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Worth the Anguish

After all, to be living,

To be part of it all, to be
Something of all the giving,

Something of all we see,
Something of all that’s glowing

In the world around us, dear—
After all to be living,

Now, this moment, and here!
What if the dreams do shatter,

What if the dust does rise;
What if the small things matter,

What if the spirit cries!
Something in all makes even

The joy and the sadness true;
Storms may shadow our heaven,

But skies next day are blue.
Just to be part of the effort,

A seed in the growth of time,
A bubble of bloom .in the weather,

A breath of the morningw rime;
God, it is worth the anguish

Just to be living and part
Of the beautiful world whose singing

Is a song in the heart!
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MARGIN of PROFIT

considered alone does not mean anything. A
margin of 5c each on 5 sales in 5 minutes would
be more profitable than a margin of 10c each on
5 sales in 15 minutes. It’s margin plus volume
and rapidity of turn-over that tells the story.

Van Duzer’s Certified
Flavoring Extracts

give an adequate margin on each individual
sale. They sell easily, rapidly and steadily
because their excellence has been unsurpassed
and unchallenged for over seventy years.

The good will which their absolute purity and
unsurpassed superiority build for the merchants
who push them is “velvet.”

Van Duzer Extract Company

R.A MONA

1"'he Ideal Place For Your Outing

TWICE DAILY
A UDEVILL i n |
“The Ramona Kind” P[8 15 Every Evening 1
Mats. 3:00 Nights 8:30 ? Hentschel’s Orchestra 1

Boating, Fishing, Picnics, Pavilions. Plan your Picnic today.
Don’t miss the Jack Rabbit, Merry Go-Round, the New Frolik,
Manhattan Bathing Beach, Fishing Pond, Chinese Restaurant.

Every Day is Your Day at Ramona

GRAND RAPIDS SAFE CcO.
Agent for the Celebrated YORK MANGANESE BANK SAFE
Taking an insurance rate of 50c per $1,000 per year. What is your rate?
Particulars mailed. Safe experts.

TRADESMAN BUILDING GRAND RAPIDS. MICHIGAN

Wilmarth show cases and store fixtures in West Michigan’s biggest store

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

Catalog—to merchants

WILMARTH SHOW CASE COMPANY
1542 Jefferson Avenue Grand Rapids, Michigan

[Made Jn Grand Rapids

FRANKLIN
GOLDEN SYRUP

Always in Season

For table or for
cooking.

Has the pleasing
cane flavor and is
of the quality of
Franklin Package
Sugars.

The Franklin Sugar Refining Company

PHILADELPHIA
‘A Franklin Cane Sugar for every use”

Granulated. Dainty Lumps, Powdered,
Confectioners, Brown, Golden Syrup

Big returns for you on the sale of

FleischmaniTs Yeast
for Health

Talk this natural beautifier to tour customers.

National advertising on this subject is serd Eg
%ou the customers—all you’ve got to do is to
ack it up.

Give your customers the booklet—
“YEAST FOR HEALTH?”

FIELD SEEDS

For Use Wherever Seeds Are Sown

WAsnHHIsMgth
GRAND RAPIDS. MICH.
Merchant
Millers
Onredby Merdrert!

Aodos sdd by
Mrdrerts

BadRoomaosd
by Mrdiarte

Packed In SAXOLINPaper-lined
Cotton, Sanitary Sacks

Continental Seed Company
Lock Drawer 730
CHICAGO, U. S. A.
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EXTRAVAGANCE IS AT AN END.

livery indication points to a con-
tinuance of the economies which
have recently come in vogue. In a
number of places there are even or-
ganized efforts in this direction, wom-
en’s clubs and other bodies having
been formed to discourage indiscrim-
inate buying. The furthe increases in
rents, common to practically all the
cities, are another factor compelling
economies in purchases, while the
shadow of unemployment and the cer-
tainty of wage reductions in a num-
ber of occupations tend toward the
same result. In the distinctly agricul-
tural communities the recent great
improvement in the crop outlook
would portend the prospect of much
more spending money. But it is not-
ed that planters and farmers in gen-
eral are beginning to realize that the
extra-prosperous period is drawing
to an end and that it is a good time
to begin saving something for the
lean years which must follow. Be-
sides this, many of them have dis-
covered that a great deal of what
they had been tempted to buy when
times were flush did not fit in with
their circumstances or give them the
wear or satisfaction which the high
prices paid would seem to call for.
Many of them bought articles which
they had never before been able to
afford, only to discover that they had
made a mistake in doing so, and they
are not likely to repeat the experi-
ment. There were a large number
who had longed for years to get
gems and silken goods and the dan-
liest of footwear Now, having ob-
tained them, their longing in that
direction is gone.

This change of feeling is sensed by
manufacturers in divers lines. Up to
a short time ago they were insistent
that everybody wanted only the best
of everything. Despite the fact that
there were millions of the salaried
people whose pay did not increase in
proportion with the rise in the cost
of living, and others with fixed in-
comes to cater to, the output of mills
and factories was designed mostly to
meet the demands of the newly rich.
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L|«littering went apace with extras-
agance until the natural rebellion was
aroust'd.  >sow, m;mufacturers are
becoming danvinced that there may
he an outlet for wvcares which are
scrviceable without being ultr;i-ex-
pe-nsive. hilt they itlso know- that
lliese must be made attractive. The
great mass of the buying public is
neither very rich nor very poor. It
wants, under normal conditions,
things ot a staple character which
will look well as well as wear well.
So the makers of textiles are turning
their attention to fabrics not made
of the finest of raw material, hut it
will be fopnd that themstyling will he
glHid. This is the sase, also, with
the shoe manufactorers, who seem
to have made the disicovery, not that
they can produce their wares to sell
at a modest price, hut that they can
turn out very good h(inking and ser-
vieeable ones which tan be disposed
nt' cheaply. It may he that in this
dir-ection lies the hest prospect for
merchandising in the immediate fut-
ure

Embarrassments of one kind oir arts
Utiler are following in the wake of the
deilation of values of certain raw ma-
ter:ials and the tightejling of crcidits.
File fur trade was tin' first to he: hit.
None ot the big men in that line' got
intii trouble, hut titerc were a mini-
her of speculators, who had invaded
the field while the mlarket was con-
stantiy rising, who h;ive been foreed
iute> insolvency. The:y were, in the
main, operating on slight markins.
hut collectively on a large scale.
When fur prices began to fall the
lending hanks started to ask for big-
ger margins or to call in their 1tans.
File result could have: been fore:seen.
Somewhat similar consequences fol-
lowed in the case of a number ot
w<iolen jobbt-rs, wini were, however,
better protecited and who have lately
been trying to save what they can.
The worst bhnv was in the silk trade.
Here. in a shurt time, the-re was a
drop of two-thirds in the market
value of the raw material which had
been pushed up by mere manipula-
tiem.  While the wost effetis of the
slump were shown in Japan, the trade
here has also had the mest severe
upheaval in its history. Several large
houses have been caught in the mael-
strom and have been saved from
bankruptcy only by being turned over
to trustees to conserve their assets.
The latest of these instances came to
notice during the last week, when
what is said to he one of the largest
silk tiiowsters in the world was oblig-
ed to make such a transfer. These
are merely the customary instances
which attend the beginning of a defla-
tion of values. The rising number
of actual failures during the second
quarter of the present year presents
another aspect of the same purport.

RETRIBUTIVE JUSTICE.

A reader of the tradesman writes
to enquire if Germany’s punishment
is no:l airearly gréater than than she
can Year? lie says "Think of the
territi >ry she ltas been force*1to give
Up. Lonsider her frightful li.SSes in
man-ilower; he-r crushing burdeins of
debt: the ruin of her splendid nter-
cantil ¢ marine; the d.-struetiiu: 01 her
fiireigit tradt the litcaking (lowm of
her itidustry. What more wonltl yon
have?

We 11 mort; is needlesd. It is not any-
thing material. Germany etmid not.
indceil comixhiin if more Iand had
been iiceupied By hostile trot >ps; if all
her wealth had! been taken from her.
For the was defeatlid, her military
powete overthn)wn in; the war. Her
ahilitje to resist was shattered when
she signed th<; armistice. She had
east herself til>011 tile mere;V ol[ her
foes. They ‘aere the victors, she- was
the conquer-i'd; and we kniiw well
what a ruthless law of coniUtest the
(ierm;aus woitilel have enfitreed if thev
had won tin; war. 1laving lost it. they
had nothin;g left to which, on their
own prineitdes. they had any just li-
tie. in their secret heart* they must
third< them:selves lui;ky tii get oiff so
east!ly. The Allies could have de-
man ded far more th.an tiniy did. But
they were moderate and wise in tin-
hour of vitetory, lo.iking to the dis-
tant future and mult;rstan-ding clcariy
that to exact the uttermost farthing
from (icrmany would he a short sight-
ed policy. At the same time, they are
right, and the considerate judgment
of mankind is right, in demanding
that the moral as well as the physical
punishment of Germany he carried
out. Certainly the world will agree
that she must disarm, must be strip-
ped ot the power to repeat her crimes.
She must for years yet he made to
led that her wanton and wicked mis-
deeds have fixed a great gulf between
her and other nations. Germans may
soon he restored to their interna-
tional rights, hut their road hack to
international respect and confidence
will he one long arid difficult for them
to travel. This is an essential part of
Germany™ punishment. Who  will
contend that it is not most just and
wholesome ?

STANDARDS OF TEACHING.

Standards of teacher preparation
that would make every teacher city
or country, high school or elemen-
tary school—a college graduate;
transformation of ihe present “nor-
mals chool” as it exists in most places
into a teachers' college that would he
an integral part of the State univer-
sity, parallel with schools of law,
medicine and engineering, and a rec-
ognition of teaching, in salary and
other matters, that would bar out the
weak and the immature and make
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publie si'hool tejidling a career for
mature men and women ot tin- high-
est character attainments - rspec-
iatly the r-*iionsiblt- married women
of the comm-unit\—these are some of
the conclusitms ot the report on
school teachers issued by the Car-
ncgic Félindation, Just how far from
thi* ideal wi- are tin- report merciful-
ly does int say.

Not texthiinks and buildings, hut
teachers, totlstittite education, *avs
tlii* Carnegie report, and. while there
is assuredly ilothing new or startling
in tlii- idea ni* enibh'KJt; 'Ptrj V
confirmation are given to it by six
years of clo:se study of the teacher
situation in a typieal State and in tin-
Nation at large. What is said of tin-
elementary school situation, as com-
pared with that of the high school,
is particularly pertinent: the theory
that the high school must have g d
teachers, hut that anvbodv can teach
elementary school especially in the
country- belongs in the category
with the theory that some kinds of
physicians arce “.111V good en.mg]\ f >
children,” an.l is d.Fserveedie sc »red
by the ITwuirlatioi

Ferii; tps tin‘ THOSt Zneon note
in the repi>t is til repeated ext>rr>-
sion of tonfMfence in: the willingness
of the puldie to tal:e th.‘ nucessarv
action win*h the *ituation is kn<>wn.
Boldly ass*erti Ilg that “the most strik-
ing weakn of \mcric;in politleal.
social ;ind eeonomic thin!ting lieS ill
till- SUf>erfieia1 cbarai.ter 1if our edit-
cation/' the i-eport nevertheless. in-
sists thlilt willm tin actual! desires of
nidividiml e¢itizens hecome idearle’ ar-
licitiate (A th-c qui--tioil (if better sal-
aries. b-etter teachiiig and better con-

elitio. , of vorsk there will Ik-no risis
in editi\ati<>n.  "CoIlVince any Amer-
ican publii says the report. “that

tin- all.egedi prmut*; iif a Ime teacher
are rejiil aml the st will  sjietedily
become a Rh(dly s,eondary cons’de”-
alimi."  'Fty si[»read that ciinvidion is
one of the nu mt pr..smng <uties of all
persons; arni agencies who have the
ear of the puldie.

My Smmmer Woods.

Written for til«m Trai li’'Kman.
You. «annot laint 1'a- silali%ht
Hieli fills in tli7 jjLbh miy, Wood.
V'U ianriut irakc- tin* music
It fiiii; has tinderstoo:l.
Von carulet i 1llumthe lurches

Nor fashion fair the f.rn-heils
Where ilruiils will recline.

You cannot build the beauty

Nor comprehend a dutTy
makes eiunplefo the whole.

Which
Idi! M -l sit and Ww<ander
'Ytitis .ally inurn till night
Suoli an inspira:lion litiiier
You*n- lost in Volli’ dcmlight.

There- listening to the \'Dices
in Varied suit refisiin.
While all the wnod [Iej(sie.-s.
And bids you enrn< gain.
Gliarlus A. llea



THE GOLDEN WEST.
How It Looked to Ex-Congressman
Belknap.

It might have been the nesting of
the woodpeckers in my window' casing
that gave my blood the fever of the
wanderlust. The day seemed born
with sunbeams in its eyes that beck-
oned me to the hills.

Those hills, everlasting magnets
drawing you on and on, then on
again. Once the step is taken there
is a pull and a push irresistible.

With a few matches in my vest and
a dozen walnuts in my coat pocket
for a lunch to nibble on, for my break-
fast had been light. | wandered awry
with a warning, “Don’t think of me
to-day until | get back.”

Half a mile of city pavement and
1 was at the entrance of a foothill
canyon. The road, a fine auto drive,
wound about the base of the hills on
either side, leading in a distance of
two miles to a beautiful fall of moun-
tain snow water. People in autos
drove many miles from the cities of
the valley, then dismounted and walk-
ed the trail another mile to this nook
in the hills. The crystal waters w'ith
vines and trees and flowers made the
place an enchanted forest. There
was witchery in the air that came in
balmy waves down the glen. | had
been here several times, each time
dissatisfied with myself that my trail
should end so soon, for there was a
fork in the trail just beyond with a
Government sign on a post that at
a distance read 5 miles to Fish Can-
yon.”

Alone in all this glory | adopted
this fork in the trail, but as | came
close that figure "5” became an 8.
That at first took a little of the nerve
out of my knees for 1 sensed .the fact
that to get to this other canyon. |
must climb over the mountain four
thousand feet, the altitude marked
on the maps, but | did not get it into
my mind that eight miles meant the
upper end of the Canyon and not its
mouth.

That Government trail was good fair
walking about three feet wide, except
where it skirted rocky cliffs and
points. There were no side trails,
either go ahead or turn back; in some
places just a good footing. Having
all the djiy ahead 1 gave no thought
to the back trail. 1 was more inter-
ested in the flocks of quail that ran
into the bushes from under my feet
and the rabbits, young and old were
almost as plenty as the mocking birds
in the chaparral that covered the
mountain sides.

I had cut myself a walking stick
for company with a thought also of
diamond back rattlers that were said
to be natives to the hills. About a
mile on this trail 1 met up with a
surprise by the sudden appearance of
a fine, big Airdale dog, who in his
welcome nearly carried me off my
feet, but he was a sight, reminding
me of the old log running days on
the Grand, when in some of the free-
for-all fights, the riverman in his
boot calks danced on the other fel-
low”s face. That dog’s fur was in
patches, with one leg chafed up.
There were bad wounds each side of
his back and his face was a patch of
bloody lines. | calculated that dog,
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in his love of the wild, had interfered
in the family life of a mountain lion
or some big bob cat, and had gotten
the worst of the scrimmage. | did
not drive him away from me, because
dogs are always good company, so
he trotted ahead on the trail, flushing
quail and running rabbits off the right
of way. We were having a lot of fun.
When turning a point of rocks we
came head on to a buckskin burro on
a bit of trail not more than a foot
wide. 'Some gold hunter’s pack ani-
mal, | thought, turned out to browse
his grub. He refused to stir and just
grinned at me. The dog had no fight
left in him and, taking a chance, |
squeezed in next the cliff and got by.
Easy as you please that burro turned
end for end and followed us. The
slip of a hoof would have dropped
him into the Canyon 500 feet below\
Now there were three of us in the
party and three was too much of a
crowd, but neither stones or sticks
would drive that burro back.
After a couple of miles | found a
pole that could be placed across the

WHAT WE OWE

TRADES MAN

others, until they became a brook,
then a wild, rollicking creek. From
out of other canyons came other
brooks until they made a river, the
San Gabriel. Eighteen waterfalls,
many of them more than twenty feet,
one nearly one hundred, some of them
mere bridal veils; others tumbling
falls that filled the valleys with echo-
es. A hundred times on stepping
stones we crossed and recrossed to
follow the trail. Often from our
pocket cup drinking “the cup that
cheers” icy cold from the mountain
tops. At one of these crossings on
the sunny top of a granite rock lay
coiled a diamond back rattler. Had
he not disputed the right of way we
might have left him in his possessions
but both dog and man bristled up.
One whack on the head from the
walking stick, he slipped into the
rushing waters and the next instant
went over the falls into the pool,
thitv feet below'. The rattlers on his
tail w'ould have been a prize. That pool
like many others was full of trout. In
many places they covered the bottoms

TO PLANS UPSET.

Born to a world that means so much to us outside of choice,

That holds us to realities with no uncertain voice,

lhat brings us to environment from which we cannot stray

And places in our care the needs of each returning day;

\\e strive with what seems quite like fate and oft there comes regret,
Por plans we lay so carefully so often are upset.

And though things not in our control may lead us down the line,

It is our choices and our wills that make the

life sublime;

lhe staging and the game that’s played to nature’s way was planned,
And while we may this basic fact most clearly understand,

lhere maj. with all the charms of life, come many a sad regret,

tor plans laid deep down in the heart may be the ones upset.

And much within ambition’s realm, to which was given all
lhe energy and life and force on which ’twas ours to call.

The castles that in dreams arose

e’en while we resting, slept,

Which prompted effort day by day till from us all was swept;
Yet, while we still with grim resolve each new condition met,
We could but grieve to find at last our cherished plans upset.

And now, can we, with hopes deferred, that e’en in ashes lay__
\\ e. who have lost in battles fought to near their victory__
Dare we now say that we have lost as measured by the worth
Of things that never trade for gold, the sordid dross of earth?
O, it may be that after all there should be no regret

For we may never know how much we owe to plans upset!

rid us of the unwelcome
companion. At noon we were at the
summit, 4,000 feet up. Off to the
North Old Baldy, snow capped, 8,000
feet high, was glistening in the Sun.
A spring of sparkling cold water made
it a fine place for the lunch. | want-
ed to be fair to the dog, so divided
the nuts. There he had the start of
me, for he was so famished that he
swallowed shells and all.

A dozen walnuts made a mighty
small dinner for two hungry tramps.

Ahead of us the sign signal said
ly> miles to somebody’s ranch. Look-
ing down the mountain trail all the
trail seemed easy and to me a wild,
enchanting path, but the dog began
to show the effect of his battle with
the cats and he limped and lagged be-

trail and

hind. I finally kept him in front of
me and with a touch of the cane and
cheering words, we followed the

trail.

The glories of that afternoon can-
not be truly told. Along the wind-
ing trail, first a tiny stream of spring
water tempting one to drink, then

L. B. Mitchell.

and the dropping of a grasshopper or
a grub found under stones or bits of
wood would set the pool boiling.

In my pockets were matches to
start a fire, but not a bit of string to
make a line, not even a pin to shape
into a hook. So near a feast and still
so far-—a dismal thought for a hungry
man and dog. To try to tell you of
all the speckled beauties of that hike
would simply be a fish story. 1 know
my companion would swear to all |
say if you could understand dog. He
did not have much of a tail to wag,
but many other ways to show he
sensed the game.

The sun was casting long shadows
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in the glens, and yet there seemed no
outlet, so we jogged along. | prom-
ised that buddie of mine all kinds of
bones at the ranch we hoped to find
at every turn of the trail. | had, at
the crossings, bathed the wounds in
back and legs, but doggie was played
out and could go no farther. | could
not leave him at the river side, with-
out the dinner | had been promising
all the afternoon, and here the good
angel stepped in in the guise of a
geld hunter, leading a pack-mule, the
first and only man met up with in all
the day.

That mule had a good packload,
but was fat as grass could make him
and the gold hunter had all the mark-
ings of a man. To my question, “got
anything to feed a dog?” “You bet
| have. I’ve a good shack up the
canyon and lots of grub and | will
give him the best kind of a home. We
lifted my companion of a day to the
top of the mule’s pack, with a bit of
a rope, made him secure and the last
I saw of him was along the base of
a granite boulder.

| hope that dog had a better lunch
than | that night. After a mile or so
| found a lunch place, but being after

hours, could not be served until 1
explained that | was a tourist, and
had been in the hills all day. That

brought out a small ham sandwich and
a small bottle of gingerale. | gobbled
it down before | asked the price.
Eighty cents; a native could have had
the same for twenty cents. | think
the war tax must have been for the
scenery, the many cups of water, the
fish and the birds. If it was, it was
all right, cheap enough.

A further walk of two miles a ride
on the electric down the valley five
miles, and | was at home tired and
hungry, but | would not sell that day
out of my life for all the gold in the
Reserve Bank.

Charles E. Belknap.

He Who Hesitates.

In order to do anything in this
world that is worth doing, we must
not stand shivering on the bank, and
thinking of the cold, but jump in and
scramble through as best we can. It
will not do to be perpetually calcu-
lating and adjusting nice chances. It
did all very well before the Flood,
when a man could consult his friends
upon an intended enterprise for a
hundred and fifty years, and then live
to see its success for six or seven
centuries afterwards. But at present
a man waits, and doubts, and hesitates
until one day he finds that he has
lost so much time in consulting first
cousins and particular friends, that
he has no more time left to follow
their advice.

Don’t wait for extraordinary op-

portunities; seize common occasions
and make them great.

FOR SALE

United States and Foreign Government Bonds

Present market conditions make possible exceptionally

high yields in all Government Bonds.

recommendations.

Write us for

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

Sault Ste. Marie, July 13—Peterson
Bros, have purchased the grocery
store of John Metzger, at the Shal-
lovys, and are continuing the business,
being well stocked for the summer
months to supply tourists and camp-
ers at that famous resort. John Metz-
ger is giving his entire time to the
bath houses and grounds. The re-
sort business is unusually good this
year, the warm weather having help-
ed to a great extent.

The travelers and business visitors
of the Soo are very much displeased
with the Arnold Transit Co. for hav-
ing taken off the steamer Elva on
the Soo-DeTour Route and putting
on the steamer D. P. Perry, which
is a much smaller and slower boat.
It is causing much inconvenience and
delay around the river points.

F. J. Allison, the well-known trav-
eler for the Cornwell Company, was
in a happy frame of mind last week
when he called upon the trade and,
incidentally, passed around Havanas
on the new boy arrival, which now
makes a full load for his 5-passenger
Overland, whereas heretofore it was
necessary to call up a friend in order
to make the load complete.

Some men who cannot put $2 in
the bank each week can make a gam-
bling punch board look like an ex-
hausted meal ticket.

July 12 was fittingly celebrated by
the Orangemen in the Soo on Mon-
day, 7,000 visitors having taken part
in the big celebration.

Thaddeus Hodge, 100 years and
25 days of age, died last week. Mr.
Hodge was the Soo’s oldest resident.
He was born in Dunsbury, Conn.,
June 12, 1920. He came to the Soo
about twenty-five years ago and lived
here ever since.

James J. Yeo, auditor for the Corn-

well Company, is paying the Soo a
visit this week. Mr. Yeo is accom-
panied by his wife who is enjoying
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the delightful weather of one of the
best resorts in Upper Michigan.

Change in the schedule of the
South Shore train, effective Sunday,
shows that train No. 117 now leaves
the Soo at 4:45 p. m., Standard time,
instead of 5:15, as heretofore.

Some men are candidates for office
because they can’t help it, and some
because the people can’t help it

William G. Tapert.

Hint for Potato Grower of 1920.

The present price of potatoes does
not indicate anything about the price
of the 1920 crop, according to W. L.
Cavert, farm management extension-
ist at the University farm of Minne-
sota for the reason that the weather
is the big factor in determining prices
rather than the acreage. “During the
last 20 pears, ” says Mr. Cavert, “the
yield of potatoes has varied from 65
to 114 bushels to the acre on account
of weather conditions, while from one
year to another the acreage seldom
varies more than 15 per cent, for the
United States as a whole.

“Frequently high price years are fol-
lowed by an increased acreage. If the
weather is unusually favorable, the re-
sult is a serious over-production and
unprofitable price.

“The wise course would seem to be
to plant no more than the usual acre-
age; but to take every precaution to
insure a return from the high priced
seed by planting on only the most
suitable soil, by treating the seed with
formalin or bluestone and by giving
particular attention to thorough culti-
vation and timely spraying.”

Don’t stop to argue the
way with a skunk.

right of
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New Line-up of Prosperous Corpora-
tion.

Racine, Wis., July 13—The Charles
Alshuler Manufacturing Co., maker
of the Racine shirt, cotton and flan-
nel, wish to announce the following
new officers:

President—Mrs. Frank Alshuler.

Vice-President—Mrs. Albert Als-
huler

Secretary, Treasurer and General
Manager—E. M. Hollister.

The business of the Charles Als-
huler Manufacturing Company will be
continued as in the past, Mrs. Albert
Alshuler taking the place of her late
husband as an officer and director of
the company, and Mr. Hollister re-
maining in active management of the
business with which he has been con-
nected since 1901 when he entered the
employ of the firm as a 19 year old
boy. He has grown up with the busi-
ness and has progressed with it. In
1912 Mr. Hollister was made Secre-
tary of the company and office man-
ager. At the death of the late Frank
Alshuler in 1917 he was elected Sec-
retary and Treasurer and appointed
general manager.

Heavy Rice Crop Estimated for 1920.

The rice crop of Louisiana and the
other rice-growing states promises to
be the largest in the history of the
industry, according to a preliminary
estimate put out by the Louisiana
State Rice Milling Co., Arkansas
State Rice Milling Co., Lonoke Rice
Products Co. and California State
Rice Milling Co.

Acceding to their estimates the
rice-growing states will produce a lit-
tle over 60,000,000 bushels of rough
rice this season, compared with 41,-
000,000 last year.

Louisiana heads the list with an
estimated production of almost 29,-

3

000,000 bushels. California is second,
with an estimated production of 11
000,000; Texas third, with 10,500,000,
while Arkansas is expected to grow
9,200,000. Missouri is listed for 31,500
bushels, while North and South Caro-
lina, which once led in the production
of rice, are listed with four other states
as likely to produce only 201,000
bushels. The acreage planted shows
an increase from 1,089,000 to 1,370,612.

Storming the Stickers.

A Minnesota merchant who had ac-
cumulated quite a lot of stickers
which he was anxious to close out at
almost any price, adopted an original
and Very effective means of disposi-
tion.

Each week he displayed in his show
window a number of these articles,
and announced that these would be
sold to the highest bidder. All bids
we’re required to be presented in a
sealed envelope, must specify the arti-
cle on which bid was made, and be in
by Friday morning of each week. At
this time the envelopes were all op-
ened, bids examined and the highest
bidder on each article promptly noti-
fied.

The novel feature of this affair ap-
pealed strongly to the people, and
they responded with alacrity. The
stickers were all disposed of, the firm
brought to life a lot of dead capital
and acquired some valuable publicity
as well.

A great opportunity will only make
you ridiculous unless you are pre-
pared for it



Movement of Merchants.

Charlotte—A. R. Morgan succeeds
Morgan it Lentz in the grocery busi-
ness.

Traverse City—Perry D. Lile suc-
ceeds George E. Harvey in the gro-
cery business.

Detroit—The S. S. Kresge Co. has
increased its capital stock from $12,-
000,000 to $22,000,000.

Kalamazoo—The Home Savings
Rank has increased its capitalization
from $100,000 to $200,000.

Bay City—The Jennison Hardware

Co. has increased its capital stock

from $300,000 to $500,000.
Wyandotte—The Wyandotte Sav-
ings Rank has increased its capital

stock from $100,000 to $200,000.

Hudsonville—Alvard & Schulmas-
ter have completed their $10,000 ga-
rage and opened it for business.

Lucas—Eire destroyed the store
building and stock of general mer-
chandise of Taylor Bros.. July 10.

Portland—Charles Towner has leas-
ed the Roe store building and will
occupy it with a restaurant and cigar
store.

Ishpeming—The Atlantic & Pacific
Tea Co. has opened a grocery, tea
and coffee store at the corner of Sec-
ond and Ridge streets.

freesoil—H. R. Geer has sold his
store building and grocery stock to
Harry Howard, recently of Colorado,
who has taken possession.

St. Johns—The St. Johns Agricul-
tural Association has purchased the
grain elevator of John' F. Parr and
will take possession August 1

St. Johns—\\ . H. Woodard has
sold his steam laundry and building
to W. T. Kelly, who will greatly en-
large the plant and add new machin-
ery.

Hudsonville—X. J. DeWeerd, deal-
er in general merchandise, is making
plans to erect a modern store build-
ing on the site of the one he now oc-
cupies.

Charlotte—H. H. Krebs, who has
conducted a grocery store here for
the past sixteen years, has closed out
his stock and store fixtures and will
retire from business.

Saginaw—Reid Bros., Inc., has been
organized to conduct a drug store,
with an authorized capital stock of
$100,000, $52,000 of which has been
subscribed and paid in in propertv.

Jatkson—A. E. Greene, the expert
merchandise adjuster, has completed
a closing out sale of the $25,000 dry
goods and clothing stock of J. D.
Merner, Hespeler, Ontario, Canada-

Hudson—The North American Oil
& Gas Co. has been incorporated with
an authorized capital stock of $400,-
000. of which amount $6,500 has been
paid in in cash and $259,000 in prop-
erty.
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Detroit—The James Henry & Son
Co. has been organized to conduct a
general hardware business, with an
authorized capital stock of $6,000, all
of which has been subscribed and
paid in in cash.

Detroit—Three auto bandits robbed
the Manhattan Boot Shop, 329 Wood-
ward avenue, recently. After lining
up the proprietor, J. A. Quinn, two
clerks and a customer they escaped
with $125 in cash.

Port Huron'—The Port Huron Oak-
land Co. has been incorporated to
deal in automobiles, supplies, acces-
sories, etc., with an authorized capital
stock of $12,000, all of which has been
subscribed and $8,500 paid in in cash.

Jackson—MeCrum, Jones & Sheap
has been incorporated to deal in farm
implements, automobiles, tractors,
etc., with an authorized capital stock
of $10,000. of which amount $7,000
has been subscribed and paid in in
cash.

Xegaunee—The Atlantic & Pacific
Tea Co., which conducts a chain of
over 6.000 stores, carrying a general
line of groceries but specializing in
teas and coffees, has opened a sim-
ilar store in the Lafkas building, 432
Iron street.

