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Forty grains of laughter of a sunbeam on your tongue
Forty grains of gladness in a cup of Ever-Young,

Forty whiffs of springtime on the golden brim of day,
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Where love of life goes dancing in the bloomy arms of May.

Oh, leave the little cankers and by faith we’ll make you whole,
Who keep our good green country for the comfort of the soul,

And give you wine of morning and the brew of joy to drink,
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Where love beside the ripples leans with lips upon the brink!

Forty grains of sunshine and an hour or two of glee!
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Across the cool, clean meadows and beneath the greenwood tree;

You’ll need no other physic, and you’ll go to bed at night
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With dreams of dawns of magic in the dells of fairy light.

Forty drops of bramble path down a vale of bloom,

And bid the little aches good-bye that tied you to your room!
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Forty drops of youth again beside the stream and hill,
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Where all the childhood phantoms dwell and life is sweet and still.
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MERC HANTS!!

In Its Thirty-seventh Year

S Now is the time to have the DEE’S SALE SYSTEM conduct a 1
g special sale for you. We will unload your stock, get you ready cash, g
g seU your business, or make you the leading merchant of your city. B

DON'T ADOPT THE WATCHFUL WAITING POLICY | The MICHIGAN TRADESMAN' is the only trade
| ACT NOW journal in the world which has been published thirty-six
B

Write:—JOE LEVY consecutive years without change of ownership, editorship

c-0 Otsego Hotel or business management.
JACKSON, MICH.

VAN AEAICALNES il RSN B HESH AR i -l i NG SMINAE-HAS-H0ES-SHBANAUNR . Lo .
The Tradesman in its editorials gives a survey of the

more significant events of the week, the world over arid,

Dorothy Dalton the star of “Aphrodite” with all the vigor it can command, deals with persons,
has acclaimed Fleischmann’s Yeast a
wonderful beautifier and aid to Good
Health. —

events and measures in the public eye in a fair and candid

The demand for Fleischmann’s Yeast is
very heavy. Be sure your stock is

. . Under the editorial direction of E. A. Stowe, assisted
sufficient to meet the increased sales.

by a strong corps of contributors, the Tradesman aims to
T h e F I e i SCh m an n CO m pany be worthy of its name. It truly represents the best thought *
Your City. and the highest ideals of America. During the thirty-six
years of its existence the Tradesman has been influential
because of its editorial strength, the high quality of its
readers and their ability to bring its conclusions to bear

upon the actual problems of business, politics, sociology

FRANKLI N and economics.
GOLDEN SYRUP

A Cane Sugar Syrup proof of culture, clear thinking on public questions and

To be a regular reader of the Tradesman is in itself a

a desire for the best in merchandising, commerce, finance,
For use at the table

or in cooking. It literature, scholarship and the intellectual side of life.

has an all year’round

sale. Delicious on If your standards and ideals are similar to those of the
fruits and ice cream,

and on waffles,
muffins and hot expanding family of readers. If you are not already on

Tradesman, you ought to belong to our select apd constantly

cakes. our list, send for a sample copy.

The Franklin Sugar Refining Company

PHILADELPHIA
“A Franklin Cane Sugar for every use’

iGranulated. Dainty Lumps, Powdered," Tradesman Company

iConfectioners, Brown. Golden Syrup

GRAND RAPIDS



Thirty-Seventh Year

MICHIGAN TRADESMAN
(Unlike any other paper.)
Each Issue Complete In Itself.

DEVOTED TO THE BEST INTERESTS
OF BUSINESS MEN.

Published Weekly by

TRADESMAN COMPANY

Grand Rapids
A

E. A. STOWE, Editor.

Subscription Price. i

. Three dollars per year, if paid strictly
in advance.

Four dollars per year, if not paid in
advance.

Canadian subscriptions, yt.04 per year,
paé/able invarjably in advance.

ample copies 10 cents each.
. Extra copies of current issues. 10 cents;
issues a month or more old, 15 cents;
issues a year or more old, 25 cents; issues
live years or more old, 50 cents.

Entered at the Postoffice of Grand
Rapids under Act of March 3, 1879.

STEADYING INFLUENCES.

Ilie conservative dry goods in-
fluences of the country are now being
exerted to eliminate the causes for
fright that have been exploited so
freely in the past two or three weeks
oi hysterical retailing. One of the
largest houses is sending out a re-
assuring statement to its customers
outlining its policy and its conception
of the present situation. One of the
leading retailers of the country has
pointed out the danger of counting
upon a drastic price reduction until
supplies accumulate in mills or job-
bing houses. One of the largest dry
goods commission houses and the
largest house handling wide varieties
of dress ginghams is announcing its
policy for spring merchandise, orders
for which must be gathered in now
in order to keep looms employed.

In many ways the fareseeing con-
servative merchants of the country
who are looking beyond the time of
S€asonable clcaranoe sales at retail are
c<>unselling action that will increase
rather than decrea:se product:ion and
will hasten the time when a n:al reads
jlistment of values can be forced. By
<impelling further idleness in mill
ccliters through bysterical outbreaks
in advertising columns retailers can
readily bring on a merchandise panic.
of proportions that will dis<organize
ti-add finances hut will not Icail to a
real accumulation of much wanted
g<aids. Many of the leading jobbers
aiid retailers in diticrent parts of the
ccmntry now appriabate the menace
that lies in crippling the forces that
must encourage production to enhance
distribution and they are speaking
out so that the true relations of bank-
ing and merchandising at this time
may be understood.

The restricted consumption that is
naturally forced by high prices is no
longer being underestimated nor
sneered at. Extra profits are being
absorbed by the inexorable rise in
producing costs, which has been fore-
seen in textile mills, and which will
become effective next week. The trade
cannot go on exploiting the consumer
beyond his purchasing power and the
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fact is being faced with a determina-
tion to bring about such a correction
that sound principles will have a nor-
mal effect, and hence a lasting one.

In the gray goods markets the trad-
ing shows how difficult it is to get
spot goods lor immediate use in fin-
ishing works. Merchandise is scat-
tered or held up all over the country
in transportation channels and the
trouble cannot be relieved in a day
or a week. When a buyer tries to
get goods in the gray lie must accept
them from second hands as mills have
no spots to sell worth talking about.
The attempt to buy puts the price up,
regardless of the probability*»! a high-
er or lower price prevailing for the
long future.

As a consequence of the questions
raised by the arrest of the head of the
.American Woolen Company many
mills will close until it is determined
what tlie Government wants in the
matter of defining profiteering. If
this company has profiteered, after
having made lower prices than its
competitors thought were warranted,
then more than 'JO per cent, of all
the others have been high-binders.
Belore proceeding lor next spring
many woolen goods agents prefer to
allow their mills to lie idle. Therein
lies the real mischief of the law's de-
lay and the Government’s delay in de-
ciding whether peace time or war
time business laws shall govern busi-
ness.

Silk mills are shutting down con-
stantly and now it is stated that knit
goods mills want to take advantage
of any excuse to lessen their output
until more is known of the future. The
markets are much unsettled, mean-
while the financial pressure does not
lessen much. Further cash payments
arc soon to be made in the form of
war-time taxes that give no promise
of early decline.

IN GOOD REPUTE AGAIN.

The Bureau of Chemistry of the
Department of Agriculture author-
izes the statement that it has met

with a gratifying degree of co-oper-
ation on the part of packers of ripe
olives in improving methods to such
an extent that danger from boUiliu-
us poisoning in future packs will he
eliminated. Five groups of deaths
traced to poison produced by the or-
ganism known as bacillus botulinus
have occurred in New York, Detroit,
Canton, Ohio, Memphis and Kalispell
Mont. All of these cases were due to
the consumption of ripe olives No
fatalities have been traced to greet
olives.

The experts agree that the trounle

is not inherent in the type n con-
tainer used. Whether the olives he
packed in glass jars or in tin cans

they may he rendered absolutely safe
if proper precautions are taken to

prevent the infeietimi with haisteria

during handling and if tile paci
when litied are sterilized it a sitilici-
cut pei‘jod of limr. It is rnlireiv

practica hie. say the speicialists t'1
sterilize h,.th glas ntainers and tin
cans at a temperatnree higli enOligli
tn instilee absolut«m steriliziiitimi.

| Hintinnately, sonn' pai'ks of
olives plit Up ill glass as w<ell as m
ill till Tiring past se; ISOi!"> weive flot
prepared with all the wrecanthms lloW
known to lie essielitial aut! wen
sterilized at a suflieiently high tern-
peraturi.a and son tilese gooiils in
glass were reSpotisibhmfor the fatali-

Since there b% a possibiliti-
danger from any l-ipe olive whirl; has
liven insufficienti)' sterilize.i Lu. Bu-
trail of (hemistry haS Slggestr
tin- imlustry that all ripim olivi.m in

min tin, wherever locati-f he
caretally inspected and that any
which smw the slightest d®0NVr (f
elcci.mp lisitillll he destrovamd it has
further suggested that all ripe Sdives
which llave not Inctl prueessid at a
sufticiently high temiirratiilia 1-v rc
turned to the pacTels fot inlinediate
rein ore:-sing at ;1 SUpiriciat ten:p. r-
ature t.»insurr clmmillhe siteriliza li ».

With few cximptiims, the olive
packer. have mu»i lueartitv falh’ll in
with all suggestif »Is Inade in tiee in-
terest iif the imi»lie safely, ainl by
mutual agreement entereil iutel v
practica v all of the paekers the>t are
now taliing steps to witilldraw Ironi
tlie market all ripe olives in iMass
contamims which have not been ster-
iii/.ed ai a sufficient telmperature.

SECRET OF SUGAR SUPPLY.
There appears to he coming to tin-
surface a more general rcalizatnm of

the plain facts regarding the sugar
situation than ever before. Mr.
lloover andi the tralie leaders have

given investigato!-s plain, simpIr facts
that should make eieal- to any Ik)ilest
inve;itigator just why ugar is se;me
and high. And \et. liad anyonr fol-
h»wed anv il'mpenilabilx Sonree <i liews
- tine news QliltMlls 1 this pal»er for
instanee Ine would havir seen it eg»Hi-
ing. There was amps#e warninmg olf it
fia>m many stctirers Mr. 1 »ver
saw it afar off. t\\[) ye;irs age The
Sugar Kqu;ilization Bcard saw it
The Relincirs Gomunittre Stilldiet1 it
and all the statisticall daia poi tended
it.  .And yet the [I'rcsiclent orrferred
his liwn branil of wi;dcmi and adirice
as toebuying the Sub;in crop aiid e
trulliing sagar at it- jmirer. e veil
Congress saw the need for extending
the lever act to enable such a pur-
chase.

There is a flourish of trumpets
every time spine "profiteer" is captur-
ed or a cache of "hoarded" sugar un-

Number 1915

ing the public any wiser a
they had best act in the <
Least of all, is there groin

tors in Cuba (probably wT

Do Not Be a Burden on Others.

weight and to take care of those de
pendent upon him.

opportunity for himself: but lie can put
mhimself in such shape that when or it
the oportnnities come he C ready to tale,
advantage of them.

What i- more important i- to insist
sets oi qualities, which separately are
common enough, but. alas, useless
enough. Practical efficiency is common,

and lofty idealism is not uncommon; it

and the combination js rare. Love of
peace is common among weak. short
sighted, timid anid lazy pc:<>ns; oil til
other hand, cottrage is ¥found arm>n
many men of evijl temper ;md ha«d char
acter.  Neither quality iii itself shal
avail. Justice ca:n he l)roncdit ahom onl
by those strong and ilaring men win
with wisdom 1o\e peace: but wfK) loV
righteousness nmKere than p*egce.

There must Ik " 4Tit* a
uf shirking the hard work Of 'the world
AAilh soul of fiaime and tc if ste«
we must act as OU' coolest jmdgmen
bids us. AAe nnist excren;C the larges
charity towards doer that i
compatible with relentless war again-
the wrong doin'g. All fii>r eae
each for all, is a good moitto; hi
mm omditiiin that each worlks wit!l niigli
and main to so maintain hitnself
to be a burden <n others.

Theodore RoosiCvelt.

1f yi>u have hi>ambition to di>nue."
than just well enough to get alone
don’t expert to get along fant.

The Safety Burglar Alarm ('sx ha
increased its c;q»jtal stock; from $101»
000 to $300,000.



PRODUCER AND CONSUMER.

Their Relations From the Economic
Standpoint.

A wave of price cutting is sweep-
ing over the country. It is the most
interesting economic phenomenon of
the day—an event long heralded and
waited for by the public. And yet,
curiously enough, the public is only
tardily awakening to a realization of
the fact that it is not only the bene-

ficiary hut also the creator of the
movement. Merchants frankly ex-
plained that they are reducing the

prices of certain commodities because
the public is refusing to buy at high
prices. In brief, the movement is
largely psychological, rather than
economic, in character.

The reductions in prices that are
being made are not due to overpro-
duction; for there is, in fact, under-
production in many essential lines
which is likely to continue for some
time. Consequently it would seem
advisable to avoid a hasty conclusion
that the present movement forecasts
a universal and drastic drop in com-
modity prices. It may be, and very
probably is, merely an oscillation of
the economic pendulum as it begins
to swing from the height it reached
during and as a result of the war,

although it seems certain that we
have definitely passed the peak of
high prices.

Our problem is not to force a price
recession as rapidly and as precipi-
tately as possible, but rather to bring
about a gradual readjustment with a
view to stabilization. There is quite
as much danger from too accelerated
and extreme price reduction as there
is from too high prices and all their
attendant evils. Above all, we should
remember that a permanent lower
price level can be obtained only as the
resultant of many forces, some of
which seemingly are unrelated but all,
nevertheless, working, directly or in-
directly, toward a common objective,
namely, a general economic readjust-
ment.

Our price level has attained its un-
precedented height as a consequence
of worldwide scarcity of goods and
of extraordinary extravagance on the
part of the American buying public.
Production under conditions of gen-
eral shortage moves up unevenly and
overtakes the demand, now in this
line, now in that. It is natural that
high priced goods, luxuries in parti-
cular, should soonest show a definite
downward turn of prices. This s
what we are apparently witnessing at
present. Clothing and shoes are ex-
amples of goods for which there is a
weakening demand at prevailing-
prices. 1 lie extraordinary demands
of foreign markets, like those at
home, are overtaken piecemeal, in ac-
cordance with the varying fortunes
of foreign producers in the resump-
tion of normal activity, which means
that the export prices will be various-
ly affected.

The effects of a broad dowmw’ard
swing in commodity prices upon pro-
ducers vary not merely with the dis-
tribution of the changes—their spread
over the general list of commodities
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—but with their rapidity as well. The
more rapidly lower pnees are reached
the greater difficulty is experienced
by manufacturers and others in turn-
ing their commitments with a maxi-
mum of gain or a minimum of loss.
A price recession of a given extent,
which would result in sweeping losses
if sudden, might, if gradually reached
over a longer period, be successfully
withstood. It is argued that our
banking machinery, while functioning
smoothly in the process of expand-
ing credit, is still incapable of effec-
tively and at the same time gradually
contracting credit. The fact, how-
ever, that as yet our Federal reserve
system has not been tested by the
necessities of a period of general
and sustained contraction is not proof
of its inability to function well under
such conditions. But there are reas-
ons to believe that the system will
demonstrate its ability to lead in an
orderly contraction, a readjustment
not ushered in by a general collapse
of credit.

The chief problem of producers
under conditions of a declining mar-
ket for their goods is, of course, the
difficulty of confining costs of pro-
duction within the limits of the sale
value of their produce. Generally
speaking, cost of production moves
in harmony with the value of the
goods produced. Wages, however,
which arc unprecedentedly high now,
and often the largest single item in
the cost of production, usually re-
spond less promptly to variations in
commodity prices. Accordingly, it is
to be expected that wages will not fall
as rapidly as prices. This may be ex-
pected to retard the decline of prices
through the influence of wages on
cost of production. While the main-
tenance of high wages may thus in-
crease the difficulties of producers in
a period of declining prices, on the
other hand, the preservation of the
buying pow’er of the wage earning
classes would powerfully reinforce the
demand for almost all classes of
manufacture and he an additional fac-
tor making for gradual rather than
sudden price recessions.

It is an axom in economics that
the price of a commodity already
produced is not directly determined
by its cost of production, including
the expenses incurred in distributing
the commodity. The goods may or
may not find a market at a price to
cover this cost of production. If
they do not find a market the loss
may fall anywhere among the dis-
tributers or producers. If, for ex-
ample, a producer sells his product
in advance upon the basis of known
costs, he is presumably immune
against loss so long as the purchaser
adheres to his contract; while, on the
contrary, if the assembling or pro-
duction is undertaken for subsequent
sale, the producer incurs the risk of
losing in a falling market.

There is such a diversity of prac-
tices in assuming the liability of re-
pudiated contracts and in the willing-
ness and ability* of individuals to per-
form their contracts, that by no gen-
eral rule can the distribution between
manufacturers an<J merchants of ac-
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tual losses from falling prices be fore-
told. If contracts are strictly honor-
ed, necessarily, distributers, as dis-
tinct from producers, are more sub-
ject to risk of losses from falling
prices than are producers, because in
large part the output of factories is
sold in advance of production. The
obvious lesson from such a situation
is the suggestion that business men
will find it especially worth while in
the coming months to conserve their
working capital and to maintain in-

ventories that are as highly liquid
as possible.
The advantages accruing to con-

sumers in consequence of declining
prices are easily exaggerated and
misunderstood. Most consumers are,
in one way or another, associated with
production. Falling prices in the
main are accompanied by declining
profits and eventually by lower usag-
es, as well as reduced cost of living,
but the reduced income may leave no
marginof gain from the lowering of
the cost of living. Persons with as-
sured and fixed money incomes are
necessarily benefited by general fall-
ing priees, but not infrequently the
so-called fixed incomes are at the
same time rendered less certain by
the declining prices.

The momentum of upward moving
wages, as already mentioned, usually
carries them still higher after general
commodity priees turn downward, but
here again, as in the field of prices,
much unevenness is to be expected,
some wages rising, others falling, but
on the average moving upward for
a time and then following more or
less tardily the trend of prices. Save,
then, for the advantage in the transi-
tion period, when wages tend to move
in the opposite direction from the
falling prices, wage earners as a
whole may”~be expected to profit little
as regards the actual buying power of
their earnings when prices fall. Dur-
ing this transition period, however,
the prospect of continued high wages
points to a powerful obstruction
against the downward tendency of
prices. The buying power of*wage-
earners is one of the most vital fac-
tors in the general commodities mar-
ket.

A general fall in prices sets in op-
eration forces which ultimately result
in a reversal of the movement. Cur-
tailment of production in face of de-
clining profits tends to swing past
the point of best adjustment of out-
put with demand. Demand is stimu-
lated by the increase in the buying
power of money. The accumulation
of bank reserves in the face of a slow-
ing down of business and the reduc-

We carry in stock and manu-
facture all styles and sizes in
Loose Leaf Devices. We sell
direct to you.

June 2, 1920

tion in interest rates in a period of
declining profits invite a bolder pol-
icy in production. Accordingly, with
increasing confidence in the future of
business, producers begin a more
spirited bidding for materials, with a
consequent tendency to raise prices
in general. In the present situation
there is still such a degree of rela-
tive scarcity of goods that in most
lines any downward movement of
prices may be expected to meet a
reaction with a promptness that is
not characteristic of falling prices
when they result from approximately
general over-production.

The crux of the whole price prob-
lem may be held to be the gradual
decreasing of the supply of money
and credit, and at the same time the
increasing of the supply of goods
through properly balanced production.
To the solution of this problem
bankers, manufacturers, laborers, con-
sumers—in brief, every element of our
body politic—must be actively dedi-
cated.

The popular idea of deflation is
some process, vaguely conceived, that
will reduce prices so that one’s in-
come may buy twice as much as it
does now. We are all willing and
eager to have prices deflated, but, of
course, we are decidedly opposed to
having our incomes deflated. That is
not the way, however, that deflation
works. And those who are clamoring;
for a rapid fall in prices should bear
in mind that drastic deflation will
mean painful economic readjustment
of which widespread unemployment
and business distress would be feat-
tures—such as have occurred in Ja-
pan. The average man should re-
member that there is not much ad-
vantage in being able to buy* twice
as much for a dollar if lie does not
have the dollar.

Francis H. Sission.

Announcement!

VX7 E ARE PLEASED TO AN-
vv NOUNCE THAT WE ARE
NOW LOCATED AT OUR NEW
HOME—57-59 DIVISION AVE.,
SO.—WHERE WE WILL CAR-
RY A COMPLETE LINE OF
LEATHER FINDINGS AND
SHOE STORE SUPPLIES.
“ The Best of Everything”
Prices quoted on application.
Correspondence solicited.

SCHWARTZBERG & GLASER
Leather Co.
GRAND RAPIDS, MICHIGAN

WATCH US GROW!
1912. 200 SQUARE FEET
1913—1500 SQUARE FEET
1916. 3000 SQUARE FEET
1920—10000 SQUARE FEET

Flat Opening
Loose Leaf Devices

GRAND RAPIDS, MICHIGAN
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During a ten days’ visit through Kansas and the
Southwest we found the millers very optimistic regard-
ing the new crop of wheat and, although the acreage has
shrunk considerably on account of heavy winds during
February and March blowing the seed from the ground,
the crop is estimated by conservative men to be from 110
to 135 million bushels in Kansas.

In driving through the country we found that in
some localities the wheat was beginning to head and
turn a light yellow so that some of it will be threshed
and ground into flour by the 1st of July, which is con-
siderably earlier than last year. The territory in and
around Solomon Valley, which produces the best Turkey
Red wheat, looks especially fine and it would seem as
though there would be an abundance of this grain, which
produces the best flours and of which American Eagle
is considered the peer.

It seems to be the consensus of opinion in both the
Southwest and the Northwest that there would not be
a drop from the old wheat price to the new wheat price,
but that the demand was sufficient to keep the price on
the balance of the crop about where it is or possibly
higher and that the new wheat will continue on the same
levél and we learned in some instances new wheat had
already been sold at about the same price as the old is
now selling.

W ordenP rocer Q>mpanv

Grand Rapids—Kalamazoo—Lansing

The Prompt Shippers.
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IEW 5 ofthe BUSINESS WORTtri

Movement of Merchants.

Saugatuck—E. L. Leland has open-
ed a tea store.

Mesick—H. Jorgenson succeeds L.
Christianson in the grocery business.

Charlotte—A. R. Morgan succeeds
Pierce & Co. in the grocery business.

Puritan—C. Anderson and J. H.
Keast have purchased the People’s
store.

Lansing— 1lie \\ ickens Grain Co.
has changed its name to the Lansing
Grain Co.

Detroit—The Houser-Potvin Drug
Co. has changed its name to the Hou-
ser Drug Co.

Decatur—The First State Bank has
increased its capitalization from $10,-
000 to $40,000.

Fennville—Flanders & Fosdick suc-
ceed C. L. Fosdick in the grocery and
notion business.

Ludington—Mrs. Clara M. Haner
has engaged in the millinery business
on South James street.

St. Louis—The Commercial Savings

Bank has increased its capital stock
from $25,000 to $50,000.
Hillsdale—The Hillsdale Grocery
Co. has increased its capital stock
from $75,000 to $150,000.
Atlanta—The Atlanta State Bank

has been incorporated with an author-
ized capital stock of $20,000.

Battle Creek—The Battle Creek
Lumber Co. has increased its capital
stock from $60,000 to $200,000.

Sethton—Roy M. Hurd is closing
out his stock of general merchandise
at special sale and will retire front re-
tail trade.

Calumet—J. Orenstein, Red Jacket
merchant, will close his store on 5th
and Portland avenue and locate in
Minneapolis.

Jackson—The Hub Shoe Co., under
the management of Henry B. Traub,
has engaged in business at 116 South
Mechanic street.

Howard City—The R. H. O’Donald
bank passed under state control June
L when the name was changed to the
O’Donald State Bank.

Otsego—The Chamber of Com-
merce has decided to have an old
fashioned Fourth of July celebration
on July 5 President McClellan has
been selected to act as chairman of
the event and asserts that no expense
will be spared to make the celebration
the biggest affair the town has ever
enjoyed. Lee M. Hutchins, of Grand
Rapids, will be the speaker of the day
and four outside bands will add to the
enjoyment of the occasion.

Negaunee—J. Thournen, of Calu-
met, has arranged to purchase the
stock and equipment of the Model
Bakery, on Iron street, taking posses-
sion July 1.

Sheridan—C. H. Clement has sold
his grocery stock and store fixtures
to Benjamin Heath, who has taken
possession and opened a meat market
in connection.

Bessemer—The Bessemer Hotel Co.
has been incorporated with an author-
ized capital stock of $100,000, $60,000
of which has been subscribed and
$10,000 paid in in cash.

Birmingham — The
Lumber Co. has been incorporated
with an authorized capital stock of
$1,000, all of which has been subscrib-
ed and paid in in cash.

Union City—The Farmers’ & Mer-
chants’ State Bank has purchased the
Tower brick building and will con-
vert it into a modern bank building
which it expects to occupy about July

Birmingham

Charlotte—The Square Deal Co-
Operative Elevator Co. has leased
the Hildreth store building and will
occupy it with a stock of grains, feed
and all elevator products as well as
binder twine.

Petoskey—Walter Kephart has sold
his drug stock and store fixtures to
Hoyt Nihart and Frank French, wlio
have formed a copartnership and will
continue the business under the style
of Nihart & French.

Detroit—The Burt D. Howe Co.
has been incorporated to deal in iron,
steel and other metals, with an au-
thorized capital stcck of $100,000, all
of which has been subscribed and
$10,000 paid in in cash.

Union City—The Whiting Phar-
macy has purchased the Tower store
building which was recently damaged
by fire and will occupy it with its
drug stock as soon as the necessary
repairs can be made to the building.

Coldwater—E. E. Wheeler has pur-
chased the old Library Park hotel
which adjoins his garage and auto-
mobile supply store and will remodel
it into a modern show room, rest
room and automobile accessory store.

Mason—Leland Holmes, formerly
of Lansing, has leased the Hawley ho-
tel of the new owner, Roy S. Moon,
and will take possession June 5 Mr.
Ries, of Blissfield, has purchased the
Sweeney House, taking possession
June 1.

Ludington—A. J. Hamel, jeweler,
whose stock and store fixtures was
destroyed by fire last Friday, has re-
sumed business at 121 South James
street, with a complete line of cut
glass in addition to the regular stock
carried.

Marquette—W. J. Roberts, jeweler,
has purchased the Mine Workers
building on Cleveland avenue and will
remodel it, installing modern fixtures,
a plate glass front and enlarging the
space occupied by fiis jewejry and cut
jglass stock.
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Detroit—This city has lost one of
its oldest and best known retail shoe
merchants, Charles J. Merbach. He
had been in ill health for some time.
Mr. Merbach for many years con-
ducted a retail store on Gratiot
avenue, near Brush street.

Howard City—The Howard City
Grain Co. has sold its elevator and
produce warehouse to the Howard
City Marketing Association. Alton F.
Petrie, general manager of the How-
ard City Grain Co., will continue in
the business at Pierson and Trufant.

Grayling — The Railway Men’s
Union Co-Operative Association has
been organized to conduct a general
store on the cooperative plan, with
and authorized capital stock of $10,-
000, of which amount $6,5000 has been
subscribed and $3,700 paid in in cash.

Muskegon—S. Steindler has merg-
ed his wholesale paper business into
a stock company under the style of
the Steindler Paper Co. with an au-
thorized capital stock of $50,000, all
of which has been subscribed and paid
in, $1,500 in cash and $48,500 in prop-
erty.

Saugatuck—John Nies, a civil war
veteran and former resident of this
place, died recently at his home in
Holland. The remains were brought
here for burial under the ritual of the
G. A. R. Mr. Nies was engaged in the
hardware business at Saugatuck and
Holland all his life.

Detroit—The Rice & Thede Auto
Supply Co. has been incorporated to
conduct a wholesale and retail busi-
ness in automobile accessories, tires,
oils and batteries, with an authorized
capital stock of $10,000, of which
amount $6,600 has been subscribed
and $3,000 paid in in cash.

Manufacturing Matters.
Hint—The Flint Foundry Co. has
increased its capital stock from $100,-
000 to $150,000.
Plainwell—The J. F. Eesley Milling

Co. has increased its capital stock
from $60,000 to $100,000.
Detroit-——The Concrete Steel Fire-

proofing Co. has increased its capital
stock from $15,000 to $160,000.

Kalamazoo—The Clark Engine &
Boiler Co. has increased its capital
stock from $200,000 to $350,000.

AFiler City—The Manistee Drop
horge Co. has increased its capital
stock from $200,000 to $300,000.

Standish—The Belle Isle Creamery
Co., of Detroit, is erecting a modern
milk and artificial ice plant here.

Edmore — The Michigan Dairy
Products Association has changed its
name to the Michigan Dairy Products
Co.

Temperance—The Moore Co., manu-

facturer of extracts and toilet goods,
has increased its capital stock from
$50,000 to $100,000.
A Calumet—Finch, Van Slyck & Mc-
Conville, of St. Paul, manufacturer of
men’s wearing apparel, will establish
a branch factory here, commencing
about July 1

Detroit—The Falcon Creamery Co.
has been incorporated with an au-
thorized capital stock of $55,000, all
of which has been subscribed and
paid in in property.

Detroit— The Allen Screen Co. has
been incorporated with an authorized
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capital stock of $25,000, of whicl
amount $17,500 has been subscribed
$900 paid in in cash and $1,600 in prop-
erty.

Detroit—The Michigan Foundry 6
Machine Co. has been incorporate
with an authorized capital stock of
$10,000, all of which has been sub-
scribed, $10,500 paid in in cash and
$12,750 in property.

Detroit—The Tigers Claw Manu-
facturing Co. has been organized to
deal in automobile accessories, with
an authorized capital stock of $1,00(1
all of which has been subscribed and
$250 paid in in cash.

Ludington — Lubetsky Bros. &
Kleiner have sold their cigar factory
on East Dowland street to the Con-
solidated Cigar Corporation, which
controls twenty-nine branch factories.
The capacity of the plant will be
greatly increased.

Detroit—Freight conditions are not
showing any improvement, and if
anything the congestion seems to be
getting worse, due to the fact that
shippers and receivers of freight are
not unloading the cars promptly,
hirst the trouble lies with the railroad
company in not moving freight, due
to the strike of the yardmen, when
they do move the cars to destina-
tions there is trouble in getting the
cars unloaded, thus preventing tin
railroads from using the cars for oth-
er freight.

“Help Yourself” Counter.

This should be a large counter or
table on which the goods are display-
ed within easy reach and preferable
in basckets or bins with plain price
cards on all of them. Some of the
goods may be the same stock that is
being sold elsewhere in the store for
a little more money. In such a case,
however, the clerk selling the goods
elsewhere should be cautioned to call
the customer’s attention to the fact
that by patronizing the “Help Your-
self counter a little saving would be
effected. Make it a rule of this “Help
Yourself” counter that people must
pick out their own goods, take them
to the cashier and pay for them, and
then if they want them wrapped, wrap
them at a table provided with paper
and twine for the purpose. Where a
store doing a large credit business is
in competition with some chain store
selling for cash only with no deliver-
ies, and cutting prices on staple ar-
ticles, it may prove practical to offer
to meet this chain store competition
with a “Help Yourself” counter which
will sell goods at chain store prices
with the same restrictive spot cash
and no delivery terms, and with the
added advantage that no one will be
urged to take something just as good,
or buy some of the chain store’s
special products of which the man-
ager sometimes has to sell a certain
percentage every month.

Mr. and Mrs. J. D. Culver, dealers
in variety goods at Saugatuck, have
added a line of groceries. The Jud-
son Grocer Company furnished the
stock.

The Edgar S. Kiefer Tanning Co.
has increased its capital stock from
$175,000 to $750,000.
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QROCERY"™ PRODUCE MARKET

Review of the Produce Market.

Apples Western fruit commands
$6 per box.

Asparagus—Home grown.
doz. bunches.

Bananas—9c per Ib.

Beets—New, $2.75 per hamper.

Butter The price is working down-
ward. Local jobbers hold extra
creamery at 52c and first at 51c. Prints
2c per Ib. additional. Jobbers pay
30c for packing stock.

Cabbage—$5 per 100 Ibs. for Texas.

Carrots—$3.25 per hamper.

Cauliflower—$4 per doz. for Cali-
fornia.

Celery—California, $1.50 per doz.:
Florida, $9.50 per crate of 3, 4 or 6
doz.; $9 per crate for 8 and 10 doz.

$1 per

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

Cucumbers — Home grown hot
house, $2.25 per doz.; Illinois hot

house, $1.75 per doz.
Eggs—Receipts are heavy and the
price is gradually receding. Jobbers
pay 36¢c f. o. b. shipping point for
fresh, including cases.
Grape Fruits—Extra Fancy sells as
follows:

28  size, perbox ----m---me-omeeemeeee- $4.50
36  size, perbox 500

46  size, perbox 6.50
54  size, perbox 7.00
64  size, perbox 7,50
70  size, perbox 759

Green Onions—30c per doz. bunch-
es for home grown.

Green Peppers—$1.60 per basket.

Lemons Extra fancy Californias
sell as follows:
360 size, perbox -------m---me--emeeee- $6.00
300 size, perbox 6.00
270 size, per box 6 00
240  size, perbox 5.75

Fancy Californias sell as follows:
360 size, perb o x $5.50
300 size, perbox 5.50
270  size, perbox 5.50
240  size, perbox 5.25

Lettuce—Iceberg $5 per crate of
3 or 4 doz. heads; hot house leaf,
12/c per Ib.

New Potatoes $7 per bu. for Flori-
da stock.
Onions—Texas Bermudas, $3.25 per

50 Ib. crate for White and $3 for
Yellow; California 25c per crate
higher.

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

Oranges—Fancy California valen-
cia now sell as follows:

1 — $7.00
150 700
i — 7.00
20 _ 700
216 — 7.00
250 700
288 — 7.00

7.00

650
Parsley—60c per doz. bunches.
Pieplant—75c per bu. for hon

grown.

Pineapples—Red Spanish are fin
ing an outlook on the following basi
18 size $61

24 size 61
30 size 6,

36 size 6.(
42 size 5.50
48 size 525

Plants—Now on sale as follows:
Cabbage, per box $1.25
Tomato, per box 1.25
Geranium, assorted, per box__ 225
Rose Geranium, potted 2.25
Silver Leaf, potted, per doz.___ 150
Pansy, 4 doz. flats 1.40

Potatoes—Home grown, $5 per bu.
Baking from ldaho, $5.50 per box.

Radishes—Outdoor grown, 25c per
doz. bunches.

Spinach—$1.25 per bu. for Winter
and $1.50 for Spring.

Strawberries—$6@7.50 per 24 qt
case from Missouri. [Illinois fruit is
beginning to arrive. All receipts this
far are in poor conditions.

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

Tomatoes—$2.25 per 6
from Florida.

Ib. basket

The Grocery Market.

Sugar Small quantities continue to
go out to retailers on the allotment
plan, two bags maximum. Two job-
bers are selling at 20c, one at 21c and
one at 26/c. The price of the Amer-
ican Sugar Refining Co. is 22/c, f. o.
b. New York. Some dealers are aver-
aging their profits as a basis for a
selling price above average cost. The
replacement price was ruled out as the
basis for selling price, according to
reports from the Attorney General.

