkshu

Built Like An Auto Tire

BLUCHER
B row n duck  up p er. Boose lined  to  toe . H a lf-be llow s tongue . F ib re  

insole a n d  co u n te r. L e a th e r  sock  lin ing . G ray  c o rru g a te d  ru b b e r  sole m ade 
from  t ir e - tre a d  com position . R ubberized  toe  box. P n e u m a tic  heel.

F o r  h a rd  w ork  an d  h a rd  p lay , w here  s to u t, serv iceab le  foo tw ear is needed. 
M ail-bag  d uck  up p ers , jo ined  by  live s team  p re ssu re  to  t i r e - t re a d  soles, 
g ive th e  ideal co m bina tion  o f d u ra b ility  w ith o u t excess w e ig h t. P n e u m a tic  
heels  ease  th e  fee t a n d  a  le a th e r  sock  lin ing  in su re s  cool com fort.

M en’s  E  a n d  E E __
B oys’ ________________
Y o u th s’ ______________
W o m en 's  ____________

. M isses’ (S p rin g  H eel) 
C hild ’s  (S p rin g  H eel)

S izes B al.
6 to  12 ___________ $2.50
2% to  6 -------------------- 2.25

11 to  2  2.00
2% to  8 ---------------------2.00

11 to  2    1.75
8 to  10%____________1.50

We have thousands of cases of HOOD TENNIS on the Floor. 
Write for special Tennis Catalogue.

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

perform. This percentage may vary 
under different conditions. Assume, 
however, that the salesman is placed 
on a commission basis of 5 per cent. 
At the end of the m onth  if he has 
sold $3,000 in shoes he has earned 
$150. If you pay him a drawing ac
count of $25 per week on a basis of 
four weeks, you have paid him $100, 
a lthough he has earned $150. T h ere 
fore, you owe him $50 in commission 
at the end of the month.

Now this is an inducement for that 
fellow to be on his toe and hustle 
and build business. The more custo
mers he serves, and the greater  satis
faction he gives, the better  following 
he will build up thereby increasing his 
income by building up his business 
from year to year.

The P. M.’s are separate from the 
drawing account and commissions, 
and is extra  premium money. If op
erat ing  the method referred to the 
salesman made on an average $5 per 
week in P. M.’s or a total of $20 for 
the month, his income for the month 
would be $170 on the basis of four

weeks, he would average about $42.50 
per week.

Managers of stores should be ra ted 
on the basis of receiving commission 
on increase in sales and possibly a 
share in the net profit. This  encour
ages them to conduct a store as earn
estly as they would if they would if 
the business were their own, for they 
are getting an extra  earning accord
ing to the results  shown in addition 
to a stated salary. (

There  are a num ber of different 
ways in which to put in the compen
sation system and it is up to each in
dividual to work out whatever seems 
to suit his business best. A m erchant  
should first find the right system for 
compensating his salesmen, so that  
they will earn good money in keep
ing with the cost  of living and have a 
chance to lay some aside for future 
wants.  W ith  a progressive m erchan
dising policy and careful system of 
buying, there is no doubt but the re 
tailer will be successful, not only dur
ing the rest  of this year,  but  for years 
to come. W. W. Wilson.

2809—Wos. Hav. Brown Kid 5 eyelet oxf. lea. 
Louis Heel, plain toe Me Kay A to D __ $5.75

2810— Wos. Blk. Kid 5 Eyelet oxf. lea. Louis Heel,
plain toe Me Kay C and D _________________$5.60

2811— Wos. Pat, Colt 5 Eyelet oxf. lea. Louis Heel,
plain toe Me Kay B to D __________________ $5.40
Same as above with 14 8 Cuban Heel and imitation 
tip.
2801—Wos. Hav. Brown Kid 5 Eyelet oxf. Me Kay 
C & D _______________________  $5.80
2803—Wos. Blk. Kid 5 Eyelet oxford Me Kay C 
& D ----------------------------------------------------------- $5.60

Beautiful shoes, on beautiful and perfect lasts. It is 
styles, such as these oxfords, that develop your sales. 
They combine quality and style, at a moderate price, 
and give all that is needed to make your customer 
come back for her next pair.

SIZE UP YOUR STOCK NOW AND PREVENT  
LOST SALES.

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

GRAND RAPIDS, MICHIGAN
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Cost of Building N ot Likely to go 
Down.

Credit men, said the interviewer, 
in their study of financial s ta tem ents  
always attach some importance to the 
real estate and construction items that 
appear in the fixed assets.  This year 
as the result of the expansion of m any  
plants,  they are watching these items 
more closely. They want to know 
whether the fixed assets in the 1920 
sta tem ents  are based on inflated val
ues. W hat  is your  opinion? Do you 
think what we can look for lower con
struction prices in 1920?”

‘‘Xo, 1 do not. I feel that  the ac 
cumulated demand is such that  the 
erection of absolutely necessary work 
will probably make a continued sh o r t 
age of labor, material  and capital for 
the building industry, even if we 
should have a setback in general busi
ness.”

“ H o w  do present  prices of building 
materials compare  with the prices of 
o ther  commodities?”

“The composite index number of 
building materials  indicated an in
crease of 84 per cent, during the years 
of the war. th e r e  was no change 
from November, 1918, to March, 1919, 
but since then it has risen another 84 
points, and now stands 108 per cent, 
above pre-war levels. General com 
modities were 107 per cent, above p re 
war prices in November, 1918, and 
are now 148 per  cent, above them.
1 he prices of building materials  are 
therefore now somewhat higher than 
the prices o f  o th e r  commodities.”

“ lo  what do you a ttr ibute  this 
ra ther rapid rise in the prices of 
building materials  since March, 1919?” 

“To the ever increasing demand for 
building and the shortage of building 
materials.”

ever, increased more rapidly and a 
shortage resulted.  These comm odi
ties, however, are am ong those com
modities that  are consumed daily and 
there is less liklihood of a cumulative 
demand for them. But the building 
industry produces commodities which 
cannot be consumed daily. M ore
over. the production of building m a
terials was greatly  curtailed during 
the war. As a result the building in
dustry  has a large overhanging de
mand which has accumulated and 
which must be supplied. There  is a 
housing famine existing throughout 
the l  nited States and throughout the 
world. There  is a shortage of con
struction th roughout the United 
States approxim ating  probably eight 
billion dollars, and probably forty bil
lions th roughout  the world. Great 
industrial expansion is bound to take 
place. Im migration  will sooner or  
later come in and this will increase 
our housing shortage and require an 
investment of about  $5,000 in hous- 
ing for every $1,000 in industrial plant 
development.”

“van  you suggest any means of 
making capital more available for 
construct ion?”

“ Exem ption of small holdings of 
real estate m ortgages from the Fed
eral income tax. This would assure 
the average m ortgage investor a net 
re turn comm ensurate  with that from 
municipal bonds. Governm ent bonds 
and o ther  similar investments not 
subject  to the hedcral income tax. 
Such an exemption would tend to 
divert the flow of investors’ monev 
into the channel of m ortgage loans 
and would thus encourage building.

1 )o you feel that speculation has
played any part  in that r

"It is natural t!hat building mate-
rials sin:>uld advance miore quickly
Her the anmistice than all o ther  com-

..lodities lx;cause of t remendous in-
creasing demandi It is 1tatural. too,
that the:re should be spi 'd ilation in
building m;iterials with the shortage
bf supply ju st as th ere has been spccu-
laiion in c< >tton and that they should
lie held al artificialil high levels, just
;.s cotto n. wheat, hides and sugar
have bee n ”

“But clIon ’t you think. Mr. Miller,
that just a.s the supply of cotton,
wheat, hide s and sugar is sure to
catch up \Yith the de man d within a
i easonably short ti me. th«; supply in
the building industry will soon catch 
up with the demand?”

No, the cases are not  parallel. The 
production of the commodities you 
mention was not curtailed by the war 
— in fact, in many instances it was 
stimulated. The consumption, how-

Make This Your Bank

Established 1853

W e not only a re  p rep a red  ai 
equipped to care  fo r y o u r banKii 
needs, b u t we also

W A N T  TO DO IT

In a w ay  w hich will m ee t wl 
yo u r unqualified  app roval

OLAY H . H O L L IS T E R  
P re s id e n t

C A RR O LL F . S W E E T  
V ic e -P re s id en t 

G EO R G E F . M A C K EN Z IE 
V .-P re s . a n d  C ash ie r

+
*
*
*
*
*
*
*
*
*
*
*
*
+
*
*
*
Jf
*
*
*
*
*4444444444444*
*44*
*

Necessity’s Call
Just as great in v e n tio n s  h a v e  c o m e  

in  an sw er  to  great n eed s, s o  d id  th e  

T r u st D epartm ent c o m e  in  a n sw er  to  

th e  dem and for  m ore e ff ic ie n t  and  
sa fer  trust se rv ic e .

R ead  th e  M ay n u m b er o f

You and Yours
for  in terestin g  data c o n c e r n in g  th e  d e 
v e lo p m e n t o f  trust fa c ilit ie s .

W e  w ill  g la d ly  add y o u r  n am e to  
o u r  m ailin g  lis t  u p on  req u est.

It RAND RAPIDSTRUSTnPMPANY

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

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

A SSOCIATED

CAMPALI SQ U A RE
th e  ^ i ty .C0nHaen ievntt obatnhk/  P !? ? 'eV. L ocated  a t  th e  v e ry  cen ter, of
d is tric t.

u i .  i-uv,aicu di inc very center oi
H andy  to  th e  s tre e t  c a rs—th e  in te ru rb a n s —th e  ho te ls—th e  shopping

and ^ u r arnmUn,î»+îfe0 u r- ,ocation~ our la r fle t r a n s i t  fa c ilitie s—o u r safe  d eposit v au lts
b e th e u lU m a te c h o ic Ve' C» fCn0, T ^ V he V}t]râ  fie,d of b a n k in Q- o u r in s titu tio n s  m ust De tn e  u ltim a te  choice of o u t of tow n b an k ers  and  ind iv idua ls .

C om bined C ap ita l and  S u rp lu s  _________  $ 1,724 300 00
Com bined T oÎa!

S Ç ^ ^ 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
_____________________  ASSOCIATED
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which adds to the income producing 
wealth of the nation, so that in the 
long run the Government would re 
coup the tem porary  loss suffered 
through the tax exemption. Capital 
at present, with the comparatively 
low returns on m ortgages and the 
application of the tax, and with the 
threat of impending rent regula tion 
may seek more inviting fields.”

W hat  is your opinion in general 
of larfd values? Are they inflated?” 

As to land values, while there  has 
been land speculation in the W es t  and 
considerable real estate activity in the 
hast,  the shortage of mortgage money 
has kept this down and it is probable 
that  land has not increased to meet 
the decreased purchasing power of 
the dollar and that it is still compara
tively the cheapest thing to be 
bought.” F. T. Miller.

The ford.
The ford is my chariot,
I shall not walk,
I t  maketh me to lie down in wet 

places.
I t  destroyeth my soul,
It  leadeth me into deep waters;
It  leadeth me into the paths of 

ridicule for its name’s sake;
It  prepareth a breakdown for me in 

the presence of mine enemies.
Tea, though I run through the val

ley at twenty-five per, I am towed up 
the hill.

I will fear more evil when it is-with 
me,

Its rods and its shafts discomfort 
me.

It  anointeth  my face with oil.
I ts  water boileth over.
Surely to goodness, if Lizzie fol

low me all the days of my life
I shall dwell in the House of the 

Nuts  forever.

Spring Again.
W ritte n  fo r the  T rad esm an .
W hen th e  su n  is p ru n in g  

Up the  w in te r  sky  
And th e  sou th  w ind croon ing  

W ith  the  w ild geese ’ c ry  
W hen the  b rooks a re  d rum m ing  

R eveilles to  th e ir  b anks  
S p ring  is su re ly  com ing 

W ith  its  v e rn a l p ran k s .

W hen th e  bo rea l breezes 
C ease to  blow a n d  blow 

A nd no m ore it  freezes 
R aind rops in to  snow  

W hen  th e  m eadow ’s  rin g in g  
E v ery  now  a n d  th en  

W here the  la rk  is s in g in g  
T hen  i t ’s S p ring  ag a in .

W hen th e  tw igs a re  tu rn in g  
In to  t in ts  of red  

A ad  th e  m arsh  is b u rn in g  
W here  th e  g ra s s  is  dead  

W hen the  k ine  a re  low ing 
W earied  o f th e ir  pen 

A nd the  lam bs a re  g row ing  
I t  is  S p ring  ag a in .

W hen you hav e  a  feeling  
T h a t you w a n t to  go 

W here  th e  s tre am  is  s te a lin g  
E v e ry  th o u g h t you know  

W hen th e  tro u t a re  sw ish ing  
T hrough  th e  foam ing  g len 

T h a t 's  th e  tim e fo r fishing 
F o r i t ’s S p ring  ag a in .

C harles  A. H e a th .

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 sue platform 
wanted, as well as height. We will quote 
a money saving price.

Sidney Elevator Mnfg. C o., Sidney, Ohio

“ T he Q uality  School“
A. E. H O W E L L , M anager 

110-118 P ea rl S t. G rand  R apids, M ich. 
School th e  y e a r  round . C atalog  free .

The Two Questions.
Before the war applicants for a 

position usually asked two questions: 
Can I get a job? and, W h a t  chance 
have I to work up? They are still 
asking two questions: W hat do you 
pay? and, W hat  are the hours? These 
are both  perfectly proper questions 
and the answers are important  to the 
applicant,  but as they are put to-day 
the a tt itude of the beginner to his 
work is crystalizcd in them. He is 
not only asking, H ow  much can l 
get?  but, how little can I give in re 
turn for it? And that is just  what 
this class of employes give. (Sa tur
day Evening Post.)

The m ost  ut terly  lost of all days, 
is that in which you have not once 
laughed.

Kent State Bank
Main Office O ttaw a  Ave.

F acing  Monroe

Grand Rapids, Mich.

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

Resources
11 '4 M illion  D ollars  

Per C ent 

Paid on Certificates of Deposit
Do Y our B anking  by Mail

The Home for Savings

Assets $3,572,588 Insurance in Force $66.109,220

f i o iv rP A T T Y

WILLIAM A. WATTS, President

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

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

RANSOM E. OLDS, Chairman of Board

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

Cadillac State
Cadillac, Mich.

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

$ 100,000.00 
'  100,000.00 

. . .  2,790,000.00

Vo
ON

Saving s Certificates II 7  

Books ^ Months
Reserve for State Banks

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

F L. REED, President
HENRY KNOWLTON Vice Pres. FRANK WELTON, Cashier

An Important 
Extension

Corporations now have until 

May i 5, 1920, to file FINAL  

TAX RETURNS,

Those unable to assemble 

complete data on the TEN

TATIVE RETURN, al

ready filed, should improve 

this chance. Anything over

looked may be supplied.

The professional accountant 

who has had diversified ex

perience in TAX MAT

TERS, is best able to 

straighten out these prob

lems. He brings to their 

solution the benefit of com

parison. His work is ana

lytical.

He does it with the mini

mum expenditure of time. It 

is economical, as well as ad

visable, to have a specially 

trained accountant go over 

your figures. He will honor 

your confidence.

Our Public Accounting and 

Federal Tax Department is 

strongly organized to help 

the Business Executive in 

the solution of his TAX and 

ACCOUNTING problems.

Let us serve you.

The
Michigan Trust 

Company
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Quickest Half Million Dollar Deal 
Ever Made.

The sale of the W iddicomb building 
is probably the largest real estate deal 
ever made on the drop of the hat. 
One afternoon Mr. Kresge called on 
Mr. William W iddicomb at his office 
and remarked that  he would like to 
purchase the  Widdicomb building. 
Mr. Widdicomb rem arked that  he 
would talk the m at te r  over with his 
wife and give his caller an answer 
at 10 o ’clock the next morning.

W hen Mr. Kresge walked into Mr. 
W ddicom h’s office at the appointed 
time. Mr. Widdicomb handed his call
er a paper on which was written the 
following figures

$500.000.
100,000 cash in hand.
$400,000 m ortgage  at \ y 2 per cent.;  

$50,000 payable in five years;  $350,000 
payable in twenty-five years.

Mr. Kresge looked at the figures a 
m om ent and said, “ I will take it.”

Several days were consumed in 
passing on the title and drafting the 
papers,  the deal being consummated 
last Friday, within a week after the 
m atter  was first broached to the for
mer owner  of the block.

Mr. W iddicomb says: "Mr. Kresge 
is the finest man I ever did business 
with.”

Mr. Kresge says "Mr. Widdicomb 
is the finest man I ever did business 
with.”

The black was erected by Mr. W id
dicomb in 1880—thirty-four years ago. 
It has never been minus tenants and 
has always been a money maker for 
the owner.

The p roperty  was taken over by 
the Kresge Realty Co., who owns 
practically all the s tores occupied by 
the S. S. Kresge Co.

Suggests Harry Royal for Governor 
Shelby, May 3— I note you made 

m ighty hard work of ge tt ing  together 
an available bunch of candidates for 
governor  on the Democratic  ticket in 
the Tradesm an of April 21, I am sur
prised that you overlooked the claims 
of Oceana county for recognition. W’e 
have a candidate in the person of 
Harry  M. Royal, whose democracy 
has never been questioned. He is now 
serving his second series of terms 
as postm as te r  of  Shelby. He knows 
every voter in Oceana county and was 
a Democrat in the days when a Dem 
ocrat was a curiosity in this neck of 
the woods. He has always been will
ing to a ttend Democratic  conventions 
at his own expense. W hen the Dem o
crats  want any prin ting  done at his 
shop, it is always forthcoming, 
whether they have money to pay for 
it or  not. He is a Democrat because 
he doesn’t know how to be anything 
else and in our opinion he is equallv 
as available as any of the o ther can
didates you have named.

Life-Long Friend.

A 23,900 Per Cent. Profit.
Profiteering in England is a theme 

with a multitude of variations. Now 
that  the government has set up its 
machinery to catch the profiteers, an 
Oxford  professor of economics, who 
does not like the fiscal policy, has sol
emnly filed charges with the local 
profiteering committee against the 
Chancellor of the Exchequer, alleging 
that this high official is making profits 
of 23,000 per cent, by manufacturing 
paper money a t  a cost  of two cents 
and putting  it into circulation at $4.86!

Fourth National Bank
United States Depositary

Savings Deposits 

Commercial Deposits

Par Cent Interest Paid on 
Savinas Deposits 

Compounded Semi-Annually

3 'A
iPer Cent Interest Paid on 

Certificates o f Deposit 
Left One Year

Capital Stock and Surplus

$580,000

WM. H. ANDERSON. President 
J. CLINTON BISHOP, Cashier

L W A N T  Z. CAUKIN, Vice President 
ALVA X EDISON, A ss’t Cashier

GOODRICH 
1 BOATS I

TO CHICAGO
Monday, Wedn’day & Friday Nights 

7:15 P. M. Standard Time

FR O M  C H IC A G O
Tuesday .Thursday & Sat’day Nights 

7:45 P. M. Standard Time
F are  $3.85 P lu s  31 C en ts  W ar T ax. 

B o at C ar leav es  M uskegon  E lectric  
S ta tio n  7:15 P . M.

Daily Serv ice  Effective  Soon. 
R oute Y our F re ig h t Sh ipm en ts 

“ T he Goodrich w ay .” 
O v e r-n ig h t serv ice .

G oodrich C ity  Of- II In te ru rb an  
hce. 127 P e a r l  S t., S ta tion ,

N . W .. P o w ers  I 156 O ttaw a  
T h e a te r  B ldg. || Ave., N . W . 

W. S. NIX O N , C ity  P a sse n g e r Agt.

An Interesting Story
The evolutirai o f the telephone pole, once a seedling, then a  

towering tree m the wilderness and now h ir in g  the wires that can y  
toe m e r g e s  ofm ilh ons, is material for more than an every-day
S ^ H , TheK?ltting^the * * *  hauimg, rafting and drifting
^ ^ ^ w h i t e  rapids and across still lakes, all this is unusually

This year we will use thousands of these trees—straight 
cedar poles—and thousands of crossarms to help maintain 
and expand your sendee. Does the lifting of the receiver bring
i °  thouf ht of w5at 311 means in money and effort?
In 1915 these poles cost $5.43 each and today they cost $13.05.

The hire of the woodsman and white-water burler, the 
toobthey use, the hauling to the railroad, the freight charges, 
the setting up and equipping of the pole for your service, all 
cost greatly more now than in 1915.

This is only an instance of how our costs have grown out 
of all proportion to our incnmf,

___thecrossara^thewireandthelabcT.hytteTO.areM ichiM iigodocts and  ̂your^ service is operated by a M H lp "  company headed by  
itodiigan men. _ Michigan busmen is largely depend^ u p o n tte telephoned

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

(M IC H IG A N  STATE TELEPHONE COMPANY 4

■* I
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T he
EMCO M am m oth is the 

n ew  big EMCO D ish
Progressive retailers use it for displaying 
and delivering lruits, vegetables, large or
ders of meats, sea foods, poultry, fish and 
game. I t costs less than a basket. Looks 
a lot better and gives better service.

—EMCO makes seven sizes of dishes now 
—the largest line in the world.

EMCO dishes are packed in tidy cartons 
of 50. They are always clean and handy 
—never scattered about the counter and 
floor. Made of real maple only.

—Ask your jobber for 
EMCO Carton Dishes.

Made and Guaranteed by

Escanaba Manufacturing 
Company

Makers of

EMCO Clothespins 
EMCO Toothpicks 
EMCO Plates
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I f  DRYGOODS, 
FÀNCYGOODS 'ND NOTIONS!

M ichigan R eta il D ry Goods A ssoc ia tion . 
P re s id e n t—D. M. C h ris tia n . Ow osso. 
F i r s t  \  ic e -P re s id e n t—G eorge J .  D ra tz , 

M uskegon.
Second V ic e -P re s id en t—H . G. W en d - 

land , B ay  C ity .
S e c re ta ry -T re a s u re r—J . W . K napp ,

L ansing .

Status of Governmental Attitude 
Toward Profiteering.

New \ o r k ,  May 3— Probably  the 
m ost sensational development in the 
campaign against alleged profiteering 
since our last bulletin has been the 
action taken by Frederick  Loeser & 
Co., Inc., Brooklyn, New York, in 
which action they were p rom ptly  fol
lowed by Abraham  & Straus,  Inc., 
also of Brooklyn.

