
NEW ERA ASSOCIATION
Closed the  year 1921 w ith  a  Special M eeting of New E ra Cabinet 
held a t 2 p. m. Friday, Dec. 30, H om e Offices and PA ID  EVERY 
D O LL A R  of “proven claim s” leaving a net balance of over $30,000 
g reater than  one year ago, leaving an  aggregate m ortuary  reserve 
fund sufficiently large to  m eet tw o  of the w orst epidemics M ichigan 

and Illinois ever experienced.

SOME YEAR!
F h T aL d “ fSm illion  dollars paid to  beneficiaries. O ver $40,000,000 now. in force, 

sjever a contested claim  w here local m em bers appeared against the  New Era. 

sJever failed of a quorum  in tw enty-four years.

^ever b u t tw o divisions on roll call.
KTe challenge any business, religious, fra ternal or social institution to  produce any experience

ik e  it!
This is positive evidence of the  successful com bining of business and ethics.

Officers and  Salesmen (m anagers) in  N ew  E ra  have also a  real guaran ty  of a square  deal.

We w an t right now  five District M anagers and fo rty  local m anagers and one S tate  M anager. T he 

public w ants our goods.
Think of a  "w hole life contract” paid  up  in tw en ty  years and double the  face of the  contract in
event of death  before tw en ty  years.

Largest commission paid  and th e  equivalent o f a  w eekly guaran ty  as a  draw ing account for 

the hustler.
Life insurance m en -o rg an ize rs , traveling salesm en or professional m en w ithout experience.

A pply:
N E W  E R A  A S S O C I A T I O N

. , C s. Chas. D. Sharrow , President.
C .  L .  H arvey, G eneral Secretary. • . j  o  u - l *' _

. i o » u l Ri,;i,Rnrr G rand Rapids, MichiganG rand Rapids Savings B ank Building



Fleischmann’s Yeast is a Food 
Not a Medicine

(And it builds up the health of your customers as medicine can 
never do.

But the yeast must be fresh yeast—Fleischmann’s.

Most so-called yeast-preparations contain only a small amount of 
yeast, and a large proportion of drugs.

Your customers naturally look to you to put them straight in this 
matter. Don’t let them be misled.

The Fleischmann Company

C itizens Telephone Company

Reaches more people in Western Michi
gan than can be reached through any 
other telephone medium.
18,764 telephones in Grand Rapids.
Connection with 150,000 telephones in 
Detroit.

U S E  C I T I Z E N S  S E R V IC E

CITIZENS TELEPHONE COMPANY

This is hot cake season— 
To serve them perfectly— 

use

Franklin 
Golden Syrup

The Franklin Sugar Refining Company
PHILADELPHIA

‘A  Franklin Cane Sugar for every use**
^Granulated, Dainty Lumps. Powdered, 

Confectioners. Brown, Golden Syrup

Petoskey Portland Cement
A Light Color Cement

M anufactured on w et process from  Petoskey 
lim estone and shale in the m ost m odern cem ent 
p lan t in the w orld. T he best of raw  m aterials 
and extrem e fine grinding insure highest 
quality  cem ent. T he process insures absolute 
uniform ity.

A SK  Y O U R D E A L ER  F O R  IT.

Petoskey Portland Cement Co.
General Office, Petoskey, Michigan
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MICHIGAN TRADESMAN
(U n like  a n y  o th e r  p ap e r .)

F ra n k , Free and Fearless for the Good 
T h a t W e  Can Do.

Each Issue Complete In Itself.

D E V O T E D  TO T H E  B E S T  IN T E R E S T S  
O F  B U S IN E S S  M EN.

Published Weekly By
TRADESMAN COMPANY

Grand Rapids.
E . A. ST O W E . E d ito r.

Subscription Price.
T h ree  d o lla rs  p e r  y e a r , if p a id  s tr ic t ly  

in  ad v an ce . . . .
F o u r  do lla rs  p e r y e a r , if n o t p a id  in  

ad v an ce .C an ad ian  su b sc rip tio n s , $4.04 p e r y ear, 
pay ab le  in v a ria b ly  in advance .

S am ple copies 10 cen ts  each .
E x t r a  copies of c u r re n t issu es , 10 c en ts , 

is su e s  a  m o n th  o r  m ore  old, 15 c en ts , 
is su e s  a  y e a r  o r m ore  old, 25 c en ts ; issues  
five y e a rs  o r  m ore  old 50' cen ts .__________
E n te re d  a t  th e  Postoffice of G rand  

R ap id s  u n d e r A c t o f M arch  3, 1879.

Stock Agents See Their Business 
Vanishing.

B. E. Ludw ig, the A lbion m erchant, 
in his capacity as chairm an of the 
Insurance C om m ittee of the M ichigan 
R etail D ry  Goods A ssociation, recen t
ly sent out a le tter to th e  m em bers of 
the o rganization  urg ing  them  to 
patronize th e  Grand R apids M erchants 
M utual Insurance Go. even m ore lib
erally in the future than they  have in 
the past.

T hereupon  Clyde B. Sm ith, Secre
ta ry  of the M ichigan Association of 
Insurance Agents, w ith headquarters 
a t L ansing, sent out a w hining appeal 
to  the m em bers of the dry goods o r
ganization  to  rem ain loyal to the  lo 
cal agents, even though the loyalty 
costs insurers 30 per cent, m ore than  
they  could obtain insurance in and 
th rough  their own company. Mr. 
Sm ith also resorted  to the stock a rg u 
m ent of the old line com panies th at 
the m utual com panies do not have 
m illions of surplus (unnecessarily 
filched from  the policy holder by ex
o rb itan t-ra tes )  to m eet unexceptional 
losses, as the old line com panies do. 
H e also used some figures from  an 
old rep o rt of the G rand Rapids com
pany in undertak ing  to  substantiate  
his position.

In  reply to M r. Sm ith’s puerile and 
ineffective appeal, Secretary  D eH oog 
issued the follow ing le tter to his m em 
bership :

G rand Rapids, Dec. 24—My a tten 
tion has been called to a le tte r recen t
ly sen t to some of our m em bers by 
Clyde B. Smith, of Lansing, who is 
the Secretary  of the  M ichigan Associa
tion of Insurance Agents. M r. Sm ith 
apparen tly  had read one of the le tters 
sent out by the Insurance Com mittee 
of the Retail D ry  Goods Association, 
and is now  follow ing the tactics 
recom m ended at a convention of his 
A ssociation. In  his argum ents against 
m utual insurance, he follows closely 
a long  the lines laid out by Edson S. 
L o tt, P residen t of the  U nited S tates 
Casualty. Com pany of New York.