Canned bruits—Peaches are selling
well in the extra and extra standard
grades where they can be bought at
the prices buyers will pay, but many
holders are quoting above ruling
prices with the belief that the market
will advance still further. Standards
and water fruit are not so active. The
clean-up of clings has created more
interest in yellows. Not a great deal
of activity is occurring in apricots,
either in the No. 2/ or the No. 10
size, but there are some buying orders
being placed, especially from the in-
land centers. Pineapples of the old
pack in the desirable grades are get-
ting in narrow compass with the de-
mand unsatisfied. This partly ex-
plains the interest in futures which
is more pronounced than in anything
in the way of 1920 packs.  Apples
hold to the same quotations, but are
not moving very freely.
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Canned Vegetables—Tomatoes are
steady and firm. Tomatoes are held
at $1.60 for No. 2/s standard Cali-
fornia but it is still possible to buy at
$1.50, although the tendency is toward
a straight $1.60 quotation. There is
some buying of the old pack on the
Coast but none in futures, as asking
prices are regarded as too high. South-
ern are on the same basis but are
active. Futures are not selling except
in a very small way. Corn is firm and
in good demand for all grades and
packs. Futures are firm but are not
offered freely by the canners. It is
surprising the way peas continue to
sell. Buyers are less particular now
as to quality and are taking near-
standards when they cannot get the
genuine article. Small sizes are get-
ting scarce. Extra standards are in
less conspicuous demand, while fancy
are off of the market. There is a good
call for future swe.et potatoes from the
inland cities and considerable business
is being booked up. Asparagus tips
are still wanted but there are none of
the old pack in the jobbing market.
New crop has not yet appeared. South-
ern spinach is wanted but it is in light
supply as shipping conditions prevent
a free movement of the light pack.

Canned Fish—The more favorable
weather and the cleaning up of poor
lines of salmon, both here and on the
Coast, have resulted in a much bet-
ter market all along the line. The
tendency is upward, as already pinks
have made conspicuous advances. No
new developments have occurred in
futures. Maine sardines are on the
same level as to new and old goods;
very little of either kind is moving
out of Maine on account of the rail
situation. The spot market is using
up old packs and finds a narrow de-
mand for them in the domestic and
the export outlets. California sardines
are still selling slowly, although the
more favorable weather will likely de-
velop buying interest. Imported are
likewise inactive, going chiefly to the
interior trade. .Tuna fish is quiet on
old packs, of which striped is about
the only offering.

Dried Fruits—Raisins are strong,
with an advancing tendency. The
drift is toward 30c, and whether or not
that point will be reached, time alone
will tell, although those bullishly in-
clined are predicting a quotation of
that figure before the last of the 1919
California crop is marketed. They are
justified in this belief to the extent
that jobbing stocks throughout the
country are light. Prunes are selling
well at the prices current of late, al-
though some brokers reported a less
active market. Large sizes are held
with confidence and are not urged to
sale. Small prues are steady to firm,
depending on the assortment. Fut-
ures are still selling freely on the
Coast among the independent pack-
ers, who have been the only ones to
name prices. Oregon prunes are
steady on the smaller sizes and firm
on larger fruit. Apricots are not free-
ly offered of the Northern packs, as
there are very few on spot. Southern
are selling in a satisfactory way.
Peaches are in moderate demand, but
pears are quiet. Currants are un-
changed, either in price or in move-

ment. There is not a pressing de-
mand at present.

Corn Syrup—Distribution is as free
as supplies permit, as it is difficult to
get cars from interior points. Local
trade is fair, while the interior mar-
kets are suffering from the railroad
congestion.

Sugar Syrups—Considering the en-
tire grocery market, this offering is
meeting with its full share of atten-
tion on the part of the jobbing trade
and quotations are maintained with a
firm tone prevailing.

Molasses—Outside of general firm-
ness due to the restricted offerings
there are no new features to be noted.
Grocery grades are moving steadily.

Macaroni—The jobbing movement
is above normal, indicating a healthy
movement into consuming trade chan-
nels. The situation from the pro-
ducer’s standpoint is equally satisfac-
tory and prices are maintained at their
previous levels.

Olive Oil—The movement toward
the jobber in anticipation of the re-
quirements of the summer season is
heavier while the distribution to re-
tailers is also larger. The market is
firm, more especially due to the light
foreign stocks here and to come for-
ward.

Sauerkraut—The demand at this
season always lacks force and there
is no more than the normal call for
bulk or canned. As holders are in-
clined to meet the demand of buyers
it puts the latter in control of the
market.

Pickles—The market on sour kinds
is developing firmness on small and
large sizes, as both are being clean-
ed up. Mediums are not quite so
active. Sweet pickles are firm and
subject to a hardening in values as
replacements cannot be accomplished
except at an advance. The distribu-
tion is moderate, due to shipping con-
ditions.

Paper—Wrapping paper milis an-
nounce a half cent to a cent advance
and 10 per cent, on paper bags.

Paris Green—The bugs must wait
for their dope. Railroad conditions
have delayed shipments on the way,
so that the behind hand merchant still
has a chance to get his order in to the
wholesale house before the shipments
from the factories are received there.
It is expected in two or three weeks.

Salt Fish—No active buying inter-
est is shown by the jobbing trade in
any of the salt fish offerings. Buying
is in small lots, chiefly of the desir-
able grades and for immediate wants.
Naturally the movement of goods is
light as shipping conditions are un-
favorable. Stocks in first hands are
held with confidence and pending an
improvement in railroad service when
it is believed the demand will improve.
There have been no new developments
regarding the future market.

The Schwartzberg & Glaser Leather
Co., which started business eight
years ago in a small way in a little

building on Market street, subse-
quently removing to West Bridge
street and still later to Pearl street,

has now removed to 57 and 59 Divi-
sion avenue. South, where it has one
of the best equipped leather and bind-
ing establishments in the State.
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Reply That Bears No Resemblance To
a Reply.

Benton Harbor, June 1—I am pleas-
ed to acknowledge your kind offer of
May 20, permitting me to make
answer to at least three recent ar-
ticles in your journal.

In your issue of May 5 is my ar-
ticle correcting some mistakes made
by somebody who did not sign his
name, but reflecting on the character
and aims of the Farm Bureau move-
ment. 1 also related some of the
principal objects of the movement and,
incidentally, suggested that we did
not like certain commercial transac-
tions and in that connection the far-
mers are not alone, as the general
public is surely with us. 1 me itioned
the fact that sugar, that was on that
day retailing at 30c pretty generally
had cost the manufacturers not to
exceed b%c per pound and we thought
there was altogether too much profit
there for somebody. | also mentioned
that we thought $60 too much to pay
for a suit of clothes that was a mix-
ture (blend) of wool and wool shoddy
and produced at a cost of $9 to $11
and in this matter the public are again
with us. | further stated that if these
cost figures were wrong 1 would like
to he corrected by some manufacturer
in a reliable manner, as | do not wish
to he wrong in any public statement.
By the way of reply | have a fine
hunch of complimentary letters, some
from vyour friends in Grand Rapids
and elsewhere. | also drew three
very uncomplimentary articles in
your columns, the first from M. H.
Coburn, of Scottville, which amuses
me, because he calls my statements
wild and proceeds to corroborate
them, so far as sugar is concerned,
except he states that sugar has not
sold above 16¢c per pound. | pre-
sume Mr. Coburn is honest, hut |
cannot conceive wherehe has been all
this spring to make such a statement
for sugar has sold at retail nearly all
over Michigan and in Chicago for 30c
and even up to 35c in same cases.
\ ou and | know that it is too wide
a spread between cost and final sale
price on any staple and you, as well
as others, know just how this rotten
robbery has been performed.

Next Mr. Coburn proceeds to tell
us about a brand of clothes that is
well advertised and sells at $45, cost-
ing the retailer $35. Pretty good ad-
vertising, Mr. Coburn, but | note that
Mr. Coburn does not touch my state-
ment on original cost of so-called
wool men’s suits which, by the way,
is only common knowledge said to
be based on authentic data collected

by wvarious statistical agencies and
published as facts. If wrong they
should be disproven promptly. We

also know this class of suits sell all
the way from $45 to $75. As for his
slur on arrogant and self assumed
leaders is concerned, he, no doubt,
has never learned that farmers select
their own leaders by ballot, the same
as other men. If he wishes | can
name a few farmers near his town who
will take pleasure in enlightening him
before he writes another article.

As for his suggestion about me
needing a guardian, well, you know’
you said the same thing editorially in
vour issue of May 12, so | suppose
that settled it and | am inclined to
acknowledge it; but I am not alone.
I think most of the public are in on
that for permitting themselves to be
skinned alive by such abunch of rob-
bers as are manipulating the neces-
sities of life to-day.

Now, Mr. Stowe, you said in your
editorial that you based your state-
ment that | needed a guardian on my
criminaly careless and absurd state-
ments in my article of May 5 Michi-
gan Tradesman. | have re-read that
article and am forced to the conclu-
sion that you must have been “all het
I,A? °r “seein! fIin%s” when you wrote
that. Now If yoUu are normal and
will re-read my article and then tell
your readers which part is criminaly
careless and which part absurd, then
study the two last paragraphs of my
article and see if that is criminaly
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careless, 1 will thank you. | say
frankly to you that | have been in
this State a long time, have quite a
large acquaintance and did not think
that anybody could truthfully say of
me the things you have said. Just
Ehink this over and explain your posi-
ion.

The third article is in your issue of
May 19 and is signed “Eastern Michi-
gan Grain Dealer.” and his starting
paragraph says,“ | want to ask Mr.
Morrill a few questions” and the edi-
torial caption is “Will President Mor-
rill Please Answer?” | see nothing in
this article objectionable and would
take pleasure in answering, so far as
I am able, but the writer appears to
be ashamed or afraid to sign his
name to his article. | have never
written an article or asked a ques-
tion that | did not sign in the open.
His plan is like shooting dum-dums
into the backs of your friends from
ambush. 1 have always supposed it
was against the ethics of good journal-
ism to permit it, but, Mr. Grain Deal-
er, if you will crawl out from under
your toadstool, stand up like a man
and enquire as you like, either | or
some of your farmer friends will do
our best to answer you. but not until
you show up as a man asking for
legitimate information.

Sav, regarding your last paragraph,
declaring war on the Farm Bureau

starting now May 19, A. D. 1920.
Isn’t that funny? | suppose if the
farmers of Eastern Michigan have
heard of it they will be hiding out

in the tall grass. | hope to be over
that way early next month and will
look around a little for casualties or
losses * and report.
Michigan State membership now
right at 60,000. Roland Morrill.
President Michigan Farm Bureau.

Takes Issue on the Usefulness of
National Association.
Cadillac, June 1—“The Atlanta

Meeting,” as written up on page 2 of
last week’s Tradesman served to take
my attention away from the real meet-
ing in order that | might say a few
words in answer to your editorial on
this subject.

It strikes me that your informant
must have a grievance of some sort—
more than likely against himself—for
the reason that he did not give any
suggestion of the new policies that
might be adopted. No doubt he is
one of these fellows who may have
found out a few’ things about the
grocery business and theoretically has
put them into practice in the quiet of
his bedchamber where no customers
were in sight or if he had good sound
practical suggestions to offer, why not
come out in the open through the col-
umns of the Michigan Tradesman, so
that his ideas might be used by some
one who might have a say in future
national conventions?  This surely
would have been more manly than re-
sorting to a mud slinging tirade that
gets nobody any good and surely only
holds up to the reader’s scorn the fel-
low who does not offer something of a
constructive character. This is the
need of many grocers and, as one who
attended that meeting, | want to say
that some of the subjects presented
at that meeting were of most vital
importance to the retail grocer and
through the retail grocer to the con-
sumer who buys his goods. Your in-
formant quite evidently does not be-
long to that type of man now known
as a “peptonist,” meaning the fellow
who, when he knows how, throws
off his coat, rolls up his sleeves and
does the work. This is the class of
fellow that any association needs as a

member. There is not now so much
need for pessimist or the opti-
mist. The former only finds fault,

while the latter has good theoretical
ideas, but says “Let George do it.”
This class composes those who need a

little education and by all means
should belong; that is, if they pay
their dues. By the way, | am some-

what curious to know if your inform-
ant pays dues to the National or if he
is a star member?
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Men who have made a success of
their own business have not done so
by unfavorable criticism of their
neighbor and with all the unfavorable
publicity the press has given the re-
tail grocer the past few years it is
surely time that those who are either
engaged in or identified with the busi-
ness in any way lend their efforts, as

well as their money, to bring the
business out in the sunlight once
more. Let me further say that there

are many reasons why not only the
individual who may be interested but
also the wholesaler and manufacturer
should do their part, as a more effici-
ent retailer will pass the goods of the
"two former through proper channels
to the consumers. It is education of
this character that is passed out
through conventions to the various
parts of *the country that will bring
about a better business condition and
if the national meeting did no more
than “declaring that co-operative buy-
ing by retailers is a local matter, to be
handled as such rather than make it
a National issue,” it was worth all it
cost, as this habit only leads to dis-
aster in more than 75 per cent, of in-
stances.

With relation to the secretary and
other matters properly a part of the
duties of the board of trustees, let me
say that men of ability compose it
and | have every reason to believe
that these men will do the right thing
to the best of their knowledge and if
they cannot get the most capable man
in the United States, it may be be-
cause some wise guy has found him-
self all powerful to get along without
making any contribution to any as-
sociation in an effort to educate the
fellow who is inefficient in business,
because of the fact that no educational
institution thought worth while edu-
cating a man to run a grocery store,
hence the need of association.

J. M. Bothwell.

Live Notes From a Live Town.

Owosso, June 1—James J. Brown,
traveling salesman for several years
for the Iroquois Cigar Co., later in-
terested in the Brown & Gray Cigar
store, of Owosso, has purchased the
Miller Hotel, in West Owosso, from
Mrs. Charles Preece, whose husband
conducted the hostelry for many
years prior to his death. Mr. Brown
expects to improve the property and
conduct the hotel on the European
plan.

We notice among the coming fads
of fashion that wings are to be worn
on ladies’ shoes. We have seen pic-
tures of beautiful looking ladies with
wings attached, but they were on the
other end and we supposed they were
angels. Perhaps the idea may have
originated from the fact that there
are breeds of chickens which grow
feathers enough on their feet to make
a fairly good pair of wings if they
don’t attempt to fly too high.

Owosso Council, U. C. T., held its
regular meeting on schedule time. The
new officers performed the work in an
exemplary way and Ed. Fuller was
added to the ranks of United Com-
mercial Travelers.

Glen Reynolds, who sustained a
broken ankle in February, is still con-
fined to his home, but is improving
slowly. Glen is too good a scout to
be tied up these nice days and has the
heartiest wishes of all the brothers
for a speedy recovery.

bred Hanifan is quite exercised over
the rapid destruction of dandelions,
bred says no use talking, if there isn’t
something done to stop it the way
things are doing on his street that in
five years there will not be a bottle of
dandelion wine in the State, nor any-
thing to make it.

Roy M. Hurd, of Sethton ,is closing
out his stock of general merchandise
and will run a truck line to various
points in that part of the State.

C. H. Clement, of Sheridan, has
sold his stock of groceries to Ben
Heath, who will run a first-class
grocery with an up-to-date meat mar-
ket in connection. Mr. Heath is an
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old groceryman and understands the
game from” start to finish.

We notice in the last issue of the
Tradesman there is one man in Dad
Axe who positively refuses to rim
for office. We are pleased to hav-
read this item, as we had Bad A
checked off on the map as a sort of
an ever flowing well spring of politic !
aspiration. Honest Groceryman.

Demanded Mortgage For Full Value
of Property.

The Tradesman recently referred to
the sale of the 20 foot frontage on
Monroe avenue owned by George G
Steketee to the Paul Steketee Realty
Co. for $70,000. As a matter of fait,
the consideration was $80,000. The
former owner refused to part coni
pany with the property except on one
consideration—that he be given a
mortgage for $80,000 at 6 per cent, in-
terest, payable on the 1st of every
month. This gives Mr. Steketee a
permanent income of $400 per month
as long as he lives.

This transaction recalls a similar
occurrence when Mrs. J. H. Wonder-
ly sold the Wonderly block to the
Grand Rapids National City Bank
five or six years ago. The only con
dition on which the owner would part
company with the property was that
she receive a ten year mortgage back
for $200,000—the total consideration
—with interest at 5 per cent. This
gives her an annual income of $10,000
per year and accounts for the item
which appears in the statement of the
Bank each time it is called upon to
make a statement by the Comptroller
of the Currency and which is desig-
nated as “deferred payment on bank-
property.”

Remarkable Accomplishment of Mr.
DeLamarter.

The masterly manner in which Mr.
L. J. DeLamarter has brought about
a good understanding between the
City Commission and the Grand Ray-
ids Railway Co. and effected a sati -
factory arrangement as to increased
fare—satisfactory alike to the public
and the company—excites the ad-
miration of everyone familiar with
the situation and the commendation
of everyone who realizes the difficul-
ties Mr. DeLamarter had to overcome
to accomplish such a result.

Those who have known Mr. De-
Lamarter had reason to regard him
highly, but it appears that only the
opportunity was lacking to bring out
latent talent of a high order along
managerial and diplomatic lines. His
negotiations with the City Commi-
sion have been conducted without
friction and with a frankness and
fairness which disarmed suspicion and
commanded respect. It is very for-
tunate that the mantle of President
Hanchett should have fallen upon
shoulders so capable of wearing it
with credit to himself and with satis-
faction to his employers and the pub-
lic.

Not Insulted.

“You big cheese!” exclaimed the
angry lad.

“Thank you,” said the other boy,
who clerked in a grocery store.
“Have you seen what big cheeses are
selling at now?”
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This Seal and an Ideal

J?70 R many years the National Canners Association
has been striving toward an ideal in the canning
industry. Through its laboratories and scientific re-
“Hr search, carried on by some of the country’s most eminent
food scientists, and its rigorous inspection service it
works toward this ideal—to furnish to the American
home the purest and most wholesome foods that
scientific preparation can produce.

The Seal of the National Canners Association In-
spection Service on each can of inspected brands is the
sign to consumers of such pure and wholesome produc-
tion. Advertising will tell its meaning to millions of
housewives. Already over 26 million cases of the 1920
pack are under the Inspection and will bear this Seal as
they come to your shelves.

Isi0te Carefully: The National Canners Association has organized an

efficient inspection service for the purpose of assuring satisfactory condi-
tions and clean, sound food products, canned 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.

NATIONAL CANNERS ASSOCIATION

Washington, 1). C.

A nation-wide organization formed in 1907, consisting of pro-
ducers ot all varieties of hermetically sealed canned foods

which have been sterilized by heat. Itneither produces, buys - - ~.. A
nor sells. Its purpose is to assure for the mutual beneéfit G dM /CE I M fd I
of the industry and the public, the best canned foods anne O t Ie I C e .
that scientific knowledge and human skill can produce. L

on }bur
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UNFORTUNATE LEADERSHIP.

The Tradesman cheerfully gives
place to a communication from Roland
Morrill, President of the Michigan
harm Bureau, elsewhere in this week’s
paper.

Inasmuch as Mr. Morrill’s state-
ments regarding profiteering by mer-
chants were challenged by a reputable
merchant, the Tradesman deemed it
only fair to give Mr. Morrill an op-
portunity to justify his claims by pre-
senting proof of his assertions. Un-
fortunately, lie does neither, clearly
showing that he has no correct con-
ception of the rules of debate or the
seriousness of a situation which has
been precipitated largely by just such
wild and unfounded rumors and base-
less claims as he gave utterance to
in his original communication to the
Tradesman.

It is exceedingly unfortunate that
the Michigan Farm Bureau should be
headed by a man of the Morrill type,
because such action cannot fail to re-
sult in dissatisfaction and disaster. All
his life Mr. Morrill has cultivated a
habit of overstating things. He al-
ways sees profits which cannot be
realized and abuses which never ex-
ist. Some years ago he inveigled a
number of Michigan business men in-
to making a large investment in peach
growing in lexas. He gave the
project his own name and the benefit
o! his personal management, prom-
ising a profit of $1 per tree as soon
as the orchard, consisting of several
thousand acres, came into hearing. In-
stead of realizing a profit, the enor-
mous proposition finally found lodg-
ment in tlie insolvency court. Those
who had relied on Mr. Morrill’s prom-
ises of large returns found themselves

victims of one of the most foolish'

schemes ever concocted by a vision-
ary and impracticable man. They
ne\ei received as much as one cent
on the dollar from their investment.

Judging by the utterly reckless man-
ner in which Mr. Morrill is undertak-
ing to exploit the Michigan Farm Bu-
reau. sending broadcast statements
which have no association with truth
or fairness, and then failing to even
attempt to justify his wild and crazy
accusations against merchants as a
class, it is clearly discernable at this
writing that the Farm Bureau is ex-
ceedingly unfortunate in its choice of
President and that his extravagant
way of talking and his reckless habit
of overstatement will do much to
create a spirit of distrust and dissatis-
faction among the farming classes
which bodes much evil for the mercan-
tile interests of the State.

There ought to be a safe middle
ground on which merchant and farm-
er could get together and meet fairly
and frankly, but under the evasive
leadership of a man like Morrill such
a consummation is utterly impossible
of accomplishment. Of course, the
farmer will suffer quite as much as
the merchant because of this unfortun-
ate situation.

AN IDEAL CONVENTION?

In another week the third and prob-
ably most representative of the three
great grocery trade conventions—that
of the National \\ holesale Grocers
Association—will be on at Colorado

Michigan

Springs, Colo. There promises to be
a large and representative gathering
of the biggest factor of the trade and
the convention seems to indicate much
deliberative and discussionary work
of a constructive nature, but there
still remains some regret that at this
\iital stage of food trade evolution
the sessions should have been held
more nearly at the center of National
food distribution, where the largest
possible attendance might have been
assured. *

A perusal of the programme shows
at a glance the wide and influential
character of this organization’s work,
and suggests the reason why this con-
vention is an event of importance.
The work of the body has never been
marked by oratorical skyrockets nor
vaudevillean lambasting of all who
disagree with its officials—nor does
it evidently emit all its influence
through one hissing outlet any more
than draw all its motive force from
‘his master’s voice”—but it works in
a many-sided way through committees
to study and correct numerous trade
evils and accomplish reforms by the
power of study, example and logic,
quite as much on its members as “the
other fellow.”

Of course, there are various ways
to run an association, but the Nation-
al has always worked with remarkable
effectiveness and has attained very
general influence and respect that adds
much to what it may or may not do
m Colorado Springs or elsewhere,
I here is nothing in its programme
this year to suggest fireworks or any
sensational panacea for the H. C. L
nor even of converting a sugar famine
into a plethora, but sugar will prob-
ably be a large theme of discussion,
and m the unofficial sessions a great
deal of intelligent understanding of
the situation will be adduced; which
is after all, more valuable than
“spieling” about the ways of the
wicked.

AWAITING THE CROP REPORT.

The cotton plant is a much hardier
one than some speculators give it
credit for, and it has many times
proved a disappointment to those who
have bet on it—or against it. How
far its price will be affected by the
prospects of a pretty large decline in
cotton goods values is one of the in-
teresting things of the future. But,
judging from the big dividends of the
cotton mills, the price of the raw
material must be raised much higher
than it is to make much of a dent in-
them. Still, marked declines are no-
t’?ed in divers constructions of gray
goods, some showing a decrease of
about 12 per cent, below the record
high levels of recent months. Busi-
ness in fabrics has been quite light
except for nearby deliveries, and stuff
is beginning to accumulate at the
mills because of the lack of transpor-
tation facilities. Wash goods sales
have been hampered by unseasonable
weather. The drop in exports has
also resulted in the resale of goods
here which had been destined for for-
eign countries. Openings for under-
wear will be much later than usual
this year because of the uncertainty
of prices. In hosiery, buyers are try-
ing to find bargains.
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THINGS WORTH WHILE.

Lcadville, in Colorado, was once
the symbol of the West’s rapid ex-
pansion, but Leadville’s population
has fallen from 12,455 in 1900 to 7,506
in 1910 and to 4.959 in 1920. Spokane
is in sackcloth and ashes because her
population, after increasing 163.3 per
cent, between 1900 and 1910, shows
this year an actual decrease of 0.2
per cent. Is the boom town disap-
pearing.’ Hear from twenty-three
commercial associations in twenty-
three thriving “emporiums” a raucous,
jubilant No! Director Rogers of the
Census Bureau thinks that because
of the check to immigration during
the war our cities will he shown to
have grown more slowly during the
second than the first decade of the
century. But the list of twenty-three
cities that have more than doubled
in size since 1910 is grow’ing.

The Leadvilles of to-day are for
the most part either industrial towns
or suburbs and fifteen of the twenty-
three are east of the Missippi. Akron,
with its suburb, Kenmorfe, disputes
the leadership with Gary—rubber
vying with steel. The “rubber city,”
with fifty-seven factories devoted to
this one commodity and producing
more than a half billion dollars in
goods yearly, had 69,000 people ten
years ago and now has 208,500. The
housing pressure has driven so many
to Kenmore, across the canal, that its
population (12,800) represents a gain
of 7125 per cent. Despite the re-
markable housing schemes of several
large manufacturers, a shortage of
5.000 homes still exists. Single rooms
rent up to $30 a week, and three or
four families are living in six-room
houses. Gary’s population was 16-
802 and is 55,344. Cicero, an indus-
trial suburb of Chicago, grew from
14,a57 to 45.000. Other centers can
show greater rates of growth, but are
much smaller in size.

“Boosting counts.” asserts the Bur-
lington Havvkeye, in applauding the
growth of Waterloo, la., by a mod-
est 35 per cent. “Her citizens were
loyal and never grew weary of boost-
ing for her.” The American delight
m bigness and the American’s desire
to tell every one else in the smoking
car that his city is the world’s hub
will never perish. But there are bet-
ter objects than size or wealth. Gary
should be prouder to be known for
her model school system than for her
rapid development. Akron should be
more ready to boast of her new mod-
el charter, her excellent plan for city
growth and improvements like her
proposed civic center than of her
population. Not all cities can double
every decade, but they can compete
with each other in all that makes
them really worth living in.

MORE”ABOUT SHOE PRICES.
Very conservative, to say the least,
was the Secretary of the Tanners
Council who testified the other day
before the United States Senate Com-
mittee which is enquiring into shoe
prices. He said these would become
lower, not next fall, but next winter
or spring, “provided nothing unfore-
seen happens.” But, while he was
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testifying, things were happening. jn
Massachusetts, for example, the slice
factories are crowded with shoes, a
lot of which have been returned. In
Haverhill alone, it is estimated that
$1,000,000 worth of tan shoes have
come back to the manufacturer?, be-
cause they could not be sold. Most
of these were received by dealers too
late for the spring season. Consum-
ers are refusing to pay the high prices
which dealers have been asking, and
the recent vast expansion of shoe re-
pairing shops gives abundant evidence
that the cobblers are doing more busi-
ness than many of the dealers. Shoe
factories are closing down for varying
periods because of lack of orders, but
their owners and managers still pro-
fess that they will be able to get high
prices for their fall offering. They
claim they are entitled to them be-
cause their leather was bought at high
prices, but they seem to forget that,
when they raised prices on an advan-
cing market, they did so on the plea
that replacement costs would be
greater. Now that replacement costs
will be much less, they are unwilling
to have the same rule work the other
way. It looks like an adaptation of
the old "heads | win, tails you lose”
game, but it is hardly likely to work
in the present temper of the public.

LOWER PRICES FOR WOOL.

With the marked downward trend
in wool prices now everywhere ap-
parent there is not shown any gen-
eral disposition to buy the material.
This is likely to have some effect on
the prices to be obtained for the do-
mestic clip now coming to market.
Everything points to lower prices for
wool in the near future because of the
great abundance of supplies. Tin
goods market is seasonably quiet and
promises to remain so for at least six
weeks to come. Cancellations of fall
orders have been bothering the mills
greatly, and some of them have closed
down wholly or partly until the man-
agers can see their way more clearly.
The indictment of the American
Woolen Company and its Preside
William M. Wood, has not helped t
improve the situation. By some it i
thought this action will ehcourai
the cutters-up and other big customer?,
to hold back their orders with tin-
view to obtaining price concession
One of the revelations made by ti
Government officers who investigate
the company was provocative of min
comment. This was the statement . -
to the huge emoluments of Mr. Wood.
If what was said is true, it would ap
pear that his personal profit on eve:
suit of clothes made from the AmerJ
can company’s woolens was about $L
He claimed that the entire profit mad
by the company itself was only 7
cents per suit. But it may be said ; >
the company that it was doing onl.
what the other woolen companies
were doing, and its offense, if a
was merely on a larger scale than :
others.

Sure Enough.
| understand you told somebody
was engaged in a smooth skin game!
said the irate druggist.
Sure; | said it. Don’t you special
ize on toilet soaps?”
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Mr. T. K. Kelly,

Minneapolis, Minn

Have a progressive store of the better
class and would like further details
regarding your

Independence Sale for July

With the understanding that th
obligation.

Town.

State.

Honor Built This Service—Ability Ca
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Michigan Sthoe Dealers’ Associa-
ion,
President—J. E. Wilson, Detroit.
Vice-Presidents — Harry  Woodworth,
Lansing-; James H. Fox, Grand Rapids;
Charles Webber. Kalamazoo; A. E. Kel-
logg, Traverse City.
. Secretary-Treasurer—C. J. Paige. Sag—
inaw.

Retail

Stocks Being Rapidly
Liquidated.

The orgy of price cutting, which re-
ceived its impetus from the Wana-
maker stores reducing prices 20 per
cent., has spread to all sections of the
country. Drastic reductions have
been made on regular stocks of mer-
chandise with apparently no thought
given to replacement values. Shoes
are included in the sales which are
being held.

e are more concerned with the
shoe situation than we are with other
lines, although recognizing the sym-
pathetic influence exerted upon our
trade I\ any movement to lower the
cost of wearing apparel. The present
situation, while serious and not to be
underestimated, will prove when it is
all over to have been beneficial.

It is no secret that retail stocks of
shoes have been too heavy for the
satisfaction of the merchant. This
condition is a result of the unthink-
ing and reckless over-buying which
characterized trade a year ago and
which contributed to forcing leather
and shoe costs to the highest prices
ever known. Merchants are now reap-
ing what they sowed at that time.
The condition of stocks, a backward
season with unusually heavy rainfalls,
and a revulsion against high prices
have operated against a free sale of
shoes this spring. As week after week
passed and dealers saw the best part
of their season passing without
stocks moving they became uneasy.
It only needed a Wanamaker sale or
some similar movement to force them
to a decision.

Retail Shoe

Stocks are being liquidated and it
s right that they should he. The re-
action in prices will enable the mer-
chant to unload. He will exchange
his shoes for money that he can place
m the bank "here it will he when he

needs it. Housecleaning at this time
means that stocks will he brought
down to a level on which retailers

can operate with more safety. The
one outstanding fact is that ‘conser-
vatism, and not over-buying, should
be the rule from now on, or until
merchants know better than they do
ri-day what the future holds for them
in the matter of prices.

The trade situation when carefully
analyzed is neither complex nor be-
wildering. With stocks liquidated and
conservatism observed in buying for
future requirements, merchants will
e a”e confidently to meet any

MICHIGAN

change that materializes one way or
the other. It should be understood,
however, that there should be no fur-
ther delay in contracting for the nor-
mal needs of the coming season if
shoes in proper quantities are to be
on hand when the new season opens.

There are some phases of the situ-
ation that must not be overlooked.
It would be. for instance, very un-
wise for any merchant to assume that
the wave of price cutting reflects or
is a forerunner of a break in the leath-
er market justifying materially lower
Nothing is further from the

prices.
truth. 1he sole leather market rules
Arm. L pper leather, however, is soft-

but with no excess supply and
tanners sold up until early fall on
deliveries of the better grades and
weights. Lower grades of both calf,
kid and side leather are in fair supply.
\\ e are of the opinion that the pres-
ent market for leather and shoes will
hold just about where it is. There
may be slight recessions or advances

from present average prices, but there
slump

er,

will be no sudden or great
downward.
Advance buying bv retailers has

been characterized by a concentra-
tion upon medium and lower grades to
the exclusion of the higher grades,
with the determination on the part of
merchants to confine the bulk of their
fall purchases to shoes that they will
be able to retail at moderate prices.
This new policy of buying has neces-
sitated a greater changing of grades
than \\e have witnessed in years. It
is true that many manufacturers have
revised their price lists downward, but
there is a point beyond which they
cannot go and continue in business.
In this situation the manufacturer
of high grade shoes will suffer the
greatest loss in production, for until
conditions become more nearly nor-
mal'and retailers feel that prices have
been reduced to a point where they
can obligate themselves with a cer-
tainty of once more doing a volume
of business at prices which people are
willing to pay for first grade mer-
chandise. merchants will not be inter-
ested in high grade, expensive shoes
to anywhere near the extent they have
been during recent years. To anyone
who has followed retail trade this sea-
son it must be evident that the people
are determined to insist on shoes and
other necessities at more reasonable
prices. It is the duty of the merchant

HONORBKX
SHOES
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All Indications Point to a
Big Ked Year

Prevailing high prices of leather footwear
is one of the features that will help make

this a big year for Keds.

Look over your stock and see that it is
equal to the demand that is bound to
come. Order while our stock is in fairly

good condition.

It is going to be impossible for us to
replenish our stock this year. The big

sellers won't last long. So we recom-
mend early buying to keep your own

stock in the best of shape.

Herold-Berfsch Shoe Co.

Manufacturers of Serviceable Footwear GRAND RAPIDS, MICH.

WLRTSH

Built Like An Auto Tire
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BLUCHER
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Halt-bellows tongue. Fib
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We have thousands of cases of HOOD TENNIS on the Floor.
Write for special Tennis Catalogue.

HOOD RUBBER PRODUCTS CO., Inc.
rapids. MICHIGAN
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to supply this demand and he must
be prepared for it. It would seem as
if the craze for the most expensive
and extravagant articles is receding.

There is no doubt that the working
people of the country will be able to
absorb all the merchandise that will
be offered to them at cut prices. The
money of the country is in their pock-
ets and lower prices will be the mag-
net to draw it out.

The desire to “get from under” is
manifest in the large number of can-
cellations and returned shoes which
have come to manufacturers in recent
weeks. These stocks of shoes will be
sacrificed to stores which will use
them for special sales and they will
be offered to the people at prices that
will create astonishment and wonder.
When the average retail merchant
understands the conditions under
which these shoes are thrown upon
the market, he will realize that it is
not because the shoe or leather mar-
ket has broken to any such extent as
to permit shoes to be sold at such low
prices.

It is as true to-day as it ever was
that the high cost of living cannot be
permanently reduced by starting with
the retailer and working backward to

the source of raw materials. The
start to this end must begin in the
primary markets of the world. Sup-

ply and demand have always regulat-
ed prices and always will. There can-
not be any great reduction in the cost
of raw materials and finished products
until the war has been paid for. This
will take billions of dollars and years
of time. The tremendous inflation of

Beautiful M

Oxfords for men
have distinction

create satisfaction.
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money and credit, the waste and des-
truction of merchandise and the loss
of millions of men during the war
must be reckoned with, and not until
these great factors have been gradual-
ly and successfully met and solved
will world-wide economic conditions
show any great change.

It is everywhere admitted by bank-
ers and business men that the many
disturbing factors in the trade and
financial situation demand unusual
caution.  While this is imperative,
there must be no hysteria injected in-
to the situation. Cool, deliberate
judgment is the need of the hour.
There must be no panic and there will
be none if sanity rules the situation.
It must be remembered that we have
enormous resources and markets and
that the United States is the most
prosperous nation in the world and
there is every indication of good times
continuing for some years to come.

Shoe Retailer

Late Mercantile News From the
Celery City.
Kalamazoo, June 1—G. R. Clark,

H. U. Biggar and Thos. Carlyle, mem-
bers of the buying force of the Wor-
den Grocer Company, have returned
from tlite West, where they spent
ten days in the interest of the flour
department of the above company.

B. A. Trathen, of 311 and 313 South
Burdick street, has opened a second
grocery store at 601 Portage street,
which is under the management of his
brother.

The Paris Cafe, at 318 East Main
street, has installed an electric piano
for the amusement of its patrons.

Mr. and Mrs. B. R. Barber have
returned from their winter home at
St. Petersburg, Fla.

erchandise

and women that
are those that

A satisfied cus-

tomer means a repeated sale.

These oxfords are the most popular

of the season, and are best known

as having style, comfort and quality

supreme.

W e can furnish you with

these from our immediate stock.

Ifirth'-Krduse

Shoemakers for three Generations

Tanners and Shoe Manufacturers

B

Grand Rapids, Michigan
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H. D. Clark, of 711 Portage street,
has completed a new cottage at Long

Lake and is residing there for the
summer.
Eugene Kenyon, more familiarly

known to his friends as “Beenie,” has
accepted a position as city salesman
for A. Salomon & So, on Portage
street.