The announcement was made in 
the newspapers W ednesday of this 
week that L oeser’s had voluntarily  
made a proposition to United Sta tes 
District A tto rney  Ross by which they 
would reduce their prices in certain 
departments.  The District A ttorney, 
we are informed, has declined to make 
known the exact term s of the agree
ment, but the inference is tha t  on 
o ther  than low-end merchandise the 
store is to be unrestric ted. Almost 
immediately after the Loeser store 
entered  this agreement Abraham  & 
Straus made a proposition which is 
understood to be similar and it was 
accepted. This has been followed by 
Bloomingdale Bros., New York, com 
ing into the fold and it has been stated 
that  “a prom inent  Fifth avenue s to re” 
also has joined the ranks.

Despite the fact tha t  the District 
A tto rney  has been quoted as stating 
repeatedly that  L oeser’s made their 
proposal without any compulsion or 
coercion, there is a well-defined be
lief in and about  New York that  the 
proposal was made after investigators 
of the Departm ent  of Justice had 
spent several days in the store.

It is our understand ing  tha t  A. I. 
N am m  & Sons, the next prominent 
store in Brooklyn, after  a discussion 
of the m at te r  with District  A tto rney  
Ross declined to make any proposi
tion, holding that  their prices were 
fair ami that they had nothing to re 
duce. I t  is understood that  N a m m ’s 
took the position tha t  for m onths 
they have been making their  contribu
tion to the reduction of the high cost 
of living, especially through  the es
tablishment of an “automatic  base
m en t” a long the lines of the Filene 
basement.

Jesse Isidor Straus,  of R. H. Macy 
& Co., has been quoted as saying that  
Macy’s is selling at margins as low 
as are safe and shall continue to mark 
goods as low as possible.

Franklin Simon, of Franklin  Simon 
& Co., took a similar position.

Samuel W. Reyburn, of L ord  & 
Taylor, says the store will continue 
its consistent policy of the past,  of
fering merchandise at fair prices. W e 
have never profiteered, Mr. Reyburn  
says, and we feel a further reduction 
of prices at  this  time is unnecessary.

Louis Stewart,  Jr. , of Jam es Mc- 
Creery, says the s tore’s policy has 
always been to offer goods a t  the 
lowest  price consistent with a fair re 
turn to the owners  of the business. 
No special a t tem pt  a t  further reduc
tions will be made.

H orace  A. Saks, of Saks & C om 
pany, is quoted as saying that if the 
government will indicate the particu
lar lines on which lower prices are 
desired Saks & Company will seli

goods at reduced prices and even at 
cost.

A trade paper reports  tha t  one of 
its representatives on a trip through 
L oeser’s and Abraham & Straus’ 
found tha t  depar tm ents  in which no 
cut in prices had been announced were 
more active than those in which re 
ductions were made.

Franklin  Simon & Co., have just  re 
leased a series of very clever little 
advertisements on high prices. One 
of these reads substantially  as fol
lows

“Our idea with regard  to prices is 
that the store which keeps up the 
high cost of living in the end will face 
the high cost  of living it down.”

Judge Hazel, upon peti tion of C. A. 
W eed & Co., Buffalo, N. Y., indicted 
for alleged profiteering, has issued a 
tem porary  injunction restraining the 
prosecution of the case. I t  is our 
understanding tha t  this injunction was 
secured largely upon the basis of an 
a rgum ent by the defendant’s counsel 
to  the effect that  whereas President 
Wilson under the Lever Law did dur
ing the war fix prices on certain com
modities that  in connection with 
clothing he has never done this and 
that consequently no standard or 
prices being established the stores 
could not have violated the law.

Upon peti tion of some of the c ream 
eries in Detroit  the court  there has 
issued an injunction restraining the 
ha ir  Price Committee from fixing the 
price of milk a t  14c per quart.

W e are informed, though not  from 
St. Louis, that  the ruling of Judge 
Paris tha t  the am endm ent to the 
Lever law is unconstitutional has been 
taken to the Supreme Court of the 
l  nited States.  I t  appears doubtful, 
judging from conditions as we know 
them, whether this case can come up 
for action for a considerable period.

Arthur  Stoehr, Fair Price Chair
man in St. Louis, has been quoted as 
saying the governm ent’s campaign 
has availed nothing. He is quoted as 
saying W ashington reports are "little 
short  of jokes” and that despite de
clarations to the con trary  prices have 
not yet reached their peak and are still 
rising. Mr. Stoehr is also quoted as 
complaining that  St. Louis Fair Price 
Commission could get no funds but 
that Mr. b igg  established offices for 
women’s campaigns for which the 
Government pays the expenses but 
which w om en’s organization in St. 
Louis “has not  been heard of.”

Last  week Mr. Figg, before an In 
vestigating Committee of the Senate, 
inquiring into the price of shoes, was 
quoted as saying tha t  he expects the 
anti-profiteering campaign will “cul
minate in about th ir ty  days.” This is 
taken as meaning tha t  during the next 
th ir ty  days or so the D epartm ent will 
be especially active and probably will 
endeavor to secure as many indict
ments  as possible.

The sta tem ent has also been made 
that  the funds available for the carry
ing on of the campaign are nearly 
exhausted and that  A tto rney  Genaral 
Pa lm er  will ask Congress for another 
appropria tion of $500,000.

Following the instructions of our 
Board of Directors a letter  was sent 
to A tto rney  General Pa lm er  under 
date of April 14 in which was set 
forth the course  which the National 
Retail D ry  Goods Association all 
a long has followed in connection with 
the Departm ent of Jus tice’s campaign.

The letter recited the facts which are 
familiar to every member of the A s
sociation that  from the very beginning 
of the campaign, on August 1, when 
President Wilson first showed interest 
in the high cost of living, our o rgan
ization had tendered its help, that it 
had since served Mr. F igg and the 
Departm ent in every way possible and 
that  its members had been counselled 
in bulletins and through meetings to 
co-operate  and help the Government

We are manufacturers of

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

CORL- KNOTT COMPANY,
Comer Commerce Ave. and 

Island St
Grand Rapids, Mich.

Signs of the Times
Are

E lectric  Signs
Progreaaive merchants and manufac

turers now realize the ralut of Eltclrlt 
Advertising.

Wo furnish yon with sketches, prices 
and operating coat for the a s k i n g

THE POWER CO.
B«U M 777 Citizens «Ml

Bell Phono 506 Cits. Phono 51166

L y n c h  B rothers 
Sales C o.

S p ecia l Sale  E xp erts
Expert Advertising 

Expert Merchandising

159-210-211 Murray Bldg. 
GRAND RAPIDS. MICHIGAN

G R A H A M  & M O R T O N  
T ra n sp o rta tio n  C o.

CHICAGO
In connection with

Michigan Railroad
BOAT TRAIN 7 P. M.

T u esd a y s , T h u rsd a y s  
S u n d a y s

Freight for CHICAGO ONLY

SLIPOVA GARMENTS
We carry  a complete line of SL IPO V A  clothes for child

ren in creepers, rom pers, m iddy blouses and m iddy d resses.
Every Slipova garm ent is cut full and room y with strong 

double seams, all guaranteed standard  fabrics, fast colors 
and are distinguished for style and tailoring.
e Slipova- is the nationally advertised line of play clothes 
for children . Be sure  you have them in stock.

Quality Merchandise—Right Prices—Prompt Service

Paul Steketee & Sons
WHOLESALE DRY GOODS GRAND RAPIDS, MICH

Come to Grand Rapids Wednesday, May 12, for Our Most

Important City Day
thus far, this spring.

We shall show SPECIALS in ALL departments

(HOSIERY 
UNDERWEAR 
NECKWEAR 
SHIRTS and 
BOYS’ PANTS

D a n i e l  P a t t o n  &  C ' o m p a n y

G R A N D  R A P I D S
T h e  M en’ s F u rn ish in g Goods H ouse o f M ichigan
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“It carries a yellow label!”

HANES
Guarantee

We^uaran- 
tee  H A N E S  
U nderwear ab- 
solu te ly—e  very  
thread, stitch  
a n d  b u t t o n .  
W e guarantee 
to  return your  
m oney  or give  
you  a n ew  gar
m en t i f  any  
seam breaks. ”

TRADE MARK

HANES new 10-lb. union 
suit is a sales whirlwind!
T 1 I 7 E  have just added to the HANES line a new, 10-lb. 
V V  combed yarn, silk trimmed Union Suit that will 

put new notions into any man’s head as to underwear 
comfort and service.

Never has a medium weight garment of such real 
quality of cotton and workmanship been sold at the price.

W e consider this new 10-lb. HANES Union Suit a 
notable addition to the HANES line in wear value and sales 
value and well worthy of carrying the famous HANES 
trade mark. W e back i t  to the lim it as we do every 
HANES garment.

Study the sturdy extra service points about this new 
H A N E S  num ber show n in circles on the  model; 
then read these

Features that win:
Full-com bed yarn , trim m ed w ith  pure silk; pearl 

buttons, non-breakable seams reinforced at all strain 
points; buttonholes that will last as long as the garm ent; 
ro o m y  a t the thighs because o f  an extra  gusset. 
Made in two fast selling colors—No. 1556, White, and 
No. 1558, Ecru.

Ask your jobber to show you samples
This new HANES 10-lb. Union Suit is in addition to 

HANES nationally  famous, nationally  advertised and 
nationally  sold heavy winter-weight Union Suits and 
heavy  w in te r-w e ig h t Shirts and D raw ers  each 
number the very highest type that has ever been sold 
at the price.

Y our ow n  ju d g m en t o f  value and the judgm ent 
o f  y o u r  custom ers show n  through continuous  
repea t sales w ill p rove  e v e ry  w ord  w e sa y  or  
p r in t about H A N E S  U nderw ear!

HANES FOR BOYS:

C J L A S T tC  A W / r

U n d e r w e a r
HANES” Labels. E ach H AN ES garm en t b ea rs  a H AN ES label, a dup licate  

of th e  t ra d e  m ark  p rin ted  above, e ither in  red, b lue or yellow . T he H AN ES blue  
label on Men s S h irts  and  D raw ers  m eans 10-lb. w eight; th e  blue label on M en’s 
D ouble Carded U nion S u its  (new  w eigh t) m eans 13-lb. w eight; th e  b lue label 
a^ j en r8 ° n D ouble Carded U nion Suits. T he red  label on M en’s S h irts
and  D raw ers  m eans 11-lb. w eight; th e  red  label on M en’s D ouble Carded Union 
Su its  m eans 16-lb. w eigh t. The yellow label on Men’s combed yam, silk trimmed 
Union Suits means the new 10-lb. weight.

H A N E S  Union Suits for B oys are not only the greatest value 
ever offered at the price, but they are absolutely exceptional in 
quality, workmanship and comfort. T hey  are w onders as trade 
builders.

P. H. HANES K NITTING  CO.
Winston-Salem, N. C.

New York Office: Agents for Export: AMORY, BROWNE &. CO.
366 Broadway 62 Worth Street, New York
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in this  g reat  task and tha t  .the A s
sociation and its m em bers desired to 
continue to co-operate  in this  way. 
The  letter, however, set forth  our be
lief that  the more recent drastic  
course followed by the Departm ent 
in sending investigators to various 
cities with the apparent  purpose of 
indicting m erchan ts  upon evidence of 
two or three  i tems was in our ju d g 
m ent unfair  and unwise and asking 
Mr. Pa lm er  instead of following this 
course  to continue as originally p lan
ned through the formation of Fair 
Price Committees. This  letter  has 
never been acknowledged directly by 
Mr. Palmer but was referred by him 
to Mr. Figg who has replied with a 
letter which does not meet the ques
tion.

Some criticisms by representatives 
of the Governm ent who appear to 
mistake our powers and functions, as 
well as their own, seems to have been 
directed against the National Retail 
Dry  Goods Association. This  A s
sociation, as our bulletins which 
should be in your files will clearly 
demonstrate, has always counselled its 
m embers to co-operate  with the Gov
ernment.  W e again counsel you to 
do this. There  is no excuse for any 
retailer claiming an unfair  profit. If 
the representatives of the Govern
m ent in your comm unity  show a de
sire to be fair and reasonable it is 
your duty, as well as to your interest  
to co-operate  and even in the p res
ence of unfairness you m ust  meet the 
situation with a desire to help the 
government.

Again we say if your prices are not 
right make them  right. Any m an who 
has been in business for a te rm  of 
years m ust know in his heart  whether 
his prices are fair or  not.  If  they  are 
not fair you are without excuse and 
we urge you again to set your house 
in order.  Lew Hahn,

Manager National Retail D ry  Goods 
Association.

What Michigan People Pay For In
surance.

People of Michigan pay in excess 
of $60,000,000 for fire and life insur
ance protection during  a single year, 
according to F ran k  T. E llsworth,  
Commissioner of Insurance  for Mich
igan. Statist ics prepared  by the In 
surance Departm ent,  just  made pub
lic, show tha t  the pr imary  school 
fund of the State  was enriched in 1919 
by $1,367,232.43 paid in taxes to the 
insurance department,  which costs 
the State  $53,000 annually to operate.

The  Departm ent  itself is self-sus
taining, upwards of $50,000 having 
been collected in fees and assess
ments.  The tax  fee is 3 pe r  cent, of 
the premiums written by fire com 
panies, and 2 per cent, by those  deal
ing in life insurance. T he  re ta li tory  
fee is the difference between th a t

which Michigan charges outside com 
panies entering  the State, and w hat  
is charged Michigan companies do
ing business in these respective States.

The  s ta tu to ry  fee includes assess
ments for certified c o p ie s , agen ts ’ 
licenses, etc. Michigan owned and 
operated companies are exempted 
from taxation, so these large collec
tions show the volume of business 
done in the state by companies in
corpora ted  under the laws of dif
ferent states. There  are, accord
ing to the E llsworth report ,  670 com 
panies of all classes doing business 
in Michigan.

Mr. Ellsworth  said his office issues 
an average annually of about  45,000 
agen ts ’ licenses to representatives of 
insurance companies.

The  total  fire premiums written by 
stock companies operat ing  in Mich
igan in 1919 was $18,786,144. In losses 
those companies paid out $11,162,367. 
The loss ratio was 59 per cent, of the 
total premiums written. Mutual com
panies collected on fire premiums $1,- 
018,833 and paid out  $588,456, with a 
loss ratio of 57 per cent. Reciprocal 
exchanges (fire and casualty) collect
ed $158,561, paid out $121,224, with a 
loss ratio of 76 per cent.

This  gives a total for premiums 
written for fire pretection in 1919 of 
$19,900,000, as compared with $16,- 
148,792 in 1918. The companies paid 
out a total of $11,800,000 in losses 
during  1919, while $9,091,865 was paid 
in 1918. The  loss ratio of 1919 was 
59 per cent, as compared with 55 per 
cent, in 1918. The  increase in busi
ness shows an added increase in loss
es during  the year.

Operat ions of Michigan companies 
during  1919 were shown to be very 
favorable. Michigan fire insurance 
companies collected $525,866 in p rem 
iums, paid ou t  $241,943 in losses for 
a ratio of 45 per cent. The  loss ratio 
of o ther  companies in the United 
States operat ing  in Michigan shows 
56 per cent, while companies of for
eign government doing business in the 
state  had a loss ratio of 71 per cent., 
giving the 59 percentage for the aver
age loss.

T he  total  premiums paid in Mich
igan to stock and mutual life insur
ance companies was $32,166,294, while 
the loss total  was $9,524,911.

Every  day ahead of you is precious. 
All the days back of you have no 
exis tence a t  all.

Bristol Insurance Agency
“The Agency of Personal Service”

Inspectors and State Agents for Mutual Companies

S av in gs to  O ur P o lic y  H o ld ers
On T o rnado  In su ran ce  40%

G eneral M ercan tile  and  Shoe S to res  30%
D rug S tores, F ire  an d  L iab ility , 36% to  40%

H ard w are  and  Im p lem en t S to res , and  D w ellings 60%
G arages, B lacksm ith s , H arn ess  and  F u rn itu re  S to res  40%

All C om panies licensed to  do bu s in ess  In M ichigan. I t  w ill p ay  you to  
In v es tig a te  o u r p roposition . W rite  u s fo r  p a rtic u la rs .

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

INSURANCE AT COST
On all kinds of stocks and buildings written 
by us at regular board rates, with a dividend of 
30 per cent, returned to the policy holders.
N o membership fee charges.
Insurance that we have in force over $3,600,000.
Surplus larger than average stock company.

M IC H IG A N  SH O E  D E A L E R S  M U T U A L  
F IR E  IN S U R A N C E  C O M P A N Y  

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

The Grand Rapids Merchants Mutual 
Fire Insurance Co.

STRICTLY MUTUAL
Operated foi benefit oi members only.

Endorsed by The Michigan Retail Dry Goods Association.
Issues policies in amounts up to $15,000.

Backed by several million dollar companies.

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 . S E N F , S ecretary .
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Quarter Million Dollar Hosiery and Underwear Sale
May 11, 12 and 13, 1920

City Day comes M ay 12, but owing to the magnitude of this sale, we are going to make it  a big three day sale.

d u n l i t i l T  n . T ,  Unbr° ke"  llnes;  * ?  3rl  indudinq  in » '«  thirteen lots, each of which we have many
t n U r l l l  l h 0S V  ml f e 1 1 0f br0ken ,nes 'Mhicb are simUar in qua,i,y and appearance, so that you w ill have a
l 0SSF<gln w  SIZY  1° ? * ! ' r J c eL l r t «w° " delful sale i,ems and crowd-pullers. We ARE taking our CLEAN UP 
LOSSES NOW instead of at THE END of THE SEASON.

In these lots you w ill find good standard brands and every lo t an item that w ill boost your hosiery and underwear sales 
You may buy as many duplicate lots as you wish, but they are not subject to return.

WE ARE AFTER QUANTITY BUSINESS MAY 11, 12 AND 13-SPECIALS IN ALL DEPARTMENTS

LOT t
Comes in 10 dozen lots of sp lendid  q u a litie s  of L ad ies’
“ ™ n bose th a t  we sold reg u la rly  a t  $3.00, $4.00, and  
$4.50. In th e  lot you will find both b lack  and  w h ite , 
a Is<ii-a SI,Z®S> b u t no t al1 s izes in each  num ber. S evera l of th ese  lots to  close o u t a t

LOT 2
Com es in 10 and  25 dozen lots of fine q u a litie s  of L ad ie s ’ 
co tton  hose, su m m er w eigh t, both b lack  and  w h ite  in th e  
lots, broken lines and sam ples. N um bers  t h a t  we sold 
from  $4.00 to $5.50, a splendid  barga in

__  LOT 3
Is p u t up in 10, 25, and 50 dozen lots a sso rted  q u a litie s  
of Ladies fine co tton  hose th a t  sold from  $4.50 to  $6.00 
Broken num bers, b u t all sizes in th e  lot. It will m ake 
a big re ta il sale  item  _____________________________

LOT 4
W ill be sold in e ith e r  10, 25, o r 50 dozen lo ts. It co n sis ts  
of L adies w h ite , b lack , and  brow n fine d rop  s titch ed  
hose, a lso plain w h ite  m ercerized  lisle. All good re liab le  
popular b rands , an excep tiona l va lue  fo r c ity  day

LOT 5
Is p u t up in 10 dozen lots only  and co n sis ts  of L ad les ’ 
fine m ercerized  lisle. N um bers th a t  we sold fo r $7.00 
to  $8.25. All sizes in th e  lot, c lean  up p r i c e _________ _

LOT 6
Is p u t up in 10 dozen lots consis ting  of fine q u a litie s  of 
M isses and  Boys’ fine and heavy  ribbed  hose in b lack , $ 3 .3 7 1 4
w hite , cordovan , and  brow n. All s izes in each  lot, q u a l-  *  - r J '
ities  th a t  w holesale from  $3.00 to  $6.50 __________ ______ LJOZ.

LOT 7
Is pu t up in 10 dozen lots and  consis ts  of M en’s fine pure  
th re a d  silk and  fiber hose in b lack, w h ite , cordovan , $ 5 .3 7 5 4
navy, g rey , and  green . All sizes included in each  lot, tn '

___ ___  JJo z*

$2.00
D02.

$2.67^4
Doz.

$3.67*4
Doz.

$4.62*4
Doz.

$5.62^4
Doz.

Doz.

n um bers  th a t  job  from  $6.50 to  $8.00

LOT 8
C onsists  of M en’s fine m ercerized  lisle, sp lit-fo o t and  
co tton  hose p u t up in 10 dozen lots. In each  lot you $2.00 
will find navy , brow n, b lack , w h ite  and  g rey  $2.25 to  
$4.00 num b ers  in th is  lot to  close o u t __________________ D O Z .

LADIES HOSE.
No. 4ft

L ad ies’ drop  s titc h ed  pu re  th re a d  silk , full fash ioned  
hose, all sizes in B lack, W hite  and  C ordovan, o u r re g u la r  $15.25 
$18.00 num ber. Boxed o n e -q u a r te r  dozen. C ity  Day 
Special ___________________________________________________

No. 5535
L ad ies ’ e x tra  fine fiber s ilk  H ose, W h ite  only, all s izes, 
w orth  $15.00. Boxed o n e -h a lf  dozen. Sale  P rice  ______

No. 5524
L ad ies’ fine silk  H ose in T aupe  only, a ll  s izes. An odd 
lot of fo rty  dozen to  close ou t. Offered su b jec t to  being 
on hand  upon rece ip t of o rd e r. Boxed o n e -q u a rte r  dozen

No. 487
L ad ies ’ pure  th re a d  hose w ith  v e ry  high silk  boot, lisle 
g a r te r  top , heel and  toe , an excep tiona l fine gauze , all 
sizes, m edium , g rey  and  field m ouse. O ur re g u la r 
jobb ing  price $21.00. Boxed o n e -q u a r te r  dozen. C ity  
Day to  close o u t _________________________________________

No. 490
L ad ies’ e x tra  fine gauze  p u re  th re a d  fu ll fash ioned  hose.
W orth  $21.50 a t  th e  m ill to d ay . 1,000 dozen in b lack , 
w h ite , navy , cordovan , and  m edium  g rey , In a ll sizes, 
boxed o n e -q u a r te r  dozen, a sp lend id  b a rg a in  _________

$i2.00
Doz.

$16.00
Doz.

$16.00
Doz.

$19.75
Doz.