O rd inarily  we pay very little a tten 
tion to this form  of propaganda for 
stock insurance, but as Mr. Sm ith 
criticized our underw riting  m ethods, 
and considering that some of opr

m em bers m ay no t be clear how we 
take care of the am ount of insurance 
we will accept on any  one risk, we 
will once m ore explain our plan of 
operation.

W e will issue a policy for as m uch 
as $25,000. O ut of this we reinsure 
not less than  $22,000, except on fire 
p roof sprinklered risks, on which we 
som etim es carry  as m uch as $4,000 net.

By the term  “re insuring ,” we m ean 
th a t we place a p a rt of ou r liability 
w ith o ther companies. These com 
panies allow  us a com m ission on the 
business ceded them , the same as they 
would ordinarily  pay an agent, or they 
will re tu rn  to us for re insuring  with 
our com pany an am ount equal to that 
ceded them , so th a t each com panv 
carries a num ber of sm all lines in
stead of a few large lines which m ight 
em barrass the com pany in case of a 
loss.

Some of the com panies we reinsure 
w ith are the C entral M anufacturers, 
the L um berm en’s M utual, of M ans
field, Ohio, the Ohio U nderw riters, of 
V an W ert, Ohio, the M ichigan Shoe 
Dealers, the M ichigan B ankers and 
M erchants, etc.

W e do not exaggerate  when we say 
th at the assets of these  companies, for 
every thousand dollars of insurance 
they  carry  net, is a t least equal and 
is m any cases above the assets of the 
average stock insurance com pany, as 
any one can see from  the report is
sued annually  by the M ichigan In su r
ance D epartm ent.

T he com panies m entioned above are 
all m utual companies. W e do re
insure some w ith stock companies, but 
to save them  from the persecution of 
the union stock companies, we do not 
publish their nam es, but we say this, 
th at under our a rrangem ent with a 
stock com pany we can afford to pav 
30 per cent, dividend to  the assured 
and have enough left to cover our 
office expenses. They, in turn , assure 
us th at the business we give them  is 
the m ost profitable on their books on 
account of the low loss ratio.

M. Sm ith in his letter calls a ttention 
to the fact th at we write insurance on 
some of our risks up to $100,000. This 
is true. T hose of our m em bers who 
have given us insurance in excess of 
the $25,000 we take on our own policy 
know that we place the entire am ount 
over $25,000 with the N ational U nder
w riters, whose service has been ex
tended to us th rough  the courtesy of 
Jam es S. K em per, M anager. Mr. 
K em per is perhaps b e tte r know n as 
the insurance m em ber o f  the N ational 
Association of Commerce.

T he N ational U n derw rite rs are not 
an insurance com pany in the sense 
that they carry  any of the risk them 
selves. T hey  are m ore like a clearing 
house for a num ber of large m utual 
com panies. T heir plan of operation 
is as follow s:

All insurance w ritten  on their 
policies is spread proportionately  over 
the  associated com panies; giving each 
com pany a net line of from  two thous
and to five thousand dollars. T he as
sets of these associated com panies ex
ceed $4,000,000. If a loss occurs it is 
paid by the Chicago office and the  as
sociated com panies are assessed pro
portionately  as their individual in te r
ests m ay appear.

W e call the a tten tion  of our m em 
bers to the fact that, on Dec. 1 of 
this year our to ta l assets were $24,- 
093.01, no tw ithstand ing  the fact th at 
we had but a slight increase in our 
prem ium  receipts as com pared with 
the first eleven m on ths of 1920; and 
further notwithstanding that ws h^K

paid a 25 per cent, dividend on all 
policies as they m atured.

L et us not get discouraged when 
stock agents assault our m utual com 
pany. I t is only th e ir  wail of despair 
over lost opportunities as they see the 
handw riting  on the wall and begin to 
realize that, once the eyes of the 
Am erican public are opened to the 
g ra ft to which it has been exposed, the 
day of the stock com pany and its 
elaborate and costly agency system  is 
done forever.

T here  is now hardly a m onth but 
w hat some m em ber of Mr. Sm ith’s 
A ssociation asks perm ission to write 
insurance for our com pany, usually 
s ta ting  th at he can see the advantage 
of m utual insurance and wishes to 
change his office from  a stock to- a 
m utual insurance office.

“Let the fittest survive.” Insurance 
h istory  shows that follow ing all great 
fires the  m utual com panies have paid 
their losses m ore prom ptly  and have 
survived b e tte r than  the stock com 
panies- . • IT**. 1T here  are a t presen t in the United 
S tates seventy-nine stock com panies 
and one hundred and eighteen mutual 
com panies over fifty years old. Of 
these m utuals there are seventy with 
cash assets of $200,000, while tw enty- 
four have over $1,000,000 in cash as
sets each. T here  are to-day eight 
m utuals over 100 years old. T he first 
fire insurance com pany organized in 
the U nited S tates by B enjam in F ran k 
lin in 1752, and which is still doing 
business on its original plan, is a 
mutual. . .

A nother m em ber writes Mr. Smith
as follows: • ' .

L an sin g , Dec. 24—T he C h ris tm as  ru sh  
is on an d  I c an n o t ta k e  tim e  to  a n sw er 
th e  a rg u m e n ts  of y o u r c irc u la r  le t te r  
d a ted  D ec. 15, b u t w ould re sp ec tfu lly  
re fe r  you  to  a n y  e ig h th  g rad e  school boy 
o r g irl fo r th e  en lig h te n m e n t you  su re ly

n<A s’ a  m em ber of th e  M ichigan R eta il 
D ry  Goods A ssociation  and  a n  e n th u s 
ia s tic  su p p o rte r of i ts  m u tu a l fire in 
su ran ce  benefits, I am  ta k in g  th e  tim e 
to  th a n k  you fo r th e  sp lend id  pu b lic ity  
yo u r le t te rs  g ives o u r com pany. No 
d o u b t you hav e  m ailed  th e se  le t te rs  to  
m o s t o f o u r  m em bersh ip , th e  p sycho log
ica l e ffec t of w hich  w ill be to  u rge  each  
m em ber to  inc rea se  h is  line in h is  own 
m u tu a l com pany.

W h a tev e r  com punction  I m ay  have  re it 
a b o u t th e  fa te  o f old line com panies an d  
th e ir  a g en ts  h a s  been  d ispelled  by  th e  
co n te n ts  of yo u r le tte r . T h en  too, w hy 
w o rry  anyw ay , tak e  the  case  of th e  b a r
ten d er, w h a tev e r- rem o rse  we m ay  nave 
fe lt fo r h is  fu tu re  w as tim e w asted , th ey  
a re  a ll m ak in g  a n  h o n est liv ing  now .