C. E. Hickok, of the Hickok Gro-
cery Co., is completing a summer
home at Deep Point, on Long Lake,
where he says he will be pleased to
entertain his friends to fish banquets
after June 16. How about it Carl?
Does the writer stand a chance to get
a good fish dinner on the opening
date?

Chas. Holt, of the Holt Hotel, had
a very pleasant motor trip to Jackson
last Saturday, but the return trip was
not so pleasant; at least, Charles says
he didn’t know so many things could
happen to a Chevrolet car on one trip
and, incidentally, he says that Spring-
port is a fine place to have your car

repaired “while you wait.” Spring-
port is a beautiful little hamlet be-
tween Jackson and Albion, where

they maintain one of the most up-to-
date service stations for autoists any-
where in the State. Charles says they
charge everything but your battery.,
Frank A. Saville.

u

How Two Nashville Merchants Re-
gard the Tradesman.

J. Appleman, grocer: “The Trades-
man is a great paper. Best | ever
saw for anyone handling merchandise
in this part of the country. Would
hate to keep store without it. It is
worth many times what it costs to
me. 1get valuable information out of
every one.”

W. A. Quick, grocer: “I like the
lradesman if | do not agree with
Mr. Stowe politically and do not ad-
mire all he writes along those lines.
He is evidently a Republican and |
am a dyed in the wool Democrat,, but

there is one thing we do agree on
and that is on C. L. Glasgow for
Governor. There is no better man in

the State and 1 am for him first,
last and all the time. Tell Stowe he
cannot say or do too much for him.”

Mr. and Mrs. J. 1). Culver'dealer in
variety goods at Saugatuck, have add-
ed a line of groceries. The Judson
Grocer Company furnished the stock.

8762—Mahogany Calf Bal. Oxford, City Last, A-B-C-D $8.40

8703—Mahog. Full Grain Side Bal. Oxford, City Last, B-C-D-E__$5.85
8749—Gun Metal Veal Bal. Oxford, Tremont Last, C-D-E $7.00

QUALITY
STYLE

A N D

SERVICE

the three essentials to successful shoe merchandising. They will
increase your sales because they guarantee complete satisfaction

and insure enthusiastic customers that will repeat.

The nearby

source results in quick deliveries and eliminates excessive trans-

portation charges.

SEND US YOUR ORDER TO-DAY.

RINDGE, KALMBACH, LOGIE CO.

10 to 22 lonia Ave. N. W.
GRAND RAPIDS, MICHIGAN
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Banking on the Earning Power of
a People.

\\ liile it is true that government
bonds are in effect a mortgage on the
wealth of a nation, it must not he for-
gotten that their real security rests
upon the earning power of the people.
It is from that earning power that in-
terest and principal finally must he
paid.

In making a study of the foreign in -
vestment held the prospective investor
therefore must concern himself with
the record of the nations as going
concerns. In the very nature of
things such a study must turn for en-
lightenment to the history of past
performances.

Some authorities hold that we can-
not draw analogy between, for ex-
ample, the days following the Na-
poleonic and Franco-Prussian wars
and the present. They do not seem
to recognize that conditions may he
relative, although not altogether com-
parable. Many authorities would
have us believe that the present con-
ditions are terribly abnormal.

The fact of the matter is we would
he living in abnormal times were con-
ditions other than they are. The fact
is we are to-day witnessing the in-
evitable consequence of certain funda-
mentals. And the earning power of
the people, the recuperative power
of the nations, has everything to do
with the estimate as to the future
of Europe. At the close of the Na-
poleonic wars Great Britain found
herself confronted with a debt of $4,-
000,000.000 in round numbers. That
was just as staggering a debt as the
me with which she has to contend
to-day.

I he close of the Franco-Prussian
War found France on the verge of
bankruptcy, with a public debt the
like of which the country had never
known.

But both debts were discharged.
Would those who object to drawing
analogy between such times and the
present dispute the assertion that the
earning power of the American peo-
ple. that has built the per -capita
wealth of the nation from $13.50 in
1S7S to nearly $2,000 to-day, has noth-
ing at all to do with the security be-
hind the Lmted Slates Government
Liberty Bonds?

\\ ould anyone deny that there is

the wutmost significance in the fact
that the per capita wealth of the
luted States was increased from

$513.93 at the outbreak of the Civil
War to $870 per capita just twenty
years later and to $1,164 in 1900, forty
years after the war?

It is true that the late European
war lell more mouths to be filled,
greater demand lor all commodities.’
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and that the world had advanced
from the conditions of 1814 and 1860
and 1876 to such an extent that the
task of readjustment to-day dwarfs
that of sixty and one hundred years
ago. But the same old fundamentals
lie underneath and must be dealt with
now.

Now let me return to the discussion
of the earning power of peoples. For
the purposes of this article 1 shall
use as examples Great Britain and
France. [Tie conclusions, | may say,
in each case apply to consideration of
both Belgium and Italy, the former
of which is attracting widespread at-
tention because of the rapidity with
which readjustment at present is be-
ing carried out. 1 select Great Brit-
ain and France in this instance largely
because their task of recuperation per-
haps is more fraught with complica-
tions than is that of the others.

First of all we will examine the
case of France. As has heen stated,
the Franco-Prussian War left the
country bowed beneath what the
world assumed was a burden that
could not be thrown off. Yet in 1876
the Bank of France had in its treas-
ury some three hundred billions in
coin and bullion, which amount at
that time was equal to the combined
bullion and coin of the Bank of Eng-
land and the Lnited States Treasury.

Two years after the close of that
terrible struggle F'rance had paid an
indemnity to Germany of one billion
dollars. X<t a cent of this was ob-
tained from outside sources. Every
dollar was borrowed from the French
people.

Examination of the increase in per
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capita wealth of France, which is il-
lustrative of the earning power of the
people, will be interesting. In 1789
the per capita wealth was $300; in
1814 it was $345, and in 1914 it was
$1,625.

Now examine the case of Great
Britain, with a debt of four billions
of dollars in 1814, after the exhaust-
ing struggle of the Napoleonic wars.
At that time the per capita wealth -of
the people was $600. One hundred
years later the per capita wealth was
$1.915.

In 1914 the people of Great Britain
and France were deriving huge in-
comes in the way of interest on in-
vestment in every corner of the world.
The money of the savers and investors
in Britain and France was tied up
in American railroads, municipalities
and public utilities. These two na-
tions were the greatest creditor na-
tions in the world, which fact was at-
tributable to nothing save the hon-
esty, skill, industry, thrift and earn-
ing power of the people.

If for no other impulse or motive
than a purely selfish one, American
investors should advantage themselves
of the present position of foreign ex-
change and purchase foreign securi-
ties such as government bonds, muni-
cipal bonds and well selected indus-
trial securities.

Any reputable investment house
which gives attention to this particu-
lar form of investment will respond
to a request for information and as-
sistance in this regard. In fact, in
making this kind of investment too
great care cannot be taken in the
selection of the medium through
which to deal.

The present levels, the exchange
situation, all these factors serve to
recall a story which is old but very
pertinent.

In 1871, following the wars that had
brought so many burdens and so much
unrest, Baron Rothschild was asked
about what might be a good invest-
ment.

“Buy French rentes at 60,” advised
the financier.

“What!” exclaimed the astounded

enquirer. “Why, the streets of Paris

are running with blood!”
“Certainly,” calmly replied the

banker. “That is why you can buy

them at 60.” Stuart L. Bishop.

The First Bank Note.

In the matter of exchange, China
stole a big march on the rest of the
world. Her first paper money was
printed in the year 650 A. D. Not
until the chartering of the Bank of
England, in 1694, did Europe have
its first bank notes.

“Circulating forever and ever” is
the arrogant inscription on the most
remarkable bank note in the world,
issued by the Chinese and now in the
Museum at Cambridge, England. It
is bordered with ornate dragons and
stamped with the red seal of the
great yellow empire. The colors are
still bright and the gold ink as shiny
as the day it was applied—back when
England was a wilderness. That the
paper itself has not crumbled after
these 1,269 years, is a wonder in itself.
The note is over a foot long.

Marco Polo in describing these
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Chinese bank notes, recorded that the
imperial mints redeemed old bills on
a payment of 3 per cent., and that
counterfeiting was punished by death.
Redeemable in gold or silver, they
were exactly like modern paper
money. Later on, about the vyear
1400, counterfeiters got so numerous
and so adept that China switched from
paper to metal, for her medium of ex-
change.

The paper of the first Chinese note
was made from the bark of mulberry
trees. It bears the inscription, “To
circulate on the same footing as stan-
dard cash. To counterfeit is death.
The informant will receive 250 taels of
silver and in addition the entire prop-
erty of the criminal.”

Competition vs. Opposition.

The difference between competi-
tion and opposition is as follows:

Competition is an honest man’s
means.

Opposition is a two-edge sword.

Competition is tempered with fair
play.

Opposition puts a
trickery.

Competition brings improvements.

Opposition suggests schemes.

Competition makes friends.

Opposition creates enemies.

Competition nourishes profits.

Opposition kills them.
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An Important

Extension

Corporations now have until
May 15, 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-
in TAX MAT-
TERS, is best able to

perience

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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Foodstuffs in Early Days on the
Muskegon River.
Grandville, June 1—Foodstuffs were
harder to obtain in early days than

now.

Almost everything in that line came
to the Michigan woods from across
the lake by boat, sailing craft at that.
When navigation closed in the fall
there was no more communication be-
tween Chicago and the lumber woods
of Western Michigan. When the
Muskegon store ran out of supplies
we of the North woods had to go
without until spring.

lhis was the condition before the
advent of the railroads. Michigan
settlers suffered some hardships in
those days of which modern civiliza-
tion knows nothing.

Pork, beans, potatoes and bread
formed the staples of which the woods
folks partook and lived like kings at
that. One year there was a failure
of the potato crop—at least so far as
the lumbering country was concerned
—and we lived on pork and beans. |
was a small chap at the time and the
menu that winter became very stale
to my palate before spring. With the
opening of navigation, potatoes were
again in evidence and they looked to
the starved eyes of the boys like
apples of gold. The price—$1.50 per
bushel—was something remarkable for
that time, the years immediately pre-
ceding the Civil War.

Butter and cheese were articles of
luxury. | well remember father tell-
ing of the godsend that came to a
lumbering camp one fall when, soon
alter a big lake schooner was wreck-
ed, some of the shanty men, visiting
the lake shore, ran upon a variety of
foodstuffs, among them being a big
cheese.

This cheese weighed not less than
200 pounds and was scarcely injured
by its soaking in the waters of the
lake. At any rate it was taken to
the cook’s shanty and formed a staple
article of diet for a good share of the
winter. Something like two inches
of the outside had been water-soaked
the remainder being in prime condi-
tion. Barrels of flour, too, were ap-
propriated, more than two-thirds the
contents of the barrels being unin-
jured.

\\ ith the close of navigation on the
lake the denizens of the Michigan
woods went into winter quarters.
Usually the Muskegon merchants
stocked up sufficiently to last until
spring. However, they were not al-
ways proof against miscalculations, as
il’(lj the case of potatoes above mention-
ed.

Our butter came in firkins ctf from
sixty to 100 pounds, and such stuff
as it was! It would hardly be con-
sidered for packing stock to-day.
Strong butter was the rule. In fact,
the peculiar flavor of that firkin but-
ter from across the big lake lingers
with me still. Until 1 had advanced
considerably into teenage | never
tasted good farmer’s butter, hence
having acquired a taste for the firkin
product, when genuine butter put in
_itts appearance | had to learn to like
it.

\\ lhle | was clerking in a back-
woods store | had some butter ex-
periences _that were more humorous
than tragic. The stores in the river
settlements seldom had an opportunity
to buy farmer’s butter since the few
settlers back from the river used hog
grease in lieu of the product of the
cow. \\ e were always, however, sup-
plied with Illinois firkin butter of the
strong variety, of which the woods-
men partook without thought of mak-
ing a wry face.

Ihe first home-made butter came
in one day, fetched by a settler’s wife
who lived in the edge of the village
and who had one cow. | had heard
some queer stories about this woman
—that she placed her pans of milk
under the bed to raise the cream. Boy
like, | hated the sight of Mrs. Blank
and her pail of butter.

1 he store boss had not instructed
me as to what to do in case a woman
with butter should call. | bought the
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butter, paying in sugar, which was
the same as cash. After the woman
was gone | looked over the rolls of
hutter with a critical eye. It looked
good all right. We seldom had calls
for butter and | began to fear that
my purchase was to prove a minature
white elephant. When the boss came
in | said nothing about my purchase,
fearing he would reprove me for such
reckless extravagance. Eveerody'
on the river knew Mrs. Blank and
everybody hated her because she was
a cantankerous virago, her big, husky,
log-driving husband being henpecked
to a_deﬁree that made him a whipped
cur in her presence.

"\\ hy dont you get some nice
sweet farmer’s butter, instead of that
strong old firkin stuff?”

The speaker was Hi Parkson, a job-
ber whose patronage was worth con-
sidering. The moment he uttered the
words | thought of Mrs. Blank’s but-
ter, which 1 had hidden in one of the
drawers under the lower shelf. Pull-
ing out the drawer | produced several
rolls of yellow butter that was good
to look at. The eyes of the jobber
bulged in astonishment.

"bakes alive!” he gushed, “Why
this _is something like it. Why
didn't you tell me you had butter
when | bought some of that firkin
grease ’tother day?”

| assured the gentleman that this
was only purchased that day and was
reserved for choicest customers.

My heart was in my throat for fear
the man would ask the maker’s name.
He smelled and tasted, smacking his
lips with the utmost satisfaction. He
said he would take the lot at a price
which made the sale fairly profitable.

“Ah—wait a minute,” as | was about
to tie up the purchase, ‘Of course,
3ou know who made this butter.

“Why, y-e-es—’

\\ ho was it, boyi
particular you see.”

1 did see and also believed that my
sale of the obnoxious woman’s but-
ter had gone glimmering. | wouldn’t
lie, however.

"Ah, Airs. Blank, eh!” he chuckled,
dabbing his thumbnail into one of the
rolls, taking a big taste. "My gracious
but that’s fine. If that woman made
this butter I know it is good! When
will you have another lot of her make?

I was nearly taken off my feet with
the relief that came. | knew then
that Air. Parkson had never heard the
story of how Airs. Blank raised her
cream to the skimming point. The
butter gave satisfaction and | sold
other relays of the same make to the
jobber.

About midsummer | saw a red-
faced woman coming toward the store
hearing a wooden bucket covered with
a rather soiled cloth. It was another
farmer’s wife who lived five miles
away. Another lot of butter I was
sure. As the boss was in, and no
customers at the moment, | slipped
out the back door relieved to know
that the boss was on hand to take
care of the customer.

It was the rule at the store that no-
body Should be turned away who had
anything to sell. 1 waited outside
until the deal was consummated and
the woman gone before | re-entered
the store.

“Here you are, Jimmy,” ejaculated
the boss, pointing to a big tin pail
standing on the floor at the end of the
counter. 1 saw it was two-thirds full
of an oleaginous mess of cow grease,
streaked and not palatable looking.

“What is it?” | asked.

“Don’t know. The woman said it
was butter. She carried it five miles
through the hot sun and she was
sweating like a steer when she came
in. | hadn’t the heart to turn her
down. She took her pay in sugar and
went away satisfied. Take it out to
_thle swamp yonder, Jimmy, and bury
it!”

I'm mighty

| obeyed the order to the letter.
Old Timer.

No man is born into the world
whose work is not born with him.

June 2, 19

Wise Investment of Retail Profits
Essential to Success

The merchant who some day becomes finan-
cially independent is the one who not only makes
a satisfactory profit in his business, but who in-
vests those profits wisely.

He doesn’t let surplus capital stand idle, he
isn’t content with a nominal interest yield—nor
does he tie it up in excess stock. He buys safe
securities, with good interest yields, that stand
fair chances of showing an extra profit in higher
market value later, and that are quickly salable
if the capital is needed.

It is our business to suggest such invest-
ments. Our representative is in your city regu-
larly. He will call without obligation, if you
write us.

H m ra PERKINS, EVERETT &GEISTERT

TRUST ESTATES

Trust Estates, whether created by will or agree-
ments, are especially adapted to meet the needs of
women and children. Such an arrangement relieves
them from ail responsibility and the dangers of mak-
ing investments and conserving principal.

Trust Companies, with their training and experi-
ence, insure the best results. Their knowledge of
investments makes possible a high return upon the
principal of the estate.

Trust Companies have perpetual charters and that
makes certain their availability at all times. Their
large resources stand for safety, their equipment and
organization for efficiency, and the volume of their
business for economy.

WHY NOT NOW CREATE A TRUST, OR
PROVIDE FOR ONE LATER?
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American Light & Traction

Common Stock has been one of, if not ihe favorite security in the Grand
Rapids market for many years, selling as high as 440 during the last three
or four years, its lowest being 125 which price prevailed for a very few hours

some few weeks ago.

The stock pays 10% in cash and 10% in stock annually,
yielding a high income return.

You can now purchase the secured 5-Year Motes of the Com-
pany on a basis to net you 11(% and at the same etime acquire
with the Notes an option on Common Stock ol’ the Company at

$142 a share until May 1, 1922
$1 11 a share until May 1, 1924
$152! a share until May 1, 1925

This tm*ans thai: you can put your money into n high type*of

istment securil v—because the secured note of the AME RIC.AX
LIGHT & TRACTION COMPANY must he considered such a
security—and yet have practically the same chance for profit on
the appreciation in value of AMERICAN LIGHT & TRACTION
Common Stock as any purchaser of such common stock would have
at this time.

Making a speculative profit by taking a corresponding risk
is common practice and the unskilled investor usually loses.

Taking, an option on a probable profit without taking the
corresponding risk is the last word in skilled investment and such
opportunities are usually afforded only dur.ng panic times such
as the present.

We say panic times advisedly, because what we have really
been doing is to go through a credit panic during the past several
weeks, the peak and danger point of which is undoubtedly now
past.

Because of the standing of the management of the Company,
the wonderful properties, the conservative policy of the Company,
and its strong financial position, securities of the Company are
recommended by local banks probably more highly than any other
securities which have ever come into our market.

The American Light & Traction Company owns the gas
plants in such cities as Detroit, Michigan; Grand Rapids, Michi-
gan; Milwaukee, Wisconsin; St. Paul, Minnesota; etc., the com-
munities in the list representing some of the fastest growing in-
dustrial centers in the country. The growth of the city of Detroit
alone from a quarter of a million to a million now is sufficient
to make any ordinary gas company enjoy wonderful prosperity.

We offer subject to confirmation and allotment our participa-
tion in:

$6,000,000
AMERICAN LIGHT & TRACTION COMPANY
5-Year, 6% Se.cnred Cold Notes
PRICE !'D% and ACCRUED INTEREST
I'D YIELD OYER ty4%

Tliis note carries detachable warrants entitling tir* balder to
purchase % of a share of Common Stock for each $100 Note he
may hold at

$1 12 per share to May 1, 1922
$111 per share to May 1, 1921
$152! per slutre to Mav :. 1925

The American Light & fraction Conn anv owns- over 90%
ol the capital stock of 11 operai ng companies engaged principally
m the production and sale of gas and electricity for light, heat,
and power, serving a presati estimated population of 2.i00.000
which incltides taosl of Ihe important manufacturing cities in the
country, notably, Detroit, Michigan; Grand Rapids, Michigan:
Milwaukee, Wisconsin; Madison, Wisconsin; St. Paul, Minnesota:
San Antonio, Texas; St. Joseph, Missouri; Binghamton, New
York.

These Notes trill he further secured ht/ deposit with the
Trustee of over 99% of the capital stock of the St. Paul Gas Light
Company and over 91% of the capital stock of the Milwaukee Gas
Light Company.

The Common Stock of the American Light & 'fraction Com-
pany has enjoyed cash dividends during the past 11 years, the
rate sture 1011 Itanng been 10% per annum and in addition since
WO!) 10% annually in slock.

Net earnings of the American light & 'fraction Company
for 12 months ended March 51, 1920 amount to $.),201,1S0 as
compared with annual interest requirement on these notes of
$m{(j0,000. During this period the consolidated gross earnings of
the Company and the operating company were $22,686,216 and
net earnings $5,826,016 as compared with interest and other de-
ductions of the operating company’s annual interest on these notes
amounting to $1,984,81!.

The operating companies have been in existence from 20 to 60
years and have shown uninterupted growth regardless of General
business conditions.

We give these notes our unqualified recommendation.

Howe,Snow,Corrigan & Bertles
INVESTMENT BANKERS

Grand Rapids Savings Bank Bldg.

Grand Rapids, Mich.
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KEEP BUSINESS BUOYANT

Wreckage and Avert
Disaster.

In these days when the seas of
business are uncertain, it is more than
ever necessary to keep each business
concern buoyant. Doing so is sure
to prevent wrecks and to avert dis-
asters.

The thing most likely to become
too heavy, weight down the business
and lessen its buoyancy is overhead.
Now. when all the buoyancy of which
the business is capable may be need
ed. it is wise to keep the overhead
down t > the lowest possible point
lhis is no time to expand overhead
at the expense of ihe business. It
is the time to increase the volume
of business without increasing the
overhead.

I he greater the volume of business
done on a given overhead the great-
er the buoyancy of the business. The
smaller the volume of business done
on a given overhead, the less the
buoyancy of the business.

Many an employe has gone to jail
because his employer has placed too
many temptations in his way. It has
been so much easier to go wrong
than to go right that he has taken
the wrong course. The more temp-
tations placed in the wav of em-
ployees, the greater the danger of
leaks that will seriously affect the
buoyancy of the business.

lhe system upon which the busi-
ness is operated needs to be such that
it's easier for the employee to do the
right thing than the wrong one. A
method of checking is needed that
will detect the first wrong step. It
endangers the buoyancy of the busi-
ness to wait until there is a long
track of wrong steps.

One of the surest ways of prevent-
ing thefts is to be able to detect a
theft at once. Some large stores
have worked out systems by means
of which, in the course of a few
minutes, they can tell if any article
is missing from any department.

The less time the thief has to make
his getaway, the greater the chance
of catching him. Ilie less his oppor-
tunity of repeating the operation un-
detected, the smaller the quantity of
goods stolen.

Goods in stock are of even greater
value than money. One can only get
a dollar for a dollar bill, but goods
that he pays a dollar for he sells
for more than a dollar. It is for this
reason that even greater care needs
to be given to keeping an accurate
stock record than in keeping an ac-
curate cash record.

Mistakes in business, like rats
wooden ship, gnaw holes that
result in serious leaks. Rats are
ed as soon as caught and these rats
gnaw no more holes. When mis-
takes are found, just as effective steps
should be taken to prevent that same
mistake being made again. In this
wa\ dangerous leaks in the business
can be prevented.

The only man who ever makes a
mistake is the man wh > never does
anything. The diffe-er.ee between
the wise man and the f>ol sh man is
that the wise man never makes the

To Prevent

in a
may
kill-
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same mistake twice. It is a wise pre-
caution to run the business on a svs-
tem that will catch all possible mis-
takes Make the same mistake but
once and the buoyancy of the business
will be maintained. Continue to make

mistakes and the business will soon
be full of holes.
Too much stock has sunk more

than one business and caused the red
flag of the auctioneer to be raised as
a warning to others of a business
wreck in the path of navigation.
Nothing lessens the buoyancy to so
great an extent. Just at this time,
it is more than ever necessary to
keep down the stock. If prices start
downward, the overstock will acquire

still more dangerous weight with
every drop.

Keeping down the stock and speed-
ing up the turnovers increases the

buoyancy of the business. It makes
it draw less water. It makes it pos-
sible to pass, with safety, over shoals
which otherwise would wreck the
business. Therefore, it is well to keep
such an accurate record of the stock
and take inventories so frequently
that there will be no possibility of any
item of stock piling up without the
knowledge of the man at the top.

\\ hen a ship runs onto rocks or
sand bars it immediately loses its
buoyancy. To prevent such catas-
trophies, the greatest possible care
is taken to watch and chart changes
in seas and channels.

When a business runs upon the
rocks or the sand barsi of market de-
mand. that business loses its buoyan-
cy. lo prevent such a catastrophe.
the cllanges in business conditions
must Je carefully studied.

Buying demands of the public are
constantly changing. There is not n
line oi: business where this is not the
case. There are sonic things that
people were buying a generation ago

that they are not buying to-day.
Busine:ss channels are constantly
changing. Where it was clear sail-

ing a generation ago there may be
shoals to-day.

The changes that arie taking place
to-day are far greater than usual To
prevent disaster, it is necessary to
study the demands of the people and
to rechart the businesem sccis as the
commercial storm caused by jhe war
subsides.

Dollars of sales don’t necessarily
measure the volume of business done.
A dollar is not nearly as accurate a
measure of value as a yard of length
or a pound of weight. The yard re-
mains the same but the dollar will
not always buy as many yards. The
pound remains the same but the num-
ber of pounds of any commodity re-
quired to equal a dollar constantly
changes.

To-day a dollar isn't worth much
more than 50 cents were in 1914. If
a man is doing the same volume of
business to-day that he was doing
then, his dollars of sales will be dou-
ble those of 1914. Besides buoyancy
is needed, but it is a mistake to buoy
up hope and optimism with the soap
bubbles of sales volume indicated by
the inflated dollar.

The thing to watch is the actual
volume of goods sold, and the amount
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of service people have paid for. Count
the yards, the pounds and the dozens
when figuring the volume of business
rather than the number of business
rather than the number of dollars.

Methods of Combatting the
Fire Peril.

The merchant owes it to his em-
ployes, as well as to himself, to see
that good housekeeping is practiced
through his entire establishment. By
good housekeeping is meant the keep-
ing of premises clean and free from
accumulations of rubbish of all kinds
in cellars, attics, yards or other places.

Uncleanliness and fire hazard go
hand in hand. Even buildings of the
most fire resistive materials may have
fires among their contents if there is
poor housekeeping in the store. The
store where piles of litter are evident
is likely to be the store where disci-
pline is so slack that the workmen are
permitted to smoke while on duty;
where fire escapes are insufficient;
where stairways are blocked and
where fire hazards in general are over-
looked.

It is especially dangerous to allow
accumulations in which oily matter is
present as this creates the additional
hazard of spontaneous combustion.
In this connection it should be noted
that many of the sweeping compounds
sold for general use, are impregnated
with oil and frequently have caused
fires from spontaneous ignition. In-
flammable rubbish should never be
placed in wooden barrels and where
greasy cloths are used; they must be
kept in metal containers with self-
closing tops.

A fire occurred in one store where
spontaneous combustion broke out in
a wooden barrel filled with oily scraps.
The management in this instance had
provided self-closing metal cans, but
at the time that fire occurred these
were found to be nearly empty, al-
though some of the cans had oily rags

Several

piled upon the covers. Here, of
course, the employes were at fault
although the employer should have

made certain that the rules covering
the rubbish hazard were carried out.

\\ here inflammable materials ac-
cumulate rapidly as in the manufac-
ture of light dresses and waists, the
litter should be removed several times
a day. In the Triangle Shirtwaist Co.
fire, the presence of such material was
instrumental in the rapid spread of
the flames and the consequent heavy
loss of life.

The report upon a certain depart-
ment store fire reads: .“There was
considerable rubbish in the basement,
and in the rear of this and adjoining

buildings there were piled about
twenty cords of wood, which helped
the fire gain headwav. Loss about
$200,000.”

No loophole should be left open
in instituting safeguards. As an ex-
ample of fire occurring where least

expected, the records tell of one plant
in which all waste incident to oper-
ations was carefully disposed of, but
in which cloths that had been used in
waxing floors were left by a cleaner
in a cardboard box near a steam coil,
thus, through spontaneous comims-
tion, causing a fire which did consider-
able damage.
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Special attention should be accord-
ed the shipping and receiving rooms
and the accumulation of excess pack-
ing material and empty boxes strictl\
prohibited. Wherever excelsior, paper
straw or other combustible materials
are used for packing purposes, only
a single day’s supply should be kept
on hand and this should be stored in
a box or bin lined with metal and pro-
vided with a counter-weighted door
having a fusible link, to insure auto-
matic closing in case of fire.

In storing all bituminous coal, care
should be taken to see that the pile
is not placed where it will become
either dampened or heated, since it
may then ignite from spontaneous
combustion.  Where oil is used as
fuel, the storage supply should be
isolated in an underground tank and
the pipes leading to the burners
should be inspected frequently for
leakage at joints.

Electric wiring should never be
placed in service until it has been in-
spected by the proper authorities and
all electrical machinery should be
safeguarded. At Newark, New Jersey,
eleven lives were lost in a fire which
was started by a spark from an elec-
tric motor installed near a lacquer
spraying machine. The motor had not
been inspected as it should have been
under the City Building Code.

In another instance the manage-
ment of a storage warehouse was in-
formed that the electric wiring was
unsafe but did not remedy the con-
dition and a $170,000 fire resulted.

The overheated bearing of machines
sometimes cause fire and their lubrica-
tion should be assured. It often hap-
pens that oil overflows from bearings
and drips upon the floor. To avoid
the spread of oil it is customary in
some plants to use a box of sowdust
as an absorbent. This, however, is
dangerous practice and should not be
countenanced since the presence of
oil renders the sawdust subject to
spontaneous combustion. Sand is
considerably safer for this purpose,
but it is still better to install metal
drip pans which carry the overflow
back to the main tank.

“Anything Else To-Day?”

A department store makes capital
of the time a customer has to wait
for change or parcels. The custom-
er s attention is called to a “reminder
list containing a large number of
articles, arranged in alphabetical or-
der, handled by the store.

On the left edge of the card is i
blank column. In this is inserted in
red ink a cross-mark opposite each
article that is on special sale. New
cards are issued the salespeople every
morning by the advertising depart-
ment, the red cross-marks having first
been entered by hand and the date
stamped on the card.

One purpose of the card is to serve
as a reminder of some needed pur-
chase which the customer might over-
look. Another is to enlist her in-
terest in the articles marked, to the
extent of prompting her to visit other
departments. Each salesperson is pro-
vided with several of the cards, which
are kept lying on the showcase or
table, within easy reach.

C. C. Johnston.
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Trade Mark

Hanes new 10-Ib. union suit
will clinch sales-leadership!

Snug Fitting
Tailored Collarette

Pearl Buttons Sewed
On To Stay

“Burr”
Reinforcement

Comfortable Crotch
Made Right

Snug Fitting
“lo.tic Ankle.

NTO this Hanes yellow label medium-
winter-weight union suit is put the
greatest combination of quality materials
and workmanship found in popular
priced underwear. Every detail is a
convincing sales-argument. Check
up every one of them in the ac-
companying illustration.

/LILASTI/IC AVV/r

Underwear

Hanes
Guarantee:

“We guarantee
Hanes Underwear
absolutely—every
thread, stitch and
button. We guar-
antee to return
your money or
give you a new
garmentif any
seam breaks.”

Hanes quality yarn and pure silk trim-

ming; roominess and comfort-fit at thighs

are assured by an extra gusset. Flat-lock,
non-irritating, unbreakable seams; pearl
buttons and strong sateen button stays;
reinforcements to meet every strain; non-
gaping buttonholes—all these features
make Hanes give the greatest value ever
offered at the price.

Unusual wear-value is guaran-
teed by the long-ply, full-combed

Hanes Heavy Weight
Men’s Underwear

You are assured of the same guar-
anteed quality in every garment of the
Hanesline—men’s winter-weightunion
suits, and shirts and drawers. They are
supreme at the price. Hanes wear-sav-
ing, saies-making features are found in
each garment. Men’s drawers have
snug-fitting sateen waistband; Union
Suits have the closed crotch that
stays closed.

Actual Size lllustration
of Hanes Non-rippim
Corded Buttonhole

The “Hanes’ Labels each Hanes gar-

mentbearsa Hanes

label, a duplicate of the trade-mark printed above,
either in red, blue or yellow. The Hanes blue label
on Men’s Shirtsand Drawers means 10-Ib. weight; the
blue labelon Men’s Double Carded Union Suite, (new
weight) means 13-Ib. weight; the blue labs! appears
on Boys’ Double Carded Union Suits. The red label
on Men’s Shirtsand Drawers means 11-lb. weight; the
redlabelon Men’sDouble CardedUnion Suits means
16-1b. weight. The yellow label on Men’s con bed
yarn, silk trimmed Union Suit tneans the i. sv
10-Ib. weight.

Maar in two popular colors—No. 1556,
White, and No. 1558, Ecru.

Hanes Union Suits
for Boys

You stock these wonderful Boys’
union suits with the certainty that they
will sell and repeat year after year!
Mothers buy them for their exceptional
quality; for their extra comfort, extra
wear and extra warmth! Sizes 20 to
34, covering ages from 2 to 16 years.
2 to 4 year old sizes have drop seat.
Four desirable colors—ecru, natural or
peeler, silver gray and bleached white.

Your jobbers can show you Hanes samples —or can get them for you

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

Agents for Exporti AMORY, BROWNE & CO., 62 Worth Street, New York
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COMMUNITY CONSCIOUSNESS.

Why Merchants Should Work For
Local Development.
Community consciousness may be
defined as a keen appreciation of
common interest.” A frantic crowd
cheers like mad on Northrop field as
Chicago does down to defeat. The
cry goes up, “What is the matter with
Minnesota?” Hack comes the ringing
answer. “She’s all right.” What does
it all mean? Simply a case of intense
community consciousness. Individual
prowess is forgotten. Minnesota has
beaten Chicago. Every tongue is
singing. “Minnesota, Hail to Thee.”
The family gathers at the home
fireside on Thanksgiving Day or
Christmas Eve. It is with one voice
they sing. “Home Sweet Home.” The
individual is merged in the group, an-

other manifestation of community
consciousness.

Our country was at war. Armies
were raised. Red Cross chapters

Liberty bonds were
lavishly taken. Everywhere self was
subordinated to the common good.
In the heart was the song, “My Coun-
try 'Tis of Thee, Sweet Land of Lib-
erty.” In this outburst of patriotism
we find another manifestation of in-
tense community consciousness.

were multiplied.

Community consciousness fully rec-
ognizes the independence of town
and country, producer and consumer,
capital and labor, merchant and cus-
tomer, age and youth. It is the op-
posite of self consciousness and im-
plies a willingness to subordinate self
to the common good. The problem
involved in community service is to
develop the same love, loyalty, sacri-
fice for the home community that so
many give so freely to the college,
home and nation.

Self consciousness and community
consciousness are the inspiration of
two types of life, competition and co-
operation. Under competition it is
every man for himself, and the devil
take the hindermost. Under co-oper-
ation it is each for allandall
each. The one is the life of the
jungle and the other the life of pro-
tected homes. Under competition we
find autocracy, up-holding lordship.
Under co-operation we find democ-
racy, promoting good will and fellow-
ship. The autocrat believes that
might makes
of life the strong exploit the weak.
Under the other, he profits most who
serves best. Competition engenders
hate, jealousy, lock-outs and war,
while co-operation engenders broth-
erhood, the reign of law, with peace
and good will on earth.

Self-consciousness or community'
consciousness, which shall it be? The
scriptures record that in ancient Jew-
ish days the King proclaimed to his
people, “Choose this day whom ye
will serve. As for me and my house,
we will serve the Lord.” The same
eternal question is before the world
to-day. Choose whom ye will serve.”
Shall it be Autocracy, the offspring of
self-consciousness, or Democracy, the
offspring of community conscious-
ness? Perchnm.e. in choosing the
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latter we make the same choice as
did the Jewish King of old.

Community consciousness is but the
essence of the great commandment,
“Love thy neighbor as thyself.” The
favorite slogan of many a community
club is Get acquainted with vour
neighbor. You might like him.” Then
he might like you. Mutual liking be-
gets mutual good will which is the
forerunner of the highest and best
(community development.

And who is my neighbor? Read
again the old, old storv of the good
Samaritan and the man who fell
among thieves on the road to Jericho.
Such neighbors can be found every-
where, on the farm without help or
in the office of the speculative trad-
er; in the sweat shop of industrial
slavery; in the store overwhelmed by'
mail order and chain store competi-
1,011: 11 the dance hall or saloon
where joy is sought through vice; in
the legislative hall where “pork”
seems to be the supreme object of
statesmanship. When the club finds
these neighbors, what then? Will the
club do as did t.ie Levite, pass by
on the other side, or emulate the
Good Samaritan and do the things
which will bring relief to the sorely
afflicted victims of wrong social' and
economic conditions?