Saginaw—Tom Ryan has sold his
grocery stock to Frank Marxer, who
will continue the business at the same
location, 130 North Jefferson avenue.
Mr. Ryan will continue his wholesale
business and his retail store at 1531
Genesee avenue.

Jackson—The Co-Operative Society
Railway Brotherhoods has been incor-
porated to conduct a general co-oper-
ative mercantile business, with an au-
thorized capital stock of $30,000, all
of which has been subscribed and
$3,000 paid in in cash.

Newaygo—The Xewaygo Co-Oper-
ative Association has sold its plant
and real estate to the Gleaner Clear-
ing House Association, of Grand Rap-
ids, which has taken possession and
will erect a modern grain elevator on
the property at once.

Detroit—The Lorraine Cigar Co.
has been incorporated to conduct a
wholesale and retail cigar, tobacco

and confectionery business, with an
authorized capital stock of $50,000, of
which amount $25,000 has been sub-
scribed and $10,000 paid in in cash.

Flint—Benedict & Chalker have
merged their bicycle, motor cycle and
accessories business into a stock com-
pany under the style of the Benedict-
Chalker Co., with an authorized cap-
ital stock of $20,000. $12,000 of which
has been subscribed and $2,000 paid
in in cash.

Mason—The Parsons-Dean Co. has
been incorporated to repair automo-
biles, tractors, etc., and sell accessor-
ies and supplies therefore, with an
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authorized capital stock of $20,000,
all of which has been subscribed and
paid in, $1,552.28 in cash and $18,-
447.72 in property.

Kalamazoo-—James J. Van Kersen
has merged his department store
business into a stock company under
the style of J. J. Van Kersen, Inc.,
with an authorized capital stock of
$10,000, all of which has been sub-
scribed and paid in, $3,358.89 in cash
and $6,641.11 in property.

PontiaC* Henry P. Gaukler has
merged his fuel, ice and builders’ sup-
plies business into a stock company
under the style of the Henry P.
Gaukler Co., with an authorized cap-
ital stock of $100,000. of which amount
$86,000 has been subscribed and paid
in. $800 in cash and $85,200 in prop-
erty.

Brighton—Ray Phillips,
ducts a grocery store here, has se-
cured a Contract for the sole right
to sell groceries at the Grand River
Lakes Colony until it becomes a vil-
lage. He is erecting a store building
in the midst of the colony and is also
remodeling and enlarging his store
building at Brighton.

Detroit—P. J. Schmidt, one of De-
troit’s oldest shoe retailers, located
at 32 to 36 Michigan avenue, announc-
es his retirement from business after
years and years. The store will be
continued by F. M. Frank, P. J. Wil-
liams and Wailliam J. Grob, as the
P. J. Schmidt Co. The new company
will handle both men’s and women’s
shoes.

Detroit—The Newcomb, Endicott
Co. has moved its women’s shoe de-
partment to a temporary location on
the third floor preparatory to the oc-
cupancy in the near future of the
section now being arranged in the
new building. The new shoe depart-
ment will be more than double the
space of the old location on the first
floor, and will permit the carrying of
a much larger assortment of styles
and sizes.

who con-

Manufacturing Matters.

Ray City—The Aladdin Co. has in-
creased its capital stock from $500,000
to $2,000,000.

Rattle Creek—The Calhoun Casting

Co. has increased its capital stock
front $15,000 to $50,000.
Detroit—The American Box Sup-

ply Co. has increased its capital stock
from $24,000 to $150,000.

Big Rapids—The Hanchett Swage
Works has increased its capital stock
from $75,000 to $150,000.

Rapid River-—The Collins Land &
Lumber Co. has increased its capital-
ization from $300,000 to $400,000.

Perry—James K. Finneran has sold
his bakery to Lansing parties, who
will remove it to that city. Mr. Fin-
neran will locate in Ohio.

Detroit—The Central Stamping Co.
has been incorporated with an au-
thorized capital stock of $9,000, all of
which has been subscribed and $1,000
paid in in cash.

Detroit—The Dome Oil & Gas Co.
has been incorporated with an au-
thorized capital stock of $50,000, $6,-
000 of which has been paid in in cash
and $5,000 in property.

Detroit — The Sheridan Leather
Goods Go. has,,been incorporated with
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an authorized capital stock of $50,000,
$25,000 of which has been subscribed
and $11,000 paid in in cash.

Albion-—The Albion Foundry &
Machine Co. has been incorporated
with an authorized capital stock of
$100,000, $50,000 of which has been
subscribed and paid in in cash.

Detroit-——The National Tool & Ma-
chine Co. has been incoporated with
an authorized capital stock of $10,000,
of which amount $6,000 has been sub-
scribed and $1,000 paid in in cash.

Jackson — The  Killarney Purity
Beverage Co. has been incorporated
with an authorized capital stock of
$25,000, $13,820 of which has been
subscribed and paid in in property.

Menominee—The American Rule &
Block Co. has been incorporated with
an authorized capital stock of $100,-
000, of which amount $88,000 has been
subscribed and paid in, $68,000 in cash
and $20,000 in property.

Saginaw—Koehler Bros, have merg-
ed their iron works into a stock com-
pany under the same style, with an
authorized capital stock of $45,000,
all of which has been subscibed and
paid in, $1,500 in cash and $43,500 in
property.

Jackson—The Fox Machine Co. has
merged its business into a stock com-
pany under the same style, with an
authorized capital stock of $300,000,
$150,000 of which has been subscribed
and paid in, $5,000 in cash and $145,-
000 in property. ,

Hancock—A. J. Verville, has pur-
chased a site on which he will build
a factory which will make ice cream
tubs, boxes and other wood products.
The concern will employ about fifty
persons to start with, and Mr. Ver-
ville will be one of the executives.

Detroit-——The Triple Savings Pack-
et Co. has been incorpoated to manu-
facture and sell envelopes, with an
authorized capital stock of $15,000
common and $10,000 preferred, of
which amount $20,000 has -been sub-

scribed, $12,000 paid in in cash and
$8,000 in property.
Detroit—The Ferro Stamping &

Manufacturing Co. has increased its
capitalization from $40,000 to $190,000.

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

—- e

Swine Fighting Among Themselves.

The Piggly Wiggly Corporation,
operating a chain of grocery stores in
St. Louis and elsewhere in the United
States, filed suit during the week in
the United States District Court at
St. Louis asking that Charles Tamme,
Jr., be restrained from using the name
“Hoggly Woggly” for grocery stores,
operated or to be operated byr him.
It is set forth in the suit that the name
adopted by Tamme was selected to
suggest the name Piggly Wiggly and
to deceive the public into believing
Hoggly Woggly stores are Piggly
Wiggly stores. It has been known
that such a suit was contemplated
some time ago. An employe of Hog-
gly Woggly said at the time the name
of Hoggly Woggly stores was adopt-
ed that the promoter was a mem-
ber of the same corporation. The
implication is that somewhat similar
methods of distribution are employed.
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Features of the
Staples.

higures obtained from the post-
office department go to show that
some one is getting ahead of the re-
tailer in selling coffee. In one post-
office the big gain in mail freight is
reported as being in coffee, and auto-
mobile tires.

Prices and conditions in the gro-
cery business are being talked over
constantly. Editorials are being writ-
ten in financial papers and deductions
are being drawn from facts by writers
expert on the subject. From the
Journal of Commerce comes the fol-
lowing:

Essential Grocery

According to the Bureau of Labor,
food prices are high and going high-
er, and there is no apparent effect of
the "price-slashing campaign” which
was so loudly touted and featured in
parts of the country not long ago.
It was then understood by all care-
ful observers of the conditions that
there had been no change in the un-
derlying situation, but that matters
were in quite as difficult a position as
at any time in the past. Prices have
been cut in some lines of merchan-
dise, but most of the cuts have been
in prices which never ought to have
been raised to their peak level.

The fundamental food costs of the
country were never so high as they
are to-day and they are moving high-
er. They will continue to advance
until production is increased. Present
prospects favor a falling off rather
than an advance in the volume of
farm production and there is a sim-
ilar situation in some other parts of

the world. This is not a case where
legislation or prosecution or any
other kind of political camouflage

will do the slightest good, and it is
wrong to mislead the public into the
false belief that it can lift itself by its
own bootstraps. It can reduce prices
by economizing in the use of food, by
substituting inexpensive for costly
kinds of food, by producing more and
by eliminating unnecessary delivery
expenses so far as they exist. Better
railway transportation will help im-
mensely both by cutting down the
cost of marketing, avoiding loss
through spoilage and permitting the
shipment of all consumable food prod-
ucts. There are many incidental ways
in which food expense may be re-
duced, but most of them will fall
within one or the other of the classes
just sketched.

The *“cost of living” seems likely
to figure largely in the present polit-
ical campaign, but if the public is
wise it will pay but slight heed to the
tiresome twaddle about inflation, pro-
fiteering and the rest of the tradition-
al ways of attracting attention from
the chief issue. This is an economic
question—to be solved, if at all, by
economic methods and through a long
and systematic effort carried on earn-
estly with a view to providing a better
national food supply. Such effort will
not succeed unless labor can be in-
duced to work more steadily and
more earnestly and unless the various
productive factors already sketched
can be brought into more direct and
effective co-operation with one an-
other. That is a result which must
be accomplished, but it will not be
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reached through any flourish of the
political drums and trumpets.

Sugar—The situation is desperate,
on account of the wretched transpor-
tation facilities. A local jobber has
had no sugar since June 22, but has
$105,000 worth of sugar in transit—
some of it on the road from the
seaboard for more than a month. The
local price of granulated is 2il2c@
26Lie, depending on the date of the
purchase from first hands.

Tea—No change has occurred in
this market during the week. Busi-
ness is extremely dull, as is usual at

this season. Prices show no change
in any line. Formosas are inclined
to be weak. Some new Japans are
arriving, but price is so high that

buyers are not particularly interested,
although some are selling.
Coffee—The market continues weak.
A break has occurred in Brazil, which
is principally affecting Santos and
the market in this country has been
directly affected. Coffee is now at the
lowest point since the armistice and
there is nothing in sight to indicate
that it will advance in any material
way. Samos grades are affected more
than Rio, as the former have declined
several cents a pound, while Rio 7s
are down not over Ic. Buyers are
still afraid of the market and are
staying out of it except for actual

wants. Milds also show a soft under-
tone, but no particular decline for
the week.

Canned Fruits—Enquiries are re-
ported for California Bartlett pears
and cherries on the spot. Most brok-
ers said, however, that they were not
obtainable. There is no movement in
the balance of the list and interest in
futures is withheld.

Canned Vegetables—The market
for canned foods continued dull. Al-
though at this time there should be
considerable activity, there is very lit-
tle doing because canners have de-
cided to pack nothing beyond the
quantity covered by orders on hand
or received while the packing season
is on. As a matter of fact, there is so
much uncertainty which has been
created as a. result of the financial
stringency, the shortage of labor and
the freight situation that there is the
greatest hesitancy in making commit-
ments on the part of interests which

were active some time ago. There
were some enquiries for Southern
peas. Spot and future tomatoes con-

tinued to be neglected. Those buy-
ers who have the nerve and are also
supplied with sufficient financial back-
ing are said to be placing orders for
future tomatoes as well as other vege-
tables, but most of the jobbers are
very dubious regarding the future, and
are holding off. This view, however,
is having little influence on the atti-
tude of the packers.

Canned Fish—There is no special
feature in the fish market, except the
opening in part of new prices on sal-
mon. Some packers, but not the larg-
est, have named $3.40 for red Alaska
and $1.75 for pink, f. 0. b. coast. Some
pinks have been sold for future de-
livery, but compartively few reds, as
the price is considered high. The sit-
uation in Columbia River salmon,
which is the fancy grade, is behind
last year, but better conditions are
expected from now on, and if they
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come packers will make about an
average delivery. Tuna continues
firm, especially futures, owing to the
prospect of a short pack, due to the
fishermen’s strike. Domestic sardines
are quiet. This incudes new pack,
which are considered high.

Dried Fruits-——Late advices from
the Coast state that hot weather has
done some damage to prune crops
north of the Santa Clara valley. Ac-
cording to current report, the large
independent operators look for a
shortage of large size Santa Claras
and have reduced percentages of these
in their offers to 3 to 5 per cent. 30s
and 10 to 15 per cent, of 40s in as-
sortments. It is not expected that
the association will name prices on
their 1020 crop much before the mid-
dle of next month. The outlook for
the Oregon cron is reported to be
good and, according to some accounts,
present indications point to the larg-
est yield on record. High prices are
reported as having been paid by can-
ners for apricot crops, up to $110 a
ton having been obtained by grow-
ers. As it is expected that require-
ments for canning will be greatly
curtailed by the financial situation and
the lack this year of an export outlet
of any consequence, the supply for
the evaporators promises.to be ample
and possibly at lower prices than
now prevail. Contrary to long estab-
lished precedent for this season of the
year dried apricots are being offered
sparingly, if at r.1, for shipment out
of the new crop. The Association has
withdrawn from the market and in-
dependents do not seem to be at all
anxious to secure forward delivery
orders owing to the excessive prices
growers are demanding for fruit in
the orchards. In the balance of the
list little interest is manifested.

Condensed Milk—Many manufac-
turers are taking orders subject to
prices day of shipment, only.

Cheese—The market is unchanged,
there being an adequate supply to
meet the slightly improved demand.
lhe quality of cheese now ariving
is very fancy and there is a good con-
sumption at this time.

Rice—The market is decidedly quiet
in the past week and prices are mostly
nominal. The movement of supplies
is limited to current needs of home
consumption.

Provisions—The market on pure
lard is weak, with quotations about
the same as a week ago. There is a
moderate supply and a light demand.
The market on lard substitute is
weak and unchanged. There is an
extremely light supply and a very
light demand. The market on smok-
ed meats is slightly firmer, prices
having advanced about Ic per pound,
due to a very good demand and a
fair supply. The market on barreled
pork is steady and unchanged. The
market on dried beef is firm, with
a good demand and unchanged quota-
tions. The market on canned meats
is steady and unchanged.

Conditions in Wheat and
Flour.
W ritten for the Tradesman.

The Government Crop Report just
out indicates a total winter wheat
crop of 518,000,000 bushels and a total
spring wheat crop of 291,000,000 bush-

els, making the total wheat produc-
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tion for the United States 809,000,000
bushels against a winter wheat pro-
duction last year of 732,000,000 and a
spring wheat production last year of
209.000. 000, a total production last
year of 94*1,000,000 bushels, making
this year’s crop short of last year’s
132.000. 000 bushels. The carry-over
this year, however, is estimated at
from 125,000,000 to 150,000,000 bush-
els, so all in all we have plenty of
wheat for this year and none need go
with an empty flour bin because of
lack of supplies.

Based on Domestic and European
requirements, however, practically
every bushel will be needed. It is
estimated home requirements are 650,-
000,000 bushels; this will leave ap-
proximately 300,000,000 for export and
European requirements this year are
approximately 400,000,000, but Europe
will draw from India and Argentina,
as well as North America.

Until Russia gets back to normal, it
is going to be difficult to build up a
world surplus on wheat.* It seems
impossible to have much, if any, re-
duction in wheat values from the
present basis for the next year or
two at least.

Conditions for harvesting are fairly
good; have been ideal up to about a
week ago. Are having, and have had,
showers during the past week, al-
though, no particular damage has been
done and it is hoped the weather will
clear up and make possible the saving
of our crop without any deterioration
in the quality.

Splendid reports have come from
the spring wheat sections; although,
during the past three or four days
Black Rust damage has been making
itself felt. It is certainly to be hoped
there will not be a repetition of last
year’s trouble along this line. It is
too early, of course, to determine de-
finitely just to what extent this mal-
ady prevails.

Exports for the past week were 8,-
853,000 bushels against 4,664,000 the
same week a year ago; Argentina’s
were 7,905,000 compared to 3,120,000
last year. Receipts at Duluth were
63 cars and Minneapolis 171, a total
of 234 cars against 99 cars last year.
Receipts at Western points were 702,-
000 bushels against 637,000 bushels
last year; at Eastern points 764,000
bushels against 54,000 last year. Ship-
ments from Western points were 988,-
000 bushels against 126,000 last year
and from Eastern points 622,000
bushels against 376,000 last year, so
it will be seen the movement of wheat
is heavier than a year ago.

While considerable difficulty is
being experienced in obtaining suffic-
ient cars, indications are ample wheat
will be moved to market to provide
for the normal fall business on flour.

The future of the market is uncer-
tain. Various opinions are expressed.
Some of the leading mills and eleva-
tors claim prices are as low now as
they will be. It seems probable, how-
ever, there will be further recessions
when the heavy movement sets in,
and we do not believe the time is ripe
for heavy buying to provide for the
fall requirements; although, the trade
will do well to watch crop reports
closely, as any material damage to
the crop will result in sharp advances.

Lloyd E. Smith.
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How Two Traveling Men Spent Their
Vacation.

Mears, July 9—Wonder how the
good natured traveling men are put-
ting in vacation week, while the fool-
ish  merchants who never know
enough to take a vacation are plod-
ding away?

1 can report on two—Glen Finch
and his brother, Seeley Finch, who
with their respective families are re-
sorting at beautiful Silver Lake, West
of Mears and near the Hunter trout
stream. My son was explaining to
Glen that the reason he always gets
the limit of trout was because said
son does his trout fishing from mid-
night until dawn. This gave Glen an
idea. Now, an idea in a traveling
man’s head is a novelty. So at mid-
night Glen quietly arose and, wading
out a half mile into Silver Lake, he
tried the stunt of night casting for
bass. The stillness and lonesome-
ness of the hour and the unrespon-
siveness of the bass got on Glen’s
nerve and about that time there was
a great commotion in the water twix
Glen and the shore. With visions of
submarines and sea serpents, he
started wading ashore, arriving in a
very exhausted and quaking condi-
tion. The cause was simply a school
of mammoth carp sporting in the
shallow water, but it will be many a
day before Glen gets over his fright.
He tried to make us believe he
thought they were mermaids, but |
know he would not run AW AY from
a mermaid any quicker than from a
chicken. Being all in, he refused to
accompany Seeley in quest of trout
that morning. So Seeley, wife and
son started for trout. While the hap-
py family were crossing the meadows,
they were confronted by an angry
bull and. quicker than the telling,
Seeley had his better half and son
up a tree. He valiantly stood at the
base of the tree, throwing first bait
can, then sticks, stones and harsh
words. The bull, after two hours
of playfulness, wandered off and the
family got back to terra firma. Says
the Mrs.: “You will have to dig more
bait.” Says Dr. Seeley: “Nay, nay,
we go back to the cottage where the
most dangerous animals are skeeters.
I will be jammed if | stay here, the
bull can go to jell.” (I don’t know
how he gets that way. Maybe ’cause
it’s canning time.)

Too bad Glen did not go trout fish-
ing. It would have been so easy for
him to throw the bull.

This is how two traveling men
spent one day of vacation. How all
of them spent all the week would
fill a book. Chronic Kicker.

Evidently Knows Scully Like a Book.

Almont, July 13— observe that
certain gentlemen are inclined to
criticise jrou for something you have
said about C. B. Scully. | wish to say
this much, that the delegation that
refused to indorse Scully for Lieute-
nant Governor did represent the sen-
timent of Almont. The real truth is
that Scully did not have the make-up
of that delegation. His own neigh-
bors are opposed to him. One in-
stance will prove this. Almont has
had a community affair every year
for several years. This was promoted
by the Business Men’s Club. One
was planned this spring. Scully was
determined to make it a political af-
fair. The business men were request-
ed to make it a real community affair
and cut the politics. A vote was tak-
en on this at a meeting of the Club
and carried, but Scully butted in and
tried to get speakers to help his cause.
Among them was Mark T. McKee, of
Detroit. Possibly you know him.
The result was that the community
affair had to be given up, for out of
300 tickets needed to make it a suc-
cess, only about one dozen were sold.
Now, if that does not represent the
sentiment of the people of Almont,
what would? William Rider, a farm-
er neighbor of Scully, can give you a
sample of Scully’s sharp practices;
also Claud Sleeman, former supervis-
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or of Almont township. They will

tell how he has double crossed his
friends. | do not know Mr. Read,
but 1 do know that Michigan does
not want Scully for Lieutenant Gov-
ernor—not if you want the man
needed. | can give you more facts

why Scully should not be our next
Lieutenant Governor. If your paper
circulates over the State, 1 don’t see
why considerable sentiment could not
be started against Scully. Let us get
busy and defeat him at the primaries.
If you care for it, I will write more.
I wish Scully’s record in connection
with the Farm Bureau and why it was
organized could be written up. Yours
for a clean State administration.
P. J. Hayden.

Sugar From Sawdust Not Great Pub-
lic Hope.

Sugar obtained from sawdust is not
suited for table sugar, according to
the chemists of the New York State
College of Forestry at Syracuse, be-
cause it is an entirely different sub-
stance; one of the many so-called
“sugars” derived from unusual sourc-
es, and so entirely different in chem-
ical form as to blast any public hope
that sawdust may be used to relieve
the present famine in cane sugar.

“An important sugar can be pre-
pared from sawdust by hydrolysis
with acid,” says Dr. L. E. Wise, pro-
fessor of forest chemistry at the New
York State College of Forestry, “but
it must not be confused with the su-
gar of the breakfast table. This su-
gar, prepared from wood, is dextrose
or glucose, identical with the sugar
obtained by acid treatment of starch,
but not identical with sucrose, com-
monly termed ‘cane sugar’ or ‘beet
sugar.’

“Glucose is, however, widely used
commercially, and is an important
foodstuff. It is the principal com-
ponent of corn syrups and the like,
and has distinct nutritive value. As
sucrose cannot be prepared from glu-
cose, either commercially or in the
laboratory, there is little prospect
that such a synthesis will be an ac-
complished fact in the near future.
The commercial production of glucose
from sawdust or other sources, how-
ever, probably merits thorough inves-
tigation.
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Finds Palmer Aided Sugar Gougers.

Attorney General Palmer has been
found guilty by the House investigat-
ing committee of the charges prefer-
red by Representative Tinkham, that
he was directly responsible for the
rise in the price of sugar, which has
cost the consumers of the United
States millions of dollars. The report
is as follows:

The Attorney General used his
power as chief prosecuting officer of
the United States for the purpose of
fixing maximum selling prices of su-
gar in the State of Louisiana, and, in
so doing, acted wholly without au-
thority of law in violation of his own
construction of his official duty, which
pecluded him from placing any in-
precluded him from placing any in-
inal statutes under which possible vio-
laters might escape prosecution.

The committee substantiated the
charges of Repesentative Tinkham,
who made a demand for the resigna-
tion of Palmer as the “only action
that will meet the present situation.”

Hats For Early Fall.

Included in the early fall line of one
of the leading milinery manufacturers
of this city are unusually attractive
models made of duvetyn and beaver.
For some of the hats duvetyn is used
for the crown and upper part of the
brim, and beaver forms the facing.
Other models have the entire crown
and brim of beaver, with velvet used
as facing on the under side of the
brim. Some of the hats in this line
are described this way in the current
bulletin of the Retail Millinery Asso-
ciation of America:

“A line of sailors made of hatter’s
plush is especially featured by this
house. The hats—extremely smart—
are made just like a man’s high hat
with a gossamer body, and duvetyn
is used as facing for some of the
models.

“Hatter’s plush is used also to make
a swagger veil hat. The high crown
gives it somewhat the appearance of
a small high hat, and the brim is
straight and narrow. Two jet orna-
ments festoon the front ¢f the crown,
and a veil dangles from the narrow
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brim.  For a rolling sailor of green
duvetyn, black hatter’s plush is used
to face the brim. Trim hats designed
for riding or strictly tailored wear,
made entirely of the hatter’s plush,
also are shown.

“Orange duvetyn is combined with
white beaver to make a ‘striking’ hat.
The high crown is somewhat bell-
shaped and slopes slightly on one
side. The broad brim of the vivid-
Imed duvetyn is festooned with flow-
ers of beaver appliqued with Angora.
A narrow black and orange ribbon
bands the crown and ties in a bow

in back. Facing the under side of the
brim is the white beaver.

“Canary color beaver makes a
fetching hat whose broad brim is

faced with ‘nigger brown’ velvet. A
bow of lame festoons the front of the
crown and a spiral row of lame circles
its top. A hat of black velvet has a
round crown and rolling brim. Flow-
ers and fruit made of white kid are
appliqued with silver threads to the
under side of the brim.”

Duty on Parcel Post Packages.

A decree went into effect in Peru
on July 1 requiring recipients of par-
cel post packages from foreign coun-
tries to pay an additional 2 per cent,
import duty on the value of the mer-
chandise. Commercial invoices must
be included in each package. When
invoices are not inclosed the contents
will be inventoried and appraised by
the customs officials in the post office.
The object of the tax is to provide
funds for a new post office in Lima.

The Wilmarth & Morman Co. has
increased its capitalization from $50,-
000, to $300,000.

The Rindge-Krekel Co. has increas-
ed its capital stock from $25,000 to
$125,000.

Testing Tradesman Advertising

48 in. White Sonitas Oilcloth $5.75.
48 in. Smalli Check Sonitas Oilcloth
$5.75.
| have sold over ten thousand dol-
lars worth of worsted yarn in past
six months. Write for sample card
all colors. Mail orders to
W. B. DUDLEY,
Grand Rapids, Mich.

THE PRICE TO THE TRADE

Self RaiSI"*dPan Cake Flour
Self Raising Buckwheat Compound

For the Coining Season on

is as follows:

1/4 Ib. Carton, 2 doz.

5 Ib. Sack,
i0 Ib. Sack,
25 Ib. Sack,

L Y e — @$

i0 to abale -@
5to a bale @
Bulk

for any brand and be sure to get this particular packing.

1.25 per doz.
3.55 per bale
3,50 per bale
@ 1350 per bbl.

The 1920 pack is the best piece of goods on the market.

Don’t pay more

Your Jobber is ready to book you for Fall. Write us direct on attempt to
persuade you to take something claimed to be just as good. You will have our

best attention.

Commercial Milling Company,

- DETROIT
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MAN ON THE FIRING LINE.

The traveling man, the field section
of the home organization, the anten-
na that creeps and grasps for new
support; that waxes strong with good
business; that grows faint of heart
when orders are few; whose exist-
ence is betwixt and between. Who
starts out with high hopes into his
land of rosy promises; who is re-
buffed but comes again; who person-
ifies the spirit of the house that sends
him out, the traveling man of modern
commerce, who detractors say is
clothed in the armor of conceit and
bucklered by an aggressive optimistic
egotism which carries conviction to
his daily customers.

It is essentially a life that appeals
to the young and buoyant. It is more
than this; it is a field which has fur-
nished the spur to the ambitions of
the Nation’s most successful sales-
men. It is the training ground for
future executives at a desk in the
main office, where from the experi-
ences obtained by actual contact with
customers on the road, the policy of
the enterprise can be handled with
intelligence and dispatch. Youthful
qualities are required to stand the
physical discomforts and interrup-
tions that disarrange a regularly liv-
ed life.

Railway service
length of day which the traveling
man must put in and one familiar
with his territory is able to tell to a
few hours the length of time needed
to cover his prospects in many cities,
under ordinary selling conditions.

The man with the samples is a wel-
come visitor in nineteen out of twen-
ty of the places he may call upon,
even though sales to actual customers
may not reach one-half that number.
Despite their statement to the con-
trary merchants enjoy being “drum-
med.” It flatters their vanity and
gives them the enjoyable feeling of
being worth calling upon. Irregular
train service and broken hours of rest
are the least of the woes of the trav-
eling man’s life. They invariably are
good eaters, and all know that the
average hotel bill of fare is not one
which appeals to the man skilled in
ordering a good dinner, nor to one
who has any trouble with the stom-
ach.

He brings a new atmosphere into
everyday life. He is as welcome as
the rainbow at the end of a storm.
He radiates good humor. He is fill-
ed with good stories and new ones.
He is worth while in every way, even
to the extent of a liberal order for
goods which may not move from the
shelves in the next six months.

So here is to the brave spirit who
gives up the comforts of home, the
pleasures of constant friends, and the
surety of a definite program, for the
vexations, the disappointments, and
the high rewards that comes to him
while on the firing line of business.

determines the

COTTON AND ITS FABRICS.

Cotton quotations have been rather
unsettled far some time, and the past
week exhibited about the usual feat-

ures. The general tendency is down-
ward, despite a lot of boosting the
other way. Logically, this fibre
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should follow the course of wool and
silk, and it would have done so had
it not been for the financial backing
which holders have had. There are
few sales of actual cotton and a de-
cided crimp seems to have been put
into the exports of it. The new crop
is also coming up in such a way as to
astonish those who based their hopes
of a short yield on the Government’s
first estimate. Each week seems to
show a better condition in practically
every locality. Extra staple and
Egyptian cotton are lower. In cot-
ton manufactures the most significant
circumstance is the continued weak-
ening of yarn prices. Fabrics are
also being offered at lower figures
without spurring up any -particular
demand. This is especially noticable
in print-cloths and other goods in the
gray. Bleached fabrics are also quite
lifeless and colored and printed ones
seem due for price declines when
they will be offered. The wash
goods sales at retail have been rather
disappointing, and this circumstance
is not calculated to help them in the
primary market. Business in Kknit
underwear is quiescent, with little
disposition on the part of either buy-
ers or sellers to operate. When the
delayed openings for spring are held
it is predicted that price advances will
be shown. But the prophecy may not
materialize when actual conditions are
more apparent. In hosiery, buyers
are holding back for declines.

WOOLS AND WOOLENS.

Auction offerings of Government-
owned wool in the London market
during the last week only served to
emphasize the fact that the demand,
even from the Continent, is very
much less urgent than it was. Over
here business is stagnant, as is only
natural when it is considered that so
many of the mills are shutting down
for an indefinite period. No one seems
to know how much of manufactured
fabrics is in the possession of the
mills or how much is held by second
hands and cutters-up. Some of the
second hands have been offering fab-
rics at prices considerably lower than
those at which they acquired them,
and there does not appear to be any
eagerness to buy the stuff. Manufac-
turers of both men’s and women’s
garments do not seem to be disturb-
ed over the action taken by the mills
in suspending operations, or to be-
lieve that there will be any scarcity
of fabrics when the demand for them
shall come. The chief anxiety just
now is not to cut up any more stuff
than they have orders for. At the
present they are still in doubt as to
the quantity which will be ordered.
Buyers are coy and show a disposi-
tion to hold off as long as possible
and then purchase only for immediate
wants. A disturbing factor is the
belief that the Nemours Trading
Company, which is now selling its
big shoe stocks at retail, will soon do
the same with its made-up garments
and large quantity of fabrics. It will
take a few weeks for the men’s and
women’s wear trades to get down to
their bearings. When they come to
buying fabrics for spring they will
get them at reduced prices, it is al-
ready announced.
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“A Can of

Royal Baking Powder!”

