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“Clean Shelves by 1922.

Printer’s Ink that the

above 1s a good slogan for merchants

suggests

to adopt for the rest of the year.
It finds that basic conditions of busi-

ness are good, vet business does not
attain the full tide of prospertiy.
Something holds it back. When a
river is held back, you find that some-
where down below a dam has been
built and its gates are up.

So this writer thinks that the
stream of trade is being dammed by
a tendency on the part of many retail
stores to hold old stock bought at
high prices, which they are trying to
work off for more than it would cost
to replace it.

“Somewhere up in Wisconsin,” it
says, “there is a little retail store that
has a $4 price mark on a $2 suit of
underwear. At a country store in
Maine the buyer is asked to pay $10
for a pair of shoes that ought to be
selling for $6. And so on.

Fnterprising stores realize that it
does not pay to hold up retail prices
after wholesale figures have gone
down. They have done their {full
share to restore the country’s busi-
ness to normal. But their spirit does
not attain its full results, if all over
the country is a large element of
merchants who are still hanging on
to their goods at prices that are too
high considering the present cost of
replacement.

Merchants all over the country
should realize that the next few
weeks, the best selling period of the
vear, furnish the most favorable
chance vet offered to get rid of this
old stuff if they have any of it. Some
price concessions have to be made,

but they may as well be made now
as later.

The merchants that advertise
freely have long ago got their old

stock cleaned up, and the public can
be sure when it buys of them that
it is getting its merchandise on values

established by the present cost of
replacement.

“Clean shelves by 1922” is an ad-
vertising war cry that can bring
back the country’s business.

Promoting Credit Facilities

When the business men of a city,
or individuals among them, cherish
an ambition to build up a bigger trade,
for themselves and the community,
the practical thing that often holds
them back is the matter of credit.
There are a great many men who
have enterprise and industry and
push, but who are held back because
of their lack of capital, and ability
to get credit.

There is one way in which a man’s
credit is improved, and that is by a

policy of consistent advertising.
Bank men believe in advertising.
Their usual feeling 1s, when a

merchant who is a good advertiser

applies for a loan, that a I‘EHEE.)TIELTﬂE
amount of goods bought by him on

such credit, is likely to be turned
over quickly and promptly paid for,
on account of his methods of keeping
his goods constantly before the public.
They would have confidence that the
coods would be disposed of and turn-
ed into cash before they get out of
date or shopworn.

The store tha advertises consistent-
ly creates a reputation and a good

will that must be a help to a

merchant in getting the credit with
which to build up his business. Bank-
ers do not like to tie up money in
non-liquid stock. If they loan money
on any kind of merchandise they

want to see that stock go thrc_;-ugh
the process of sale promptly, in a

minimum of time, so that the loan
can be paid off and the money used
to finance new enterprises.

Any merchant therefore who is am-
bitious to expand and lacks the cap-
ital to do it with, takes a long step
toward getting accomodation, when
he creates a public good will through

advertising. Also a town in which
advertising is liberally done, 1s more

chants get in the habit of quick turn-
ing of capital, which encourages the
extension of credit.

National Good Faith

In private life people settle disputes
by peaceful arbitration in courts of
justice. A breach of faith is con-
sidered intolerable, and people co-
operate to work for each other’s

welfare. .
But in international relations, the

governments have engaged in a game
of grab in which the spirit of co-:
operation does not exist, they have
frequently violated the most solemn
pledges, and they settle their dis-
putes by savage methods worthy of
the 20th century before Christ, in-
stead of the 20th century thereafter.

What can be done to persuade the
nations that good faith pays in public

relations, as they are convinced it}

pays in private business? One thing
is to make it clear that a nation that
commits a breach of faith will be
ostracised from the circle of nations,

apt to go ahead, because the mer-

The Smartest and Best
Drezzed Women in
Chicago have their

Sportand Week
End Skirts

and will suffer

prestige and reputation, that its
lesses will be more than its gains. In

that way offending nations can be
disciplined by other methods than by
war,

“LIGHTNIN” XMAS HOST
More than 3,000 unemployed

service men of Chicago will eat
Christmas dinner on “Lightnin” this
yvear. With Fred Stone acting as
stage manager and the veteran Frank
Bacon as his assistant, the Ameri-
can Legion of Chicago, is preparing
the theatrical benefit.
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such a decline of

THIS CHRISTMAS

Tradeat

THE HOUSE OF

Kl RCHBER
DIAMONDS

FOUNDED 1867

Watches, Jewelry, Silverware
104 N. State Street, Chicago

1 Door North of Washington St,,
Opposite Field's

‘4 years' honest merchandising is your guarantee

Purchases Can be Made by Mail
Catalog on Request

I

MADE AT

" THE WILSON
SKIRT SHOP

“made with your ewon material”

Suite 1418 Stevens Building
Randcolph 3219

Nerth State CHICAGO 16 North Wabash
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ESTABLISHED 1854

' C.H. JORDAN & COMPANY
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FUNERAL DIRECTORS FOR 7 YEARS

612 DAVIS STREET, EVANSTON, ILL.
164 N, MICHIGAN AVE., CHICAGO PHONES RANDOLPH 1346-1347

—

PHONE EVANSTON 449
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/TART BUILDING
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See Samples of
Colors on Wood,
and get our Prices.

(Your name)

Will Last a Generation

Here are real “old-fashioned-quality” shingles that answer the
question “With what shall I protect the roof and side walls of
my home to have assurance of an artistic exterior and insur-
ance against the everlasting repair and repainting bills?”

‘CREO-DIPT

assure enduring artistic beauty; they are
proof against decay, worms and
weather. Every shingle is perfect
—no wedge shapes, nowaste.
Cost less than staining on the
job and will last a genera-

STAINED
SHINGLES

Standard Colors in
Stock. Special
Orders Promptly
Filled.

(Your address)
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& Headquarters 4

ubbard Woods Lumber

Coal Company

Scott and Linden Avenues

HUBBARD WOODS

Telephones:

Winnetka 451-452

ZOPTRIGHT UMIVERSAL PQATLAND LImaNT GO

——
- .‘.'
YTIX
i..|+"ll

ALK
-..'L:,': 1.‘

sadin

-
L et T
= A