Again, community consciousness is
a condition of mind and heart, “As
a man thinketh in his heart, so is he.”
M hen the members of the club are

strongly' imbued with community
consciousness, there is no carping
criticism.  Men do not then gather

m public places to talk about what
"they” do or what “they” do not do.
but rather of what “we” are doing or
can do to overcome the self con-
sciousness that splits the commun-
ity into competing groups, sections,
factions and interests. The one vital
concern of mind and heart will be,
A\ hat can ‘we’ do to advance the best
interests of the entire community?”

h nfortunately, however much to

fobe desired is loy'alty to the common

welfare, the frailty’ and weakness of
man has ever made him extremely
self conscious. He is ever asking,
"what is there in it for me?” How-
ever. it may be as in the days of our
Revolutionary' forefathers, an intelli-
gent self interest will make us see the

right. Underoneschemeneed of subordinating self to the com-

The sound philosophy of
Frankiin is still good. “If we don’t
hang together, we shall hang sep-
arately.  When men do not choose
by persuasion, the better way, they
often choose it by compulsion. A
tidal wave at Galveston, an over-
whelming flood at Dayton brought
reform to American cities. The
frightful world war, and a collossal
world debt is a tremendous compell-
ing force for the substitution of co-
operative ways and methods for the
ways and methods of competition.
Mighty changes will follow the war,
not the least of which will be the
drawing together of men in closer
community relationship, the develop-
ment of love, loyalty and patriotism
for the home town.

Frank T. Wilson.

munity'.
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You’lll Find “APEX” Superior
In Every Particular

APEX” Underwear has attained an
unapproachable reputation for Satisfy-
ing every wearer. The fit is right,
the appearance is right, and the price
is right.

“APEX” UNDERWEAR

for
Men, Women and Children

When you sell a customer a suit of

Al EX. you won’t have to cross
your fingers and hope to goodness it
pleases—

“APEX” always pleases.
At your request We will

send a sample assortment
for close inspection.

The Adrian Knitting Company
Adrian, Michigan
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The Child’s Power to Assimilate and
Use Information.

W ritten for the Tradesman.

Many years ago | read a story— |
do not remember where | saw it—a
tale of a man reputed to be very deep-
ly versed in books, and who turned
for the solution of any problem to his
great library, who in some manner
offended the King. Or perhaps the
King just took it into his head to
find out whether the man’s wisdom
really amounted to anything. Any-
way, he caused him to be shut up in
prison and commanded that he should
stay there until out of his vast store
of information he could think up some
way to get out.

The poor man stayed in prison many
years, cogitating upon the injustices
in the world and the cruelty of kings,
and looking out of the barred win-
dows at the beautiful world from
which he was excluded; spending
hours in the reading of his great
tomes in search of some method by
which he might escape.

One day a little boy passed by, and,
seeing the man looking out wistfully
through the bars, asked him why he
was staying there.

“l am cruelly kept here by the
King,” the well-informed man replied,
“until | can read up in books or think
out myself some way to get out.”

“Is the door locked?” asked the boy.-

“Of course it is,” replied the wise
man. “When they shut people up in
prison they always lock them in. |
have many books which tell about it,
and in some of them are pictures of
the great keys that they use. Also |
have seen the very keys and locks
in museums, in which | have passed
many days before 1 >vas locked up
here. And, too, th',, jader who brings
me my food always has a great bunch
of keys, and | near him rattle one of
them in the lcck on the door of my
cell.”

“Have you tried the door?” the boy
insisted.

“Why, no,” the man said. “This is
a prison; prison doors are always
locked—what would be the use?”

“Try the aoor now,” said the boy.
The wise man did so, found the door
unlocked and walked out, as he might
have done at any time in all the years
before. The doer never had been
locked.

A person can be highly intelligent
without saving very much—perhaps
without having any—of what we may
call book knowledge, or he can have
a great deal of book knowledge with-
out being intelligent at all. In the
mental examinations which were held
in the United States Army during the
war nearly two million men were put
through a test to ascertain their rela-
tive intelligence as a basis for proper
assignment to duty as privates, non-
commissioned and commissioned of-
ficers. The results were very'startling
for they showed unmistakably that
seventy out of every hundred men in
the United States, regardless of their
schooling, were of intelligence “aver-
age,” “low average,” “inferior,” and
“very inferior.” A little more than
sixteen were classed as “high aver-
age,” nine as “superior,” and between
four and five (4j® per cent.) as “very
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superior.” Forty-five were below
“average.”

The number of men examined was
so large, and so representative of our
population, that there can be no ques-
tion about the fact that the statistics
thus gathered present a true picture
of the relative grades of intelligence
among our American men of all class-
es. And it demonstrates beyond dis-
pute that the -educational problem
presented to parents and to schools
is much more that of how to develop
intelligence than of how to impart
learning.

At the very outset of a child’s life
one must begin to awaken the intel-
ligence which already is there not so
much by imparting facts as by en-
couraging and directing its exercise.
To see accurately, to distinguish be-
tween large and small, round and
square, soft and hard; to recognize,
compare and contrast flavors, odors
and colors; to fit things together, to
hear keenly, to adapt means to ends
—these are the expressions of in-
creasing intelligence, and the use of
the faculties through which they find
expression begii s' with the earliest
activities of the child.

He uses these faculties himself,
even if nobody directs or pays any at-
tendion to him; but his use of '.hem
can be made enormously mo:e profit-
able by intelligent direction a.id co-
operation on the part ot the parents.
When you give your little child the
soft red, yellow, blue and other col-
lored worsted balls, the square tri-
angular and other shaped blocks, and
all the other things that constitute
the apparatus of the modern kinder-
garten; when you play games design-
ed to test his power of observation,
his sense of taste, smell and hearing,
his memory of what he has seen;
when you encourage nim to draw and
paint, and to write out little stories
describing what he nr.s been, you are
developing his intelligence. By the
use of that intelligence he will be able
to digest and build into his active life
for all the years to come the things
he learns from books and from ex-
perience.

It is for this reason that the school
teacher knows so well from what sort
of homes her children come. She can
see in a child who quickly responds
to what she tries to teach one whose
home surroundings have developed
intelligence, and in another who can
learn by rote without really under-
standing one whose home life has
been dull and uninspiring. It is for
this reason that the earliest years of
a child’s life—long before he goes to
school—are so vitally important in
fixing to a great extent his grade of
general intelligence. By the time a
child is six years old the cnances are
that this thing is largely settled for
life Prudence Braaish.

(Copyrighted 1920.

Too Harmless.

“Here’s a clock | paid you three
bucks for,” began the customer.

“Sure. Nothing alarming about
that,” began the conciliating dealer.

“No! Nor about the clock neither!
I wound the dumb thing up tight and
she won’t make a sound in the morn-
ing!”
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BRAENOER TIRES

BULL DOG NON SKIDS

THE GREATEST

AND MOST EFFECTIVE MANUFACTURED

Send for
information
on our
new

Giant

Bull Dog
Tire

for

Fords

and

Dodge
Automobiles

The extra
ply Tire
wilt give
more miles
and is the
cheapest in
the long run

MICHIGAN HARDWARE CO.

GRAND RAPIDS, MICH.

MANUFACTURED BY

BRAENDER RUBBER & TIRE CO.

RUTHERFORD, N. J.

ED CROWN Gaso-

ially

line Is made espe-
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
Chicago, 111
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DUE TO THOSE HIGHER UP.

Many Complaints Against Retail Gro-
cers Held Unjust.

\\ believer natural misfortune or
artificial monopoly, .conspiracy or
control causes or makes possible an
increase in tlie price of a given com-
modity. it is the retailer who in the
end must face the consumer, break
the bad news to him. sell him the
commodity, charge him the price and
collect it if be can and make what-
ever be can out -of the transaction.

As the consuming public has been
exasperated beyond endurance by re-
peated and continual increases to the
unbearable cost of living, it is the
retailer who has to take the lion's
share of the reproaches quite regard-
less of what proportion of the profit
be secured.

The law under which the Federal
Trade Commission was created con-
tains a single declaration of principle
which the commission is charged to
enforce. This declaration reads as
follows:

Unfair methods of competition in
commerce are hereby declared un-
lawful.

Since in the end every unfair prac-
tice results in an increased price to
the ultimate consumer, and since the
retailer is the mail who must collect
that tribute whether he gets it or not.
this declaration and the work of the
commission is hound to be of immed-

iate and vital importance to retail
merchants.
This declaration means that in

commerce there shall not be trickery
nor chicane; that there shall not be
the rule of might as opposed to right:
that unfairness, meanness, ruthless-
ness and dishonesty have no place in
American business. It means that
goods may not be misbranded as to
their quality or quantity. It is a
declaration against short measure,
short weight and short count. It
should be a protection for the retailer
with respect to the quality of the
goods which he puts on his shelves
and which he must deliver to his"
customers.

\\ hen any one believes that unfair
practices are being indulged in in
commerce and he addresses the Fed-
eral Trade Commission with a brief
statement of the facts as he under-
stands them, the commission makes a
preliminary investigation, and if in
the end it has reason to believe that
it is to the interest of the public that
the matter be formally enquired into,
then it issues its complaint in writing,
directed toward the concern against
whom the accusation has been made.
The accused is then given forty days
in which to prepare his reply in writ-
ing, and thereafter a full hearing is
had, the respondent being present in
person or by attorney with every op-
portunity to cross-examine witnesses
and examine documentary evidence.
After that there is placed at his dis-
posal all the processes of the com-
mission so that he may produce his
own witnesses and compel the pro-
duction of books and pa >ers or any
other documentary evidence which
he may wish to employ in his de-
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fense. In the end. the commission
may find either that the acts com-
plained of have not been committed
or, if committed, may not properly
be said to he unfair. In which case
the whole matter is dismissed.

If, however, it is found that the
things complained of have actually
been done, and that they are contrary
to the public interest, the commis-
sion’s order to cease and desist from
the practices complained of is issued.
Hut thereafter the respondent may, if
he believes that the decision is un-
fair to him, appeal to the Circuit
Court of Appeals of the United States
and thence to the Supreme Court of
the United States; so that every pos-
sible safeguard of law is thrown about
the proceedings.

Experience has shown that nearly
two out of three of the complaints
which are brought to the commis-
sion's attention are not such as to
warrant any formal proceedings, and
these matters are dismissed without
annoyance to the respondent, without
publicity and without public knowl-
edge.

In the five years of the existence of
the commission there have been 1.886
of such applications for complaint
made. I hese cases have passed
through the procedure which 1 have
outlined, with the following result:

On preliminary examination and
without publicity or embarrassment,
921 of these cases have been dismiss-
ed. 534 are still in the process of such
preliminary investigation, and in the
remaining 428 cases the commission
has instituted formal proceedings, re-
sulting in the issuance of 582 formal
complaints—the excess being due to
the fact that in some applications
there were a number of respondents
who were proceeded against individ-
ually. ()f these 582 adversary pro-
ceedings. 290 have been disposed of,
while 292 are still pending. Of the
290 disposed of, 55 were dismissed,
the Government, on full hearing, hav-
ing failed of preponderating proof or
the respondent having made a suffic-
ient showing of defease. Of the re-
maining 233 cases the order of the
commission to cease and desist was
issued, and here comes what | believe
to be one of the greatest examples
of the inherent fairness of the Amer-
ican business man, for out of the 233
cases where the business concern af-
ter trial and hearing and after having
had brought home to it the conse-
quences, often unsuspected, of its con-
duct upon competitors, 193 of the re-
spondents have voluntarily agreed to
accept the order to cease and desist
and to stop the had practice.

In the remaining forty-two cases
the concerns complained against by
other business concerns resisted to
the end and the order to cease and
desist was nevertheless issued.

Thus we find that the Federal
Trade Commission seeking to admin-
ister a fair and just law and dealing
with fair and just people in a spirit
of fairness and equity finds a mini-
mum of controversy and a maximum
of accommodation.

William B. Colver.
Member Federal Trade Commission.

THE PAY OF THE TEACHERS

Allan Rockwell Valiantly Champions
Their Cause.

Grand Rapids, June 1—I note with
mingled pity and amusement the col-
umn and a half of vituperative tirade
in a recent edition of the Michigan
Tradesman under the caption “Wages
Paid Our Teachers Fifty Years Ago,”
over the romantic and appropriate
non-de-plume of Old Timer. Every
little while some old timer breaks out
in a similar manner and it has always
been a wonder to me that some one
at whom his remarks are directed
does not come back at him. The only
reason | can give for their silence is
that the ethics of the teaching pro-
fession forbids reply to so silly and
illogical arguments as those presented
by Old Timer and his cohorts and so,
as one who for nine years was a mem-
ber of this highly paid(?) profession,
and as it is now fifteen years since |
left, thus having cut myself loose front
all ethical restraint, | take the liberty,
without fear of losing my job if 1 do
so, of expressing my views upon the
article in question.

It is thought by some that the
teacher should take up his work for
the love of the profession and the
good he can do, without regard to
compensation, but be it noted that
Old Timer would be the first one to
raise his voice in protest at any at-
tempt to pension them in their old
age. | trust the reader will pardon
me for speaking of myself, but it is
of myself and contemporaries in the
teaching profession of fifteen years
ago that | know most. After nine
years of high school teaching and
supervision, by gradual advancement,
I received the last year the fabulous
and princely salary of $1,300. And
this was easily $500 above the average
wage paid teachers at that time. And
| a graduate of the University of
Michigan, while all around me were
men younger than myself, with only
eighth grade education, and with what
| egotistically thought no more ability
than 1 possessed, making $3,000 to
$4.000 per year as superintendents of
milk condenseries, beet sugar factories
and wagon shops. These men were
being paid two and a half to three
times as much for canning condensed
milk as 1 was for my earnest attempt
to build good citizenship. It did not
take me long to decide that nine
years devoted to charitable purposes
and love of profession was quite suf-
ficient for the time being and | made
up my mind to cut loose and, if starve
1 must, 1 would do so in a heroic ef-
tort to better my financial condition.
As a result | laid up more real coin
of the realm the first year out of the
profession than in all the nine years
in.

Old Timer speaks of the crass ig-
norance displayed by some would-be
teachers in their examination papers,
but so long as men like him break out
periodically in a mad tirade against
this underpaid and, by him underesti-
mated profession, keeping down wages
and driving competent men and wo-
men into more lucrative occupations,
so long will we have a scarcity of
competent teachers and a resultant
attempt of inefficient aspirants to fill
the ranks.

Frequently we read in the news
items of the newspapers that Miss
so-and-so has been engaged to teach
some school at $75 or $100 or $125
per month, and Old Timer says it “is
a mighty commonplace teacher who
gets less than $60 to $75 per month
these days.” Ye Gods, what wages
when common moulders of iron get
$12 per day! Verily these are calico
wages, for he speaks of calico in the
same paragraph. It is the height of
silliness for anyone to jump onto the
poorest paid profession in existence
as a vent for his pent up wrath against
graft and high taxes. He reminds me
of the Government investigation of
the high price of sugar by jumping
onto the little corner grocer who
makes a cent a pound and lets the

June 2, 1920

real arch offenders go scot free. On
$65 or $70 per month the modern
school teacher must be the last word

in dress, not a calico one, head all
subscription papers, donate to the
church, etc.,, thus leaving a goodly

portion of her princely income in the
district or some one like Old Timer
will become peeved, get out his
hatchet and cut off her contract.

Let us not forget that brains are
not measured by the same standards
as brawn and that no competent teach-
er should be asked to work for less,
nor even the same, wages as a com-
mon laborer. The inventor of the lit-
tle hooks on shoes became a million-
aire out of his invention and the men
who manage our large industries draw
large salaries for the brains they have.

Are shoe hooks, condensed milk and
brick building of more importance
than character and good citizenshipr
The warp and woof of a nation is its
school system and yet many narrow
minded and penurious tax payers, up-
on getting their tax receipts, will at
once enter into an abusive tirade
against the school. If Old Timer ob-
jects to fair wages for teachers and
a resultant competent school system,
let him move to Mexico or Russia
where they have no school system and
where they attempt to keep people
in darkness in order that autocrats
may rule.

I don’t know who OIld Timer is,
where he lives, nor on uhat he feeds,
but I will venture to assert that if he
lived at the u u of which he speaks
and was teaching school at $20 per
month, he stuck to it only long
enough to get a few dollars with
which tc buy out a peanut stand or
other business on some four corners
where he could make real money and
be a man among men.

| agree with him that many wage
earners these days are paid wages be-
yond what they are worth, but school
teachers and hod carriers are not to
be mentioned in the same breath, for
so far as the school teachers are tak-
ing a tuck in their ideas of salary is
concerned, up to the present writing
they have not cloth enough in their
incomes in which to take a tuck that
would be perceptible under the most
powerful compound microscope.

In conclusion, | would suggest to
Old Timer that if he thinks the teach-
ing profession so lucrative, he get
into it, and if his examination papers
were marked on crass miscarriage of
judgment, as he claims some modern
would-be teachers’ papers show crass
ignorance, we venture the prophecy
that he would amply qualify for a
life certificate. A. F. Rockwell.

J. H. Hammill, general dealer at
Springport, writes as follows: “I
cannot say too much in favor of the
Michigan Tradesman. | have taken
it for thirty years and read it each
week carefully and | know what | am
talking about when | say that it is
the very best trade journal in its line
I ever saw. It is a splendid guide and
a great help to any one handling any
kind of merchandise. It is a money
maker and the pointers, suggestions
and advice are all good all of the
time. The Price Current and other
market quotations are much better
than in any other trade journal or
daily paper tnat 1 have ever seen.
Mr. Siowe, through the Tradesman,
is doing and has done a wonderful
lot of very valuable work for the
trade. Every business man should
be a subscriber. There is much more
I could say, but all merchants who
have read the Tradesman know how

Mr. Stowe has fought our battles
ever since the paper was founded,
thirty-seven years ago, and he is

doing it yet.”
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Announcement

To the Trade:

TN December 1917, the Attorney General of the United
A States began a prosecution against Colgate & Company.
The indictment in that case, as construed by the Court in
the course of the litigation, merely charged that we refused to
sell to customers who did not adhere to our suggested resale
prices and that this was a violation of the Sherman Law. The
case went to the Supreme Court of the United States, which
decided that the policy in question was entirely lawful and that
any manufacturer has a right “freely to exercise his own inde-
pendent discretion as to parties with whom he will deal. ®

Basing his action largely upon the same evidence which he
had before him in 1917, the Attorney General has now
brought a second suit against us. We are again indicted
for an alleged violation of the Sherman Law. The charge
this time is that we protect resale prices by a system of
agreements with customers, not merely by refusing to sell to
price cutters.

We deny this charge and shall contest this case as we did
the former. It is our intention to continue refusing to sell
to those whose resale prices we regard as unfair both to our
customers and ourselves.
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Dont Run Short of Staple Merchan-
dise.
W ritten for the Tradesman.

One of the most difficult problems
confronting the dealer with limited
capital is to draw the line between
overbuying and being “out of stock.”
The problem is particularly acute to-
day when credit lines are tightly
drawn and few merchants can afford
to tie up their capital in a heavy ac-
cumulation of merchandise.

As a general rule, the policy of
carrying small stocks and replenish-
ing frequently with fresh merchan-
dise is regarded as sound merchandis-
ing but like most other policies it is
easily overdone.

No matter how tight credit condi-
tions may be the merchant must have
merchandise and if he hasnt suffi-
cient courage to keep a full stock of
the things that he knows are going to
be in demand he might as well quit
business.

There is nothing which hurts the
reputation of a store more than be-
ing constantly “out of stock.” So far
as staple articles are concerned such
a condition should never exist. Skill-
ful buying, methodical planning and
accurate record keeping ought to be
sufficient to obviate this sort of thing
—in connection with nationally ad-
vertised products particularly.

When a customer goes into a drug
store, for instance, and asks for a na-
tionally advertised brand of tooth-
paste, he receives more or less of a
shock when he is informed by the
salesclerk that the store is all out of
it, and if he suffers a similar experi-
ence in that same store in connection
with another nationally advertised
product, the chances are that store
will never see him again.

There is a gent’s furnishing store in
upper New York which seems to be
chronically “out of stock.” This is so
much so that one is forced to the con-
clusion that this store never carries
any of the better known lines of gent’s
furnishings. You may ask for a well-
known line of underwear and you will
be told that your particular size is
“not in stock just now” and you will
be asked to buy another line that you
never before heard of. If you ask
for a nationally known brand of
shirts you are apt to receive a similar
response.

Of course, some patrons wiii take
anything a salesman offers but the
great majority of consumers know
what they want and they are go-
ing to get it and if they cannot get
it in your store they are going across
the street to your competitor.

Even when a customer accepts the
substitute you offer you need not con-
gratulate youreslf that you are “get-
ting away” with anything because the
chances are the consumer had some
definite reason for desiring the brand
he asked for and the substitute you
soil may prove disappointing. In that
event he will nurse the dissatisfaction
against your store and you will lose
his trade without ever knowing why.

Of course it is not possible for a
dealer with limited capital to carry a
complete stock of everything that is
on the market, but there is a way of
ascertaining the articles in your line
that are principally called for and it
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ought to be a comparatively simple
matter to keep such merchandise al-
ways in stock.

If your capital allows you to buy
only small quantities at a time, you
can guard against running short only
by a more careful system of stock-
keeping. After all, stock-keeping sys-
tems and record-books are the cheap-
est part of a retailer’s equipment, and
there is not an excuse in the world
for any merchant to run short of
staple merchandise no matter how dif-
ficult credit conditions may be or how
limited his capital.

Trouble Makers.
W ritten for the Tradesman.

Every retailer encounters the same
group of “trouble makers” every busi-
ness day in the year. To classify
or give a complete list of these busi-
ness setbacks would be almost im-
possible. The following, however, are
the main offenses, and are offered as
warning:

The slovenly approach—When a
customer enters your store he is en-
titled to all manner of courtesy'.

The foolish question—After the
sale has been made don’t drawl, “Is
there anything else?”

Failure to thank a customer—Of all
commercial crimes in the calendar
this heads the list; by all means say,
Thank yrou, and smile when you say
it.

The unnecessary won. -After the
customer has said, “Yes,” stop talking
lest you talk yourself ovt of a sale by
adding one word more than required.

1he undignified query — Abstain
from such remarks as, “Been waited
on yet?”

Poor price quoting—“That’s $2,” al-
so, “Did you want to pay that much?”
have no place in the sales-talk of dig-
nified merchants.

Making false promises—The mis-
leading statement and the false prom-
ise are boomerangs which always re-
bound on the head of those who make
them.

Misrepresenting merchandise—
Some do so in ignorance, others
without reason, and a few “stone-age”
retailers wilfully. All are traveling
under false colors and flirting with
financial disaster.

Store Gossip—The gossip is a pest.
The store must be a trading place,
not a nest of gossip.

Absence of price tickets—The mys-
terious price-mark and the two-price
dodge went into the discard along
with the “barker” and the “puller in.”

Careless handling of the word
“Guaranteed”™—To guarantee an ar-
ticle you must be sure the assertion
made is backed up by printed words
of the maker else you will find your-
self in deep water more than once.

Being “short” on standard goods—
let you customers be told too often,
“Sorry, we are all out of that but we
have ‘something’ just as good,” and
the impression will soon prevail that
your store is not up-to-date. To
remedy, use the old-fashioned but
efficient “want book.”

And last, the windows—The win-
dows of a store are the mirrors of its
worth. A trim, neat window induces
trade to buy; a place where goods are
allowed to remain, drives trade next
door.

Domino Syrup
Sells All the
Year 'Round

Grocers can sell this unusually
good syrup at all seasons. Besides
many uses on the table, it is excellent
for cooking, preparing light, summer
desserts, and as a “dip” over ice
creams, fruits, etc

Domino Syrup is a cane sugar syrup
of the same high standard of quality
as Domino Package Sugars. This
high grade syrup has become a popu-
lar Domino product.

In convenient family sizes.

American Sugar Refining Company’
“Sweeten it with Domino™

Granulated, Tablet. Powdered, Confectioner*, Brown,
Golden Syrup.

RED CROWN

PURE
FOOD

PRODUCTS

A Quality
LINE

THAT IS RIGHT
Selling Big in Every State

Retailers Supplied
by Wholesale Grocers

Acme Packing Company

CHICAGO, US A.
INDEPENDENT PACKER
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The Only Royal Road To Success.

After eighty-nine years in this
world we have arrived at certain con-
clusions regarding business which may
be worth printing.

Life is what we make
ness is a big part of life.
are in it to succeed, it is best not to
be in it at all. The way to succeed
is to be diligent, faithful, honest, and
to spend less than one gets.

Seventy years ago we commenced
learning business, getting, besides
board and washing, forty dollars the
first year, sixty dollars the second,
and one hundred dollars the third year
at the end of which we had saved one
hundred dollars.

it, and busi-
Unless we
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The wages were n<t sufficient to
buy any vices, and so we got along
without them. The hours for work
during the day have never been
counted.

Early it was learned that business
is the science of human service. Often
work itself is better than what one
works to get. A poet, dead long ago,
wrote that “Labor is worship.” The
man who labors for the love of it is
the man who is doubly paid.

Truth is the corner stone of all
honorable and successful business—
truth, not only in printed word, but
in every phase of business—in talking,
in buying, in selling, in advertising—
in treating everybody fair.

Here Are the Wi

E t D 1c1 Chas. M. Decker Bros., Orange, N.J.
aS ern |V|S|On Har'gy Goldber%, Irvmgton l\t) J. h,
. . Kas Karry rocery, New urg
First Prize—$J00 N Y. -
H. Batterman Co., Brooklyn, N.V. Sims Bros., Williamsport, Pa.
i Kurz Bros., Philadelphia, Pa.
Second Prize—$50 Einhorn Bros., Ph|lade|&)h|a Pa.
Harvey Call Co., Waynesburg, Pa. G20/ SORTN R o Mitord. N K-
Third Prizes—$J0 Each %%, T Connor Co. Jamaica
H. C Bohack Co., Inc., Brooklyn, J. A. Field, Springfield, Mass.
A. D. Ritterhoff Co., Inc., New
J. Woodland & Son, New Bedford, York City.
Mass ) M. Rohrmiller, Albany, N.
calvin Smith & Sons, New Castle, D M. Welch & Son, New Haven
Pa. Conn.
John B. Scoftt, Rochester, N. Y.
Cash and Carry Grocery, Oswegs,

P/ce Brothers Poughkee shle N.Y.
ia.

Dreyfous Philade

Western Division

Gustave Hoops, Brooklyn, N. Y. First Prize—$J00
Hagop Goolishian, Lowell Mass.. The Dern Food Co Colorado
S. Bacharach, Hartford, Conn. Springs, Colo. o

Fourth Prizes—$5 Each Second Prize—$50
The Gager-Crawford Co., New aj|pert Cohn, Los Angeles, Cal.
J L[r\)llnudr(r))rr‘fy C%nhnﬂadelphla hird i h
S. Steenson, Philadelphia, Pa. Third Prizes—$10 Eac

J. Schoenhérr, Phlladelphla Pa. Kent Trading Co., Kent, Wash.
Harry Messmger Egg Harbor City, Eklund & Sons, Hoquiam, Wash.

N. Greenoug{hs Spokane Wash.
Chas. M Werner, Philadelphia. Ferlrng Ingram, San Francisco,
Grocery, 547 Washington St., Wel-

lesley, Mass. Geo ‘w. Garner, South Berkeley,
Connor & Connor, Store No. 2, Cal.

Charleston, W. Va. Lindberg Bros. Grocery Co., Mt.
Arthur P. Hermsdorf Manchester, Vernon, Wash.

N. H. Alexander’s Store, Pendleton, Ore.
Winckelman Bros., Inc., N. Y. C. The Richardson-Johnson Grocery,
Murray Bros., Canandaigua, N. Y. Auburn, Wash.

A. K'approth, Philadelphia, Pa. Sylvester Mercantile Co., Anacon-
Pratt 5!ms. Braintree, Mass. da, Mont.

Wﬁlra\th Stevens Cu., Salamanca, James Martin, Renton, Wash.
.ohn T. Connor Co., Havershill, Fourth Prizes—$5 Each

Mass
Woodford’s Cash Market, Portland, T. L. Thomas, Portland, Ore.

Me. Quality Grocery Co., Pocatello,
R. E. Foy & Sons, Quincy, Mass. Idaho.

Louis H. Meentemeier, Schenec- The Modern Grocery and Market

tady, N. Y. Co., Denver, Colo. .
w-ri ~Rinckhoff, New York City B|I_I|nghar_n' Consumer's Associa-
Wm. J. Daiber, Philadelphia. tion, Billingham, Wash.

W. H. Paged, Montclair, J. Moon & Reep Grocery Co., Everett,
Wm. Ve iizky, Bridgeton, N. J. Wash. )

F. E. York. Corry. Pa. The Star Grocery, Perigo & Son,
Ruggiero B*c' . Brooklyn, N. Y. Hood River, Ore.

The Bryant Grocery, Chrome. N. J.

Solomon Mann, Plainfield,

James F. Keenan Co.,
J. Irwin Bros.,

Seattle.
Seattle, Wash.

Co-operative Grocery Stores Co., Frank Booth, Glendale, Cal.

Canton, Mass. Klines, Corvallis, Ore.

Worcester Market, Worcester, Mass. Puyaiiup Mercantile Co., Puyallup,
Adolph Stoecker & Son, Brooklyn, Wash.

N. Y. Standard Grocery, Seattle, Wash.
A. J. Heidman, Philadelphia. Chas. C. F. Dixon, Payson, Utah.
(Jphams Corner Market, Dorches- United Mercantile Co., Ltd., Rex-

ter, Mass burg, Idaho. .
Miller Wolf Philadelphia, Pa. Reder & Phillips, Olympia, Wash.
Shaw Bros., Philadelphia, Coolbough Coffee Co., Boise, Idaho.
James Russell, Phlladelphia, Pa. Chadwick Grocery Co., Tacoma.
E. H. Paine, Delhi, N. Y. Harry J. Inveen, Tacoma, Wash.
Providence Public Market, Provi- Cover & Hammel, Denver, Colo.

dence, R. I. Golden Rule Grocery, Seattle,
Leon Carlin, Philadelphia, Pa. Wash.

JOINT COFFEE TRADE PUBLICITY COMMITTEE, 74 Wall St.,

NOTE-
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For the store, for things one has to’

sell, advertising is the fire under the
boiler of business, and one must keep
these fires hot to attain and maintain
success.

One step will not take a person
very far—he must keep on stepping in
order to get there. One word will not
tell folks who you are—you must
keep on telling.

The first requisite of success is not
to achieve the dollar, but to confer
a benefit—for then the rewards will
come as a matter of course.

Co-operation, in business, is going
to be the most far-reaching word in
the English language, and please do
not forget it. E. W. Barber.
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Loyalty.

Quite the finest trait in the human
heart is that of Loyalty.

In Loyalty is found the fullest ex-
pression of brotherly love.

It is the actual working out of the
universal brotherhood of man.

It is the basis of business success,
the foundation of the home, the
church, the country, and of society
itself.

The dishonest man cannot be loyal
for Loyalty is honesty.

The grumbler cannot be loyal,
Loyalty is unselfishness.

The unfaithful man cannot be loyal,
for Loyalty is fidelity.

for

n n e rS Window-Display Contest

E. E. Gerard, Orting, Wash. ScottEmbree Grocery, El Dorado,
D. W. Smith, Colo. Springs, Colo. Ka
Fuller & Co., Palo Alto, Cal. B. B Brattelo & Co., Story City,
The Porage Pot, Phoenix, Ariz. lo
Rutherford Mercantile Co., Leav- Welshs Cash Grocery, Portage,
enworth, Wash. is.
John Batdorf, Burlington, Wash- Karl Krie Freeport, Il
Larrie Labnsan, Petersburg, Ill.
H H-. Minneapolis Mercantile Co., Min-
Ce||tra| DIVISIOI‘I neapophs Minn.
. . Schlange & Yenr.er. Louisville.
First Prize—$100 M H.P Séhwrartz Eremont Or|1<i0.
. . rs. ushing, ovington, y.
Seitner Co., Canton. Ohio. Jema Bros., Virginia, Minn.
H Louis Everdin St. Lo.iis, Mo.
Second Prize—$50 Oscar Schlenck, Cincinnati.
Richelieu Grocery, Pekin, 1. Edward Boxman, Moline. HL
B . Sam Rifkin, St. Lows Mo
Third Prizes—$10 Each Dack’'s Cash Grocery, Chertyvale,
W'\i/tt_s Market House, Minneapolis, JKeKnannesdy & Gardner Co. low*
inn. 3
, i« i Falls, lowa.
C. A. Banks’ Store, Waupun, Wis. i :
D. C. Wilbur Store, Marshalltown, SuKeaIIregtrop Grocery, Great Bend,
lowa.
; f Frank H. elevens, Cannelton, Ind.
0. L. Anderson, Stillwater, Minn.
Arthur E. Gesch, Milwaukee. ge?b H. PG'pff'l %tGLOU'S "(A:cl’
Bus Bee Grocery, Hicksville. ? 3&5 OL;]r_e 00 rocery, Cleve-
Ohio. and, io.
J. B. Hanson, Minneapolis. = = =
John C. Hexom & Son, Decoran, Southern DlVlSlon
lowa.
The Denecke Co., Cedar Rapids, First Prize—$1U0
lowa.

Gillespie Co-operative Society, Gil-
lespie, IlI.

Fourth Prizes—$5 Each

A. Fidell, Cleveland, Ohio.
V. C. Thompson Co., Warren, Ohio

M. Scher,
Second Prize—$50

Hermann Schmidt,

Richmond, Va.

Richmond.

Third Prizes—$10 Each

Kowalk Bros., Freemont Ohr_o. W. P. Mudd Co., Houston, Texas.
Roberts’ Grocery, Detroit, Mich. Jesse E. Longe, Beaumont, Texas.
A. K. Ritter, Akron, Ohio. Auditorium Grocery Co., Houston,
The Deshier Farmers Elevator Co., Texas.

Deshler, Ohio. C. A. Stiefelmeyer, Cullman, Ala.
Roy Curtiss, Wadsworth, Ohio. . W. W. Crook Grocery, EI Campo
Khoenle & Wantz Massillon, Ohio. Texas. ' ’
Carl?or(rjs Department Store, Ber- A. Graham Co., Pryor, Okla.

esfor

The Our Stores Co.,
J. W. Schaefer, Beardstown 1.
Joseph W. Lelgh Chicago, Il

1 E. Applegate, Busy Bee Grocery,
Hicksville, Ohio.

Springfield, O.

Charlottesville Tea and Coffee Co.,
Charlottesville,

Grétuley Delicatessen and Grocery
o.,

The Castner-Knott Dry Goods Co.,
Nashville, Tern.

Va.
Norfolk, Va.

J. H. Piper, White Hall,lll. i

B. H. Clark, Vassar. Mich. H. T. Newland, Lenoir, N. C.

Wells Bros. Commercial Co., Cof- Fourth Prizes—$5 Each
feyville, Kans. .

H. J. Dahn & Son, Minneapolis. H. A. Errst, Seguin, Texas.

John Sonnenberg & Son, Milwau- Randolph Market, Hagerstown, Md.
kee, Wis. Frese Grocery Co., Savannah.
Hesse Bros., Detroit, Mich. J. P. Kercheval, Berrvv.lle. Va.

A. P. J. Ewers, Keokuk, lowa. Jones & Carmine, Norfolk, Va.
Farmers’ Store, Minneapolis, Kans. J. A. Dixon & Cc., Sherman, Tex.
Frank H. Wahlig, St. Louis. Geider a Son, Oklahoma City.

W. J. Leighton, Grinnell, lowa. George Wood, Oklahoma City.
May & McMillan, Crosstown Mar- W. N. Johnston Sons Co., Moores-
ket, Cincinnati, Ohio. ville, N. C.