That’s the way the wise woman
starts her order for the Baking
Bee. No ifs and huts about it!
She says ROYAL with an
emphasis, determination and
finality that leave no room for
misunderstanding.

ROYAL
Baking Powder

Absolutely Pure

Contains No Alum -
Leaves No Bitter Taste

DominoSyrup
An All-Season Syrup

Housewives find Domino
Syrup excellent for sweetening

many fresh fruits. You can

recommend it for baked apples,
apple pie, apple butter, rhubarb
pie, spiced fruits, and fruit
sauces.

Domino Syrup is made from
cane sugar and has the de-
licious cane flavor.

American Sugar Refining Company

“Sweeten it with Domino*

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



QUIET-SPOKEN SALESMAN.

Worthy merchandise, an attractive
price and advertising may all play an
important part in selling goods, but
as long as buyers are human it is
to be expected that the personality
of the salesman will continue to ex-
ert a very pronounced influence in
“making” or “breaking” a sale. More
than one failure to qualify as a suc-
cessful exponent of the selling art,
even with merchandise that came
close to selling itself, has been chalk-
ed up to lack of personality.

For instance, there was a young
and exceedingly energetic young man
who received excellent coaching un-
der the tutelage of a district sales
manager who was not an office man
but an actual business better. Phis
young man not only had an oppor-
tunity to see a super-salesman in ac-
tion, but was, in fact, his understudy.
Suggestions and criticism were his
for the asking, and many times with-
out the asking. There was nothing
stubborn about bis makeup, as his
age was just right for the so-called
“breaking in” process. But, with all
his advantages, he never developed
into a salesman. The reason was
explained to him, and even before the
explanation it was clear to himself.
Try as he might, however, there
seemed to be no way of overcoming
the fault. He approached every buy-
er in the same way. He might change
his approach a little at the start, but
bis sales talk always wound up the

same way. This rubber stamp meth-
od was his one obstacle. To use a
baseball evpression, he had no

“change of pace.” In golf there is a

similar idiom to the effect that “all
shots cannot be made with the
diiver."

Personality in salesmanship is a
large subject, experts declare, because
it admits of so many variations. The
variations are there because so many
types of buyers exist, just as there
are so many types of men. Summed
up. however, men of long experience
in the selling game believe they have
formulated a general rule when they
explain that the sales talk must it
the type of man addressed. Emphasis
is laid upon the "change of pace” idea,
and just as the pitcher studies the
batter, so the salesman must study his
prospect.

The domineering type of salesman
has usually been the idol of his class.
It takes only the breath of a sugges-
tion to lead him on to telling his
most recent experience in making a
buyer hoi) through the hoop. Vet-
erans in the profession are apt, how-
ever. to call attention to .the fact that,
while the “nervy” member can relate
quite a few instances of the sort, some
enquiry will point to quite a number
of cases where nerve and domineering
got the same salesman nothing. In
fact, to establish a reputation as a
brow-beater the salesman is apt to
overplay bis part and get into more
hot water than he can comfortably
stand.

An interesting sidelight to the sub-
ject of salesmanship at present is the
condition brought about through the

long continued reign of a sellers’
market. The latter, it seems, has
done more to encourage the dom-

ineering type of salesman than any

.Down
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other factor. Circumstances made it
possible for the salesman to dictate
to buyers in a manner never before
possible. Not a few of them took full
advantage of this new power and, no
doubt, deceived themselves into be-
lieving it was their strong personality
that was “getting across” instead of
the dictation of conditions. On the
other hand, there are many instances
related by salesmen who admit they
will never talk to buyers again the
way tljey did until the millennium ar-
rives.

In one firm, the policy laid down
for the season when goods were
scarce and prices constantly advanc-
ing was to have customers distribute
their purchases over the entire line.
Thus the buyer could order only a
small percentage of the lower priced
merchandise and to get it had to pur-
chase higher priced numbers also. Of
course, many of the customers object-
ed, and not a few of them left the
showroom with the threat of taking
away their business. The salesmen
for this house fully realized the con-
dition of the market, and the “take it
or leave it” attitude received full ex-
pression. With the situation turned
about, there has been a decided
“change of pace” and the salesmen
are well aware of the fact that the
days of domineering are over.

As much as browbeating tactics are
criticized, there is many a word said
in favor of the method when judic-
iously used. A subservient manner,
on the other hand, is not so well rec-
ommended. It has very few, if any,
supporters among the salesmen who
lead in their profession. Sales diplo-
macy gets the largest share of credit
of any attribute of personality, but a
sharp dividing line is drawn between
diplomacy and boot-licking.

Bootlicking gets many deals across
because it is human nature for a buy-
er to relish holding the whip hand.
But with all the sales that have been
made this way the element of respect
is totally lacking. The man who
makes it his business to say nice
things to the buyer has to keep busy
thinking up new compliments and
new ways to make himself more hum-
ble. There is nothing quite so fire-
some as honeyed words after a time,
and it might surprise the salesman
who makes constant use of them to
know how well an independent and
outspoken rival is getting along with
the same customer. It is quite a
common thing for a buyer to mix up
the types of men he does business
with. Some will be of the subservi-
ent, mealy-mouthed sort, and others
will be the breeziest kind of individ-
uals.

It is when the buyer is thinking of
making a change in placing his busi-
ness that the fellow who is always
handing out soft words has to be
afraid. The buyer does not care a
whit what his flatterer thinks of him.
in his heart he knows that a
lot of the compliments he got were
pure bunk. He has some respect,
however, for the opinion of the man
who talks right up to him, and is not
so prone to give him offense. Con-
sequently, it is the free speaker who
has the advantage.

W hen the discussion of sales per-
sonality comes up among salesmen
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there is increased emphasis given to
the success of the “man with the
facts.” From the days of the sales-
man with the liveliest stories and a
pocketbook sufficient to take care of
large entertainment expenses, the de-
velopment is now in the direction
of ability to impart the latest and
most accurate information concerning
business. Business is no longer just
“good;” what goes to make up its
goodness must be explained. There-
fore the quiet-spoken salesman, who
is neither domineering nor full of flat-
tery but know's everything there is
to know about his line of business,
is the man who can lay claim to a
very agreeable sales personality.

OUR PRECIOUS INHERITANCE.

One race is found to have played
the dominant role wherever civiliza-
tion has reached its pinnacles—in an-
cient India, Persia, Mesopotamia,
Greece, Rome and perhaps also in
Palestine and Egypt. A gray-eyed
race with blonde or brown hair came
out of the unknown North, and where
it conquered it set up a civilization
of the highest type which lasted am-
shaken as long as the “blue blood”
endured—which means the blood of
those whose e3'es are blue. In the
more modern times these people of
the North emerged into the light of
history. Their home was in the Scan-
dinavian peninsulas, on the southern
shores of the Baltic and the North
Sea littoral. Once more, as Goths and
Vikings, they issued from their wil-
derness and conquered, founding upon
the ruins of the Roman Empire the
great nations of Western Euope. In
the nineteenth century, when the kin-
ship of these newer conquerors with
the conquerors of old was established
by the evidence of language, the race
was called Aryan. But in Asia and
Southern Europe the ancient stock
has long been submerged or obliter-
ated, although the language persists.
To-day the race exists as an entity
mainly in Northwestern Europe and
in the North-central part of North
America—In a few provinces in Hol-
land, in Scandinavia, in the British
Islands, in large portions of France,
izi the United States and in Canada.
So the historians .who make race the
determining factor in history call the
stock Nordic. That is "the great
race” of which Madison Grant records
the age-old prowess and the threat-
ened modern “passing.” Now in
"The Rising Tide of Color,” Lothrop
Stoddard evokes a new peril, that of
an eventual submersion beneath vast
waves of yellow men, brown men,
black men and red men, whom the
Nordics have hitherto dominated.

To most people this intensified re-
surgence of Kaiser Wilhelm’s “Yel-
low Peril” will seem at the worst a
distant danger, although Mr. Stod-
dard’s presentation is as sane and
measured as it is dramatically effect-
ive. But one part of the argument
comes home with irresistible force.
lhrough all ages it has been the fate
of the Aryan of Nordic to subside
in the sea of interior peoples, whom
he could conquer and dominate for a
time, but could not racially supplant.
While ruling Nordic fought his neigh-
boring Nordic ruler, in conflicts that
were racially fraticidal, the conquer-
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ed folk bred and multiplied, accumu-
lating wealth and eventually marry-
ing into the dominant race, to its
mongrelization and ultimate extinc-
tion. In the blood of the Nordic,
moreover, was the instinct of equal-
ity—democracy, as we call it—which
was sane and salutary only as long
as the race remained pure. To-day
in England and France and the Unit-
ed States the long submerged stocks,
“Alpine” and “Mediterranean,” are
rising on the wings of political equal-
ity, as they once rose in Greece and
Rome, to seize the power that the
Nordic framed and so long maintain-
ed. In brief, Mr. Stoddard sees in the
late war a fratricidal conflict and in
Bolshevism the threatened extinction
of all that has made our civilization
what it is.

In one respect the
precedented. Hitherto
submerged have risen gradually,
through long eras of wunconscious
change. To-day the movement is ac-
celerated and intensified, as the war
was, by the worldwide solidarity of
the nations. Class hatred has become
a worldwide creed, a fomenter of
world-wide revolution.

For the first time since man was
man there is a definite schism be-
tween the hand and the brain. Every
principle which mankind has thus far
evolved—community of interest, the
solidarity of civilization and culture,
the dignity of labor, of muscle, of
brawn, dominated and illumined by
intellect and spirit—all these Bolshe-
vism howls down and tramples in the
mud. Beside it, all the ill effects of
war would pale into insignificance.
To the Bolshevik mind the very exist-
ence of superior biologic values is a
crime. Bolshevism has vowed the
proletarianization of the world, be-
ginning with the white peoples.

Phis new historic idea runs counter
to our spiritual convictions as to the
brotherhood of all human beings and
the identical preciousness of all hu-
man souls. It runs counter to our
political dogmas of universal equality
and the sancity of the will of any
majority. Spiritually and politically
it is not democratic but aristocratic—
although the aristocracy is that of
biology. Yet, with Bolshevism men-
acing us on the one hand and race
extinction through warfare on the
other, many people are not unlikely to
give it an increasingly respectful con-
sideration. Above all, it throws new
light upon the need of a league or
association which will unite the na-
tions in defense of what is precious
in the Nordic inheritance.

crisis is un-
the racially

Things are so planned in the moral
universe that in order to get very far,
or to accomplish very much in this
world, a man has to be honest. The
whole structure of natural law is real-
ly pledged to defeat the lie, the false-
hood, the sham. Ultimately only the
right can succeed, only truth can tri-
umph. The whole lesson of life goes
to show that no amount of smartness,
brilliancy, scheming, long-headed cun-
ning, can take the place .of down-
right honesty, or be a substitute for
personal integrity.

It is easier for some men to spend
all they make than to make all they
spend.
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Michigan Retail Shoe Dealers’ Associa-

ion,
President—J. E. Wilson, Detroit.
Vice-Presidents — Harry  Woodworth,
Lansing; James H. Pox, ‘Grand Rapids;
Charles Webber, Kalamazoo; A. E. Kel-
logg, Traverse City.
in

av%cretary-Treasurer—C. J. Paige, Sag-

What Will Be The Consumer’s Fall

Demand?

1 am sorry that | cannot offer any
constructive course of action. | think
the conditions are mixed and that wc
have simply got to wait, and when
the clouds roll away possibly we will
be able to see a little more clearly
what the future has in store for us.

The volume of business for the first
quarter of 1920 in manufacturing,
wholesaling and retailing was, in my
opinion the largest in the history of
the shoe industry. During this period
many deterrent factors were felt, such
as a tight money market, transporta-
tion congestion, unintelligent public
criticism, and loose thinking and dis-
cussion on economic questions re-
lating to the industry. These handi-
caps would have created depression
and a panic, if there were ground for
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one in this country. But the country
and its industries are so sound econ-
omically that while some doubt and
distrust have been created, industry
has not lost its courage or faith. We
must realize, however, that there is
still grave danger in continued mis-

understanding and destructive criti-
cism.

We are now between the end of
spring and the opening of the fall
season. This is always a period of
conjecture and speculation as to next
season’s business and prices. It is
even more the case to-day, on account
of the deterrent factors that | have
mentioned. It is, therefore, natural
that buyers should develop a conser-
vative policy relative to future com-
mitments. On the whole, this is a
wise course to pursue. However, the
key to the situation is the answer to
the question “What will the consum-
er’s demand be in the fall?” From
what | can learn from most basic
industries, there will be full and
steady employment at good wages for
the next six months at least. For
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this reason, the demand for merchan-
dise from the consumer must be good,
affected to some extent by the con-
tinued rise in the cost of living.

It is significant in this connection
that business catering to the Southern
Western and agricultural districts in
general has been unusually heavy.
With this group of producers the dif-
ficulty in the next four to five months
will be in production rather than in
sales.

During the past month the retail
business in the larger industrial cen-
ters has shown an after-Easter season-
al slump, which has led some people
to think that permanent curtailment
of consumption has set in. Whole-
sale accusations of profiteering have
continued to disturb the merchant’s
and consumer’s state of mind. There-
fore business hooked for fall by mer-
chants located in large industrial cen-
ters in the North and East has been
backward.

The tendency to-day seems to he in
the direction of purchasing for fall a

larger volume than heretofore of
shoes made from moderate priced
material, in place of shoes of the
higher grade. This of course will

cause changes in the market for dif-
ferent grades of raw stock and sup-
plies. The net result will be benefi-
cial to the consumer and the industry.

Delayed transportation has so up-
set our ability to calculate that it is
impos. ible to determine with any de-
gree of accuracy whether merchandise
in hands of wholesalers and retailers
or in transit is or is not excessive. |
believe that it will take two months
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to gauge correctly the effect of this
calamity. In the meantime there will
be continued uncertainty, but, in my
opinion, as the season progresses,
confidence based on facts will dispel
many fears now prevailing. It is im-
possible to estimate the millions of
dollars tied up in credit due to this
abnormal transportation condition.
The Federal Reserve Bank, and other
banks, in outlining its policy must
not, and | firmly believe will not lose
sight of this condition. Quick and
efficient service in transportation is
necessary in order to help reduce our
capital requirements. General econ-
omic conditions are working in our
industry to the benefit of the con-
sumer, and | presume this will fol-
low in other industries as time pro-
gresses.

On account of its
these matters | would like to say a
few words regarding the MeNary
Shoe. Branding bill, lately introduced
in Congress, which requires that all
shoes be stamped with the maker’s
name and the maker’s selling price.
There are so many obvious objections
to a measure of this kind that | am
reluctant to believe the bill will re-
ceive the approval of Congress.

bearing upon

Our industrial order has been based
heretofore on the theory that free
unrestrained competition constitutes
the most complete protection for the

public and the greatest encourage-
ment to economic development. Wc
should not, in any instance, discard

this theory for policy of detailed and
artificial regulation, unless we are
satisfied that conditions are so ex-

BRADLEY & METCALF CO.

MILWAUKEE, WIS.

Wo

Manufacturers of

rld Beater Sh

Our Salesmen are now on the road with

our new Spring samples and they will

call on you within the near future.
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traordinary as to justify the reversal
of policy, and unless the suggested
regulation will be both just and ef-
fective.

The shoe industry, as a whole, is
not profiteering. There are 1,300 shoe
manufacturers in this country, over
six hundred wholesalers, and some-
thing over one hundred thousand re-
tail distributors of shoes. With all
factories operating at capacity the
supply of shoes will considerably ex-
ceed any possible domestic consump-
tion. Competition is. therefore, keen.
The average net profits of manufac-
turers. wholesalers and retailers have
been low as compared with other
businesses. The industry does not re-
quire excessive capital, and is open to
all, even now, if its profits are attrac-
tive enough from other lines.

\\ hv. then, should this indirect
method of price regulation be adopted
in the case of shoes and not with
respect to an infinite number of other
articles which have risen in price as
much or to a greater extent? If
shoes, why not underclothes, shirts,
stockings, men’s and women’s suits
and coats, hats and foods of various
kinds? No conclusive reason has yet
been adduced for singling out the
shoe industry for this attention. If
the medicine is good for one, it is
good for all.

To stamp the manufacturer's name
on every shoe will tend to destroy
the existing good-will of the whole-
saler and retailer, and to turn trade
toward the large and widely advertis-
ed manufacturer. To-day the efficient
and ingenious wholesaler or retailer
often puts out under his own brand
a shoe made for him according to his
own ideas, designs and specifications
by such manufacturers as he may
from time to time select. It is the
shoe that he has chosen to meet the
conditions of his locality and trade.
It is his product, and he stands be-
hind it. He is entitled to the credit
or discredit that its quality deserves.
This bill will in effect establish him
in the mind of the public as the sell-
ing agent of the manufacturer, when
the latter has really done little more
than build the shoe as his customer
directed. The competition will come
to be between nationally known manu-
facturers rather than between local
merchants in touch with and respon-
sible to their local trade. Much of
the incentive that to-day spurs on the
retail merchant to excel his competi-
tor in style, quality and service will
disappear. It is hard to see how this
can benefit the consumer in any way.

| presume the object of stamping
the price on the shoe is to prevent
exhorbitant profits by informing the
consumer regarding the manufactur-
ers price, from which the consumer
should derive some idea as to the
proper price that he should pay.

But can it be said that this require-
ment will aid the consumer? If the
bill is enacted, the consumer will find
the maker’s price on each shoe. But
it will in many cases be a price of
seasons or years prior to the sale to
the consumer. In recent days of shift-
ing markets, the maker’s price has
varied widely from week to week. A
shoe bought by the retailer at the
beginning of the season may bear.
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one price; a similar shoe bought after
the season opened, to fill in a depleted
stock, may bear a far different price.
The retailer’s shelves will contain the
same kind and quality of shoe stamp-
ed with prices which vary consider-
ably in accordance with the time of
purchase. Every sale by the retailer,
if the consumer tries to inform him-
self. as the bill apparently intends he
shall, will involve long explanations,
loss of time, and added sales expense,
which in the long run the consumer
must pay.

Then again, in the margin between
the maker’s price and the retailer’s
price are many factors that are so
confusing as necessarily to blind the
consumer. The margin of gross profit
comprises the overhead and selling ex-
pense of the retailer as well as his
net profit. The selling expense varies
remarkably in different parts of the
country and in different sections of
the same city. It varies with dealers
in different types of shoes and with
different classes of customers. To ob-
tain the same net profit two retailers
must often figure on a very different
gross profit and selling price.

And even the same retailer must
earn varying rates of gross profit on
differing kinds of merchandise. In
some styles, particularly women’s
shoes, the possibility of obsolescence
is great, owing to the abrupt changes
of fashion, and a wider margin of
profit must be figured to allow for the
disposal of the unsold residue of the
stock at cost or less at the close of the
season. To neither the consumer
who buys at the outset of the season
nor the consumer who buys at the
clearance sale at its close will the
maker’s price be an indication of a fair
charge to him. To understand the
complexities of gross and net profit
requires an accountant or an econ-
omist rather than a casual purchaser
of shoes.

It may be said, too, that if the bill
will tend to check high prices on a
rising market by indicating the price
that the retailer paid for the shoe, it
may on the other hand, if it is at all
effective, assist the retailer on a fall-
ing market when he has paid a high
price for his merchandise. This as-
sistance will be at the expense of the
consumer.

In short, the bill offers a remedy
for high prices that seems simple, but
is in fact immensely complicated. It
overturns an established method of
dealing. It substitutes for a compu-
tation in which the consumer con-
siders only the price he pays and the
value he receives in quality and work-
manship, a controversy as to maker’s
cost into which enter computations
and variables of which he is incapable
of judging. It can be of no benefit
to the consumer, and will be an arti-
ficial drag on industry and merchan-
dising. J. hranklin McElwain.
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The “ Bertsch” shoes are
shoes your customers
want. Reasonably priced
— quick sellers— they will
give you a larger volume

of sales with
and the unusual

profit,

increased

value will mark you as
the leading shoe merchant

In your city.

Herold-Bertsch Shoe Co.
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HOOD RUBBER PRODUCTS CO.,
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RAPIDS,

SPOR T SHU—Without Heel

White duck upper. Loose lined. Red
sport trimming. Red corrugated sole.
ed gum foxing and toe cap. “Armstrong

Korxsole insole.

The shoe has plenty of snap and style.
Its vere{thlgh grade appearance and great
i

durability make it an excellent buy.
Sizes Bat.
Men’s W hite 6 tol2 $1.95
Boys’ White 2'/2to 6 1.70
Youths’ White 11 to 2 1.55
Little Men’s, White _ 8 to 1072 140
Women’s W hite 22to 8 1.70
Misses” W hite 11 to 2 1.50
Child’s W hite 6 to 1072 135
CLIFTON-With Heel
This shoe is new this year. The trim-

ming makes an instant” appeal to your
trade. Pneumatic heels are an eXxtra
feature, and its durability is assured be-
cause it’s cured like an auto tire.

Bal. Oxford
Men’s $1.90 $1.75
Boys’ 1.75 1.65
Y ouths’ 1.65 1.55
Women’s 1.75 1.60
Misses’ 1.65 1.50
Child’s (8 toI0I™) 1.55 1.40
Send us your mail orders. Shipped
same day received.

We have thousands of cases of HOOD
TENNIS on the Floor.

Write for special Tennis Catalogue.

Inc.
MICHIGAN
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Now For the Battle of the Ballots.

Grandville, July 13—The candidates
of the two old parties are now in the
field, ready to do battle for supremacy
at the November election. As to the
personality and caliber of the two men
there is, perhaps, very little to choose.
The contest then narrows down to
the respective platforms and the prin-
ciples of the parties that present their
candidates for the approval of the
American people.

The caliber of the American presi-
dents, with few exceptions, has not
been above mediocrity. Of course,
we must except Washington and
Lincoln, and perhaps the Adamses
and Jefferson. Many of the big guns
of the Nation have striven for the
prize of the American presidency and

few have won the goal. We might
name Taylor, Fillmore, Pierce and
Buchanan in one breath and wonder

why such men as Daniel Webster—
the Godlike Daniel—Henry Clay and
the large statesmen of that day were
passed by.

In later times we find the modest
R. B. Hayes defeating the aspirations
of James G. Blaine, although it was
in reality Roscoe Conkling, of New
York, one of the brainest men of his
time, who kept the statesman from
Maine out of the running. When at
last Blaine had his innings it was too
late to retrieve the mistakes of the
past.

We must admit that the nomination
of Lincoln was a disappointment to
the stalwart Republicans of the six-
ties. They had centered their hopes
on the man from New York, William
H. Seward, and lost out.

Blaine and Logan was really a
strong ticket, but it was, unfortunate-
ly, made at the wrong time. Had
Blaine won the nomination in 1876, as
he deserved to do, it would not have
been necessary at a later date to or-
ganize an electoral commission to de-
cide who was the victor.

We all remember the saw, “There
is a tide in the affairs of men which,
taken at its flood, leads on to fortune.”
That tide was at its flood with re-
gard to the fortunes of James G.
Blaine in the summer of 1876. Hayes
carried off the plum and came near
losing the presidency. In 1884, when
the Maine statesman at last won the

nomination, it was past the heydey
of his early manhood. His active
life in Congress and out had bred

enemies who compassed his defeat.

Principles, not men, has been the
slogan of those who affiliated with
the old parties, and it may be that
this slogan will lead to unexpected
denoucements the coming fall.

Personally, there may be nothing to
choose between the opposing can-
didates this year. As for a mud-
slinging campaign, Harding has dis-
counted that by openly declaring
against it at the outset. That he will
be able to control his partisans, how-
ever, may well be doubted.

Both men being from the same
State makes the contest all the more
interesting. Both are favorite sons
and will poll a large personal follow-
ing vote. Cox, having been three
times elected governor of Ohio, may
seem to forecast a popularity that
will require great effort on the part
of the Republicans to overcome.

Wilson carried Ohio at the last
election on the slogan, “He kept us
out of war.” That slogan no longer
has power to smother the real desires
of our people and something more
potent must be originated and blared
to the skies in order to take away the
sting of that campaign falsehood of
four years ago.

It is also well understood, although
the platform has no decidedly wet
plank, that Cox is the candidate of
that wing of the Democratic party. In
certain portions of the country this
fact will win votes while in other sec-
tions it must repel them.

This must needs be a campaign of
education, since the candidates are
both men of only average ability,
neither having written his name high
on the scroll of national achievement.
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No doubt Leonard Wood could have
aroused more immediate enthusiasm
among the masses than has Harding,
yet this inertia may possibly be over-
come as the campaign advances.

Cox and Harding will have to be in-
troduced to the voting public. Neith-
er is of Nation-wide notoriety; neith-
er is the pre-eminent statesman of
his party; neither has the magnetism
of a Blaine or a Clay; neither has
power to excite the enthusiasm of
even strenuous partisans, since neith-
er was well enough known to merit
first page position in the public press.

On the other hand, neither is handi-
capped by his record. A recognized
statesman of the first order has al-
ways made some mistakes, which, by
the way, is one of the reasons so few
get into the presidental limelight. A
campaign of apology for the short-
comings of a candidate insures dan-
ger of defeat from the start. The
two men bearing the banners of Re-
publicanism and Democracy have no
real cause for apologizing for past
mistakes, wherefore they stand on an
equal footing before the country.

Cox will be burdened with the
weight of the Wilson nightmare. This
in itself is a mighty load to carry.
From every stump in the Nation we
may expect a defense of the policies
and practices of the Wilson adminis-
tration. Throughout the last four
years there has been a murmur of un-
rest running through the body poli-
tic which has been waiting a chance
to place the seal of condemnation up-
on the personal and very unsatisfac-
tory manner in which Woodrow Wil-
son has managed the affairs of the
Nation.

The bald inefficiency of the post-
office department alone is a heavy bur-
den for any administration to carry,
and the discontent and disgust man-
ifested at this inefficiency is confined
to no political party. That leading
Democratic organ, the New York
World, has flagellated the Burlson
fiasco with more vitriolic vehemence
than any opposition organ has
thought to indulge in.

To be sure Cox may not be blam-
able for the postoffice delinquincies,
but his party is, wherefore he must
needs suffer in consequence. Refer-
ence in the Democratic platform to
the Newberry incident is peculiarly
unfortunate, taken in connection with
the flagrant disregard of the Consti-
tution by that party in at least nine
states of this Union. The kettle call-
ing the pot black is no comparison in
this instance.

The battle of education of v.oters is
on. May the best party win.

Old Timer.

Michigan Motor Garment Co.

Greenville, Mich.
4 Factories— 8 Branches
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Have You Re-ordered Yet
On No. 87637

They Are Going Fast. Better Size Up
To-day and Prevent That Lost Sale

In Stock Unbranded

8762—Fine Dark Mahogany Calfskin, 9 iron oak outer sole,

grain inner sole. City Last. AtoD,5t0 ii - $8.40
8763— Full Grain Mahogany Side, 9 iron oak outer sole,

grain inner sole. City Last. B to E,5t0 i i - $6.85
8749—Fine Gun Metal Veal, 9 iron oak outer sole, grain

inner sole. Tremont Lastt Cto E,5t0 ii -—-—-——- $7.00

Terms: 3%, 10 days; 1%, 20 days; net 30 days.

RINDGE, KALMBACH, LOGIE CO.

10 to 22 lonia Ave. N. W.
GRAND RAPIDS, MICHIGAN

Shoe Store and Shoe Fepair
Supplies

SCHWARTZBERG & GLASER
LEATHER CO.
57-59 Division Ave. S. Grand Rapids

e
Glazed Colt--Flrxible Mc-
Kay. St. No. 500- $2.60
W rite for pamphletshow -
ing other In-Stock
Comfort Numbers
BRANDAU SHOE! CO.
Detroit. Mich

Priced to Sell

These light weight sanda's are just
the thing for the children for sum-
mer wear.

If you do not receive our catalogue
by the 1st of the month let us know.

All orders shall be billed at the
lower prices now prevailing.

VHIbKrduse

Shoemaker« For three Generations’

Shoes

Tanners and Shoe Manufacturers for Three generations

Children’s Barefoot Sandals

Grand Rapids, Michigan
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Readjustment Period Demands Sound
Merchandising Methods.
During the past year the Harvard
Bureau of Business Research has been
recuperating from the effects of the
war. We have now, however, struck
our pace again, and have also started
several new investigations. The
trades that we are studying at the
present time include retail grocers,
wholesale grocers, and shoe, hard-
ware, drug and jewelry retailers. The
Bujeau is also commencing work in
other fields. It has under way, for
example, a study of the methods of
storing materials in shoe factories,
and it has taken over from the Na-
tional Council of Cotton Manufactur-
ers a plan that was developed under
my direction last year for the inter-
national comparison of prices of cot-

ton cloth.

When the work of the Bureau was
first started nine years ago, it was
expected that we would spend five or
six years on the retail shoe trade and
then wind up that investigation for
a time in order to devote all our en-
ergy to other research. It was also
expected that most of our other in-
vestigations could be suspended at
least temporarily after they had de-
velepoed to a certain stage. Last
year we found it necessary to re-
consider our plans and we decided to
change our policy. A substantial num-
ber of merchants wished to continue
to send in reports to us each year
to be checked in the office, and there
were also numerous requests for up-
to-date information on the cost of
doing business. Consequently we de-
cided to undertake, for the present at
least, to collect annual figures on the
cost of doing business in the various
trades with which we were at work
among them the shoe, hardware and
wholesale grocery trades.

We are now receiving reports from
merchants who send us annual state-
ments on the cost of doing business in
1919. These are being checked and
tabulated, and the results will be
available for our co-operators in the
course of a few months. Yesterday
| looked over a batch of the reports
that had come in from retail grocers.
It was apparent from these statements
that the cost of doing business in these
stores was about the same in 1919 as
in 1918. The gross profit was also
about the same and the net profit
certainly was no higher in 1919 than
it had been in the previous year. In
the retail grocery trade the common
figure for total expense in 1918 was
14 per cent., for gross profit 16.9 per
cent.,, and for net profit 2.3 per cent,
of net sales. The figures for 1919
may of course be modified somewhat
when we have tabulated a larger num-
ber of reports.

fm Ullrrpre
kiltHLL
Another item which | always be-

lieve it my duty to refer to is stock-
turn. We have found in every one
of our investigations that the' annual
rate of stock turn is one of the most
indicative figures. We have found
that the stores with a high rate of
stock-turn are almost invariably the
most profitable stores and, further-
more, that stores with a slow rate of
stock-turn generally have a high cost
of doing business and a low net profit
in percentages of sales.