As fa s t a s  th e  ba lance  of m y  old line 
policies exp ire  an d  rem em b erin g  y ou r 
le t te r  I sh a ll experience  no fu r th e r  
te m e rity  in h av in g  th em  tra n s fe rre d  to 
o u r ow n com pany.

Relation of the Retail Groce* To His 
Customer.

Cadillac, Jan. 3—T he Retail Ledger, 
Philadelphia, of Dec. 21. contains an 
article copied from  the M anufacturer, 
the official organ of the M anufacturers 
Club of Philadelphia, which says, “Re
tailers righ t now are m ulching the 
public for profits ranging from  250 
to 500 per cent, and m ore.”

It is not the purpose of this article 
to speak o f the tru th  o r falsity of the 
above statem ent, but it is given here 
sim ply to show the actual profits re
ceived in order th a t your custom er 
m ay know th a t you are not the goug
ing, profiteering villain some publica
tions and organ izations accuse you of
being. , , .

No doubt the M anufacturers Club 
of Philadelphia or its m em bers dem and 
sum m er time products on their w inter 
table, lettuce, asparagus, brussels 
sprou ts or ripe tom atoes. If  so, they 
should expect to pay the price neces

sary to cover the unavoidable loss 
caused in handling this class of sum 
m er goods in the w inter time.

Men in the g rocery  and m eat busi
ness, if you have concrete exam ples 
of unfair m ethods, why not make them  
known to your custom er, usim* the 
advertising space you are now giving 
free to advertising  the goods th at are 
yours and th at you are passing out to 
your custom ers a t a very sm all profit? 
Keep faith with your custom er. Buy 
the goods which give you a fair m ar
gin and push your business every 
m inute with the goods that you own, 
regardless of how well the o ther 
fellow’s goods are advertised.

Some m anufacturers seem to  be
lieve th a t it is their ju st right to tie 
you up to such profits as they think 
best and the following illustration  will 
serve to show how m anifestly  unfair 
a deal is being imposed on you as a 
retailer, by this particu lar m anufactur
er. It m ay be he is a m em ber of the 
M anufacturers’ Club of Philadelphia.

These goods are sold to the retail
er th rough the jobber at 90 cents per 
dozen packages. T he packages, in 
turn, are intended to sell for 10 cents 
each or $1.20 per dozen, a gross profit 
of 30 cents. Y our expense of selling 
these goods is 20 per cent, or 24 cents, 
which brings your sale price down to 
96 cents. T his leaves you the m agnifi
cent sum of 6 cents on your invest
m ent of 90 cents. Now for these same 
goods your jobber pays 76*A cents 
and sells them  for 90 cents, a gross 
profit of 13‘A  cents. H is expense of 
doing business is 7 per cent, o r 6 lA  
cents, which brings his sale price 
down to  93 A  cents, leaving him the 
sum of 7x/ \  cents on his investm ent 
of 76lA  cents. You will notice the 
profit to the jobber is VA cents more 
than to the retailer and yet the jo b 
ber is ju st as necessary as the re
tailer; but when you, as a daily as
sociate of the friends whom  you call 
custom ers, devote a portion  of your 
time in an effort to correct these in
equalities in your relations w ith those 
whose goods you sell, then and only 
then will you have taken the  first step 
tow ards solving the problem  now 
claimed to exist in the advantage of 
the mail o rder house and chain store 
over the independent retailer.

February  21, 22 and 23, a t Bay City, 
some of these problem s will be 
handled w ithout gloves and if you 
have a desire to be regarded by  your 
custom ers as in terested  in their wel
fare, it is to  your in terest to unite w ith 
those who are now fighting the battles 
that are helping to place you in the 
public mind in the righ t light.

The p rogram  for the  com ing con
vention will be of m uch in terest to 
retailers of both groceries and m eats 
and it is hoped that you who read th is 
will lay your plans so you can attend.

J. M. Bothwell.

Resolutions.
R esolved: To sav e  m y m oney 

A nd lead  a  fru g a l life.
A esolved: To do m y d u ty  

A nd s till a b s ta in  from  s trife .
R esolved: To g ive up  sm ok ing  

A nd n ev er to u ch  a  drop .
R esolved: To h eed  th e  speed  law s 

A nd n e ’e r  offend a  cop.
R esolved: To q u i t  com plain ing  

A nd  sm ile w h en e’e r  I can .
R esolved: To cease  from  k nock ing  

A nd p ra ise  m y fellow  m an .
R esolved—b u t w h a t’s  th e  u se  or 

M y p lu n g in g  in  so deep?
I ’ve m ade  m o re  re so lu tio n s  

T h an  a n y  m a n  could keep .

A man who is “too busy to read a 
trade journal” is headed for the bank-
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Auto Depression Has Not Yet 
Reached Bed Rock.

El Cajon, Calif., Dec. 23—California 
has ju st experienced another one of 
its “very unusual extrem es.” I his 
time it has been an ex trao rd inary  fall 
of rain. A lew weeks ago it was an 
unusual” blow. E ast sum m er it was 
an unusual cool sum m er, unusual hot 
fall, etc. I 11 this country  any condi
tion that is less than 100 per ̂  cent, 
perfect is term ed as an “unusual” one!

L ast Saturday night, rain began to 
fall (the first since Oct. 1) and for 
five nights and days, it was one heavy 
show er after another, until the ground 
had a b so rb ed . m oisture to bed rock, 
and the surface run off had filled the 
natu ra l lakes, dams and im pounds to 
overflowing. All the “ghost stream s 
becam e live rivers. Low flats became 
m iniature lakes and roads and bridges 
w ere washed out by the mile along 
the  coast. Los Angeles county re
p o rts  a fall of twenty-five inches m 
three days. T he annual average ra in 
fall for San Diego county is said to 
be about eleven inches. L ast year it 
was but nine inches, “an unusual light 
rain fall.” T he w ater condition was 
getting  to a serious point. Im pound 
levels were below danger lines and 
conservation was the order.^

Now comes a rainfall of six days 
and w ater is running  to waste in the 
ocean. If anything breaks the heart 
of a Southern Californian, it is to see 
running  w ater going into the ocean. 
H e knows the tim e will come when we 
will need it m ighty bad.

1 have not heard  w hat the to tal tall 
has been up to this m orning, but it was 
3.65 inches the first forty-eight hours, 
for this valley, so I guess it will reach 
eight or nine inches all righ t enough. 
N orth  o f here considerable dam age to 
side hill ranches has been done. My 
side hill o rchard  is “contoured — 
benched or terraced—so heavy rains 
do not cut it up, and we get full bene
fit of all the m oisture th at falls. The 
sun shines between show ers .to-day, 
so I look for a clear day to-m orrow .