No. 92i
L ad ies ’ fu ll fash ioned  pu re  th re a d  silk  Hose in black, 
cordovan , w h ite  and m edium  g rey , under th e  mill price 
today . Boxed o n e -q u a r te r  dozen

No. 200
KJire th re a d  silk  Hose w ith  fash ioned  seam , a good $2.00 re ta ile r , in b lack , w h ite , cordovan , navy , and 

m edium  g rey , im m ediate  delivery . Boxed o n e -h a lf  dozen, op ec ia i ____________________________

No. 400
T his is a c lean -u p  lot of L ad ies’ $15.00 Silk H ose, w ith  
rash ioned  seam , w hich  we offer su b jec t to  being on hand 
up2n. I ec.? ipt. °* o rd e r- W hite  in all s izes, N avy in 9, 9'A 
and 10, C ordovan in 8/2 and  9, m edium  grey  in all sizes. 
Boxed o n e -q u a r te r  dozen. Special

MISSES AND CHILDEN'S HOSE.
No. *00

M isses fine m ercerized  lisle H ose, boxed V , dozen, both 
in b lack  and w h ite , 6 x 1  rib , s izes 5]/2 to 9V2. T he price 
is based on size 7, rise  10c and  fall 5c _____ P

No. 0900.
C h ild ren ’s fine 300 Needle m ercerized  Lisle Hose in sizes 
from  5|/2 to  9</2 in b lack  only, boxed one dozen, s ligh t m iL s*®onds, th e  firs ts  of th is  q u a lity  sell a t  $6.50 on 7 
w ith  25c rise  and  fall 20c. An excep tiona lly  good sale

$22.50
Doz.

$13.87*4
Doz.

$ii.75
Doz.

$4.67*4 
Doz. on 

size 7

$5.00
Doz.

LADIES HOSE.
No. 415

$50,000 w orth  Ipsw ich F ine a r t  s ilk  L ad ies H ose in th is  
one n um ber, bough t on th e  low m a rk e t la st y ear. W hite
o ^ = . anA  br2Wn ju s t  th e  best colors in a l ‘ sizes. O ur $12.00 
fSdav p " ce less th a n  th e  m a n u fa c tu re rs  *today . Boxed o n e -h a lf  dozen ________________  _ lJOZ*

No. 4J4
3,000 dozen of Ipsw ich fine a r t  silk  Hose, a fine $12 50 ftft
num ber, in black , w hite  and  brow n, all s ize i. Boxed one-
ha lf dozen. In th is  sale , May 12th, a t  _________________  Doz.

No. 546i
L ad ies’ Grey fine a r t  s ilk  Hose in all s izes, a good m id- $ 6  9 5  
sum m er sh ad e , ou r re g u la r  $9.75 nu m b er, to  close o u t *  Z °  
C ity  Day. Boxed o n e -h a lf  dozen ____________________ DoZ.

UNDERWEAR.
LOT JO

L ad ies’ a th le tic  union s u its  m ade of fine N ainsook, so ft
m ^ I a !Land  Soi.esei l e ’ si.zas 34 t0  44 in th e  lo t- T h i* will $ 8 .6 2 * 4  m ake you a splendid  sale  item , $12.00 to  $15.00 q u a litie s . t ® "“ ’/ 2 
Ten dozen lots ___________________________________ DoZ.

LOT n
t a2 ii a ’. u n?>cotto" kni* vnion suits- ,n the lot y°u win $ 5 .6 7 5 4i nCLwS?h i? ce and cuff *<nee, s izes from  34 to  44. $6.50 / 2to  $8.00. N um bers close o u t p rice  _______________ ______ LJOZ*

LOT \2 j .  371/
L ad ies’ gauze  su m m er v e s ts , v a rio u s  s ty le s  In 36 and  *  / 2
38 only, five dozen lots, to  close ______________________  DoZ.

LOT J3
, iaCocknJ t  aum m er  v e s ts ‘ N um bers th a t  sold from  $2 .62* /4  $2.25 to  $4.25 both reg u la r and  e x tra  sizes, m ostly  from  *  ts. /Z  

$2.75 q u a lity  up. Five dozen lots ______________ .______  D O Z .

LOT 14
T his lot is p u t up in 10 dozen a sso rtm e n ts  consisting  of $3 871,4 
L a d 'e s ’ fine k n it shaped  v e s ts  and  band top  p a n ts  to  T—®7 / 2 
m atch  all sizes in th e  lot, b roken a sso rtm e n ts , to  close o u t 1JOZ*

GRAND RAPIDS DRY GOODS CO.
EX C LU SIV ELY  W H O L E SA L E  NO  RETAIL C O N N E C T IO N S
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|É«jrrER, EGGS AN» PROVISIONS

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.

SEND US ORDERS F I E L D  S E E D S
WILL HAVE QUICK ATTENTION

&Sh P h o n e d i2i7r0*ds M o se ley  B rothers, g r a n d  r a p i d s , m i c h .
M ichigan P o u ltry , B u tte r  and  Egg A sso 

c ia tio n .
P res id e n t—J .  W . Lyons, Jack so n . 
V ic e -P re s id en t—P a tr ic k  H u rley , D e

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

ley. Saginaw .
E x ecu tiv e  C om m ittee—F. A. Joh n so n . 

D e tro it; H . L. W illiam s, H ow ell; C. J .  
C h and ler, D e tro it.

Veteran Grocer Tells How Any Gro
cer Can Succeed.

Nearly  every grocer has a different 
system of doing business, so I will 
give you the best points  as I find them 
in the different stores.

1. W hen you have two or more 
clerks map out a certain work for 
each one to do, and hold them re 
sponsible for tha t  particular work.

2. If possible arrange all the goods 
of the same class in separate depart
ments and group each article in dis
plays.

3. W ash your windows once or 
twice a week, and keep them  a t t rac 
tive.

4. Open at a specified time and 
close in the same way.

5. Make a specified time when each 
customer must pay his bills and do 
not break the rule even at  the loss of 
any particular customer.

6. Have a file to  note  the goods 
wanted, and only order  what you 
know you can pay for (if possible in 
discount time),  it will raise your 
standard with the firms you are deal
ing with, and they will give you the 
goods at the right  price. I t  will e n 
able jrou to turn over your money 
oftener and you will be ahead at the 
end of the year. Remember, goods 
on your shelf m ust  pay inte rest and 
rent  just the same as if the money is 
in the bank. F o r  example, goods 
bought at $1 with inte rest a t  6 per 
cent., cost plus ren t  $1.15 a t  the end 
of the year, and if you could tu rn 
over these goods fifteen time a year at 
2 per cent, discount for cash, you 
would have a profit on the discount 
of 30 per cent, alone.

7. Figure your cost of doing busi
ness by the day, and keep daily rec
ords of goods bought and sold, be
sides the expenses. I t  will only take 
a few minutes’ time.

8. Instead  of waiting for your cus
tom ers  to call for their bills, if you do 
a credit  business and send out orders , 
mail each customer his bill a t  the 
close of each week; the re turns  will 
over-pay the cost of postage and it 
is a polite way of reminding them  of 
what they owe.

9. W hen  you adopt a system of 
running your business, stick to it; 
your clerks and customers will ad
mire you for doing so,, and  will abide 
by the system to the letter.

Take your clerks into your confi
dence as to what goods are  most 
profitable to sell, and keep pushing 
these a t  all times.

11. Get familiar with the goods 
you hand le ; open them  up once in a 
while and discuss the quality, etc., 
with your clerks and customers also.

12. See tha t  you give good service; 
have the clerks as well as yourself  ad
dress each customer with a “good 
morning, Mrs. Sm ith ;” be polite? show 
no favoritism; avoid mistakes in prices 
and give value for the money.

13. \ \  ith a good window display, 
well a ranged stocks, good service, 
clean store, orderly  method of doing 
business, polite personality, good 
quality and an established credit, any 
grocer should make a success.

Unfair Competition.
The Federal Trade  Commission 

has held that  the following practices 
constitu te  unfair competition:

1. Advertis ing special sales of a r 
ticles so as to convey to the public 
the impression of an unusual or ad
vantageous offer for a limited pe r
iod when in fact the prices during 
such sales are no different than those 
at o ther times.

2. Falsely representing  tha t  a r t i 
cles have been purchased in large 
quantities in order  to sell them a t  
less than regula r price.

3. Fraudulently  representing or 
conveying to the public the impres
sion that  the advertisel  price of the 
article is less than the regula r price.

4. Making false and injurious 
statements to prospective customers 
concerning the material of which 
competitive articles are constructed, 
or the cost of production of the same.

5. A ttem pting  to interest prospec
tive purchasers by conveying a false 
impression of expert and impartial

ev '
i r

M. J. DARK  
Bitter known as Most 
22 years experience

M. J. Dark & Sons
W h o le sa le

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

1 and 3 Ionia Ave., S. W.

Grand Rapids, Michigan

WE HANDLE THE BEST GOODS OBTAINABLE 
AND ALWAYS SELL AT REASONABLE PRICES

THE PIOW AT Y STANDARD
IS T H E

MODERN STANDARD
IN MERCHANDISING FRUITS AND VEGETABLES

/I visit to one of our branches w ill convince you

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

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

OUR N E AR EST BRANCH WILL SERVE YOU
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Why Sugar Is  Higher. 
Previous to the outbreak of the 

war in 1914, 40 to 45 per cent, of the 
world’s sugar supply was beet  sugar, 
produced largely in Central Europe. 
The  balance was cane sugar centered 
chiefly in Cuba and the Dutch East  
Indies. Naturally , during the war the 
Central European output was un
available for world consumption. 
Consequently with more sugar on 
hand than Germany and Austria could 
consume and with man power needed 
in o ther directions, it was but natural 
tha t  the acreage in these countr ies 
was reduced. At present the acreage 
of beet sugar in Central Europe in
dicates barely 15 to 20 per cent, of 
the 1920 crop.

I he next natural consequence was 
that  o ther  European consumers tu rn 
ed to Cuba and the East  Indies. A 
little later in the war period when 
shipping facilities were restricted, 
Java  dropped out of consideration as 
a m arket  factor. In  our own country 
and our dependencies, we raise only 
about 50 per cent, of our total  sugar 
requirements. Previous to the war, 
we were always able to go into Cuba 
and buy almost at will. F o r  the past 
two years or more, however, we have 
been obliged to compete in Cuba with 
the rest  of the civilized world for our 
sugar requirements. This state  of 
affairs still continues.

Sugar receipts have been running 
considerably ahead of last year. I t  
so happens however, that  deliveries 
or  consumption have kept pace with 
the supply. This enlarged consump
tion may be due to a variety of caus
es such as the increased consumption 
of soft drinks and confectionery. A n
other  element of considerable impor
tance is the large export demand. 
W e exported in 1917, practically five 
times the quantity of refined sugar 
as a year ago. This is in addit ion to 
the quantities that were ordered in 
Cuba for direct shipment to Europe. 
The  net result is that existing stocks 
are lower than they have been for a 
long time. F o r  the g reater  par t  of 
1919 there  was a slight balance in our 
favor but lately, sugar stocks are run
ning even less than 1918.

T he  supply situation has improved 
so far this year, tha t  being the o r 
dinary flux season. F rom  a price 
standpoint the tendency is upward, 
and it is expected that  during the 
year, sugar will tend to cost more. 
At the present time there  are v a r
ious estimates as to what the price 
will be.

W h a t  Batt le Creek M erchants  Think 
of the Tradesman.

G. W. Mason, grocer, located at 
168 Meacham avenue: “ I like the 
Tradesm an very much. I t  is a splen
did trade journal and it helps me 
make a success of the g rocery  busi
ness.” Mr. Mason is building onto 
and remodeling his store, has bought 
new counters,  vegetable rack and 
store fixtures. W hen  he gets the 
change completed, he will have one of 
the finest and m ost up-to-date o u t
side stores in Batt le Creek. He is 
enjoying a splendid trade.

S. W esterman, grocer, at 8 7 ^  Cal
houn, says: “Have taken the Trades-

M I C H I G A N

man some time and found it profit
able and useful to me. I do not  know 
how I could get a long without it. Such 
times as these, every man in business 
should by all m eans have a good 
trade journal and I know of none so 
good as the T radesman, taking every
th ing into consideration.”

Pearce & Son, grocers, 53 W alte r  
avenue, say: “W e have taken the 
T radesm an for the last eight years 
and found it very reliable. I t  has 
helped us in our business and we ex 
pect to take it as long as we continue 
in the g rocery  business.”

H. C. Newman, 213 Marshall street, 
says: “W e have taken the T radesm an 
for a year and during tha t  time we 
have made good and increased our 
business over 50 per cent. W e give 
the T radesm an much credit for our 
success. W e read it closely each 
week and get a wonderful amount of 
very valuable information out of it in 
the course  of a year. I t  certainly 
would pay anyone in business to take 
and read it.”

A. Grumeretz, grocer, located at  95 
Shepard, says: “I did not think it 
would pay to take the Tradesman. 
W hen  I subscribed for it I did it just  
to get rid of the agent—he was so 
persistent.  But I wish to say I have 
taken it for a year and am pleased 
with it and believe it pays everyone 
who handles merchandise to take the 
T radesm an.”

K err  & W ood, located a t  237 M ar
shall, say: “Have taken the T rad es
man a year and we have prospered 
and done fine in our business during 
tha t  time. W e are pleased to say 
that  the T radesm an has done much 
to help us. W e are more than pleas
ed to renew and expect to take it 
while we continue in t rade.”

Slavonian Grocery, 100 Third,  says: 
“We are pleased to renew our sub
scription for the T radesman. W e 
have taken it for a year and like it. 
W e wish we had more time to read 
it.”

Battle Creek Sales Book Co., Inc., 
says: “W e like the T radesm an and 
are pleased to renew our subscrip
tion.”

W eickgenant Grocery Co., 77 W est  
Bidwell, says: “ I like the Tradesman.
1 get ideas from it tha t  you cannot 
get from any other  paper.  I t  keeps 
me posted in regard  to prices and it 
is chuck full of important  informa
tion tha t  is a g reat  help to any man 
who wishes to be up-to-date and to 
make money, both in buying and 
selling. Am pleased to renew at the 
advanced price. The paper is cheap 
at $3 per year.”

H eat  not a furnace for your foe so 
hot  that  it may singe yourself.

BEST W HITE W AXED PAPER  
LUNCH ROLLS 5 & 10c

W rite  u s  fo r sam p les  a n d  p rices.
S ta n d a rd  P a p e r S pec ia lty  Co. 

P la inw e ll, M ich.

G R O C E R S  and B U T C H E R S
T he 20th C en tu ry  C om puting  Scale 

W o rld ’s B est.
L ib era l ex ch an g e  a llow ances  fo r old 

sca les. W rite  fo r d e ta ils .
W . J .  K ling

843 S igsbee S t., G ran d  R ap ids, M ich.

Improved 
t t *9

Honey Comb Chocolate Chips

W. E. TAYLOR, Maker

You ve tried the rest 
Now Buy 

* +  the Best

Battle Creek, Michigan

25/
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Are You Selling

FRANKLIN SYRUP?
A Cane Sugar Product

With a flavor deli
ciously different.
Splendid for use  on 
the table and in 
cooking.
Th e housewives of 
your community will 
thank you for telling 
them about

Franklin Syrup

Made by the refiners of

Franklin Package Sugars

The Franklin Sugar Refining Company
PHILADELPHIA

Ü

mOH SUGAR GW
A A Franklin Cane Sugar for every usejjj 'G ranulated, Dainty Lumps, Powdered,
p Confectioners, Brown, Golden SyrupI » g

P Jlandard of

W E  A R E  H E A D Q U A R T E R S  

W H O L E S A L E

Fruits and 
V egetables
Prompt Service Right Prices 

Courteous Treatment

Vinkemulder Company
G R A N D  R A P ID S  M IC H IG A N
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Kitchen Showers for June Brides 
Help Business.

W ritte n  fo r th e  T rad e sm a n .
The June  bridal season is still sev

eral  weeks ahead; but  in the in te rven
ing m onth  a good m any preliminary  
“show ers” for June  brides will doubt
less be held. Showers, like weddings, 
are all -the-year-round events; but  
since June is notable as the  m on th  of 
weddings, May and early  Juue  come 
in for an exceptional share of the 
yea r’s showers.

A “show er” is a sor t  of p a r ty  given 
by some friend of the prospective 
bride. The bride is present  to receive 
congratulations, and the guests are the 
more distant friends of the bride and 
groom  who, as a rule, would not  be 
invited to the wedding itself. The 
shower affords them  an opportun ity  
in a small way to tender their good 
wishes with accompanying gifts.

Showers of various kinds m ay be 
held, often several for the same bride. 
Linen showers and kitchen showers 
are the m ost popular of these events.  
F rom  the kitchen showers the ha rd 
ware dealer’s smallware and  house
hold department profits to a consider
able extent.

A great  deal of business in this line 
will come to the hardware  dealer un 
solicited; he can secure a g rea t  deal 
more, however, if he caters especially 
to this class of trade.

The first and m ost  obvious m ethod  
of stimulating business in this  line is 
by means of newspaper advertis ing 
and window display, particularly  the 
latter. W hat  you say in your  new s
paper advertis ing and what  you say 
in your window display will be p re t ty  
much the same; though in the first in
stance you use the type and paper to 
convey the message, and in the second 
m ost of the talking is done by the 
goods themselves.

Ih i s  campaign will in some degree 
prepare the way for your  later appeal 
to the regular wedding gift trade. A  
preparatory  step is to establish, in the 
early pa r t  of May, what  m ight  be 
called ̂  a “Bride’s Assistance D ep ar t 
ment.  \ o u  can then send ou t  letters 
to prospective brides and g room s 
tactfully offering the assistance of this 
department of your  s tore  in outfit ting 
the new home.

I h e  store should be a r ranged  to fol
low up this plan and to be of real help 
help to the bride in making her sel
ections. This can be accomplished 
by arrang ing  a model kitchen where 
you can show the various uses of the 
different utensils. These  might  be a r 
ranged in sets that could be sold for 
a certain lump sum. In this way you 
can make larger sales and a t  the same 
time give far better  satisfaction. The 
bride s assistance departm ent should 
have plans of as m any kitchen a r 
rangements as possible and should be 
m a position to show the bride how 
to economize on space, money and 
time in doing her work. Copies of 
the popular household magazines will 
furnish considerable information a long 
this line. After fitting up the model 
kitchen, have it pho tographed;  these 
Photographs will be helpful in making 
future sales after the model kitchen 
itself has been dismantled.

All this will link in with your cat
e ring to the “kitchen show er” trade,

M I C H I G A N  T R A D E S M A N
which is ap t  to develop a little earlier. 
Y our advert isem ents  should suggest 
giving the bride to be a kitchen show
er, coupled with suggested lists of 
suitable articles.

Coincidently, put  on a window dis
play designed to carry  the same m es
sage. In the center  of the display a 
dum m y figure dressed as a bride. 
Over  the bride’s head suspend a real 
parasol;  and then shower all sorts  of 
kitchen utensils and small wares upon 
the bride—suspending them, of course, 
from the top of the  window by means 
of fine wire. T he  floor of the window 
could be heaped with fallen utensils 
spr inkling in a little rice and confetti.  
Pu t  in some orange blossoms from 
dav to day, and add a show card: 
W H Y  N O T  A K I T C H E N  S H O W E R  

Here,  in a nutshell,  is the basic idea 
for jrour display. This  can be e labor
ated, amplified, simplified and adap t
ed as your own circumstances may re 
quire. One m erchan t  helped out  a 
display by clipping the pictures of 
bridal parties from some of the il
lustrated papers, and past ing  them  in 
the window. There  is lots  of room  
for originality and initiative in con
cocting such displays; and often a 
\ e r y  simple th ing will add immensely 
to the effectiveness of a display.

In reaching this class of trade, your 
salespeople can be very helpful to 
you T hey  are generally  young  peo
ple, in touch with the activities of 
the younger  set; and they will learn 
before you do of prospective wed
dings. Often one of your  staff can 
suggest to some friend of the prospec
tive bride the holding of a kitchen 
shower, and can with a few minutes 
tactful work  divert a lot of the r e 
sultant trade in your direction. I t  is 
jus t  here tha t  personal w ork  by  in
terested salespeople outside the store 
will accomplish a g reat  deal to s t imu
late business. Be sure to get the 
names and addresses of prospective 
newly weds;  for this  information will 
later be useful in catering to tha t  big-
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SHORTCUTS

In Getting

COSTS
Write to 

Ba r l o w  B r o s .
G r a n d  R a p id s . M ic h .

Jobbers In All Kinds of
BITUM INO US COALS 

AND COKE
A. B. Know Ison Go. 

a<Q-2l»7 Pow««'Theatre Bldg.. Grand Rapids, Mich.

Sand Lime Brick
N oth ing  as  D urable  

N o th ing  a s  F irep ro o f 
M akes S tru c tu re s  B eau tifu l 

No P a in tin g  
No C ost fo r R epairs  

F ire  P roof 
W e a th e r  P roof 

W arm  in W in te r 
Cool in S u m m er

Brick is Everlasting

Grande Brick Co., Grand Rapids 
So. Micb. Brick Co., Kalamazoo 
Saginaw rick Co., Saginaw
Jackson-Lansing Brick Co., Rives 

Junction

Foster, Stevens & Co.
Wholesale Hardware

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

Grand Rapids, Mich.

Michigan Hardware Co.
Exclusively Wholesale

Grand Rapids, Mich.

Brown & Sehler Co.
“ H o m e  o f  Sun beam  G o o d s“

Manufacturers of

H A R N E S S , H O R S E  C O L L A R S
Jobbers in

Saddlery Hardware, Blankets, Robes, Summer Goods, Mackinaws. 
Sheep-Lined and Blanket-Lined Coats, Sweaters, Shirts, Socks, 

Farm Machinery and Garden Tools, Automobile Tire, and 
Tubes, and a Full Line of Automobile Accessories.

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

SANITARY

REFRIGERATORS

For All Purposes 
Send for Catalog

McCRAY REFRIGERATOR 
C O .

944 Lake S t. Renda 11 ville, InrL

The John Seven Co.
Grand Rapids, Michigan 

W h o le sa le

Paints and 
Wall Paper

Distributors: Benj. Moore's Paints, 
Muresco and Varnishes

The J. B. Pearce Co.'s Wall Papers
Columbus Architechural and 

Automobile Varnishes

W H O L E S A L E  O N L Y
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ger item, the wedding gift trade itself, 
as well as in going after the trade of 
these new couples when they are at 
last settled down to their new home 
life.

A helpful i tem is a printed list of 
gift suggestions.  Most dealers have 
lists of this  sort  for the wedding gift 
t rade; and the Smaller articles listed 
can be utilized for showers.  Articles 
anywhere  from 10 to 50 cents, pe r 
haps up to a dollar, are usually select
ed as gifts for showers, although 
where the social status of the prospec
tive recipients is higher, the gifts are 
commensurate ly more expensive. This 
should be borne in mind in helping 
purchasers to make their selections.

I t  is desirable of course to avoid 
duplication of gifts. Of course every
th ing is sold on the understanding 
that,  if duplicated, it can be traded in 
upon some other  desired article. T hat  
is the simplest  way of meeting the in
evitable problem of duplication.

