
OUuuUi State QlvuAU' AMociatUm

NUMBER 412

Dynamic Speakers

Cent^l Locat

BULLETIN
— Published six times a year by the I.S.F.A. —^—————
1011 West Healey Street, Champaign, Illinois 61821

G. M. Fosler, Editor MARCH-APRIL, 1984

Let's Get

Together

Sessions ItiesGreat WiU
All-Star CastEuropean Theme

ol &SaW * Se**««*s?o

Best In The Michestl

Co?****,ment "RENAISSANCE DE ^ttz^Z
LA FLEUR" *y

onet

Trade Fair

Fashion Show
^itevtairmen^

*** New Friends
All Under One Roof

si-9n Contest



ILLINOIS STATE FLORISTS' ASSOCIATION BULLETIN

Illinois State

Florists' Association Bulletin
(USPS 258-620)

G.M. Fosler, Editor

Published six times a year by the Illinois State Florists'
Association. Second-class postage paid at Champaign,
Illinois 61820.

POSTMASTER: Send address changes to the Illinois State
Florists' Association Bulletin, Office of Publication, 1011 W.
Healey St., Champaign, Illinois 61821 [217/359-2104].

ANNUAL MEMBERSHIP FEE: Active Members — $30.00.
Membership includes a subscription to the Illinois State
Florists' Association Bulletin. Single copies, S2.50.

1984 OFFICERS

PRESIDENT — Avada Leaf, 312 W. Main St., Olney, IL
62450 [618/395-8573]. (Term: 1984-85)

VICE-PRESIDENT — James B. Curtis, 326 Pinckney St.,
Pontiac, IL61764 [815/844-7148]. (Term: 1984-85)

TREASURER — Olin A. Wetzel, P.O. Box 428, Edwardsville,
IL 62025 [618/656-4240]. (Term: 1984-85)

EXECUTIVE-DIRECTOR — Dan Irons, 505 S. 23rd St.,
Mattoon, IL 61938 [217/258-8969].

BOARD OF DIRECTORS

EX OFFICIO —
Mary Noble Williams, P.O. Box 555, Charleston, IL.

61920(217/345-7007].
REGION 1 -

Chuck Altman, 1025 N. Cedar Lake Rd., Round Lake, IL
60073 [312/546-8211]. (Term 1982-84)

Robert Kopecky, 16 S. Bothwell St., Palatine, IL 60067
[312/359-2488]. (Term: 1983-85)

Tim Corrie, 240 Shore Drive, Burr Ridge, IL 60521
[312/986-9030]. (Term: 1984-86)

REGION 2 —

Pam Zibert, Valley Plaza, 130 E. Dakota St., Spring Valley,
IL 61362 [815/664-5364]. (Term: 1984)

Elmer Rieck, 2100 E. Maple St., Kankakee, IL 60901
[815/933-2295]. (Term: 1983-85)

Ronald D. Clayton, 1102 N. Galena Ave., Dixon, IL
61021 [815/288-1428]. (Term 1984-86)

REGION 3 —

Greg Becks, 310 E. Corrington, Peoria, IL 61603
[309/688-4416]. (Term: 1984)

Don Carlson, 3160 - 23rd Ave., Moline, IL 61265
[309/764-3556]. (Term: 1982-84)

Debi Bradshaw, 233 E. Carroll St., Macomb, IL 61455
[309/837-9977]. (Term: 1984-86)

REGION 4 -
Judi Borah, 225 N. Morgan St., Shelbyville, IL 62565

[217/774-2323]. (Term: 1982-84)
Bernard Burkland, 111 W. Jefferson, Effingham, IL

62401 [217/342-4184], (Term: 1983-85)
Jean Williams, 1428 N. MacArthur Blvd., Springfield, IL

62702 [217/544-7477]. (Term: 1983-85)
REGION 5 —

Al Easton, 126 N. 9th St., Mt. Vernon, IL 62864
[618/242-0616]. (Term: 1982-84)

Daniel Whitehurst, 207 W. Jourdan, Newton, IL 62448
[618/783-2124]. (Term: 1982-84)

Herman C. Ihle, 22nd & Logan Sts., Murphysboro, IL
62966 [618/684-2752]. (Term: 1984-86)

OUT-OF-STATE —
Raymond DeCloedt, 417 W. 7th St., Mishawaka, IN

46544 [219/255-1705]. (Term: 1982-84)
John J. Baymiller, 107 S. Center, Shelbina, MO 63468

[314/588-4310]. (Term: 1983-85)

PLEASE NOTE:

PERMISSION to reprint fromthe I.S.F.A. Bulletin is gladly granted, providedthat
due credit is given to the author(s) and to this publication.