I presum e you read that report on 
the Bab son speeches to D etro it busi
ness men and m anufacturers. '1 hat 
m ust have jarred  som e of those op ti
m istic auto m akers and writers. I 
have been contending righ t along that 
m ost of this optim istic talk, about the 
auto demand “re tu rn in g  to norm al,’ 
“com ing back to its own, etc., was 
bunk. The man who says the auto 
m arket is not sa tu rated  is either de
liberately m isrepresenting  or is blind 
to conditions that a blind man ought 
to see. , ,

W ith  a sa turated  m arket, no sales 
can be possible much in excess of the 
m ortality . W ith  40,000 dealers car
rying $300,000,000 w orth  of used cars, 
(as has been reported  by the dealers 
N ational association) which I very 
much doubt, I do not see as m any new 
sales in sight as were made the past 
season. F rom  reports m ore or less 
reliable, seven out of every ten sales 
of new cars, m eant an old car in ex
change, which m eant but three new 
buyers to be added to the total users, 
and this cannot be so very far off, as 
to tal reg istra tions have not increased 
in p roportion  to ou tput of new cars 
the difference m ust be “trade-ins. 
W ith  such an enorm ous stock of sec
ond hands, to supply those who can 
not pay the price of a new car and 
nearly  everybody with a car, I don t 
see how m akers are to find a m arket 
for more cars than will go to the junk 
pile.

L ike Kabson. I believe the auto de
pression has not reached bed rock and 
:hat the optim istic reports arc m ore 
or less propaganda. So m any securi
ties are in the hands of those who 

•ould like to unload—and can’t w ith
out big losses—and so m any banks 
have out big loans th at a revival of 
m arket prices of auto securities would 
be welcome and much propaganda re- 
sults.

If the financial institu tions could get 
out from  under w ith little loss, they 
m ight w ithhold fu rther support and 
the industry  would go to  sm ash for 
sure.

If m akers ad just them selves to  the 
reduced dem and for a year o r two, get 
big profits, let prices a lone on all 
cars under $2,000, im prove tow ard 
econom y in building costs and add 
savings to  car values, giving buyers 
better value for present price, help 
dealers to dispose of their used stocks 
and by m aking it possible for them  
to buy parts for rebuilding a t reason
able prices. T hey  will thus pull 
th rough  to 1924 or 1925, w ith little 
profit if well m anaged. But to expect 
a re tu rn  to those big profit days is 
foolish. The present type of car can 
no t be made much cheaper and give 
the public w hat it demands.

A new type that would send present 
cars to the cem etery and replace them  
is the only condition th a t will make 
for a m arket g reater than the m orta l
ity. Increase in w ealth of individual 
will only send an ow ner from  his 
cheap car to a b e tte r one, and his old 
car m ay reach a new user if it sells 
at less than $200. W e see thousands 
of owners w ith cars which cost them  
less than $150.

F ro m  reading of a dozen of the an
nual financial rep o rts  of the best m an
aged, best financed, and best o rgan
ized m akers for d istributing their 
product, it m ust be plain to those who 
have been on the inside and fam ihar 
with auto m aking that the best of 
them  had narrow  escapes from  deficits, 
and I ’ll venture m o it of them  will 
charge off as m uch next year as this 
and that the big end of their w innings 
will be absorbed in one way and an
other. If  a dozen of the b est succeed 
in paying dividends on legitim ate cap
italization and have the needed su r
plus, they ought to he well satisfied.

P riva te  holders of securities in the 
good concerns will do well to hold 
them  for a long pull, but avoid buying 
on an upw ard m arket, for th at will 
mean the large holders arc selling, or 
m anipulating to sell. W hen m akers 
pay dividends regularly  and add to 
their surplus, price of stock will re
flect the conditions; but when securi
ties advance on such show ings and 
with present trade outlook, it is a good 
tim e to stay out. Even conservative 
“book values” are not now safe. D is
count them  50 per cent, for the next 
two years, and it won’t be too much, 
if conditions are as now.

The autom obile industry  will pull 
itself into line and become a safe 
m anufacturing  business if reasonably 
well m anaged, and it won’t live if not. 
A lot of w aste and a horde of 
barnacles will be eliminated.

J. E lm er P ra tt.

How To Speed Up Sales For 1922.
W ritte n  fo r th e  T rad esm an .

It is only fair to assum e th at every 
wide awake grocer is particularly  
anxious to speed up sales and obtain 
for his store a g reater volume during 
1922 than was registered  during  1921 
and, therefore, is vitally  interested in 
ways and m eans which he may apply 
to his business as a m eans to this end. 
Some little plan or m ethod, particu lar
ly new to his business, may prove just 
the thing, acting as a stim ulus to  his 
sales and proving the m eins of placing 
stilts under his sales and boosting 
them to a g reater volume during  the 
new vear. H ere  are a few little 
plans and m ethods that should prove 
“b ig” business-builders and which may 
be em ployed in speeding up sales w ith 
splendid profit.

Set-Y our-O w n-Price  Sale.
H ere is a s tu n t which the grocer 

may em ploy w ith w onderful success 
as a stim ulator of sales and1 a builder 
of goodwill if p roperly  handled and 
gives the  righ t so rt of publicity. T his 
sale should be exactly  w ha t its name 
implies and for this occasion, a large 
and varied stock of m erchandise

should be selected for en try  in this 
sale. In  p lann ing  for this event, a 
definite date should first be set for its 
inauguration. T he period set for this 
sale may be from  one to th ree  days 
duration, depending largely upon the 
size of the com m unity in which the 
store is located as well as the size of 
the store and its prom inence in the 
com m unity. T hen in p reparation  for 
this event, the m erchandise which has 
been selected for the sale, should be 
given prom inent display w ithin the 
store, using, if possible, large display 
tables. T he show windows m ay also 
be used to advantage in displaying 
the m erchandise and announcing the 
event. A p art of the m erchandise 
m ay be arranged  in groups, having 
various assortm ents m ade up to be 
sold as a whole, while the balance of 
such m erchandise m ay be arranged  in 
quantities, such as three, six and 
twelve cans of various goods, as well 
as packages. E ach group should be 
num bered and the num ber placed with 
each group.