One dealer goes to considerable 
lengths to accomodate his customers 
in this respect. He  has his regular 
lists of suggested gifts. Suppose an 
article is required for a kitchen 
shower. “W ho is the bride?” Miss 
Sum m ers?” “And who is the young 
lady giving the shower?” “Miss 
Smith.” The merchant  reaches down 
to a hook behind the counter and re 
moves a printed gift list with the 
names “Sum m ers-Sm ith” written at 
the top to identify it. On the list his 
salespeople have checked the articles 
a lready sold for that  particular 
shower. The customer perhaps sug
gests a paring knife as a present.  
“ W e ’ve already sold a paring  knife,” 
the m erchan t  tells her, “but an egg- 
flopper would be a handy thing, or a 
good can-opener, or a chopping knife.” 
T h u s  he is able, so far as his store is 
concerned, to prevent duplication of 
articles; and this fact, having in this 
fact, having been spread abroad, helps 
secure him the lion’s share of the 
trade in this direction. W ith  a p r in t
ed list it takes relatively little work 
to keep presents checked up; and 
there  is no dfficulty afterward regard
ing the trading-in of duplicates.

The  old-time ki tchen shower com 
prehended everything in the way of 
small kitchen articles. However, the 
merchant,  through his window and 
newspaper advertis ing and in o ther 
ways, can suggest alternatives—such 
as a granite  and etiamelware shower, 
or  an aluminum shower, or  a cooking 
utensil shower called for in this con
nection. If  crockery and china arc 
handled, as they are in some h a rd 
ware stores, a crockery or china or 
glass ware shower is also in order.

T he  ki tchen shower campaign calls 
for service, and gives the hardware 
dealer an excellent opportunity  to 
prove his worth as an advisor to his 
customers, through the suggestion of 
suitable gifts and otherwise. Service 
of this sor t  when cheerfully and intel
ligently given is always appreciated, 
and is a g reat  help in the task of 
building a substantial business, found
ed on the good will of the buying pub
lic. V ictor Lauriston.

W hen  you retire  to bed, do not 
think over what you have been doing 
during  the day.

THAT GIVE

lOO P er  C ent  PLUS SERVICE"
All  k ind s . S izes , c o l o r s , ano 

Grades. Ask  f o r  Sa m ples and 
Pr ic es .

T h e  m c C a s k e y  R e g is t e r  C o .
ALLIANCE, OHIO

S tore  and W in d o w

A W N I N G S
m ade to  o rd e r of w h ite  o r khak i duck, 
p lain  and  fancy  s trip e s .

A uto  T e n ts , C ots, C h airs , E tc.
Send fo r booklet.

C H A S  A . CO  Y E , Inc.
GRAND RAPIDS, MICHIGAN
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F r e s h
C o f f e e
makes satisfied customers
Retailers!

Order coffee often.

Keep your stock fresh.

Your turn-over will be greater.

And your reputation for good  coffee 
will win you new customers and keep 
your old customers.

By right merchandising methods you 
can make COFFEE the most profitable 
item you sell.

T h e  ju d g e s  a re  c a r e fu lly  r e v ie w in g  th e  
p h o t o g r a p h s  e n t e r e d  i n  C O F F E E  
W E E K  w in d o w  d is p la y  c o n te s t .  W in 
n e r s  w ill  b e  a n n o u n c e d  a t  an  e a r ly  da te .

C O F F E E
Joint Coffee Trade Publicity Committee 

of the United States
74 W all S treet, N ew  Y ork

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

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

Information upon request. No obliga
tion incurred.

H IN K L E -L E A D S T O N E  C O .
180 N. Wabash Ave. Chicago, 111.
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Requisites of a Successful T rave ling  
Salesman.

W rit te n  fo r th e  T rad esm an .
The man who m akes up his mind 

to become a traveling salesman wall 
find tha t  he has to pass th rough  pain
ful experiences before he can hope to 
reach brill iant success. Time has e x 
ploded the old idea that  salesmen, 
like poets, are born, not  made. Of 
course, there  are exceptions here as 
elsewhere. Some men have apti tude 
for selling, but they are few and far 
between; and it is recognized to-day 
tha t  the young man with moderate  
intelligence can be educated in the 
science of selling, for salesmanship 
is now a scientific study.

1 he new-fledged salesman may have 
been a successful re’tail salesman or 
a house-to-house canvasser, but his 
train ing in these lines will have given 
him but  the slightest insight into 
scientific salesmanship. And it is only 
when he realizes the economic pos
sibilities of the experienced salesman 
sufficiently well to put  them  into ef
fect tha t  he can consider himself a 
success.

Salesmanship, in fact, is not mere 
selling of goods. I t  is much more 
than that. I t  is the focusing of the 
mind on the question of selling the 
goods in hand, with the intention of 
employing the knowledge gained in 
this  transaction in the sale of o ther  
goods of the same kind, a t  less cost  
of time, effort and expense, with 
more directness and force; in fact, 
with more science.

1 he prospective salesman need not  
have a college education. If  he has, 
however, it is a good foundation for 
what is to come. A good general edu
cation is a necessity, however, as it 
is to every one engaged in any calling 
or occupation. The  salesman in the 
course  of his travels encounters  m any 
people who abhor sl ipshod English, 
even in a business transaction, and he 
cannot afford to fail to hold his cus
tomer through such a cause. Of 
course, there may be occasions in 
which one must adapt one’s speech 
tactfully to the prospective buyer, but 
as a whole it is well to be careful of 
one’s language without making it too 
pedantic.

I wo of the best assets which the 
apprentice salesman can have are a 
robust  constitution and a cheerful dis
position. These two will enable him 
to bear some, at least, of the troubles 
of the road. Especially the lat ter  of 
these two assets means much to him. 
Remem ber the old saying, ‘'The man 
worth  while is the man with a smile, 
when the world seems to go wrong.” 
Let the o ther  fellow worry. Meet 
your prospect with a smile and a glad 
handshake and through  you, and your 
actions, he may be made to see life 
and its beauty anew.

There  are several qualities to be ac
quired to make your profession a suc
cess: First ,  enthusiasm, carry ing
along with it confidence, politeness, 
determination, the value of dress and 
a knowledge of human nature. These, 
interlocked with good common sense, 
will spell success for any man.

The salesman who wants to keep 
himself from growing stale and lan
guid in his duties m ust be inspired 
with enthusiasm. This  enthusiasm 
must never be allowed to run down, 
for he cannot arouse the feeling in’ 
o thers  when he does not  possess it 
himself. Enthusiasm  is an infection 
and a very taking one. if sincere. I t  
is a quali ty which can hardly be rated 
too highly. Clean, honest enthusiasm 
will often succeed where dry, unin
terested setting forth of p rosy  facts 
about one’s wares is so much time 
wasted. Be in real earnest .  Show 
faith and real belief in every word 
you say and let your m anner  be as 
enthusiastic as your words.

Have confidence in your goods. Be
lieve that  they are the best and tha t  
they have all the qualities you are 
ascribing to them. The  m anufacturer  
who expects his salesman to sell goods 
which he knows are not  good, is 
planning badly. An unstable business 
breeds unstable salesmen. The  sales

man who is continually talking what 
he does not  believe, whose a rgum ents  
are specious and who has to bolster 
up his sales with mendacity  m ust  de
generate  not  only in his salesman
ship, but in the honesty  of his deal
ings with his firm. I t  is not  reason
able for the firm to expect sincerity 
from a man whose business is un
blushing falsehood in obedience to 
their orders. The  house which seeks 
permanency will learn to its cost that 
salesmen will not remain loyal if poor 
goods have to be sold.

I here is no satisfaction in selling 
goods which you know are bad, but 
there is a genuine delight in handling 
those in which you have absolute  faith, 
tliven good goods, then follow good 
salesmen and good business. I t  is 
simple progression  from merit  to en
thusiasm. \ \  henever the salesman 
finds that he is weakening in his e n 
thusiasm and ability to put  up a sell
ing talk w orthy  of himself and his 
firm, he should go to his m anager  and 
have a talk with him. I t  is the duty 
of the salesmanager to inspire the 
men under him and keep them up to 
the mark. The feeling he wants  in 
his men is som ething more than pleas
ure in out-dis tancing competitors and 
selling a large bill of goods—it is 
loyalty and pride and a real effection 
for both duty  and firm.

Be polite. T here  is no t  as much 
room  as there once was for “rough 
diam onds” in salesmanship, those un 
couth fellows whose hearts  are true 
and who underneath  the surface are 
gentlemen. There  may be a few ex 
ceptions to the  rule, but these men 
succeed not on account of an un
couth exterior, but  in spite of it. 
Neither is there room  for men whose 
politeness is so fulsome as to of
fensive. There  is a welcome for men 
of good breeding in this profession as 
well as all o ther  professions.

Determination means much to men 
who will win. A ny man who is over
sensitive should no t  a ttem pt  to be a 
salesman. He  m ust be able to be 
knocked and cuffed a round by the 
trade without taking offense and with
out losing heart.  T here  are some 
business men who delight in turning 
down a salesman, while there  are 
o thers  who, through  ignorance, 
thoughtlessly  do so. However, many 
times it may be the fault of the sales
man tha t  he is refused an audience. 
He may lack the convincing power 
which he ought  to have to repay his 
lis tener for loss of time. There  m ust 
be a determination  to hang  on, in 
spite of opposition, to re tu rn  again 
and again if needs be, and to make up 
his mind that  he will win sooner or 
later if his sales proposition is jus t i
fiable.

The value of dress means much to 
the salesman of to-day. Dress is of 
value to the salesman only as one of 
the helps given to the customer in 
estimating a m an ’s position and usual
ly his worth. The  first impression 
which a new’ salesman makes is that  
given by his outward  appearance. 
Clothes in a measure represent the 
personality  of the man. The  rule is, 
of  course, only a general one and not 
infallible. A crazy man may w’ear 
sane clothes, but a sane man is som e
what nervous in att ire  not conforming 
to the o rdinary  standard. There  is 
common sense in dress as in anything 
else and the more quietly and neatly 
a salesman is dressed the be tte r  for 
him. He can offend no one.

The salesman as he progresses will 
gain a valuable knowledge of human 
nature which will be of g reater  assis t
ance, if properly  used, than almost 
anything else he has been born with 
or acquired. The  salesman was never 
born who could go out and come face 
to face with every man the same way. 
One man may require a lot of a t ten 
tion, and in some instances probably 
cause you to miss a train that  he may 
sit dow'ii and have one of those friend
ly business talks with you, for it is 
a known fact and has on occasions 
been publicly acknowledged th a t  the 
traveling men of to-day, as a rule, are 
be tte r  posted on the various topics

of the day than any o ther  profession. 
Again, there are business men who 
want you to “cut it short ,” make your 
point quick and concise, and effect a 
hasty  exit.

Now tha t  you have measured up to 
the standards herin spoken of, there 
yet remains one th ing tha t  will cause 
3’our downfall if you a ttempt to em 
ploy it. D on’t Knock. W rite  tha t  in
delibly upon your mind, and don’t 
forget it. I want to repeat an extract 
sent out to every salesman of one of 
the largest institutions of its kind in 
the world: “The wise salesman will, 
however, say little about his com
pe ti to r’s w’ares, but make use of his 
knowledge to s trengthen his own a r 
guments,  without  incurring the hostil
ity of a friendly competitor by an ap
pearance of running down or knock
ing. You should particularly  guard 
against tha t  degree of enthusiasm 
which leads you to draw unfavorable 
comparison with your competitors, 
which might in any way be construed 
as knocking the o ther  fellow. There  
is not one salesman in ten thousand 
who can institute unfavorable com
parisons,  reflecting on the integrity  
and fair dealing of another dealer or 
manufacturer, without creating the im
pression tha t  the o ther  fellow is a for
midable competitor, and we fear him.”

Building up a custom ers’ list on 
prejudice is bad business. The only 
customers who last are those secured 
on a basis of Quality, Service and 
Fair Dealing.

Be honest with your house and with 
your customers. Be honest with y our
self and you can go out in the world 
and win for yourself a place in the 
g reat  Commercial A rm y which is giv
ing to the world of commerce the 
best that is in them. L. M. Steward.

I t  takes two to make a hand shake 
a success. I f  you are in the habit  of 
lett ing  the o ther  fellow do all the 
shaking, you m ight  be tte r  never offer 
your  hand.

CODY
HOTEL

IN THE HEART OF THE CITY 
Division and Fulton

RATES | $1.00 up without bath 
$1.50 up with bath

C O D Y  C A F E T E R I A  I N  C O N N E C T I O N
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National Canners Association
Inspection and Advertising Campaign

A  Canner:
“We heartily endorse the Inspection Service and 

Advertising Campaign.”

THE W E  EDWARDS CO.
Cleveland, Ohio.

A  B roker:
“We believe this an exceedingly good work, and 

we will not lose an opportunity to advocate 
this work, not only among the canners we rep
resent but among the wholesale grocers with 
whom we come in contact.”

PRINCE, KEELER & COMPANY
105 Hudson St., New York City.

A  W h o lesa ler :
“We are much interested in your advertising 

campaign and Inspection Service and believe 
that both will go far toward eliminating any 
prejudice that now exists regarding canned 
foods.”

GEO. R. NEWELL & CO.
Minneapolis, Minn*

A  R etailer:
“A Campaign of Education to further the in
terests of one of our very important industries 
is certainly deserving of 100% support and co
operation.”

CHARLES & CO.
42d & 43d Sts., Madison Ave., N. Y. C.

Note Carefully

The National Canners Association has organ
ized an efficient inspection service for the pur
pose of assuring satisfactory sanitary conditions 
and clean, sound food products, packed either in 
tin or glass.

Any canner may subscribe to the Inspection 
and Advertising Service and by complying with 
the Association requirements may secure the 
privilege of placing the Seal on each can of his 
products.

N A T I O N A L  C A N N E R S  A S S O C I A T I O N
W A S H I N G T O N ,  D. C.

A nation-w ide organ ization  foi med in 1907, consisting  of pro
ducers oi all v arie ties  of herm etically  sealed canned  foods 
w hich have been sterilized  by heat. It n e ither produces, buys, 
nor sells. I ts  purpose is to  assu re  for th e  m u tual ben ea t 
of th e  in d u s try  and  th e  public, th e  b est canned  foods 
th a t  scientific know ledge and  hum an  skill can  produce.

GannedJÿo^theMiraclÎ^^ 
on Yjur

■ J A “  ...nViiH iS lM

■ ¿mkan—
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Part-Time Work for High Type Help.
Part- time work is providing the so

lution for w orkers  and for distracted 
employers  in m any cases these days. 
I here are jobs requiring a relatively 
high order of intelligence, but accord
ing to the custom of the times they 
pay smaller salaries than manual jobs. 
Salaries of the mental type of worker 
in the office—like correspondent,  m an 
ager, research w'orker. bookkeeper and 
o thers—have not kept pace with the 
rise oi wages in industry. And the 
wages of the downtrodden intellect
uals who must earn their own livi- 
hood—teachers,  librarians,  and o thers  
—are notoriously  inadequate.

\ \  hile public opinion is being 
aroused and righteous agitation b e 
gins to force pay up where it belongs, 
some of the enterpris ing  ones have 
adopted a plan to bridge the interim. 
Instead of giving all their time to the 
job, many women are taking certain 
jobs on a part-t ime basis. A small 
salary under such an arrangem ent 
means that one can do som ething 
else either to earn more money dur
ing the rest of the time or possibly 
to study.

h or example, in some of the public 
libraries students are employed on a 
part- time basis. This gives the s tu 
dent some small income, at  any rate, 
and in an occupation that  is congenial  
and does not conflict with studies. But 
the libraries probably have the lion’s 
share of advantage in this a r ran g e 
ment, for it secures for them  a higher 
grade of help than they could buy 
with the sums a t  their disposal for 
this purpose. Even though library 
salaries have increased som ewhat in 
recent years, they are no t  yet up to 
the point where a wholly self-support- 
ing woman can support  herself com 
fortably on what the l ibrary pays. 
And so some of the libraries have had 
to employ young  girls, too imm ature

to be of really good service, bu t  be 
cause they live a t  home and are there 
partly  supported they  can afford to 
work at a lesser wage. But possibly 
more of the part-t ime workers  can af
ford to earn a low salary because of 
o ther  a rrangem en ts  or  interests will 
solve the l ibrary problem for the time 
being.

1 his same plan m ight be operated 
in considerably more industries than 
at present. Any occupation in which 
a task can he finished within a few 
hours and does not depend on all-day 
activity can be placed in the part-  
time class. 1 hen it will be possible to 
secure high-grade workers  to dis
charge the whole job in a com para
tively shorte r  time than if less m en
tal types were employed.

This is an excellent time to get part-  
time work on a recognized s tandard
ized basis tha t  will mean much if it 
can be a pe rm anent  scheme. Years 
ago there  was definite opposition on 
the par t  of employers to part- t ime 
workers.  T hey  were said to be ir
regular in a ttendance and undepend
able, and unquestionably it was true 
of many. But to-day higher type w o
men can be enlisted in occupations 
tha t  will consume only par t  of the day. 
These  women m ay be able to do more 
good work  in less time and so justify 
their being taken on a part-t ime 
basis. The  old objections are now 
being removed.

Feminists please take notice—for if 
a definite field of part-t ime w ork can 
be developed it may eventually solve 
the p roblem  of the m arried  woman 
who wishes to continue being self- 
support ing  without u t te r ly  neglecting 
her home.

E leanor Gilbert.

Of course, it is all r igh t  to talk  to 
customers about  the weather, but you 
a ren ’t selling weather, you know.

WE OFFER FOR SALE
U n ited  S tates and F o re ig n  G o v er n m e n t B o n d s

Present market conditions make possible exceptionally  
high yields in all G overnm ent Bonds. W rite us for 
recommendations.

How e , s n o w , Co r r ig a n  & b e r t l e s
401-6 Grand Rapids Savings Bank Bldg., Grand Rapids. Mich.

In a Few Years
You will look back, in a few years, and marvel at 
the extraordinary high yields from safe, sound bonds 
which are available at this time.

Investment now, in a group of well assorted secur- 
lties paying 7% or better, will assure you a steady 
nigh income in the days to come when the dollar 
again approaches its normal buying power.
Let us send you our May Investment List.

I T O .  PERKINS, EVERETT O’GEISTERT

3^(C ÍlN V E 51M E Ñ f BANKERS

PRIVATE WIRES TO LEADING MARKETS

Chocolates

Package Goods ol 
Paramount Quality 

and
Artistic Destri

CANDY

The “DOUBLE A” Kind
Made by

People Who Know How
Our record of over fifty years of 

continuous growing business, not 
only in Michigan but all over the 
United States, speaks for itself.

You take no chances when you 
buy “Double A ” Brand.

Made in Grand Rapids by

NATIONAL CANDY CO.
P U T N A M  F A C T O R Y

Grand Rapids, Michigan
Ask for a copy of our 

latest price list.

We are agents for LOWNEY’S 
in Western Michigan.

Qual i t y  in Plain and 
Fancy Ice Creams that 
w ill enable you to build 
a big business. These 
delicious Ice Creams are 
made in both Brick and 
Bulk. Easy and profit
able to handle.

Write us for information re
garding the necessary steps 
to fake for you to become 
Bn Arctic Dealer.

ARCTIC ICE CREAM CO.
Grand Rapida, Mich. Claude G. Piper, Manager
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Wholesale Drug Price Current

4

The Non-Poisonous Fly Destroyer
“Ar*enicaldFlvtao « i* ,Pu?,lc J le f ,th Servlc® advises i • iS J Ii?  " De* * r°y l,|ff devices must be rated a *  

extremely dangerous, and should never be used."**

A  Smile Follows the Spoon 
W h en  I t ’s P iper’s

Sell
mm Piper’s

M i M

i It's Good 
F o i \ ^ Y b u

PIPER ICE CREAM CO. 
Kalamazoo x  Michigan

POPULAR BRANDS
A R E  A L W A Y S  T H E  B E S T  SE L L E R S

You can always afford to carry the brands of goods 
that are nationally advertised. They are the ones the 
trade demands.

We carry them all, such as:—
Pepsodent T ooth Paste 

Icy Hot Bottles
Dennison’s Paper 

Tanlac
Reach Sporting Goods 

Parker Velvet Pencils
Fountain Pens 

Prophylactic

John Holland Fountain Pens 
Ever-Sharp Pencils 

Colgate's Goods
Allen Quality Candy

T ooth Brushes

Djer-Kiss Perfume 
Melba Goods 

Williams Line Pyrex Ware
Adoration Perfume Eli Lilly

Eaton, Crane & Pike Pharmaceuticals 
Box Paper

O R D E R  T O -D A Y

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

T in c tu res

Prices quoted are nominal, based on market the day of issue.
A cids

B oric  ( P o w d . )_17%@
B oric  (X ta l) __ 17 % 0
C arbo lic  _______  30 #
C itric  __________ 1 2501
M u ria tic  ______  J
N itric  ____________ 10®
O x a l ic _____________67® 75
S u lphu ric  _____  3%@ 5
T a r ta r ic  _________  98© 1 10

A m m onia
W ate r , 26 deg. __ 12® 20
W ate r , 18 d e g ._1 0 #  17
W ate r , 14 d e g ._ 9® 16
C arb o n ate  _____  2 2 #  26
C hloride ( G r a n )_20@ 30

B alsam s
C opaiba ______  1 00 @1 20
F ir  ( C a n a d a )_ 2 50#2  75
F ir  (O regon) __ 5 0 #  75
P e ru  ___________ 8 00 #  8 25
T olu  _________  2 50@2 75

B ark s
C assia  (o rd in a ry ) 45@ 50
C assia  (S aigon ) 90@1 00
S a s sa fra s  (pow . 70c) #  65
Soap C u t (pow d.)

40c ____________ 30@ 35

B erries
C ubeb _______  1 90@2 00
F ish  _____________  90@1 00
J u n ip e r  _________  10© 20
P riek ley  A sh ^_ #  30

L icorice
L icorice

E x tra c ts

powd.
65

F low ers 
A rn ica  _________  75@
C ham om ile
C ham om ile

(G er.)
Rom

80@1 00 
60® 75

G um s
A cacia , 1 s t _____
A cacia , 2nd ____
A cacia , S o r t s ___
A cacia , pow dered  
A loes (B a rb  Pow ) 
Aloes C ape Pow ) 
A loes (Soc Pow ) 1
A safo e tid a  ___  4

Pow . ________ 6
C am phor _____  3
G ua iac  _________
G uaiac, pow dered
Kino __________
K ino, pow dered
M yrrh  _________
M yrrh , P o w , __
O pium  ______  10 !
O pium , powd. 
O pium , g ran .