Leaf, Curtis Voted Top
Officers In Our Association ^

We think you'll agree that all of our members owe a
big vote of thanks to Mary Noble Williams, Noble Flower
Shop, Charleston, who has completed two very suc
cessful and fruitful years as President of the I.S.F.A.
She now becomes an ex officio member of the Board of
Directors. Thanks are also extended to our retiring
Board member, Joseph M. Karban (Reg. 1), Lombard
Floral Co., Lombard.

AVADA LEAF (left), Olney, our newly elected I.S.F.A. presi
dent, & MARY NOBLE WILLIAMS, Charleston, immediate past-
president. Mary appears on this year's Spring Conference
program in the "Wedding Basics" feature, to be presented on
both Saturday & Sunday morning.

Join us, too, in congratulating our newly-elected Of
ficers & Directors: PRESIDENT — Avada Leaf, Virginia's
Flowers, Olney; VICE-PRESIDENT — James B. Curtis,
Pontiac Greenhouses, Pontiac; and TREASURER —
Olin A. Wetzel (incumbent), Florists' Mutual Ins. Co.,
Edwardsville. BOARD MEMBERS — Tim Corrie, Roy

Houff Co., Burr Ridge (Reg. 1); Ronald D. Clayton,
Clayton's Floral &Garden Shop, Dixon (Reg. 2); Debbie
Bradshaw, Bradshaw's Blossom Shop, Macomb (Reg.
3); and Herman C. Ihle (incumbent), Ihle Florists &
Greenhouses, Murphysboro (Reg. 5). In addition, Pam
Zibert, Valley Flowers, Spring Valley (Reg. 2), has been
appointed to a 1-year term on the Board to fill the unex
pired term of James B. Curtis, our VP-elect; and Greg
Becks, Becks Florist, Peoria (Reg. 3), has been ap
pointed to a 1-year term to fill the unexpired term of
John Bonsoe, Peoria.

Executive-Director Dan Irons and I.S.F.A. Bulletin

Editor G.M. Fosler, whose positions are appointive, will
continue in their respective posts.

A complete listing of our 1984 Officers &Directors,
along with their addresses, phone numbers, and terms
of office, are presented on page 2 of this issue.

Marks Of Distinction

Don't fight gray hair & wrinkles —
A lot of people admire them.

Knowing it takes lots of laughs & tears,
And also years, to acquire them.
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The Netherlands, while achieving a lot of publicity,
still had U.S. sales of only a relatively small $25 million

i in 1982. And estimated stems of major cuts, both im-
^ ported and domestic, probably increased only about

3.2% from 1981 to 1982 and 11.3% from 1980 to
1982. Not bad, but not as good as the remainder of
floriculture. We'd have to suggest that flowering plants
and foliage, to some extent, are "better buys" and are
therefore being substituted for cuts when desirable. In
general, though U.S. per capita floriculture consump
tion roughly doubled in the Seventies, the opportunities
for much larger per capita consumption are quite evi
dent...maybe less so for cut flowers, but still upward.

%^,

Caveat Emptor?
Know When You Need A

Written Contract

Dale A. Grossman & Jean Mackln

Cornell University, Ithaca, NY

There are times when a handshake isn't enough.
A contract, especially a written contract, can help

prevent disappointment and sometimes disaster, when
a deal that looked good in the beginning starts to fall
through.

"Basically, a contract is an agreement between two
or more people, usually to sell goods or perform a ser
vice," says Grossman, a lawyer and lecturer in the NY
State College of Agriculture & Life Sciences at Cornell
University.

But when is an "agreement" actually enforceable
under the law? An agreement usually must meet several
requirements before it becomes a legal contract. First,
an offer must be made. Say, for example, you offer to
sell your lawnmower to your next-door neighbor. The
offer must be accepted by your neighbor, and con
sideration — payment of some kind — agreed upon,
before that agreement is a legally binding contract.

It is possible to make an offer and then revoke it
before it has been accepted. If there is no pending
offer, there is no contract.

"A lot of the technicalities and complexities of con
tracts have to do with timing," Grossman says.

While a verbal agreement can constitute an en
forceable contract, she says that putting a contract in
writing can eliminate a lot of the questions that could
arise later, and make the contract easier to enforce.