Hjermstad Bros. Co., Red Wing, jJ. W. Davidson, W hitewr'ght, Tex.

Minn. D. E. Craddock, Dallas, Texas.
Armstrong & Moehl, Cedar Rapids, L. M. Acrer, Gordonsville, Va.

lowa. The Grocery Alive, Waco, Texas.
Vavra Bros., Cedar Rapids, lowa. Frick's Market, Richmond, Va.
E. R. Lay, Marshalltown, lowa. Mervin Levy, New Orleans, La.
Long Pine Farmers’ Co-operative A. B. Latta, Holdenvilie, Okla.

Co., Long Pine,
August Scheele Co.,

Neb.

Elgin, Il St.,

The number of photographs submitted in the
Southern and Western Divisions did not permit the award
number of Fourth Prizes

in these sections.

Wasserman Grocery, 31 Corondelet

New Orleans, La.

New York



Fruit of Knowledge is More and Bet-
ter Sales.

| know a man who had been in the
silk business for forty years, working
his way up from stock-boy to depart-
ment mahager, and yet he couldn’t ex-
plain the difference between crepe de
Chine and Georgette crepe.

He could identify them, of course,
but he didn’t understand them well
enough to describe their characteris-
tic differences.

Yet it took only five minutes’ time
and a thirty-five cent “linen glass”
to make clear to him these differences.

Now if this department manager,
who had been in the business for forty
years, didn’t know the difference be-
tween two of the “best sellers” in
his department, what can be expected
of green salespeople?

The keynote of the selling problem,
as | see it, is not “approach” or “how
to judge the customer’s character” or
“words to use in closing a sale.” These
may help, but the big thing is knowl-
edge of the merchandise

A customer interested is half sold.
A customer informed will stay sold,
and will often be proud to show his
friends what he knows about the
thing he bought

The customer wili he H much in-
terested as th® salesperson in how
the article 1ISmade; what’s good about
it, and why; what service it will give;
features of use or service that will
arouse the customer’s confidence in
it.

In the early days of the Palm Beach
suit—not so many years ago—a sales-
man was trying to sell one to a rather
peppery gentleman, not very well im-
pressed with it.

It isn’t wool, is it?” snapped the
possible purchaser.

No, sir,” admitted the salesman.
“It’s got cotton in it.”

“Well, | don’t want a cotton suit!”

“But it’s a dandy suit, and it’ll wear
fine.”

“Nonsense! A cotton suit can’t be
any good.” And the scarcely-possible
customer started to put on -his coat.

Fortunately the department man-
ager happened to be within sight, and
a question to the salesman showed
him the trouble. It took the depart-
ment manager but a few moments to
explain that the suit was made of
cotton and mohair; that mohair comes
from a goat just as wool comes from
the sheep, but it is straight and lus-
trous, instead of curly.

The customer was interested. He
was interested in the suit, and he
listened with confidence, because the
department manager knew what he
was talking about.

The sale was finally made—but that
is not the important result of the oc-
currence. The incident led to a meet-
ing of all the salespeople, at which
some of the suits were examined, and
a microscope, in competent hands, dis-
closed the precise*structure of the cot-
ton, the wool and the mohair fiber.

In another department the sales-
people had heard a talk, illustrated
with lantern slides, showing the chief
features of the styles in women’s gar-
ments of various periods, often con-
sulted by designers for inspiration
and suggestion

The department manager came up
while a customer he knew was trying
on a coat.

Thats one of the Directoire
styles,” said the department manager,
“with the comfortable big collar and
lapels they borrowed from men’s
coats at that time.”

Yes,” responded the customer with
a smile, “the salesgirl was just telling
me about it.” The unconscious team-
work strengthened the customer’s con-
fidence in the saleswoman, besides in-
creasing her interest in the coat.

On the other hand, many a piece
of merchandise is sold that refuses to
stay sold.

For instance, a man buys a hat. It
has a pencii-curl brim, and he has
never worn one of that shape before.
However, he likes its looks, and the
enthusiasm ct the salesman helps him
decide to buy it

Next day he is back with the hat.

Don’t want it/" he explains.

What has happened?

Probably his wife, or his sister or

his son has said n ell
on Nim. His enthui at-
ed The salesman ar-
gue So he decide; n’t

as good as he thought it was and back
he comes with it.

Let us suppose that the same sales-
man had known hat styles, and had
explained them, instead of talking
generalities about how well it looked
on him, and how good it was at the
price.

Suppose the salesman had explain-
ed that the pencil curl was a new de-
parture in hat brims that made a flat
brim more graceful; that it was so
new that most people were not used
to it, but the man who bought one
now would be in style for some time
to come—and so on.

Then, when the customer showed
his family the hat, he could pass on
what he had learned, and he would
“sell” the hat to his family.

Many a return may be traced to
such a cause—the customer was satis-
fied at the time, but was not given
reasons with which he could satisfy
others, who might easily spoil the
V. hole sale.

This is a pretty bag,” remarked a
woman in a department store.

“Yes, ma’am,” agreed the girl be-
hind the counter, “it’s patent leather.”

The bag was bought, and a few
days later the same customer appear-
ed, highly indignant.

My husband says this isn’t leath-
er at all,” she exclaimed, “and now
I can see that it’s nothing but oil-
cloth I”

Now the fault was not with the bag.
for it was cheaper than leather, and
would not have cracked like patent
leather. The customer was aroused
by feeling cheated. Had she known
the facts, either the question would
never have arisen at home, or else
she would have been able to explain
to her husband.

The merchant of to-day realizes
how important it is that salespeople
know their goods. In the first place,
it helps them to do a better job; in
the second place, it makes them more
interested in their jobs.

Most salespeople think of their daily

work as selling “this or that” for “so
much.” They must trade up custo-
mers if they can; they must be cour-
teous toward the customer and honest
with the firm. Sometimes, of course,
enthusiasm may be raised several de-
grees by the hope of a “P. M.,” but
this does not increase the knowledge
that makes the sales that help the
store.

Now, “this or that” is more than a

dead piece of matter with a price tag
on it.

It is the cunning product of clever
brains. It has a history. It is the
child of Idea and Skill.

Give the salespeople some of this
knowledge and you will find that in-
difference blossoms into enthusiasm.
Better still, the fruit of this enthus-
iasm is more and better sales.

Ernest S. Jaros.

MADE IN GERMANY.

Written for the Tradesman.

Whenever | see that hateful phrase,

My mind recalls those dreadful days,
When all of Europe was overrun

Fy “Terrible Turk” and murderous Hun.

My memory with unerring aim.

Goes hack to Northern France again,
And through the cities towns and farms,
\\ hich fell a prey to German arms.

I hear again the tocsin sound

A wild alarm for miles around,

And out from factory home and school.
They came to foil the tyrants rule.

Thousands of refugees in hurried flight.
Thronged the roads through day and night;
Driven from home and loved ones dear,
Racked with pain, despair and fear

Oh! how_ I wish | could forget
The horrible visions that linger yet,
By day and night, within my mind,
Crimes that horrify all mankind.

Grand old cities, which centuries made
Centers of science, art and trade

Now wrecked and mangled, beyond repair
i>y shells and bombs, dropped from the air

Wonderful factories, strip’t of wheel.
Now shapeless stones and twisted steel
JJefiled, as none hut vandals can

Who loathe and hate their fellowman.

Roads once border’d by stately trees
No leaf nor twig now stirs the breeze
To shade the traveler on his way,
While the sun shines with blistering ray.

| leave the road, | walk through field;
No harvest there such earth will yield
No words of mine can well describe
lhe devastation on every side.

Two hundred miles now bleak and bare
Where once were dgrown with patient care,
g

succulent vine an olden grain,
hat ne er will know the harvest again.

In earth now yawn .great holes and pits
And angle iron, barbed wire, and bits
Of shells defile, in such a wav,

i\o crop will grow- for many a'day.

“Made in Germany”—I think again

BF ravidfaImlatsS e RAnHeg oRen

Ot poisonous gas to burn and choke.

Ruthless attacks of submarines

A thousand devilish, fiendish schemes
lo maim and kill, wreck and destroy
All that stands for peace, hope and joy.

Of ravished Belgium’s heroic stand
Against invasion of her land,

Of deadly bombs drop’t from the air
On wounded men, in hospitals there.

Of vacant chairs and empty sleeves

A million mothers on their knees ’
jyaymg to God to safely keep

lheir sons from harm on field ar.d deep.

2i! !,!#nted "«Pes. grief and despair,
IImt fill each heart and home over there-

of sightless eyes, and bodies wrecked,
Ot graves, and tombs, with flowers decked.

Of countless crosses, white and still
in every vale, on every fijij,

Vhere some ones loved ones fought and bL-d
that we are not by Kultur led. v

“Mcide in Germany”—that hateful pi.rase
Should fill our minds for a million days
And every eye should loathe the sight
Ot all things made by German might.
Brett M. Cobb.
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Fear-Fever—and Future

Our letter of May J5th created considerable comment. We
have made considerable investigation since issuing it and think
these facts are worth considering.

Most of our present troubles are imaginary induced by fear
of a terrible something, which has brought on a fever, causing
everyone to look into the future with apprehension. If each
one will sit down quietly and think this matter out in his own
way we are sure you will feel much better and look toward the
future with a greater confidence. Think about how our involved
industrial life has evolved and what life is and its purposes.
Every man knows from this stand-point that these are the best
times we have ever had. In the United States our standard of
living has always been far ahead of the rest of the world. Every-
one is employed at high wages and enjoying better food, better
clothes, better homes, automobiles, better educational facilities,
better charities and better everything. Those who are growling
for the return of the old times should compare them with what
we have now. Our belief is that the disturbed conditions follow-
ing the world war will be readjusted gradually, if people gen-
erally will take a sane view of things and work honestly.- In
the readjustment some articles may fluctuate up and down wildly,
due to undue speculation in them, but on the whole we can see
no violent change in the market.- The farmers and merchants
are the back-bone of the country. In spite of fads and theories,
the world is going on just the same. In visiting all over our
territory, we have yet to find a merchant who is not doing more
business than he did last year and yet some of them say business
is not good. Recent sales induced by financial or other reasons
have shown that the buying power of the public is just as good
as it ever was, when the public thinks that the values and prices
are commensurate.

THE ATMOSPHERE IS CLEARING. LIBERTY BONDS
ARE HIGHER. EARLY RELIEF OF RAILROAD CON-
GESTION IS INDICATED BY COMMERCE COMMISSION
IN MOVING CARS BY SHORTEST ROUTE AND PUT-
TING THREE HUNDRED MILLIONS AT DISPOSAL OF
RAILROADS. UNDER PRODUCTION OF EVERYTHING
ASSURES ACTIVE DEMAND FOR PROSPECTIVE SUP-
PLIES AT FULL VALUES UNTIL TAXES ARE REDUCED
AND GOVERNMENT CEASES TO ABSORB CAPITAL
THAT BUSINESS REQUIRES. THEREFORE IT IS PROB-
ABLE THAT THE WIDELY ADVERTISED DEPRESSION
MAY BE LATE IN ARRIVING AND LOOKS AS IF IN-
DEFINITELY POSTPONED FOR THE PRESENT.

Cotton Goods have again advanced in many cases this week.
The price of raw silk has strengthened and the market for silk
products is very good. Certain items of Notions have advanced

this week. It is said that Hosiery and Underwear for Spring
J92i must be from JOto 35 percent higher. Sales of Ready-to-

wear continue unabated, at prices which show a profit. Those
who have had large sales are again in the market for merchandise.

Primary markets are strong and firm. Some Wholesalers
are now having their usual semi-annual Clearance Sales. Some
seize on these facts as an indication of a break coming. We do

not feel this way, hence, we are not having large sales at this
time.

OUR MERCHANDISE IS PRICED AS LOW OR
LOWER THAN YOU CAN BUY AT THESE SO-CALLED
SALES. We repeat our advice. DEPEND ON US. BUY
YOUR MERCHANDISE FROM US AS YOU NEED IT.
DON'T FORGET THAT YOU CAN GET DELIVERY
FROM US QUICKLY. To show how our prices compare, we
are listing a few items of White Goods and Colored Wash Goods,
subject to prior sale.

WHITE GOODS.

36" Novelty barred WHITE GOODS suitable for shirt-
waists and dress, doubled and rolled Yard 3712
No. 56—40 Plain WHITE DRESS VOILE Yard 30c

No. 1226—36" Plain WHITE SKIRTING GABAR-

DINE Yard 53%2C
No. 2277—40" IMPORTED SWISS ORGANDIE,

white only Yard 90c
36" Fine Striped WHITE PIQUE, fine quality___ Yard 60c

COLORED WASH GOODS.
36" Rex Fine Mercerized POPLIN in colors
36" Fine Canton SILK MULL for underwear and
underslips for fine Voile Dresses, all colors__Yard 66”°c
27" Magnolia Fine Canton SILK MULL, all colors_ Yard 37y2c

Yard 52”c

LOT V 500.

40" Fancy Printed DRESS VOILES, all new 1920 de-
signs, medium and dark grounds, odd and cut
pieces that sold at 50c, 60c, 72I2c and &2l 2cf
several lots to close out Yard 50c

PRINTED VOILES.

40’New fresh PRINTED VOILES, all new designs, Yard 36V"c
40" Fancy PRINTED DRESS VOILES, new 1920

designs Yard 4i~c

PLAIN VOILES.
40" Plain DRESS VOILES in all the leading shades, Yard 36y2c

COME AND VISIT US. WE CAN GIVE YOU OR
YOUR BUYERS SOME VERY SPECIAL LOTS, INCLUD-
ING MERCHANDISE IN ALL DEPARTMENTS. IT IS
TO YOUR ADVANTAGE TO KEEP IN TOUCH WITH
US, BOTH FOR MERCHANDISE AND INFORMATION
ON MARKET CONDITIONS.

City Day Every Wednesday—Specials All Departments

GRAND RAPIDS DRY GOODS CO.

GRAND RAPIDS, MICHIGAN

EXCLUSIVELY WHOLESALE

NO RETAIL CONNECTIONS
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Michigan Retail Dré Goods Association.
President—D. M. Christian. Owosso.
First Vice-President—George J. Dratz.

Muskegon.

Second Vice-President—H. G. Wend-
(?. Bay C%ty.
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Secretary-Treasurer—J. W. Knapp,
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Women’s Skirts to be “Quite Short”
Next Fall.

Style recommendations for the wo-
men’s wear trade, as announced by the
National Cloak, Suit and Skirt Manu-
facturers’ Association at the conclu-
sion of its semi-annual convention at
Cleveland, verify the prediction made
last March that women’s skirts for
the coming season will continue
short. The association, in fact, ad-
vises that skirts will be “quite short.”
Other recommendations reflecting the
trend of women’s fashions for fall and
winter of interest to retail shoe mer-
chants, are as follows

“The styles for the coming fall and
winter,” says the association’s style
committee, “represent a season of un-
expected brilliancy, allied with sim-
plicity and good taste, and the fash-
ionable woman has much over which
to rejoice.

“The fashion creators have master-
ed the art of blending line and color
combining this with perfect tailoring.
The result is that every type of gar-
ment is a picture of studied art. The
perfect blending of rich, warm colors,
without a discordant note, amplify
youth and grace.”

1 The popularity of the wrappy,
dressy type of coat is unquestioned.
These garments carry with them an
air of elegance and charm. The new
wrappy coats are attractively cut to
give slim, straight lines and also offer
a great deal of latitude to the individ-
uality of the wearer. They can be ad-

justed in many smart and classical
ways.
2. 1lhe short, nobby sports coat

have been recognized as part of every
well regulated wlrdrobe. They carry
with them a snap and dash all their
own. Features of these coats are the
soft woolen materials in various col-
ors, full convertible collars, attractive
belt devices and jaunty pockets.

Collars are developed with distinct
originality. They are large, and
draped high about the head and face
in the most comfortable and becoming
fashion. When worn open, they cling
close to the shoulders, giving a slen-
der, drooping shoulder line. Some of
the collars reach as deep as the elbow.
Many are of fur, some a combination
of cloth and fur, and others are of
self cloth, enhanced frequently by em-
broidery, stitching, cording, tucks, or
buttons, or a smart combination of
trimming that corresponds with the
trimming of the coat.

It is hard to find anything more be-
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coming than the long, slim line, tail-
ored suits. The long waist effect is
often noted, while the breaking of the
monotony of even bottoms is achieved
through the clever use of scallops,
panels, godets or points. This type of
suit can be worn with or without a

belt. Collars are also attractive in
their variation of style. They are al-
ways convertible, adding double

charm, as they are equally good-look-
ing when worn open or closed.

2. lhere is something especially
youthful about the loose back and
belted front misses’ suits. These suits
are without even a suggestion of a
flare. In fact, there is an inclination
to taper in at the bottom, often
brought about by means of large, dis-
tended pockets at the hip-line. Smart
touches of Oriental embroidery, bands
of fur, stitching or cording cleverly
accentuate the soft graceful lines of
these suits.

3. lhere is also a certain appeal
in the short, slim line misses’ suits.
Some of these suits are loose and
boxy with deep bands of fur or em-
broidery at the bottom. Others fol-
low the slim lines of the figure and
flare at the bottom. Many roll open
in the front displaying smart gilets
of fur, rich embroider}', or some other
color or fabric contrast. These gilets
often button up to the neck and form
a high Medici collar.

The skirts are all made on slender,
graceful lines, and are worn quite
short, completing the youthful effect.

“Trimmings, fur, embroidery, stitch-
ing, braid, cording, pipings and but-
tons are used extensively as trim-
mings.”

High Prices arid Expanded Credit.

Replying to a Senate resolution,
which asked the Federal Reserve
Board to state what have been the
causes of the continued expansion
of credits and Federal Reserve note
circulation, the Governor of the Board
recently answered that, among many
contributing causes, five are para-
mount. These are, first, the great
war itself; second, the great extrava-
gance, national, municipal and indi-
vidual; third, the inefficiency and in-
difference of labor, resulting in lessen-
ing production; fourth, a shortage of
transportation facilities, preventing
the normal movement of commodities;
fifth, the vicious circle of increasing
wages and prices.

The Reserve Board further ex-
presses the opinion that for many
months past, “the expansion of bank
credits in this country was proceeding
at a rate not warranted by the pro-
duction and consumption of goods.”
This is a judgment which would seem
to require particulars, and the particu-
lars are stated. A week ago, at the
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conference held at Washington with
the Advisory Council, representing
bankers from all parts of the United
States, this resolution was unanimous-
ly adopted:

The whole country is suffering from
inflation of prices with the consequent
inflation of credit. From reports
made by the members of this confer-
cence, representing every section of
the country, it is obvious that great
sums are tied up in products which
if marketed would relieve necessity,
tend to reduce the price level and re-
lieve the strain on our credit system.

That situation was ascribed in the
resolution largely to the blockade of
transportation facilities, which pre-
vented the prompt sale to consumers
of goods held by merchants on the
basis of bank loans. But the Board
itself goes somewhat further, in re-
marking that the credit now absorbed
in “frozen loans” represents both
commodities held back for lack of
transportation and commodities held
back for speculation. One partial
sidelight on the extent of this holding-
back is given in the last Federal Re-
serve Bulletin, which reports for one
Western district stocks of various
merchandise on hand ranging 612 to
30 per cent, above the same date last
year, and for one Southern district
a similar increase of 9 to 72 per cent.
It is fair to say that the period of 1919
with which comparison is made was
a time when merchants’ shelves were
unusually bare. Nevertheless, the in-
crease is very large.

\\ hat, then, is to be the remedy?
The Reserve Banks began six months
ago to advance their rates for redis-
counting loans of other banks, but

I t

| Let us send you a line of Work Hats for Men, Boys,

1 Misses and Ladies at prices ranging from $1.60 to
Also have a good assortment of

| Children’s Hats in white or black, from $2.25 to

$ne25 per dozen.

ji $21.00 per dozen.

ia tS

June 2, 1920

without effecting the curtailment of
credit transactions. “There has been
no such liquidation; on the contrary,
commercial loans have steadily in-
creased.” Therefore the time arrived
when pressure should be applied;
when “unnecessary and habitual bor-
rowings should be discouraged” and
when “liquidation of long-standing,
101l-essential loans should proceed.”
This is precisely what has been going
011, during the past week or so, in

j InGetting
wW
/COSTS
© J Wrrite to
w # Barlow Bros.

Orand Rapids.Mich.

SHCRIAUTS

We are*manufacturer* of

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

CORL-KNOTT COMPANY,

Comer Commerce Ave. «ml
Island St
Grand Rapids, Mich.

The Selling Season |
IsNowOn |

W w T m -

| Quality Merchandise-Right Prices-Prompt Service \ 1

Paul Steketee & Sons 1

| WHOLESALE DRY GOODS
NI s~

GRAND RAPIDS, MICH. |

Athletic Underwear

Fineand) OL « *
work}iS hirts

Men’s and fTr 1
Bo>s

Jvnaki

P ants

ON THE FLOOR

""Daniel"'Patton <~

rapids

grand

mpanp

The Men's Furnishing Goods House of Michigan
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various wholesale and retail markets.
It is, we suppose, the real key to the
general situation, as the abnormally
high rates for loans on Stock Ex-
change securities and merchants’
paper were the key to it at the begin-
ning of the year.

The Board very properly advises
“gradual liquidation” and avoidance of
“drastic steps” by banks. But the
process is none the less the first es-
sential step in that “deflation” which
the people and the economists have
been discussing for a year or more.
It will be observed that the course of
actual events has carried the discus-
sion pretty far away from the theories
lately promulgated that the high
prices and the inflated trade were
solely a consequence of an increased
Reserve note circulation.

Fundamentals of Successful Retail
Advertising.
1 First aid to the buying public.
2. Absolute accuracy and frank-
ness in advertised statements.
3. Readable type, original display,
good customers, clear cuts.

4. Clear expression; plain, force-
ful language.
5 New presentations, distinct

styles, clever merchandise.

6. Systematic and logical presenta-
tion of facts.

7. A cheerful, optimistic tone.

8. Justice to customer and mer-
chandise in descriptions.

9. Absence of misleading and veil-
ed statements.

10. The store’s personality reflect-
ed.

MICHIGAN

Why Fire Should Be Regarded as a
Disease.

hire is a disease; it is caused by the
unhealthy condition in a building.
These conditions are sometimes or-
ganic, that is, part of the building
itself; and sometimes functional, this
is, part of the operations carried on
in a building.

An ounce of prevention is worth a
pound of cure, with fire as well as
any other evil, but not one man in a
thousand acts on this principle.

With fire the business man will
figure it out this way: | have my in-
surance; that will take care of my
financial loss, and the fire department
will put out the fire, and between the
two, he feels satisfied. His attitude
is no more sensible than if he con-
sidered his sick benefit sufficient com-
pensation for his personal illness, or
waiting until he was on his death bed
before .calling in a doctor.

‘Taking chances’ is part of life and
business. Some people prefer to take
as few chances with fire as-possible.
To the business man who feels this
way about the continuance of his busi-
ness, it is worth while to point out
what can be done with the fire danger.

Most fires can be prevented; and
those that cannot, can be discovered
and put out with a minimum loss and
damage. This is because we have re-
liable appliances for detecting fires,
and for putting them out by manual
and automatic means, in a way, means
spending money, but money so spent
is an investment. Part of the money
thus spent is returned by a saving in
insurance premiums.

TRADESMAN

Safeguarding a building against fire,
calls for the services of a specialist
who is informed about the causes of
fire and how to remove them. The first
work of the specialist is the examin-
ation of the building from the out-
side, to see what dangers it faces
from its neighbors, and the buildings
in the vicinity.

This is called the “outside danger”
and can be guarded against by the
use of fire shutters, and wire glass
windows.  All skylights should be
covered with a heavy screen, to pre-
vent fire-brands from dropping on
glass and falling through and starting
another fire.

Inside the building, are what are
called “fire hazards—the probable
causes of fire. These hazards exist
in the heat, light and power appara-
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tus; in the accumulation of rubbish,
and the storage of unused articles.

These fire causes are found in all
buildings and they can be removed or
safeguarded so as to practically re-
move the danger of fire starting.

It is a matter of common experi-
ence, that a well designed and well
built machine is of reduced value if
provision is not made for keeping it
in effective working order. The
principle of maintenance is just as
necessary in dealing with the problem
of fire as it is with anything else.

Eternal vigilance is the price of
safety as well as liberty, and a factory
or other building that is to be made
safe and continued in that desirable
condition must be carefully looked
after. Frank Stowell.

Bristol Insurance Agency

“The Agency of Personal Service”

Inspectors and State Agents for Mutual Companies

Savings to Our Policy Holders

On Tornado Insurance 40%
General Mercantile and Shoe Stores 30%
Drug Stores, Fire and Liability, 36% to 40%
Hardware and Implement Stores, and Dwellings 50%

Garages, Blacksmiths,

All Companies licensed to do business In Michigan-
W rite us for particulars.

Investigate our proposition.

C. N. BRISTOL, Manager
FREMONT.

Harness and Furniture Stores 40%

It will pay you to

A. T. MONSON, Secretary
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.

this advertisement word for word.  If you can’t, read it over until you can.

as well as financially.

The Grand Rapids Merchants Mutual

Fire

Insurance Co.

STRICTLY MUTUAL

Operated foi benefit of members only.

Endorsed by The Michigan Retail Dry Goods Association.

Issues policies in amounts up to $15,000.

Associated with several million dollar companies.

Offices: 319-320 Houseman Bldg.

Grand Rapids, Michigan

Repeat

It will help you mentally

“Wm. N. SENF, Secretaiy.

Qrp Ij

3 JIIV I1/11\J 3, n

to combat the fire waste.
in losses paid, and even

company.

More than 2,000 property owners
co-operate through the
Shoe Dealers Mutual Fire Ins.
To date they have received over $60,000
larger amounts in dividends and savings,
while the Company has resources even
Associated with the Michigan Shoe Dealers are ten other

Michigan
Co.

larger than average stock

Mutual and Stock Companies for reinsurance purposes, so that we can

write a policy for $15,000 if wanted.

We write insurance on all kinds

of Mercantile Stocks, Buildings and Fixtures at 30% present dividend

saving.

Michigan Shoe Dealers Mutual Fire Insurance Company

Main Office:
ALBERT MURRAY Pres.

FREMONT, MICHIGAN

GEORGE BODE, Sec'y



28

Michigan Poultry, Butter and Egg Asso-

ciation.

President—J. W. Lyons, Jackson.
m;/{ce President—Patrick Hurley, De-
Secretarg/ and Treasurer—D. A. Bent
ley, S

Executlve Commlttee—F A. Johnson,
Detroit; H. L. Williams, Howell: C. J.
Chandlér, Detroit.

Further Facts in History of Michigan
Pomology.
W ritten for the Tradesman.

In reviewing the events that give
historical character and value to the
fifty years of service performed by
the Michigan Horticultural Society,
one fact makes a stronger impress
upon my mind than any and all of
the others which have come within my
purview. From the inception of tne
Society to this day in all the proceed-
ings that have secured a place in the
permanent record or in the memories
of living members there has been no
attempt to commercialize the infor-
mation secured by observation and
experience. Every man who by ex-
periment learned to use methods in
advance of his fellows freelv gave
publicity to his knowledge for the
benefit of others. There was no
thought of secretly using the valuable
findings to gain an advantage over an-
other engaged in the same business.
If a peach grower found that a salt
of potash applied at the right time to
the soil accentuated the color of his
product, he straightway went to a
meeting and told his felow orchardists
about it. If an apple grower found
that Red Canada would give far bet-
ter results if top worked on some
strong stock than if grown as a root
graft, he told his neighbors about it.
If a grower learned that late culti-
vation in summer produced succulent
growth and the fruit buds did not
mature to withstand the rigors of
winter, he proclaimed it to the world.

If a plum grower learned that he
could fight the curculio as successful-
ly and at a quarter the expense by
spraying as by shaking the “little
turks into sheets, he straightway
opened his mouth and told all the
plum growers what he found out. The
only secret competition that crops out
to the advantage of the grower is
shown in the delight of surpassing a
neighbor by a gift of some vegetable
or fruit brought to maturity a little
earlier than usual or of larger dimen-
sions than anything previously grown
through some method of manipula-
tion or fertilizing. But tuere was
never a thought of hiding the process
for personal gain.

I once took a lawyer who was a
specialist ir- patents to one of these
meetings of fruit growers at which
there was a most interesting discus-
sion of locations for orchards. J
asked him how he liked the conven-
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tion and he replied, “It was i most
interesting meeting, but a blamed lot
ot chun .i to give away all the tricks
of their trade. It was like slinging a
lot of silver dollars in a crowd and
letting each help himself.”

As | think it over it seems to me
this unselfish spirit which refuses to
take advantage of the ignorance of
others who may become competitors
in the markets, is a trait in the hor-
ticulturist that singles him out as a
marked character of unusual value to
his fellow men.

It was not until near the close of
the last century that the stereopticon
came in as a valuable ally in the dis-
semination of valuable experience to
the fruit growers. My recollection is
that it was first used successfully to
illustrate addresses in 1896 at a con-
vention in Grand Rapids.

These later years of the 20th cen-
tury were occupied largely by steps
of progress in fighting insects and dis-
eases and the enactment of laws pro-
viding for inspection of orchards and
nurseries and imported stock and
compelling growers to eradicate in-
sect and fungus enemies. A start
was made in anchoring sentiment for
greater attention to the processes of
marketing, including the standardiz-
ation of packages. The element of
satire in treating of the tendency to
rccuce the size of packages from a
dry quart to a wine quart; from a
peck to a fifth of a bushel while still
maintaining the appearance of the
larger size, was used veiy effectively
in securing legal standaras and pen
allies for deceit. It is only fair to
say that these illustrations of dishon-
est practices rarely, if ever, originated
with the growers and it was because
of their protests that remedial legis
lation was resorted to in protecting
the honor of the grower and the pock-
et of the consumer. Low pruning as
< protection to the bodies of orchard
trees received a decided impetus dur-
these years as a result of some dis-
astrous losses bj' winter killing of
mature trees. Great progress in the
use of cover crops was made in this
period as a protection to the soil, a
method of checking too succulent
growth and as a process of adding
fertility as the difficulty of securing
barn-yard manure increased. The
value of nitrogen gathering plants as
supplementing other plant foods be-
gan to be more and more appreciated
and modified the methods in husband-
ry to a wonderful extent. The im-

GROCERS and BUTCHERS
The 20th Centugy Computmg Scale

Liberal exchange allowances for old
scales. rite for details.

W. J. Klin %
843 Sigsbee St., Grand apids, Mich.
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SEND US ORDERS FIELD SEEDS

WILL HAVE QUICK ATTENTION

SShp&S?af~*h  Moseley Brothers, Granp rRaPIDS, MICH.

M. J. Dark & Sons
Wholesale

Fruits and Produce

IM-1M Fulton St., W.
1and 3 lonia Ave., S. W.

Grand Rapids, Michigan

M. J. DARK
Bttttr tioara as Mesc

22 jrears eiperiesee

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

THE PIOWATY STANDARD
IS THE

MODERN STANDARD

IN MERCHANDISING FRUITS AND VEGETABLES

S visit to one of our branches will convince you

in. nowary & sons of Michigan

MAIN OFFICE, GRAND RAPIDS, MICH.

Branches: Muskegon, Lansing, Bay City, Saginaw, Jacksoi
Battle Creek, Kalamazoo, Benton Harbor, Mich.; South Bend, In«
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proved methods of fruit storage with-
out ice by controlling temperatures to
suit the various types of fruits and
holding them over glutted market
conditions were given increased at-
tention and the large orchards had
fruit houses as permanent features of
equipment.

In the last three years of the cen-
tury great emphasis was given to
home, street and garden embellish-
ment and village improvement. Many
stirring and scholarly papers were
presented and the discussions were
characterized by an awakened ap-
preciation of beauty as an asset in
horticulture and as a factor in child
training and home influence. This

brought into the field of discussion
a new insistent and aggressive ele-
ment. This was due largely to the

efforts of Secretary Reid, who
tired .from his post
filled so successfully for fourteen
years, in 1899. He was succeeded by
Charles E. Bassett, of Fennville, an
orchardist and journalist who brought
to the position the results of training
at the Agricultural College, supple-
mented by successful orchard prac-
tice and the management of a journal
developed in the midst of a great
fruit growing section. As the new
century opened the Society reversed
its activity in trying to create an in-
terest in forestry and through the
active assistance of one of its officers
Hon. Robert D. Graham, who was in
the State Senate, secured the enact-
ment of a law providing for the es-
tablishment of a State Forestry Com-
mission, which immediately became

re-
which he had

M I CHIGAN

very active and influential in starting
a successful movement which culmin-
ated later in the Public Domain Com-
mission, the work of which is now
carried on with the co-operation of
all departments of the State govern-
ment. Soon after the retirement of
Secretary Reid, at the opening of
1900, the venerable Honorary Presi-
dent of the Society, Theodatus T.
Lyon, passed from among us greatly
honored, respected and beloved. Dur-
ing the last -years of his life, aside
from an occasional message at the
Society, Mr. Lyon lived quietly on
the proceeds of the State Experiment
Station at South Haven and, although
feeble in body and mind, was thought-
fully remembered by his friends of the
Horticultural Society. Hon. Charles
J. Monroe, more than any one of
them, rendered personal service that
mellowed the trials of extreme age
and provided the attention that har-
monized his personal relationships.
Mr. Lyon’s last will placed the
trusteeship of his property in the
custody of the writer of these notes,
to be finally turned over to the State
Horticultural Society to assist in per-
manently providing the interests to
which he had so successfully devoted
his life. This was the nucleus of the
endowment fund, the income from
which has been an ever present help
in times of need and often the work
of the Society would have languished

but for this legacy so well planned
by the “Father of Michigan Pom-
ology.” Charles W. Garfield.

Lack of success is largely the fruit
of wasted opportunity.

DEADHEADS

on your books_are not more serious than deadheads on
your shelves in the shape of slow-selling articles that
occupy room which should be given to “live ones.”

Van Duzer’s Certified Flavoring Extracts

have never,

during the sevent
placed on the market, been in the deadhead class.

years since they were
They

are sure, steady sellers. Their absolute purity and super-

ior quality, which never varies, satisfy and

hold the most

%artlcular and on account of their richness and strength,
ecause of which they go farther, they are preferred by

the economical.

Van Duzer Extract Company JSAAiti

DON’'T
FORGET

RAMONA

THE PARK BEAUTIFUL”

IS NOW OPEN

Boating, Fishing, Swimming
The Ideal Place For Your Picnic

PLAN

IT TODAY

RAMONA THEATRE

KEITH VAUDEVILLE—

“ The Ramona Kind”

EVERY AFTERNOON AND EVENING
MATINEES 300—NIGHTS 830

DANCING EVERY EVENING AT THE CASINO AT 8:15
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You Make
Satisfied Customers

when you sell

“SUNSHINE”
FLOUR

BLENDED FOR FAMILY USE

THE QUALITY IS STANDARD AND THE
PRICE REASONABLE

Watson-HigginsMlg.Co.

GRAND RAPIDS. MICH.

Merchant
Millers

Owned by Merchants

Producta sold by
menfcaata

Brand Recommended
by Merchants

NewPerfectionFlour

Packed In SAXOLINPaper-lined

Genuine Buckwheat Flour
Graham and Corn Meal

J. F. Eesley Milling Co

The Sunshine Mills

<otton, Sanitary Sacks PLAINWELL, MICHIGAN
Improved
ft H

Honey Comb Chocolate Chips

W. E. TAYLOR, Maker Battle Creek, Michigan

Bel-Car-Mo

Peanut Butter

Here is a wholesome food staple that you can
guarantee to your customers as first quality
and feel that its manufacturers will back you
up every step of the way. Display
“Bel-Car-Mo” in your store and tell the trade
that you carry this delicious Peanut Butter.

8 ot. to 100 Ibs. Order From Your Jobber

WHEN YOU MARVEL

at the better goods and prompter service which

THE VINKEMULDERCOVIPANY

gives, remember that you are dealing with

the oldest produce firm serving the community.
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City.cretary Arthur J. Scitt, Marine
Treasurer—William Moore, Detroit.

June Business Hints For the Hard-
ware Dealer.
Written for the Tradesman.