60® 65 
55® 60 
35© 40
45® 50
3 0 #  40
30© 35 
40@1 50 
50#5  00 
75@7 00 
60#3  65 

@1 50 
# 1  75 
© 85
#1 00

SI 40 
1 50

0@11 00 
12 00@12 40 
12 00@12 40

S hellac  _______  1 75@1 8£
Shellac  B leached  2 15 ©2 25
T r a g a c a n t h ___  6 50#7  25
T ra g a c a n th  powd. @5 00
T u rp en tin e  _____  356 40

Insecticides
A rsen ic  ________  20@ 30
B lue V itrio l, bbl. © 10
Blue V itrio l, less  11 #  16
B ordeaux  M ix D ry  18 #  38 
H ellebore , W h ite

pow dered  _____  38© 45
In se c t P o w d e r_90#1  40
L ead  A rsen a te  Po 35@ 55 
Lim e a n d  S u lp h u r

D r y --------------- 12%® 27
P a r is  G reen  ___  4 8 #  58

Ice C ream
A rc tic  Ice  C ream  Co.

B ulk , V an illa  _______ 1 25
B ulk, C hocolate  ___ 1 35
B ulk , C aram el _____ 1 45
B ulk , G r a p e - N u t___ 1 35
B ulk , S t r a w b e r r y ___ l  35
B ulk , T u t t i  F r u i t i  __ 1 35
B rick , V an illa  ________1 40
B rick , C hocolate  _____1 40
B rick , C a r a m e l_____ 1 60
B rick , S t r a w b e r r y __ 1 60
B rick , E u t t i  F r u i t i  __ 1 60

P ip e r  Ice  C ream  Co.
B ulk , V an illa  ________1 25
B ulk , C hoco late  _____1 30
B ulk , C aram el _____ l  30
B ulk , G r a p e - N u t___ 1 30
B ulk , S t r a w b e r r y ___ l  35
B ulk , T u t t i  F r u it i  __ 1 35
B rick , V an illa  _______1 40
B rick , C h o c o la te ___  1 60
B rick , C aram el ____  1 60
B rick , S t r a w b e r r y _l  60
B rick , T u t t i  F r u it i  __ 1 60 
B rick  a n y  c o m b in a t'n  1 60

L eaves
B uchu  -------------  5 50@6 00
B uchu , pow dered  # 6  00
Sage, bu lk  _____  67© 70
Sage, % l o o s e __ 7 2 #  78
Sage , pow dered  __ 5 5 #  60
S enna , A l e x __ 1 40#1  50
S enna , T inn . __  30© 35
S enna , T inn . pow. 35® 40 
U v a  U rsi ______  2 5 #  30

Oils
A lm onds, B itte r ,

tru e  ----------  16 00#16 26
A lm onds, B itte r ,

a rtif ic ia l ___  2 50@2 75
A lm onds, Sw eet, 

t ru e  -------------  l  75#2  00

A lm onds, Sw eet,
im ita tio n  ____  85@1 00

A m ber, c rude  __ 3 0003  25
A m ber, rec tified  3 50#3  75
A nise --------------- 2 75®3 00
B e r g a m o n t___  9 00@9 25
C ajep u t ----------  1 50® 1 75
C assia  _______  4 50#4  75
C as to r -----------  2 25#2  50
C edar L e a f ___  3 50® 3 75
C itrone lla  ____  1 35@1 60
Cloves -------------  5 50@5 75
C ocoanu t _____  4 0 #  50
Cod L iv e r ___  4 75#5  00
C ro ton  ------------ 2 25@2 50
C otton  S e e d __  2 35#2  55
E ig ero n  -------  12 00® 12 25
C ubebs ---------- 13 50@13 75
E u c a l y p t u s ___  1 50® 1 75
H em lock , p u re  2 00®2 25 
J u n ip e r  B errie s

----------------------  10 00@10 25
J u n ip e r  W ood 3 00@3 25
L a rd , e x t r a ___ 2 15@2 25
L ard , No. 1 ___ 1 90@2 10
L av en d e r F low  16 50@16 75 
L av en d e r G a r’n 1 7a® 2 00
L em on -----------  3 00@3 25
L inseed  boiled bbl. @1 99 
L inseed  bid less  2 09#2  19 
L inseed  ra w  bbl. # 1  97 
L inseed  ra w  less 2 07#2  17 
M u sta rd , tru e , oz. @2 95 
M u sta rd , a rtif il, oz. @1 10
N ea ts fo o t -------  1 75@i 95
Ohve, p u r e ----- 4 75®6 00
Olive, M alaga,

yellow  ----------  3 75@4 00
Olive, M alaga,

g reen  ----------  3 75@4 00
O range, S w eet 12 00® 12 25 
O riganum , p u re  @2 50 
O riganum , com ’l 1 25@1 50 
P en n y ro y a l —  3 00@3 25 
P ep p e rm in t __ 12 00@12 25
Rose, p u re  __ 24 00#25 00
R osem ary  F low s 2 50@2 75 
Sandalw ood, E.

I. ---------------- 15 00@15 20
S a ssa fra s , tru e  3 00@3 25 
S a ssa fra s , a r t i ’l 1 50@1 75 
S p e a rm in t __ 17 50@17 75
Sperm  -------------  2 40@2 60
T an sy  •_-----------  9 00@9 25
T a r ,  U S P  ______  48® 60
T u rp en tin e , bbls. @2 06 
T u rp en tin e , less 2 16@2 25 
W in te rg re e n , t r .

-----------------  12 00® 12 25
W in te rg reen , sw ee t

b irch  ------------ 9 00®9 25
u  in te rg reen  a r t  1 20® 1 40
W orinseed  ___  9 00®9 25
W orm w ood __ 16 00® 16 25

P o tassiu m
B ica rb o n a te  ____  55® 60
B ich ro m ate  ___  57® 65
B rom ide --------  1 05#1  10
C arb o n ate  _____  92#1 00
C h lo ra te , g r a n 'r  48® 55 
C h lo ra te , x ta l o r

powd. -------------  28® 35
C yanide ----------  27 % #  50
I o d id e -------------- 4 10@4 25
P e rm a n g a n a te_1 05#1  15
P ru ss ia te , yellow  5 0 #  65 
P ru ss ia te , red  1 85@2 00 
S u lp h a te  ----------  #  85

Roots
A lk an e t _____  3 75@4 00
Blood, pow dered  6 0 #  75
C alam us _______  60@1 50
E lecam pane , pwd. 2 2 #  25 
G en tian , powd. 27%@ 35 
G inger, A frican ,

pow dered  ______ 29® 36
G inger, J a m a ia c a  45® 50 
G inger, J am a ic a ,

pow dered  _____  45® 50
G oldenseal, pow. 8 5 0 #  8 80 
Ipecac , powd. __ 4 75@5 00 
L icorice , powd. 3 5 #  40 
L icorice , pow d. 40® 50 
O rris, pow dered  40® 45 
P oke , pow dered  4 0 #  45
R h u b arb  ______  2 25@2 50
R h u b arb , powd. 2 25®2 50 
R osinw ood, pow d. 3 0 #  35 
S a rsa p a r illa , H ond.

g ro u n d  --------  1 2 5 #  1 40
S a rsa p a r illa  M exican,

g ro u n d  _____  @ so
Squills --------------- 35® 40
Squills, pow dered  60® 70 
T u m eric , powd. 25® 30 
V a ler ian , pow d. @2 00

Seeds
A nise  __________  35® 40
A nise, pow dered  40® 45
B ird , Is  -------------  13® 19
C an a ry  --------------  13@ 20
C araw ay , Po . .30 2 2 #  25
C ardam on  -----  2 25@2 50
C elery, powd. .60 50® 55 
C orian d er pow d .25 1 6 #  20
D ill ----------------  25® 30
F en n e ll ________  3 0 #  40
F la x  -------------------  14® 18
F lax , g r o u n d __  14® 18
F o en u g reek  pow. 10® 20
H em p -------------  12 %@ 18
L obelia  ----------  1 7502  00
M u sta rd , y e l l o w _4 5 #  50
M u sta rd , b lack  __ 36® 40
P oppy  --------------- # 1  00
Q uince -----------  l  50#1  75
R ape ------------------ i s #  20
S ab ad illa  ______  #  35
S ab ad illa , pow d. 30® 35
Sunflow er ______  15® 20
Worm American 46®  60 
Worm Levant 1 65®1 75

>mpo’d

Comp.

Am mon.

A conite __
Aloes ____
A rn ica  ___
A safo e tid a  
B elladonna
B enzoin  __
B enzoin 
B uchu  _
Cantharad ie  
Capsicum _
C ardam on  
C ardam on,
C atech u  __
C inchona  _
Colchicum  
C ubebs 
D igitalis _
G en tian  _
G inger ___
G uaiac 
G uaiac,
Iodine
Iodine, Colorfess 
Iron, d o .
K ino _____
M y r r h _ f |
N ux Vi
O p iu m __
O pium , C am phT  
O pium , D eodorz’d 
R h ubarb

P a in ts
L ead, red  d ry  __ 15 %@ 16 
L ead, w h ite  d ry  15%@ 16
£ e ad , w h ite  oil 15%@ 16 
O chre, yellow  bbl. #  2
Pnt*rv ’ yellow less 2%@ 6
f ,“ *;-y — -7----------  5® 8Red \  en e t n Am. 3® 7
Keel V enet’n  E ng. 3%© 7
V erm illion , A m er. 25®

unica

@1 85 
# 1  65 
©1 75
f 3 9A 

1 4U 
©2 40 
# 3  15 
# 2  70 
@3 00 
@2 30 
®1 50 
# 1  35 
# 1  50 
©2 40 
# 2  40 
©3 00 
# 1  80 

1 40 
@1 75 

2 80 
©2 50 
@1 50 
@2 00 
# 1  50 
@1 40 
# 2  25 
@1 90 
©4 50 
@1 25 
@4 50 
@2 70

w h i t in g ; - b b r : : : :  3%
W hiting ------------  4(g) ?a
L - H - P- P rep . 3 75@4 00

M iscellaneous
A g ta n a l la  . . . .  1 0 0 0 1  05

16© 
an d  

- 17®
20

20
A lum , pow dered

g ro u n d  ___
B ism u th , SubnF-

tra te  -------- 3 7 5 ^4  00
B o rax  x ta l o r

p o w d e r e d -----  11 %@ 16
C an th a rad e s , po 2 25®6 50
^aiom el ______  2 22(3)2 20
C apsicum  _ ~ (¡ora
c a rm in e  i m 7 i l
C bfvla  B u d s ------- 5 0 0  60Cloves ____  67oS 75

„ P re p a re d - -  1 3 #  i s  
C hloroform  ~  54°5|  g  
C hloral H y d ra te  1 70@2 10
Cocame* -------  13 60@14 05
Cocoa B u t t e r ___ 65® 75
C orks, lis t, le ss  50%. 
C opperas, bbls. __ ®  03
C opperas, l e s s _314© 8
C opperas, powd. 4 % ®  10 
C orrosive Sublm  2 01 @2 10 
C ream  T a r t a r ___70® 75
D ex trine116. . : : : : : :  I g 1 ?? 
D over s  P o w d e r 5 75@6 00 
E m ery , A ll N os. "
E m ery , P ow dered  
E psom  S a lts , bbls 
E psom  S a lts , less
E rg o t ___________
E rg o t, P ow dered
F lak e  W h i t e __
F o rm aldehyde , lb.
G e latine  --------- 1 55<@>1 75
G lassw are, le ss  53%. 
G lassw are, fu ll case  58%.

10# 15 
8#  10 

#04%  
5 #  10

§6 25 
6 50 
20

65® 75

G lau b er S a lts , bbl. @ 
G lau b er S a lts  less  3%@ 8
«{ue> B row n  -----  21® 30
Glue, B row n G rd. 1 9 #  25
Glue, W h ite  ___  35® 40
Glue, W h ite  G rd . 35® 40 
G lycerine _______  3 1 #  45
H ops --------------- 1 00® 1 20
Iodine -------------  5 70® 5 90
Iodoform  --------- 7 00@7 30
L ead, A c e t a t e _20® 30
Lycopodium  —  3 25@3 50
M ace ----------------  85 @ 90
M ace, P ow d ered  95@1 00
M enthol -----  17 50® 18 00
M o r p h in e ----- 13 50@14 15
N ux V o m i c a ___  ® 30
N ux V om ica, pow. 26© 35 
I  ep p er b lack  pow. 37® 40
P ep p er, w h i t e ___  ® 50
P itch , B u rg u n d y  #  15
Q u ass ia  ________  1 2 #  15
Q uin ine ______  1 22 0 1  72
Rochelle S a l t s _50® 55
S a c c h a r in e _____  © 37
S a lt P e t e r ---------- 2 0 #  30
S eid litz  M ix tu re  40® 45
Soap, g r e e n ___ 22%® 30
Soap m o tt  c as tile  22% ® 25 
Soap, w h ite  c as tile

case  -------  @22 00
Soap, w h ite  c as tile

less, p e r  b a r _ @2 30
Soda A sh  ____  0 4 #  10
Soda B ic a rb o n a te  3%@ 10
Soda, S a l ________ 2 % #  5
S p ir its  C am p h o r @2 00
S u lp h u r, r o l l ___ 10
S u lp h u r, S u b i ._4%@ 10
T a m a rin d s  -------  2 5 #  30
T a r t a r  E m e tic  1 0 3 0 1  10 
T u rp en tin e . V en. 50#6  00 
V an illa  E x . p u re  1 5 0 0 2  00 
W itch  H aze l __ 1 47 0 2  15 
Z inc S u l p h a t e _ 1 0 0  u
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GROCERY PRICE CURRENT
These quotations are carefully corrected weekly, within six hours of mail

ing and are intended to be correct at time of going to press. Prices, however, 
are table to change at any time, and country merchants will have their orders 
tilled at market prices at date of purchase.

ADVANCED
Milk
M olasses 
Rolled O ats 
G alvanized  Pa ils

DECLINED

AMMONIA 
A rc tic  B rand

12 oz. lGc, 2 doz. box 3 00
16 oz. 25c, 1 doz. box 1 75
32 oz. 40c, 1 doz. box 2 85
M oore's H ousehold B rand  

12 oz., 2 doz. to  case  2 70

A X LE G R EA SE

B lack b erries
3 lb. S ta n d a rd s  .........
No. 10 ------------------  @13 00

B eans— B aked 
B row n B eau ty , No. 2 1 35
C am pbell, N o. 2 _____1 50
F rem o n t, No. 2 _______1 35
V an  C am p, % l b . ___  80
V an  C am p, 1 l b . ___ 1 25
V an  C am p, 1% l b . ___1 60
V an  C am p, 2 l b . ___ 1 80

B eans—C anned
R ed K id n e y ___ 1 35@1 45
S t r i n g -----------------1 35@2 70
W ax  ----------------  1 35@2 70
L im a  --------------- 1 20@2 35
R ed  ------------------  95@1 25

Clam
B u rn h a m ’s

Bouillon 
i oz. ___ 2 50

BAKED GOODS 
L oose-W iles B ran d s

K risp y  C ra ck e rs  _______18
L. tV. S oda C ra ck e rs_16
L . W . B u tte r  C ra ck e rs  18
G rah am  C rack e rs  ______18
F ig  Sni B a r  ____________25
L. VV. G inger S n a p s ___ 18
H oney  G irl P l a i n _____ 25
H oney  G irl Iced  _______26
C ocoanut T a f f y _________28
V an illa  W7a f e r __________40

S u b jec t to  q u a n ti ty  d is 
coun t.

BLUING
J e n n in g s ’ C ondensed P ea rl
Sm all, 3 doz. b o x ___ 2 55
L arg e , 2 doz. b o x ___ 2 70

B R E A K FA ST  FOODS 
C rack ed  W h ea t, 24-2 4 60
C ream  of W h e a t___ 9 00
G ra p e -N u ts  ___________3 80
P illsb u ry ’s  B e s t C er’l 2 90 
Q u ak er P u ffed  R ice __ 5 60 
Q u ak er P u ffed  W h ea t 4 30 
Q u ak er B rk fs t  B isc u it 1 90 
Q u ak er C orn  F la k e s  3 35
R alsto n  P u r i n a _____ 4 00
R alsto n  B r a n z o s ____ 2 70
R alsto n  Food, la rg e  __ 3 90 
R alsto n  Food, sm all __ 2 90 
Saxon W h ea t Food  __ 5 10 
S h red  W h e a t B iscu it 4 50 
T risc u it,  18 __________2 25

Corn
S ta n d a rd  --------- 1 45@1 65
C o u n try  G en tlem an  __ 2 00 
M a i n e ---------------1 90@2 25

H om iny
V an  C am p ---------------1 35
Jac k so n  ____________ 1 30

lb.
lb.

L o b ste r
2 45 
4 60

M ackerel
M u sta rd , 1 lb . __
M u sta rd , 2 lb . __
Soused, 1% lb. __
Soused, 2 lb. ___

M ushroom s
B u tto n s , Is , p e r  c an  1 
H o te ls , Is , p e r  can__ 1

K ellogg’s B ran d s  
T o as ted  C orn  F la k e s  4 20 
T o as ted  C orn  F la k e s

In d iv id u a l___________2 00
K ru m b les  _____________4 20
K rum bles , In d iv id u a l 2 00
B i s c u i t ______________ 2 00
D r i n k e t _____________ 2 60
P e a n u t B u t t e r ________ 3 65
No. 1412, doz. _______ 2 25
B ra n  --------------------------- 3 60

BROOMS
S ta n d a rd  P a r lo r  23 lb . 5 75 
F a n c y  P a rlo r , 23 lb. __ 8 00 
E x. F a n c y  P a r lo r  25 lb. 9 50 
E x . F ey , P a r lo r  26 lb. 10 00

B R U SH E S
S cru b

Solid B ack , 8 i n . __ _ l  so
Solid B ack , 11 i n . __ 1 75
P o in ted  E n d s _________1 ¿5

P lum s
C alifo rn ia , N o. 3 ___ 2 40

P e a rs  in S y rup
M ich igan  _____________4 50
C a l i f o r n ia _____________5 go

P eas
M a r r o w f a t -------  1 60@1 90
E a rly  J u n e ------1 45@1 90
E a r ly  J u n e  s ifd  1 75@2 40

P each es
C alifo rn ia , N o. 2% _ 4 75
C alifo rn ia , N o. 1 ___ 2 40
M ichigan, N o. 2 _______4 25
P ie , g a l lo n s __________12 00

P ineapp le
G ra ted , N o. 2 _________4 00
Sliced  N o. 2 E x t r a  I I  4 75

P um pk in
V an  C am p, N o. 3 _____1 60
V an  C am p, N o. 1 0 __ 4 60
L ak e  S hore, N o. 3 _1 35
V esper, No. 1 0 _______3 90

Salm on
W a r re n ’s  1 lb . T a ll __ 4 10 
W a r re n ’s  % lb. F la t  2 60 
W a r re n ’s  1 lb. F la t  _  4 25
R ed A l a s k a ___________3 90
M ed. R ed A l a s k a ____3 60
P in k  A la sk a  __ 2 40@2 65

S ard in e s
D om estic, 14s __ 6 00@6 50 
D om estic, % s __ 7 00@8 00 
D om estic, % b __ 7 00@8 00

No.
No.

No.
No.
No.

S tove
1 10 
1 35

Shoe

B U T T E R  COLOR 
D andelion , 25c size 2 
P e rfec tio n , p e r  doz. __ l

C A N D L ES
P araffine . 6 s ______ ±a
P araffine , 12s _ ~ 1«
W ick ing  ______________4Q

CA N N ED  GOODS 
o 1K A pples 
"T id- Standards __ @2 25N o. 10 -------------------  @7 00

15

C alifo rn ia  S oused  __ 
C a lifo rn ia  M u sta rd  
C alifo rn ia  T o m ato  —

S a u e rk ra u t
H a ck m u th , N o. 3 ___
S ilv er F leece, N o. 3

S hrim ps
D u n b a r, Is  doz. 
D u n b a r, l% s  doz.

S traw b e rr ie s  
Standard N o. 2 
F a n cy , N o. 2 _

C H  E E S E
B rick  ________________•_32
W isconsin F la ts  ~ 33
L onghorn  _______________35
N ew  Y ork ___________ 35
M ich igan  F u ll Cream’ll 30

C H E W I N G  G U M
A dam s B lack  J a c k ___ 70
B eem an ’s P ep s in  _______75
B eech n u t _______________ go
D oub lem in t _____________70
F la g  S p ru ce  ________ I I  70
J u ic y  F r u i t  _____________ 70
S p e a rm in t, W r i g l e y s _70
Y u c a t a n _________________ 70
Zeno ---------------------------   65

2 10 
3 76

4 60
5 50

N o. 
N o. 
No. 10

T o m ato es
2 --------------- 1 35@i 75
1 a --------------- 1 80@2 35

@7 00
C A TSU P
8 o z . _

_  16 oz. __
R o y al R ed , 10 oz. 
N edrow , 10% oz. 
R oyal R ed. T in s

S n id e r’s
S n id e r’s -----1 85

-----3 10
-----1 35
-----1 40
.—  10 00

CH O CO LA TE 
W alte r  B a k e r  & Co.

C a rac a s  ________________43
P rem iu m , %s o r %’s’ __ 56

W alte r  M. L ow ney  Co.
P rem iu m , %s _________50
P rem iu m , %s ___ _I 50

CIGARS
N ationa l G rocer Co. B rands  
E i R a ja h , D ip lo m á t

ic a s  --------------------- 70 00
E l R a jah , co rona  74 00 
E l R a jah , E p icu re , 50 74 00 
E l R a jah , E p icu re , 25 83 00 
E l R a jah , A rk , 50— 65 Ou 
E l R a jah , P re s id e n t,

50 ---------------------  100 00
Odin, M onarch , a0_ 65 00
M ungo P k ., P e rfec to s  75 00 
M ungo P a rk , A frica n  90 00 
M ungo P a rk , Gold

S tan d , 5 0 ________100 00
M ungo P a rk , Gold

S ta n d , 2 5 ________105 00
D iscoun t on M ungo P a rk . 
L o ts  o f 500, $1 p e r  1,000 
L o ts  o f 1,000, $2 p e r  1,000 
L o ts  o f 2,500, $3 p e r  1,000

W orden G rocer Co. B rands 
H a rv e s te r  L ine. 

