Cup up Ready for the Pan—Fully Drawn

RESH FRYING CHICKENS . 73

Only Ono Grade. FRESH

Ground Beef . . .

Lb.

Thuringer Sausage -
Liver Sausage . . -

Kroger famous 13-egg recipe
in the popular 17-0z. size.

ANGEL FOOD

Cheese Food .
Springcrest

Large Eggs . . .

Save With EATMORE

Margarine ....... 33c

HE;:;IIgM Coffee. .. 40c

Kroger Orange, Cola, Root Beer, Lemon-Lime

Beverages .......c..8%

Plus Deposit

Kroger
Orange Juice ... "o: 25¢
Oscar Mayer "

Wieners .

1802,
Pl ) | 3
Beech-Nui Strained

Baby Food ......3..:28¢

Greenfield Sausage .
KR

99°
69°
59
55

/ Kroger Cookia
: ek Fig Mello .
’ Save 10¢. Fresh PREMIUM
San

2 95

Dez. 6 5‘

Mott's

Cider Vinegar ...

Ball or Kerr Pts.. Doz. G50

Mason Jars ......

Tiary

Dill Pickies ...

Prepa

Kidney Beans ..

Lou

re with Chili!

Scottie

Tissués ..

Camels, Philip Morris

Cigareites ....

Kroger Marshmallow San

COOKIES v vvrses me 19

oo e 192

i"c‘

Sweet and Tender

Sliced Bacen .

Vein-X Shrimp .

Tasty, Economical

Cod Fillets . .

Delicious Meal Favorites

‘Rosefish Fillets. . .
.2
Corned Beef ...... "> 4de
Mich. Catsup. ... .2 1o 28¢

BREAD .

Rial

FAIRPLAY Grated
BRAND Style

Enri:h;d for That Firer Texiure in

Kroger Flour . . .52 75¢
Stock Up for Canning Now! BEET
Sugar i e 2.15

roz

\ ]
@ |
BT | | :
23227 ESU
. 2pcate !

o om 1,69

ches 22 45¢

New Pack Green Giant *
¢ A

PORK LOIN ROAST ... ...

Dog Food .....
87-. .
r P
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PEAS’
41

aT"

Ne. 303
Cans

Lb.

s 5O¢

.. w876

1, 97
Leaves

+ 3 m 29¢

=33

Baking

on- developing and !

PERCHROME!
FILMW !

Developing. Inc., Box 895, 1

Great on Bread, Toast, Crackers

For Hot-Summer Day,-—-l(rager

GRAPE JUICE
o 49¢

8-Oz.
Bott.

Mataschino Chorries
29¢

Welch’s Grapelade . . ' 25|lced Tea ... ... .»u 43

PANCAKE SYRUP
12-Oz. 27‘

MARGARINE

w. 45¢

IVORY SNOW
Pure, Gentle, Safe

i 33¢

LAVA
Gets Dirty Hands-Clean Quickly

3lcu 29‘

Bott.
X-PERT
WHITE CAKE MIX
14-0n 27c

Pkg.

LUX FLAKES

Fine for Undies

Lge.

vy, 33¢

5 ”Pkg.
IVORY

Medium Sixe Bar

Gillette Blades

LUX

BATH SOAP -

2 Bars 2] c ; I:::.l.b'cd‘ﬂ 25C ::"_‘ 27c

rices effective Thars., Fri., Sat., luly 29-30-31, 1 -
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Mr. and Mrs. John K. Woodman |
of Poplar lane were hosts to Mr. |

and Mrs. Walter P. Eckhart of |
Wilmington, Del., the weekend of |
the 17th.

This last weekend they also en-
tertained Mr. and Mrs. R. A. San-
deen and children Ann and Perry
from Mt. Prospect, Il
Remodeling. of the Finnish
American club house on.Putnam
| drive. is finished, An open house
will be held Saturday, July 81, a
| 8 p.m. to celebrate this event and
members and their friends are in-

date
Don’

vited. |
o !
Mr. and Mrs. Otis R. Zahrn of |
Inkster road left this week for
Lancaster, Penn., where they will
stay ‘t the home of Mr. Zahrn’s |
| brother and wife, the Fred Zahrns.
| They plan to return via the Penn-
| sylvania Turnpike. Mr. and Mrs
{ Fred Zahrn will accompany. them |
| home andl remain for a short visit. |
. .. |
Houseguests of the Don Luthers |
| of Edgewood blvd. are Mr. and
Mrs. H, M. Wolven of Poughkeep- |
sie, N.'Y. The Wolvens are mak
ing ‘a moving picture record of |
their stay here and plan to visit
Cranbrook for this purpose.
‘e
The program committee of the
Walnut Lake School PTA met last
Monday evening at the Edson
Stevens home on Walnut Lake
r8ad-to discuss and plan events for
the coming -
W. E. Kendall of Comfort drive,

ROTC Cadet Attends
Summer Camp at
Ft. Monmouth, N. J.

FORT MONMOUTH.
W. Mai Mrs.
Main, 435 Linden rd., is
ing the Signal Corps ROTC
mer Camp. The ROTC

. —John
Frank L.
tend-

Cadets

are progressing rapidly towards
the final training which will be a
| forty-eight hour divisional pro

blem at Ft. Dix, N. J.