June should be a big month for the
hardware dealer. It marks the cli-
max of the spring business, and the
opening of the summer trade. There
is also to consider the wedding gift
business, a great deal of which the
hardware dealer can secure by judici-
ous advertising.

The June gift trade should have a
prominent place in the merchant’s
selling plans for the month. Cutlery,
plated and silver ware and cut glass
make popular presents; while the
hardware store contains a wide range
of articles suitable for wedding gifts
and which respond to the growing
[f)olpular demand for “something use-
ul.”

Of course, the gift trade is an all
the year round affair, though not on
so large a scale at other seasons of
the year. But now, the June bride
tradition affords a handy peg whereon
to hang some convincing reasons why
the customer in search of wedding
gifts should come to the hardware
store.

To this end, put on one or two good
displays along wedding gift lines, use
the newspapers to appeal to this trade
and talk up wedding gifts—and par-
ticularly useful wedding gifts.

Incidentally, a tin shower window
is an appropriate variation to the regu-
lar gift display. A shower, be it
known, is a minor preliminary to the
wedding itself; a little social affair at
which the bride-to-be is the guest of
honor, and a lot of the more distant
friends are invited who normally will
not attend the wedding itself yet
wish to give something.

In this connection a good oppor-
tunity is afforded to drive home the
importance of a well equipped house-
hold.

One merchant put on a good con-
trast display. He divided his big
front window into two sections. One
section represented the kitchen of to-
day and the other the kitchen of yes-
terday. For the kitchen of yesterday
he showed the oldest cookstove he
could find in town and a few articles
of almost prehistoric tinware. The
kitchen of to-day showed a modern
range, with the most complete of
modern equipment. A display of this
sort has a great educational value for
the young bride and brings home to
her the idea of starting home life
with proper equipment.

Throughout these displays several

HARDWARE

dominant ideas should be included.
First, a preference for useful gifts.
Second, the fact that the hardware
store caters especially to the gift
trade. Third, the importance of a
well equipped kitchen with modern
labor saving devices.

These three ideas should stand out
in your displays and your newspaper
advertising.

Camping out,
fishing excursions and similar

vacations, yachting

trips,
outings are rapidly maturing in the
June

minds of outdoors enthusiasts.
is the time for the retailer to adver-
tise along these lines. A good dis-
play is a camping out scene—a happy
suggestion of the delights to be at-
tained by setting up a tent in some
out of the way spot on a picturesque
rner or lake and for once in a way
fending for oneself. Such a display
will appeal to the man who wants to
go somewhere but is tired of ordinary
outings.

Throughout the month, give the
window displays a seasonable aspect.
There are so many timely lines to be
pushed, the only difficulty will be to
find space and opportunity to display
them all. Displays of athletic goods,
baseball and lacrosse outfits and foot-
ball supplies are all appropriate.
Where there is water, yachting and
boating accessories should not be
neglected. Motor boat accessories
deserve some attention at this time of
the year. It will pay to get person-
ally or by circular letter in touch with
the motor boat owners of your com-
munity.

fishing tackle, too, must not be
overlooked. Rods, reels, lines, bait
and hooks and other accessories help
to make effective window displays;
and what is better still, they make
good sales, for where is the commun-
ity that does not possess its band of
enthusiastic fishermen?

It is a little early for guns and am-
munition. but still no harm is done
by reminding the community that you
carry these lines, and that it is just
as well for the sportsman to buy in
June as to wait until the fall. He may
have the money now and may not
have it later on. In any case, guns,
powder tins, shot and ammunition of
all sorts make an effective display.

You can make an effective appeal
also to the motorists by a display of
automobile accessories. This line is
timely and will be in good demand.

Although a considerable amount of
painting has been done, the hardware
dealer has only to take a walk around
his city, town or village to realize the
immense opportunities still waiting to
develop business along this line.

Don’t allow yourself to get the idea
that paints sell themselves. They

Michigan Hardware Co.

Exclusively Wholesale

Grand Rapids, Mich.

Foster, Stevens & Co.
Wholesale Hardware

157-159 Monroe Ave.

151 to 161 Louis N. W.

Grand Rapids, Mich.

217-239 Peorl St. (new the bridge) Grand Rapids

SIDNEY ELEVATORS
Will reduce handling expense and speed

. 1 . Ior'%/ou. Easil

installed. Plans and instructions sent wit
«levator. Write stating requirements,
giving kind machine and size platform
wmted. as well as height. We trill gmté

. amoney saving price,

Sidney Elevator Mnfg Co.. Sidney, Ohio

For Better Piston Ring

Service

Distributors
Sherwood Hall Co.,
Ltd

30-32 lonia Ave.
Grand Rapids, Mich.

31
Store and Window

awnings
made to order of white or khaki duck,
plain and fancy stripes.

Auto Tents, Cots, Chairs, Etc.
Send for booklet.

CHAS A. COYE, Inc.
GRAND RAPIDS, MICHIGAN

Jobbers in All Kinds of

BITUMINOUS COALS
AND COKE

A. B. Knowlson Go.
MMO7 lowers’Theatre Bldg., Grand Rapids. Mt"

Sand Lime Brick

Nothing as Durable
.. Nothing as Fireproof
Makes Structures Beautiful
No Painting
No Cost for Repairs
Fire Proof
Weather Proof
Warm in Winter
Cool in Summer

Brick is Everlasting

Grande Brick Co., Grand Rapids
So. Mich. Brick Co., Kalamazoo
sifinar rick Cx,Saginaw

Jackson-Lansing Brick Co., Rives
Junction

Signs of the Times
Are

Electric Signs

Progressive merchants and
tarera. now realiae the value of Elttfrlt
Adnrlitlig.

Wo furnish yon with sketches, prices
*nd operating cost for the ..king

THE POWER CO.
B*U M I ff CltIMoa OU
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have to be pushed; and, more than
that, a considerable process of educa-
tion is required to bring the paint
prospect to the point where he will
even begin to consider the subject of
painting at all seriously. Hence, the
paint campaign is no undertaking for
a quitter. If you have started, keep
it up; push, and push hard.

Here, personal work is eminently
worth while. As opportunity offers,
go out and canvass some of your pros-
pects. Keep a sharp look out for
new prospects. Take note of any
houses that especially need painting,
get the addresses of the owners, and
send them advertising matter, or, bet-
ter still, have a talk to them. This
isn’t as easy a method as waiting in
the store for business to come, but
it brings in a lot more business.

A good paint display is not amiss
this month. Be sure that the window
is not overcrowded, and that the color
combination of the labels is carefully
selected. In pushing paint sales, other
lines arc also helped. Customers who
buy paint are usually the property
owners; and you give a good impres-
sion if your paint lines are well select-
ed that will help establish your store
as a reliable and dependable one.

It will pay also to keep tab of new-
lyweds who make their homes in your
community. They are among your
best prospects. Compile a prospect
list of the new homes in your com-
munity; and devise a follow up cam-
paign to interest them and induce
them to trade at your store. If nec-
essary, make a personal call and in-
troduce yourself. If business is worth
having, it is worth going after.

It is good policy to put your best
selling efforts behind the timely lines.
In view of the general uncertainty, it
seems desirable to carry over as lit-
tle stock as possible. Hence, put your
best salesmanship to work this month,
and aim to clean out the hot weather
lines as early as possible in the sea-
son. The normal tendency, later in
the season, to put off buying until
another year will probably be enhanc-
ed this year by the growing impulse
to economize.

With the advent of June it is time
to consider your vacation. The aver-
age dealer is reluctant to break away
from behind his business; feels, in
fact, that it can’t get along without
him. But there is no real saving in
doing without your holidays. Put
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your very best effort into the rest of
the summer, before and after; but for
the two weeks or thereabouts make
a clean break-away from business and
give your mind a rest.

Victor Lauriston.

For Sale.
One ford car with piston ring, two
rear wheels, one front spring. Has
no fenders, seat or plank; burns lots

of gas, hard to crank. Carburetor
busted, half-way through; engine
missing, hits on two. Three years
old, four in the spring; has shock
absorbers and everything. Radiator
busted, sure docs leak, differential
dry, you can hear it squeak. Ten

spokes missing, front all bent, tires
blown out, ain’t worth a cent. Got
lots of speed, will run like the deuce,
burns either gas or tobacco juice.
Tires all off, been run on the rim;
a good ford for the shape it’s in.

Not Just the Same.

“Do you find married life the grand,
sweet song you expected?”

“Well, it is at least a grand refrain.

“Refrain?”

“Yes; I'm called upon to refrain
from smoking, refrain from cards, re-
frain from going to lodge, and when
there isn’t anything in particular to
refrain from, just to refrain.”

SANITARY
REFRIGERATORS

For All Purposes
Send for Catalog

McCRAY REFRIGERATOR
Co.

944 Lake St* Kendallville, Ind.

Prices.

The mcCaskey register Co..
ALLIANCE, OHIO

Brown & Sehler Co.

“Home of Sunbeam Goods“

Manufacturers of

HARNESS, HORSE COLLARS

Jobbers in

Saddlery Hardware, Blankets,

Robes,

Summer Goods, Mackinaws,

Sheep-Lined and Blanket-Lined Coats, Sweaters, Shirts, Socks,
Farm Machinery and Garden Tools, Automobile Tires and
Tubes, and a Full Line of Automobile Accessories.

GRAND RAPIDS,

MICHIGAN
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The Dudley Paper Co.
Lansing, Mich.

Use 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

DICKINSON'’S

SEEDS

The Albert Dickinson Co.

MINNEAPOLIS CHICAGO
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What Personal Appearance Means To
the Salesman.

| have ahvays believed that some
tilings should be carefully considered
by a salesman: hirst, his haircut.
lhen the collar, shirt, clothing, shoes.
The appearance of his face and hands.
Out of a group of a hundred salesmen,
you will seldom find more than ten
men who are well groomed and who
have a clean appearance.

A sales conference in New York at
one time analyzed more than one hun-
dred men having other men pass on
the men examined. Eight men had
hair cuts that passed; twenty had col-
lars that were the right size and right
style; ten had neckties that harmo-
nized with their shirts; fifteen had
shirts that fitted and were of the right
sleeve length; twelve had suits that fit-
ted and were pressed and clean; while
only eighteen had shoes that fitted
with heels that were not run down.

It is a hard matter to criticize a
salesman’s appearance, but if the
salesmen are not carefully groomed,
absolutely clean from head to foot,
and trim in appearance, they lose
greatly as the customer approaches
them. Any salesman can dress bet-
ter for the same amount of money.
1 he trouble with most salesmen is
that they compromise and buy cheap
things. 1hey do not study colors and
almost invariably they are too flashy.
If their appearance is right, custo-
mers sense it very quickly, and the

customer wunconsciously buys more
readily.
Now. as to language. There are

more than 600,000 words in the Eng-
lish language, hut the average sales-
man uses less than 5.000 in his daily
selling. There are four simple ways
of improving his English. First, study
grammar, using a simple hook entitled
“Business English ~ for Evening
Schools” by William E. Chancellor. |
selected this hook out of seven hun-
dred grammars. The hook can be di-
gested in four to six weeks, and will
give anj' sales person an entirely new
idea of business English. Another
method of improving your language
is to read hooks rich in descriptive
matter, such as those which Dickens
wrote. Dickens was,an artist in de-
scribing things. Of course, the stor.es
are good in themselves, but the idea
is to learn how to describe things ac-

curately and create mental pictures
for the customer.

Another way to improve vour Eng-
lish is to write continuously. Sit
down every night and write two or
three advertisements on the merchan-
dise you are selling. Show them to
your wife or to your associates in
business, and get them to criticize
them. \\ riting six advertisements a
week of one hundred words each,
means that you have written six hun-
dred words each week, and if you
continue it every week for a year, you
will write thirty thousand words in a
year. 1his would show how meagre
is your vocabulary.

Another method is to cultivate the
acquaintance of lawyers, preachers,
men with college educations. Spend-
ing a half hour or so with such people
will show you the importance of clean,
pure, business English. These people
were compelled to study good Eng-
lish. They had to go through College
to get their degrees. They associate
with people who talk pure English.

If a salesman’s appearance is one
hundred per cent, and his language is
accurate, clean, and free front skum
he has an advantage over the other
salesmen, who are careless about IhYir
appearance and pay no attention to
their vocabularies.

One of the reasons why the sales-
man in the average store is so far be-
. nd in his selling education work s
because schools have never been es-
’ablished for him. Manufacturers pay
little attention to him, while the aver-
age employer is ahvays afraid he is
going to ask for more monev.

In the more progressive stores the
employer is glad to encourage his
sales people to expect more, based on
their actual sales.

The salesman of the next genera-
tion is going to lift himself entirely
out of the groove of present day sales-

.mMship, and | think he will do it

Iv-gelv by study.ng his own appear-
ance, his own language and his gen-
eral intelligence. Improvement must
and will come through his own efforts.
hratik E. FehIman.

If you want to be a clear-cut talker
be a clear thinker.

Bell Phone 806 Cits. Phone 11866

Lynch Brothers
Sales Co.

Special Sale Experts

Expert Advertising
Expert Merchandising

MO-216-211 Murray B'dg.
GRAND RAPIDS. MICHIGAN

GRAHAM & MORTON
Transportation Co.

CHICAGO

In connection with

Michigan Railroad

BOAT TRAIN 7 P.M.

Tuesdays, Thursdays
Sundays

Freight for CHICAGO ONLY

Livingston Hotel
and Cafeteria
GRAND RAPIDS

Nearer than anything to everything.
Opposite Monument Square.
New progressive management.

Rates $1.00 to $2.50

BERT A. HAYES, Propr.

CODY

HOTEL
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OCCIDENTAL HOTEL
FIRE PROOF

CENTRALLY LOCATED
Rate* $1.06 and up

EDWARD R. SWETT, Mgr.
Muskegon Michigan

Beach’'s Restaurant

Four doors from Tradesman office

QUALITY THE BEST

GOODRICH
1 BOATS |

TO CHICAGO

Sunday, Monday, Wednesday and
Friday Nights
7:15 P. M. STANDARD TIME

FROM CHICAGO

Tuesday, Thursday & Sat’day Nights
745P.M STANDARD TIME
Fare $3.85 Plus 31 Cents War Tax.
Boat Car_leaves _Muskegon Electric
Station 7:15 P. .

Daily Service Effective Soon.
Route Your Freight Shipments
“The Goodrich way.”
Over-night service.

Goodrich City Of- |i Interurban

lice, 127 Pearl St., | Station,
N. W, Powers H 156 Ottawa
Theater Bldg. | Ave., N. W.

W. S. NIXON, City Passenger Agt.

IN THE HEART OF THE CITY
Division and Fulton

RATES \ *100 up without bath
($1.50 up with bath

CODY CAFETERIA

IN CONNECTION
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Why Not Tell the Truth About the
Farmer?

Grandville, June 1—It seems to me
the farm papers*have a queer way of
advertising the conditions as they
exist on the farms of this country. A
stranger to America, dropping down
here for the first time and wishing
to inform himself as to the actual
conditions, would naturally turn to
one of the high class agricultural
journals for information.

-This is what he would find in one of
the leading farm papers which claims
torhave one million subscribers.

“The fact is that with the greatly
increased cost of farm supplies and
farm labor, farmers have been getting
less than the cost of production for
their main staples, such as wheat,
milk, poultry products, pork and beef.”

Why ignore facts? Why not be
honest with the reader? What good
can come of such misleading editor-
ials? The farmers themselves know
they are being fed very diluted taffy
and certainly cannot admire such ill
advised advertising of the farm situ-
ation. Surely to belittle the business
of the agriculturist in no wise helps
along the prosperity of the tiller of
the soil.

Right here, within sight of towns-
people, three weeks old calves sell
for $12 and more, six weeks old pigs,
$10; apiece right out of the farmer’s
pen. Now what do you think of such
an editorial as the above in the light
of the real facts in the case? There
seems to be a sort of propaganda
going the rounds of the agricultural
press striving to make somebody be-
lieve that the 'farming business was
never in such desperate straits as it
is at the present time.

One can scarcely find a farm paper
that does not editorially bemoan the
sad condition of the farmer and pose
as the defender of agriculture against
unjust laws which exist only in the
minds of these inciters to discontent
and hard feelings toward members of
other callings in life. Such mislead-
ing” not to say downright lying ed-
itorials, get the men who work the
farms nowhere, nor do they add to
that milk of human kindness that is
necessary for our people to dwell
together in harmony and peace.

At such times as these it is any-
thing but a mark of good citizenship
to stir up the passions of one class
against another. Are not such edi-
torial comments calculated to injure
the farmer himself by making farm-
ing as a life business .undesirable?
Will not these ideas, false in every
particular, serve to depreciate the
value of farm property, by so doing,
making the farmer’s lot still harder?

In the same issue of the farm
journal from which the excerpt above
is taken, is an article from a farmer
way down in Maine, entitled, “How
| Grew My Prize-Winning Potatoes.”
This article in itself serves to refute
the editorial, since from five acres
this man raised and sold enough po-
tatoes to bring him a net profit of
$1,911.11. Yet with this item staring
him in the face from the columns of
his own paper, the editor proclaims
that farmers are raising crops at a
loss!

Such gross mis-statement of facts
is in a sense nauseating and it is a
wonder that farmers will pay out good
money to be fed such rot from the
editorial sanctums of their agricultur-
al press.

Facts are stubborn things and facts
are directly the opposite of these edi-
torial fulminations of the rural press.
The paper in question is not the only
offender in this line.

There are numerous small towns
all over the agricultural states made
up mostly of retired well off farmers
and their wives. They won a com-
petence from the soil long before the
present boom in agricultural products
struck the country. There never was
a time in the history of the United
States when the farmer was so well
conditioned as he is to-day. More
profitable farming was never the lot
of the American farmer. To be-little
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these facts by the farm press is no.
credit to the acumen or good sense
of these men who seek to make them-
selves solid with the tiller of the soil
by a gross misrepresentation of farm
conditions.

Go over the country; study the
situation in every phase and what do
we find? Whole farms have been
paid for in the sale of crops from
a single year. Some of the celery
lands in Western Michigan have sold
as high as $1,500 per acre. Good
muck land adapted to cabbage and
onions brings $1,000 per acre. Men
would not be foolish enough to pay
such prices if there was no profit in
farming.

Why these big farm journals con-
tinually run down their own calling
is something passing the comprehen-
sion of the ordinary mortal. These
farm journals are the trade papers of
the business. What would the mer-
cantile world do to a trade journal
that was habitually discrediting the
trade, pointing out its failings, and
that everything was being done at a
loss? The bird which befouls its own
nest isn’t looked upon with approval.

Old Timer.

Echo No. 2 From the National Con-
vention.

Cass City, June 1—The National
convention was called to order Mon-
day, May 17, by R. |. Barge, Presi-
dent of the Atlanta Association ,after
which we all sang America and the
invocation was offered by Rev. C. B.
Siltner. Hon. James L. Key, Mayor
of Atlanta, then gave an address of
welcome. He said the retail grocers
had conformed to the Government
suggestions better than any other
class and he did not feel that the
Government had used them right by
establishing its own stores. Refer-
ring to the weather, which was rainy
and cool, he said he knew there
would be a lot of boys there from the
Northern and Central States and so
they had ordered this particular kind
of weather so they would feel per-
fectly at home.

John H. Schaefer, of lowa, respond-
ed by thanking the Mayor and ex-
pressing our appreciation of the gen-
uine Southern hospitality that we had
received. He stated there was only
one way that prices were regulated
and that was by supply and demand.
When the price of any article got
topheavy, then the people would leave
it alone and the price would drop. To
show the consistency of some things
he spoke of a fair price committee
in a certaain town, which was not
represented by any grocer, but which
had as one of its members a lawyer
who recently had charged a fellow
for handling his case $2,750, besides
sending him to prison. This, of
course, was not profiteering.

We were next welcomed by Hon.
E. R. Black, President of the Cham-
ber of Commerce, who said nothing
has evoluted more during the past
few years than the retail grocery
business. Twenty-five years ago, as
you entered a grocery, you would find
sack of peanuts at the door, and in-
side would be a basket of apples and
a barrel of bulk pickles and no Gov-
ernment regulations either. Now the
peanuts are covered, the apples have
gone to 5c each and the pickles are
all bottled. One thing he regretted
was that he had two boys coming on
who were going to miss the things
he enjoyed as a boy. The grocery
used to be the seat of politics, but
now everything is changed. It did-
n’t seem possible that America, an
easy-going country, could change to
a war country over night and yet
she did. She wanted to whip the
Germans and she did. Napoleon
said an army travels on its stomach,
meaning that it traveled no faster
than it could be supplied with food.
The Navy achieved a great thing
when it transported 2,000,000 men
across the ocean, but equally as great
was the taking across of food to feed
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these men. Every family had to con-
serve and suffer privation for the
time being and when the whole story
is written it will be found that no
one did more than the men who
handled the food. The retailer is the
link that binds the home to the pro-
ducer. He is the one-who is in per-
sonal touch with the housewife, who
is really the essence of home and
country. The boys who laid down
their lives in France, together with
the billions expended, have proven to
America that the greatest thing a
man can render to his country is ser-
vice.

Phillip A. DePuyt, of Rochester,
gave the response, in which he stated
that we as delegates were glad to be
here where there was a wealth of ex-
perience and where every anerle that
affects the retailer could be discussed

Mr. Kamper, of Atlanta, in ms un-
dress of welcome explained why the
registration fee of $3 was charged.
He said he believed the psychology
of paying for something would keep
all of the delegates in all of the ses-
sions of the convention; in other
words, they would all stick together
and the convention’s success would
be assured.

National President John A. Ulmer
was then introduced ‘and there fol-
lowed the introduction of past presi-
dents.

Report of National President Ul-
mer was then given, in which he gave
a fine review of the year’s work, spoke
of the fine record that Mr. Hatten-
bach had made and expressed deep
regret that he had to be taken so sud-
denly.

The committees of rules and order
of business, credentials and resolu
tions were appointed and | had the
pleasure of acting as chairman of the
first named committee.

E. W. Jones.

Conditions in Wheat and

Flour.
W ritten for the Tradesman.

There has been quite an improve-
ment in crop prospects during the
past two weeks, due to plenty of mois-
ture and ideal weather conditions for
the growth and development of wheat
in the Southwest. Conditions in the
spring wheat territory are also excel-
lent for growth, although the acreage
is from 10 to 15 per cent, less than a
year ago.

Soft winter wheat prospects have
also improved, although the average
will not run much above 70 per cent.

Crop estimates of winter wheat have
been raised from 483,000,000 bushels
to 510,000,000 or 515,000,000 bushels
and if the crop continues to improve
or even hold its own, the indicated
yield on the present condition of the
growing crop of winter and spring
wheats is approximately 800,000,000
bushels, which, with a carry over of
200,000,000 or better, will provide us
with approximately 1,000,000,000 bush-
els of wheat for the 1920 crop year
consumption.

Flour reacted quite sharply last
week, varying from $1.50 on hard
wheat flour down to 25 cents per bar-
rel on soft wheat flour.

It is absolutely out of the question
to make an accurate prediction as to
just what the market will do on flour
and wheat during the next sixty days.
It may go some higher and it may go
considerably lower. Consequently, we
believe it advisable to purchase flour
for immediate shipment only to cover
normal requirements.

There is relief being given grain
people by the railroads. The Illinois
Central Railroad in one instance load-
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ed out 300 cars of grain and the same
day placed 260 empty cars for grain
loading, so it is evident those who
have had supplies bought will soon be
able to obtain delivery.

We may not expect cheap prices
on flour and wheat, but, as stated
above, it is wholly out of the question
to make an accurate prediction as to
just what will take place in wheat and
flour markets during the next sixty
days. Consequently, it is the best
policy to be conservative and purchase
as required. Lloyd E. Smith.

How Cash Discounts Pay.

“My cash discounts pay my rent, a
friend told me recently,” writes Jer-
ome C. Mendel, Executive Director
of the Retail Millinery Association of
America, in the bulletin of that or-
ganization, “to which | inquired,
‘What rent do you pay?’

“‘Two hundred dollars a month,’”
he replied.

“This is but one advantage of tak-
ing the cash discount. There are
others. For instance, the merchant
who builds up a reputation for dis-
counting his bills is often given spec-
ial concessions by some houses. Such
a merchant will frequently be offered
bargains in goods which the manu-
facturer is closing out or which the
jobber happens to pick up at a price
and which can be made to bring in a
nice retail profit. All along the line
the special favors go to the retailer
who takes the cash discount.

“There is another point in favor of
the practice which probably is not ap-
preciated by every merchant, and this
point has to do with the rate of inter-
est. As an example, suppose you re-
ceive a bill offering a discount of 5
per cent, in ten days—30 days net. If
instead of taking the discount, you
wait the full thirty days and pay the
full amount, you have lost an oppor-
tunity to obtain interest on your
money at the rate of 90 per cent, a
year.

“True by taking the thirty days you
have the use of your money twenty
days longer, but it is doubtful if you
are realizing 90 per cent, on it in that
time.

“If you are offered a discount of
only 3 per cent, in ten days, (30 days
net) and take advantage of it, you
are earning interest on your money
at the rate of 54 per cent, a year,
which is as good as the best oil stock.”

Richard D. Prendergast left last
Saturday for Washington, D. C. This
week he devoted most of his time
to attending the annual convention
of the National Credit Men’s Associa-
tion at Atlantic City. He will return
to Grand Rapids about Wednesday of
next week.

The Lithuanian Co-Operative Cor-
poration has been organized to engage
in the grocery, dry goods, meat and
bakery business at retail, with an au-
thorized capital stock of $5,000, of
which amount $2,500 has been sub-
scribed and $1,000 paid in in cash.

The Specialty Candy Co. has been
incorporated with an authorized cap-
ital stock of $10,000, of which amount
$5,000 has been subscribed and $1,000
paid in in cash.
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DRUGSm DRUGGISTS SUNDRIES

Getting Your Share of
Razor Trade?

in some respects the safety razor

is in a class by itself as regards sell-

Possibilities. Did you ever stop
to think of that? The druggist won’t
do much prescription work unless
people are sick in his neighborhood,
but the grocer never has to worry
about where business is coming from.
People get hungry every day. They
may buy a lot of stuff Saturday night,
and have a big feed Sunday. But
there they are back Monday morning
with a market basket to fill. The
grocer's business is steady, he can
engineer a quick turn-over, whereas
the druggist has money tied up in
many articles which may not be call-
ed ¢cor in months.

Now a man’s beard is in the same
class with his stomach. It needs at-
tention every day. Some men may
go two days without a shave and
some even go more, but they can’t
get away from the problem for long.
The old beard bristles again, you get
a clean shave, and the next day you
are as badly off as ever. For the
man who can’t handle a razor the
proposition is serious and fills a good-
ly part of his life.

I he writer remembers being in the
rear room of a drug store late one
mglit. The drug clerk was giving
himself a quick shave and handled
the blade with all the dexterity of a
professional barber. He was using
strokes alarming in their rapidity,
but he never broke the skin or cut
himself in the slightest degree. The
wealthy head of an educational insti-
tution happened in and watched the
clerk enviously as he finished the final
strokes and proceeded to wipe off
the lather.

Said this gentleman: “I would give
right now a thousand-dollar bill if |
could do that. | could never learn
to handle a razor, and shaving has
been a serious problem to me all my
life. 1 have in my pocket now a
letter inviting me to spend some
weeks in the mountains. The spot
is out of the beaten path, | know,
so before | can even consider this
invitation 1 must ascertain if the
place has a barber. No barber—no

You

trip for me.” This episode was men-
tioned to an intelligent barber. He
said:  “l know how these 'fellows

feel. They must present a clean face
every morning. If they can’t reach
a barber, they’re up against it.”

“Can’t a man learn to shave him-
selfr” he was asked.

Almost any boy can learn,” was
his reply, “but some people have no
aptitude for tools, and a razor is one
of the most delicate of all tools. My

opinion is that after a man reaches
maturity without learning to shave,
it is next to impossible to teach him
the knack.”

\ on can take these views for what
they are worth. The fact remains
that the safety razor has been a great
boon to thousands of men. Various
establishments carry in stock safety
razors. You can find them in notion
stores, hardware establishments, de-
partment stores, and so on. Fre-
quently the procedure is to place
them in a corner of a show case.
When a customer comes in and calls
for a safety razor, they are brought
out and spread on the top of the
case for his inspection. Can’t we do
better than this? The safety razor
can be made to advertise itself, mute-
ly hut effectively. There are plenty
of men who ought to have a safety
razor, and would like to have one,
but they have gotten into the habit
of depending entirely on the barber,
and have never given the matter of
shaving themselves any  serious
thought.

The barber is on hand six days in
the week, but in many towns he can’t
be reached on Sunday, the day of all
days on which a man wants to look
h,s best. It is not easy to stretch,
a Saturday night shave over Sunday,
although many are forced to try it
The safety is useful to have in the
house in case of sickness, handy for
boat voyages or railway travel, and
especially valuable when camping or
spending vacation days in a resort
that boasts of no barber. We call to
mind a man who goes to his barber
regularly six days of every week.
I his man, on his vacation during the
past summer, shaved himself for
twenty-one days with complete suc-
cess. On his return to the city he
went back to his barber, but he
swears by his safety razor.

The safety razor manufacturers are
carrying a tremendous national ad-
vertising campaign, and have been
doing so for years. There is no let-
up about it. Look at the advertising
pages of the current magazines. Is
any article more persistently adver-
tised than the safety razor? This
advertising costs big money, and you
get the benefit of it. A special case
in the center of the store is always
good for featuring purposes. In such
a case you could assemble a very
respectable showing of razors, soaps,
brushes, shaving creams, witch hazel,
bottled bay rum, toilet waters, every-
thing you have pertaining to shav-
ing. Watch the advertisements.
Some of them are in striking colors.
When you see something good, clip
it and paste it on the front of the
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case, or at the top of the case, under
the glass.

What lias this fellow got here?”
they say to themselves. “It must
be something important.” Then ac-
cording to their various natures, they
edge up, or slide up. or walk boldly
up, and read it. Put the proposition
squarely up to them in some neat
placards.
~ou Can Shave Yourself—Others Are
Doing It.
like that confronting a
man every time he conies into the
store will make him think. He’d like
to be able to shave himself, but he
keeps asking himself: “Can 1?” The
problem with him is continuous. It
isnt a question of shaving himself
once a month. The need is with him
daily. Sooner or later he is going
to get into a place where he can’t
reach a barber. He is going to have
to turn down a nice invitation or get
into some disagreeable fix. And, if
you can keep your goods to the
front, sooner or later he is going to
buy a safety razor. If a man wants
a regular razor, and can use it, there
is no reason why he can’t have it
Many of these men, though, buy
safety razors to use on trains. But
the man who can’t use an “open face”
razor really needs help. Evidently
there is a big business done in sell-
ing safety razors, and you ought to
get your share of it

A placard

Successful  stores of to-day were
made so through the simple plan of
making sure of repeat sales through
quality merchandise.

June

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.

The
Sign of

Good
Gandy

Made in Grand Rapids by
NATIONAL CANDY CO.
PUTNAM FACTORY
Grand Rapids, Michigan

Ask for a copy of our
latest price list.

We are agents for LOWNEY'S
in Western Michigan.

Everybody likes Ice Cream
and the pure, clean, sani-
tarily-made ARCTIC is the

favorite.
that

“Arctic Dealers”

The public knows

are

careful merchants who guard
their customers’ interests.

Write us for information re-
garding the necessary steps
to take for you to become
an Arctic Dealer.

ARCTIC ICE CREAM CO.

Grand Rapid*, Mich.

Claude &. Piper, Manager
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Peculiar Methods Pursued By Ameri-
can Express Co.
Kalamazoo, June 1—During the last
low months you have had more or less
to say about” the American Express Co.
and its somewhat unsatisfactory methods

in effecting settlements.

Along that line we wish to give you
some data relative to shipment from "us.
Sept. 20, 1919, it accepted from us

c. o. d. shipment to Chase Motor Supply
Co., Emporia, Kans., and as we had
not received money from the. under date
of Dec. , 19, ‘'we invoiced them for
the total amout $15.60.

_Several letters have passed between us
since that time, and on March 9 they
wrote us that shipment was located in
their “No Mark Bureau” Kansas City,
Mo., and asking if they would return
same at no expense, would we accept
them _in lieu of cash payment of claim
to which we replied as follows:

“We are in receipt of yours of March
9. which has reference to E. M. Div.
Claim No. C-1285-C $15.60. We are under
the impression that these springs are the
ones we shipped. We_ will acCept these
sgrmgs back, free carriage on a basis of
$5.60 and $10 in currency or its equivalent.
If this does not meet with your approval,
please honor our claim for $15.60. "It is
about time that this matter was adjusted,
as six months have elapsed since ship-
ment was made.”

Without further correspondence _the
Eackage was sent to us by their driver,

ut we refused to accept unless letter of
March 11 was considered. Our reasons
for this were that it cost us several dol-
lars to sell these goods and the profit
would be lost. Furthermore, we did not
kir&%w the condition of the goods in.

s

Under
follows:

"I am advised by our agent at Kala-
mazoo that this shipment has been re-
turned from our No Mark Bureau in good
condition and is now resting on hand
for you to accept delivery. " If this is
the case, | am taking the [liberty of clos-
ing my files on the subject, as” | do not
tda; this company is further in-
ed.

date of May 5 they write as

To _which we replied under date of
May 7:

“We are in receipt of yours of May
5 retarding Chase Motor Supply Co. and
am somewhat surprised at contents and
refer you to our letter to >ou under
date of March 11 and the basis of our
settlement, and we do not see how you
expect us to accept these goods back
that have been in your possession ovei
six months.”

In responce to that letter they sent the
local adjuster to call on us, and we in-
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formed him we were read%/ to accept the
return of these goods when the condi-
tions upon which they were to be re-
turned were carried out by the company.

During the visit there ‘was something
said relative to the value of these goods,
and a statement was made that they
could have been sold for considerable
more money than the original sale was
made for, as we were entirely out and
in fact the market generally was bare
of this product and a premium was being
offered for them. At the present time,
however, we are well stocked and no
doubt others in our line of business are
in the same position, and the Express
Co.’s claim of improper marking, we think
is far fetched.

Under date of May 18 they write us
as follows, to which” we have made no
reply, pending your good advise which
we trust will "be received in a few d'\aﬂys.

“l have before me your favor of May
7 and regret to note that you decline to
accept the foregomﬁ_shl ment in lieu of
cash payment of this claim. | am ad-
vised by our agent at Kalamazoo that
contents of this shipment were in first-
class condition and that you stated ship-
ment is now worth more than at time
i uested that we

this shipment while in
( This request, in my
e is very unreasonable, and it
is not my intention to comply in the
least, as -the delay of shipment is not
fault of the company, but instead fault
of poor marking on your part, which
caused the shipment to become derelict en
route and to be forwarded to_our Over
W ithout Marks Department. This Shlé)-
ment is now resting on hand at our On
Hand Department at Kalamazoo and if
it is your_ desire to accept this shipment
without further cost you may do so;
otherwise we will close our files on the
subject. As stated above it is not my
intention to allow you any more than
shipment.” . .

W hat course should | pursue in this
matter. X -rank H. Clay.

On the face of things, it looks as though

of forwarding, but req
allow you $_1(? on

our possession.
estimation,

everything hinged in the justice or_in-
ustice of the claim of the American
xpress Co. that the package was not

properly marked. _If the marking was
correct"and the claim of the Express Co.

based on a false assumption, there s
no good reason why the Express Co.
in exact

should not adgust the matter
accordance with _the proposition of
shipper.—Editor Tradesman.

lhe

A reliable cost system eliminates
guess work, stops profit leaks, makes
jsure that your merchandise is rightly
sold for the right profit.

ANGLEFOO

The Non-Poisonous Fly Destroyer

The United States Public Health Service advisees
Arsenical Fly-Destroying devices must be rated as

extremely

angerous, and should never be used.

Allen Qualley

Chocolates

SAINT PAUL,

MINNESOTA

THE BEST BY TEST

We are featuring such popular numbers, as :

RIP VAN WINKLE RADISSON
HINDUSTAN DELLWOOD
BLACKSTONE FRIVOLITE
JOAN OF ARC ADELE

POPPIES BITTERSWEETS
NUT MEATS TOWN AND COUNTRY
MARGUERITE CHERRY ALLYNS
NUT NOUGATS CAMBRIDGE

In half pound, 1 pound and 2 pound packages.