"I strongly urge that any contract be written down,"
Grossman says. "It's the best way to make it clear from
the beginning what it is you are agreeing to, and what
the expected payment is." Payment does not always
have to be in money. Bartering services or goods can
also meet the conditions of a contract.

Under some conditions, contracts must be in
writing to be enforceable. Selling any kind of real estate

requires a written contract. Contracting to perform a
service that cannot be completed within 1 year, an ex
change of goods worth $500 or more, and agreeing to
be responsible for another person's bills or debts all re
quire a contract to be in writing.

In addition, parties entering into a contract must be
of legal age and mentally competent, or a contract prob
ably will not be enforceable. For instance, a dealer who
sells a car to a 16-year-old and a racketeer who sells
the Brooklyn Bridge to a senile senior citizen can't ex
pect to hold their victims to any contract they may have
signed.

"Traditionally, the rule was 'buyer beware,'"
Grossman says. "While state and federal laws have
given a consumer protection in many areas, it still
makes sense to clear up any doubts or misunderstand
ings before agreeing to a contract, verbally or in
writing."

"Especially with the purchase or leasing of real
property, a buyer has a responsibility to know the law,
and to know what he or she is buying."

"The seller often has no obligation to volunteer a lot
of different types of information unless the buyer asks
questions," Grossman warns. "If you don't inspect the
real estate or apartment before signing a contract, then
you're probably out of luck if there's a problem with it."

For instance, a consumer signing a lease for an
apartment should be sure the lease (a written contract)
contains the clauses and rules agreed on with the
landlord. If the landlord says he will paint the apartment
before you move in, that should be in the lease.

"Usually, when you buy land or real estate you take
it as you find it," Grossman says. However, there's
more consumer protection when buying most products
from the dealers or sellers who are in the business of

retail sales. Many products come with guarantees —
another type of contract — but even those that don't
may have some guarantees implied.

"Even though it may not be part of a written con
tract, often there are things that you can imply about a
consumer product, particularly if you are entering into
an agreement with somebody who is in the business of
selling that type of goods," Grossman says.

"What can you do if someone breaks a contract? If
you can't compromise, or you are not willing to do so,
your only option will be to sue. If it was a verbal agree
ment, you may have difficulty proving there was any
contract at all."

If you think you can prove your case, and the settle
ment you want is for less than $1,500, you can take
the case to the small claims court. (Small claims court
does not require that you hire a lawyer.) If more money
is involved, or the case is more complicated, you will
probably need a lawyer.

Prevention, in the case of contracts, is one of the
best ways to avoid future problems. If it's important to
you, or complicated, get the contract in writing.

The "New York State Flower Industries Bulletin,"

Sept.-Oct 1983, is the source of the above article.
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The Colombian Connection:
Miami importing Takes Effect

Lori Hoff

More cut flowers move through Miami International
Airport than anywhere else in the country. Within 24
hours, 80% of the U.S. daily consumption of carnations
and 33% of its rose consumption will have been flown
in from South American sources and distributed

throughout the U.S.
It's no wonder that in order to keep up with this

rapidly growing industry, Miami importers have formed
the Assn. of Floral Importers of Florida. The association,
which was established in 1982, has 30 member com
panies and according to its director, Wendy Yarn's, its
priorities are to provide a unified voice for importers and
to increase their visibility within the industry and in
Washington.

The attention received by Miami importers recently
is as much a result of the association's efforts as it is the

increasing rate at which flowers from Colombia and
South America are entering the U.S. marketplace.

U.S. Floral Corp. estimates that approximately 50%
of the carnations sold in the U.S. are raised in Colombia;
48% of the chrysanthemums and 15% of the roses are
shipped from the Bogota airport and sold in the
domestic market. In fact, about 85% of the total Colom
bian flower crop is exported to the U.S.

Procedures In Miami
Once the cargo jets originating in Colombia have

landed in Miami, the boxes of flowers must clear U.S.
Customs & Plant Quarantine (the USDA method that in
sures that the flowers are free of insects and disease).
Customs procedures have intensified over the years
due to the sporadic discovery of cocaine in some flower
shipments.

Although flowers are not subjected to a lengthy in
spection (about % an hour), the customs officials are
thorough. A yard-long metal rod is thrust into a random
sampling of boxes. Two groves at the end of the rod will
attract any white powder the box may contain.

The importers are, of course, concerned over the
suspicions of customs officials, but most believe that
the procedures will remain efficient and have little
dramatic impact on the importing industry.