There are still many difficulties in
obtaining reports on the cost of do-
ing business. A good many merchants
are not yet keeping books which en-
able them to fill out a profit and loss
statement. We recently received a
letter, for instance, from a country
storekeeper who stated that he has
a truck and Overland pleasure car,
uses gasoline, oiT, and tires out of the
store, buys butter and eggs, gives ad-
justments on tires, and because of all
these and other complications does
not believe that he can keep books.
He stated: “l have been doing very
well in the past, and | do not feel it
necessary for me to do the bookkeep-
ing.”

Anothe example is the case of a
retail grocer who sent us a report in
1914. That report showed that this
retailer was keeping most of his ex-
penses fairly accurately. He did im-
properly include his ice, telephone,
wrapping paper, and a few other small
items in purchases of merchandise.
He kept no record of the merchan-
dise taken from the store for family
use. Moreover, lie did not take an in-
ventory, but estimated his stock on
hand by adding his purchases and in-
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The Joy of Living
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A Living Trust is a plan that will relieve
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ventory and deducting his sales less
ai estimated gross profit of 20 per
cent. He worked out a figure for his
estimated inventory monthly and
yearly and never checked it actually
by taking stock. We heard nothing
more from him until last year when
we received a letter stating that he
was “plumb disgusted and almost
busted.” He had been borrowing
money by various means in order to
try to save his business, but he had
lost continually, and since that time
be has gone into bankruptcy. Had
he made a few modifications in his
methods of keeping records and tak-
en an annual inventory, | have no
doubt that he readily could have saved
bis business and even turned it into
a profitable undertaking. He found
out too late that he was losing money,
and he did not know where the loss®
was occurring.

These instances are not cited in
any spirit of criticism, for | have deep
sympathy with the difficulties of the
average retail merchant. Oftentimes
his -problems are difficult and compli-
cated, and he cannot afford a large
amount of help to deal with them.

Although | have had little experi-
ence in connection with the credit
man’s job. | have been somewhat
surprised at the small amount of at-
tention that is apparently given to
expense statements by most credit
men. From looking over reports that
we receive, it has seemed to me that
frequently it would be possible to
judge a man’s standing much more
accurately by a consideration of his
expense statement in connection with
bis net worth statement. A mer-
chant’s expense statement shows
whether or not he is keeping track
of his business and also whether or
not he is making a profit. | under-
stand that oftentimes a credit risk is
rated primarily upon whether the mer-
chant is going ahead with a profit or
falling backward with a loss. This
is shown most clearly by his expense
statement.

One reason why we are collecting
annual figures on the cost of doing
business in several trades is that for
our own purposes as well as for the
benefit of our co-operators we wish
to keep track of the changes in the
cost of doing business from year to
year during this period of readjust-
ment. It now looks as if the coun-
try might have a period of “spotty
business” ahead. In that case we be-
lieve that these figures will be of es-
pecial interest and value.

Looking at business conditions
broadly, without any particular refer-
ence to the figures collected by the
Harvard Bureau of Business Re-
search, the last year has been one of
rather wild business activities. This
activity has resulted largely from the
inflation of credit and currency in
this country as well as abroad. As
a matter of fact, we have not yet seri-
ously begun our process of recon-
struction. We still have that ahead
of us. The goods for which there
has been the greatest demand during
recent months, to judge from state-
ments which have been made to me
personally by a number of business
men, are not those in which there was
a shortage caused by the war. In
numerous instances the greatest de-
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mand has been for goods that fall in
the class of luxuries.

I judge that some of our business
activity also has been rather specula-
tive in character because of the rising
market. | have encountered some in-
stances in which merchants placed or-
ders last fall for their entire require-
ments of spring merchandise not only
because of anticipated difficulties in
securing delivery but also to obtain
full advantage of the rising market.
I his apparently intensified demand. It
is now beginning to appear that the
last big jump in prices in a number
of lines of merchandise has overshot
the market. 1here are already ap-
pearing some trade reports of cur-
tailed demand, although the full ef-
fects of the latest increase in whole-
sale prices have not yet been reflect-
ed extensively in the prices charged in
retail stores.

The financial situation is of course,
the largest factor affecting general
market conditions. It is difficult to
see wherein we have resources to
finance our trade at the new level of
prices just coming into effect. In a
number of instances these increases
in price have been 25 per cent., 30
per cent, or even more. This means
that not only the manufacturers but
also the wholesalers and retailers will
require a large amount of credit be-
yond their previous needs. At best it
will be difficult to finance our trade
at these high levels.

The period of inflation, to be sure,
may not yet have reached its crest.
Insidious suggestions, usually for
selfish or political reasons, are crop-
ping out here and there that more
government bonds should be issued
or that inflation should be continued
by other means. In the long run,
however, | am convinced that busi-
ness will be in a far better position
if we go through with the process of
deflation which was started last Nov-
ember by the Federal Reserve banks.
To mention only one reason for this
conclusion, take the labor unrest. If
prices keep on advancing labor unrest
inevitably will be intensified. Even at
the risk of some temporary hardship,
I believe that it will be advantageous
to the business of the country to have
the upward movement of prices check-
ed now.

Another index to business condi-
tions which closely concerns the
credit man is the number of business
failures. During the last three or four
years the number of business failures,
as reported by Dun and Bradstreet,
has been abnormally small. They
reached the lowest point in 1919. This
small number of business failures can-
not be due in any considerable meas-
ure to better methods of business
management. While here and there
improvements have been  made,
nevertheless, we find that there are
still a large number of merchants who
never take an inventory and who ap-
parently have not been managing
their business more carefully than be-
fore the war. The smaller number of
business failures, | believe, is due to
the rising prices. The increase in the
value of merchandise on hand, | think,
has enabled numerous merchants to
continue in business when otherwise
they would have been forced to sus-
pend. Sooner or later a readjust-
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ment must take place. The longer
it is postponed the more severe the
readjustment will be. During this
process of readjustment the mer-
chants of the country will be put to
a more severe test than they have
experienced for several years. Those
who have their businesses well in
hand and are following sound meth-
ods of management will undoubtedly
be able to come through successfully.
Melvin [I'. Copeland,

Director Bureau Business Research,

Harvard University.
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Sweet
Independence

That is an adequate income, without
responsibility as to Principal. It is
a beautiful thing to bequeath. Can
be arranged for in a Trust Fund under

Will.

Insurance moneys can be pay-
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Is the Crest of the Crisis Passed?

There is nothing of greater impor-
tance to the merchant than to insure
his credit with the bank, no form of
insurance, | repeat, more important
to him. We buy fire insurance for
which we pay large sums year after
year though we never expect to burn;
buy life insurance on corporation of-
ficials; tornado insurance though we
believe there never will be a wind
storm to hurt us. But how many
think of buying bank insurance?
And how is this bank insurance to
be had." Is it not by establishing
proper and intimate relations with
the bank, by maintaining proper bal-
ances on the books of the bank?
This is the form of bank insurance
to which | refer.

The measuring stick in extending
credit to a merchant is the balance
kept by the merchant, and the mer-
chant is realizing this to-day as he
enters the offices of the bank. He
now realizes what it means to keep a
balance full, what it means to keep in
intimate touch with the banker and
give him complete information, the
value of making a father confessor
of the banker. For having done this
he finds that he is on firm founda-
tion and that whether times are good
or bad the banker will respond to his
call even when an unusual crisis
comes.

Corporations in the last two or
three years, indeed in the last five
years, have shown an inclination to
do more business than their capital
justified. The bankers have been
sounding a word of warning that this
is no time to be out on the limb,
that there are forbidding rocks and
deep water underneath the trees now,
and the thing to do is to stay close.

It is hard for the banker to make
business men wunderstand that they
must reduce their volume of busi-
ness, to make them appreciate how
necessary it is to keep the volume of
business in proper ratio to the capital
invested.

In the last few weeks the bankers
of the country have been in the front
line trenches of industry, and | want
to say that they are going to stay
there. They are not scared. The
bankers believe the peak is passed
and that we are moving into valleys
of greater success and better times,
all the way down the line.

This is the first time in my banking
experience that strained credits were
not caused by over-production. We
are short of goods as well as short
of credits for the first time in our
history.

We wonder what this means, and |
will try to tell you:

It means for one thing millions and
millions of dollars of frozen credits
are in our railroad yards. We find
that six and eight months ago a man
could ship his goods from Seattle,
drawing a draft on Philadelphia, and
that his goods would be delivered and
received in thirty days. Now it takes
six months. A certain flour miller,
one of the best operators in the West,
has stored in his elevator 2,500,000
bushels of w'heat. The elevator is
sixty miles from his mill and at the
rate he is getting cars to move the
wheat it will take him two years to
put it into flour. Great volumes of
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foodstuffs are lying in the store
houses because of lack of shipping
facilities.
Another
situation s

item in the credit
that $4,500,000,000 of
United States indebtedness is being
carried by the banks of America
for their customers in various ways.

vital

All this clogs the natural avenues
of credits. Again  we find that
large sums of money have been
loaned to individuals and corpora-

tions for the payment of excess
profits and corporation income taxes.
Again there is a frozen credit ex-
tended to Europe amounting to
three or four billions of dollars, an
item that cannot be liquidated un-
til some medium is found of financing
that credit. And greatest of all we
find an enormous increase in com-
modity prices. Then again, the excess
gold reserve has been sustaining a
slow process of depletion, not that
the gold reserve of the country is dis-
appearing, but the excess gold reserve
has been depleted to the extent of
several hundred million dollars.

All these things have placed upon
the banks a staggering demand for
credits, and the banks have answered
the call, but the only reason they
have been able to answer it and go
to the public frankly without fear of
panic or a money stringency is that
we have the Federal Reserve Bank,
the modern financial Goliath of the
world, which carries upon its shoul-
ders the weight of financing practi-
cally the entire world; the savior of
the financial situation within the past
siXx months.

And so the bankers of the coun-
try decry the calamity forecasters.
They are not afraid to face the situa-
tion; but they plead for the co-opera-
tion of the credit men of the country,
for their help in stopping the wild
orgies of extravagance, for their help
in establishing in every home in

America the spirit of thrift and
production.

Again, there must be conserva-
tion in the construction line and in

the placing of money in fixed invest-
ment. We must go slow in the issu-
ance of new' securities which may
divert money from the usual and nat-
ural avenues of commerce, must
insist that no more tax free securities
shall be issued, and that state, county
and municipal expenditures be mini-
mized, and that the federal govern-
ment practice economy.

I have hinted at some of the rea-
sons why it is necessary to ration
credits, rationing them without fear
or favor to the industrial community,
and squeezing out whatever has the
slightest sign of speculation, whether
in commodities or in stocks and
bonds, for that term speculation,
which many think of as applicable to
Wall Street only, is just as applicable
elsewhere. Speculation indeed is as
rampant in other parts of the country
in commodities of all kinds and in
farm lands as in Wall Street. So the
banker has had to say to all, “Stop!
Rightabout face! Go into real busi-
ness if you want money.”

As for the immediate future, we
find that with liquidation of but ten
per cent, of the loans of the bankers
of the country, we can care for all
of the crop moving of the summer
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without difficulty, and this the banks
have been doing. Most of them have
liquidated from five to seven per
cent, of their loans in anticipation of
the new loans which will be required
of them this summer and fall.

1 he bankers cannot carry through
the reconstruction problems alone.
They need men to assist them, just
such men as make up the National

“The Quality School
A. E. HOWELL, Manager
110-118 Pearl St. Grand Rapids, Mich.
School the year round. Catalog free.

Association of Credit Men, which
association is working shoulder to 139161 Monrae S
shoulder with the American Bankers BHFHOGS =

Association in placing our commerce GRAND RAPIDS. MICH

upon a sound and stable basis.
R. S. Hawes.

Another New Counterfeit

A new counterfeit $5 Federal Re-
serve note on the bank of Richmond,
Va., has been found, with a check-
letter “A,” check letter and plate num-
ber missing from low'er right end of
note; portrait of Lincoln. This coun-
terfeit is a poorly executed zinc

Signs of the Times
Are

Electric Signs

Progressive merchants and mannfao-
turers now realize the raise of Electric
MrerHili|,

etching, on cheap white paper. The We furnish yon with sketches, prices
titles “Secretary of the Treasury” and operating cost for the asking.
and “Treasurer of the United States”

ha\ e been omitted beneath the names
of these officers. The portrait of Lin-
coln bears no resemblance whatever
to the genuine.

THE POWER CO.
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Commercial Deposits
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Certificates of Deposit
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Capital Stock and Surplus
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Flat Opening
Loose Leaf Devices

We carry in stock and manu-
facture all styles and sizes in
Loose Leaf Devices. We sell
direct to you.
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You Control The Michigan
State Telephone Company-

Your telephone is operated by a
company, organized and controlled
under the laws of the State of Michi-
gan.

So far as its rates are concerned,
it is directly subject to the decisions
and direction of the Michigan Public
Utilities Commission.

You, through this commission, ac-
tually control the telephone service
which is so intimately a part of your
every day life. Its future success or
failure is directly in your hands, be-
cause the commission must have your
moral backing if it is to deal fairly
with the telephone company in the
matter of revenues. Sufficient and
adequate revenues are absolutely vital
to the very existence and the develop-
ment of the utility. Without them
the telephone cannot properly func-
tion in the industrial and social ad-
vancement of the State.

The close association of your tele-
phone company with the Bell system
of America gives you the advantages
of a service which is world-wide in its

scope. By means of this service, you
can, at your will, talk to any one of
13,000,000 telephones in use through-
out the United States today.

It gives your telephone company,
too, the advantages of the scientific
research of the greatest telephone en-
gineers in the world. This research
has developed the telephone art in the
United States until today it is by far
the most efficient in the world. It is
daily developing new improvements
which will do much to make your
service better.

The officers of your telephone
company, who are directing its affairs,
are Michigan business men, keenly
alive to the many problems incident to
the development of the State.

And so it is throughout the entire
personnel of our company. Itis made
up of men and women, actuated by no
other desire than to do their jobs well
and to deserve this great responsibility
of giving to the people of Michigan
the kind of telephone service they
desire.
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Story of the Boy With the Hearing

Ears.
W ritten for the Tradesman.

It must be fully twenty years ago
that | saw one summer afternoon a
most interesting scene enacted by a
little boy and his father. The boy
was somewhere about four years old,
and we were all sitting on the porch
of a summer cottage in the mountains.
The father and | had been talking
about child-training and the relative
influence of heredity and environment,
the degree to which it was possible
for parents by training to develop or
repress inherited characteristics.

I don’t know much about hered-
ity,” lie said. “l suppose every child
has just as much heredity as any
other child. Most people, when they
talk about heredity, are thinking of
parents, grandparents, great-grand-
parents and usually of those on one
side—the name side. But it seems to
me that these ancestors are so very
few and so very recent, and at the
same time so very numerous even
three or four generations back, that
it is impossible to identify the sourc-
es. The great stream of the race, go-
ing back into infinite past, has
brought to the child so many and so
mingled characteristics that those
contributed by the most recent an-
cestors must be very trivial and
ephemeral.

“Anyway | am sure that the pos-
sibility of both development and sup-
pression is for all practical purposes
unlimited, and that until you have
done all you possibly can with en-
vironment in all its meanings and
adaptations, you have no right to
blame things on heredity.”

He took from his pocket a note-

book, turned to a certain page and
showed me a series of records. | did
not understand them; they were

made up of a list of dates and meas-
urements in feet. Without further
exulanation he turned to the boy and
said:

“Come here,
hearing game.”

The boy walked over, his face alight
with interest, exclaiming:

“Oh, yes, father, let’s.
time is was seven feet.”

“Better than that—seven feet four
inches.”

The boy put his feet on a certain
crack in the piazza floor, and turned
his right side toward his father. The
latter took out his watch and held it
up, its face toward the boy.

“We have measured this distance,”
he said to me. “From the edge of
this table with the two legs on that
crack the distance is exactly seven

son. Let’s play the

The last

feet. Can you hear it son?”
I was a good deal nearer, but |
couldn’t. The boy was listening in-

tently, with closed eyes.

“1 think | might hear it,” he said,
after a few moments, “but the bees
in the honeysuckle vine are making
so much noise. | hear a humming-
bird out there, too.”

I had not noticed the bees at all,
but from where | sat | could see the
tiny bird, hovering and darting among
the blossoms.

Suddenly the child cried: “I hear it
now! Let me move a little farther,”
He edged away—an inch, another
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inch, another—until he had moved al-
most a foot farther from the watch.

“No, | can’t hear it any more, even
when the bees are still for a minute.
That’s as far as | can go to-day. How
far is it?”

“Seven feet ten inches. We are im-
proving,” said the father, with a
smile of satisfaction. Then he turn-
ed to me:

“When we began this game, nearly
a year ago,” he said, “he could hear
the watch—this same watch—up to
about two feet. | can hear it now at
about three: his mother can hear it
a little farther. We do not seem to
improve, even with practice. As you
will notice, it is a very quiet w'atch.
But as you see by these dates in my
notebook, Billy has gained, slowly but

steadily. | think that with practice
we can extend the distance still a
good deal.

We have some other experiments,
with the violin, to see whether he can
detect very fine shadings of tone. He
is improving in that respect, too. He
can detect very fine intervals between

THE SIGN OF
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sounds that his mother and | cannot
hear at all. When we began, his hear-
ing was really not so good as ours.
Neither of us has hearing to boast of,
and | know of no special development
of the sense of hearing in any of the
family of either of us.”

“From which you infer------ ?”

“I'm not inferring; I'm just experi-
menting.”

Last summer, for the first time in
a good many years, | was with that
boy and his father at their country
place again. We were walking down
a wooded lane, talking of one thing
and another. The air in the glow of
the sunset was full of little midges,
which we brushed aside out of our
mouths and eyes as we walked and
talked.

“How in the world does the Creator
manage to make so many of just one
kind of these little bugs?” | cried.
“There must be millions of them here,
and | suppose every open space in
the woods is full of them. Why not
some variety?”

“There are two or three different

Scientifically Milled to
Retain Utmost Food Value

There is more to the production of flour than the women who transform it

into delicious bread and pastry have any idea.

tious methods have made

Lily White

“The Flour the Best Cooks Use”

Only the choicest wheat is used.

QUALITY
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kinds of ’em here,” said the Ilad.
“Can’t you hear them? There is a

great difference in the sound of them.”
He made a quick clutch in the air,
first with one hand, then with the
other, and showed me, as he had said,
two distinctly different little gnats.
“Do you mean that you hear those
things?” | asked.

“Why certainly, as plain as can be.”

“l don’t hear anything except the
thrushes in the woods,” | said. |
turned to his father: “Do you hear
the little bugs?”

“No, indeed. But then, nobody ever
helped me train my ears when | was
a little boy.” Prudence Bradish.

Copyrighted 1920.)

Read Your Insurance Policy.

It won’t take you 15 minutes to read
your fire insurance policy. Don't
wait until after the fire and then pos-
sibly learn for the first time that it
doesn't cover your property, or that
it is not a valid contract because you
have unintentionally violated some of
its conditions.

Infinite pains and conscien-

It would be a revelation to women to see

the amount of dirt, chaff and undesirable materials that are removed from

every kernel of wheat.

Look for the
ROWENA
trade-mark
on the sack

remain.

LILY WHITE quality has been maintained for nearly sixty years.

Four cleanings, three scourings and a final washing
precede the first break. Nothing but the *"goodies”-the nutrition values

These are milled to a beautiful, clean whiteness.
by experts at every stage.

Close inspection

Without

fear of contradiction we say that it is not only good, but is the finest flour
that it is possible to make.

And that is one reason why it makes bread, biscuits and rolls that are good
looking, of excellent volume, wholesome, nutritious and healthy. Satisfaction
positively guaranteed.
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VALLEY CITY MILLING CO.
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Discredits Profiteering Charges

Against Dry Goods Merchants.*

It is really a great pleasure to be
able to say just a few words to the
men of the dry goods craft of Illinois,
the members of the Illinois Retail Dry
Goods Association. Most of us, | was
going to say were born and brought
up in the business, and it seems to
me that now of all times we have got
to be on our toes, so to speak, to pre-
vent the thought from getting into
the minds of the public that existed
forty or fifty years ago, before the day
the modern department store was
born.

| refer to the fact that prior to the
establishment, we will say, of A. T.
Stewart and Company, whom | think
are generally recognized as being the.
father of the department store in
America, the common thought in the
minds of the general public when they
went into a store, dry goods or cloth-
ing, was that they had to beware. The
price placed on the merchandise was
not always the price that the cus-
tomer was expected to pay, and it
was a case of barter and sale.

Gentlemen, | think you will agree
that ninety-nine out of 100 merchants
of to-day, and perhaps a hundred per
cent, of them—I hope so, at least—are
absolutely honest and on the square.

I know that you will agree with
me when | say that the charge of
profiteering and other things that have
been brought against the dry goods
and department store and clothing

*Address by D. F. Kelly, General Man-

ager, Mandel Brothers, y(fhicag(_), _before
IMlinois Retail Dry Goods Association.

and it is a trade that holds, and through repeating orders
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merchants of the country to-day are
not true.

I know that you will agree with me
that it isn’t quite fair to pick out iso-
lated instances of a very large profit
and make that the basis of a charge
against the merchants of profiteering.

It is a physicial impossibility for a
merchant to know every individual
item that may be in his house and to

see to it that there is no possible
chance for excessive profit being
charged on that item. Mistakes will

happen. We are all human, you know
in this world.

On the other hand it most unfor-
tunate that any big or little concern
would allow their business to get in
such shape that a charge can be sub-
stantiated against them of profiteer-
ing. It hurts the rest of us tremend-
ously.

I think, gentlemen, that we must
make up our minds that we have got
to take the public into our confience
to a very much greater extent than
we have ever done before, so that they
may know the cost of doing business
and know what is or is not a fair
profit.

If you talk with anyone about an
article being sold at wholesale, for
instance they dont stop to consider
that a pair of shoes that cost the re-
tailer five dollars, may include a very
handsome profit to the manufacturer.
That five dollars in the minds of the
public is our cost. They lose sight of
the fact, as | said before, that there is
perhaps a very fine profit on that five
dollars.

Now, it seems to me that we have
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within the association the means of
getting the public to understand that
the basis cost or the first cost to us
is tlot the final cost. The basis cost,
gentlemen, is what you pay the whole-
saler, plus what it costs you to operate
your business and to sell your goods.

You have got to absorb that cost
before you can begin to talk about
profit.

It seems to me that the conferences
which were held at Cleveland recent-
ly by the National Retail .Dry Goods
Association have done a splendid
thing in getting the men who handle
the financial affairs and the figures of
the various stores thinking along that
line. We have heard men say, “There
is 100 per cent, on that for you.”
There is nothing of the kind, when
you deduct your cost of doing busi-
ness.

Now | haven’t been able to find any
one who can tell what would be a fair
margin of profit for every merchant
in every part of the country; because
of local conditions what might be a
fair profit in one city or town may be
a small profit in another city or town.

I think that is the reason why the
government has very properly refrain-
ed from determining on what is or is
not a fair profit. That has to be left
to the conscience of the individual re-
tailer, and | am very proud to say that
in very few instances have we heard
of any instance where anybody is re-
ported as having taken advantage of
the opportunity to make excessive
profits.

But when we find the right word,
we ought to think in terms that in-

New Customers
are continually being created for

Grape-Nuts

Insures certain profit.

GRAPE-NUTS is not a fad food; it is a staple which
customers insist upon having.

cultivating.

The sale of Grape-Nuts is guaranteed, and the profit is
sure and good.

The trade is well worth
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clude that word. By that | mean to
say that in speaking of our profit, we
really ought to get back to the term
of net profit. That is really the only
thing that will count.

Because a man may happen to make
what seems to the public to be a large
profit on one individual item, we will
say something in the way of women’s
dress, the style of which may change,
you will have to make that up to
what may seem to be an exorbitant
price in the first instance. If it has
been delivered to two or three cus-
tomers, each of whom return the gar-
ment, by the time it has been handled
that often and brought backward and
forward and sold two or three times,
there remains very little net profit,
and by the time you get through
marking it down you have a substan-
tial loss on it.

So | realize that we ought to work
to the end that net profits are really
what are going to count.

I am more than glad to endorse
everything that has been said about
the advantages of joining the Nation-
al Retail Dry Goods Association. |
am thinking now of what we might
accomplish, all these men of our
craft throughout the country, if we
have a common ground on which to
place our case before the public and
at Washington.

In Chicago the larger merchants
were skeptical about the value of such
an organization as the National Retail
Dry Goods Association. We were the
last ones to go in, I mean of the larg-
er cities to go into it. But after
attending the meeting that was held

Postum Cereal Company, Inc., Battle Creek, Michigan
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by the National Retail Dry Goods As-
sociation in New York in January of
last year, | came away with the firm
conviction that unless we have some
strong central body that is well man-
aged and intelligently handled to pre-
sent our case at Washington that we
would not get very far.

Now what we are going to do as
to the future? We are asked that
every day in the week. | mean as to
our own business. Personally | can’t
see, and 1 don’t know of anybody
else that can see, anything in the im-
mediate future that spells panic.

I think we must be cautious in plac-
ing our orders. | think the present
condition of the men’s clothing trade
is unfortunate, because many manu-
facturers loaded up with a lot of stuff
that should never have been made.
We have not been able to learn from
anybody that after the present stock
of made-up merchandise is sold that
the goods are going to be any lower.

I think we all have to work though
for the moment to get the public to
buy the merchandise. We all know
because of style changes and weather
conditions and weights that neces-
sarily we will have to unload a large
stock of clothing at a loss to-day, and
in many cases a very large loss, that
the business as a whole is ruined.

So long as the high wages keep
on, so long as the general condition
of the country is good, we are bound
to be prosperous. | think we should
all look forward with the greatest
pleasure and continue to do business
on safe and sound lines. | dont,
think anybody wants to do any plung-
ing at the moment, but if you study
the various markets on silk, cotton
and wool, and the labor market as
a whole, transportation conditions and
all that, | don’t see how anybody can
be otherwise than fairly optimistic. |
can’t imagine anybody being pessimis-
tic about it.

We hear about the banks being un-
willing to loan money for building
projects. Possibly that is good judg-
ment. 1 think it is for the time be-
ing. We hear more or less about the
housing conditions of the country. |
have never been in sympathy with
that cry, for this reason; | have felt
that it was not a lack of houses in
Chicago or in the other cities of the
country, but it was the desire of those
living in poorer quarters to get into
better ones. It is just that though
of every one being well paid, and
they want to discard the old and take
on the new, and it is probably just as
well that the conditions are such that
people will bold on to what they have
rather than take anything else.

What we have got to do is to edu-
cate our own people, our employes
and those in their families, and the
general public, up to buying conser-
vatively. | don’t think we should try
to enforce extravagant merchandise
on people at this time. | think it is
a serious mistake to do it. We should
not load up our people who can’t af-
ford to buy merchandise, with stocks,
any more than we should let the
manufacturers and the wholesalers
load us up with stocks we can’t afford
to carry.

I think this is a case of sitting still
in the boat to a very great extent. |
know of no merchant in Chicago or in
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the country for that matter but what
feels that the country as a whole is
in a safe condition especially because
very few if any retailers have a very
large stock of any particular line.

1 here may be losses as there was
in the case of silk, where the price
dropped, but that is reacting again.
1 was talking with one of the largest
millinery manufacturers in the coun-
try yesterday and he felt exactly the
same way about it. | am referring to
bred Bode of Gage Bros., one of the
big men in millinery, a man of very
high standing, with one place in
Chicago and one in New York. He
looks tor a continuation of the pros-
perous conditions, not extravagant
c ...ions.

1 think one thing we must do, gen-
tlemen. a thing that we are working
to in our house and most of the larg-
er houses in Chicago, if not all of
them, that is to have a better under-
standing with our own people.

| think we so often allow the man-
agement, the straw bosses, if you
please, the little fellow, to perhaps
take advantage of the people over
whom he or she works—to say things
that are not altogether acceptable to
the help.

| think we must find a common
ground on which to make everybody
feel that we are one big family, not
only in each individual store, but as
a community as a whole. I feel,
gentlemen, that if we can get these
people thinking along better and more
friendly lines that we will get from
them that great asset in the way of
free advertising and | am referring
to that mouth-to-mouth advertising
from one to another. If every one
will be educated along the line that
1 was speaking of in the first instance,
and educating them along the lines as
| said, of things as you are thinking
for the best interests of the business,
that it will do much for our own good.

When you stop to consider it, there
are few of the young people now in
this business who realize that their
future is really dependent on the in-
vestment that they themselves will
make in the business. They don’t
seem to know that through their large
investment, they can really realize a
great deal if they want to, and they
must make investment of their time
in order to make business a success.

| was talking to Thomas E. Wilson,
the packer, the other day, and | ask-
ed him how he accounted for the
great success of his own institution
and the other packers’ concerns. He
said: “It is due to the fact that all
of the men in the packing industry
to-day rose from the ranks.”

Why can’t we get every man in our
business to pull for it? | think we can
if we go about it in the right way.
We have got to get closer to our peo-
ple, the people in the business, the
people in the store, the people in the
industry, and let them know that we
are not making excessive profits, and
that we are serving the country in a
big, proper way.

The dry goods industry to-day rep-
resents more than it did fifty years

ago. Who are the men of the United
States who are first in industry? We
gave many men to the nation—I am

referring to the men who manage af-
fairs at Washington, out of the dry

TRADESMAN July 14, 1920
goods industry. | know that every
big thing that was done in every big
city in the country, the various com-
mittees that were organized during
the war, the various war industry
boards, contained a large percentage
of dry goods men.

We are looked upon with a great
deal of respect in the community, and
we can add to that respect by having
our salespeople apply those principles
| have mentioned.