T he event should be given wide pub
licity th rough  the colum ns of the local 
new spapers, using large display space, 
or direct-m ail literature m ay be used 
should it not be advisable to use new s
paper space, anouncing to the com 
m unity this “ Set-your-ow n-price” sale, 
calling atten tion  to the large display 
of m erchandise at your store  which 
has been entered in this sale and in
viting all to visit the sto re  and “set- 
their-ow n-price on such of th is m er
chandise as they m ight desire, stating  
that all m erchandise thus displayed 
will be sold w ithout reservation  to the 
highest bidder. No doubt, because 
of the uniqueness of this sale, the local 
new spaper shall be glad to make a 
news item of it and thus give the event 
free advertising  in the news colum ns.

A large supply of cards should be 
provided upon w hich each custom er 
who wishes to enter a price upon any 
group, m ay fill out, en tering  the num 
ber of the particu lar group which is 
bid upon, the price they wish to  bid 
and also their name and address to
ge ther with telephone num ber. A sep
arate card should be used for each bid, 
no m atter how m any different groups 
the custom er may bid upon. Envelopes 
should also be provided in which to 
place these cards and to be sealed by 
the custom er and deposited in a re
ceptacle provided for th a t purpose.

A t the close of the sale, all bids 
should be rem oved and opened and 
announcem ent m ade of the highest 
bidders. Of course, the sale should 
be conducted upon a cash basis and 
so advertised.

The uniqueness and novelty of the 
sale is sure to a ttrac t considerable a t
tention and bring  an unusuall large 
num ber of people to the store and 
should prove profitable from  every 
viewpoint.

L e t  every busi- 
n e ss  re so lv e  to  
have its books au
dited periodically 
and by Certified 
A ccountants on 
whose experience 
and judgment it 
can rely.

Accountants & Tax Consultants 
G rand Rapids Savings Bank Bldg. 

G RAN D  RAPIDS
N ew  Y ork W ash ing ton  R ockford 
Chicago N ew ark  Jam estow n

“A MOTOR CAR
is  o n l y  a s  g o o d  
a s  t h e  h o u s e

THAT SELLS IT.”

We consider our Service 
organization second to  none in 

Michigan.

Consider th is when you buy your 
N EXT CAR.

W E SELL

Pierce-Arrow
Franklin

Oldsmobile

F. W. Kramer Motor Co.
Grand Rapids, - Michigan

A NEW ORGANIZATION

The Calendar Publishing Co.
G. J .  HAAN, P res id e n t and  M anager.

1229 Madison Avenue Grand Rapids, Michigan
Druggists’ Weather Charts and Art Calendars.

Wait for our Salesman.
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A T ub Sale.
An E astern  m erchant availed him 

self of an opportun ity  which was ex
tended  him  for purchasing  a large 
supply of galvanized w ashtubs a t a 
particu larly  a ttractive  price. H ere  was, 
in this particularly  a ttractive  purchase, 
an opportun ity  for building sales for 
his store  and im m ediately a rranged  to 
stage a special galvanized w ashtub 
sale.. Being located in a ru ral com 
m unity, he selected a Saturday  as the 
logical day for this event and upon 
th is  occasion he announced th at he 
would p resen t each purchaser of a 
galvanized w ashtub upon this Satur
day w ith four bars o f their favorite 
laundry  soap. T his announcem ent 
was given wide publicity throughout 
the com m unity. A large display of 
tubs was arranged  upon the sidewalk 
in front of the store, accom panied with 
a large display card calling a tten tion  
to the offer. T he sale proved a real 
success, increasing the s to re’s sales 
for the day by  a nice m argin and net
ting  the m erchant a good profit be
sides. Any num ber of custom ers p u r
chased two tubs and scores o f them  
purchased o ther m erchandise while in 
his store.

A Candy Sale.
A nother grocer availed him self of 

an opportunity  to purchase a goodly 
supply of candy kisses a t a specially 
low figure, purposely  to use as a Sat
urday special. H e set a price of \2]/2 
cents per pound upon these kisses and 
announced this special far and wide. 
In  view of the fact th at alm ost any 
so rt of candy had been selling at 25 
cents per pound and up, this special 
price of \2 y2 cents a ttrac ted  m uch 
favorable a tten tion  and the offer 
proved a real stim ulus to sales, b ring 
ing scores of people to the store that 
would not otherw ise have come and 
resu lting  in the sale of a large quan
tity  of goods o ther than  the candy. 
T he supply was sold out long before 
the dem and had been satisfied. A Sat
urday  special can alm ost always be 
counted on to stim ulate sale and a 
slight less may profitably be charged 
to advertising. W alte r Engard.

(C opyrighted, 1921.)

Grocery Fitms Merge.
M erger o f  the W estern  Grocery 

C om pany and the Green & D eL aittre  
Com pany, both wholesale g rocery  es
tablishm ents of M inneapolis, Minn., to 
becom e effective Jan. 1, has been an
nounced by F ran k  C. L etts, of Chi
cago, president, and A. A. Nelson, 
m anager of the M inneapolis b ranch  of 
W estern  G rocery Com pany. Both 
companies have carried on  a large 
city and country  business for a num 
ber of years, and the combined es
tablishm ent will be operated on a still 
larger scale. A fter the consolidation 
the business will be carried on under 
the name of the W estern  Grocery 
Com pany. T he Green & D eL aittre  
Com pany is located a t 500 T h ird  
street N orth  and has the larger of the  
two buildings occupied by the firms. 
I t will house the new business after 
the p resen t hom e of th e  W estern  G ro
cery Com pany, a t 426 Second avenue 
N orth , is sub-leased. T he Green & 
D eL aittre  building has trackage, which

The Value of Comparison
Everything—from  people to groceries—is com para

tive.

It is by com parison w e learn the true  value of things.

Q uality  for quality, service for service, price for price, 
w e invite your comparison.

You can prove for yourself th a t w e sell quality  goods 
in a quality  w ay—and a t reasonable prices.

QUALITY—VALUE—SERVICE

W e w ere never m ore able to satisfy your fine coffee 
requirem ents than now. W e have fortified our blends 
w ith the  freshest and most desirable store of fancy coffees 
possible.

O ur buying departm ent, having successfully passed 
through the uncertainties of pre-w ar and post-w ar condi
tions, very happily found itself in a position to produce 
roasted coffee.

O ur perem ptory and substantial price reductions 
during this reconstruction period not only brought us 
compliments, w hich we appreciate, bu t a very positive 
increase in volum e and m any new  friends.

By im m ediately passing along this fair price pos
sibility, w e have the satisfaction of feeling th a t w e have 
m aterially  recognized the desire of thousands of m er
chants in a  prom pt return  to SA FE R  AN D  SA N ER 
PR O SPER ITY .