After inspection, the boxes are separated at the air
port according to product and grade. At Esprit-Miami,
an importer of fresh flowers, the boxes are stacked in a
cooler on racks, similar to those found in a bakery,
which provides extra ventilation. According to the com
pany manager, Christine Martindale, Esprit-Miami's
inventory turns over every other day. If flowers can't be
sold in 2 days, they are sold to local street peddlers.
Esprit ships only to cities in the South, by either air or
freight.

At other companies, such as Sunburst Farms, Inc.,
CFX Inc., and Sonny's Flower Importers, flowers arrive

from several South American growing areas. All use
pre-cooling methods to store the flowers before ship
ping them elsewhere, either the same or following day.

The number of shipments each company receives
from South America varies with the size of the company
as well as the product availability.

For example, CFX Inc. receives about 8 plane loads
of flowers per day from their own farms in Colombia.
Sonny's Flower Importers, on the other hand, receive
approximately 4 to 5 shipments per week.

On the Colombian side, flower availability is at its
peak during November and through the summer mon
ths, which means more shipments are likely to enter
Miami at that time. Colombian production is also af
fected by the needs of the U.S. wholesalers and
holidays here.

Better Quality, Cheaper Price
Most Miami importers agree that the flowers from

Colombia do have an edge over those domestically
grown, though through no fault of the U.S. growers.

The South American climate is consistently ideal for
cultivating certain floral varieties. The soil content
(organic make-up) is also a factor in producing a top
quality product. Importers will also point out that this
better quality merchandise is available to them at a
cheaper price than what is grown domestically.

Competing Against The Odds
And so the question arises: What can domestic

growers do to compete with the increasing shipments'
from abroad, and should they even try?

Hernan Benoit, pres. of Florida's Evergreen Inc.
says, "The competition is healthy. It can lead to a better
domestic product which will benefit the growers and the
entire industry in the long run."

According to several importers, a better product is
just part of the necessary package for successful U.S.
competition.

Labor costs in Colombia are dramatically lower than
in the U.S. Field workers there are paid per day what
U.S. employes are paid per hour. One solution sug
gested by some importers was breaking unions at
home.

Others, like Bill Gustin of Americas Flower
Distributors Inc., says U.S. growers are at a disadvan
tage because of the national cost of growing in the U.S.
"Heating oil prices here are sky high. Our cost of pro
duction cannot compete with Colombia's."

"Our agricultural technology may be very ad
vanced," says Martindale, "but that is what makes it so
expensive. The money Colombian growers make is
funneled back to production expenses rather than to
salaries."

Yet this is not the only possible solution. "Growers
(in the U.S.) have to become more sophisticated and
experiment with different floral varieties in order to com
pete," says Jim Hill, sec./treas. of CFX Inc.

Unfortunately, because of high production costs
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and other factors including climate and varietal
availabilities, U.S. growers alone cannot meet the de
mand for some of these flowers. And, whereas Mike
Felsher of Sunburst Farms Inc. says importers are
developing a better working relationship with domestic
growers, those growers alone cannot keep up with the
industry's supply and demand.

Growers Speak Out
U.S. growers, on the other hand, have their own

views on how to compete with the influx of South
American flowers. Specifically, the rose growers, under
the leadership of Roses Inc., the commercial rose
growers assn. based in Ml, introduced a petition to CA
Congressman Leon E. Panetta. The petition is now in
the form of a bill, known as the Panetta Bill (HR 6239),
which is pending Congressional action. The bill is being
considered by the House Ways & Means Subcommittee
on Trade and by the Senate Finance Subcommittee on
International Trade. These committees will then make

recommendations to a full committee.

Basically, the bill is calling for a tariff rate hike on
roses imported from Colombia equal to the tariff cur
rently imposed on roses imported from Europe. In May
1982, James C. Krone, exec. VP of Roses Inc.,
testified before the House Ways & Means Subcommit
tee on Trade. "Since 1972 the number of rose growers
has decreased from 317 to 222. Meanwhile, Colombia

has increased its exports of cut roses 50% from 1980 to
1981, to 54 million a year," Krone said.

"These importers pay only Vz the tariff rate imposed
on American exports by the European Economic Com
munity during the prime growing season. As a result,
domestic rose producers must struggle to compete
with underpriced and under-assessed imported roses
flooding the American marketplace," he said.