R ecord  B re ak e rs , 50s 75 00
D elm onico 50s ...........75 00
P a n a te lla , 50s ............. 75 00
E p icu re , 50s ...............  95 00
F a v o r ita  E x tra ,  50s 95 00
P res id e n ts , 50s . . . .  112 50 

R oyal L a n c e r  L ine
F a v o rita , 50s _____  75 00
Im p eria le s , 5 0 s _____ 95 00
M agníficos, 5 0 s ___ 112 50

L a  A zora  L ine
W ash ing ton , 50s ___ 76.00
P a n a te lla  Foil, 60s . .  75 00
A r i s to c r a t s _________ 75 00
P e rfec to  G rande , 50s 95 00
O pera , 60s ________ 57 00
S anchez  & H a y a  C lear 
H a v a n a  C igars. M ade in  

T am p a , F lo rid a
D ip lom atics, 6 0 s ___  95 00
R osa, 2 0 s ---------------- u s  oo
B ishops. 50s .............  115 00
R e in a  F in a , 50s T in s  115 00
Q ueens, 50s ...............  135 00
W o rd en ’s  S pecial __ 150.00 

Ig n a c ia  H a y a
M ade in  T am p a , F lorida- 
E x t r a  F a n c y  C lear H a v a n a
D elicados, 6 0 s _____ 120 00
P rim e ro s , 5 0 s _____  140 00

R o sen th a l B ros.
R. B. C ig a r (w rapped

in  tis su e )  50s ......... 60 00
L ew is S ingle B in d e r 58 00 

M an illa  C iga rs  
iT o m  P h ilip p in e  Is lan d s  
L ioba, 100s ...................  37 60

O th e r  B ra n d s  
C h arle s  th e  E ig h th  (D o

m estic ) . 50s ............. 70 00
B. L „  50s ---------------56 00
H e m m e te r  C ham pions,
o 50si r - x - ------------------ 59.00S c a rle t R u n n er , 20s__ 36.00
E l D ependo, 2 0 s ______37.50
C o u rt R oyal, 5 0 s ____ 60 00
C o u rt R oyal, 25 t in s  60 00
Q ualex , 50s .................  60 00
K n ick erb o ck er,,5 0 s  __ 58 00 
B oston  S tra ig h t,  50s 56 00 
T ra n s  M ich igan , 50s 58 00 
T e m p la r P e rfec to , 50s 95 00 
In q u o is , 50s _________56 00

C L O T H E S  L IN E
H em p, 50 f t. _________3 00
T w is ted  C otton , 50 f t .  3 25 
T w is ted  C o tton , 60 f t .  3 90 
B ra id ed , 50 f t .  _ 4 00
S ash  C o r d ____ ______ 5 25

COCOA
B a k e r’s  ________________53
B u n te , 15c size ______ 55
B u n te , % lb. _________50
B u n te , 1 lb. ___________48
C leveland ______________41
C olonial, % s _________ 35
C olonial, %s _________ 33
E pps ---------------------------- 42
H ersh ey s , % s _________ 42
H ersh ey s , % s _________ 40
H u y le r ____________  36
Low ney, y5s  ---------------- 48
Low ney, % s ___________47
L ow ney, % 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 , % s _______ 18
V an H o u ten , % s ______ 36
V an  H o u ten , I s _____ 65
W a n -E ta  _________  36
W ebb ---------------------------33
W ilbur, % s __________ 33
W ilbu r, 1 4 s ________ H I  33

COCOANUT
%s, 5 lb. case  D un h am  46
V*s , 5 lb. c a s e __________45
14 s & % s, 15 lb. case  45 
6 a n d  12c pkg. in pa ils  4 75
B ulk , pa ils  _____________38
B ulk , b a r r e l s _______I I I  35
48 2 oz. pkgs., p e r case  4 00 
48 4 oz. pkgs., p e r  case  7 50

C O F F E E  ROASTED 
Bulk

R i o ------------------------- 25@28
S an to s  -------------------  37@40
M aracabo  _______________ 43
M exican  ___________H I ” 43
G u ta m a la _______  42

------------------------ I I I  50M ocha _____________ 50
B o g o ta ___________  43
P e a b e r ry  _____________  47

P ack ag e  Coffee 
N ew  Y ork  B asis  

A r b u c k le --------------------38 50
M cL aughlin ’s  XXXX 

M cL augh lin ’s  X X X X  p a ck 
ag e  coffee is  sold to  r e ta i l 
e rs  only. M ail a ll o rd e rs  
d ire c t to  W . F . M cL augh  
lin  & Co., C hicago.

Coffee E x tra c ts
N . Y., p e r  1 0 0 _____  10%
F r a n k ’s  250 p ack ag es  14 50 
H u m m el’s  50 1 l b . ___  10

CO N D E N SED  
E agle , 4 doz. 
L eader, 4 doz. __

M ILK 
—  12 00 
---- 9 90

E V A PO R A TE D  M ILK 
C arn a tio n , T a ll, 4 doz. 6 25 
C arn a tio n , B aby , 8 dz. 5 75
P e t, T a ll -------------------6 25
P e t, B ab y  ______4 25
V an  C am p, T all ______6 25
V an  C am p, B a b y ___4 25
D undee, T a ll, doz. _ 6 25 
D undee, B aby, 8 doz. 5 75 
S ilver Cow, T all, 4 dz. 6 50 
S ilv er Cow B aby , 6 dz. 4 25

M ILK COM POUND
H ebe, T a ll, 6 d o z .___ 4 20
H ebe, B aby , 8 d o z ._4 00
C aro lene, T a ll, 4 doz. 4 35

C O N FEC T IO N ER Y

Stick  Candy P ails
Horehound ____________30
Standard ______________30
,  Cases
Jum bo ________________31
Boston Su gar Stick  „ 3 6

Mixed Candy
a  1. B ails
Cut L o a f ___________I  31
Grocers ____________   24
K indergarten  _________33
Leader _______________30
N ovelty ______________  3 1
Prem io C r e a m s __ I I I  44
R oyal ------------------------30
X  L  O ______________ 27
French C r e a m s _______32

Specialties P ails  
Auto K isses  (baskets) 31 
Bonnie B u tter B ites— 35 
B u tter Cream  Corn _  38 
C aram el Bon Bons __ 35
Caram el C ro q u e tte s_32
Cocoanut W a f f l e s __ 33
Coffy T o f f y ___________35
Fudge, W alnut ______35
Fudge, W alnut Choc. 35 
Champion Gum Drops 28 
R aspberry Gum Drops 28 
Iced Orange Je llie s  „  32
Italian Bon B o n s ___ 30
A A  Licorice Drops

5 lb. box. _________2 15
M anchus _______ __ 31
N ut B u tter P u ffs  ’  33

Chocolates P ails
Assorted Choc. _ 37
C h a m p io n ________“  _~ 35
H oneysuckle C hips" — 50
Klondike Chocolates__45
Nabobs ___________ 45
Nibble Sticks, box ’ — 2 60
N ut W a f e r s __________45
Ocoro Choc. C aram els 43
P eanut C lu s t e r s _____50
Q u in t e t t e ____________37
R e g in a ________  33
V ictoria C aram els ’ l l "  42

Gum D rops
C ham pion ___________ 28
R asp b e rry  ___________ 28
F a v o rite  ____________ 30
S u p e rio r ____________ 29
O range  Je llie s  _____  32

Lozenges
A A P ep . L o z e n g e s_35
A. A. P in k  L ozenges 35
A A Choc. L ozenges 35
M otto L o z e n g e s _____ 36
M otto  H e a r t s _______ 36

H ard  Goods
L em on D r o p s ________32
O. F . H o reh o u n d  D rp s  32
A nise  S q u a re s  ______ 32
P e a n u t S q u a r e s ____ 32
R ock C a n d y _________40

Pop Corn Goods , 
C ra c k e r- Ja c k  P rize  „ 7  00 
C heckers  P r i z e _____ 7 00

Cough D rops
B oxes

P u tn a m  M entho l ___ 1 65
S m ith  B ros. _________1 65

COOKING COM POUNDS 
M azola

P in ts , tin , 2 d o z .___ 7 75
Q u a rts , tin , 1 d o z ._7 25
% G al. tin s , 1 doz. „  13 75
Gal. tin s , % d o z .__ 13 50
5 G al. tin s , % d o z ._20 50

D RIED  FR U IT S  
A pples

E v a p ’ed, Choice, b l k _22

A prico ts
E v ap o ra ted , C h o i c e  33
E v ap o ra ted , F a n c y ___ 45

C itron
10 lb. box 60

C u rra n ts
P ack ag es , 12 o z . ______20
B oxes, B ulk , p e r  lb. 23@27

P eaches
E vap . Choice, U npeeled  22 
E v ap . F a n cy , U npeeled  24 
E v ap . Choice, P ee led  23 
E v ap . F a n cy , P ee led  __ 25

Lem on,
O range,

Peel
A m erican  ___
A m e r i c a n ___

R aisin s
Choice S ’ded 1 lb. pkg. 
F a n c y  S ’ded, 1 lb. pkg. 
T hom pson  Seedless,

1 lb. pkg . __________
T hom pson  Seedless, 

bu lk  ________________

C alifo rn ia  P ru n es  
80-90 25 lb. b o x e s __ @18%
70-80 25 lb. boxes 
60-70 25 lb. boxes 
50-60 25 lb. boxes 
40-50 25 lb. boxes

----@19
__@20
__@21%

—@25

F ISH IN G  T A C K L E  
C otton  L ines

N o. 2, 15 f e e t __________1 45
3, 15 f e e t __________1 70
" 15 f e e t -------------- 1 85

15 f e e t _________ 2 15
15 f e e t _________ 2 45

No. 
No. 4 
No. 5 
No. 6.

L inen L ines 
Sm all, p e r 100 y a rd s  
M edium , p e r  100 y a rd s  
L a rg e , p e r  100 y a rd s

No.
No.
No.

F lo a ts
1%, p e r  g r o s s _
2, p e r  g r o s s __ _
2%, p e r  g r o s s _

H ooks— K irby 
Size 1-12, p e r  1,000
Size 1-0, p e r  1,000
Size 2-0, p e r  1,000 .
Size, 3-0, p e r  1,000
Size 4-0, p e r  1,000 _
o ize  5-0, p e r  1,000 _

COUPON BOOKS
50 Econom ic g r a d e _2 50
100 Econom ic g ra d e  4 50 
500 E conom ic g rad e  20 00 
1,000 Econom ic g ra d e  37 50 

W here  1,000 books a re  
o rd e red  a t  a  tim e , sp ec ia l
ly p r in ted  fro n t cover is  
fu rn ish ed  w ith o u t ch arg e .

CREAM  OF T A R TA R
6 lb. boxes ___________ 75
3 lb. boxes __________ 76

S in k e rs
1, p e r  g r o s s ____  65
2, p e r  g r o s s ____  72
3, p e r  g r o s s ____  85

“ O. 4, p e r  g r o s s _____ 1 10
No. 5. p e r  g r o s s _____1 45
N o. 6, p e r  g r o s s _____ 1 85

7, p e r  g r o s s _____ 2 30
8, p e r  g r o s s ______3 35
9, p e r  g r o s s _____4 65

No.
No.
No.

No
No.
No.

FL A V O R IN G  EX T RA C TS 
Jen n in g s

P u re  Food  V anila  
T erp en e le ss  

P u re  F o o d  L em on
- P e r  Doz.
< D ram  17 C e n t ____ 1 40
1% O unce 25 C en t — 2 00
2 O unce, 37 C e n t ____3 00
2% O unce 40 C e n t ___3 20
2% O unce, 45 C e n t __3 40
4 O unce, 65 C e n t _____6 50
8 O unce $ 1 .0 0 _________ 9 00
J .p r a m ,  17 A sso rted — 1 40 
1% O unce, 25 A sso rted  2 00

FL O U R  AN D  F E E D
L ily  W h i t e ---------------16 00
G rah am  25 lb. p e r  cw t. 6 20 
G olden G ra n u la te d  M eal,

25 lbs., p e r  c w t . __ 5 65
R ow ena  P a n c ak e  6 lb.

C om pound _______  5 90
R ow ena  B u ck w h e a t

C om pound _____  6 50
R o w en a  C orn  F lo u r ,

W atson H iggins M illing 
Co.

P e rfec tio n , % s 15 20N ew

Meal
G ra in  M.G r.

B olted  
G olden G ran u la ted

Co.

W h ea t
No.
No.

R ed  _____
W h i t e _________2 88

2 90

O ats
M ich igan  C arlo ts  
L ess  th a n  C arlo ts

Corn
C arlo ts  _________
Less# th a n  C arlo ts

2 00 
2 10

30-40 25 lb. b o x e s __ @28

FA R IN A C EO U S GOODS 
B eans

M ed. H a n d  P i c k e d ___ 8%
C alifo rn ia  L i m a s ____16%
B row n, H o l l a n d ______ 6%

F a rin a
25 1 lb. p a c k a g e s ___ 2 80
B ulk , p e r  100 l b s . ___

H om iny
P e a rl, 100 lb. s ac k  — 5 25 

M acaroni
D om estic, 10 lb. box— 1 10 
D om estic, b roken  bbls. 8% 
S k in n e r’s  24s, case  1 37%
G olden A ge, 2 d o z ._1 90
F o u ld ’s, 2 doz. _____ 1 90

P ea rl B arley
C h e s t e r ---------------------6 50

P eas
Scotch , lb. 7
Split, lb. __  £

Sago
E a s t  I n d i a _____________ j l

T ap ioca
P e a rl, 100 lb . s a c k s ___ 11
M inute , 8 oz., 3 doz. 4 05 
D ro m ed ary  In s ta n t,  3 

doz., p e r  c a s e ______2 70

H ay
C arlo ts  -------------------  34 00
L ess  th a n  C ar lo ts  __ 36 00

Feed
S tre e t  C a r  F e e d   78 00
N o. 1 C orn  & O a t F d  78 00
C rack ed  C o r n _____  78 00
C oarse  C orn  M eal __ 78 00

F R U IT  JA R S

M ason, % p in ts , g ro  8 00 
M ason, p ts .,  p e r  g ro ss  8 40 
M ason, q ts .,  p e r  g ro  8 75 
M ason, % g a l., g ro  11 00 
M ason, c an  tops, g ro  2 85 
Idea l G lass  Top, p ts . 9 15 
Id ea l G lass  Top, q ts . 9 60 
Id ea l G lass  T op % 

gallon  _____________12 00

G E L A T IN E
Cox’s  1 doz. la rg e  „  1 45
Cox’s  1 doz. s m a l l_ 90
K n o x 's  S p ark lin g , doz. 2 25 
K n o x ’s  A cidu ’d  doz. 2 25
M inu te , 1 d o z . ______ 1 35
M inu te , 3 d o z . ______4 05
N elson ’s _______________1 60
O xford  _______________ 76
P ly m o u th  R ock, P h o s . 1 55 
P ly m o u th  R ock, P la in  1 36 
W a u k e s h a _____________1 60
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H ID ES AND P E L T S  

H ides
G reen, No. 1 __  20
G reen, No. 2 _ 19
Cured, No. 1 ________ “ “  22
Cured, No. 2 _________  21
C alfsk in , g reen , No. 1*40 
C alfsk in , g reen , No. 2 38% 
C alfsk in , cured , No. 1 43 
C alfsk in , cured , No. 2 41%
H orse, No. 1 _______ 10 on
H orse, N o. 2 ______  9 00

P e lts
Old W o o l ------------- 75@2 00
L am bs ----------------  50@2 00
S hearlings  ----------  50@1 50

Tallow
P r i m e __
No. 1 ________ ~
No. 2 __________

@10 
@ 9 
@  8

Wool
U nw ashed, m d. & fine @50 
U nw ashed, re je c ts  ___@35

HONEY
A irline, No. 1 0 ______ 4 00
A irline, No. 15 ______ 6 00
A irline, No. 25 ______ 9 00

HO RSE RADISH 
P e r  doz. ____________  l  00

JE L L Y
P ure, p e r pail, 30 lb. 5 00

JE L L Y  G LASSES 
8 oz., p e r doz. _______ 40

M A PL E IN E
1 oz. bo ttles , p e r doz. 1 75
2 oz. b o ttle s , p e r doz. 3 00 
4 oz. b o ttle s , p e r doz. 5 50 
8 oz. b o ttle s , p e r doz. 10 50
P in ts , p e r d o z ._____ 18 00
Q u a rts , p e r d o z .___  33 00
% G allons, p e r doz. 5 25 
G allons, p e r d o z .___ 10 00

M INCE M EAT 
N one Such, 3 doz.

case f o r _____________5 60
Q uaker, 3 doz. case  

for -------------------------  4 75

M OLASSES 
New O rleans

F a n c y  Open K e t t l e ___ 92
Choice __________________75
Good ____________________62
S tock  ___________________28

H alf b a rre ls  5c e x tra

N U TS—W hole
Alm onds, T e rrag o n a  35 
B razils, la rg e  w ash ed  26
F an cy  M ixed _______
F ilb e rts , B a r c e lo n a _32
P e a n u ts , V irg in ia  ra w  16
P e a n u ts , V irg in ia ,

r o a s t e d ______________18
P e a n u ts , Span ish  ___ 25
W alnu ts , C a l i fo rn ia_39
AValnuts, F r e n c h ___

Shelled
A lm onds ______________65
P e a n u ts , S pan ish ,

10 lb. b o x _______ 2 75
P e a n u ts , S pan ish ,

100 lb. bbl. _______ 25
P e a n u ts , S pan ish ,

200 lb. bbl. _________24%
P e c a n s _______________ 95
W aln u ts  ____________ 85

OLIVES
B ulk , 2 ga l. kegs, each  4 50 
B ulk, 5 gal. kegs each  10 50
Stuffed, 4 o z . _________1 80
Stuffed, 15 o z . _________4 50
P it te d  (n o t s tu ffed )

14 oz. ____________ 3 00
M anzanilla , 8 o z . ___ 1 45
L unch , 10 o z . _________2 00
Lunch, 16 oz. ________3 25
Q ueen, M am m oth, 19

oz. _________________5 50
Q ueen, M am m oth, 28

oz. ________________ 6 75
Olive Chow, 2 doz. cs. 

p e r doz. *.__________ 2 50

PE A N U T  B U T T E R

B el-C ar-M o B rand

8 oz., 2 doz. in  c a s e _
24 1 lb. pa ils  _______
12 2 lb. pa ils  _______
5 lb. pails , 6 in  c ra te
10 lb. p a ils  __________
15 lb. pa ils  _________
25 lb. p a ils  _________
50 lb. tin s  ___________
100 lb. d r u m s __

PE T R O L E U M  PRO D U CTS 
Iro n  B a rre ls

P e rfec tio n  ___________ 18.7
R ed C row n G asoline  26.9 
G as M achine G osaline 41.3 
V. M. & P . N a p h th a  26.9 
C apito l C ylinder, Iro n

B bls. ________________49.8
A tlan tic  R ed E ng ine,

Iron B bls. ___________31.8
W in te r  B lack , Iron

B bls. ------------------------ 19.3
P o la rin e , Iro n  B bls. __ 51.8

PIC K L E S
M edium

B arre l, 1,200 c o u n t 14 50 
H a lf bbls., 600 c o u n t 8 00 
5 gallon  kegs  _____  3 00

Sm all
B a r re ls  ______________18 00
H alf b a rre ls  _________10 00
5 ga llon  k eg s  _____  3 50

G herk ins
B a r r e l s _____________ 25 00
H a lf  b a r r e l s _______  13 00
5 gallon  k e g s ______  4 50

S w eet Sm all
B arre ls  -------------------  28 00
5 ga llons k e g s ________ 5 75
H a lf b a r r e l s _______  15 00

P IP E S
Cob, 3 doz. in b o x _1 25

PLAYING CARDS
No. 90 S te a m b o a t___ 2 25
No. 808, B ic y c l e ______4 00
P ic k e tt  _______________3 00

POTASH
B a b b itt’s, 2 doz. ___ 2 75

PROVISIONS 
B arre led  P o rk  

C lear B ack  48 00@49 00 
S h o rt C u t C lear 40 00@41 00
P ig  ------------------------
C lear F a m i ly _______  48 00

D ry S a lt M eats 
S P  B ellies __ 32 00@34 00

L ard
P u re  in t i e r c e s _24@25
C om pound L a rd  24% @25
80 lb. t u b s ___ ad v an ce  %
69 lb. t u b s ___ ad v an ce  %
50 lb. t u b s ___ ad v an ce  %
20 lb. p a i l s ----- ad v an ce  %
10 lb. p a i l s ___ ad v an ce  %
5 lb. p a i l s ___ ad v an ce  1
3 lb. p a i l s __ad v an ce  1

Sm oked M eats 
H am s, 14-16 lb. 27 @28 
H am s, 16-18 lb. 28 @29 
H am s, 18-20 lb. 27 @28 
H am , d ried  beef

s e t s ---------------41 @42
C alifo rn ia  H am s 22%@23 
P icn ic  Boiled

H a m s _______ 35 @40
Boiled H a m s _42 @44
M inced H a m s _18 @20
B a c o n _________ 32 @48

S au sag es
B ologna ______________18
L iv e r _________________12
F ra n k fo r t  ^____________19
P ork  -------------------  14 @15
V eal ________________   11

Beef
B o n e le s s -------  30 00@35 00
R um p, new  __ 40 00@42 00

RO LLED  OATS
M onarch , b b l s ._____ 10 20
Rolled A vena, bbls. 10 40 
S teel C u t, 100 lb. sk s. 5 00 
M onarch , 90 lb. sack s  5 00 
Q u ak er, 18 R eg u la r __ 2 15 
Q u ak er, 20 F a m i l y _5 50

SALAD DRESSIN G

C olum bia, % p in ts  __ 2 25
C olum bia, 1 p i n t ___ 4 00
D u rk ee ’s la rge , 1 doz. 5 80 
D u rk ee ’s m ed., 2 doz. 6 75 
D u rk ee ’s P icnic, 2 dz. 3 00 
S n id e r’s  large, 1 doz. 2 40 
S n id e r’s sm all, 2 doz. 1 45

SA L ER A TU S

P ack ed  60 lbs. in box
A rm  and  H a m m e r_3 55
W y an d o tte , 100 % s __ 3 00

SAL SODA

G ran u la ted , b b l s . ___ 1 95
G ran u la ted , 100 lbs. cs. 2 10 
G ran u la ted , 36 2% lb. 

p ack ag es  _________  2 25

SA L T

Solar Rock
56 lb. sack s  _________  70

Com m on

G ran u la ted , F i n e ___ 2 75
M edium , F in e  ______  2 80

P e r  case , 24 2 l b s . _2 25
F iv e  case  lo ts _____  2 15

SA L T FISH  
Cod

M iddles ______________ 28
T ab le ts , 1 lb. _______ 3 20
T ab le ts , % l b . _______ 1 75
W ood boxes ________  19

H olland H erring

S tan d a rd s , b b l s . ___ 19 50
Y. M.. b b l s . ________  22 50
S tan d a rd s , k e g s ____  1 20
Y. M., k e g s ________  1 50

H erring

K  K  K  K , N orw ay  __ 20 00
8 lb. pa ils  _________  1 40
C u t L unch  _________  1 25
Scaled , p e r  box ____  21
B oned, 10 lb. b o x e s  24

SN U F F
Sw edish R apee 10c 8 fo r 64 
Sw edish R apee, 1 lb. g ls  85 
N orkoping , 10c 8 for __ 64 
N orkoping, 1 lb. g la ss  __ 85 
C openhagen, 10c, 8 fo r 64 
C openhagen , 1 lb. g la ss  85

S O A P
J am e s  S. K irk  & C om pany 
A m erican  F am ily , 100 7 85 
J a p  Rose. 50 cak es  __ 4 85 
K irk ’s  W h ite  F l a k e _7 00

L a u tz  B ros. & Co.
Acm e, 100 c a k e s ___ 6 75
B ig M aste r, 100 blocks 8 00
C lim ax, 1 0 0 s __________6 00
C lim ax, 1 2 0 s __________5 25
Q ueen W h ite , 80 cak es  6 00 
O ak L eaf, 100 cak es  6 75 
Q ueen A nne, 100 cak es  6 75 
L a u tz  N a p h th a , 100s 8 00

P ro c to r  & G am ble 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

S w ift & C om pany 
C lassic, 100 b a rs  10 oz. 7 25 
S w ift’s  P rid e , 100 9 oz. 6 00
Q uick N a p h th a  ____  7 85
W h ite  L au n d ry , 100
. S% oz. ------------------ 6 75
W ool, 24 b a rs , 6 oz. 1 85 
Wool, 100 b a rs , 6 oz. 7 65 
W ool, 100 b a rs , 10 oz. 12 75

T rad esm an  C om pany 
B lack  H aw k , one box 4 50 
B lack  H aw k , five bx s  4 25 
B lack  H aw k , ten  bxs 4 00 

Box co n ta in s  72 cakes. I t  
is  a  m o s t rem a rk a b le  d ir t  
a n d  g re a se  rem over, w ith 
o u t in ju ry  to  th e  sk in .