W o r d e n  ( I r o c e r  C o m p a n v

Grand Rapids—Kalamazoo—Lansing 

The Prompt Shippers

the W estern  G rocery C om pany lacks.
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Review of the Produce Msrkct, L ight Chickens ------------------------  ̂ ®
H eavy C h ic k e n s ------------------------  *9c

Dressed turkeys, Sc m ore than  live;
MOVEMENT OF MERCHANTS.

H illsdale— G. E. H arlan  has opened 
a g rocery  sto re  and m eat m arket on 
E ast Bacon street.

T ro u t C reek—T he W eidm an & Son 
Co., has changed its name to the 
W eidm an Lum ber Co.

M ount M orris—F red  Pow ell & Son, 
recently  of Gladwin, have engaged in 
the hardw are business.

U nion City—T he A tlantic & Pacific 
T ea Go. has opened a store here, un
der the m anagem ent of Guy Jones.

D etro it—The W . E. W aite Co., 5636 
Dix street, jew eler, has increased its 
capital stock from  $6,000 to $40,000.

Bath*—Dr. Crum  has opened a m od
ern d rug  and drug sundries sto re  in 
the new build ing  he erected for th at 
purpose.

Ann A rbor—W agner & Co., m en’s 
furish ings and m erchant tailor, has 
increased its capital stock from  $20,- 
000 to  $25,000.

H illsdale—V ern Breeland has sold 
his m eat stock and bu tcher’s equip
m ent to W illiam  M iner, recently  of 
P ittsfo rd , who has taken possession.

D etro it—T he L ipphard t Co., 6552 
W oodw ard avenue, dealer in clothing 
and  m en’s furnishings, has increased 
its capital stock from  $10,000 to $20,- 
000.

F rem ont—Ray J. Purccy has p u r
chased the jew elry  stock and store 
fixtures which he form erly owned, of 
A. Ray Jennings and will continue the 
business a t the same location.

M unising—Thorlief H o lte r has sold 
a half in terest in his heating  and 
p lum bing business to Law rence S har
key and the business will be continued 
in the C entral building, under the 
style of H o lter & Go.

D etroit—T he Groskoph P a in t Co., 
127 W est W oodbridge street, has 
been incorporated  with an authorized 
capital stock of $5,000, $2,880 of which 
has been subscribed and paid in, $1,- 
130 in cash and $1,750 in property.

G rand Rapids—T he T isch-R eim
C orporation  has been incorporated  to 
conduct a general im portan t and ex
porting  business, w ith an authorized  
capital stock of $25,000, all of which 
has been subscribed and paid in in 
cash.

M uskegon—T he A llen-W ebster Co. 
has been incorporated  to  deal in w om 
en’s w earing apparel, m illinery, etc., 
a t retail, w ith an authorized capital 
stock  of $10,000, of which am ount 
$5,020 has been subscribed and paid 
in in cash.

Petoskey— D. C. O sborne, dealer in 
flour, feed, building m aterial and p ro 
duce, for the past forty years, has sold 
his stock to F rank  G ruler & Sons, who 
will consolidate it w ith their own 
stock of the same lines. Mr. O sborne 
will retire  from  trade.

L ansing—C. L. Lachance, dealer in 
clothing and m en’s furnishing goods, 
N orth  Grand avenue, has sold his 
stock and store fixtures to  Dudley 
Luce, State agen t for the Providence 
W ashington Insurance Co., who will 
take possession Jan. 7.

D etro it—T he O ’C onnor & M cP her
son Co., wholesale and re ta il dealer 
in hotel and restau ran t equipm ent and 
supplies, has m erged its business in 
to  a stock com pany under the same 
style, w ith an authorized capital stock

UI ^Ivl/jvV/Vj v l  VYlUvH «* T ’
has been subscribed, $1,683.19 paid in 
in cash and $55,206.31 in property .

Petoskey—T he Petoskey C igar Co., 
one of the well established wholesale 
and retail stores of the city, has been 
purchased by George T . P a rr  and 
Fred  H. Sifert, who plan to continue 
the cigar store and billiard parlor. A1 
C. Loveplace, re tiring  prporieto r, will 
retire from  th e  retail end of the busi
ness and devote his activities to the 
wholesale exclusively.

Manufacturing Matters.
Jackson—T he M. & K. Corset Co. 

has changed its name to the Kellogg 
C orset Co.

P lym outh—T he H. S. Lee Foundry  
& M achine Co has increased its cap
ital stock from  $50,000 to  $100,000.

A llegan—T he O w en-A rnold Co., 
m anufacturer of caskets and funeral 
supplies, has changed its name to the 
Ow en-Bolles Go.

R ochester—The B radt W heel Co. 
has been incorporated  with an au th o r
ized capital stock o f $16,000, all of 
which has been subscribed and $5,000 
paid in in cash.

D etro it—T he H ousehold Products 
Co., 563 D ickerson avenue, has been 
incorporated to  m anufacture and sell 
chemical products for dom estic and 
com m ercial purposes, w ith an au th o r
ized capital stock of $5,000, $2,500 of 
which has been subscribed and paid 
in, $2,000 in cash and $500 in property .

Practices What He Preaches. 
Judge F ran k  S. Verbeck, Vice- 

P residen t of the M ichigan H otel As
sociation and ow ner of Cedar Springs 
Lodge, a t Glen Lake, who was the 
guest of P residen t B arnes, a t the d in 
ner of the Chicago H otel M en’s Club 
a t the B lackstone, Dec. 12, respond
ing to  the  to as t “Live and let live,” 
enjoys in addition to  the adm iration  
of his m any W olverine hotel friends, 
a position of uniqueness in the  hotel 
field.

H is hotel, open for sum m er busi
ness only, a t once a ttrac tive  and pop
ular, is the personification of hom i
ness. On arrival there  the first th ing  
which m eets the eye of the guest is 
a p lacard in the  reception room  like 
th is:

“T his is your home. W e have no 
rules and regulations. Help y our
self.”

In  the dining room :
“You will not be talked about in 

the kitchen if you ask  for additional 
helpings.’’

“ If you crave som ething we are 
not serving, let us know w hat it is 
and we will provide it if possible to  
do so.”

An “underground” te legraph  system  
advises the Judge of any th ing  like 
criticism  of the hotel service thus en
abling  him to elim inate shortcom ings 
w ithout em barrassm ent to  the  guest.

T he Judge has been spending some 
weeks in Chicago, fra te rn iz ing  w ith 
his sum m er guests. H e s trong ly  cham 
pions the claims of traveling  men 
fo r low er ho tel ra tes and conscien
tiously practices w hat he preaches.— 
H otel Review.

T hings seldom  get so ba<J th a t they 
couldn’t be worse.