The ROTC students assembled
here represent fifty-two colleges
and universities throughout the
nation from. as far away as the
University of Hawaii. During the
six weeks of summer camp the
eadets are receiving valuable ex-
perience in operating Signal Corps
uipment
neighboring ipstallations
Signal Corps Laboratories,
American Telephone and Te
graph Company in New. York C
and First Army Headquarters
| New
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A few years 4go a Maine merchant ran an advertisement in the local
weekly which went something like this:
LADIES' HATS .
YOUR CHOICE .
MY CHOICE . L 1,80, - :

He sold plenty of hats. The ladies made a game of trying to get the
merchant to choase the hat they wanted. When this wouldn’t work, as
the merchant was sure to select those models he knew were “dogs”, they
would cheerfully pay the $3.00 for their choide. The catch in the deal
was that all of the hats were intended to sell for $1.50. .

is sort of advertising and handising was considered very

clever by that race of merchants who had been brw&l\.t up in the
rough and ready life of barter. When your grandfather traded a
horse he followed a certain code of ethics. A horse trader never
told a deliberate untruth; if he did the other party could easily
force a cancellation of the trade. But grandfather didn't tell every-
thing about that ‘:&‘I:“r he was trying to peddle. He told the good
points and said nothing about the bad. A man skilled in this fine
art was considered a good horse trader.

Twenty-five vears ago an automobile company advertised like this:
“We offer the Sedan as the very finest closed car that can be -buijlt.
This ad, and many like it, must have been written by an old horse trader.
My father owned one of those finest cars that can be built. used to
drive it to church on Sunday mornings. In the winter, after the service
was over and the car had stood in the cold for a counle of hours, the
family would wait in the church while I ran a block to the nearest drug
store. I'd get five cents worth of ether. We’'d open a petcock on the top
of each cylinder and pour in some ether. When you'd,get all six
cylinders pepped up with this volatile drug, both you and the car were a
bit woozy, But it would start. Then the family would walk sedately out
of church and we'd sputter.and chug all the way home. This was the
finest sedan that can be built. So said their advertisements, .

vertising is one of the highest arts, It has develoned into a
large business. It has grown large because it has grown in char-
acter. It has also grown large because advertising is a deductible
item on the incom~ tax return,

Thus today, in our complex existence, men and companies waste for-
tunes each year in advertising which is non-productive. Magasines of -
doubtful editorial virtue live in luxury because of the never-ending flow
of advertising dollars. Products are “put over” by extensive adver-
tising programs, when such products have little merit. Advertising still
can rope in the suckers; it always will.

But most advertising is not of this character. Advertisers today,
mostly, try very hard to tell the public about the product being ad-
vertised. You rarely see a statement in print which is patently
untrue. You rarely see a statement which too grossly exaggerates
the truth. This fact makes it very easy for you to quickly pick out
the fraud. You, as a reader of adyerti have a di ing
eye tor the tricks of the horse trader. Advertising hks grown up
indeed.

I think there must be a school of thought which believes that adver-
tising sells the product. The coupon users believe this, and to a proven
extent they are correct. For people do clip coupons; they do send in
their money by mail. But there’s something else back of this sale, which
was not made possible by the ad alone. That is the reputation of the
seller. If the J, L. Hudson company advertises a product for sa many
dollars, you have no hesitancy to clip the coupon and send in your
money. For back of that ad is a great and earned reputation for honest
dealing.

So it seems to me that advertising doesn’t do much actual selling
of products. It may arouse an intere: may partly presell. But
it does do one other thing which is vastly more important: it crys-
talizes a reputation.

If you continually tell people in the public print that your product
is good, you have to make it so. You just can't stay in business if you
say one thing and do another. Advertising forces men to build good
reputations if they want to remain,

About a quarter century ago Alvan Macaulay, then president of
the Packard Motor Car Company, wrote a most outstanding adver-
tisement which was entitled “Reputation”. In it he said, “We some-
times speak of winning a reputation as though that were the final
goal. The truth is contrary to this. Reputation is a reward, to be
sure, but it is really the beginning, not the end of endeavor. It
should not be the signal for a let-down, but, vather, a reminder that
the standards which won recognition can never be lowered . . .
From him who gives much—much is forever after expected, Repu-
tation is never completely earned; it is always BEING earned.”

So if advertising helps a person establish a good reputation, it takes
something more than advertising to continue to earn that reputation.
But even while that raputation continues to be earned through the years,
advertising is the constant watchdog. Advertising forces the doing of
those things which the advertising boasts of. Yes, advertising is a fine
art; it is also the continual and constant insurer of high standards,

1 think this very crude ion of our ion of adver-
tising makes it very plain why Campbell’s Village Store handles

nothing but National Brands. We know that a house which has sold
its wares since 1777, and which has publicized its standards
through all those years, makes good products. We know a house
which is being opgrated now by the fourth generation, and which
has told the peoplc&'nr almost 100 yedrs what kind of merchandise

it makes, hasn’t lasted if it lied. We know, and you know, that no
manufacturer can make shoddy stuff and continue to tell the people
it's pure silk,

You and I both want to get the most for our dollar. It doesn’t take
too much figuring to know that value lays in that product made by a
man who is continuing to earn a reputation for good merchandise. When
you buy a pair of gloves or a shirt, you actually buy more than the
product alone.. You buy the quality of material and the quality of
workmanship that a good reputation insures. Verily, “from him who
gives much—much is forever after expected.” )

When you start buying clothes for Fall make up your mind to buy

products made by a man with a reputation to keep. Look for that label

which has been known through the years for quality. You'll get more

for your money, and you should get more. '

ROSS 5. CAMPBELL,
Proprietor.
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ICED TEA AND COFFEE SERVED ON SATURDAYS

208
PIERCE ST.