Hazeltine & Perkins Drug Go.

Grand Rapids,

Michigan
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Wholesale Drug Price Current

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

Acids
Boric (Powd.)_17% 25
Boric (Xtal) T 17% 25
Carbolic 32 38
Citric 1 25@1 35
M uriatic 3% 5
Nitric 10® 15
Oxalic 72® 80
Sulphuric 3% S
Tartaric 98®1 10
Ammonia

Water, 26 deg._ 12@ 20
Water, 18 deg._ 10® 17
Water, 14 deg._ 2%@ 16

Carbonate ® 26
Chloride (GTan)_ 20® 30
Balsams
Copaiba 1 00@1 20

Fir (Canada)__ 2 50@2 75

Fir ((Oregon) —__50® 75

Peru 8 00(88 25
2 50@2

Tolu 75
Barks
Cassia {ordinary) 45@ 50
Cassia (Saigon) 90@1 00
Sassafras Epow. 70c) @ 65
Soaé) Cut (powd.)
40c 30® S5
Berries
Cubeb 1 90%)2 00
Fish 9001 00
Juniper 10® 20
Prickley /Ash __ @ 30
Extracts
Licorice 60 65
Licorice powd. 1 20@1 25
Flowers
Ao 5 8
amomile er.
Chamomile Rom 50® 60
Gums
Acacia, 1st 60@ 65
Acacia, 2nd 55® 60
Acacia, Sorts 35® 40
Acacia, powdered 45® 60
Aloes %Barb Pow) 30® 40
Aloes Cape Pow) 30® 35

Asafoetida
7 00
3 00

[

Aloes (Soc Pow) "1 40@1 50
4 50@5

ow

Camphor

295

Guaiac %1 40
Guaiac, powdered 1 50
Kino ® 85
Kino, “powdered 1 00
Myrrh 140
Myrrh, Pow .__

Opium @12
Opium, "powd. 13 00@13 60
Opium, gran. 13 00@13 60
Shellac 175
Shellac BTeached 2 15@2 25
Tragacanth 6 50@7 25
Tragacanth powd @5 00
Turpentine ® 40

Insecticides

Arsenic 20® 30
Blue Vitriol,” bbl. ® 10

Blue Vitriol, less 11® 16
Bordeaux Mix Dry 18® 38
Hellebore, White

powdered 38® 45
Insect Powder_ 90@1 40
Lead Arsenate Po 35® 55
Lime and Sulphur

Dr i 12%@ 27
Paris Green 48® 58

Ice Cream
Arctic Ice Cream Co.
Ik, Vanilla 1
k, Chocolate 135
, Caramel 145
, Grape-Nuot__1 35
, Strawberry 1 35
, Tutti Fruit! 135
Vanilla 140
Chocolate 1
Caramel_—"T 60
Strawberry__1 60
Eutti Fruifi"_ 1 60

Piper Ice Cream Co.
k, Vanilla 125

Bul

Bulk, Chocolate 130
Bulk, Caramel 30
Bulk, Grape-Nut__ I 30
Bulk, Strawberry 1 35
Bulk, Tutti Fruiti_I 35
Brick, Vanilla 140
Brick, Chocolate___ 1 60
Brick, Caramel 160
Brick, Strawberry_1 60
Brick, Tutti Fruiti 160
Brick any combinat’m 1 60

Leaves

Buchu 5 50@6 00
Buchu, powdered 6 00
Sage, bulk 70
Sage, % loose__ 72®@ 78

Sage, powdered _55® 60
Senna, Alex__ T40@1 50
30® 35

Senna, Tinn.” ___

Senna, Tinn. pow. 35® 40
Uva Ursi 25® 30
QOils

Almonds, Bitter,

true 16 00® 16 25
Almonds, Bitter,

artificial _ 2 60®2 76
Almonds, Sweet,

true 1 76@2 00

Almonds, Sweet,

imitation 85%1 00
Amber, crude 3 00®3 25
Amber, rectified 3 50®3 75

Anise 275®3 00
Bergamoni__ 9 00@9 25
Cajeput 150@1 75
Cassia 450@4 75
Castor 22502 60
Cedar Leaf__ 3 50@3 75
Citronella 1 75@2 00

Cloves 50@5 75

Cocoanut 40® 50

Cod Liver 475@5 00
Croton 225@2 50
Cotton Seed__ 2 35@2 56
Eigeron 1000@1025
Cubebs 13 50@13 75
Eucalyptus 150@1 75
Hemlock, pure 2 00®2 25
Juniper Berries 8 00@8 25-
Juniper Wood 3 00@3 25

Lard, extra___ 2 15®

, No. 1 90@2 10
Lavender Flow 16 50@16 75
Lavender Gar’n 1 75®2 00
Lemon 300®3 25
Linseed boiled bbhl. @1 99
Linseed bid less 2 09@2 19

Linseed raw bbl. 197
Linseed raw less 2 07@2 17
Mustard, true, oz. 2 95
Mustard, artifil, oz. 85
Neatsfoot 175®1 95
Olive, pure_ 5 00@6 00
Olive, alaga,

Iyellow 375@4 00
Olive, Malaga,

green 4 00
Orange, Sweet 12 00®12 25
Origanum, pure 2
Origanum, com’l 1 25@1 50
Pennyroyal 300®3 25
Peppermint_ 12 00012 25
Rose, pure 24 00@25 00

Rosemary Flows 2 50@2 75
Sandalwood,

1520

25

. 15000
Sassafras, frue 3 00@3
Sassafras, arti’l150@1 75
Spearmint__
Sperm
Tans
Tar, USP 48® 60
Turpentine,” bbIs. gz 25
Turpentine, less 2 35@2 45
W intergreen, tr.

12 00@12 25
Wintergreen, sweet

birch 800@8 25
Wintergreen art 1 20®1 40
Wormseed 12 00®12 25
Wormwood__ 16 00@16 25

Potassium
Bicarbonate 55® 60
Bichromate — 57® 6
Bromide _ — 1 10®1 15
Carbonate 92@1 00
Chlorate, granT 48® 55
Chlorate, xtal or

powd. 28® 35
Cyanide —_— 30® 50
lodide 4 10@4 25

Permanganate 1 15@1 25

Prussiate, yellow 50® 65
Prussiate, red 1 85®2 00
Sulphate @ 8
Roots
Alkanet 3 75@400
Blood, powdered 60® 75
Calamus 60@1 50
Elecampane, pwd. 22 25
Gentian, powd. 27%@ 35
Ginger, African,
powdered 29® 36

Ginger, Jamajaca 55® 65

Ginger, Jamaica,
powdered 55® 65

Goldenseal, pow. 8 5705®08 80

Ipecac, powd. 4 5 00
Licorice, powd.  35® 40
Licorice, powd. 40® 50
Orris, powdered 40® 45
Poke, powdered 40® 45
Rhubarb 2 25@2 50

Rhubarb, "powd. 2 25@2 50
Rosinwood, powd. 30® 35
Sarsaparilla, Hond.

ground . 1 25@1 40
Sarsaparilla Mexican,

groun 80
Squills 35 40
Squills, ‘powdered 60® 70
Tumeric, powd. 25®@ 30
Valerian, powd. @2 00

Seeds

Anise 35® 40
Anise, ‘powdered 40® 45
Bird, Is 13®@ 19
Canary 13®@ 20
Caraway, Po. 22® 25
Cardamon 22502 50

Celery, powd. .60 50® 55
Coriander powd .25 16® 20
Dill 25® 30
Fennell ___ 30® 40
Flax 14®
Flax, ground__ 14® 18
Foenugreek pow. 10® 20
emp. 12%@ 18
Lobelia 17502 00
Mustard, "yellow _ 45® 60
Mustard, black_"36® 40
Poppy 75
umce—lsogl 75
age i 15®@ 20
Sabadilla

35
Sabadilla, “"powd. 30(%a 35
Sunflower 16® 25
Worm American 46®_ 60
Worm Levant 1 80@1 90

Tinctures
Aconite @1 85
Aloes _ — @1 65
Arnica @1 75
Asafoetida 39"
Belladonna 140
Benzoin 2 40
Benzoin CTompo’d 3 15
Buchu 2 70
Cantharadies__ 3 00
Capsicum 2 30
Cardamon _ 150
Cardamon, -Comp. 135
Catechu 1 50
Cinchona 2 40
Colchicum 2 40
Cubebs, 300
Digitalis 1 80
g_entlan @% 6
inger

Gualac 2 80
Guaiac, Ammon. @2 50
lodine % 88
lodine, “Colorless

Iron, clo.__ _ 150
Kino 1 40
Myrrh 2 25
Nux Vomica__ @1 90
Opium 04 50
Opium. Camph. %1 25
Opium, Deodorz’d 4 50
Rhubarb ... @2 70

Paints
Lead, red dry_ 15%@ 16

Lead, white dry 15%@ 16
Lead, white oil 15%@ 16
Ochre, yellow bbl. @ 2
Ochre, yellow less 2%@ 6
Putty =----ee-ecoeeoeeee 5® 8
Red "Venetn Am. 3® 7

Red Venet'n Eng. 3%@ [
Vermillion, Amer, 25® _30
W hiting, l. @ 3%
W hiting_ ---------—-—- 4® 10
L. H. P. Prep. 3 75@4 00

Miscellaneous
Acetanalid 1 00%1 05
Alum 16 2

0
Alum, powdered and
groun% 17® 20
Bismuth, Subni-
3 75®4 00

trate
Borax xtal or
powdered___ 11%® 16

Cantharades,” po 2 00%6 50
Calomel 2 22@2 30
Capsicum 38® 45
Carmine 7 2507 66
Cassia Buds 50® 60
Cloves 67® 15
Chalk Prepared 13® 15
Chloroform 55 65
Chloral Hydrate 1 70@2 10
Cocaine 13 60014 05
Cocoa B Ootter___ 65® 85
Corks, list, less 50%.
Copperas, bbls @ O
Copperas, less__3%@
Copperas, powd. 4% 10

Corrosive Sublm 2 0102 10
Cream Tartar__70®
Cuttlebone 9001 00

]
(%))

Dextrine 10® 15
Dover’s Powder 5 750 6 00
Emery, All Nos. 10® 15

Powdered 8®

Emery, 10
@04%
5® 10

Epsom Salts, bbls
Epsom Salts, less
Ergot

9

Ergot, Powdered @7 50
Flake White 15® 20
Formaldehyde,” Tb. 65® 75
Gelatine 155@1 75
Glassware; Tess 53%.

Glassware, full case .
Glauber Salts, bbl. @ 2%
Glauber Salts less 3%®

Glue, Brown 21®

Glue, Brown Grd. 2
Glue, W hite 35® 40
Glue, White Grd. 35® 40
Glycerine 35® 50
Hops 160@1 75
lodine 5 7085 90
lodoform 7 00@7 30
Lead, A cetfate_20® 30

Lycopodium__ "3 25@3 50
Mace

Morphine___ 13 50@14 15
Nux Vomica___ 30
Nux Vomica, pow. 26 35
Pepper black pow. 37® 40
Pepper, white 5

Pitch, Burgundy 15
uassia 12 15
uinine 122@1 72
ochelle Salts_ 50® 55

Saccharine 40

Salt Peter 20® 30

Seidlitz Mixture 40® 45

Soap, green 25®

35

Soap mott castlle 22%® 26

Soap, white castile
c

ase ) 2 00
Soap, white castile

less, per bar__
Soda A sh 5 10
Soda Bicarbonate 3%8 10
Soda, Sal 2% 5

Spirits Camphor @1 75

Sulphur, roll 4% 10
Sulphur, SubT._4% 10
Tamarinds 256®@ 30
Tartar Emefic 1 03®1 10
Turpentine,

) Ven. 50@6 00
Vanilla Ex. pure 1 60@2 00
Witch Hazel_160@2 15

Zinc Sulphate __ 160 M



ADVANCED

Moore’s Household Brand Brown Beauty Nod
2

AXLE GREASE

BAKED GOODS
Loose Wiles Brands

18
Soda Crackers__16

_raham Crackers

W afe
ject to quantlty Ells-
B G
Condensed Pearl

BREAKFAST FOODS

Cracked W heat,
Cream of W hea

80
Best (fer 2 90

uaker Puffed Wheat 4 30
uaker Brkfst Biscuit 190

Pears In Syrup
.~ 4

—

y €
Early June sifd

Mlchlgan "No. 2
Saxon W heat Food

Kellogg's Brands Sliced 'No. 2 Extra _

Van Camp, No. 3
Van Camp No. 1

Warren’s 1 Ib. Tall
BROOMS

Standard Parlor Zg Ib. 5

Ex. Fancy Parlor 25 1h. 9 5

Ex. Fey, Parlor 26 1b. 10 Sardines
, %s — 6 00@6 50

Hackmuth, No. 3

P

N

BUTTER COLOR

Standard Noz. 2

Perfection, per doz.

CANN'&D"GOODS Snider’s 16 oz.

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.
are liable to change at any time, and country merchants will have their orders
tilled at market prices at date of purchase.

Prices, however,

DECLINED

Hemp Seed

UiiZSiUi.

CHEESE
Brick = ---emememmemeeeeeeeeeee 34
\\'isconsm Flats 33
Longhorn 36
New York

X
Michigan Full Cream _35
CHEWING GUM

Adams Black Jack___ 70
Beeman's Pepsin 75
Beechnut 90
Doubleminf 78
Flag S'Pruce [
Juicy Fruit 70
Spearmlnt Wrigleys_ 70
Yucata —10
Zeno  ----mm-mmemmemeee- —__ 65
CHOCOLATE

W alter Baker & Co.

Caracas

3
Premium, %s or %s IT 56

Walter M. Lowney Co.
Premium, %s 50
Premium, %s 50

CIGARS

National Grocer Co. Brands
Rajah, Diplomat-

R 70 00
,_corona 74 00
ajah, Epicure, 60 74 00
ajah, Epicure, 25 83 00

jah rk, 50__ 65 Oo
Rajah, President, )

00

narch, 50__ 65 00

., Perfectos 76 00

rk, African 90 00
Park, Gold

100 00

;U;U_
o

ZZTZO mmmmm m
'U'Ug
o X O

Worden Grocer CoT”Brands

Line.
50s 75 00
.._16 00

Harvester
Record Breakers,
Delmonico 50s
Panatella, 50s
Epicure, 605 ...
Favorita Extra,

50s
Lancer
50s 00
Imperlales 50s

Magnificos, 50§ 112 50

La Azora Line
W ashington, 60s .... 76.00
Panatella Foil, 60s .._76 00
Aristocrats 75 00
Perfecto Grande, 60s 96 00
Opera, 60s
Sanchez &
Havana Cigara.

Presldents
Royal
Favorita,

“Haya Clear
Made in

Tampa, Florida
60s

Diplomatics, 5 00
Ropa 0s —1 1% 0%
Bishops, 115 00
Reina Fina, 60s Tins 115 00
Queens, 60s 135 00
Worden’s Special __
lgnacia Haya
Made in Tampa,
Extra Fancy Clear Havana
Delicados, 50s 128
Primeros, 60s 14
Rosenthal Bros.
R. B. Cigar (wrapped
in tissue) 50s
Lewis Single Binder 68 00
Manilla Cigars

Philippine
Lioba, 100s PP

Other Brands
Charles the Eighth (Do-
mestlcg 60S rrrnenn 70 0C
B. 0s 56 0C

Hemmeter Champions,
50s

Scarlet Runner, Z()s—g 8
El Dependo, 20s 1.9

Court Royal 60s__ 60 00
Court Royal, 25 fins 60 88
Qualex, 60s ..o

60s — 68 00
50s 56 00
60s 58 00

580

Knlckerbocker
Boston Stralght
Trans Michigan,
Templar Perfecto, 60s
Iriquois, 50s

CLOTHES LINE
Hemp, 50 ft. 00
Twisted Cottori, 50 ft. 3 25
Twlsteg Cott?n 60 fL 3 90
Braide . a nn
Sash Cord 6 26

Baker’s 53
Bunte, 15c¢ size 55
Bunte, % Ib. 50
Bunte, 1 Ib. 48
Cleveland 41
Colonial, %s 35
Colonial, %s 322
PPS -mmmmmmmmossoomomoossonooeno-
Hersheys, % s__ 42
Hersheys, % s 40
Huyler ~—— 36
Lowney, %s 48
Lowney, %S 47
Lowney, %s 47
Lowney, 5 1b. cans___ 48
Van Houten, % s 12
Van Houten, % s 18
Van Houten, % s 36
Van Houten. s 65
Wan Eta 6
ebb |
Wllbur %S 33
Wilbur, 14s 33
COCOANUT

%s, 5 Ib. case Dunham Zlg
vis, 5 Ib.

64S a&ﬁ%s, k15 _Ib. ca|se4 45
an [ . in pails
BUlk, gailp g-me i
Bulk, barrels 35
48 2 oz. pkgs., per case~4 00
48 4 oz. pkgs., per case 7 50

COFFEE. ROASTED
Bulk

Rio-- - 25@28
Santos -- - 37@4
Maracabo 4
Mexican ~ 4
Gutamala 111-" 42
50

erry ﬁ

Package Coffee
New York Basis

Arbuckle----emmmmmmeeen 38 50

McLaughlin's XXXX
McLaughlin’s XXXX pack-
age coffee is sold to retail-
ers only. Mail all orders
direct to W. F. McLaugh
lin & Co., Chicago.

Coffee Extracts
N. Y. per 100 10%
Frank’s 250 packages 14 50
Hummel’s 50 1 Ib" 10

CONDENSED MILK

Silver Cow, Tall, 4 dz.
Silver Cow Baby 6 dz.

Eagle, 4 doz. 12 00
Leader, 4 doz. 9 90
EVAPORATED MILK
Carnation, Tall, 4 doz. 6
Carnation, Baby, 8 dz. 5
Pet, Tall 0
Pet, Baby 4
Van Camp, Tall 6
Van Camp,Baby___4
Dundee, Tall, doz” _ 6
Dundee, Baby, 8 doz g

4

MILK COMPOUND

Hebe TaII 6 doz _ 4
Hebe, Bab ¥ 4
Carolene, Tall, 4 doz 4

CONFECTIONERY

Stick Candy Pails
llorehound 33
Standard 32
Pure Sugar-—-—- 6 00@4 75
Boston ugar Stick__ 38

Mixed Candy

Paila
Broken 2
Cut Loaf 32
Grocers 24
Kindergarten 35
Leader - 33
Premio Creams 44
Royal ——-—-——-—-—————————TBO
X L 27
French Creams 33

Specialties Pails

Auto Kisses (baskets) 31
Bonnie Butter Bites— 35
Butter Cream Corn 40
Caramel Bon Bons 37
Caramel Croquettes 33
Cocoanut W affles__37
Coffy Toffy — 40
Fudge, Walnut 35
Fudge, Walnut Choc. 35
Champlon Gum Drops 28
Raspberry Gum Drops 28
Iced Orange Jellies 32
Italian Bon Bons_ ~ 32
AA I_blcolglce Drops

5
Manchus T 34
Nut Butter Puffs__ 35

Chocolates Pails
Assorted Choc. 37
Champion _ = _ 3g
Honeysuckle Chips” — -53
hl%n ike Chocolates__ ﬁg

abobs

e -
Rfr*tbw s}lcrkSs box %575
Ocoro Choc. Caramels 43
Peanut Clusters___ 60
Quintette

Regina 32
Victoria Caramels__4)

Gum Drops

Champion 28
Raspberry 28
Favorite 31
Superior 29
Orange Jel ies 32
Lozenges
A A Peg Lozenges_ 35
A. A ink Lozenges35
A A Choc. Lozenges35
Motto Lozenges_ 37
Motto Hearts 37
Hard Goods

Lemon Drops
O. F. Horehound Drps 32

Anise Squares
Peanut Squares 38
Rock Candy 40

Pop Corn Goods

Cracker-Jack Prize_7 40
Checkers Prize 40
Cough Drops

Boxes

Putnam_ Menthol___ 2 25
Smith Bros. 165
COOKING COMPOUNDS

Mazola

Pints, tin, 2 doz. 775
Quarts, tin, 1 doz._7 25
Vi Gal. tins, 1 doz — 1375
Gal. tins, Vt do 13 60
5 Gal. tins, % doz ~ 2100

COUPON BOOKS

50 Economic grade__2 50
100 Economic grade 4 50
500 Economic grade 20 00
1,000 Economic grade 37 50
Where 1,000 books are
ordered at a time, special-
fy printed front cover is
urnished without charge.

CREAM OF TARTAR

6 Ib. boxes 75
3 Ib. boxes ____ 76
DRIED FRUITS

Apples

Evap’ed, Choice, b1k _22
Apricots
Evaporated, Choice__ 33
Evaporated, Fancy 45
Citron
10 1b. box 60
Currants

Packages, 12 oz.

Boxes, Bulk, per [b: 2?@27
Peaches

Evap. Choice, Unpeeled 22

Evap. Fancy, Unpeeled 24

Evap. Choice, Peeled 23

Evap. Fancy, Peeled_25

Lemon, American__

Orange, American_
Raisins

Choice S'ded 1 Ib. pkg. 24

Fancy S°ded, 1 Ib. pkg. 25

Thom pson Seedless,
1 k

PKg.
Thompson Seedless,
bulk

California Prunes

80-90 25 Ib.boxes 18%
70-80 25 Ib.boxes__@19
60-70 25 Ib.boxes___ @20
50-60 25 Ib.boxes”_ @21%
40-50 25 Ib.boxes_ @25
30-40 25 Ib. boxes ~ .@28
FARINACEOUS GOODS
Beans
Med. Hand Picked 8%

California Limas_— 16%

Brown, Holland_—_ 6%
' Farina
25 packa es 2 80
Bulk per 100 |
Hominy
Pearl, 100 Ib. sack__ 550
Macaroni
Domestic, 10 Ib. box, 1 10
Domestic, broken bbli' 8%
Skinner’s' 24s, case 37%
Golden Age, 2 doz. 190
Fould’s, doz. 190
Pearl Barley
Chester —--------emmmmmmemeee 6 60
Peas
Scotch, Ib.
Split, Ib.
Sago
East India 44
Tapioca
Pearl, 100 Ib. sacks
Minute, 8 oz., 4 05

Dromedary Instant
doz., per case 70

FISHING TACKLE

Cotton Lines
No. 2, 15feet 145
No. 3, 15feet 170
No. 4, 15feet 1¢5
No. 5, 15feet 215
No. 6. 15feet 245
Linen Lines
Small, per 100 yards
Medium, per 100 yards
Large, per 100 yards
N Floats
0. 1°/ er gross_1
No. Dp ; grgo SS-——I ?E
No. 2% per gross_2 2t
Hooks—Kirby
Size 1-12, per 1,000
Size 1-0," per 1,000 ~
Size 2-0, per 1,000
Size, 3-0, per 1,000
Size 4- 0, per 1,000
Size 5- 0. per 1,000
Sinkers
No. 1, per gross
No. 2, ger gross — %
No. 3, per grass....__... 85
No. 4, per gross___ 1 4
No. 5 per gross__ 145
Ng. 6, per gross_% 85
. er gross--—--—-
No. », pper ggross 3 g&?
No. 9/ per gross__4 65
FLAVORING EXTRACTS
Jennings

Pure Food Vanila
Terpeneless
Pure Food Lemon

1 pram ‘17 cent’ o P%
;(<4. Ounce, 25CC etnt 00
Ou

2% Qunce 40 Cent__3 20

2% Ounce, 45 Cent™— 3 40

4 Ounce, 65 Cent 60
Ounce $1.00

J Oram, 17 Assorted— 1 40

Ounce, 25 Assorted 2 00

FLOUR AND FEED

Lily White 16 00
Graham 25 Ib. per cwt. 6 20
Golden Granulated Meal,
per cw t.
Rowena Pancake
Compound
Rowena Buckwheat
Compoun
Rowena Corn™ Flour,

5 90

Watson H iggins Milling
0.

New Perfection, %s 16 40

Meal

Gr. Grain M. Co.
Bolted
Golden Granulated_5 80

Wheat
No 1 Red 2 90
No. 1 W hlte 2 88
Oats
Michigan Carlots 120
Less than Carlots__1 30
Corn
Carlots
Less than Carlots___
Hay
Carlots _ 3800
Less than Carlots__ 38 00
Feed
Street Car Feed 83 00
No. 1 Corn & Oat Fd 83 00
Cracked Corn 83 00
Coarse Corn Meal__ 83 00
FRUIT JARS
Mason, % pints, gro 8 00
Mason, pts., per gross 8 40
Mason, qts., per gro 8 75
Mason, % gal., gro 11 00
Mason, can tops gro 2 85
Ideal Glass Top, pts. 915
Ideal Glass Top, qts. 9 60
Ideal Glass Top %
gallon 12 00
GELATINE
Cox’s 1 doz. large , 145
Cox’s doz. small 90
Knox’s Sparkling, doz. 2 25
Knox’s Acidu’d doz. 225
Minute, 1 doz. 35
Minute, 3 doz. 4 05
Nelson’s _ —1 60
Oxford 75

Plymouth Rock, Phos. 1 55
I mouth Rock Plaln 1 ﬁ:

=
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HIDES AND PELTS

Hides
Green, No. 1 14
Green, No. 2 13
Cured, No. 1 16
Cured, No. 2 15
CalfsK in, grecn No. 1
Calfskin, grecn. No. 2 2 3%
galhékkln curedd No. 1
alfskin. cureid. No. 2 28
llorse, No. %0/6
Horse;. No. 2 i, 7 00
Old Wool 75%2 00
Lambs ----mmmmmes 50@2 0
Shearlings 50@1 50
Pri Tallow
rime 10
No. 1 % 9
No. 2 @ 8
Wool
Unwashed, medium 35
Unwashed, rejects__ 30
Fine @40
Market dull and neglected.
HONEY
Airline, No. 10 4 00
Airline, No. 15 00
Airline, No. 25 9 00
HORSE RADISH
Per doz. 1 00
JELLY
Pure, per pail, 30 Ib. 500
JELLY GLASSES
8 oz., per doz.
MAPLEINE
1 oz. bottles, per doz. 1 75
2 o0z. bottles, per doz. 3 00
4 o0z. bottles, per doz. 5 50
8 oz. bottles, per doz. 10 50
Pints, per doz. 18 00
Quarts per doz: 33 00
% Gallons, per d_z 525
Gallons, per doz.___ 10 00
MINCE MEAT
None Such, 3 doz.
case for 5 60
Quaker, 3 doz. case
for 475
MOLASSES

New Orleans
Fancy Open Kettle 95
Choice 85
Good _~— 65
Stock — ——————""""28
Half barrels 5¢c extra

NUTS—Whole

Almonds, Terragona 35
Brazils, large washed 26
Fancy Mixed
Filberts, BarceTona_ 32
Peanuts, Virginia raw 16
Peanuts, Virginia,
roasted 18
Peanuts, Spanish 25
W alnuts, Calrfornra 3
W alnuts, French__—

Shelled
Almonds 65
Peanuts, Spanish,
10 Ib. box 275
Peanuts, Spanish,
100 Ib. bbl. 25
Peanuts, Spanish,
200 Ib. bbl. 24%
Pecans 95
W alnuts 85 m

OLIVES

Bulk 2 gal. kegs, each 4 50

Bulk, 5 gal. kegs each 10 50
Stuffed, 4 oz. 1 80
Stuffed, 15 oz. 4 50
Prited ‘(not stuffed) 0

Manzanrlla 8 0z.__ 1 45
Lunch, 00
16 oz

Lunch 25
Queen, Mammoth, 19
0z. 50
Queen Mammoth, 28
75
Olrve ifﬁow 2 doz. cs.
per doz. 50

Nm(ﬂwl\)w

PEANUT BUTTER

Bel-Car-Mo

z., 2 doz.
1 Ib. pails
2 Ib. palls
b. pails

Ib. paris
Ib. pails
Ib. pails
Ib. tins
drums__

Brand

0 in case__

| in crate

CUIUIO PR

TN 12 U1 00

=
S
=

PETROLEUM PRODUCTS
Iron Barlbe;s

Perfection

Red Crown Gasoline 27.9
Gas Machine Gasolrne 43.3
V. M. Naphtha 28.2

CaBprtoI Cylinder, Iron

3.8
Atlantic "Re d Engine,

Iron 36.8
Wrntgl Black Tron 203

Polarinc, Tron BbIs. __ 55.8

FICKLES

Medium
Barrel, 1,200 count_16 00
Half bbls., 600 count 900
5 gallon kegs —————————— 4 00

Small
Barrels 0 00
Half barrels 11 00
5 gallon kegs™_—__ 380

Gherkins
Barrels 28 00
Half barrels 15 00
5 gallon kegs_____ 500

Sweet Small
Barrels 30 00
5 gallon kegs 6 50
Half barrels 16 00

PIPES
Cob, 3 doz. in box_1 25
PLAYING CARDS
No. 90 Steamboat___ 2 25
No. 808, Bicycle_—— 400
Pickett 3 00

POTASH
Babbitt’s, 2 doz. __ 275

PROVISIONS
Barreled Pork

Clear Back__ 48 00@49 00

%hort Cut Clear 40 00@41 00
[[

Clear Family 48 00

Dry Salt Meats
S P Bellies __ 32 00@34 00

Lard

re in tierces_ 24@25
pound Lard "24%@25

b advance %
bs” _advance %
bs_ _advance %
ils”_advance %
ils__advance %
ils_ _advance
ails_advance

=T O) T
wmooomaoc
Sooooos
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Ib.

Smoked Meats

14-16lb. 34 @36
Hams, 16-18Ib. 33 @35
Hams, 18-201b. 32 34
Hamt dried beef

41 @42
California F|ams 22%@23
Picnic Boiled

Hams,

am's 40
Boiled Ham s_ 54 56

Minced Ham s__18 20
Bacon 35 @50
Sausages
Bologna 18
Liver 12
Frankfort 19
Pork T4@15
Veal 11
Tongue 11
Headcheese 14
Beef
Boneless 30 00@35 00
Rump, new 40 00@42 00

Pig's Feet
% bbls 175
% bbls., 35 Tbs. 340
% bbls.
1 bbl.

Canned Meats
Red Crown Brand

Corned Beef, 24 Is .. 3 90
Roast Beef, 24 |s 390
VeaI Loaf, 48 %s, 5% 165
Veal Loaf, 24%s, 7 oz. 2 60
Vienna Style Sausage
48%s
Virginies, 24 Ts 3 3
Potted Meat, 48%s 52%
Potted Meat, 48 %5 90
Hamburger Steak and
Onions, 48 % s 175
Corned Beef Hash,

Colok%d Lunch ongue,
% § =mmmmmmmmmmmmmmmmnnnan
Cooked Ox Tongues,

2 50
Chlll Con Carne, 48 Is 1 40
Pork and Beans, 24 2s 1 50

Sliced Bacon, medium 4 00

Sliced Bacon, large_6 25

Sliced Beef, 2% o0z. 2 20

Sliced Beef, 50z._ —4 00
Mince Meat

Condensed No. 1 car. 180
Condensed Bakers brick 30
Moist in glass 6 50

M I CHIGAN

Tripe
Kits, 15 Ibs. = %
%bbls 40 Ibs. 1 60
% bbls., 80 Ilbs. 3 00
Casings
Hogs, per Ib. @65
Beef, round set___ 19@20
Beef, middles, s&f___50@60
heep a skein- I75@2 00

Uncolored Oleomargarine

Solid Dairy 28@29
Country Rolls___ 30@31
RICE

Fancy Head _
Blue Rose 15 50

ROLLED OATS

Monarch, bbls. 11 40
Rolled Avena, Dbbls. 11 60
Steel Cut, 100 Ib. sks. 6 00
Monarch, 90 Ib. sacks 5 75
uaker, 18 Regular __ 2 15
uaker, 20 Family — 5 50

SALAD DRESSING
Columbia, % pints
Columbia, 1 pint
Durkee's large,

Durkee’s med.,
Durkees Picnic, 2 dz.
Snider’s large, 1 doz. 2 40
Snider's small, 2 doz. 145

SALERATUS
Packed 60 Ibs. in box
Arm and Hammer _ 355
Wyandotte, 100 % s__3 00

8|
N
@
S

2 doz.

SAL SODA

Granulated, bbls. 2 00
Granulated, 100 Ibs.¢cs. 2 10
Granulated, 36 2% Ib.

L T — 2 40
SALT
Solar Rock
56 Ib. sacks __ 170
Common
Granulated, Fine 2 15
Medium, Fine 2 80
Per case. 24 2 Ibs._2 25
Five case lots 215
SALT FISH
Cod
Middles 28
Tablets, 320
Tablets, % |b 175
Wood boxes 19

Holland Herring
Standards, bbls.___ 19 50
Y. M.. bbls 22 50
Standards, kegs 120
Y. M, ke 150

Herring
K K K K, Norway__ 20 00
8 Ib. pails 140
Cut Lunch 125
Scaled, per Box __ 21
Boned, 10 Ib. boxes 24
Trout
No. 1, 100 Ibs. 12
No. 1, 40 |bs
No. 1. 10 Ibs
No. 1, 3 Ibs.
Mackerel
Mess, 100 Ibs. _ 2500
Mess, 50 Ibs. 13 25
Mess, 10 Ibs. 295
Mess, 8 Ibs. 2 30
No. 1, 100 Ib§ 24 00
No. 1. 50 Ibs. 12 75
No. 1, 10 Ibs. 80
Lake Herring
% bbl., 100 Ibs. 7 50
SEEDS
Anise 45
Canary, Smyrna 12
Cardomon, alabar 1 20
Celery 65
Hemp, Russian __ 10
Mixed Bird 13%
Mustard h
Poppy
Rape -

SHOE BLACKING
Handy Box, large 3 dz. 3 50
Handy Box, small_ 125
Bixby’s Royal Polish 125
Miller’s Crown Polish 90

TRADESMAN

SNUFF
Swedish Rapee 10c 8 for 64
Swedish Rapee 1 Ib.gls 8
Norkoping, 10c 8 for 64
Norkoping, 1 lb. glass — 85
Copenhagen, 10c, for 64
Copenhagen, 1 Ib. glass 85

SOAP

James S. Kirk & Comp an
American Family, 100 7
Jap Rose, 50-cakes
Kirk’s Whlte Flake O
Lautz Bros. & Co
Acme, 100 cakes 67
Big Master, 100 blocks 8 00
Climax, 100s 6 00
Climax, 120s____ 525
ueen W hite, 80 cakes 6 00
ak Leaf, 100 cakes § 75
Queen Anne, 100 cakes 6 75
Lautz. Naphtha, 100s 8 00

Proctor & Gamble Co.
Le 6 O

Ivory 6 doz. 8 15
Ivory 10 0z.___ 1350
Sta 8 00

Swrft & Company

Classic, 100 bars 10 oz. 7 50
Swift’s Pride, 100 9 0z. 6 00
\%urck Nap 8 00
hrte Laundry,

7 50
Wool, 24 bars, 6 oz. 1o
Wool, 100 bars, 6 oz. 8.15
Wool, 100 bars, 10 oz. 13 50

W ater,

Feserie ss Hard

Tradesman Company
Black Hawk, one box 4 50
Black Hawk, five bxs 4 25
Black Hawk, ten bxs 4 00

Box contains 72 cakes. It
is a most remarkable dirt
and grease remover, with-
out injury to the skin.