The mcCaskey register Co..
ALLIANCE, OHIO

Ginghams and Percales
Received for Spot Delivery

Bundle Dress Ginghams, 10-20 yard lengths
23 Inch Arlingtor]gBookfoIdChev¥ots 9 %ZIZC
32 Inch Dress Ginghams 39¢
32 Inch Dress Ginghams,10-20 yard bundles 371/2C
27 Inch Apron Ginghams 24c
%g IIncﬂ @pronI Ginghams, 10-20 yard bundles 23¢
nc ercales, From A
36 Inch Challies 1= ‘@ 3513'/2‘: up

25 Inch Bundle Prints, Greys and Shirting Striped—assortment® @ 19%/20

Quality Merchandise—Right Prices—Prompt Service

Paul Steketee & Sons

WHOLESALE DRY GOODS GRAND RAPIDS, MICH.

Keep Up Your Sales in Summer

You can improve your summer business and make it profitable if
you watch your sizes and fill in as needed.

ON THE FLOOR

WE HAVE

Fine Shirts, Summer Underwear, Wash Ties, Bat Ties, Soft Collars,
Belts, Bathing Suits, Khaki Pants (Men’s and Boys’), Coveralls,
Carters (all well known brands), Oversleeves.

White Hosiery in All Grades

7)oniel T Ration & C'ompang

GRAND RAPIDS
The Men’s Furnishing Goods House of Michigan

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
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The Biggest Thing We Have Done

The extremely difficult merchandising conditions which we have just gone through and which lie ahead of us have been a
subject ot deep concern to us. Many merchants have brought their problems to us and we are always more than glad to assist by advice

or personal help or in whatever way we can.

Certain Houses who do not have the close personal touch with merchants which we do, have been forced to load you with
merchandise to assure them getting the business, whether you made a profit or not.

The Grand Rapids Dry Goods Method as opposed to it, is for you to buy merchandise as you need it, thereby keeping your
stock up constantly, getting a good volume of business, a good turn-over and a better profit.

Emphasizing the Grand Rapids Dry Goods Method we have decided to go further and institute the DRY GOODS SERVICE,
which is unquestionably the most complete and personal service of information and business ideas that has ever been available to one

merchant in every city or location.
Think what this means to you.

It includes every phase of merchandising and successful store keeping that can- be imagined

—all at your finger tips. Every day in the year experts who know the problems of the average merchant will prepare this service. It
will be interesting, instructive and profitable. Some Houses furnish such a service as this but do not put into it the same personal inter-

est which we guarantee.

$24.00 A YEAR FOR THIS SERVICE—$2.00 MONTHLY

At first it was our intention to charge $5.00 per month for the entire service, but so many have indicated a desire for it that

we have decided to only charge the small sum of $2.00 per month.

This will cover only the bare cost of preparing the service, as

we do not desire to make a profit out of it. What we want to do is to build up the business of the Retail Dry Goods Merchants all

over Michigan and by doing this we also build our business.

The following will outline to you what this monthly service consists of:

YOUR ACCEPTANCE ON THE COUPON ATTACHED.

READ TEN REASONS WHY AND SEND US

TEN REASONS WHY

(J) MARKET AND BUYING ADVICE
We will give you specific and definite advice as to when
and when not to buy on any specific item or items. We
will also give you general market advice from time to time.
All subscribers will receive every Monday morning a short
letter outlining the situation as we see it.

(2) MERCHANDISING
We will send you every month several helpful pamphlets
containing merchandising stunts to build your business,
which cannot help but be useful to you. We will answer
any personal questions on merchandising and tell you how
we think you can best merchandise your business.

(3) ADVERTISING
We will furnish you from 4 to 8 ads, from full page size
down, covering all general lines of mechandise every month.
These are drawn up in such a way that you only need to
fill in the items. There are a few catchy cuts which we will
furnish at cost and which will only cost a very small amount.

(4) WINDOW TRIMMING AND STORE ARRANGEMENT
Every month we will send you four simple but attractive
and yet inexpensive window displays. These are the kind
that can be put in by your clerks easily.

(5) ACCOUNTING AND SYSTEMATIZING
An important phase of your store business and we stand

ready to supply you complete data and show you how to
handle same.

(6) INSURANCE
This is an item on which you need expert advice. In ad-
dition to any general information, you can ask any specific
questions, which will be handled by the Chairman of our
Board, Mr. E. A. Stowe, who is an authority on this subject.

(7) TAXES, INCOME, ETC
Do not wory and fret about your taxes. V7e will give you
advice and help you make out your returns.

(8) CREDIT, FINANCE, INVESTMENTS
We will gladly advise you on all matters pertaining to
Credit, Finance or Investments, without any additional
charge.

(9) STORE MANAGEMENT
Your store must be properly managed and our service will
give you many good points and we stand ready to give
you personal advice at any time requested.

(10) PERSONAL HELP
We want to make this service a real help to you. When
requested experts from this Company will call upon you

i personally to solve any problems you may have, without
expense to you. We feel that these calls will be of as much
benefit to us as to you, hence we do this without cost to you.

This outlines our DRY GOODS SERVICE and the only cost is $2.00 per month and the actual cost of a few cuts as you
ask for them. We would not go to this trouble, except that wiewant to be in personal touch with you, thereby building your

business and ours.

THE FIRST MERCHANT IN EACH TOWN WHO
SENDS IN THE COUPON AND SUBSCRIBES FOR THIS
SERVICE WILL BE THE ONLY ONE IN THAT TOWN
ENTITLED TO THE BENEFIT OF SAME. SEND IT IN
NOW BEFORE YOU FORGET IT. This service will com-
mence August i, 1920.

GRAND RAPIDS DRY GOODS CO.
Grand Rapids, Mich.

Exclusively Wholesale No Retail Connections

Date

Dry Goods Service,
c/o Grand Rapids Dry Goods Co.
Grand Rapids, Mich.
Gentlemen p

We wish to procure your Dry Goods Service for our
store, and agree to pay the sum of $24.00 per year for
the use of same, payable at the rate of $2.00 monthly.
We also agree to pay additional for all cuts that we may
want to use in connection with the advertisements that
are supplied monthly in the service.

Yours very truly,

Name

Address
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BUTTER,EGGS ano PROVISIONS

Michigan Poultry, Butter and Egg Asso
ciation.
| resident—J. W. Lyons, Jackson.

troit*26' 1reSldent~ Patrick Hurley, De
Segretar&/ and Treasurer—D. A. Bent
ley, Sagindw.

Executive Committee—F. A. Johnson
Detroit: Il. L. Williams, Howell; C. J
Chandler, Detroit.

Right of Wholesale Grocers to Eco-
nomic Existence.

The decision of the Proctor &
Gamble Distributing Company to ex-
tend its policy of direct sales to the
retailers nationally—to the exclusion
of the jobbers—has precipitated a
very interesting and momentous sit-
uation in the grocery trade. Nothing
m recent years has come quite so
near challenging the wholesale grocer
to the defense of his economic life
and the significant feature of the sit-
uation is the fact that wholesalers
hal\e frankly accepted the challenge.
In the language of the street, the
trade is “going to it.”

Under the simple facts of the case,
Procter & Gamble propose to sell
their product without the jobbers’ aid
and the jobbers are out to prove that
they and their 30,000 or 40,000 sales-
men and friendship with 350,000 re-
tailers, can sell competive goods fast
enough to make the company sorry
it took so sweeping a step. The race
is on and it is up to both sides to
prove their mettle. If the soap com-
pany wins, the jobber might as well
send for the coroner for other man-
ufacturers are watching the contest
with peculiar concern and might go
and do likewise. If the jobbers win
they will have proven their much
mooted efficiency and a right to ac-
knowledgement as the cheapest, best
and most effective channels for dis-
tribution.

Every leading association in the
trade is aroused to the issue and mem-
bers are being urged to rise to the
occasion, individually pushing the
battle in his own field and liberally
backed by makers of rival brands of
soap, soap powder, cooking fats, etc.
—and apparently the trade has little
difficulty in finding perfectly good ar-
ticles for competition. One of the
first effects is the determination of
grocers to close out their stocks of
“P. & G.” goods and refuse to sell
more. In some cases the soap com-
pany is importuned to take the goods
off the jobbers’ shelves and new lines
are being stocked so rapidly as to
drive rival manufacturers to their ca-
pacity to take care of the demand
for stocks among jobbers who never
handled the goods before.

There is really little new in the
plan. It was inaugurated in the New
York market several years ago and
more recently in New England, but
has now spread elsewhere. When
first evolved, the company frankly

said that it was not undertaken with
any idea that it meant greater econ-
omy to operation, but rather to allow
the company to direct its competition
more intimately with the retailers in-
stead of trusting its destinies to a
thiid party who never claimed—gen-
erally at least—to be a “fighter for
trade” for any one manufacturer as
against others, but rather a distributer
for all, especially on branded goods.
W ith the possible exception of Phila-
delphia, the wholesalers have “filled”
orders more than they have dug for
them. In one notable instance, a few
years ago, an association declared it-
self opposed to a sliding scale of mar-
gins, contingent on increased sales,
although  manufacturers contended
that inducements were their only
weapon to coax partisan enthusiasm
from the wholesalers.

On the other hand, even if “P & G”
should win, it does not entirely prove
that the jobber is of no use. Any
one manufacturer can sell his product
if he is willing to pay enough for the
work, and in the inauguration of this
plan the company has not reduced
prices to the retailer but simply taken
the jobber’s profit, and in some cases
even more, to compensate for its new
responsibilities. But it has the privi-
lege of handling its own competition.
The issue is, therefoe, not so much
whether the jobber is economical as
whether he is a safe and dependable
distributer in a competitive field. And
on this the grocers have joined issues.

What will the retailers do about it?
There are other issues at stake than
the mere question of price. For in-
stance, the retailer owes a great deal
to the jobber—not merely out of gra-
titude but in the way of practical self
protection—and what he will do in
this battle remains a matter of keen
curiousity and concern. Even if the
retailer chooses to buy “P. & G.”
goods at a low price, there are other
goods to be bought and practical
economy makes it desirable to patron-
ize and encourage the jobber. It
would be a sad day for the retailer if
the jobber was put out of the field.

Then there is the much-talked-of
question of the “Big Brother.” The
retailers have been wailing because
the jobber occasionally sold goods to
chain stores, corporation stores, etc.,
with never a bit of concern about the
manufacturer who did. They have
urged jobbers to protect them and
very generally the jobbers have come
to realize that they owe the retailers
a degree of partisan support for self-
ish reasons if no more; that the job-
ber and the retailer must stand or
fall together. Retailers also know
*x when a manufacturer gets the
“eliminating” habit too strongly, he
may not stop at jobbers. Therefore,

WE ARE

EXCLUSIVE
DISTRIBUTORS

FOR

“Dinner Beli”

ALWAYS FRESH AND SWEET

"Calls theAppetite”

NDINNER BELL

M. Piowaty & Sons of Michigan

MAIN OFFICE, GRAND RAPIDS, MICH.

ay City> Saswaw, Jackson,
Battle Creek, Kalamazoo, Benton Har%ox M|<,¥1.; gout% Ben%, fn(g
OUR NEAREST BRANCH WILL SERVE YOU

E?_ \(/BV%BSuy }ﬁfWe Store 7 We Sell
I G G S " iGGS
We are always in the market to buy
FRESH EGGS and fresh made DAIRY
BUTTER and PACKING STOCK. Ship-

pers will find it to their interests to com-
municate with us when seeking an outlet.
We also offer you our new modern facilities
for the storing of such products for your
own account. Write us for rate schedules
covering storage charges, etc. WE SELL
Egg Cases and Egg Case material of all
kinds. Get our quotations.

We are Western Michigan agents for
Grant Da-Lite Egg Candler and carry in
stock all models. Ask for prices.

KENT STORAGE COMPANY, Grand Rapids, Michigan

MILLER MICHIGAN POTATO CO
Wholesale Potatoes, Onions

Correspondence Solicited

Frank T. Miller, Sec’y and Treas. Wm. Alden Smith Building

Grend Rapids. Michigan

raers FIELD SEEDS

WILL HAVE QUICK ATTENTION

SEND wus

Pleasant St. and Railroads

Both Phones 1217 MOSE|ey BI’OtheI’S, grand rapids,mich.

M. J. Dark & Sons

W holesale
Fruits and Produce

106-108 Fulton St., W.
1 and 3 lonia Ave., S. W.

Grand Rapids, Michigan

M. J. DARK
Bzeztt.a k”O‘fe:”:f.;‘feoft WE HANDLE THE BEST GOODS OBTAINABLE
Jrears esperi AND ALWAYS SELL AT REASONABLE PRICES
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the question arises whether the re-
tailers will buy and push the jobbers’
“ammunition” or swallow the “P. &
G.” bait. There’s a good deal at stake
in the answer.

Then there is the advertising angle.
Is advertising a hope or a menace to
the grocer?

That advertising pays and creates
demand for a given branded article
cannot be gainsaid in the light of ex-
perience and observation. That ad-
vertised goods are easier to sell and
therefore—in a given period of time
—more profitable to the grocer than
unknown goods, is well established
with men who know. That a quick
seller is as much a blessing to the dis-
tributer as the producer is axiomatic.

But if advertising is only to be used
as a weapon, with which ultimately its
owner can crush and subjugatg the
men who help him build up his repu-
tation, it will be an interesting feature

in shaping future policies. As the
Indiana association said in a letter:
Good-bye P. & G. Gone! For

years you have trudged and toiled on
meager profits to help build up a
gigantic soap business located in Cin-
cinnati. You have reached the peak
of your endeavors; you have helped
P. & G. to reach yonder Hill Top of
Bigness.

Oh, no! You are not going down-
hill; not on your life—you are going
to fight it out on the summit where
you placed them. It’s your existence.
The wholesale grocery business is
now brought to the acid test. Will
you fight for your position or will
you place your army of salesmen
(sixty thousand strong in this United
States of America) with them and
force other manufacturers to follow
P. & G.? Will you?' Nay; you will
not, we dare say.

Are you a soap distributer or are
you a real wholesale grocer? The
day is here—the arena is set—direct
selling is the bull to gouge out the
vitals of the wholesale grocery busi-
ness—the wholesale grocer is the de-
fender of an economic business prin-
ciple. The spectators are the manu-
facturers of merchandise, waiting the
decision.

Built Up Cigar Business in His Par-
lor.

Hazelton. Penn., July 6—The ques-
tion “When is a home not a home?”
has been answered by Frank L. Sny-
der, of Church and Spruce streets,
who has built up a most flourishing
tobacco business in his parlor.

His answer is: “A home is not a
home when you turn the parlor into
a storeroom.”

The average impression of the re-
tailer when he hears of a man run-
ning a little storeroom in connection
with his home is that the merchant

MICHIGAN

is' either sick, crippled, old or unsuc-
cessful. Snyder belongs to none of
these classifications and had no such
rating when he gave up his store in
the central city to convert the front
room of his home into his tobacco
shop. On the contrary, he believed
the move was a sound one, since he
would cut down in clerk hire, save on
rent and be able to handle business
whenever calls came.

Snyder has specialized in tobacco,
studies his trade journals religiously
and is a firm believer in handling
brands that are well known. He buys
some brands in 10,000 lots and sells
them by the box. Snyder won't han-
dle the output of the manufacturer
who expects the retailer to do the
advertising. He sells cigars advertis-
ed throughout the country, both be-
cause he considers these the best and
because they are the easiest to handle.

Inside his shop are chairs and
benches, arranged for the comfort of
the caller, and often the customer who
drops in for a smoke stops to buy
the newspaper or magazine he fancies
and sits down to look over his pur-
chase. A “homy” atmosphere pre-
vails that allures the chance cus-
tomer, and the trade done is as good
as that handled in many up-to-date
establishments in the central part of
the city.

Snyder knows the places where the
different grades are grown, can tell
wdiat the wrapper should be and
where it should come from, can dis-
cuss the filler, is able to decide with-
out hesitancy if the cigar is a real
Havana or merely camouflaged with
coffee and chocolate infusion, and in
other ways makes the call of the
patron one of pleasure and informa-
tion.

All of these count in making the
Snyder business pay. In addition to
the casual caller, Snyder handles long-
established trade, which makes it a
point to go out of the regular route
to get a supply of smokes at Snyder’s
or buy a magazine or a newspaper.

The clerk who will lie to customers
has a right to be suspected of lying to
the boss.

eVEREADy

STORAGE BATTERY
PEP

Guaranteed 17 years
and a size for

YOUR car

SHERWOOD HALL CO., LTD,,
Distributors
Local Service Station,
Quality Tire Shop,
117 Island Street,
Grand Rapids, Michigan.
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Ceresota FLO' 'R Fanchon

Aristos

Puritan

This is a strong possibility well
worth your thinking over: When
the new crop begins to move
the car supply is certain to be
short, the wheat will move slow-
ly, millers will have difficulty
getting flour to market. It may
be harder to buy flour than to sell
it regardless of prices. Keep
this possibility in mind. Don't
speculate in flour but keep your

supply up*

Barlow’s
Best

Red Star

JUDSON GROCER CO.

GRAND

RAPIDS,

MICHIGAN
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Hardware Association.
Leedle, Marshall.
Lee, Muskegon.
Scott, Marine

Michigan Retail
President—Geo. W.
Vice-President—J. H.

ASecretary Arthur J.

Treasurer—William Moore, Detroit.

Ways To Deal With Mail

Order Competition.
\\ ritten for the Tradesman.

An old traveler the other day told
me of a curious merchandising stunt
pulled off by a small town merchant
a year or so before the war. It was
at the time when contests were being
widely used to attract trade—circu-
lation contests for newspapers and
popularity contests imitative of them
in many stores.

This merchant had put up a grand
piano as the main prize. At the stage
when the contest was getting to fever
heat he featued the following offer:

“Two votes on the grand piano for
every mail order catalog you bring
to the store.”

I-or a week after the catalogs pour-
ed in. The traveler told me that the
merchant when the contest ended had
three tons of them on hand—which,
at current waste paper prices, went
some distance toward paying for the
piano.

The merchant was astounded at the
result of his offer. It threw a vivid
light on the extent of mail order ac-
tivities.

It is doubtful if conditions have
improved since the war. Merchants
have done more business, in the ag-
gregate; but it is a question if they
have sold so much. It is a further
question if the largely unjustifiable
outcry against the retailer has not
driven a great deal of business to the
mail order house. In my own town
there seems to be always somebody
at the money order wicket buying a
money order or registering a letter
to the nearest big city mail order con-
So far as | can learn the busi-

Some

cern.
ness has gained ground in the last
few vyears. The condition 1 find

locally appears to be fairly typical.
Before the war, a lot of attention
was given by retailers to the inroads
of the mail order houses. In the war
years business was so good that these
inroads were not felt. We are now
reverting to something like old con-
ditions, when the competition of the
catalog house will once more be a
problem for the retailer to face.

How is this to be done. A man
experienced both as a local retailer
and as, in his earlier days, an em-

ploye of a large catalog house, gives
this advice to small town merchants"
Don’t mention the mail order hous-
es m your advertising.
Don't print comparisons
prices and mail order prices.
Don’t announce in your advertise-

of your

ments that you are willing to meet
mail order prices.

Instead, strive to give service. Stress
the idea that you are able to give
your customers goods of standard
quality at a fair price.

Kuu the best store you can, and give
your local trade such good service
that they will want to trade with you
in preference to trading anywhere
else.

These counsels are almost axioma-
tic. For the mail order house, every

published knock is a boost. Take,
lor instance, the standing offer to
meet mail order prices.” Isnt that

a hint to the customer that the local
merchant will have to come down
some distance to meet them, and that
the customer who gives the local re-
tailer his loyal patronage right along
is probably paying higher prices than
the man who flirts with the Chicago
catalog house?

It is not by such published, blanket
offers to meet prices that results are
secured in the first against catalog
house competition. Quieter methods
are more effective.

I hus, one stove dealer makes an
energetic and comprehensive canvass
of local prospects. He never refers to
the mail order house, unless the pros-
pective customer raises the point, as
he often does by saying that he can
get the same stove from the mail
order dealer a great deal cheaper.

Then the retailer produces the mail
order catalog and identifies the stove.
And then, with the description given
in the catalog he compares the stove,
item for item, with the one he is try-
ing to sell. Weight, oven capacity,
fuel consumption—he knows stoves,
and he can show by comparison that
the stove he offers is the better bar-
gain, even at the higher price.

Another retailer took in trade a
particularly poor sample of a mail
order range. He lost money on the
actual trade; for the light, poorly
constructed mail order article had
after little more than a year’s service
fallen into a pretty bad state of dis-
repair, and wasn’t worth fixing. But
he keeps it on his floor as an object
lesson; and beside it one of the early
models of the ranges he is handling,
still in good condition and capable of
giving good service after more than
twenty years of steady use. The com-
parison is a pretty convincing argu-
ment.

But, back of such quiet comparison
of actual goods, the local retailer can
hold his own better by establishing
his own reputation firmly than by
knocking his out of town competitor.
He can do this by developing a repu-
tation for service.

Thus, a general store in a town of
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less than 1,000 people draws trade
not merely from the surrounding
country but from larger towns near-
by. This is done, not by offering
to meet prices, but by giving the cus-
tomer such exceptional service that
trade just naturally pours in. The
management waste no time worrying
about the mail order store; they de-
vote all their efforts to running their
own business, buying shrewdly, ad-

COMPUTING SCALES

adjusted and repaired
Send them in
Service guaranteed

W. J. KLING
S43 Sigsbee St., Grand Rapids, Mich.

SIDNEYELEVATORS

Will reduce handlin* expense and speed
up work—will make money for you. Easil
installed. Plans and instructions sent witl
each elevator. Write statin* requirements,
*ivin* kind machine and sue platform
wanted, as well as height. We will quote
a money savin* price.

Sidney Elevator Mnfg. Co., Sidney, Ohio

Sand Lime Brick

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

Brick is Everlasting

Grande Brick Co., Grand Rapids
So. Mich. Brick Co., Kalamazoo
Saginaw rick Co..Saginaw
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vertisiiig intelligently, and making
their store atractive. Instead of
mourning the inroads of the catalog
house, they work to build up business
for themselves, and let the catalog
house do the mourning—if it wants
to.

This does not mean that the mer-
chant should shut his eyes to what
the catalog houses that operate in his
especial territory are doing. It will
pay any local merchant to study the
mail order catalog carefully—and
calmly. He should know more about
the mail order catalog than his cus-
tomer does, in order to be able, if
the need arises, to intelligently dis-
cuss what the mail order catalog is
offering.

He will secure, too, some valuable
pointers in regard to attractive ad-
vertising; for, whatever their failings,
the catalog houses know how to get
up good advertising copy.

Advertising is the life-blood of the
mail order business; and the merchant
who wants to compete successfully
must learn to advertise, not in an in-
different, perfunctory way, but with
an eye to results. The mail order
habit of featuring leaders is one which
the local dealer can very well copy to
good advantage.

Discussing mail order competition,
a merchant who has had practical
experience adds some suggestions:

“Every merchant should have a
mailing list. Send your advertising
circulars direct to your customers.
The mail order house reaches its
trade in that way, and you can do the
same. Advertise in the local news-
papers as well; but back up your
newspaper work with a circularizing
system that reaches your best cus-
tomers and likeliest prospects.

“The small town merchant must
become a better and more efficient
merchant. The clerks in the home
town store must become better and
more efficient clerks. Both merchant
and clerks should study constantly
to improve their methods of handling
trade and meeting customers. They
should learn how to take care of their
stock.

“The owner of the store must know
how to buy his goods, and to select
and secure attractive leaders. He
must know how to use these leaders
in his advertising so as to interest
people.” Victor Lauriston.

Body Heat.

The immediate nearness of a large
and robust person at the theater or
in a street car on a hot summer day
may be a cause of discomfort by rea-
son of the amount of heat given off
by his or her body.

Such radiation from the human
body is so considerable that, as proved
by recent experiments, the presence
of a man can be detected in the dark,
with the help of suitable apparatus,
at a distance of 600 feet.

Apparatus of the kind—consisting
of a concave mirror to focus the heat
rays, a “thermopile” and a galvan-
ometer—proved very useful during
the war. If a man crossed the range
of the instrument the latter instantly
perceived the fact. Even the lifting
of a head out of a hole in the ground
was registered.
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Gabby Gleanings From Grand Rapids.

Grand Rapids, July 13—A certain
Western Michigan hotel which makes
a specialty of Sunday dinners for $1
had on the menu last Sunday June
peas, mince pie and pumpkin pie.
With an abundance of fresh peas, the
canned article was served. With cher-
ries and other fresh pie timber in
market, winter articles were served
instead. Nothing could be more dis-
appointing to the discriminating guest
than to be compelled to eat canned

and preserved goods when fresh
fruits and vegetables are in market.
The hotel in question has always

stood high as a hostelry and is held
in great esteem by the traveling men
in particular and the traveling public
in general. The Tradesman hopes to
see an immediate improvement in the
menu along the lines above suggested.

A Grand Rapids traveling man who
recently covered the Upper Penin-
sula by automobile says that he found
a good road all the way from St
Ignacc to the Soo except a mile and
a half. He says the road from Grand
Marais to St. Ignace is almost im-
passible. The only exception is on an
eighteen mile stretch West of New-
berry, which is in perfect condition.
West of Marquette, he found the
roads all good.

Thomas Bracken, who has been
identified with the Hotel Belding
(Belding) as clerk and landlord for
nearly thirty years, left Monday for
Tucson, Arizona, accompanied by his
wife. Mrs. Bracken recently sustain-
ed an attack of asthma and the doc-
tors prescribe a change of climate
as the most efficient panacea for the
disease. They expect to be absent
about six months. The hotel will be
managed in the meantime by Mr.
Bracken’s son.

Some of these days a moving pic-
ture will show a fellow who lives hap-
pily with his wife, and the theme will
be such a novelty that it is almost
sure to make a hit.

The problem confronting shoe re-
tailers of Detroit is how to buy for
fall and winter, whether to order
heavily or lightly, and depend on
getting reorders filled. Every re-
tailer is asking himself these ques-
tions. Some say they will take no
chances on poor railroad transporta-
tion, and are going to order their
complete fall stock at once. Others
say they will gamble and order just
enough to get started, and buy more
goods later as the demand is created.
Proprietors and managers are study-
ing market conditions and making
trips more often to the market cen-
ters than at this time last year.

A giant fire cracker makes more
noise and does twelve thousand per
cent, less work than the same
amount of dynamite. That’s just the
way with trouble. It creates a tre-

mendous amount of disturbance in
some people’s lives. In reality, it
doesn’t amount to a hill of beans.

Like the giant fire cracker, it is the
most exaggerated bit of worthless-
ness upon which anybody ever spent
money. On the other hand, joy de-
livers the goods. It enriches us. It
justifies life. It fills the sunset with
delight. It puts melody into the
robin’s song. It brightens the eye of
age and makes the rose more than a
mere collection of petals.

The commercial world is composed
of three classes—Ilabor, middle class
and capital. Capital supplies the
wheels and labor may make them
go, but it takes the middle classes to
direct the course of those wheels.
These classes are like the legs of a
three-legged stool—each one depend-
ing upon the other and none indis-
pensable.

How Many Expected.

The following advertisement re-
cently appeared in a Grand Rapids
daily paper:

“Wanted—By man and wife, fur-
nished apartment; no children till
October. Address 442, News.”
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Can You Become a Successful Sales-
man?

Millions of words have been writ-
ten on the science of salesmanship.
Hundreds of successful salesmen,
writing from their own experience,
have given their definition of the suc-
cessful salesman. Numerous inspir-
ational writers have tried to list the
elements necessary for success, but
whether the writer is the successful
salesman or the philosopher, his asser-
tions are mere theories and not facts.
No man can really tell you what you
must possess to succeed, but he can
tell you only what he believes or has
learned from his own experience.

One writer will say that the suc-
cessful salesman must possess, es-
sentially, perseverance. A second
will say will power. A third, fine ap-
pearance. A fourth, the power of ex-
pression, and so on.

.The very fact that there are so
many different definitions of the suc-
cessful salesman goes to prove that
there is no one practical definition,
and that all definitions are but opin-
ions. The greatest salesman in the
world can not tell you what things
are necessary for success in salesman-
ship, any more than Thomas Edison
can tell you the elements necessary'
for success in the field of inventions.

Just what kind of a man you must
be, or what traits of character you
must possess; no one can tell you. |
have seen the well-dressed man go
out and fail, the great talker has al-
so met his Waterloo, the big-headed,
silent individual has come back a fail-
ure, the successful business man has
found the road too hard traveling. |
haye likewise seen the enthusiastic
fellow go out making a noise like a
Packard and come back a flivver.

Then, again, | have seen the tall,
lanky fellow, with big feet, a little pin
head, and an apparent dupe. The fel-
low with no appearance, no power of
expression, no magnetism, and ap-
parently no personality, go out and
make good. This man, this freak of
nature, so to speak, did not fail. As
a salesman he had no peer, but as far
as education and personality or any
of the so-called earmarks of the suc-
cessful salesman were concerned, he
had none.

Can you become a successful sales-
man?

Yes!

Men from every walk of life have
tried salesmanship of one kind or an-
other, and men of every kind and
class, have both succeeded and failed.
However, the men who failed did not
fail because of some defect or another,
or because they were not fitted to
salesmanship. They' were failures be-
cause they did not measure up to the
standard of a successful man.

Put these same failures in any other
profession and have them give the
profession the same amount of atten-
tion and work as they had given the
selling business and they would fail in
that profession exactly the same as
they' did in salesmanship.

I believe that it was Charles Roy
\ ance who said, “If you can’t put
your whole soul into your work, for
God’s sake, resign and make room
for a man. You only clog the w'heels
of progress when you lay down on
your job.”

Not only do you clog the wheels
of progress, but you take the spokes
out of the wheel of success. Laying
down on the job is the chief cause of
failure.

If you possess a poor appearance,
lack the power of expression, you can
consider y'ourself handicapped at the
start, but you will not be any more
handicapped than you think you are.
If you do not think these things
handicaps they are not. If you
think you can not succeed because
of some apparent defect, then the
probability is you will fail.

You can become a successful sales-
man, no matter who or where you
are. If y'ou wish to become a suc-
cessful salesman—become one. Get
in and work. Put your heart and
soul in the game, and work, work,

work. Nothing can keep such a man
from succeeding.
W. A. Brown.
The Start.

W ritten for the Tradesman.
I don’t believe in luck,
It alius seemed to me
When fellers run amuck
There’s something: up the tree.

Of course P]/er can’t explain
Jos all th.-r complications

The grub which gets the grain
-\er this here league o’ nations.

lint when it comes to folks,
The run of folks you know.
Old nature never jokes__
Yer get jes what you sow.

Thar’s seed without a doubt
Gays in the ground for years

And ‘then ‘twill start and Sprout
until it re-appears.