A pples—W agner, G reenings, Spys, 
Baldw ins and R ussets com m and $7 
@9 per bbl.; cooking apples, $7 per 
bbl. Box apples from  the Coast com 
mand, $4 for Jo n a th an s and Spitzen- 
bergs.

B agas— Canadian, $2 per 100 lbs. 
B ananas—TYzc per lb.
Beets—$1 per bu.
B u tte r—T he slum p predicted by 

the T radesm an last week has oc
curred and still low er prices are con
fidently expected. L ocal jobbers hold 
ex tra  cream ery a t 38c in 63 lb. tubs 
for fresh and 35c fo r cold s to rage; 
39c for fresh  in 40 lb. tubs. P rin ts  
40c per lb. Jobbers pay 20c for pack
ing stock.

Cabbage—$4.75 per 100 lbs.
C arro ts—$1.40 per bu.
Celery—$2 per box for home grow n; 

Calif., $4 per crate of 6 to 7 doz.
C ranberries—L ate H ow es com m and 

$25 per bbl. and $12.50 per Yz bbl.
Cucum bers— Illinois hot house com 

m and $4 per doz., for ex tra  fancy and 
$3.50 per doz. for fancy.

E ggs—T he m arket continues to  de
cline and is very  weak. L ocal deal
ers are paying 42c fo r fresh. Cold
storage are  selling on the follow ing
basis:
E x tras  ---------------------------------------- 41c
F irs ts  ------------------------------------------ 39c
F irsts  in cartons ----------------------- 43c
Seconds _______________________  32c
Checks ________________________ - 30c

Grape F ru it—The dem and is good. 
P resen t prices are  as follows:
36 _____________________________ $4-25
46-54 ___________________________ 4.50
64-70-80 _________________________ 4.75
96 ____________- ________________ 4.25

G rapes—California E m pero rs com- 
m and $7.75 per 30 lb. kegs; Spanish 
M alagas fetch $12@14 for 40 lb. keg.

Green Onions— Shalots, 75c per doz. 
bunches.

Lem ons—'Sunkissed are selling on
the follow ing basis:
300 size, per b o x --------------------—$6.00
270 size, per b o x ---------------*-----*— 6.00
240 size, per b o x ---------------------—  5.50

Choice are held as follow s:
300 size, per box -------------------- $5.50
240 size, per b o x ----------------------- 5.00

L ettuce—H o t house leaf, 20@22c 
per lb.; Iceberg  from  California, $5@ 
5.50 per crate.

Onions— California, $6 per 100 lb. 
sack; hom e grow n $5.50 per 100 lb. 
sack; Spanish, $3 p e r crate.

O ranges— Fancy C alifornia N avels 
now sell as follow s:
90 and 1 0 0 ---------------------------------- $7.25
150, 176 and 200 -------------------------- 7.50
216 _____________   7.50
252 _________   7.50
288  ___________________________ 6.50
324  ____________________________6.00

P arsley—60c per dtaz. bunches. 
Peppers—Florida, $1.25 per basket. 
P ineapple—$9@10 p er crate  for 

Florida.
P o ta toes—T he m arket is weak. L o 

cally potatoes are selling a t $1 per

Pou ltry—Locali buyers pay as fol-
lows for live:

__ 38@40c
________22c

Choice Ducks ------------ 20@22c 
______ 16cUlgui ------------

H eavy fowls ----- -------- *yc

dressed chickens, 3c m ore th an  live.
R adishes—85c per doz. bunches for 

hom e grow n hot house.
S q u a s h — $2.75 per 100 lbs. for H ub

bard.
Sweet Pota toes—K iln dried com 

m and $2.50 per ham per.
T om atoes—$1.50 for 6 lb. basket 

from California.

Lobster Catch a Failure.
L obster fishermen a t Nova Scotia 

realized only about one-halj th e  in
come they expected from  the special 
six w eeks’ fishing season for lobsters 
beginning N ovem ber 1, which was 
granted  by the D om inion Fisheries 
D epartm ent to the fishermen along the 
Southw estern  shore of N ova Scotia.
At norm al prices the catch  would have 
been w orth  $500,000, but it b rough t 
on ly  about $250,000. T he result is 
generally  regarded  as a failure, al
though in H alifax county, w here the 
catch was not offset by heavy losses 
of trap s in storm s, some of the boats 
earned $100 a m onth.

One reason for the partial failure 
was th at the lobsters taken were n o t 
in proper condition for canning, much: 
less for fresh m arkets, as their shells 
were soft and the flesh poor. N ever
theless, the special season caused con
siderable loss to the fisherm en of 
Maine and New B runsw ick, who o r
dinarily  have the early  w inter m ar
ket to them selves, as it tended to glut 
the Am erican m arket and cut prices.

Local fishing authorities say the 
fishermen of the Southw est shore of 
Nova Scotia will in future years be 
content to wait for the  regu lar open 
season for lobsters, beginning M arch 
1, when the lobster catch will be of 
g reater value.

Candy for Canines.
By trea tin g  pet dogs to bits of 

candy, a candy ^store in H arrisb u rg  
h as developed a  dog-candy trade w ith 
the  pleased ow ners.

T he announcem ent by the D epart
m ent of Justice of a plan to conduct 
another “probe” of food arid clothing 
prices has evoked no excitem ent in 
the businesses affected. T here  is a 
tendency in some cases to deprecate 
the step as only ano ther instance of 
the G overnm ent’s evident determ ina
tion to stay in business, and the fear 
is aso expressed th a t the  publicity  
given to  the investigation m ay tend 
to destroy confidence in prices, create 
uncertain ty , and thus delay the 
p rogress of readjustm ent. I t  is pos
sible, however, th at the m ove m ay 
have beneficial results. If  the profiteer
ing persists the sooner it is exposed 
the better. If  the G overnm ent, how
ever, by m eans of th is investigation  
should establish the fact th a t retail 
prices for food and clo th ing  are fair 
and reasonable, the effect in establish
ing g reater confidence on the p a rt of 
the buyers will be beneficial. I t  will 
be recalled th a t the P residen t’s ques
tioning of prices in his address to 
Congress som e m onths ago gave the 
re ta ilers an excellent opportun ity  to  
sta te  their case to the country , th rough  
their N ational organizations. T here i§ 
a chance th at th is m ay be repeated.
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E ssen tia l F ea tu res of the  G rocery  
Staples.

A t the opening of 1921 m ost jo b 
bers and canners found them selves 
w ith large stocks of goods which they 
had acquired or packed a t high costs. 
R etailers were also heavily stocked so 
that, for the first six m onths of 1921 
m ost dealers and producers found 
them selves facing a chaotic condition.