S c o u r in g  P o w d e rs
Sapolio, g ro ss  l o t s __11 00
Sapolio, h a lf  gro . lo ts  5 50 
Sapolio, s ing le  boxes 2 75
Sapolio, h a n d  _________3 00
Q ueen A nne, 60 can s  3 60 
Snow  M aid, 60 c a n s _3 60

W a s h in g  P o w d e rs
Snow  Boy, 100 5 c ___ 4 00
Snow  Boy, 60 14 oz. 4 20 
Snow  Boy, 24 pkgs. 6 00 
Snow  Boy, 20 pkgs. 7 00

S o ap  P o w d e rs  
Jo h n so n 's  F ine , 48 2 5 75
Jo h n so n 's  X X X  100 __ 5 75
L au tz  N a p h th a , 6 0 s _3 60
N ine O’c lo ck  _______  4 25
O ak L eaf, 100 pkgs. 6 50 
Old D u tch  C leanse r 4 30 
Q ueen A nne, 60 pkgs. 3 60
R ub-N o-M ore  ______  5 50
S u n b rite , 72 c a n s ___ 3 40

ITCHEN
LENZER

11 No. 1. 100 lbs.
14 No. 1, 40 lbs.

No. 11, 10 lbs.
No. 1l, 3 lbs.

SO can  cases, $4 p e r case 

SODA
Bi C arb , K egs _____  4

P ig ’s F ee t
% b b l s --------------------- 1 75
% bb ls., 35 l b s . ___  3 40
% bbls. --------------------- 11 50
1 bbl. ------------------------ 19 00

T ripe
K its , 15 l b s . __________ 90
% bb ls ., 40 l b s . _______ 1 60
% bbls., 80 l b s . _______ 3 00

C asings
H ogs, p e r lb. _____  @65
B eef, ro u n d  s e t ___ 19@20
B eef, m iddles, set__ 50@60 
Sheep, a  sk e in  1 75@2 00

U ncolored O leom argarine
Solid D a iry  _____  28@29
C o u n try  R o l l s _____ 30@31

RICE
F a n c y  H ead  _________
B lue R ose _________  15 50

M ess, 100 l b s . _____ 25 00
M ess, 50 lbs. ______ 13 25
M ess, 10 lbs. ______ 2 95
M ess. 8 lbs. _______ 2 30
No. 1, 100 l b s . _____ 24 00
No. 1, 50 l b s . ______ 12 75
No. 1. 10 l b s . ______ 2 80

L ake H erring  
% bbl., 100 l b s . _____ 7 50

SE E D S
A nise _______________ 45
C anary , S m y rn a  ___  12
C ardom on, M alab a r 1 20
C elery  _______________65
H em p, R u ssian  ____  11
M ixed B ird  ___________13%
M u sta rd , w h i t e _____ 40
P o p p y ------------------------65
R ape _________________16

SH O E BLACKING 
H an d y  Box, la rg e  3 dz. 3 50
H an d y  Box, s m a l l __ 1 25
B ix b y ’s  R oyal Po lish  1 25 
M iller's  C row n Po lish  90

SP IC E S 
W hole Spices

Allspice, J a m a i c a ___ @18
Cloves, Z an z ib a r _____@60
C assia , C an ton  _______@30
C assia , 5c pkg., doz. @40
G inger, A frican  ______@15
G inger, Cochin _______@20
M ace, P en an g  _______@75
M ixed, No. 1 _________@17
M ixed, No. 2 _________@16
M ixed, 5c pkgs., doz. @45
N u tm eg s, 70-8 _______@50
N u tm egs, 1 0 5 -1 1 0 ____@45
P epper, B la c k _________@30
P epper, W hite _______@40
P epper, C a y e n n e ____ @22
P a p rik a , H u n g a ria n

P ure  G round in Bulk
A llspice, J a m a i a c a __ @18
Cloves, Z an z ib a r _____@65
C assia , C an ton  ______@40
G inger, A f r i c a n _______@28
M u sta rd  ______________@38
M ace, P e n a n g _________@85
N utm egs ---------------------@36
P ep p er, B lack  _______@34
P epper, W h i t e ________@52
P ap p e r, C a y e n n e ___ @29
P a p rik a , H u n g a ria n_@60

Seasoning
Chili Pow der, 1 5 c ___ 1 35
C elery  Sa lt, 3 o z . ___  95
Sage, 2 oz. ________  90
Onion S a lt _________ 1 35
G arlic  _______________ 1 35
P onelty , 3% o z . _____ 2 25
K itchen  B o u q u e t___ 2 60
L a u re l L eaves  _____  20
M arjo ram , 1 o z . _____  90
S avory , 1 oz. _______  90
T hym e, 1 oz. _______  90
T um eric , 2% oz. ___  90

STARCH
Corn

K ingsford , 40 l b s . ___ 11%
M uzzy, 48 1 lb. pkgs. 9%
P ow dered , b a r r e l s ___  7%
A rgo, 48 1 lb. pkgs. __ 4 15

K ingsford
S ilver Gloss, 40 1 lb. 11% 

Gloss
A rgo, 48 1 lb. p k g s ._4 15
A rgo, 12 3 lb. pkgs. __ 3 04
A rgo, 8 5 lb. p k g s .__ 3 40
S ilver G loss, 16 3 lbs. 11% 
S ilver Gloss, 12 6 lbs. 11%

M uzzy
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%

SY RU PS
Corn

B arre ls  ________________75
H a lf B a rre ls  _________ 81
B lue K aro , No. 1%,

2 doz. ------------------- 3 40
Blue K aro . No. 2 2 dz. 4 05
Blue K aro , No. 2%, 2

doz. ------------------------4 95
Blue K aro , No. 5 1 dz. 4 90
Blue K aro , No. 10,

% doz. ------------------4 65
Red K aro , No. 1%, 2

doz. ------------------------3 65
R ed K aro , No. 2, 2 dz. 4 60
R ed K aro , No. 2%, 2

doz. ■_______________ 5 25
R ed K aro , No. 5, 2 dz. 5 10
R ed  K aro , No. 10, %

doz. ------------------------4 85

P ure  Cane
F a ir  _____________
Good _____________
Choice ___________

T A B L E  SAUCES
L ea  & P e rr in , l a r g e _5 75
L ea  & P e rr in , s m a l l_3 25
P ep p er ------------------------ 1 25
R oyal M in t ___________1 50
T o b a s c o _______________3 00
E n g lan d 's  I ’ride  ______1 25
A -l,  la rge  ____________5 00
A - l,  sm all ____________2 90
C apers  ________________1 80

TEA
Jap a n

M edium  _____________40@42
Choice ______________49@52
F an cy  _ 60@61
B acked- Fined M ed’m
B ask e t- Fireid Choice
B ask e t- Fireid F an cy
No. 1 N ibb s  _ _ @55
S iftings , builk _ @21
S iftin g s , 1 lb. p k g s .. -  @23

G unpow der
M oyune, M e d iu m  35@40
M oyune, C h o ic e ___ 40@45

Young Hyson
Choice ______________35@40
F a n c y _______________50@60

Oolong
F o rm o sa , M e d iu m _40@45
F orm osa , C h o i c e _45@50
F o rm o sa , F a n c y _55@75

E nglish B reak fas t
C ongou, M e d iu m _40@45
C ongou, C h o ic e __ 45@50
Congou, F a n c y ___50@60
Congou, E x. F a n c y  60@80

Ceylon
Pekoe, M e d iu m ___ 40@45
D r. Pekoe, C hoice_45@48
F low ery  O. P . F an cy  55@60

T W IN E
Cotton,1 3 ply c o n e ___ 75
C otton,, 3 ply b a l l s ___ 75
H em p, 6 ply 25

VIN EG A R
Cider, B en ton H a rb o r_ 40
W hite W ine, 40 g ra in 20
W hite W ine, 80 g ra in 27
W h ite W ine, 100 g ra in 29

O akland  V in eg ar & P ick le  
Co.’s B ran d s.

O akland  A pple C i d e r_45
Blue R ibbon Corn ___ 28
O akland  W h ite  P ick lin g  20 

P ack ag e s  no ch arge.

W ICK IN G
No. 0, p e r g ro ss  ___ 70
No. 1, per g ro ss  ----- 80
No. 2, p e r 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
B ask e ts

B ushels , w ide band ,
w ire  han d les  _______2 20

B ushels , w ide band ,
wood h a n d l e s _____ 2 35

M arket, drop  hand le  95 
M arket, s ing le  han d le  1 00
M arket, e x t r a _________1 40
Splin t, la rge  __________8 50
Splin t, m edium  _______7 75
S plin t, s m a l l __________7 00

B u tte r  P la te s  
E sc an ab a  M an u fac tu rin g  

Co.
S ta n d a rd  W ire  E n d

P e r  1,000
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 e x tra  sm  c a r t  1 21 
No. 8-50 sm all c a r to n  1 27 
No. 8 50 m ed’m  c a r to n  1 32
No. 8- 50 la rg e  c a r to n 1 60
No. 8-1»0 e x tra  lg c a r t 1 93
No. 4-i30 ju m b o  c a r to n 1 32

C hurns
B arre l, g a l., e a c h _ 2 40
B arre l, 10 gal. e a c h _ 2 55
Stone, 3 ga l. ------------ 39
Stone, 6 gal. ________ 78

C lothes P in s
E s c an a b a  M an u fac tu rin g  

Co.
No. 60-24, W r a p p e d _4 75
No. 30-24, W r a p p e d _2 42
No. 25-60, W r a p p e d _ 75

Egg C ases
No. 1, S t a r ___________4 00
No. 2, S ta r  ___________8 00
12 oz. size ____________4 50
9 oz. size _____________4 25
6 oz. size _____________3 90

F a u ce ts
C ork lined, 3 in. ______70
Cork lined, 9 in. ______90
Cork lined. 10 in. _____90

Mop S tick s
T ro ja n  sp rin g  ______  3 25
Eclipse p a te n t  s p rin g  3 25
No. 1 com m on _____  3 25
No. 2, p a t. b ru sh  hold 3 25
Ideal. No. 7 ________  3 25
20oz co tto n  m op h ead s  4 80 
12oz co tton  m op h e ad s  2 85

P ails
1 <* q t. G a lv a n iz e d ___ 5 00
12 q t. G alvan ized  ___  5 50
1 1 qt. Galvanized  ___  7 00
F ib re  _ __     9 75

T oothp icks
E s c an a b a  M an u fac tu rin g  

Co.
No. 48, Em co .  1 60
No. 100. E m co  _____ 3 50
No. 50 -2500 Em co - 3 50

T rap s
M ouse, wood, 4 holes 60
M ouse, wood. 6 holes 70
Mouse. tin . 5 holes _. 65
R at, w ood _ _______ _ 1 00
R at, si >ring ________ .  1 00
M ouse, sp rin g  _____ 30

T u b s
No. 1 F ib re 42 00
No. 2 F ib re  _______ 38 00
No. 3 F ib re  _______ 33 00
L arg e G a lv a n i z e d _ 16 00
M edium  G alvan ized 13 50
Sm all G a lv a n iz e d __ 12 00

W ash b o ard s
B an n er Globe _____ 8 00
B rass , S ingle ______ 9 50
G lass, Single _______ . 8 50
Single P e e r l e s s _____ 9 00
Double P e e r l e s s __ 11 00
N o rth e rn  Q ueen ___ 9 00
U niversal 10 00
O ur Bi?st _ 10 00

W indow  C leaners
12 in. ________________ 1 65
14 in. ------------------------- 1 85
16 in. ______________   2 30

W ood Bowls
13 in. B u tte r  ________ 3 00
15 in. B u t t e r _________ 7 00
17 in. B u t t e r _______ 11 00
19 in. B u t t e r ______ 12 00

W R A P P IN G  P A P E R  
F ib re , M anila, w h ite  9
No. 1 F ib re  __________10
B u tc h ers  M an ila  _____10
K ra ft --------------------------15
W ax B u tte r ,  s h o r t  c ’n t  25 
P a rc h m ’t  B u tte r ,  ro lls  25

Y EA ST CA KE
M agic, 3 doz. ________1 45
S u n ligh t, 3 doz. _____1 45
S u n ligh t, 1% d o z ,___  73
Y eas t F oam , 3 d o z ._1 45
Y eas t F oam , 1% doz. 73

Y EA ST—C O M PR E SSE D  
F le isch m an , p e r d o z ._24
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How Early Can We Teach Fair Play? 
W ritten for the Tradesm an.

Sometimes I hear people speak of 
children as “little savages.” Those  
who say it seem to mean that  some 
kind of force m ust be used to cure 
little children of inherent  tendencies 
to be bestial. Well,  I m ight  as well 
say right out  at the beginning tha t  I 
have neither belief in nor  patience 
with the theory tha t  children are “con- 
ceived in sin and born in iniquity.” 
1 have only scorn for the idea and 
pity for those who enterta in it.

It  doesn’t take long to teach chil
dren to be bestial, and a lmost every 
child gets some of it and keeps it 
until he dies and en ters  into the freer, 
stra ighter  life where it cannot sur
vive.

The instinct of self-preservation, 
left to itself and emphasized by bad 
or ignorant teaching and example, 
may become very  early the dominant 
characteristic  of a child. Once it gets 
out of hand it is very hard, indeed, to 
get it under control again. And it 
cannot be perm anently  controlled 
from outside; if it is to be controlled 
at all, and made the servant ra the r  
than the m aster  of character,  it m ust  
be controlled from within, by the 
child, the woman, the man himself. 
Ky harsh punishments,  s tr ingent 
rules, fear it can be driven into  hid
ing or concealed by pruden t  hypoc
risy: but once the outward  restrain ts  
are lifted, evaded or removed it will 
come to the surface and function in 
selfishness, essential bad manners,  
cruelty  or whatever o ther  form the 
character makes it take.

I do not know how early one can 
begin to train a child so that  this 
instinct of self-preservation, em bed
ded in the very atom s of m at te r  in the 
body through which personality  ex
presses itself, shall be harnessed, as 
water-power is harnessed for the p u r 
poses of industry; but I do know that  
there is danger of beginning too late, 
that  a day lost can never be fully re
covered.

Fair play is an ideal that appeals to 
every normal child. I t  is really a s ton 
ishing, how readily the very little 
baby will yield to the suggestion: 

Now, let m other  have some; now 
brother will take a litt le.” He  will 
soon of his own accord offer to sister 
and take delight in seeing her have a 
share. It has for him all the pleas
ure of a game; but I th ink tha t  there 
is something in child-nature that  
i esponds to the idea of sharing, that 
gets satisfaction out of the fact that  
some one else is enjoying a pleasure. "  

f r o m  this it is a short  step to direct 
self-denial, in which the child actually 
goes without som ething occasionally 
for the sake of giving it to some one 
else. I t  all depends upon how the 
idea is presented. A little pa r ty  once 
in a while offers excellent occasion 
for training; the par t  of host  calls for 
attentive thought  for the pleasure of 
others.

Very  early, too, one m ay begin 
leading the child to make ’ definite 
preparation for acts of thoughtfulness 
to o thers ;  to rem em ber  and plan for 
birthdays of grandparents ,  cousins, 
father, mother, sister, playmates; to 
get pleasure out of the surprise and 
delight with which the recipients will 
receive simple gifts representing  the

M I C H I G A N

child’s though t  and labor. A little 
girl relative of mine writes le t ters  to 
me. She is only about  three  years 
old, and the dear scrawls are quite 
unintelligible as writing; but  in them  
she tells me of her love and thinks 
she is describing her m ost  interesting 
adventures.  I get the purport  of her 
lettei s and always tell her so in my 
prom pt replies. I t  is all very good 
for her, because she gets the fun out 
of doing som ething for the mutual 
pleasure of herself and some one else.

Not long ago I was the guest  at 
dinner of a familjr in which there  is 
a very dear little boy about six years 
old. I noticed that  he was not  eating 
his ice cream, but  sat back, watching 
the rest  of us eat ours.  I asked him 
if. he did not like ice cream, where
upon his m other  said, with a kind of 
amused pride, as if in the display of 
some trai t  of genius in her offspring: 

“Oh, Eddie always does that.  He 
waits  until  every one else is through 
and then eats his own. I t  gives him 
pleasure always to pretend tha t  he 
is the only one who is having ice • 
cream. I t  is so with everyth ing; he 
enjoys any th ing  more if he can think, 
or pretend, that  he is the only one 
who has it.”

It took m y breath  away. W h at  
could one say to a m other  who could 
take such a th ing  with equanimity, as 
a m atter  of course? W h o  can wonder 
if when that  child is g rown he dis
plays qualities of ex traord inary  self
ishness?

It is in these early years tha t  the 
perennial seeds are planted and the 
habits of life are fixed for good and 
all. The selfish child is selfish be
cause he has been taught  to be selfish 

taugh t  by ignorance, neglect,  ex
ample, tolerance of first indications. 
Not often, I hope, is there a case in 
which egregious selfishness is regard 
ed in the family as a th ing  to be boast
ed about!

It is in these early years that  the 
child gets,  or  does not get, the sense 
of give-and-take, the habit  of giving 
full recognition to the rights of o thers 
while self-respectingly claiming one’s 
own—the instinct of fair play. There  
are cases in which a boy or girl ac
quires this th ing—or an imitation ot 
it—has it driven into character  by 
force of public opinion at school; bur 
it is seldom a thorough job. I t  is 
likely to be nailed or welded on the 
outside, and usually the seam shows. 
The boys and girls  who at school be
come the idols of their fellows, em 
bodiments of the spirit  of fair play__
which is after  all the spirit  of dem oc
racy—are those who go t  it so early 
at home that  they cannot understand 
the exis tence of any  o ther  spirit.
(Copyrighted 1920.) Prudence Bradish.

COLEMAN (Brand)
Terpeneless

LEMON
and Pure High Grade

VANILLA EXTRACTS
Made only by

F O O T E  &  JE N K S
Jackson, Mich.

T H E  R E A S O N  
F O R

Sun-Maid Advertising

National 
Demand 
Makes 
Sun-Maid 
A Quick S e lle r -  
Order from your 
Jobber 
at once.

r Æ

California grower-shippers of Sun- 
Maid Raisins were practically sold 
out early this season.

They continue to advertise Sun-Maid 
Raisins in national magazines in ac
cordance with their policy of “ con
tinuous advertising” —and to move 
stocks promptly and build up good 
will for Quality Raisins.

THREE VARIETIES:

Sun-Maid Seeded 
(seeds removed)

Sun-Maid Seedless
(grown without seeds)

Sun-Maid Clusters 
(on the stem)

C A L IF O R N IA  A S S O C IA T E D  R A IS IN  C O . 
Membership 9,000 Growers 

Fresno, California

RED CROWN Gaso- 
w 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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B o sto n  S tra igh t and  
T r a n s  M ich igan  C igars

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

1 3 9 -1 4 1  M onro- si 
Both Phonos

GKAMD R A P ID S . MJCH.

OFFICE OUTFITTERS
LOOSE LEAF SPECIALISTS

Th e. Co
^37-239 Pearl St. (near the bridge) Grand Rapids

PAPER
A ll Kinds

For
Wrapping

For
Printing

t r y  us

T h e  D u d le y  Paper C o. 
Lansing, Mich.

Y O U  N E E D N ’T  W O R R Y
m

a b o u t  unse t t led  m a rk e t  condit ions  if you ca r ry  only 
well known b rands  t h a t  sell a t  s t a n d a rd  prices and 
keep moving.

V an D u zer’s C ertified  
F lavorin g  E xtracts

cost  no more  th a n  th ey  did. N e i the r  will th e i r  price 
go down. And they  have  been favorab ly  known for

y e t rs.u  14 is safe  t0  s tock  ^ e m  and profi table to  push them .

Van Duzer Extract Company N ew  York, N . Y. 
Springfield, Mass

Flat Opening 
Loose Leaf Devices

We carry in stock and manu
facture all styles and sizes in 
Loose Leaf Devices. We sell ^  
direct to you.

tooseIeaf(5,

G RAND RAPIDS, MICHIGAN

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.