The difference between the European Community
and Colombia's, however, is yet to be proved. Recently
the U.S. Dept. of Commerce International Trade Ad
ministration determined that the Israeli government un
fairly subsidized fresh cut rose production from that
country and has assessed an 11.69% tariff on roses
entering the U.S. from Israel.

Yet, so far there has been no conclusive evidence
that the Colombian growers are receiving government
subsidies for their production.

Retailers And Importers Reply
U.S. importers and retailers do not support the

Panetta Bill and have lobbied in Congress against it.
In testifying before the House Ways & Means Sub

committee on Trade in May 1983, Jimmy Williams of
FTD said that "the scarcity of roses that would have
resulted from import restrictions on roses would only
have worked a substantial hardship in terms of price and
availability on retailers and consumers of roses. It is
important to remember in this context that it is the con
sumer who pays for trade restrictions in the long run.
Far from hindering domestic producers, imports of
roses actually serve a market sector by filling a gap be
tween domestic availability and demand."

Miami importers have also lobbied in Congress
under the Assn. of Floral Importers of Florida's Political
Action Committee.

Mike Felsher, who serves on that association's
board of directors, says, "The bill is detrimental to (the
domestic rose growers) own product. The increased
tariff would create certain shortages at certain times of
the year. Then the crunch would be on the domestic
grower to increase a costly production process to fill
the industry needs."

Felsher, like many other importers, does not expect
the Panetta Bill to receive Congressional approval.

Floraboard The Answer?
Hill sees the bill as pessimistic and detrimental to

the industry as well. He says, "It's a shame that people
spend time and money to ask the government to aid
them in making up for their shortcomings. Something
like Floraboard is just the opposite; it shows a con
cerned effort to improve the industry as a whole."

Felsher agrees that "Floraboard can help domestic
growing become as profitable and widespread as
importing. Production and growing in the U.S. is far from
a dying business."

Whether or not you agree with some of the ideas &
premises presented above, this article from the "LINK
Magazine," November 1983, makes interesting read
ing. It is carried here by permission of the author &
publisher. "LINK Magazine" is issued by the Wholesale
Florists & Florist Suppliers of America.

Keep Smiling!

OLD SKIERS NEVER DIE — they just go
downhill. ... OLD COOKING CONTESTANTS
NEVER DIE — they just bake away. ... OLD
GOLFERS NEVER DIE — theyjust lose their drive....
OLDFIREMENNEVERDIE — theyjust go to blazes.
... OLD MATH TEA CHERSNEVERDIE — theyjust
multiply. ... OLDFLORISTS NEVER DIE— theyjust
wilt, fade & droop. ... KENTUCKY FRIED FRAN
CHISE HOLDERS NEVER DIE — they just chicken
out.
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Transient Merchants

And Peddlers

Curbed By New State Law
I.S.F.A. Board Member Al Easton of Mt. Vernon

calls our attention to a newly enacted state law of which
most of our members are probably completely unaware.
It is HB-426, "An Act in relation to Retailer's Occupa
tion Tax reported by transient merchants."

Many of you may have been distressed by peddlers
and transient merchants who pull into your town, set up
shop in a vacant lot or parking area, and begin selling
foliage plants, cut flowers and pot plants, nursery
stock, seafood, fruit, T-shirts, athletic souvenirs, small
appliances, and what have you. Not only is this serious
and unfair competition for your business, at least in
some instances, but in the case of floriculture products,
it may also mean that inferior or second-rate merchan
dise is being foisted upon the unwary public at so-called
bargain prices.

These "today they're here — tomorrow they're
gone" kind of merchants also very likely are nor paying
the required Illinois Retailer's Occupation Tax — which
works to the detriment of everyone.

All too often local authorities have no recourse

other than to allow these fly-by-night merchants to ped
dle their wares, because of non-existant or vague city
ordinances regulating such activities, or even a lack of
inclination to do anything about the situation because
their "hands are tied," etc. Even more irksome are the
instances where such peddlers set up shop just outside
the city limits — often for obvious reasons.

Representative Terry Bruce, Al Easton and others
felt that the situation was serious enough to warrant
legislative action. Their efforts resulted in HB-426
which was passed by the Illinois General Assembly and
signed into law by Gov. Thompson early last fall.

Easton contends, however, that to really put teeth
into the concept of controlling transient merchants and
peddlers in your town or city, it may be prudent to urge
the City Council (or even the County Board) to pass a
local ordinance covering this troublesome problem,
perhaps even including appropriate license fees for do
ing business within the city (or county) limits.