You once were but a lad
But to your mother ran
if trouble 'you had had—
And there your luck began.
Charles A. Heath.

Patting yourself on the back for
what you consider your remarkable

achievements will only stunt your
business growth.

OCCIDENTAL HOTEL
FIRE PROOF

CENTRALLY LOCATED
Rate» $1.M and up

EDWARD R. SWETT. Mg».
Muskegon Michigan

Beach’s Restaurant

Four doors from Tradesman office

QUALITY THE BEST

GOODRICH
1 BOATS |

TO CHICAGO
Daily 8:05 P. M.

Central Standard Time
FROM CHICAGO
Daily 7:45 P. M.

Central Standard Time
Day Boat Every Saturday.
Fare $4.10 plus 33 cents War Tax
Boat Car_leaves Muskegon Electric
Station 8:05 P. M.
Route Your Freight Shipments
“The Goodrich way.”
Over-night service.

Goodrich City Of- || Interurban

"Sfiv,“ ! Penr| St tat
'.I’\(ansoellclated . 15 B'fawa

u. K. Iicket Offices. || Ave. N. W

W. S. NIXON, City Passenger Agt.

July 14, 1920

Hew Uotcl mertens

Rates, $1.50 up; with shower, $2 up.
Meals, 75 cents or a la carte.
Wire for Reservation.

A Hotel to which a_man may send his
family.

CODY HOTEL

GRAND RAPIDS
RATES Y o ey b
CAFETERIA IN CONNECTION

GRAHAM & MORTON
Transportation Co.

CHICAGO

In connection with

Michigan Railroad

BOAT TRAIN 8P.M.
DAILY

Freight for CHICAGO ONLY

ED CROWN (Gaso-

cially

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

(Indiana)

Chicago, 111
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Why the Proposed Henry Bill Was
Amended.

Coldwater, July 13—We herewith
submit our second installment of the
proposed amendment to the Henry
hotel law. As a preface to this, we
wish to state that, in justice to the
hotel men, we have decided to elim-
inate the section of the emendment
which provides for an eight inch elec-

tric gong in the main hall of each
floor of all hotels, three stories in
height.

This section is due to the fact that
many of such hotels are being equip-
ped with private telephones in guest
rooms, which we believe to he ade-
quate if not more efficient than the
electric gong, the installation of which
would naturally incur more or less
expense to hotel men and would ren-
der no material service.

Section 8 and 9 provides for the
appointment of one hotel inspector,
and three deputy inspectors, one each
for the Northern, Western and East-
ern portion of the State.

It has been argued that one in-
spector and three deputies could not
properly do the cause justice, in re-
ply to which we will say:

In September preceding the last
session of the Legislature, the United
Commercial Travelers conducted an
inspection of hotels for the purpose
of establishing the justice of our
cause. During that month our mem-
bers submitted reports on 168 hotels,
of which 162 showed violation of one
or more sections of the Henry hotel
law.

With the appointment of a hotel in-
spector and three deputies, we are as-
sured of the co-operation of our 5,-
000 traveling men, who will act in
conjunction with the hotel inspection
department and we have no hesitancy
in assuring the department of the ef-
ficiency in the work.

Section 12 provides for an inspec-
tion fee to be paid at the time such
inspection is made. This fee ranges
from $2 for a hotel of ten rooms to
$25 for hotels with 100 or more rooms.

Can any fair minded man take ex-
ception to such fee when it is the best
eadvertisement he can give his hotel,
an act by which he can reach our 10,-
000 traveling men, and the traveling
public in general with an advertise-
ment that would otherwise cost him
hundreds of dollars?

Traveling men, as a rule, are liber-
al, and fair minded men and in seeking
the protection of life and property
that the legislation we seek affords,
we are asking only efficiency and ser-
vice for a just remuneration in the
spirit of good will to all and malice
toward none.

In submitting this article we trust
that it may be the means of bringing
our cause before the public, so that
any opposition that may exist will
avail itself of a full understanding and
the opportunity of, presenting same
in the same spirit in which this is of-
fered.

In our next article we will submit
ways and means, backed by facts and
figures to show that this department
will not only be self sustaining, but
will be a revenue poducing depart-
ment to the State. John A. Hach,

Chairman Grand Legislative Com-
mittee.

Gabby Gleanings From Grand Rapids.
Grand Rapids, July 13—Charles A.
Hendrick, President of the Hendrick
Capital Candy Co., manufacturer of
candy at this market and at Lansing,
will open a retail store at 52 Monroe
avenue about Saturlay of this week.
William Thomas, superintendent of
the Michigan Paper Co. for the past
thirty-four years, will celebrate (with
his wife) his golden wedding July 30.
Mr. Thomas is one of the most rg-
markable men in his line of business
in the world. He has never had any
labor trouble and never will, because
he treats his employes well and they
implicitly believe in him and will fol-
low him to the limit in the exploita-
tion of his humanitarian ideas. Mr.
Thomas can produce more paper from
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a given amount of raw material than
any other paper maker in the country.

The Hotel Traverse, of Traverse
City, under the able guidance of Claire

Buckner, is "cutting some cheese”
these days. By his genial manner,
courteous treatment of guests and

close attention to busines, Claire has
become a great favorite among trav-
eling salesmen. He not only feeds
and lodges the weary traveler, but adds
to his comfort by equipping the hotel
with an electric fountain, music, etc.,
which make life worth living. Mr.
Buckner says he will add sixty rooms
next year to enable him to accommo-
date his rapidly increasing patronage.
When in Traverse City give Claire
a try out. He will treat you right.
One of the most beautiful traditions
of Grand Rapids is recalled by the
annual visitation of Rabbi Emanuel
Gerechter to this city. Back in the
seventies, Mr. Gerechter was the spir-
itual leader of the Jewish people here
and also instructor in German in the
high school. He charmed every one
he came in contact with by his grac-
ious manners and delightful person-
ality. During the past forty years he
has resided in Wisconsin, with the ex-
ception of the last year, which was
spent with friends in New York City.
He is now retired on a pension pro-
vided by the Carnegie foundation. The
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pers were only lukewarm to the Proc-
tor & Gamble Co. heretofore, now
they will be antagonistic, and the
fact will militate against the success
of the soap concern. The soap com-
pany will lose many sales heretofore
made under sufference, and this fact
alone will affect the distribution con-
siderably. To overcome this, if that
is possible, the company will have to
get on a par with the jobhing sales-
men in their visits to the retailer, and
an intensified advertising campaign to
the consumer will be necessary to off-
set the slump in sales which will
naturally result. This will run up the
costs of seling beyond that which the
company was subjected to when dis-
tributing through the wholesalers.

From Around Little Traverse Bay.
J. P. Southard, Harbor Springs:
“How do | like the Tradesman? [I’ll
tell you. 1ve been out of the store
business over twenty years, but still
take, read and enjoy the Tradesman.
We all enjoy it at our country home,
and while | do not always agree with
what Mr. Stowe says in his editor-
ials, | like the most of them very
much and certainly admire the way he
exposes and goes after crooked and

THE ABANDONED FARM.

Wrritten for the Tradesman.

There is somebody’s home which is vacant to-day,
All abandoned and lonely it stood,

Over back on the road at the head of the bay,
Where a farm was out in the wood.

There was hope in some heart and a gleam in some eye.
As he chopped and he built and he cleared,

Then the cut over land soon was waving with rye.
An abundant ripe harvests appeared.

From his labor’s award he erected his barns
And a home where was plenty to eat.

While the wife knit the wool from the softest of yarns
And their lot was there truly complete.

There | passed but to-day and the place was all bare,
Not a lad nor a lassie was seen. .

The abandoned old home was a home of despair,
And the woods hid the porch with a screen.

There 1 listened the while as a story was told
By the shuttered old windows and shed,
That there came from the city the lure of its gold,
And the hopes on a farm all had fled.

closing years of his life are like a
benediction to his friends and asso-
ciates. His bubbling humor, his hap-
py disposition and his unselfish de-
votion to all that is pure and good
are a constant reminder of the beauti-
ful life he has lived and a vision of
the future in store for him.

The recent action of Proctor &
Gamble in parting company with the
wholesale grocery trade may precip-
itate a very interesting situation. It
is pointed out that as there are 3,000
wholesale grocers in the country with
an average of ten salesmen at least,
that would mean 30,000 jobbing gro-
cery salesmen over the country who
would be arrayed against the selling
force of the Proctor & Gamble Co.
The nineteen district offices of the
company will hardly have in excess of
fifty salesmen per district, if that
many, which would give the soap
company 950 salesmen as against the
30,000. By virtue of the fact that the
jobbers’ salesmen visit the trade every
week or two, as against every sixty
days for the P. & G. salesmen, the
jobbers” representatives will not only
bave the advantage in numbers but in
closer visitation, hence they will be
able to introduce some other substi-
tute to take the place of the products
which have been withdrawn from the
wholesaler. While the wholesale gro-

Charles A. Heath.

dishonest business dealers and poli-
ticians of either party. A man can-
not hold so high an office or be so
rich but what Stowe will go after
those who are crooked and dishonest.
For that alone we should all be very
thankful.”

C. D. Lane, drugs, Harbor Springsi
“The Tradesman is fine and dandy
all of the time. We get much good
out of it and have taken it so long
that we would not know how to get
along without it. Am certainly pleas-
ed to renew our subscription.”

L. D. Wilson, wholesale fish deal-
er, Harbor Springs: “I find it very
useful. | like the Tradesman fine and
did from the start. Every paper is
good. Keep sending it along.

H. B. Jacobs, 144 Bridge street,
Charlevoix: “l am one of the old
subscribers and | certainly like the
Tradesman fine. The longer | take it
the better | like it. It speaks for
itself and is a very high grade, clean,
pure trade journal and very useful.
We all read it and enjoy it and get
much benefit out of it.
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Martha R. Baker, Charlevoix: “We
are very much pleased with the Mich-
igan Tradesman. We are very busy
during the resort season and win-
ters we spend in the South, but we
always take time to read the splendid
things that are on Hie front cover.
Even if we get time to do no more,
those articles alone are well worth
much more than the paper costs. We
look for it each week and it is very
welcome.”

W. Il. Arbuckle, Boyne City: “The
Tradesman is O. K. all the time. It
certainly protects the wholesale and
retail business men and while | do not
always agree with what he says edi-
torially, yet must take our hat off to
him and the Tradesman when it
comes to true Americanism. He al-
ways sticks up for our country and
calls things by their right name and
has no use for crooked politicians or
any other species of dishonesty. As
a trade journal the Tradesman ranks
high and is a very great help to any
business person who will take it and
read it.”

H. D. Iden, Petoskey: “The Trades-
man is a mighty fine trade journal.
Could not keep store successfully
without it. It pays me well to keep
it coming. The cost is very small
compared with the profit received.”

B. S. Klise, wholesale baker, Pe-
toskey: “lI am pleased to renew my
subscription for the Tradesman. It is
a very high grade paper and | sub-
scribed for it on account of its edi-
torials and | am more than pleased
with them.”

Fruit Jars—Owing to the market
situation dealers who will want fruit
jars are being advised by their deal-
ers to order. Ball is said to be ship-
ping from Texas to this district, and
not from Muncie. No prices have been
made by these makers. The shortage
is created by the railroad situation.

Equipment—Manufacturers of gro-
cers show cases, counters, grocery
supply fixtures, etc., have withdrawn

prices and are making quotations
only as orders are presented. The
reason is the cost of labor, lumber

and hardware.

Moses Dark and family have rented
a cottage near Brewery Point, on
Spring Lake and are putting in the
heated term there. “Mose” comes up
to the city about every other day.

Corn Syrup—Conditions are gener-
ally the same as in the previous week.
There is litle activity and prices are
unchanged.

Cornelius N. Haan succeeds Haan
& Hartger in the grocery business at
1000 Godfrey avenue.

TESTING TRADESMAN ADVERTISING

Good \ ariety Ginghams for imrn<diate
delivery:

Ilates-Se<mr, 27 inch 37 Vic
Everett ‘lassicus, inch ____—  32\C
Ferndale. 27 inch 35¢
Chambray. 32 inch 0000 40c
Red Seal” 27 inch . 37%c
Renfrew line Shirting, 32 inch ___ 65¢c
Toile-Du Nord, 27 inch 37%c
Utility. 27 inch 5c
York Drcss, 27 inch 35¢
Rosegler, 27 inch 32Vic
Glenkirk, 27 inch 37%<
Bates. 22 inch 45¢

Berwick, 32 inch ____ 42%c
Tegg’y Cioth, 32 inch, one of the very
best “cloths for rompers ancl children's
clothes in the market.

Mail orders to W. B. Dudley, Grand
Rapids, Mich.
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Michigan Board of Pharmacy.
President—H. H. Hoffman, Sandusky
Sec&etary and Treasurer—E. T. Boden

Bay City.

Other Members—Charles S. Koon,
Muskegon; = Geo. F. Snyder, Detroit;
James "E. \\ ay, Jackson.

Drug Clerks an Average
Customer Likes.

\\ hat sort of drug clerks appeal
most powerfully to an average Ameri-
can drug store patron?

What sort of clerks does the cus-
tomer get on friendly terms with and
go out of his way to patronize?

\\ hat are the qualities in a clerk
that make a permanent customer out
of a transient patron and that make
a man hunt out the clerk whenever
he makes a change from one store to
another and that makes him switch
his trade from the old store to the
new one simply for the purpose of
buying from the clerk whom he has
come to consider a friend?

lhe answers to these questions
should prove of interest to all drug
store proprietors and to all salespeo-
ple in such stores.

But what are the answers?

Let us question an average cus-
tomer and see what he has to say
about the matter.

"\\ hat sort of a drug store clerk do
| particularly favor?” repeats the first
average patron questioned. “Well, 1
like a genial sort of person who does-
not use the sale of a cigar for the
purpose of airing his own opinions
on bolshevism and politics and re-
ligion. | like the sort of man who
gives me the cigar | want quickly,
who has a pleasant remark about the
weather or the ball game as he does
so and who is equally pleasant and
affable every time | come back. |
like a clerk with personality—the sort
of a man who feels that he is holding
down a good job and doesn’t have to
do any toadying to his customers—
the sort of a man who treats his cus-
tomers as good fellows and people
he would like to be regular friends
with.

“What do you like in a drug clerk?”
was asked a stenographer, who does
a considerable “shopping” among drug
stores for sodas and luncheons. This
stenographer is young and inclined
to be a little flirtatious, but she is an
average sample of one large class of
soda fountain patrons.

What | like is cleanliness and neat-
ness,” she answered. “I like to go to
a place where the soda dispenser
keeps his marble counter absolutely
clean and who looks and is absolutely
clean himself. When | run across a
clerk whose apron hasn’t got a spot
on it and whose counter isn’t so wet
but what you can put your elbows on
it and who has all the glasses and
dishes on the shelf under the mirror

Sort of
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behind him all nice and shiny, then

I always feel like going back there
again. lhat is the soft of a soda
fountain man that | like. And there

is a lot of other girls who feel just
like me about it.”

Another average drug store patron
was approached.

“Why do you always go to the Ban-
ner drug store:” this patron was ques-
tioned. “Is it because you particular-
ly like some clerk in that store?”

It is because 1 like all the clerks in
the Banner store!” was the answer.
“There isn’t one of them that ever
goes around in dirty shirt sleeves,
without a collar and with his sleeves
rolled up to his elbows! | have no-
ticed them particularly. In the sum-
mer time they don’t wear coats, but
they all wear the same sort of shirts
with soft collars attached and with
the sleeves already cut off at the el-
bows, so they look perfectly splendid
all the time. In the winter time they
all wear white coats that are always
fresh and neat and clean. It always
gives me a feeling that the whole
place is immaculate when 1 go into
that store and see those clerks looking
so nice.”

Still another average patron was
questioned.
“\ou seem to have gotten quite

chummy with Charlie Smith, who
clerks at the Brown drug store,” was
said to this patron. “How did you
happen to get on such friendly terms
with him?”

“He is just the sort of a fellow that
everybody likes,” was the answer. “He
is always cheerful, he is ahvays pleas-
ant and he would go out of his way
to do a friend a good turn.

“l remember the first time | saw
him. He was behind the cigar coun-
ter in the Brown store. | wanted a
Three Friends cigar which his store
didn’t carry. He didn’t fuss ground
behind the counter and then tell me
they were just out, but he told me at
once that the Brown stoe didn’t carry
them.

“‘I've been hearing quite a little
about that cigar,” he told me, ‘and |
think we ought to carry it in stock.
Can you tell me who makes it?’

“l told him. | ’d naturally tell him,
because it was a pleasant surprise to
find him taking this attitude toward
my favorite cigar and taking such a
personal interest in my feelings in the
matter.

“‘Oh vyes,” he said, ‘I know that
firm. They always make good cigars.
lhey are located in the same city with
the firm that makes my own favorite
smoke—the Joseph cigar. | guess
that must be a city of good cigar
makers. There is a little birdseye
view of the city on the inside cover
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of the Joseph cigar’s box. Let me
show you.’
“He interested me. | also found

the picture of the city on the inside
of the box interesting and the result
was that | bought three of the Joseph
cigars. Then Charlie told me he’d
take up with the proprietor the ques-
tion of handling the Three Friends
cigars and if I would come back in a
day or so he would let me know about
it. In the meantime | smoked the
Joseph cigars and found that Char-
lies taste in smokes was excellent.
So when | went back and was sadly
informed by Charlie that the proprie-
tor was convinced they were handling
enough brands of cigars and didn’t
want to take on another brand, |
bought Joseph cigars instead. | have
been buying them ever since. From
that little start Charlie and | have
gotten to be chummy. And, say, he
has got more friends than any man |
ever knew. He seems to have the
faculty of making friends of every
man who buys cigars from him. No
wonder he is doing the biggest sort
of a business over his counter.”

But what is it that you particular-
ly like in him?”

Oh, his friendly sort of a person-
ality and his real salesmanship, |

guess. That man is a real salesman if
there ever was one. He doesn’t urge
folks to buy something else when

they can’t get the particular thing they
want, but he makes them buy some-

thing else by real salesmanship. |
like any clerk who can do that.”
Still another average drug store

patron was put through the question-
naire process.

“The sort of drug store clerks |
like, said this last individual, “are
the ones who make me feel that | am
in a friendly store. | can’t exactly
explain it but some of the stores |
go into seem to be like home—the
clerks are smiling and happy, they
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seem to take a personal interest in
me, they want to get the things for
me that | want and they seem really
anxious to become friends with me.
The whole atmosphere of the store
is warm and cordial. It is hard to
explain just exactly what | mean but
I can tell a friendly store the minute
1 enter it. And, of course, | always
Pick out those stores that | know have
that attitude.”

“Do you mean that the clerks in
these stores are forward, pushing, self-
assertive?” w'as asked.

Indeed | dont!” was the some-
what indignant response. “I don’t
mean anything of the sort. | mean

that they are nice and friendly—they
are regular folks.”

So there it is—an analysis of the
sort of clerks they like to find in drug
stores by a number of average Ameri-
can drug store patrons. Undoubtedly
the sentiments of these particular peo-
ple regarding this vital factor in a
store’s success are echoed by thous-
ands of other patrons. So it might
be well for proprietors and clerks to
hearken to what these average pat-
rons have to say and to judge their
own establishments and themselves
accordingly.

Frank H. Williams.

Throat Lozenge.
Powdered cubeb 40 grs.
Extract of licorice___ 500 grs.
Benzoic acid 30 grs.
Tragacanth, powdered __ 30 grs.

Eucalyptol---------mmmmmme 25 min.
Menthol = ------m--mmmmmmeeeeee- 10 grs
Oil of ainse------m--mmmemmmemeeeee 5mjn.

Sugar (finely powdered) _ 3 ozs.
Mix and make into 100 lozenges.

Because you are complimented a
few' times upon your business suc-
cess, don t think you have reached the
top where no more effort is necessary.
Compliments won’t keep you at the
top.

Possibly you did not
Buy a Soda Fountain
During the Spring
of 1920

But possibly the SEASON of 1920 will convince you that your
J92J trade will demand a new and up-to-date equipment» This
is likely to be the case» You will want a job on which the fac-

tory has expended every effort and energy»
Won't you place your order soon for the earliest

We shall be delighted to furnish facts and

requires time.
Spring delivery?
figures»

But such a job

DROP A LINE TO A. W. OLDS.

Hazeltine & Perkins Drug Co.

Grand

Rapids,

Michigan
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REPRESENTATIVE RETAILERS.

j. A. Skinner, President Michigan
State Pharmaceutical Associa-
tion.

James A. Skinner was born in
Cedar Springs Sept. 28, 1875. His
antecedents were English on both
sides, his parents having been born
in New York State. He attended the
public schools of Cedar Springs, grad-
uating on the high school course.
He then pursued a course of study
of Pharmacy conducted as an adjunct
of the Northwestern University, Chi-
cago, graduating therefrom with high
honors. He then returned to Cedar
Springs and formed a copartnership
with C. W. Fallas to engage in the
drug business under the style of Fal-
las & Skinner. Two and a half years
later he purchased the interest of his
partner, who thereupon engaged in
the drug business at Petoskey, con-
tinuing ever since. For twenty-five

years Mr. Skinner has conducted the
J. A. Skinner.
Cedar Springs establishment under

his own name. He has a double store
on the best business corner in town,
filled with drugs and books, and a
third store adjoining in which he
handles wall paper, paints and oils.

Mr. Skinner was Vice-President of
the Cedar Springs State Bank for
several years, but subsequently sold
his stock in that institution and re-
tired from that office. He was Presi-
dent of the village three years and
has been President of the School
Board for the past fifteen years. He
has always been first and foremost
in every movement for the public
good and his name is always mention-
ed among the representative men of
his native town. He is an Odd Fel-
low, Elk and K. of P.

Mr. Skinner was married June 17,
1895, to Miss Mary A. Doyle, of Cedar
Springs. Mrs. Skinner died in 1915
and July 2, 1918, Mr. Skinner married
Miss Helen M. Pearsall, of Cedar
Springs. He is the father 6f a 15
year old daughter by' the first mar-
riage and an 8 months old daughter
by his present wife. The family re-
side in their own home.

Mr. Skinner owns up to but one
hobby—that of trap shooting. He
has long stood high in marksmanship

MICHIGAN

and in 1919 he won the State cham-
pionship, retaining it one year.

Mr. Skinner joined the Michigan
State Pharmaceutical  Association
about twenty years ago and at the
annual meeting in June he was un-
animously elected President. He is
giving the duties of that office his
best thought, with a view to making
his administration a memorable one
in the history of the organization.
He was also President of the Mich-
igan Rexal Club one year ago.

Mr. Skinner never undertakes to
impose himself or his opinions upon
the public, yet he has been one of
the moral forces of Cedar Springs
and vicinity for the past twenty years.
He has an admirable personality that
combines gentleness- and quiet with

force. He is a man with wide inter-
est and influence in the business
world.  To his employes, his cus-

tomers and his competitors he stands
as the embodiment of consideration,
absolute fairness and unfailing re-
liability. He is an example to fellow
merchants, a type of the influence
that ought to rule in the commercial

field. He is a proof, too, that fidelity
to high ideals is not incompatible
with material success.

Rocked to Sleep.

An old darkey went to the judge
and wanted to have his wife arrested
for rocking him to sleep.

“Why man,” said the judge, “you
can’t have your wife arrested for
rocking you to sleep!”

“That’s all right, judge,” replied
the darkey, “but you should have
seen the rock.”

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.

Good
Candy

Made in Grand Rapids by
NATIONAL CANDY CO.

PUTNAM FACTORY
Grand Rapids, Michigan

Ask for a copy of our
latest price list.

We are agents for LOWNEY’S
in Western Michigan.

TRADESMAN 27
Wholesale Drug Price Current
Prices quoted are nominal, based on market the day of issue.
Acids Al_mo_?dts_, Sweet, 8501 00 Tinctures
mimitation
Boric BoM) °20%@% Amber, crude—3 0003 25  Agonite
Amber, rectified 3 50®3 75 oes
Carbolic @ 41
Citric 125013 Anise __ 225@2 50 arnica .
M uriatic 3@ 5 Bergamont __ 9 0009 2 Asafoetida ~___
ajepu
Nitie _ ——— 100 15 &3LSh 4 50@4 75 Benzoin ,
Benzoin Compo’d
Sulphufic____—3%0 5 ca Leat 5 8065 55 Buchu
artaric i — Cantharadies__
A ; gllot\rlgge”a 155%8@)57525 Capsicum
mmonia T Cardamon
Cocoanut 40® 50
weer % gsg e %0 Gl — ¢fge 8 Cardamon, com
roton
Water, 14 deg._ 9® 16 Cotton Seed 2 35@2 Cinchona
Carbonate 2® 26 i 7 Colchicum™
Chioride (cTamy 200 30 sSigelon — 19 9010 2 Cubebs "~
Eucalyptus 15001 75 G'g'ta is
Copaib Balsamsl 00@1 20 JHMIOCkB P e %88(%28 %g G'e%leafn

opaiba uniper Berries -
E” ((Coanada)) 2 650%%)2 gg .]Luncljper \tNood 231&%(?32525 gﬂg;gg DT
ir regon ard, extra alac, .
Peru g 7 50@775 Lard, No. 1 1 90@2 10 jodine
Tolu ————— 2 50@275 Lavender Flow 16 50@16 75 'Iod'”e (Colorless

Lavender Garn 1 75®2 00 ron o
c ( Earks) 459 2 Ciraced BoTed bbi, g5 06 "rj'lynforh

assia (ordinar inseed Doile . IO
gasm? (Sangoni’70 %% Ilzlnseeg bid Iets)%lz 16 %ég 8;L)I|)(ijvomlca
assafras (pow. 70c) inseed raw
Soa&n Cut EPO wd.) Linseed raw less 2 14@2 24 c())plum DCar(?p i

30® 35 Mustard, true, oz. @2 9%  RplmL,oeedorz
Sermi R‘/Iustafrd artifil, oz. g gg ubarb
erries eatsfoot
Cubeb 1 gogz 00 Olive, pure__ 5 50@6 00
Fish 1 00 Olive, alaga,
Juniper— 10® 20 vellow 375@4 00 | oad, red dry_ 15%
Prickley Ash 30 Ofive, Mafaga, Lead: White Uy 1o 96
75@4 00 [ead) whit 13%® 16
Extracts Orange Sweet 12 00®12 25 ead, white oi o
o 60 Ochre, yellow bbl. ® 2
Licorice 65 griganum, pure Ochre, yellow less 2% 6
Licorice powd. 1 20@1 25 Origanum, com’l 125@1 50  pCif€, YETOW [€Ss 5% 3
Pennyroyal 300@3 25 g dyV oA 36
Flowers Peppermint_ 10 00@10 25 Rgd Veenneet nn Enm 3%@ 7
Rose, pure — 24 00®©25 00 g. 3%
Arnica 75® 80 posemary FIows 2 50@2 75 Vermillion, Amer. 25® 30
Chamomile (Ger.) 80@1 00 Sandalwoyod o Whiting, bbl.__ @ 3%
ChamomileRom 50® 60 15 00® 15 20 Whltlng 4® 10
G Sassafras frue 300@3 25 H. P."Prep. 3 75@4 00
Acacia, lstums 60® 65 gassafras tam:ljI 15%0@%.17 ;g
earmin i
RAEE M — 0 BT DTS e g
cacia, orts__ ans cetanali
Acacia, powdered 45® 5 Tar 4gg 60 Alum %) 20
ﬁllggg a\areb gow)) ® gg ¥urpen{me | S'z 15®% gg Algsjrrp)unpow ere and® 20
rpentine, less
Aloes (So% Pow) "1 40®1 50 Wumpterglreen tr. @ Bismuth, Subni-
Asafoetlda 4 5005 00 12 00@12 25 trate 3 75@4 00
camphor—— 3 1385 % Winterareen. sweet B%r%ge?edor 1%@ 16

amphor 8 00®8 25 °
Guaiac 140 Wintergreen art 120 140 Cantharades, po 2 00@6 50
Guaiac, powaerea 1 50 Wormgeed 0@@22 25  Calomel 2 22®2 30
Kino powzerer G166 ' °'mWooI— 1 60816 25 Carsichm 73807 6
MY oW — 18 Potassium A R — R
Opium “T1L 50@12 00 Bicarbonate __ 550 60 Chalk Prepared  16® 18
Opium, ~powd. 13 00@13 60 Bichromate 57® 65 Chloroform 5® 65
Opium, gran. 13 00@13 60 g;c;bmdggte 1 %g%ll %g ghloral Hyd_t_ae 1670()(%@124(1)?,
hell 1 ocaine
Snellac o saehed 5 2o 52 Chiorate, gran't 48® 5  CGocod B aTEET _70® 85
Tragacanth 6 50®7 25 Chlorate, Xtal or Corks, Ilstb less 50%.

35  Copperas bls. 05
%é:%gﬁét‘unnteh powd. 35%)5 28 C)Banlde 60 Coggeras less E%@@ 12
lodide %))4 25 Copperas, powd. 6%@ 15
Insecticides Perm anganate— 115@1 25 Corrosive Sublm 2 01@2 10
Prussjate, yellow 50® 65 Cream Tartar__ 700 75
élrjgm\(}nml 20% 318 gnljsﬁlate red 185@2 gg gutttlebone 80 iag
ulphate © extrine

Blue Vitriol, less 11® 16 owder
Bordeaux Mix Dry 18® 38 R Er%\éenr/s KﬁwN%r& 5 75 6 98
Hellebore, White oots Emery, Powdered 8® 10

powdered 38® 45 Alkanet __ 3 SOga 75 Epsom’ Salts, bbls g 05

Il_nesaedCtAfs(;:'I]Vaate p_903(?é 4055 glolod powdered %% 75% IIEEpsom Salts,’ less 5%@7 618
alamus (Y]
nge and SU'Pthlz%@ 27 Electampane gwdﬂzo/zg %g 'I:Elrgot, Pov;/dered 5%}8 88
entian, pow o ake ite
Parls Green 48® 58 Gl;?ogv?/r eré‘;frlcan 200 36 Formaldehyde, b, gggz 1763
Ice Cream Ginger, Jamaica 57%@ 65 Glassware, iess 53%.