Scouring Powders
Sapolio, gross lots__11 00
Sapolio, half gro. 10tfs 5 50
Sapolio, single boxes 2 75
Sapolio, hand 3 00
Queen Anne, 60 cans 3 60
Snow Maid, 60 cans _360

w ashln%OOPowders

Snow Boy, 4 00
Snow Boy, 60 14 0z. 4 20
Snow Boy, 24 pkgs. 6 00
Snow Boy, 20 pkgs. 7 00

Soap_ Powders

Johnson’s Fine, 48 2 575
Johnson’s XXX 100 _ 5 75
Lautz Naphtha, 60s_3 60
Nine O’Clock 4 25
Oak Leaf, 100" pkgs. 6 50
Old Dutch Cleanser 4 30

ueen Anne, 60 pkgs. 3 60

ub-N_o-More 5 50
Sunbrite, 72 cans__ 3 55

SO can cases, $4.40 per case

SODA
Bi Carb, Kegs 4
SPICES
Whole Spices

Allspice, Jam aica__ @18
Zanzibar 60

Cloves,

Cassra Canton 30
Cassia, 5c_pkg., doz. @40
Grnger African 15
Ginger, Cochin 20
Mace, Penang 75
Mixed, No. 17 @17
Mixed, No. 2 16
Mixed, 5c p % do g45
Nutmegs, 70- 0
Nutmegs, 105-110 45
Pepper, Black 30
Pepper, White 40
Pepper, Cayenne @22
Paprika, ungarian

Pure Ground in Bulk

Allspice, Jamaiaca__ @18

Cloves, Zanzibar 65
Cassia, Canton 40
Grnger, African____ @28

M ustard

Mace, Penang 85
Nutmegs 36
|’'epper, BTack 34
Pepper, White 52
Papper, Cayenne___ %29

Paprika, Hungarian_ @60

ng
c

onin
Chili Powder 15¢__ 135
Celery Salt, 3o0z. 95

Sage,” 2 oz. 90
Onion Salt 135
Garlic 135
Ponelty, 3% o0z. 2 25
Kitchen Bouquet__ 60
Laurel Leaves 20
Marjoram, 1 oz. 90
Savory, 1 oz. 90
Thyme, 1 oz. 90
Tumeric, 2% 0z.___ 90

STARCH
Kingsford, 40 Ibs 11%
Muzzy, 48 1 Ib. pkgs. 9%
Powdered, barrels 1%
Argo, 481 Ib. pkgs._4 15

ngsfor
Silver Gloss 40 1 Ib _ 11%
Glo
Argo, 48 1 Ib. p gs._4 15
Argo, 123Ib pkgs._3 04
Argo, 8 5 pkgs. —3 40
Silver Gloss 16 3 Ibs. 11%
Silver Gloss, 12 6 Ibs. 11%
Muzzy
48 1 Ib.packages__ 9%
16 3 Ib.packages___ 9%
6 Ib.packages__ 9%
50lb. boxes 7%
SYRUPS
Corn
Barrels 75
Half Barrels 81
Blue Karo, No. o,

2 doz. 3 40
Blue Karo, No. 22 dz. 405
Blue Karo, No. 2%, 2 4
BIeKro N051d 490
Blue Karo. No. 10,

% doz. 4 65
Red Karo, No. 1%, 2

d0z, -----memeemmeeee 3 6
Red Karo, No.2, 2 dz.460
Red Karo, No. 2%, 2

doz. 25
Red Kdro, No 5, 2 d 510
Red Karo, No. 10, ¢

doz. 85

. Pure Cane
Fair
Good
Choice

TABLE SAUCES
Lea & Perrin, large 75
Lea & Perrin, small 3 25
Pepper 125
Royal Mint 150
Tobasco 3 00
England’s Pride T 25
A-[, large 5 00
A-1. small 2 90
Capers 180
TEA
Japan
Medium 40@42
Choice T 49@52
Fancy — " 60@61
Backed Fired Med'm
Basket-Fired Choice
Basket-Fired Fancy
No. 1 Nibbs g
Siftings, bulk
Siftings, 1 Ib.pkgs._@23

Gunpowder
Moyune, M edium __ 35@40
Moyune,. Choice___40@45

. Young Hyson
Choice 35@40
Fancy 50@60

Oolong
Formosa, Medium _ 40@45
Formosa, Choice _45@50
Formosa, Fancy_ 55@75

English Breakfast

Congou, M edium _40@45
Congou, Choice_—45@50
Congou, Fancy_ 50@60
Congou, Ex. Fancy 60@80
Ceylon
Pekoe, Medium __ 40@45
Dr. Pekoe Choice_ 45@48
Flowery O. P. FanCy 55@60
TWINE
Cotton, 3 plycone__ 75
Cotton, 3 plyballs__75
Hemp, ply 25
VINEGAR
Cider, Benton Harbor_ 40
White Wine, 40grain 20
White Wine, 80grain 27
W hite Wine, 100 grain 29

Oakland Vrnegar d& Pickle

Co ran
Oakland Apple Cider_45
Blue Ribbon Corn — 28
Oakland White PickTing 20
Packages no charge:

WICKING
No. Opergross___ 70
No. lpergross 80
No. 2pergross____ 1 20
No. 3,pergross____ 1 90

37
WOODENWARE
Baskets
Bushels, wide band,
wire handles 220
Bushels, wide band,
wood handles 26
Market, drop handle 1 00
Market, single handle 110
Market, extra 1 60
Splint, large — 8 95
Splint, medium__8 75
Splint, small _ " 8 00
Butter Plates
Escanaba Manufacturing
Co.
Standard Wire End
No. %
No. %
No. 1
No.

3

2 3

3 4
No. 5 -- --- 6 91
No. 8-50 extra sm cart 1 21
No. 8-50 small carton 1 27
No. 8 50 med’m carton 1 32
No. 8-50 large carton 1 60
No. 8-50 extra Ig cart 1 93
No. 4-50 jumbo carton 1 32

Churns
Barrel, 5 gal.,, each_2 40
Barrel, 10 gal each_2 55
Stone, 3 gal. 39
Stone, 6 gal. 78
Clothes Pins

Escanaba M anufacturing

No. 60-24, Wrapped 475
No. 30-24. W rapped 2 42
No. 25-60, W rapped_ 75

Egg Cases
No. 1. Star Carrjer
No. 2, St
No. 1, Star Egg Trays 800
No. 2, Star Egg Tray 16 00

Faucets
Cork lined, 3 in. 70
Cork lined, 9 in.

Cork lined, 10 in 90

Mop Sticks
Trojan spring 325
Eclipse patent spring 3 25
No. 1 common 325
No. 2. 'plat brush hold 325
Ideal, 325
200z cotton mop heads 4 80
120z cotton mop heads 2 85

Pails
10 qt. Galvanized___ 52
12 qt. Galvanized 6 00
14 qt. Galvanized 7 00
Fibre 975
Toothpicks

p .
Escanaba Manufacturing
0.
No. 48. Emco

1 60
No. 100. Emco  ____ 3 50
No. 50-2500 Em—3 50

T raps
Mouse, wood,4 holes__ 60
Mouse, wood.6 holes—70
Mouse, tin, 5holes_ 65
Rat, wood 1 00
Rat, spring; 100
Mouse, spring 30
T ubs
No. 1Fibre 42 00
No. 2Fibre 38 00
No. 3Fibre 33 00

Lar eGaIvanrzeEI 17 00
Medium Galvanized 15 00

Small Galvanized__14 00
Washboards
Banner Globe 8 0o
Brass, Single 9 50
Glass, Single 8 50
Single Peériess 9 00
Double Peerless__ 11 00
Northern Queen 00
Universal 10 00
Our Best 10 00
Window Cleaners
12 in. 165
14 in. 18
16 in. 2 30
Wood Bowls
13 n.B utter 300
15 in.Butter 700
17 n.Butter 100
19 n.B utter 12 00

WRAPPING PAPER

Fibre, Manila, white 9
No. 1 Fibre 10
Eutcfhers M anila__ 1(1

5
W ax Buiter, short cnt 25
Parchm’t Blutter, rolls 25

YEAST CAKE

Magic, 3 doz. 270
Sunlight, 3 do 2170
Sunlight, 1% doz 135
Yeast Foam, 3doz._ 2 70
Yeast Foam, 1% doz. 1 35

YEAST—COMPRESSED
Fleischman, per doz. ,



Gibson, who has been connected with
tne Judson Grocer Company for the
past nine .years, has taken the position
of flour manager for that house.

George Alden has contracted to
purchase the Mayhew residence, on
booth Prospect street. The consider-
atujn is $7,500. The property is easily
worth $10,000. George evidently spies
a bargain in real estate as quickly as
he sizes up a prospective customer,
lie will convert his new purchase into
a two family flat.

Ned Carpenter, manager of the
Dwight Bros. Taper Co., has taken
possession of his summer cottage at
the South end of Gunn Lake for the
season.

A. H. Dwight, who owns a 600 acre
tarin at the South end of Gunn Lake
cropped 300 acres last year. This sea-
son, on account of the shortage of
help, he is cultivating only eighteen
acres.

Sunday morning Mr. and Mrs. John
JJ.  Martin, accompanied by their
daughters, Carolyn and Esther, with
Kussell H. breeman and Gerald Cogs-
well, started out on an auto trip. The
hrst stop was Saginaw, then to Bav
city, from there the party will go
on to Detroit to attend the session of
the Grand Council, which opens June
3, continuing until June 5. Parts of
the entertainment features will be
a grand ball Thursday evening in the
hall room of the Statler Hotel and a
banquet at the hotel Friday evening.
Automobiles will be furnished all
ladies attending this session for sight
seeing around the city. John is one
ot the three members of the grand
examining finance committee, the
other two members being \Y. J. Dev-
ereaux, of Port Huron, and B. N.
Mercer, Mayor of Saginaw. It is in-
tended to continue the trip on to To-
ledo, returning home about June 10
-i Rouse was discharged from
the Blodgett hospital last Saturdav.
He spent several days very quietly
leaving to-day for Mt. Clemens, where
he will remain long- enough to take
the twenty-one baths which is the
remedial panacea of that celebrated
lieaith resort.

Traveling salesmen in all lines of
industry are protesting against the ac-
tion of the Interstate Commerce Com-
the Pullman

mission in permitting
tompany to increase their rates 20
per cent. The Commission has re-

ceived a large number of telegrams
from travelers and their associations,
and from business houses which em-
ploy large numbers of salesmen. They
ask for a suspension of the new rates
pending a hearing at which opponents
ot the increase may express their
views. |he new rates mean that a
commercial traveler will have to pay
30 cents extra every time he uses a
Pullman sleeper, for in addition to
the increased company charge there
» * e increased revenue tax because
of the higher charge. Inasmuch as
a sa esman is on the road a large oart
of the time, the increase in traveling
expenses involved would be consider-
ahie. the salesmen also believe that
they shou d be permitted to deduct
their road expenses when making
their income tax returns. The Inter-
state Commerce Commission has of
course nothing to do with that, ’but
it seems unfair to them when the gov-
ernment permits increases and al-
lows nothing.

A California doctor announces that
lie can produce intoxication by placing
the candidate s feet on a sheet of zinc
and touching his head with an elec-
trode. Whether the benefits of this
invention will be general or not de-
pends upon whether solid ivory is a
conductor of electricity.

Always throw your chewing gum
and banana peelings on the sidewalk
and thus the pedestrian dodging mo-
tor cars out in the middle of the street
will have a solid footing*.

Spendthrifts are urged to do their
buying now, as there are strong in-
dications that a number of articles
may be cheaper later on.

Frank J. Seibel, sales manager of
the Grand Rapids Dry Goods Co., re-
cently remarked: “Many men mourn
because they are compelled to work
tor a living. | can conceive of no
greater punishment than to be placed
in a position of forced idleness. Work
is never work when we are working
to win. There must be some self-in-
terest involved to bring out the best in
any individual. Selfish interest is
slaver}-. Self-interest is service. Men
worth while can be inspired, enthused
encouraged. Mules and other men
can be driven until they balk. You
recall the miser who put green gog-
gles on his horse, so the horse would
think he was eating green grass when
in reality he was grinding nothing
but oat straw. The easiest way is
down hill and in this direction you
are sure to have a hellofatime when
you hit the bottom. The going is
ﬂlea}sapt, but the landing is what
urts.

Items From the Cloverland of Michi-
gan.

Sault Ste. Marie, June 1—The Con-
elly Manufacturing Co., one of our
leading enterprises, was sold last week
to bred Green, formerly in the gro-
cery business at Pickford, who will
conduct the business as heretofore
John Connolly will stay in the Soo
tor a few months, after which he will
move his family to Miami, Fla., where
they expect to reside Mr. Connolly
will be greatly missed here, as he was
one of our enterprising citizens, also
a city commissioner and a successful
business man. Mr. Green, the new
proprietor, retired from the grocery
business several years ago at Pick-
ford and has made his home at the
Soo for the past few months. Mr.
Green announces that he will con-
tinue the farmers’ rest room, as here-
tofore, over the store and the new
venture promises to be a success, as
Mr Green will be on the job himself

Harry Kemp, one of our leading
young business men and a member of
the firm of the Kemp Bros. Coal Co.,
returned from an extended wedding
trip last Saturday. The newly weds
will be at home to their many friends
at the Augusta street residence.

In these days of profiteering one is
forced to admit that in spite of Hora-
tio Alger, Jr., the dishonest man does
not often get rich.

The Soo Automobile Club is mak-
in_%("reat Preparations to entertain the
| ikers on their visit here in July, and
from all accounts there will be great
doings in the Soo at that time.

The baseball season opened here
last Sunday and the fans are getting
their money’s worth again.

Everybody is happy again after re-
ceiving the news that our gas plant
bas purchased coal enough to keep
the plant in operation. We are more
fortunate than many of our Northern
cities, where the plants are shutting
down for want of coal.

The Soo lost one of her foremost
citizens last week by the death of
Ross Whalen, formerly Secretarv-

Treasurer of the Crisp Laundry Co.
He had been ill for several months.
He is survived by his widow and one
brother, who have the sympathy of a
large circle of friends.

Dick Reinhart, of the Soo Beverage
Co., is passing around the cigars and
also a little porter or old stock this
vJveek over the arrival of a son, Richard
r.

I he Civic and Commercial Associa-
tion held another successful monthly
luncheon at the La Sault Club rooms
last week and announced that it was
about ready to announce a new wood-
enware factory coming here in the near
future. It seems strange that we
have not many more factories here,
where we have dependable water
P.°wer and the vast forest products
right in our midst, also the best of
rail and boat transportation. Now
that the coal and power question is a
serious consideration, it would seem
that factories would consider a loca-
tion where this important question
was solved.

Somehow the rank and file of the
people refuse to become excited about
the idenity of their next President.
Perhaps they feel as if they will have
to do a day’s work anyhow.

William G. Tapert.

How Some Holland Merchants Re-
gard the Tradesman.

A. DcGroot, general store. 154 East
15th. street: “Like the paper fine.
Find it a great help. It is the best
trade journal | ever saw.”

Henry \ an Ry, grocer, 335 College
avenue: “We are interested in every-
thing that is good and 1 find the
1radesman is a mighty good paper
for anyone who is interested in trade
to read.”

Martin Dekker, shoes, 210 River
avenue: “l have taken the Trades-
man for some time and like it first

rate. It is a fine and useful trade
journal.”

Nienhuis & Knoll, meats, 212 West
14th street: “We like the paper. It
is fine, but are so busy do not read
it as we should.”

\ an Lente Bros., grocers and dry
goods, 378 Central avenue: “We like
the 1radesman and continue to take
it. but the editor, Mr. Stowe is mighty
sarcastic at times. | do not see how
he gets by with some things he says
in his paper.”

Harry W. Doornbos, meats, 444
First avenue: “There are so many
things in the Tradesman that is a
help to any business man that |

would not think of doing without it.”

\\ hen it comes to a pinch there is
nothing quite the equal of a new shoe.

June 2, 1920

New Money.

It gives a store individuality and it
creates a pleasing impression on the
part of the customers if it gives out
new money only in change. This is
not so difficult to arrange, especially
in the matter of paper money, as the
bank will help facilitate the plan.
New pennies and nickels may be used
too. The mere using of none but new
pennies will help get you some pub-
licity. It would be worth while even
to pay a slight premium for the new
money, and it would certainly be
worth while to pay the expense of
transportation to have it.

MICHIGAN MOTOR GARMENT (0.
GREENVILLE, MICHIGAN-A Faclories-8 Branches

One Piece Adult Work Garments and
Children’s Play Garments.

Lily White

“ The Flour the Best Cooks Use”

is made to wnake 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.

Ad* like these are being run regularly and continuoualy In the

[ XT3

principal

»Tc 1l .
We ard RIPIRGYS create for PRI WAAEESFIByposition to supply the demand
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Death of Venerable
Merchant.

Lake Odessa, May 29—I am writing
you to let you know that my father,
Mr. E. C. Tew, has passed away. As
you seemed to know him, and he
seemed to know you, | thought you
should know of it. He was buried
yesterday, May 28. He was nearly
82 years old. He was active in busi-
ness until about the first of February
when he had the flu, which brought
on an old'complaint, anemia. About
five weeks ago it confined him to his
home and every day seemed to weak-
en him until he was uhconscious and
passed away.

He was associated in business for
nearly thirty-four years with us two
sons. Some time ago—perhaps twen-
ty-five or twenty-six years ago— you
gave him a write up in your Trades-
man, which gives me to understand
that you knew something of his ex-
cellent character. And | thought you
would feel as though you would like
to make mention of him in your paper.

The business will be conducted as
before under the same firm name, the
two sons owning the entire business.

Lake Odessa

E. A Tew.
Biographical.
Mr. E. C. Tew was born in North
Brookfield, Madison county, New
York, June 19, 1838, and departed

this life May 26, 1920, at his home
in Lake Odessa, aged 81 years, eleven
months and seven days.

On October 13, 1858, he was united
in marriage to Miss Hannah M.
Mason. To this union was born two
sons, Charles E. and Edgar A. Tew,
who both survive him.

His companion preceded him in
death a little over six years ago, which
was a serious loss to him.

At the age of 24 years he came with
his family to Michigan. For a time
they made their home in Easton
township, then moving to Berlin town-
ship, and later moving to Lake Odes-
sa. Since engaging in the mercantile
business, he has always been associa-
ted with his two sons.

He leaves to mourn their loss his
two sons and their wives, two grand-

children, Charles E. Tew Jr., Mary
Tew Caswell, Two great’grandchil-
dren, one adopted daughter, Mrs.

Flora B. Coon, her husband and four
children.
He in early life gave his heart to

MICHIGAN

God and was always an active worker
for his Master. He had charge of the
choir in the Central M. E. church of
Lake Odessa for nearly a quarter of
a century.

Perfection Itself.

Salesman—Oh, good morning, Mrs.
Howskeape. How docs the new clean-
able refrigerator work?

Mrs. H.—Perfectly! The young
folks clean it out thoroughly every
night when they come home from the
movies.

FOR
PURITY STRENGTH
AND FINE FLAVOR-*

WINNER OF
IT HIGHEST AWARDS?
AT AMERICANAND
EUROPEAN
EXPOSITIONS

LARGESTSHLINGBRAND
IN THEUNITEDSMTES

32 FLAVORS AND
OLD VIRGINIA
FRUITTI“PUNCH

TEe C.F.SAUERC9

Puritan Flour

Made at Schuyler, Nebraska. A strict-

ly Short Patent Flour with a Positive

Guarantee on each sack.

Mr. William J.

Augst,

the Puritan

Salesman, who has a special advertis-

ing features, will call on you soon.

JUDSON GROCER CO.

Wholesale Distributors

GRAND RAPIDS

MICHIGAN

TRADESMAN
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BUSINESS WANTS DEPARTMENT

. Advertisements
insertion and four
If set in capital letters,

W anted—We are in position to handle
bankrupt or closeout stocks of hardware,
mill supplies, electrical and house fur
nishing %oods, automobile accessories,
le\/Ec"h J. Chas. Ross, Manager, Kalamaggo,

ich.

Wanted—To hear from owner of
general merchandise store for sale.
price, description. D. F.
apolis, Minn.

ood

State

Bush, Minne-
827

For Sale—Stock groceries,
notions.
ing town.
Number
man.

- I paints and
Fine farming country surround-

Building and fixtures _leased.
905, care of Michigan Tragdogs—

. For Sale—Grocery and meat
in live town in Western Michigan.
investment. $88,000 business  last year.
Uﬁ)—_to-date fixtures. Good reasons for
selling. Address No. 906, care Michigan
Tradesman. 906

market
$3,500

For Sale or Rent—Barge double store
building situated in Ravenna, a thriving
little fown of 600 half way between
Grand Rapids and Muskegon.” On rail-
road, also gravel line to both places.
Terms reasonable. Mrs. Oscar A. Conk-
lin, Ravenna, Mich. 907

Wanted—A good clean drug stock in

ood town, without soda fountain. State
owest terms_in first_letter. Address No.
909, care Michigan Tradesman. 909

CASH REGISTERS
REBUILT CASH REGISTER CO.

nc.
122 North Washington Ave.,
Saginaw, Mich.
We buy sell and exchange repair and
rebuild” all makes.
Parts and supplies for all makes.

Pay spot cash for clothin
nishing goods_ stocks. L.
E. Hancock, Detroit.

_ BANISH THE RATS—Order a can of
ilat and Mouse Embalmer and get rid of
the pests in one night Price $3. Trades-
man Company, Grand Rapids. Michigan.

and fur-
Silberinan. 106
566

If you want to sell or exchange your
business or other property no matter
where located, write me. John J. Black,
130th St., Chippewa Falls, Wis. 883

For Sale—Four-screw cider

S ! press. C.
W. Yeiter, Alto. Mich. 897

For Sale—Store building, general mer-
chandise, stock and fixtures.” A splendid
going business.  Established nineteen
ears ago. If interested for further in-
ormation to G. E. Cornell, Six Lakes,
Mich. 899

WANTED—A reliable and experienced
hardware man. One capable of ‘h_andlmg
other men, assuming responsibility an
holding a position of trust. Must be able
to furnish' the best of reference as to
character_and ability. No other need
E{)plé/. The Edwards & Chamberlin

ardware Co., Kalamazoo, Mich. 902

SALESMEN AVANTED AT ONCE—
The largest sale organization in the
world wants one hundred men of sterling
character, who have ability in advertis-
ing, making show cards and the advanced
methods in merchandising. Either ex-
perienced special conductors or assistants
or men of high class caliber to learn our
method. Profitable steady work. Ad-
dress: ~A. J. Stewart, Sales Manager,
2548 Nicollet Avenue, Minneapolis, in-
nesota. 903

FOR SALE—TIMBER—40 acres of oak
timber in Lake Co., Mich., five miles from
R. R. station. Inquire of C. A. Morrow.
1019 5th St., N. E., Canton, Ohio. 890

For Sale—One Hubbard portable oven,

caé)acity 180 loaves. Bargain. Lock Box
23S, Alanson, Mich. 891
For Sale—Chandler & Price 10x 12

Gordon for $200. In use every day, but

wish to install larger machine. Trades-
man Company.
Wanted—Good all around clerk for

eneral store. Must be good salesman.
uyers-Longwood Co., Grant, Mich. 892

If you are thinking of going in busi-
ness, selling out or making an exchange,
place an advertisement in our business
chances columns, as it will bring you In
touch with the man for whom “you are
looking—THE BUSINESS MAN.

For Sale—AVe have the largest grocery
business in the city. Our town has about

15,000 people. We do $90,000 business per
year. Address A. L. L. care Michigan
Tradesman. 889

inserted under this head for five cents a word the first
cents a word for i
double price.
display advertisements in this department, $3 per inch.
is required, as amounts are too small to open accounts.

each subsequent continuous
No charge

Insertion.
less than 50 cents. Small
Payment with order

Elegant 60-room
Lake.
$25,000.
terms.

resort hotel on Pine
Completely equipped. Bargain at
Cash required, $10,000; balance,
Philip Muller, Jr.. Dushore,go%a.

For Sale—Clothing, furnishings a
shoe stock of about $9,000. In thriving
town of about 2500 in Southwestern
Michigan fruit belt. Address No. 910
e.-0 Michigan Tradesman. 910

For S;lie—Country store, at four cor-
IHTS in tich farming country. Will rent
or sell store building. AddressT No., DII.
cure MuUehitfun Tradésman. 911

W ante d—lteglstered pharmacist. Cit
of 50,000,, Good salary. Addreiis Nf> 91
care Mitebig;un TradeSman. 912

DRY CLEANING BUSINESS in best
town in Central Michigan. Every tiling
in equipment of the newest type. One
three-story. new store, another cheap
store building; all house furnishings ex-
cept a few personal articles. Furnish-
ings of house alone worth several thou-
sand dollars; flat residence in connection
with store; everything new_and of an
elegant type. Owner steps right out and
leaves all; must go to California for his
health. Write or telephone
further particulars, to
Pleasant, Midi.

For Sail - First-class gr<eery in Mus-
kegon. Stock about $7,000 -can cut down
to ‘suit. Investigate. P. O. box 97, Mus-
kegon Heights. ich. 914

For Sale—Ion counters, shelving,
showcase, and case of drawers adapted
to‘r(]irug store. Dr. Norton, Fremgtisnt.

ich.

and

today for
J. Cooper, Mt.

Wanted -A griod retail or wholesale
store.  Specify jest price and_give de-
scription. Cash_buyer. Addresis No. 916,
Care Michigan Tradesman. 916

For Salt—Grocerg and meat market in
Battle Creek. $45000 business last year.
Up-to-date fixtures. Invoice about "$45,-
000. Good reason_for’ selling. Address
No. 917, care Michigan Tradesman. 917

- WANTED—Grain elevator man, famil-
jar_ with grain and seed machinery, am-
bitious arid capable. A M.ichigan city,
30.000 population. Address, in_ own hand-
writing. stating age, _experience, etc.,
No. niX, care Michigan Tradesman. 918 _
FOR SACK A good business in a fine
town_in the center of the best fruit and
farming region _in Western Michigan, con-
sisting of a brick store 26 x 66 feet, with
full sized basement, also reinforced con-
crete warehouse 40 x 75. _ono-lialf of
which is coal shed capacity 200 tons,
power elevator and_conveyor; other half
frost proof and will storé five carloads
of potatoes or grain. Railway side track.
The business consists of selling hardware;
repairs, implements, seeds, feed and hay.
potatoes, beans and grain, and runs about
$30,000 a year. Old ago the only reason
for selling. ~If interested, write D. H.

Scott. Nortliport. Mich. 919
For Sail—Stock of general merchandise
and bU|Id|n%. Building 60 x 20, with Sldéé
.S .

room 60 x 2 tore room in rear. X
In small town. This is a change to get
rich. Price for stock and building s3.400

P,. ,-T. Collins, Real Estate, Shelby, l\élzlgh

"The Quality School”
A. E. HOWELL, Manager
110-118 Pearl St. Grand Rapids,
School the year round.

Mich.
Catalog free.

Chocolates

Package Goods of
Paramount Quality
and
Artistic Design
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Everyone Must Work to Cut Down
Prices.

Every business depression is caus-

ed by the people who buy deciding

that prices are too high. When the

man with money increases the rate
of interest at which he will lend it,
and continues to increase this rate,

the time comes when people will not
borrow it from him. They will not
buy the use of it at the price he
charges. As a result his money be-
comes valueless so far as business
building is concerned. He must sell
the use of it at a lower price or it
will not be used and it will not earn
more money for him.

\\ hen the business man boosts his
prices beyond a certain point, people
cease to buy. No matter how good
an excuse he may have for raising
prices, no matter how great his ex-
ecutive ability may be, he must sup-
ply the goods at the prices people
will pay for them and in the manner
they demand them, or his business
does not prosper. The people who
buy are the ones who really dictate
to him how he shall run his business.
They are supreme.

When the man who works for
wages decides that he must have
more money, he makes demands for
wage increases. If people are buying
the product readily and it appears
that they will pay more for it he is
pretty sure to get this increase, and
it is added to the selling price. A
time comes, however, if this process
is continued, when people refuse to
buy and the wage earner not only
can secure no more increases in wag-
es but he is not even able to secure
work. The people who buy the goods
even dictate the maximum wage for
the wage earners. The people who
buy are truly supreme.

It is the mistaken impression that
the people who buy do not compose
the supreme council of business that
causes business men to fail, causes
runs on the banks, and lack of work
for the wage earners.

People who buy <$n get along
with less. They can, if necessary,
go to the country and become en-
tirely self-supporting. There was a
time when the King of England be-
lieved that the little colonies of Amer-
ica would have to buy from England
whether they wanted to or not. He
was mistaken. They not only dem-
onstrated to him that they could be
entirely self sufficient in regard to
business but that they could be self
governing as well. Any person, if
driven to it, can live without the aid
of any other person. He can raise
his own food, he can build his own
house, he can make his own clothes.
It is only the people who buy things
who are supreme. They are the ones
who determine the prosperity of bus-
iness.

Hard times are alw'ays brought
about by the buying public exercis-
ing its powrer. When it makes a de-
cision not to buy all business slows
down. Some businesses stop alto-
gether. The buying public sometimes
gives warning. At other times it
does not. It has already rendered a
decision. Everyone must work to cut
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down prices. Everyone must try to
produce more, must think more of
what he can do than what he can get,
or the buying public will decide not
to buy and there will be no interest
on invested money, no profits for
the business man and no wages for
the wage earner. The supreme coun-
cil of business is now' in session. It
has issued its warning. It is now
aw'aiting the action of the three ele-
ments of business which have been
considering themselves supreme. This
action will determine the sentence the
council will pronounce. From this
sentence there will be no appeal.
Robert Falconer.

Coffee Boiled is Coffee Spoiled.

Coffee is a pleasant, nourishing and
wholesome beverage or article of diet,
a joy forever if correctly brewed, but
if improperly brewed it is utterly bad
to drink and unwholesome.

The roasting is all the cooking cof-
fee requires, notwithstanding the fogy
ideas of people who insist upon cook-
ing it again by boiling. Coffee should
not be boiled.

For Coffee Boiled,

Is Coffee Spoiled.

Coffee boiled for even a few minutes
becomes a solution of tannic acid,
which medical science teaches is un-
fit for human consumption and when
taken in large quantities is poisonous.
Tannin is fine for tanning leather, but
not wholesome as food for human be-
ings.

The properties of coffee are caffeine,
caffeic or tannic acid and coffeone or
coffee oil. The amount of the latter
in the coffee determines its real value.
Coffeone or coffee oil constitutes from
8 to 13 per cent, of the weight of the
coffee in the green, a part of w'hich is
lost in the roasting. Green coffee con-
tains from 6 to 8 per cent, of sugar,
which is reduced to about 1 per cent,
in the roasting process.

1 he good qualities of coffee may be
injured by over or under roasting.
There are four things entering into
the making of good coffee, Vviz.:
Quality of the coffee, roasting, blend-
ing and brew'ing. If any of these fea-
tures are faulty, the coffee in the cup
will pay the penalty.

Every dealer should try to teach his
customers the method of making good
coffee, for the more good coffee there
is made, the more coffee there will be
used.

The desirable qualities, such as the
coffee oil. the fragrance and aroma
are all that should be extracted front
the coffee and transferred into the
liquor in the brewing process. The
undesirable or unwholesome qualities,
such as the tannic acid, should be left
in the grounds and thrown aw'ay.

Chemical analysis demonstrates that
in the boiling, steeping or percolating
methods of brewing coffee there is
from two and one-third to three grains
per cup of tannin forced into the
liquor. It also demonstrates that
coffee brew'ed by the filtration or drop
method contains less than one-third of
one grain per cup, consequently the
filtration method is the better one.

The filtration method is the quick
contact of boiling w'ater with the fine-
ly ground coffee, then the separation
of the liquor and the grounds, for if
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the grounds are allowed to remain in
the liquor for any length of time after
the coffee has been extracted, the tan-
nin will steep or draw out of them
nearly to the same extent as though
the coffee were boiled or percolated.

The finer coffee is ground the more
the oil cells are broken and conse-
quently the more coffee oil is released
and transferred to the liquor in the
brewing process.

Some people still cling to the old
or antiquated w'ays of preparing foods,
the same as they do to other old
whims, but most people are anxious
to learn and are ready to adopt im-
provements and during this period of
the high cost of living, if improve-
ments may be made in preparing
foods so they are more wholesome,
more nourishing and of a more desir-
able flavor we should not hesitate to
adopt them, for no doubt many of the
things science teaches along these
lines spell economy in our living ex-
pense account.

The joint coffee trade publicity
committee of the National Coffee
Roasters Association is spending vast
sums of money in teaching the value
of coffee as an article of food, and
among the things it is trying to teach
is to not boil coffee, to not use ad-
ulterants of any kind and to not use
eggs, egg shells, cold w-ater or any
other substance to clarify or settle
the finished product.

Wright T. Orcutt.

Ulterior Object of Selling on Install-
ment Plan.

In the wider application of the in-
stallment purchase idea in the retail
stores is seen an effort to increase
the number of visitors to the establish-
ments. The problem of how to get
customers into the store, especially
during the time when the public re-
belled against high prices, it is said,
was one of first consideration. The
installment arrangement as a means
toward increasing patronage became
something of a favorite, particularly
as companies w'ere found willing to
finance such enterprises. Now most
of those articles, which sell for prices
that would prove a drain on the cus-
tomer s pocketbook if paid for in a
lump sum, are being sold on easy
terms, but through methods that
cause the patron to visit the store in
order to make payments. Speaking
of this phase of merchandising, a store
executive said:

“Arrangements can be made so that
easy-terms'of payment can be ar-
ranged for the customer and at the
same time enable the store to realize
to the full amount on the purchase.
Some risk is run, of course, through
defaults, but the losses on this ac-
count have not been much and can be
easily covered. As prices rose to
record levels, the retail field has seen
great steps made in the application of
the installment idea to the purchase
of wearing apparel and other things
to which this arrangement was not
formerly applied.

“Beyond the sales which attractive
installment terms accomplish, the
principal advantage is in having the
customer visit the store to make the
payments. Jn the course of these
visits it is to be expected that other
sales will be made. By locating the
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office where such payments are made
in a place that will mean a trip
through merchandise sections of the
store which have an appeal, what the
store actually accomplishes in a sale
on the installment plan is a stipulated
number of sightseeing tours which
cannot help benefiting the establish-
ment.”

Tobacco Smokers Burn $50 a Minute.

Tell a smoker that he, as a class,
causes $50 fire damage in every minute
of his wakeful hours, and he will
promptly demand proof.

Here it is: The annual analysis of
the year 1918 compiled by the Na-
tional Board of hire Underwriters dis-
closes that among “strictly prevent-
able fires” the heaviest contributing
cause was “matches, smoking, etc.,”
creating a damage for the year i 18
of $16,453,562 exceeding by $5,000. <00
the next nearest cause; viz., defect:"«
chimneys and flues.

Deducting from each day et <
hours as the period of sleep when ie
smoker is regretfully forced to b; *
his fires for the night, there rem'
sixteen hours in which to scatter n
ashes, stumps and matches as sect,:
for a harvest of fires.

Accordingly, a daily fire loss of
$45,000 distributed among sixtec
hours represents approximately $3,01
an hour, or $50 a minute.

Now, in order to shake the acct’*
ing finger with even greater severitv
at slaves of smoke, there should be
properly eliminated from the popula-
tion all non-users of the weed, oi
either sex and of various age.

This elimination so increases the
financial responsibility of smokers am'
users of matches that it would proper-
ly be a fair assumption that the care
lessness of this class of citizens caus-
es a damage of at least $100 a minute.

The increase of $1,000,000 over the
loss of the preceding year evidences
that the propaganda in the form of
display signs in public places, educa-
tional moving pictures, small fines for
violation of smoking ordinances, etc.,
has not been sufficiently effective.

The suggestion was offered in
these columns not long ago that
manufacturers of cigars, cigarettes,

and smoking tobacco could assist very
materially in a safety and caution cam-
paign if they would print in large let-
ters on each box or carton an arrest-
ing warning against carelessness.

A vast amount of valuable space on
tobacco containers is now either un-
used or else devoted to unnecessary
decoration.

If, for example, smokers, before
lighting up, were reminded that they
caused a fire damage every minute of
$50 or more, it is certain that during
that particular smoke they would be
careful, and since both carefulness and
carelessness are largely mere matters
of habit a habit in the right direction
might be formed by this simple ex-
pedient.

Or, if mere kindly suggestion is un-
availing then put a little more muscle
in the arm of the law. If automo-
bile drivers can be charged varying
fines for careless driving, which ex-
poses to hazard”only a few lives, sure-
ly a penalty should be inflicted upon
a careless smoker who jeopardizes
possibly the lives of hundreds.