As mentioned above, the Illinois General Assembly
amended portions of the "Retailer's Occupation Tax
Act." A portion of HB-426, pertaining to this Act, is
given here:

"Any person engaged in the business of selling tangible per
sonal property at retail as a concessionaire or other type of seller
at the Illinois State Fair, county fairs, art shows, flea markets and
similar exhibitions or events, or any transient merchants as de
fined by Section 1 of'An Act to license and regulate the business
of transient merchants, and to provide penalties for the violation
of this Act,'approved July 3,1931, as amended, may be required
to make a daily report of the amount of such sales to the Depart
ment and to make a daily payment of the full amount of tax due.
The Department shall impose this requirement when it finds that
there is a significant risk of loss of revenue to the State at such an

exhibition or event. Such a finding shall be based on evidence
that a substantial number of concessionaires or other sellers who
are not residents of Illinois will be engaging in the business of
selling tangible personal property at retail at the exhibition or
event, or other evidence of a significant risk of loss of revenue to
the State. The Department shall notify concessionaires and other
sellers affected by the imposition of this requirement. In the
absence of notification by the Department, the concessionaires
and other sellers shall file their returns as otherwise required in
this Section.

Section 2. Section 3 of 'An Act to license and regulate the
business of transient merchants, and to provide penalties for the
violation of this Act,' approved July 3, 1931, as amended, is
amended to read as follows (Ch. 121-%, par. 160):

Section 3. Any person desiring to engage in such business
shall make and file with the county treasurer of the county, in
which he intends to do business, a written application stating the
applicant's name, residence, place where he intends to do
business, kind of business, and evidence of having a retailer's oc
cupation tax certificate of registration and bond under Section 2a
of the Retailer's Occupation Tax Act. If said applicant is acting as
agent for another person, he shall cause to be filed with such
county treasurer a power of attorney appointing said county
treasurer the agent of said principal on whom service of process
may be made in any suit commenced against him. Said applicant
shall at the same time deposit with said county treasurer, or file a
surety company bond in a like amount, the sum of five hundred
dollars ($500.00), and pay to him the further sum of twenty-five
dollars ($25.00) as a license fee, whereupon said county treasurer
shall issue to said applicant a license as herein provided, which
license shall expire on December thirty-first following the date of
issue."

The ordinance drawn up by the Mt. Vernon, IL, City
Council to regulate the activities of transient merchants
and peddlers is presented in full below. It could possibly
serve as a pattern for other cities and municipalities that
wish to undertake similar action.

Ordinance No. 83-33

AN ORDINANCE AMENDING ARTICLE 11, SECTION 11.7 OF
ORDINANCE 66.12, THE REVISED COST OF ORDINANCES OF
THE CITY OF MT. VERNON, PROVIDING FOR THE LICENSING
AND REGULATION OF TRANSIENT MERCHANTS AND PEDDLERS.

WHEREAS, the City Council of the City of Mt. Vernon believes
that certain transient merchants and peddlers are making sales
within the City of Mt. Vernon without paying the State of Illinois
Retailer's Occupational Tax; and

WHEREAS, the City Council of the City of Mt. Vernon has
determined that requiring transient merchants and peddlers to
provide a State of Illinois Retailer's Occupational Tax number
prior to the issuance of a peddler or transient merchant's license
will promote the effective enforcement and collection of the State
of Illinois Retailer's Occupational Tax;

NOW, THEREFORE, BE IT ORDAINED by the City Council of
the City of Mt. Vernon, Illinois as follows:

Section 1. That Article 11, Section 11.7(a) be amended by
revising the third paragraph thereof to read as follows:

Each applicant shall make a written application to the Ci
ty Clerk, stating name and address, from which he shall
represent, if any, the kinds of goods, wares, or merchandise
which he desires to sell, and the place where he proposes to
sell such goods, wares, or merchandise. Each applicant shall
also provide to the City Clerk a State of Illinois Retailer's
Occupational Tax number, and no license shall issue until
such number is provided. Each transient merchant shall pay
for such license at the rate of Forty Dollars ($40.00) per day.
No transient merchant shall advertise, represent, or hold
forth the sale of goods, wares, or merchandise as an in
surance, bankrupt, insolvent, assignee, trustee, estate, or ex
ecutor, administrator, received, wholesale, manufacturer's
wholesale or closing-out sale, or any sale of any goods
damaged by fire, smoke, water, or otherwise, unless he shall
in his application as aforesaid, state under oath the facts
supporting such description of such sale.

\^m