Arctic Ice Cream Co Ginger, Jamaica, Glassware, full case 58%.
Bu|k Vanilla 195 _powdered 57%? 65 Glauber Salts, bbl, @02%

Bulk, Chocolate -1 35 Goldenseal, pow. 8 50 8 80  Glauber Salts less 3%® 8
Bulk, Caramel 1 25 Ipecac, powd 500 Glue, Brown 21®
Bulk, Grape-NOt_—T 35 Licorice, powd_ 35® 40  Glue, Brown Grd. 19® 25
Bulk, Strawberry——1 35 I(_Dlrcrosrlcepop%‘gr%d 18% gg giue, Wﬂl{e %g% 218
Bulk, Tutti Fruiti _ 135 S, w ue, White Grd.

LIK, — Poke, owdered 40® 45 Glycerine 37® 55
S i e 1 TGS 8 T —— 8
Brick, Caramel 160 Rhubarb, "powd. @2 90 lodine 57005 90
Brick. Strawbefry T 60 Rosinwoad, powd. 30® 35 lodoform 7 0007 30
Brigk' Eutatl F?un)ll_ 1 60 Sagrsapacrjnla Honf 25@1 40 te ad, AdCW_ngZ(?®33OBO

' — ! copodium

Piper Ice Cream Co Sarsaparilla Mexican, M);c P — T 850 90

Bulk, Vanilla 125 q%ﬁflg”d % 3 Mace Powdered 9501 00
’ entho
Bulk, Chocolate ~__1 30 Squllls powdered 60@ 70 Morphine— 12 50@13 20
Bulk G e Ut 130 Tumeric, powd. 250 30 Nux Vomica_ @ 30
Buik: Strapwberry_] 3% Valerian, powd. ©2 00 yux Votr)nlicak pow. %g% ig
Bulk, Tutti. Fruiti_1 35 Seeds Pepper, white " ~'© 60
grik; chicolie——{ & Anse oo 38 40 r e %
Brick. g?{g(}‘,%’e”y L8 Blnrhse powdere? 130 19 §um|ne 12201 72
Brick, Tutti Fruiti 160 ganary —5—0 %g® %g Sgg(t]r?gremes 60®© 5540
arawa

Brick’ any combinat® 1 60 Cardam%n 25602 6 Salt Peter —— 200 30

@ —_
Snue B B sanlh AT e X

oriander pow

Eucﬂu d5 52®0800 Dill P 200 25 Soap mott castlie 22%© 26
Saugceu upowfiee 67 %9 Flenn—l'li %91% lllg Soap white castile 00

Sage, % logSe _ 72@ 78  Flax, ground _ 140 18 Soa , White castile
Sage, powdered _55® 60 Foenuggreek pow. 10© 20 Iegs per bar___ 75
ggmg %’llﬁr:( f40®é 6035 Hemp 10© 18 Soda A_sh %5@ 10
Senna, Tinn. pow. 35® 40 ,I\‘Aoubsﬂ'fd ~Vellow 155(32 88 S°ga legalrfona[ezo/i%© 19&
Uva Ursi 25@ 30 Muystard, black__ 360 40 Spirits Camphor ©1 76
. Poppy — 75 Sulphur, roll 4% @ 10
Oils uinCe __ 15001 75 _Srulphur dub F%% %8

Almonds Bitter, ape 5® 20 amarinds

16 00®16 26 Sagadl — 35 Tartar Emefic 1 03@1 10
Almond Bitter, Sabadllla “powd. 300 35 Turpentine, Ven. 60?6 00

artificial 2 60@275 Sunflower 16© 25 Vanilla Ex. pure 1 6002 00
Almonds, Sweet, Worm American 46© 60 Witch Haze 16002 16

true 760200 Worm Levant 1800190 Zinc Sulphate _ 10© 10
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I COCOA
grocery price current Baker's 53 Champlgr?m Drops , FISHING tackie
T e B
) mithi” si* _ Bunte, 11b._- avorite _ -2,
are liable to change a !'! * J *°fg°mg o press* IBrices,rﬁoc\%ever uleveland superior “0' 3. 1 feet woeeen Z1
' cColonial, 14s 35 Orange J<Hies No- 4 1 feet N
fi.led a, market pri . n ” " " ' *ord” Colonial, % : ee
, prices a. dam ot~rchaTe” 5 m" Cha"$S hav' thd’ °rd" s Eppe -2:23 Lozenges No. 6, 15 feet:zzz
Hersheys. -42 A Pep. Lozenges __ 38
ADVANCK1J IIersheys, % s -40 A 1link Lozenges 38 f f
Milk DECLINED uyle 36 A hoc Lozenges 38 Linen Lines
fruit Jars Lowney, %S _ZZZZZZ. 48 Lozeng Small, per 10u yards 6 65
Jelly Glasses Lowney, 14s — 47 liearts Medium, per 100 yards 7 25
Il:owney, ;/oIb 47 Large, per 100 yards 9 w
owney,
Van H):)uten o/iins ” fg Hard Goods
Van Houten, 14s__ 18 Lemon Drops Floats
Van Houten, s . 3% O FH boun_d_Dr_ps 38 NO 1%, per gross
Van Houten, |s . g5 Anise Squar -----38 No ' gross
\\/,\/Veat?b_Eta 7 R gg Eggrk]utCSquares N 2Vt per gross Z2 2
AMMONIA : VVilbur,” %s _ -
Arctic Brand b spiackberries CHEESE Wilbur, 14 z o 3B Pop Corn Goods Hooks— Kirby
12 oz. 16¢c, 2 doz. box fip- | Standards .., Brick Cracker-Jack Prize __ Size 1.12, per 1,000 o
16 oz, 25¢. 1 doz. box 3 00 ‘ @13 00 wisconsin Flats Checkers Prize 7 40 Séze 177 per 000 g
22 oz. 45c, 1 doz. box 325 B Baked Longhorn “ B A 5 b sase Dunham 46 Cough e 5. Ber 11
Moore’s Household Brand cans—baxe ew _Yor ) ' ough Drops ¢Aze, 3- er 1 00 Z
12 0z.. 2 doz. to case' 3'9p Grown Beauty, No. 2 135 Michigan FUIl Créam ?;3,% ‘]f's’ *5 Ib. case745 Boxes ¢SiZ¢ 4-  per i(ho0 %%
Campbell, No. 2 _ 150 s. 15 Ib. case 45 | utnam Menthol 225 ¢Size 5o per 1000
Fremont, No. 160 € and 12C pkg in pails 4 75 smijth Bros. — 135 1%
axle grease Van Camp, Yz 1b. 80 CHEWING GUM Bu |k pails 00}
van camp, I Ib.—— 1 s Adams Black Jack Bulk, barrels 727277" 3 Sink
Vvan Camp, 1% Ib. ™ 1 & ﬁgams CBI??db'erry %407 [ caserd, 15 COOKING COMPOUNDS No Inkers
Van Camp, 2 Ib. 180 Adgmg C?nlcletsru't = 0z. pkgs., ber €ase 7750 Mazola No. % per gross . 65
Adams Sen Sen Pints, tin, 2 doz. 775 No. 3 ber gross |
Beq, KESATS,~Camned o) Adame S COFFEE, ROASTED Quarts, tin, I doz™ 725 No. g ber gross . 1 3B
American Fla_ 3prue ; al. tins, 0z. 75 No. g :
String-- i 36@2 Sprue Rio » per gross . 145
e | %22 Beeman's Pel™. Sanis— D030 5Gal tins, e dor 2100 Noo G Der gres - 1w
lied B@1 25 Uoublemint——— M ayacano 33@40 No. per gross  .__
Juicy Fruit Guatemai; ____4(‘)‘0 COUPON BOOKS N per gross___ 43635
Clam Bouillon Spearmint, Wrigteys® Java __ 50
Burnham's 7 oz. __ 250 — . Jta 40@41 50 Economic grade 2 50
iU-rr; 100 Economic grade 4 50 FLAVORING EXTRACTS
standard 1 45@1 65 CHOCOLATE Lah, FiEonomic grade 20 %0 Jennings
rd - Walter Baker & Co. conomic grade xe°°
Eﬂou'ntry Gentlemlan9 220(%5 Caracas ° 23 Packf:(ge kCc')affee t\jNhedre thO? books arle ! u"‘SI;Jerpe jele\ésamla
P Y = > or asi ordered at a time, special- lure Food Lemon
25 Ib. pails, per doz. Premium %S 0r~%s~ _ 5§ R bW Yok Bast 33 50 ly printed front coQ/er is
Hominy Walter M. Lowney co, MecLaughlin’s XXXX furnished without charge, 7 pram 17 Cent *** 7%
Van Camp 15  Premium, 14s 50 g 1140 2 Cent 6
Jackson 13 Premium, %s Z7772Z2 __ McLaughlin's XXXX pack- CREAM OF T unce en .
50 Jge coffee is sold to retail- 6 Ib. boxes ARTAR 2 Ounce, 37 Cen 3 uo
X e
’ Condensed Pearl Lobster CIGARS ets_only. Ma" all orders 3 Ib. boxes ____ 7777 76 2% 83222 425CCeeT1{ 33(%0
Ib 245 National Grocer Co. Brands fiiregt &8 Meclaugh i Ga C —5
Vz b, T 490 : h : - Chlcago ounce, 6a Cent_— 5 B0
% Bl Rajah, Diplomat- Coffee Extract DRIED FRUITS ?gunce 3 AEeTET; 40
_____________________ offee Extracts Apples ram ssorte
BREAKFAST FOODS  Mustard, 1 46" ks YRfatiCoroa ;‘?&9 N. Y. per 100 Mu.  Evap'ed, Choice, blk 17 4@ 0unce 25 Assorted 2 00
Mustard, 2 Ib. 6 Epicure, 50 74 WD  Frank’s 250 packages 14 50 —
Cracked W heat, Soused, '1% Ib’ L Rajah, Bpicure, 25 83 00 Hummels 50 1 Ib" 10 Apricots FLOUR AND FEED
Cream of W heat Soused, 2 Ib._— W R ajail A gg— 65 Ou ) ;
i id ONDENSED MILK Evaporated, Choice _ 35 Lily \\hite, Yt Paper
R Mushrooms o 0 Lagle, 4 doz £ g5 Evaporated, Fancy _— 5  Sack ir, o6
Best Cer’l 2 90 Buttons, Is, per can 1 40 8'dln I\gﬂnarpchf 50 65 00  Leader, 4 doz 1065 cit Graham 25 Ib. per cwt 6 Wb
quakcr putes Rice st - BUTLB o1 L8 Munte Bk Peliecer £ 2 T 1 b ot st cranyiseh Vo
Quaker Puffed W heat 4 30 Mungo Park, "Gold evaporated milk S — 50 28 lbs. per cwt 5 65
Quaker Brkfst Biscuit 190 ¢ peo oo PL%“S 5 40 Nd, 50 <emrmememee too 00 Carnation, Tall, 4 doz. 7 45 Currants ‘;,ng,gg angare KoM 0
Corn Flakes 3 35 R — MU“QO Park, Gold ig{'”a%’ﬁv Baby, 8 dz. 9|8_0 Packages, 45 %07 itowena Buckwheat
Ralston Purina Wrichidgats In syrup Discsolgrqtd’o%S"""_"mlggrgo Baby 1 BOXt " Bulk, per Ib._22 Compound, 5 Ib. sk. 7 70
Ralston Branzos Ca'?,f'gm,a — 5 0 Lots of 500, $1 per 1,000 van Camp, Tall 15
Fais of 1000, § per 1000 VYan Camp, gaby 00 Peaches VVatson  Higgins Millin
Ralston Food, small _ Peas 38 8 2,500, 33 per 1,000 Bungee 'BI'aLI. 4z L h Exgg '(Eholce anee:eg %é & :
, undee aby, doz. ancy, npeele :
Saxon W heat Food Ma?{JO%fﬁte 60@1 90  Worden Grocer Co. Brands SilVer iow, Tall %E’g Evap. Fancy, Peeled 28 rfection, %s 15 25
Shred Wheat Biscuit Early June sifd ‘71?,@% 28 Harvester Line. Silver T ow, Baby 510
Record Breakers, 50s 76 00 Peel Meal
Delmomco, 503 76 00 MILK COMPOUND ee i
, Peaches iranatella,  50s _ —— ‘iqqq Hebe, Tall, 4doz. 5 Lemon, American BoltSy- Grain M. Co.
Kellogg’s Brands California, No. 2% 4 75 mbpicure, 505 - 112'q50 Hebe, Baby, 8 doz. Orange', Amerigan— Ggldeen Granulated
Toasted Corn Flakes 4 90 ggnfornia, No. 1 240 Favgrita Extra, 50s 97 50 Carolene, Tall, 4 doz. 5 - ulate
Michigan, No. 2 ___ZZ4 25 ' jyesidents, 505 - 115 0 isi
Lie, gallons 12 Royal Lancer Line Choi SdRsISIlnSIb kg. 24 W heat
Pi | I’avorita, 505 - 75 00 CONFECTIONERY olce o[ pKg. No. 1 Red
ineapple | is °50 %D tancy S’ded, 1 Ib. pkg. 25 > 3
Grated, No. 2 4@ '\;Iﬂpﬁlffla S 0 rni Stick Cand palls  Lilompson “Seedless, No. i White
Individual 2 00 Sliced No. 2 Extra_4 76 agniticos, 508 me— Horehound Y % » pkg,
Pumpkin F\’NaShtmI?wE ISUEO ... 7500 Standard T "ZZZ34 orppson Y Oats
Peanut Butter \\;an CCamp, ’l\\‘lo. 50_415300 Aarr'lsatgcraalsm f 575080 é’ure Sugar. eoso_sk_s(igses California Prunes 'I\Bllelscsr“ ?Qn %‘grlllgttss
an Camp, No oston ugar Stic 38
Lake Shore, No. 3 15 pofecto Brande, 50 o7 80 ¥ - 80-90 25 Ib.boxes_ @15
........................... Vesper, No. 10__ 39  Sanchez & Haya C|ear Mixed Candy 10-80 2u Ib.boxes @16 c
sal Havana Cigara. ~Made in Lptla 00-4J25 Ib.boxes— @17 om
almon Tampa, Florida Broken ---eeee--eeeeeeeee- 00-6025 Ib.boxes @20 Carlots
Warren's 1 Ib. Tall 41 Diplomatics, 50s__ 95 00 Cut Loaf 35 iJd-00 25 Ib.boxes 24 Less than Carlots
Standard Parlor 23 Ib. 575 Warren's % Ib. Flat 2 60 RoSa, : 116 00  Grocers Z~724 30-40 25 Ib.boxes @28
echaj”pe\Ts I%Ib Flat 3 95 BIShOpS 50s 115 Ilfelgggrrgarten 7777 36
_ e aska 390  HRAOPS. OUS o 9 WD eader s--e-eeoeeeees )
_Ex. Fancy Parlor 25159 50 Med. Red ATaska_Zz36) Reina Fina, 50sTins 115 00 promio Creams 49 ~ farinaceous goods Hay
Ex. Fey, Parlor 26 1b. 10 00 ! ink Alaska __ 2725@2 40 1eens vgogpe - B® X°>|’_a| R Ved 1 dBFe_anks . Carlots ——eeeommeeeeee 36 M
Sardines lgnacia Haya French CTeams : ec. mand Plcke . gy Less than Carlots __ 38 00
Domestic, %s __ 6 00@6 50 Made in Tampa, Florida. rench Creams 38 g?g'f%m'ﬂ Iﬁlmgs 16%
Domestic, %s — 7 0088 00 Extra Fancy Clear Havana Specialties Palls wn, Hollan - 6%
Solid Back 8in. Domestic, %s — 7 00@8 00 Delicados, 60s 120 0 ) Feed
California Soused _2°00°  Inmeros, 605 ——140 ®  connie Butter Bites. 35 Ib. packag Street Car Feed _ 80 QD
alifornia M ustar : ac es
California Tom ato 2 00 Rcosenthal Broz Butter Cream Corn _ 4] Bulk perp 166 48s°5— 28 No. 1com & Oat Fa 80
in tlsslgg)r g rappe Caramel Bon Bons 37 wrecked Corn 80 00
Sauerkraut Lewis Single 0 indsr oo % Caramel Croguettes 5 Hominy Coarse Corn Meal _ 80 00
Hackmuth, No. 3 _ 160 Manilla Cigars Coffy  Toffy - 40 Pearl, 100 Ib. sack 5 50
ilwer Fleece, No. JF 160 ilippine  Island Fudge, Walnut .
3 Lioba, 1b&/!PPIne 1s 498 Fudge, Walnut TFoc. ,, Macaroni FRUIT JARS
Shrimps wx ghambplon gum Brops %g IIgomeS{lC %)0 Ikb b%ﬁl 18%/0
D K * Other Brands aspberry Gum rops omestic, broken S. o
Bunpar e, 240 v a L ORPLEMIEE o REPUSINCUGI B SAMRS BOCAL S wason sy ver oross 850
Hemmeter Champions. Italian Bon Bons # Golden Age, 2 doz. .. 1 @ p 9
Strawberries % Aé h)ICOtI;ICe Drops Foulds, doz.___ 790 Mgggrq e\gzn gt?)lps ggrgo 1% gsj
0X 2 15
BUTTER COLOR Standard No, 2 4 60 Eloﬁfpggg,& 250055 5’17'88 Manchus I Pearl Barley Ideal Glass Top,’ pts. 10 Q0
— Fancy, No. 2 560 goyr* Royal, 25 tims 61 00 Nut ButterW—6 Chester Ideal Glass Top, qts. 10 50
per doz._1 75 Knickerbocker, 50s |dea| Glass Top, V2
Tomatoes Chocolates Palls Peas gallon  -eeoeeoeeseeoees 137
No. 2 --- - 1 35@1 76 Trans Michigan §8§§§98 Assorted Choc.__ 40 Scotch, Ib.
No. f - 180@2 35 TeSrBJJIar, Pertecto, Champion : Split, 1b. _ GELATINE
No. I0 . @7 00 |riquois. 50s 100 00 Hone suckle Chips'll 63
quois, - 58 00 lon | e Chocolates 47 ,
by Sago Cox’s 1 doz. large_145
. CATSUP Nibble Sticks. D 285 Elast India .- Coxs 1 doz. small 90
CANNED GOODS Snlger‘s 8 oz. | 8 Hemp %THES LINE Nlut eWaflecrss' ox_2,8 —— JI Knox’s sparkling, doz. 2 26
; ci) ggl aelrl-%et}G 1007 Ifjl %3 Twisted Cotton, 50 fr. 3 5 Qeoro Choc. Caramels 45 Tapioca Kllqr?tft: %ngouzd doz, 2556
3 |b Stan ards N Yy 0 —_— TW|5ted Cotton ! Ieanut Clusters__ p Nel P o
No edrow, 10% o0z._ 1 40 ot 60 ft. 390  Qintett Pearl. 100 Ib. sacks ewsons
Royal Red. Tim's 1000 Ergy Cord——————— ;; 5557759 Regina 7777 31 '[\)"'”“ted 8 oz, 3 dozZ* (P)I);/fnzr:uth Rock ~Phoa, 1 (752
Victoria Caramels__ 42 oreassy Inssetant 8 »70 Dlymouth Rock, P|a|n%§,g
— esha .
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HIDES AND PELTS

Hides
Green, No. 1 15
Green, No.2 14
Cured, No.1 17
Cured, No.2 16
Calfskin, green, No. 1 25
Calfskin, green, No. 2 23%
Calfskin, cured, No. 1 27
Calfskin, cured, No. 2 25%
Horse, No. 1 7 uu
Horse, No. 2 6 00
Old Wool 75@1 50
Lambs -----mmmmmmm 50#
Shearlings 50#

i Tallow

Prime
No. 1
No. 2

Wool
Unwashed, medium 25
Unwashed rejects_ 20

HONEY
Airline, No.10 00
Airline, No. 15 6 00
Airline, No. 25 9 00
HORSE RADISH
Per doz. 100
JELLY
Pure, per pail, 30 Ib. G25

JELLY GLASSES
8 oz, per doz. .

MAPLEINE
1 oz. bottles, per doz. 175
2 oz. bottles, per doz. 300
4 0 bottles, per doz. 550
8 oz bottles, per doz. 10 50
18 00

Pints, per doz.
Quarts per doz 33 00
% Gallons, per doz. 5 25

Gallons, per doz.___ 10 00

MINCE MEAT
None Such, 3 doz.

case for
Quaker, 3 doz. case
for 475
MOLASSES

New Orleans
Fancy open Kettle_ 95
Choice 85

Good
Stock
Half barrels 5c extra

NUTS—Whole

Almonds. Terragona 35
Brazils, large washed 26
Fancy Mixed

Filberts, Barcelona_ 32
Peanuts, Virginia raw 16
Peanuts, Virginia,

roasted 8
Peanuts, Spanish 25

Walnuts, California_ —39
Walnuts, French

Shelled
Almonds
Peanuts, Spanish,
10 Ib. box 2
Eé)laﬂlsﬁ,
Spanish,
bbl.

75
25

24%
Pecans
W alnuts 85

Peanuts,
100 Ib.
Peanuts,
200 Ib.

OLIVES

kegs, each 4 50
I kegs each 10 gg

4 50
14

Manzanilld, 8 0z. _ 1

Lunch, 10 oz.

Lunch, 16 oz 32

Queen Mammoﬁ 19"

Queen Mammoth, 28

Ollve Chow, 2 doz. cs.
per doz. 2 50

PEANUT BUTTER

Bel-Car-Mo Brand

8 0z.. 2 doz. in case__
24 1 Ib. palls

12 2 1b. pails

5 Ib. pails, 6 in crate
10 Ib. pails

15 Ib. pails

25 Ib. pails

50 Ib. tins

loo Ib. drums

PETROL EU IW PRODUCTS
Iron Barrels
Perfection 19.7
Red Crown™ Gasoline 27.9
Gas Machlne Gasoline 43.3
V. M. & P. Naphtha 28.2
CaBpltoI Cylinder, Iron

53.8
Atlan ic "Red Engine, 3

Iron Bbls
Winti | Black, ron

Bbls. 20.3
Polarine, Tron Bbls._558

F'{ACIé_LES

1 edium
ggool 1|L200 count
a

, 600count
kegs

16 00
9 00
4 00

Small
Barrels 20 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____ 650
Half barrels 16 00

PIPES
Cob, 3 doz. in box_125

PLAYING CARDS
No. 90 Steamboat 22
No. 808, Bicycle 400
Pickett 3 00

POTASH
Babbitt’s, 2 doz. 275

PROVISIONS

Barreled Pork
Clear Back__ 48 00
Short Cut Clear 40 00
Pig
Clear Family

Dry Salt
S P Bellies ..

49 00
41 00

48 00

Meats
32 00@34 00

Lard
Pure in tierces 23 23%
Compound Lard 23%
SO Ib. tubs advance %
s___advance %
s___advance %
s___advance %
s__advance %
S advance 1
s__advance 1

LI L)

Smoked Meats

Hams, 14-16 Ib. 38 @40
Hams, 16-18 Ib. 39
Hams, 18-20 Ib. 36 38

1Iam7 dried beef
41 @42

Callfornla Hams 24
1|on|c Bme

Ha 35 40
Bmled Hams 59 60

Minced Hams__ 18 20
lijaeon _ 3 52
Sausages
Bologna __ 18
Liver 12
Frankfort 19
1*ork -_ 14@15
Veal 1
Tongue _nu
Headcheese ___ — 14
Beef
Boneless 30 00@3500
Rump, new __ 40 00@4200
Pig’s Feet
% bbls. 0
% bbls., 35 Tbs. 315
% bbls. 10 00
1 bbl. 16 00

Canned Meats
Red Crown Brand
Corned Beef, 24 Is 390

Roast Beef, 24 |s 3 90

Veal Loaf, 48 %s, 5%
0z. 165
Veal Loaf. 24%s, 7 oz. 2 60
Vienna Style Sausage,
45%s
Virginies, S 35
Potted Meat, 48%s 52%
Potted Meat, 48 %s 90
Hamburger Steak and
Onions, 48 % s 175

Corned Beef Hasﬁ

48 %
Cooked Luncﬁ ongue
48 %s

Chili 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 brlck 30
Moist in glass__. 50

MICHIGAN

ipe
Kit Ibs 1P 90
% bbls 40 Ibs. 1 60
% bbls., 80Ibs. 3 00
Casings
Hogs, per Ib. @65
Beef, round set___ 19@20
Beef, middles, set__50@60
Sheep, a skein 1 75@2 00

Uncolored O Ieomargarine

Solid Dairy 28@29
Country Rolls___ 30@31
RICE

Fancy Head

Blue "Rose 15 50
ROLLED OATS

Monarc h. bbls. 11 50

Rolled Avena, bbls. 13 00

Steel Cut, 100 Ib. sks. 6 50

Monarch, 90 Ib. sacks 6_40
uaker. 18 Regular_2 70
uaker, 20 Family_6 8

SALAD DRESSING
Columbia, % pmts _ 22

Columbia, 1 pi 0f
Durkee s large, 1 doz. 5 80

Durkee's med., 2 doz. 6 75
Durkee's Picnic, 2 dz. 3 00
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
SAL SODA
Granulated. bbls, 215
Granulated, 100 Ib§ ¢s 2 25

Granulated. 36 2% Ib
packages

SALT

Solar Rock
56 Ib. sacks 70

Common
Granulated. Fine 275
Medium, Fine 80
Per case. 24 2 Ilbs. 2 40
Five case lots 2 30

SALT FISH
Cod

Middles
Tablets,

Tablets. % Ib.___ 175
Wood boxes 19
Holland Herring
Standards bbls. 19 50
Y. bb'ls 2250
Standards kegs__— 120
Y. M, keg 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 Ibs.
No. 1, 10 Ibs. —
No. 1. 3 lIbs.
Mackerel
Mess. 100 Ibs. 2500
Mess, 50 Ibs. 13 25
Mess, 10 lbs. . 2 95
Mess, 8 Ibs. . 230
No. 1, 100 Ibs " 24 00
No. 1. 50 Ibs. 12 75
No. 1. 10 Ibs. 2 80
Lake Herring
% bbl., 100 Ibs. 7 50
SEEDS
Anise 45
Canary, Smyrna -—
Cardomon, Malabar 120
Celery 65
Hemp, Russian ___ 10
Mixed Bird 13?‘:&

Rape B - 15
SHOE BLACKING
Handy Box, large 3 dz. 3 50
Handy Box, small__ 125
Bixby’s Royal Pol—h_ 125
Miller’s Crown Polish 90

TRADESMAN

SNUFF
Swedish Rapee 10c 8 for 64
Swedish Rapee, 1 Ib. gl 85
Norkoping, 10c 8 for_64
Norkoglng 11b. glass_85

Copenhagen, 10c, 8 for 64
Copenhagen, 1 Ib. glass 85
SOAP

James S. Kirk & Compan
American Family, 100 7

Jap Rose. 50 cakes 48
Kirk’s White Flake 7 00

Lautz Bros. & Co.
Acme, 100 cakes 6 75
Big Master, 100 blo_ckTS 00
Climax, 100s 6 00
Climax, 120s___ 525

ueen White, B0 cakes 6 00
ak Leaf. 100 cakes 6 75
Queen Anne, 100 cakes 6 75

Lautz Naphtha, 100s 8 00
Proctor & Gamble Co.
Len 6 00
Ivory, 6doz. 8 15
Ivory, 10 oz. 13 50
St 8 00
SWlft & Company
Classic, 100 bars 10 oz. 7 25
Swift’s Prlde 100 0 0z 5 75
uick Naphtha 7 50
hite Laundry 100
X% 6 75
Wool, 24 bars, 6 o0z. 195
Wool, 100 bars, 6 oz. 8.15
Wool, 100 bars, 10 oz. 13 50

Peerless Hard W ater,
S

Peerless Hard Water,
100s

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. 10ts 5 50
Sapolio, single boxes 2 75
Sapolio, hand 3 00
Queen Anne. G cans 3 60
Snow Maid, 60 cans__3 60
Washing Powders
Snow Boy, 0 5¢ 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-No-More 5 50
CLEANSERS.

80 can cases, $4.40 per case
Sunbrite 325

. SODA
Bi Carb, Kegs 4
SPICES -
Whole Spices

Allspice, Jam aica___ @18
Cloves, Zanzibar —_ @60
Cassia, Canton 30
Cassia, 5c pkg., doz 40
Glnger African 15
Ginger, Cochin 20
Mace, Penang 75
M!xed, No 17
Mixed, No 16
Mixed, ;) g d 45
Nutmegs 0- 5u
Nutmegs, 105-110 45
Pepper, Black 20
Pepper, Whne 40
Pepper, Cayenne__ @22
Paprika, Hungarian

Pure Ground in Bulk
Allspice, Jam aiaca__ @18
Cloves, Zanzibar 865
Cassia, Canton
Glnger African_—__ @28
M ustard
Mace, Pennang 85
Nutmegs ————————————————————— 36
Pepper, Black 34
Pepper, W hite 52
Papper, Cayenne___ @29
Paprlka HUngarian— @60

Seasoning
Chili Powder, 15¢ 135
Celery Salt, 3 oz.___ 95
Sage,” 2 oz. 90
Onion Salt 135
Garlic 1 35
Ponelty, 3% o0z. 25
Kitchen' Bouquet__ 2 60
Laurel Leaves 20
Marjoram, 1oz. 90
Savory. 1 oz. 920
Thyme, 1 oz. 90
Tumeric, 2% o0z. ___ 90

STARCH
Klngsford 40 Ib 11%
Muzzy. 48 Ib. pkg_ 9%
Powdered, barrels 7%
Argo, 48 1 Ib. pkgs._4 15

Kingsford
Silver Gloss, 40 1 Ib._11%

Glos

Argo, 48 Ib pkgs 4 15
Argo, 3 Ib. pkgs._3 04
Argo, 8 Ib. pkgs 3 40
Silver Gloss bs. 11%

Silver Gloss, 12 6 Ibs. 11%

Muzz
48 1lb. packages 9%
16 3lb. packages 9%
12 6lb. packages 9%
50 Ib. boxes 7%
SYRUPS
Corn
Barrels 75
Half Barrels 81
Blue Karo, No.