J U D S O N  G R O C E R  C O .
W h o le sa le  D istr ib u tors

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

BUSINESS WANTS DEPARTMENT

display ad v er t i s em en ts  in th is  depa r tm en t!  f s p e r  inch P a v m e n t  w i h  
is required ,  as  a m o u n ts  a re  too smal l to open accounts .’ a y m e n t  w ,th  order

GOOD BUSINESS OPENING FOR SALE
Men’s ta i lor ing ,  cloth ing,  fu rn ish ing  

goods and shoe bus iness  in Three  
Rivers , Michigan. Invoices abou t  
$5,000 to $6,000. Located in rapidly 
growing c i ty  of 7,000 population.  
Three  million dollar paper  mill now 
in course  of cons t ruc t ion ,  one of 
la rgest  in U. S. A m ain  branch  of 
Fa i rb an k s ,  Morse & Co., employing 
1,500. A S w is s -V as s a r  kn i t t ing  mill 
and o th e r  prosperous  indus tr ie s  p a y 
ing good wages .  No e m pty  houses  or 
s to res  in city . Ideally located n ear  
lakes and  rivers .  Conducted  business  
in city  for tw e n ty - fo u r  years .  Rent  
reasonable  and  lease  if w an ted .  E x 
cept ional oppor tun i ty  fo r r ig h t  man.  
Good reason for  selling. Address  No. 
2,000, care  Michigan T rad esm an .______

W an ted —To h e a r  from  ow ner o f good 
g en era l m e rch an d ise  s to re  fo r sa le . S ta te  
p rice , desc rip tio n . D. F . B ush , M inne- 
apo lis, M inn.________ 827

W an ted —W e a re  in position  to  hand le  
b a n k ru p t o r c loseou t s to ck s  of h a rd w are , 
m ill supp lies, e le c tr ica l a n d  house  fu r  ’ 
n ish in g  goods, au tom obile  accesso rie s , 
e tc . J . C has. R oss, M anager, K alam azoo, 
M ich. 832

FO R  SA L E —76 room  th re e  s to ry  b rick  
ho tel. H o t an d  cold ru n n in g  w a te r , 
s team  h ea t. In  a  tow n of 12,000. T H R E E  
RA ILRO A D S. I t  w ill p ay  20% on in v e s t
m en t. W rite  o r w ire care  box 65, D u ra n t, 
O klahom a. T . G rah am . 856

F o r  Sale—G rocery  s to ck  a n d  fix tu res. 
E s ta b lish ed  ten  y ea rs . Good location  on 

n s tre e t ,  an d  do ing  good business.
ill m ake good proposition  for cash . 

A ddress J . S. B riggs, S ta tio n  A., L ansing , 
M ich._________  857

F o r Sale—Illinois. R ock Is lan d  C ounty , 
$9,000 s to ck  h a rd w are , g roce rie s , d ry  
goods, shoes. Postoffice in  s to re . Ten 
m iles from  s ta tio n . V illage 75 people. 
B es t fa rm in g  d is tr ic t  in s ta te .  Good o p 
p o rtu n ity  fo r c o u n try  m e rc h a n t. E n q u ire  
F ra n k  S. C hilds, Buffalo P ra ir ie .  111. 840

B A N ISH  T H E  R A TS—O rder a  can  of 
ila i and  M ouse E m b alm er an d  g e t r id  of 
the  p e sts  in one n ig h t P rice  $3. T rad es- 
m an C om pany, G rand  Kapids M ichigan.

F o r Sale—Shoe an d  ru b b e r  s tock , ab o u t 
tw o th o u san d  do llars . Good v a lu e , old 
invoice p rice . D isplayed fo r inspection . 
L. J .  G ronseth , S u tto n s  B ay , M ich. 847

F o r Sale—S to re  an d  s to ck —S to re  b u ild 
ing, solid  b rick , 2 s to rie s  24 x 60, full 
b asem en t, c em en t floor, s to n e  w alls, 
p rice  on s to re  bu ild ing  $14,000. W a re 
house an d  o th e r  bu ild ings, $5,000. S tock  
a b o u t $9,000. A. B rix iu s , ow ner, S t. 
M ichael. M inn._________  848

F o r Sale—C om plete a n d  u p -to -d a te  
m e a t m a rk e t a n d  g roce ry  loca ted  in one 
of the. b est c itie s  in M ich igan . E q u ip 
m e n t includes ice m ach ine  an d  bone c u t 
tin g  m ach ine. D id $127,000 b u sin ess  la s t  
y ear, (’an  be in c reased . W ill sell s tock  
an d  s to re  bu ild ing  fo r $16,000; s tock  
for $12,000; fix tu res  fo r $10,000. W ill re n t 
s to re  bu ild ing  if p u rc h a se r  p re fe rs  to 
lease  p rem ises. P u rc h a s e r  m u s t be p re 
pared  to  m ake  su b s ta n tia l  p ay m en t dow n. 
A ddress  No. 854, c-o  M ichigan T ra d e s 
m a n ________ __ ______________________ 854

F o r Sale—$15,000 in te re s t  in  a  go ing  
co rpo ra tion  to  one th a t  is  w illing  to  tak e  
a  w o rk in g  in te re s t  a s  g en e ra l sec re ta ry . 
If  in te re s ted , w rite  a t  once. A ddress No. 
844. care  M ichigan T rad esm an . 844

M ER CH A N TS—FO R  R ED U C TIO N  or 
CLOSING OUT sa les  w rite  A r th u r  E . 
G reene. Jack so n , M ich. 808

i.ii rtiS  R U N T —Good c lean ,profitab le, bu sin ess  and  m odern  build ing , 
e stab lish ed  oyer tw en ty  y e a rs  in n o r th 
w este rn  M ichigan tow n. U nusually  c lean  
stock , d ry  goods, m en 's  an d  lad ies ' f u r 
n ish ings. shoes, e tc . Invoice a b o u t 10,000. 
i an  reduce  to an y  am o u n t. Splendid  
o p p o rtu n ity  to  g e t in to  a  m oney -m ak in g  
business. A ddress No. 861, c -o  M ichigan 
Tradesm an . gA

FO R  SA L E —B u tte r  and  cheese fac to ry  
equipped to  handle  12,000 pounds o f m ilk  
daily . M ilk can  be bought, o r m ade up 
for p a tro n s , w hich  1 have done fo r over 
, .v,'-'irs. I'rice  $3,500. Inqu ire  o f A. II.
Loope. ( in c in n a tu s . N. Y. ¿62

W R IT E  for 1920 q u o ta tio n s  on Doll 
B eds an d  Doll C rad les. D esigned  an d  
m ult by A m erican  w om en. T he C. L. C. 
T oy C o rp o ra tio n . A u g u sta , K an sa s . 863

FO R  S A L E —B usiness  ch ances, such  as  
g ro ce ry  s tocks, re s ta u ra n ts ,  room ing 
houses, laund ry , d ru g  s to re , d ry  c lean ing  
business. E tc.. E tc ., in the  fa s te s t  g ro w 
ing  c ity  in W este rn  M ichigan. W . V an  
Ij  cirri, L icunsi’d Du sin ess  Oheince B roker, 
Muskegon. M ichigan. 864

To whom it m ay  concern—M arble a  
p rosp e ro u s  m in ing  tow n, needs a  ho tel, 
g en e ra l s to re , an d  pool room . F o r fu r th e r  
in fo rm ation  inqu ire  of J . \v .  Cowgill 
M arble. M inn._____  ¿65 ’

I f  you a re  th in k in g  o f go ing  In b u s i
n ess , selling  o u t o r m ak in g  a n  exchange , 
place a n  a d v e r tis em e n t in o u r  bu s in ess  
ch an ces  co lum ns, a s  i t  will b rin g  you In 
touen  w ith  th e  m an  fo r w hom  you a re  
looking—T H E  B U SIN E S S M AN.

F o r Salt— A good-pay ing , w e ll-e s tab - 
lislied m eat m a rk e t, in a  tow n o f a b o u t 
Lino in h a b ita n ts . Also p ro p e rty  co n sis t- 

t *lre e  150 fee t f ro n t an d  a b o u t 
loo fee t deep, w ith  good tw o -s to ry  house  
of n ine room s and  a  s to re  room , e lec tr ic  
lig h ts , h o t w a te r , fu rn ace , c em en t cellar- 
a lso  la rg e  b a rn , a n d  an  e x tra  bu ild ing  for 
sau sag e  room . Good reason  for selling .
I rice  reasonab le . F o r  p a rtic u la rs , call 
o r w rite to Box 33. O ldenburg , Ind. 866 

1 To [¡table h a rd w a re  and  house fu rn ish 
ings business in good tow n, g row ing  t e r 
r i to ry -e s ta b l is h e d  1899—sales  la s t  y e a r  
oyer $20,000 an d  in c rea s in g  y early —sto ck  
abou t $8,000, s to re  bu ild ing  an d  lo t $10 - 
000, o r will re n t—good w ill, $2,000. I ’oor 
h ea lth  forces m y re tirem e n t. A big b a r 
gain  for a  live m an . W. C. W agner, 
M anassas. V irg in ia.________ 867

l o r  Sale—My sh ee t m e ta l bu sin ess  an d  
s to re  bu ild ing  w ith  liv ing  room s on s e c 
ond floor. F u rn ace  in basem en t, h o t an d  
cold w a te r . A good business in rooting, 
cave tro u g h in g  and  fu rn ace  w ork. B u ild 
ing *1.500, S tock  a t  invoice. Lee S m ith , 
Union C ity, M ichigan._______ 868

I* o r Sale—G eneral s tock  of m erch an d ise  
am i m e a ts  in sm all W es te rn  M ichigan 
tow n. D oing $30,000 bu sin ess  yearly . 
Sm all in v estm en t req u ired  to  hand le  th is  
proposition . A ddress No. 869 c-o  M ich- 
igan T rad esm an . 869
. F o r .Sale—One N a tio n a l C ash  R eg iste r, 

No. 1,371,259. R eg is te rs  up to $99.00. I t  
h as  no  sale  co u n te r, cash  received  on 
acco u n t, ch arg e  a n d  paid  o u t. T he m a 
ch ine  is in good shape  a n d  h as  sa le s  slip  
an d  ribbon . F o r te rm s  w rite  No. 870 
c-o  M ichigan T rad esm an . 870

F o r Sale—M ea t m a rk e t in A lm a. M ich
igan , doing  e x tra  la rge  cash  business.
\ \  ill sell reasonab le , conside ring  w h a t we 
have. P a r ty  will n o t need all the  m oney 
down, a s  it  will pay  fo r itse lf if hand led  
only fa irly  well. R eason  fo r selling , o th e r  
b u siness , N o ag en ts . B e r t  E c k e rt, A lm a 
M ich. 871

Bel-Car-Mo
Peanut Butter

Is now recognized as the most nourishing and 
economical food for human consumption as 
well as one of the most delicious and conve
nient of staples. An ideal ready-to-serve re
freshment for a ll occasions.

Order from Your Jobber
Let your customers know that you 
carry this elegant food.
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General Conditions in Wheat and 
Flour.

r i t te n  fo r th e  T rad esm an .
1 he advance on wheat has no t  been 

so rapid during the past  ten days as 
previously; in fact, it has reached 
quite a high point and it would not  be 
at all surprising to see some reac
tion; a lthough, there  is no question 
but tha t  both wheat and flour are  in 
an exceptionally s t rong  position from 
the m arket  standpoint.  Many of our 
best  financiers predict wheat will sell 
a t  $4.00 per bushel between now and 
May, 1921.

O f  course, it will be ra the r  surpr is
ing if we do not have a slump in the 
price of wheat and flour a long in 
July when the new crop of grain be
gins to move. T he  only way of ju d g 
ing the future is by the  past,  and 
taking tha t  as a rule of action, wheat 
and flour will sell off a t  harvest  time. 
Consequently, it does no t  seem ad
visable to buy for sixty day ship
ment. W e believe it be t te r  judgm ent 
to purchase for sh ipment not  later 
than th ir ty  days to ensure  d istr ibu
tion of stocks bought  a t  the present  
prices prior  to m ovement of the new 
crop of wheat.

1 he railroad situation has been a 
factor in the m arket  all right  enough 
and is causing wheat to pile up a t  
terminal points ;  in fact, the visible 
supply is considerably g rea ter  to-day 
than a year ago and unless free m ove
ment is made, will probably  continue 
to increase. On the o ther  hand, had 
the rail roads been moving produce 
freely, a large am ount of our A m er
ican wheat would have been expor t 
ed, as there  has been a s t rong  de
mand from Europe for our grain, 
and the only reason m ore  of it has 
not  gone out of the country  is b e 
cause the railroads have been so tied 
up they could not get it to the  sea
board. However,  as it is, large p u r 
chases have been made by European 
buyers and the wheat will, of course, 
be shipped as soon as t ran sp o r ta 
tion condit ions will permit it.

I t  is unwise to expect cheap prices, 
but as stated heretofore, heavy buy
ing for sixty day shipment of flour 
or  wheat does not  appeal to us a t  this 
time. Short  time purchases for n o r 
mal requirements seem to be more 
advisable. Lloyd E. Smith.

Another Detestable Habit of the Cig
arette Hog.

Some weeks ago I made some re 
m arks regarding the shaving hog who 
gets up late in a Pullman sleeper 
and proceeds to shave himself in the 
toilet room, to the disgust and dis
comfort  of o ther  passengers  who are 
thus deprived of their r igh ts  at the 
washbowl monopolized by the shav
ing hog and frequently show their 
resen tm ent by words as well as looks.

An equal and more nauseating 
nuisance is the cigarette hog, who in
sists in smoking cigarettes behind the 
curta ins of his apar tm ent a t  intervals 
during the night. So common has 
this practice become, especially since 
our  boys came back from the war 
with this unfortunate  habit  fastened 
on them that much of the bed clothing 
used by the Pullman Co. is now so 
saturated  with cigarette fumes as to

be filthy beyond description. I t  may 
be possible to remove the fearful 
stench of cigarette  smoke by boiling 
or s team ing bed clothing, but re 
course to such m ethods is probably 
not practicable; indeed, it is not cus
tom ary a t  m any terminals to properly 
air  the blankets and mattresses,  .in 
consequence of which the next occu
pant of a bir th  which has been prev
iously occupied by a cigarette hog 
spencjs a very uncomfortable night and 
says some th ings about  Pullman serv
ice—or lack of service—which the 
m anager  of tha t  g rasping m onopoly 
would do well to listen to. I t  is a 
m at te r  of common knowledge tha t  the 
Pullman Co. has inflexible rules as 
long and as st rict  as the moral law, 
but the banishment or  regulation of 
the night cigarette  smoker is nowhere 
in evidence. A passenger who would 
a ttem pt  to smoke a cigar in an open 
coach would be squelched instanter, 
but the cigarette  hog can destroy  the 
comfort  and impair the slumber of 
th ir ty  or  for ty  o ther  decent passen
gers in a closed coach, with no venti l
ation, and noth ing  is done about  it. 
Unless the cigarette  hog mends his 
ways, which is probably out  of the 
question, it is only a m at te r  of time 
when the Pullman Co. will be com 
pelled to provide separate apar tm ents  
fo r  the unwholesome and unclean 
th ings who insist on making life a 
burden for clean people by the dis
gust ing  and nauseating  habits.

E. A. Stowe.

Sparks From the Electric City. 
Muskegon, M ay 3— Camp R oose

velt, M uskegon’s sum m er training 
camp lor boys,* will open up July  4. 
Reservations are being placed and 
quite a num ber of boys are enrolled.  
The  W aller  high school of Chicago 
has a girl organization for the p u r 
pose of placing m ost of the boys on 
the R. O. T. C. training camp roste r  
tor the summer season. This o rg an 
ization is known as the Camp Roose
velt Rosterettes .  Camp Roosevelt  is 
being advertised all over the countrv  
and is a very desirable asset to M us
kegon.

South Haven Co-Operative store 
has added a modern bakery to the 
g rocery  and meat market.

Jay  Lyons informed the writer  that 
he caught 28 speckled trout,  all speckl
ed, and if you doubt this jus t  go over 
to J a y ’s house and he will show you 
the scales from the fish.

H enry  Palmitter ,  of Hart ,  has pu r
chased his p a r tn e r ’s interest  in the 
stock of Pa lm it te r  & Sayles.

All salesmen who travel the Pent-  
water  branch in their cars should fill 
up their gas tanks, as there  is a sho rt 
age of gas in that  country  now.

Trank Hathaway, Inc., is building 
an up-to-date garage on the corner 
of  Fifth and W estern avenues.

1 he Gordon M anufacturing Co., 
m anufacturer  of cam shafts, is build
ing^ an addition to its factory.

l here is quite a lot of building go
ing on in the twin cities.

This column can not be any better  
than what the boys make it, we need 
news and lots of it if you want  to 
see the Sparks every week.

Milton Steindler.

Wait Awhile.
If th a t  old dem on, G rim  D espa ir,
C reep s  up  a n d  g ra b s  you by  th e  h a ir ; 
And all yo u r th o u g h ts  a re  full o f fe a rs  
A nd a il y o u r days  a re  full o f te a rs ;
A nd seem s ’tw ill s tre tc h  on th ro u g h  th e
M ell—ju s t  w a it a  w hile.
I know  yo u ’d like to  h eav e  a  s igh  
A nd e lam ly  fold y o u r h an d s  a n d  die- 
£ l1<i Z®* th e  th in &s yo u ’ve w an ted  long’, 
l he th in g s  you feel h av e  a ll gone w rong  
M ay som ehow  w ork  o u t like a  song— 
So—ju s t  w a it a  w hile.

N an  T e rre ll Reedi

Gabby Gleanings From Grand Rapids.
Grand Rapids, May 4— Roy Clark, 

for ten years on the road for the Na
tional Grocer Co. in Grand Rapids 
territory, has been prom oted to a 
buying position in the house, dividing 
that  work with Mr. Hessel and Mr. 
Dively.

The retirement of John I. Gibson 
from the W estern  Michigan Develop
ment Bureau places that  organization 
in jeopardy, because it is extremely 
doubtful whether the Bureau will ever 
again be able to interest  any man in 
the work to the same extent  Mr. C.ib- 
scn is interested. He  not only  ob
tained the funds to keep the work go
ing, but directed its disbursement and 
tr immed his sails to equalize his bal
last. He is one of the most resource
ful men in the country  and his opti
mistic view of life and his ready wit 
enabled him to face and surm ount 
difficulties which would dismay and 
demoralize a less resolute  man. Air. 
Gibson pursued the even tenor of his 
way for ten years,  unmoved alike by 
commendation or condemnation, and 
re tu rns  to his former position as ex
ecutive officer of the Battle Creek 
civic and business organization with 
the best  wishes of thousands of 
friends and well wishers.

The Alfred J. Brown Seed Co. has 
purchased the Hopson  & Haftenkamp 
building with 66 feet frontage on 
Campau avenue, four stories, brick, 
modern construction and will occupy 
it with its wholesale business and of
fices. removing from Ottawa avenue 
and Louis street, where the company 
has been located for twenty years. 
The purchase price of the property  
was $56,000, on which the purchaser 
made an initial payment of $6,000 and 
bound itself to pay $5,000 per year 
for ten years, with interest at 6 per 
cent. The company owns the 66 root 
lot adjoining the property  on the 
North, which it will probably improve 
with a duplicate building in the near 
future. The business of the company 
is expanding rapidly, both  as to vol
ume and extent of te rr i to ry  covered, 
due to the superior quality of tin- 
goods handled and the high character 
of the service rendered.
„ F - ,E - Lewellyn, the bean king, is 
ge tting his ’ while on a fishing trip 

to Shelby this week. The Commercial 
Club at Shelby held its annual banquet 
April 30. The committee in charge 
asked Air. Lewellyn to send them a 
good speaker with a message. He  
played a joke on his old friends uy 
sending them a man who spoke Mich 
poor English tha t  he could not be 
readily understood and his talk was 
utterly  devoid of anything that  savor
ed of a message. I t  was a good joke 
but the people of Shelby insist that 
those who laugh last laugh best.

The AicMullen Alachinery Co. an 
nounces the establishment of a hand
ling and conveying equipment de
partm ent,  which will be in charge of 
K. K. Hicks and will specialize in 
electric and pneumatic  cranes and 
hoists, overhead systems,  chain a n d  
belt conveyors,  gravity  conveyors and 
construction machinery.

There is no needful work in the 
world which is absolutely uninvercst- 
n 'S- k ven you are doing the same 
th ing every day, you can vary it by 
the use of your imagination. Some 
of the m ost  beneficial inventions have 
been originated by men engaged in 
monotonous occupations. They used 
their brains to relieve the monotony. 
T hat  fact is that  m onotony’ is sub
jective and, therefore, capable of 
change by the exercise of thought.

Trimmings on Fabric Hats.
Kid tr immings on fabric hats, es

pecially those designed for misses and 
young girls, are am ong the newest 
things in the mill inery trade, says the 
bulletin of the Retail Aiillinery A s
sociation of America. They are used 
in various ways, one of the simplest 
and most effective of which is in 
fruits and o ther  motifs of the varied

shapes made of colored kid and ap- 
pliqtied on s traw  or fabric surfaces.

“T here  are any num ber  of soft 
faille silk models that  show this 
unique and effective tr imming,” the 
bulletin goes on, “and in our recent 
trips through the market quite a few 
have been seen tha t  were designed 
for wear by ‘sm ar t’ young girls. But 
newer and more unusual than  any
thing else a long this line is a kid 
tr im m ing seen on a large model of 
brown georgette .

“This t r im m ing consists of very 
narrow strips of kid, slightly crushed 
and appliqued to the upper brim and 
crown in rows about an  inch apart.  
T iny ileurs de lis of rafia, in vivid 
green, hold these ‘ribbons’ in place 
and give a little puffed effect between 
them. W hite  and pale pink kid are 
used in a lternate  rows, and give con
siderable life to what  otherwise 
would be a ra the r  sombre hat.”

------- »  ■»  «■-------
Fur Prices Are Tumbling.

From  the fact that prices at  recent 
auction sales of furs, both  here and 
abroad, showed a decided decline, the 
inference has been drawn that  the 
trade beieves the craze for such a r 
ticles is- ge tting near its end. The 
vogue was first noticed a few years 
ago, when tur ot one kind or a n 
other  began to be used as t r immings 
even for sum m er gowns Then came 
the new methods o; trea ting  muskrat 
and o ther pelts in imitali- n of the 
higher-priced Alaska sealskin. At tin- 
start,  the so-called Hudson seal, made 
of dyed muskrat,  was quite reasonable 
in price, but as its m erits  became ap
parent, it won an assured place for 
itself. Latterly, the cost  of it when 
made up into coats has surpassed that 
which Alaska seal used to have. So, 
o ther imitations of sealskin have 
been marketed  to catch the trade of 
those not having much money to 
spend. The so-called sum m er furs 
were forced into the 'fashion and aid
ed to create  an excessive demand for 
pelts of one kind or another.  All 
kinds of animals, wild and tame, have 
been slaughtered recklessly to meet 
the demand, while prices for the skins 
have been pushed higher and higher. 
Now there is an evident reaction. In 
London and New York, the bulk of 
the offerings at auction had to be bid 
in because the owners were not willing 
to pay the prices which buyers were 
willing to pay. There  is, consequent
ly. a liklihood tha t  fur auctions will 
be discredited, the same skins being 
peddled from  one to another.  A no t
able exception to the bidding in was 
in the case of one held in London dur
ing the past week by the H u d so n ’s 
Bay Company. At tha t  one, every 
skin offered was really sold, although 
the prices obtained showed declines 
of from 15 to 50 per cent, below those 
had at the previous sale.

Fifty Years Ago.
1 his country  would not  am ount to 

as much as it does if the young men 
of fifty years ago had been afraid that  
they might earn more than they were 
paid. There  were some shirkers in 
those days, to be sure, but they didn’t 
boast of it. The shirker tried to con
ceal or excuse his shiftlessness and 
lack of ambition.

T hom as A. Edison.