2 doz 3 40
Blue Karo No. 22 dz. 405
Blue Karo, No. 2%, 2

do 4 95
Blue KTN_S'l_d_4 90
Blue Karo, No. 10,

% doz. 4 65
Red Karo. No. 1%, 2

doz 3 65
Red Karo No. 2,2 dz. 4 60
Red Karo No. 2%, 2 5 5
Red Karo No. 5.2 dz. 5 10
Red Karo, No. 10, %

doz 4 85

i Pure Cane
Fair
Good
Choice

TABLE SAUCES
Lea & l'crrin, Iarge_5 75
Lea & Perrin, small_.
Iepper —————————————————————— 25

Royal Mint 150
Tofiasco 3 00
England’s Tride 125
A-I, large 5 00
A-l. small 2 90
Capers 180

TEA

Japan
Medium 40@42
Choice 49@52
Fancy —— — —""60@61
Backed-Firecl Med'm
Basket-Fired Choice
Basket-Fired Fancy
No. 1 Nibbs @55
Siftings, bulk @21
Siftings, 1 Ib. "pkgs. @23

Gunpowder

Moyune, Medium _ 35@40

Moyune, Choice__—40@45

. Young Hyson
Choice 35@40
Fancy 50@60

Formosa, Choice _45@50

Oolong
Formosa, Medium 40%45
Formosa, Fancy_55@75

Engllsh Breakfas
M ed

Congou ium 40
Congou, Choice_ —

Congou, Fancy 60
Congou, Ex. Fancy @80
Ceylon
Pekoe, Medium 40@45
Dr. Pe koe Ch0|ce 45@48
Flowery O. 1'. Fancy 55@60
TWINE
Cotton. 3 ply cone 75
Cotton, 3 ply balls__ 75
Hemp. ply 25
VINEGAR
Cider, Benton Harbor__ 40
White Wine, 40 grain 20
White Wine, 80 grain 27
W hite Wine, 100 grain 29

Oakland Vinegar & Pickle
0.’s Brands.
Oakland_ Apple Clder 45
Bl R —2

8
Oakland White Plck]Wg 20
Packages no charge.

WICKING
No. O, pergross 70
No. 1, pergross_____ 80
No. 2,pergross____ 1 20
No. 3 pergross____ 190

29
WOODENWARE
askets
Bushels, wide band,
wire handles 220

drop ha dle 1 00
Market, single handle 110
Market, extra__ 160

Splint, Iarg 8 95
Spllnt, ium 875
Splint, small 8 00
Butter Plates
Escanaba Manufacturing
Co.

Standard Wire End
No. X-50 extra sm cart 1 36
No. 8-50 small carton 1 48
No! 8-50 md’m carton 1 58
No. 80 large carton 1 84
No. 8-50 extra Ig cart 2 30
No. 4-50 jumbo carton 1 59
No. 100, Mammoth__ 150

Churns
Barrel, 5 gal.,each 2 40
Barrel, 10 gal. each 55
Stone, 3 gal.
Stone, 6 gal. 78
Clothes Pins

Escanaba é/lanufacturing
60-24, W rapped_5 40

No.

No. 30 24, Wrapped 275
No. 25-60, W rapped 5 10
Egg Cases
No. 1, Star Carrier_6 00
No. 2, Star Carrier__12 00
No. 1, Star Egg Trays 8 00

2, Star Egg Tray 16 00
i Faucet_s
Cork  lined, 3 in. 70
Cork lined, 9 in. —___90
Cork lined, 10 in__90
Mop Sticks
Trojan spring 325
Ecllpse patent spring 3 25
No. 1 common 325
No. 2, ';\Jlat brush hold 3 25
Ideal. 325
200z cotton mop heads 4 O
120z cotton mop heads 2 85
Pajls
10 f[tGaIvanlzed 5 25
12 cit.Galvanized___6 00
11 ot.Galvanized__ 7 00
Fibre 975
Toothpicks

Escanaba I\C/Ianufacturmg

No. IS, Emco . ... . 185
No. 100, Em co 375
No. 50-2500 Emco _ 3 75
No. 100-2500 Emco  __ 700
Traps

Mouse, wood, 4holes_ 60

Mouse, wood. 6holes”_70

Mouse, tin, 5 holes_—65

Rat. wood.. 100
Rat. spring; 100
Mouse, spring 30

Tubs
No. 1 Fibr 42 00
No. 2 Fibre 38 00
No. 3 Fibre 33.00
Large Galvanized 1700
Medium Galvanized™ 1500
Small Galvanized 1400
W ashboards

Banner Globe 8 00
Brass, Single 9 50
Glass, Single 8 50
Single Teeriess 9 00
Double Peerless 11 00
Northern Queen 00
Universal 10 00
Our Best 10 00

~Window Cleaners

-jo in 65,

n — i
jgl in' 1 £ 30

Wood Bowls

13 in. Butter__ 3 00
15 in. Butter 7 01
17 in. Butter____ 11 0
19 in. Butter 12 00

WRAPPING PAPER

Fibre, Manila, white 9
No. ibre 10
Butchers Manila ___ 10

raft 15
Wax Butter, short cnt 25
Parchm’t Butter, rolls 25

YEAST CAKE
Magic, 3 doz 2 70

Yeast Foam, 1% doz. 135

YEAST—COMPRESSED
Fleischman. per doz._28



Carelessness Not An Excuse.

Carelessness is not an excuse in the
old-world countries where a fire is in-
volved, with the result that the fire
loss is less over there than it is on
this side. If fire occurs on a man’s
premises in many of the European
countries, he can collect no insurance.
Insurance policies are to protect one
from somebody else’s carelessness,
not from his own.

The fire loss in this country from
carelessness runs into the hundreds
of millions of dollars. It is being re-
duced to some extent through the en-
forcement of inspection laws, but it
is still so gigantic that the foreigner
can not understand it. An insurance
bulletin printed in France not long
ago called attention to the tremend-
ous loss in this country and admitted
that it could not be explained so the
Frenchman could understand it. But
the bulletin closed with the statement
that no other nation in the world
could afford to indulge in such care-
lessness.

Nor can we afford it much longer.
Carelessness is telling at this very
moment. It is increasing the cost of
every commodity we use. Careless-
ness of packing goods for shipment,
carelessness upon the part of railway
employes, carelessness in the matter
of fires, and in driving automobiles;
carelessness is charged up to us, rest
assured of that, and the cost is placed
upon the suit of clothes we buy and
the produce in the market basket.

The trouble is we are keeping on
being careless right along.

June Fire Losses Show Heavy In-
crease.

The losses by fire in the United
States and Canada during the month
of June reach the unusually high fig-
ures for this season of the year of
$25,743,900. This is an increase of
about 20 per cent, over the figures of
June last year, which were $20,475,750.
This increase in the fire waste of the
country is causing underwriters some
concern, as the higher valuations of
property cannot account for all of it
in their opinion, and they believe pos-
sibly the reappearance of the moral
hazard in certain lines may be partly
accountable.

The June record brings the total
fire losses for the first half of 1920 up
to the unusually large sum of $164,-
504,900, an increase of over thirty-
three millions over the amount charg-

MICHIGAN

ed against the first six months of
1919. when the record showed $131,-
016,975. This year’s figures are even
twenty millions mere than in the
bad fire loss year of 1918, which show-
ed $144,022,635 for the first half. The
losses this year and particularly dur-
ing June, showed a pronounced num-
ber of fires producing heavy losses in
the Pacific Coast area. New York
City has also established a heavy loss
record, the adjusted losses showing
an increase of 98 per cent, over those
of a year ago.

Insurance Is
System.

The fact that but one stock com-
pany in five organized in this coun-
try during the past one hundred years
has been able to weather the storm
is proof in itself that the whole sys-
tem is on a wrong basis. Theoretical-
ly, the stock company method of mak-
ing the rate high enough to cover the
hazard is correct, but, like all theor-
ies, this one bumps into the fact that
insurers will refuse to insure when
a rate gets too high.

This calls for what is known as
a stop rate, which, in too many cases,
is too low for the hazard assumed.
Hence a high loss ratio on certain
classes of business with insufficient
premiums to meet it. The mutual sys-
tem of reducing the rate by eliminat-
ing fire hazards is the only correct
system.

Why Mutual

Everyday Business Errors.

1 Neglecting to get receipts when
bills are paid in cash.

2. Neglecting to keep
where they can be located.

3. Neglecting to check up items
in current bills.

4. Inability to keep
balanced.

5. Too easy optimism in starting
credit accounts.
6. Careless
business papers.
7. Signing documents

knowing their contents.

8. Tendency to establish living ex-
penses which would exceed income
and eat into savings.

9. lendency to invest money on
dangerous hearsay—without proper
knowledge of facts.

receipts

checkbook

handling of valuable

without

Better not to deliver goods at all
than to do it badly, making lots of
mistakes and getting the goods there
too late.

Correct'
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More than 2,000 property owners
co-operate through the Michigan

STRENGTH Shoe Dealers Mutual Fire Ins. Co.

to comt>at the fire waste, lo date they have received over $60,000
m losses paid, and even larger amounts in dividends and savings,
while the Company has resources even larger than average stock
company. Associated with the Michigan Shoe Dealers are ten other
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
ot Mercantile Stocks, Buildings and Fixtures at 30% present dividend
saving.

Michigan Shoe Dealers Mutual Fire Insurance Company
Main Office: FREMONT, MICHIGAN

ALBERT MURRAY Pres. GEORGE BODE, Sec'y

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

Bristol Insurance Agency

“The Agency of Personal Service”

Inspectors and State Agents for Mutual Companies

Savings to Our Policy Holders
On Tornado Insurance 40%
i? " ti 0
7L e ShoMer e 3k SNBSS 3 16, SO
Hardware and Implement Stores, and Dwellinas 60"/
Garages, Blacksmiths, Harness and Furniture Stores 40%

All Companies licensed to do business in Mirhi».

investigate our proposition. Write us for particulars? * w'" pay you to*

C. N. BRISTOL, Manager A. T. MONSON, Secretary
FREMONT. 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

as'wefuf& Tnctiry

Wrd® If~ Cant’

* °Ver Until yOU can*

It wiU helP you mentally
Wm. N. SENF, Secretary.
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THE PRESENT LABOR UNREST.

It is a Phase of Life To Be
Lived.
We hear much loose talk about

“settling” the labor question and that
bright angel of commerce, arbitra-
tion, is fervently invoked on all sides
as a kind of glorified St. George who
will slay the dragon of industrial un-
rest. Weird and various are the pan-
aceas offered, ranging all the way
from hanging Lenine and Trotzky to
national prohibition. The problem,
in so far as it is a problem at all,
would be vastly simplified if those
well meaning but misguided enthus-
iasts, who are talking so loudly about
settling things, understood some-
thing of the nature of the beast they
are tackling.

In the first place, it should be rec-
ognized that labor trouble is some-
thing that can never in the very na-
ture of things be settled. Labor is
a part of life and life is a very much
unsettled proposition.  Life is not
static but fluid, vital, ever flowing,
ever changing. Labor problems can
no more be settled than life itself
can be settled. And it is a good
thing for the race that this is so. The
only places of settled peace and quiet
in this world are the cemeteries. The
very best that the most optimistic can
hope for is by a series of adjustments,
changed from time to time to meet
changing conditions, to arrive at a
working status that will permit of in-
dustry moving forward with as little
friction as may be possible with ap-
proximate fairness to both laborer
and capitalist. Fixed, industrial peace
is a pipe dream. The nearest we shall
ever come to it is an industrial armis-
tice more or less unstable.

Nor is this tendency of human life
to be railed at, deplored or fought
against. Instead, it is to be under-
stood and utilized. Human society
has always been, must always be in
a state of flux. It is right and for
the best that this should be so. A
completed world would be a dead
world.  Wherever there is life there
is trouble. For progress, movement,
means turmoil, travail—trouble. La-
bor unrest is then not a problem to
be solved, but a phase of life to be
lived.

Who started this fuss anyway? This
fend between labor and capital? Who
is to blame for it? Lenine? Trotzky?

Erstwhile Kaiser Bill? Mr. Gary?
Bill Heywood? 'Gene Deb? No;
none of these gentlement. Only Mr.

B. C. and Old Man Anno Domini are
responsible for it all. We had labor
troubles in the Garden of Eden, if
we remember rightly. And long be-
fore that, when one of our hairy for-
bears sat on a limb munching a tooth-
some cocoanut, while another hung
by his tail near by and tried to get
the lucious morsel away from the
feeding one without the trouble of
climbing the tree and shaking one
down for himself, we had industrial
warfare. That is to say that some in-
dividuals have always lived or wanted
to live on the labor of others and
probably always will.

We live, as has been said, in a
changing world. The present system,
generally called capitalism, has not
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always existed as we now know it
It’s only about two centuries since it
flowered in England. Before that for
a thousand years or more we had
Feudalism. Before the Feudal sys-
tem we had Slavery reaching back
some thousands of years in the his-
tory of civilization. And before that
we didn’t have much of any systems
excepting Patriachism, Tribalism,
Matriarchism, etc., running back into
Primitive Barbarism. We have ac-
cordingly passed through two distinct
industrial systems, one, the third, is
passing, and the fourth, what is to
come, is already il sight. Evolution
seems to be changing speeds, and we
may expect the machine to shift into
high now any time for the next great
change.

Can arbitration help in bringing
about that industrial armistice be-
tween labor and capital which we all
so much desire so as to permit of a
resumption of steady production ade-
quate to our needs? That is the ques-
tion. Yes, it can—if its honest. It
cannot block the wheels of progess,
however, nor turn back the tides of
evolution. It cannot perpetuate a sys-
tem that has outlived its usefulness
any more than the proponents and
benefiiciaries of Feudalism or Slavery
could maintain those regimes against
the pressure of Anno Domini. Those
worn-out systems had to go. Arbitra-
tion may lubricate the gears, or it may
put sand in the bearings, accordingly
as it is wisely used or not. More we
cannot expect of it.

The matter is too serious for mere
sophistry to deal with it. The effort
to get at the root of the difficulty
must be honest and sincere. It is
not a commercial, but a human ques-
tion we have to deal with. Propa-
ganda from both sides must be rigid-
ly cut out and the utmost candor sub-
stituted if we are ever to reach an in-
dustrial armistice. Capital must con-
sider labor’s rights and responsibilities
equally with its own. And labor must
consider the rights and responsibili-
ties of capital equally with its own.
And both must take full cognizance

of the rights and responsibilities of
the third factor in production—the
public.

While we are seeking to suppress
those cooties of unionism, why not
take a whack at the equally danger-
ous and vicious advertising propa-
ganda? Must we admit the humiliat-
ing alternative that there are ques-
tions which simple old-fashioned
honesty and- sincerity will not solve?
Let us try the good old homely virtue
once any way, before giving over to

utter pessism. Frank Stowell.
Aunt Emma.
Ethel, a slender youthful matron,

and her Aunt Emma, a woman of gen-
erous avoirdupois, went on a joint
shopping tour, each filled with an am-
bitious desire to purchase a new
spring suit.

Upon their return home Ethel was
asked what success each had.

“Well,” she replied, a trifle reluc-
tantly, “lI got along fairly well, but
Aunt Emma is getting so stout that
about all she can get ready-made is an
umbrella.”

TRADESMAN

BUSINESS WANTS DEPARTMENT

Advertisements
Insertion and_ four
if set in capital letters, double
display  advertisements

cents a word

price.
in this department, $3 per inch.

Is required, as amounts are too small to open accounts.

MEAT CUTTER WANTED
Afirst-class meat cutter and meat man to take
entire chante of our meat market on wages and
commission basis. Must understand cutting meat
for fine trade and be a judge of good meat.” Only

high class man wanted.

Meat sales last year $50.0(10 Entire sales of store

(meats and groceries) $145.000 Apply at once.
CASH MERCANTILE CO. Fscanaha, Mith

For Sale—Drug store in_a thriving
Southern Michigan town. Good location
for a physician. Address No. 961 care
Michigan " Tradesman. 961

To Exchange—For mercantile business
twelve hundred eighty acre unimprove
ranch near Kolia, ansas. $30 per acre.
Shull Mercantile Co., Plevna, ansas$2

9fi

For Sifie—ceneral stock of high elass
dry goodls will be for sale July 28. Store
can be rented for one year. Fixtures can
lie sold or rented. ~W. Doughty Mt
I’leasant. Micil 9ti13

FOR SALEMAt once, fixtures ind
stock of merchandise consisting of dry
goods and furnishings. Best location
in a_good industrial center of Central
Michigan. Must sell on account of other
business interests. Address No. 964, care
Michigan Tradesman. 964

. For Sale—Odd ends of grocery stock,
including' Toledo computing scales, To-
ledo computing candy scales, 3 pounds;
Fairbanks latform ~ scales; Fairbanks
latform and counter scales; coffee mill;
udson lever paper baler. The Will A.
Porter Co., Springport, Mich.

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
touen with the man for whom “you are
looking—THE BUSINESS MAN.

Butter-Kist pop corn machine, neargy
new, first-class condition uaranteed.
$450. cost nearly double. .1 A. Skinm-r.
Cedar Springs. ich.

Wanted—Competent floor man exper-
ienced in store advertising or window
decorating. =~ Up-to-date town in OKla-
homa oil" fields. C. F. Calkins & Co.,
Ponca City, Oklahoma. 967

_Meats _and Groceries—Splendid
tion. doing_ fine business. Live town,
factories. Bargain, owner retiring. City
propert&—farms—bnck block. Schabin-
e_rﬁ eal Estate Agency, Margggall,
ic

loca-

1I0M LONG LEAF YELLOW PINE
SAW-MILL — Complete  with teams,
trucks and one million feet of timber in
rich farming section. $1.0,000, part cash.
H. N. Russell, Citronelle. Alabama. 969

_For Sale—Stock of general merchan-
dise in a good live town. Will _sell all or
an}/_ part. ~ Reasonable rent. Reason for
selling, poor health. Address No. 970,
care ichigan Tradesman. 970

. For_quick sale—Account illness in fam-
ily will sell clean stock general merchan-

dise at invoice. Bargain., Stock bought
below market. Good location, money
maker. W. F. Beaty, New Lothrop,
Mich. 971

For Sale—General cash business and
meat market. Just right distance from
mammoth steel plant. Splendid store and
fixtures. A snap for one or two live

men. Best reason for selling. Will rent
or sell premises. Agply 1 "C. Whitney,
Sandwich, Ontario. Canada. 960

WANTED—SALESMAN TO CARRY
LINE OF window models as a side line,
commission basis. References required.
0. G. Arnold, South Bend. Indiana. 952

BANISH THE RATS—Order a can of
Rat and Mouse Embalmer and get rid of
the pests in one night Price $3. Trades-
man Company, Grand Rapids, Michigan.

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.

For  Sale—Only bak_er?/ in Northern
Michigan's best industrial town, good re-
sort trade, big opportunity for live wire,
best of reasons for selling. Address No.
947, Care Michigan Tradesman. 947

For Sale—Our stock of merchandise,
%\;QCEI’_IGS, dry goods, furnishings, shoes.

ill inventory "about $14,000. ~ Will re-
duce stock to”suit purchaser. Store can
be rented, or bought at a bargain. Write
Ryan & Croshy, Merrill, Mich. 4
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Inserted under this head for five cents a word the first
for each subsequent continuous Insertion
No charge less than 50 cents. Smal
Payment with order
FOR SALE—Hotel Yeazel, Frankfort.

Mich. On shore of Lake Michigan, and
two miles from beautiful Crystal Lake.
The resorters’ paradise. hree-story,
brick, thirty-two rooms, steam heat,
electric lights, newly furnished. Do a
CAI’ACI business” twelve months of
the year. Fine investment. Sell on
account of death. Mrs.
w Y eazel. 945

Cash or terms.

ATTENTION MERCHANTS—When in
need of duplicating books, coupon books,
or counter pads, drop us a card. We
can supply either blank or printed.
Prices on application. Tradesman Com-
pany, Grand Rapids.

Pay spot cash for
nishing goods stocks. L.
E. Hancock, Detroit.

W anted—R etail

clothing and fur-
Silberman, 106
566

/ etail store, or anKA_pa_ying
business — lllinois, Indiana, ichigan,
W isconsin, or lowa. Give description.
R. Jones, 2326 VanBuren St Chlca%gs.

For Sale—Chandler & Price 10x 12
Gordon for $200. In use every day, but
wish to install larger machine. Trades-
man Company.

Owner will sell his $7,000 equity in de-
tached three-flat brick building, stone
front, steam heat, hot water; seven
rooms in each flat; wide lot; Torrens ti-
tle; might trade for good stock in cor-
poration. bonds, or first mortgage. Man-
ager, 1057 Rand McNally building, Chi-
cago, 111 956

WANTED—General merchandise, gents
furnishing, or dry goods business.” All
correspondence strictly confidential. T.
R. Graham. Cadillac, "Mich.

Chocolates

Package Goods of
Paramount Quality

land
Avrtistic Design
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NEW CHAIN STORE SYSTEM.

Gigantic Combination To Be Dom-
inated By One Man.

Are there going to be chain store
concerns in this country dealing with
about every staple commodity, and
are all of these store chains to be
under one general management or
dictatorship?

According to the plans of promot-
ers such a state of affairs is coming
to pass and they now intend to open
chain stores which will deal in haber-
dashery, drugs, groceries, confection-
ery, soda, hats, shoes and clothing.

This scheme is international in
scope and involves mail order opera-
tions as well as direct retailing
through stores. In fact, the Mont-

gomery Ward Co., one the large mail
order houses of Chicago, with nearly
a dozen factories operated by itself,
and two big distributing branches in
the West, has already been acquired,
or at least, a controlling interest, by
the powers that are behind this gigan-
tic scheme.

In the paragraph above tobacco
was not mentioned as one of the prod-
ucts to be handled through a great
chain store system, for the very ex-
cellent reason that promoters are al-
ready the dictatorial retail forces in
the tobacco field and operate more
than 2,000 red-fronted stores. There
already is a chain of haberdashery
stores that bear the familiar “United”
shield of the cigar stores. The to-
bacco kings are already in drugs heav-
ily. and are acquiring great candy and
soft drink concerns. These promoters
also are in the safety razor business.

The big trio who are scheming to
girdle the globe for retail merchan-
dising. or mail order purposes, are
none other than Thomas Fortune
Ryan, of New York and Virginia,
James B. Duke, the passed-but-com-
ing-back tobacco king, and George J.
W helan, past president of the United
Cigar Stores Co., once a power in the
Kiker-Hegeman (New York) chain of
drug stores, the real executives in the
Tobacco Products Corporation, the
largest cigarette manufacturing com-
pany in the world, and a heavy stock-
holder in candy, gum, safety razor
and other great corporations.

Mr. Whelan is very frank about his
sciieme. He says the possibilities for
money-making are without limit; that
when he launched his great chain of
red-fronted cigar stores he chose a
trade which was one of the poorest;
that if he had put the same ability!
effort, capital and efficiency into some
other lines, with the same high calibre
executives which he had around him
lor his cigar venture, he would have
made many more millions. Among
the names of some of the lines which
offer the juiciest opportunities for
money making are shoes, clothing
and haberdashery.

If Whelan enters a trade to open
a chain of stores he will have one of
the most powerful reality companies
at his back a company owned and
operated by his own United Cigar
Stores Co., and known as The Unit-
ed Merchants’ Realty & Improvement
Co. This company may lease the en-
tire building in which a merchant is
located just to eject him from the
premises.
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Mr. Whelan will buy most goods
cheaper than the regular dealer can,
for he will buy in great quantities,
and get “inside” terms that will be
much less than the merchant can buy
the same goods for. Report has it
that Mr. W lielan has negotiated for
the factories and chain stores of
Weber & Heilbronner, New York re-
tailers of clothing; that he is trying
to buy the wholesale grocery and
candy house of Park & Tilford; that
he is negotiating for the Manhattan
Shirt Co. and for a great shoe manu-
facturing corporation; that he has al-
ready bought the “Coca-Cola” sum-
mer drink concern; that he has pur-
chased a great candy concern already;
that he has acquired a controlling in-
terest in a safety razor concern. He
is already interested in drug manufac-
turing concerns.

lhis is all by way of saying that
Mr. Whelan aims to sell goods of his
own manufacture in chains of stores.

Is it possible to compete with a
chain store system such as Mr. Whe-
lan already has in the tobacco trade?
Yes. Because he has to depend upon
slovenly and at times dishonest clerks;
because they do not take the same
interest that an individual proprietor
of a shop or store takes in his own
business; because many store chain
clerks lack “personality” and drive
trade away by their indifference; be-
cause the exclusive retailer may be a
better buyer of more salable merchan-
dise than is the salaried and routine
buyer of the big store concern; be-
cause the concern of many retail links
may not buy the best selling staples
for it cannot always get a substantial
"inside” or special discount. .There
are other reasons why the merchant
can compete with a chain of stores
if they do not get his lease away from
him.

Don’t forget, too, that Mr. Whelan
intends to compete with retailers by
means of his strong and ever-popular
“United” coupon system. That cou-
pon scheme is a great merchandising
advantage. He has admitted that he
never originated it, but that he pat-
terned it after a similar scheme once
in vogue in the stores of the Great
Atlantic & Pacific Tea. Company.

I his great chain-store scheme will
operate in all of the trades named in
this article; and foreign countries, as
well as the United States will be the
field. In some instances commodities
will be exchanged for commodities,
through warehouses in far-away coun-
tries, w'here the rate of exchange and
other negotiable arrangements are not
sufficiently satisfactory for trading. It
should be borne in mind that Mr.
W lielan is already behind gigantic
cigarette manufacturing concerns and
other manufacturing establishments
which are already doing a tremen-
dous export business, and it will not
be difficult for him to open stores for
retailing in the very localities where
he now has salesmen and agents who
are studying conditions.

Air. Whelan is girdling the globe
himself much of the time and his out-
look is world-wide now', not confined
to the restrained outlook of this coun-
try.

Who ventures to lend loses money
and friend.

Review of the Produce Market.

Asparagus—Home  grown, $1.65
per doz. bunches.

Bananas—9Vic per Ib.

Butter—The market shows a slight-
ly easier feeling after the very heavy
demand. Receipts are normal for
this time of year and there has been
a good consumptive demand. There
also has been some butter placed in
cold stoage warehouses. There are
always a few people who desire the
June quality goods for storage pur-
poses. While the quotations do not
show a material change, there is a
slightly easier tone. The quality has
been the best of the season so far.
Local jobbers hold extra creamery
at 54c and first at 53c. Prints 2c per
Ib. additional. Jobbers pay 35c for
packing stock.

Beets—Home grown, 40c per doz.
bunches._

Blackberries—$4@4.50 per crate of
16 qts.

Cabbage—Home grown,
bu. and $5.50 per bbl.

Cantaloupes—Imperial Valley stock
is now selling on the following basis:

$2.25 per

Standards, 45s $5.00
Ponys, 54s 425
Flats 2.50
Honey Dew 459

Carrots—35c per doz. for home
grown.

Cauliflower—$3.50 per doz. for Cal-
ifornia.

Celery—Home grown ranges from
65@75c per bunch.

Cherries—The crop of sour has
turned out to be the largest in volume
in Western Michigan as ever seen.
lhe quality is fine. The canners, who
offered to contract at 9c per Ib. last
winter, but were turned down by the
growers, started in paying 5c, but
have since increased their paying price
to 6@7c, on which basis they have
been able to obtain all they can use.
Indications lead to the belief that ful-
ly half the crop will spoil on the trees
on account of scarcity of pickers and
inability to obtain packages. Local
jobbers sell at $2.50 per 16 qt. crate.

Cocoanuts—$1.50 per doz. or $10
per sack of 100.
Cucumbers — Home grown hot

house, 85c per doz.

Bggs—The market is very firm, due
to the very light receipts of strictly
fancy quality eggs. Most eggs now
arriving show more or less heat de-
fects. 1here is a very good consump-
tive demand and receipts are about
normal for this period of the season.
\\ e look for a continued firm market
during the next week or so. Jobbers
pay 41c f o. b. shipping point for
fresh including cases.

Egg Plant—$4.50 per crate of 24
to 36.

Green Onions—25c¢ per doz. bunch-
es for home growm.

Green Peppers—$1 per basket.
Lemons—Extra fancy Californias

sell as follows:
360 size, perbox $6.50
300 size, per box g59
270 size, perbox 6,59
240 size, per box 599
Fancy Californias sell as follows:
360 size, perbox --------meeceeemeeeeee $6.99
300 size, perbox 6 99
270 size, perbox __ 575
240 size, perbox 559
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Green Peas—$4.50 per bu. for home
grown.

Lettuce—Ilceberg $4.50 per crate of
3 or 4 doz. heads; home grown, $2
for head and 85c for leaf.

Onions—Texas Bermudas, $2.75
per 50 Ib. crate for White and $2.50
for yellow; California 25c per crate
higher.

Oranges—Fancy California wvalen-
eia now sell as follows:

100 <Rnn
*150 8 00
176 8 nn
200 8 00
216 Rnn
288 7.00
324 6.75

Parsley—60c per doz. bunches.

Pieplant—$1.50 per bu. for home
grown.

Pop Corn—%$2.25 per bu. for ear;

shelled rice, 10c per Ib.

Potatoes—OlId are entirely exhaust-
ed and completely out of market.
Sales of new are confined almost
wholly to Irish Cobblers from Mary-
land, which command $15.50 per bbl.
and are likely to advance to $16 or
even higher before the end of the
week. A few home grown potatoes
are being marketed on the basis of
85 per bu., but the stock is small and
green and greatly inferior to Mary-
land stock.

Radishes—Outdoor grown, 20c per
doz. bunches.

Raspberries—$4.50 for red and $4
for black.

Spinach—$1.25 per bu.

String Beans—$4.50 per bu.

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

Tomatoes—Home grown, $1.65 per
7 Ib. basket.

Water Melons—Z0@90c for Floridas.

Wax Beans—$5 per bu.
Whortleberries—$4.50 per crate of
16 qts.

George Hartger will succeed Wil-

liam E. Sawyer as traveling repre-
sentative for the Worden Grocer
Company. Mr. Hartger was born in

Saugatuck March 11, 1886, his ante-
cedents being Holland on both sides.
\\ hen 7 years of age his parents re-
moved to Grand Rapids, where he at-
tended the public schools until he
had completed the eighth grade. His
first experience in business was in the
wholesale department of P. Steketee
& Sons. At the end of one year, he
entered the employ of Sable & Co.,
Lake City, remaining in that position
about a year and a half. He then re-
turned to Grand Rapids and, forming
a copartnership with Cornelius N.
Haan under the style of Haan &
Hartger, engaged in the retail grocery
business at 1000 Godfrey avenue. This

association continued for thirteen
years until last week, when it was
dissolved by mutual consent. Mr.

Hartger was married Sept. 30, 1912,
to Miss Elsie Harvey, of Grand Rap-
ids. They have one boy, 5 years old,
and reside at 893 Caulfield avenue.
He belongs to Grace Episcopal church
and owns up to but one hobby—fish-
ing. Mr. Hartger will undoubtedly
make his mark in his new position.
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