On July  1 th ings began to  clarify, 
but a trem endous loss to  all handlers 
of food com m odities.

E arly in the spring, the tim e when 
supplies to  be used for the follow ing 
year w ere con tracted  for, m ost p a r
ties exercised a g reat deal of cau
tion in both  packing and contracting  
for supplies.

All of the goods which w ere car
ried over from  1920 are now co n 
sum ed and as jo b b ers and re ta ilers 
did no t an ticipate a twelve m o n th s’ 
supply, stocks are natu ra lly  light.

T here  has been a good deal of dis
cussion about m ethods of handling 
foods, but the fact rem ains th a t on 
all seasonable varieties, such as can
ned vegetables, canned fruits, etc., 
unless they  are put up during  the 
tim e of p lenty, there  will never be 
enough to  b ridge over from  the per
iod of production  until the next p e r
iod when the raw m aterial is avail
able.

T herefore, a good m erchant m ust 
necessarily a t least anticipate a large 
part of his requ irem ents twelve 
m on ths in advance. M ost people do 
not realize it, bu t the tin  can is to 
fru its and vegetables w hat the  cold 
sto rage w arehouse is to  provisions, 
and unless they  are pu t into sto rage 
a t the time of th e ir m atu rity  they are 
no t available to  be^ eaten later.

M ost foods to-day are m uch cheap
er than  they  have been for the last 
tw o or th ree  years and are probably 
as cheap as they  can be until wages, 
railroad  rates, etc., drop back to  
som ew here near norm al. No one can 
tell a t the p resen t tim e w hat the new 
norm al price basis will be.

W hile 1921 has been discouraging 
in a good m any ways, we feel th a t 
w hat has happened is fo r the  best, 
and th a t from  now on we will be 
p rogressing  under m ore favorable 
conditions and on a sounder basis.

Sugar—T he refined m arket rem ains 
quiet and unchanged, w ith W este rn  
cane refiners quoting  4.80c basis, and 
E astern  can refiners 4.90c basis, w ith 
the exception of Federal, w ho are  
openly quoting  4.80c and P ennsy l
vania, who, while listed a t 4.90c, are 
delivering sugars from  consignm ents 
in certain  m arkets a t  4.80c and Sa
vannah, who are quoting  4.90 in the  
coast states, quoting  4.80c W est th e re 
of. B eet refiners’ prices rem ain un
changed a t 4.60c basis. L ocal quota
tions, sam e as las t week.

T ea—T here  is m ore o r less specu
lative buying in the tea  m arket now. 
I t  is no longer a m atte r of doubt th a t 
th is  year’s supply of the  m ore de
sirable g rades of tea  is going to  be 
ligh t owing to  crop failures. T h is is 
m aking holders very independent 
about offerings and m aking buyers 
very  anxious to  risk  a little  on the 
m arket. T h is practically  applies to  
all g rades of tea, b u t particu larly  to

M I C H I G A N

Japans. T ea should be very good 
p roperty  a t p resent prices.

Coffee— Coffee is a shade w eaker a t 
this w riting  than  it was a week ago, 
all g rades of Rio and Santos being 
a fraction below  last w eek’s prices. 
M ilds are quiet and show no p a rti
cular change from  the last report.

Canned F ru its—W ithou t any fair 
sized jobbing  dem and the California 
fruit m arket is featureless. Sales are 
of a routine character and are plainly 
only placed to  relieve positive sh o rt
ages. No general buying for future 
d istribution  is occurring. T he spot 
m arket rules easy, while the  Coast 
is firm and is not offering freely. 
H aw aiian pineapple is in m oderate  
jobb ing  dem and. No prices have 
been nam ed on w inter pack and none 
are likely as the fruit, on account of 
the sho rt pack, will probably be sold 
as it is canned and a t prevailing 
prices. Apples are selling all of the 
time in fair sized blocks for im m ed
iate distribution .

Canned V egetables—T om atoes are 
the m ost conspicuous exam ple of ac
tivity  and h igher values.. Southern  
packs have developed rem arkable 
firmness and some canners have 
placed a lim it of $1.05 on their No. 
2s, $1.45 on their No. 3s and $4.75 on 
their No. 10s. As a basis of actual 
trad ing  the m arket is $1, $1.40 and 
$4.50 for the th ree  6izes. No. 2s a t $1 
are g e tting  h arder to  find in the 
M aryland belt. Some fair sized b u y 
ing orders have been placed of late. 
M ore a tten tion  is also being paid to  
California tom atoes than  a m onth 
ago. T he Ita lian  trade has been buy
ing on the C oast and has been paying 
$1.25 f. o. b. California for No. 2j^s, 
against $1.17^ a sh o rt time ago. T he 
stiffer S outhern  m arket m akes it eas
ier for California tom atoes to  com 
pete in the E aste rn  m arkets. S tan
dard sw eet peas are so difficult to  find 
in W isconsin th a t b rokers have p re tty  
well given up the job of hunting  for 
them . L igh t supplies of A laska s tan 
dards are to  be secured, bu t about the 
low est factory  price is $1.20. S tan 
dards are in sh o rte r supply in W is
consin than  in several years a t this 
season. E x tra  standards are being 
held for m ore than  buyers consider 
them  w orth  and hence they  are  in
active. Fancy are scarce. Corn re 
m ains the same, dull and in free sup
ply in the  standard  grade. Fancy 
corn  is scarce and o th er vegetables 
show  no change.

C anned F ish— B uyers are no t ready 
to  pay $1.10 fo r pink salm on on the  
C oast o r $1 for chum s. Sales are 
being confirm ed a t these figures, bu t 
o rders are n o t general. Red A laska 
is firm bu t quiet and no increase in 
dem and for m edium  red is to  be no t
ed. Fancy Chinooks are practically  
cleaned up in the W est and are hard  
to  locate on spot. Sardines rule quiet. 
T he dem and is of a peddling charac
ter, bu t the  tendency am ong canners 
to  hold fo r a b e tte r  m arket offsets 
the slow m ovem ent and keeps prices 
unchanged. T u n a  fish sells in sm all 
blocks and ru les steady. O th er fish 
are  quiet.

Dried F ru its— Despite the lack of 
substan tia l m ovem ent, the  m arket in
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all lines is rem arkably  firm in Cali
fornia and packers are decidedly firm 
in their views. T hey  can view the 
future in only one way—a very sa tis
factory clean-up of the 1921 crops at 
h igher prices than  those  now pre
vailing. T hey are  holding their goods 
w ith this idea in mind, but buyers fail 
to  accept th is tu rn  of affairs o r  are 
unw illing to  con tribu te  to  it by buy
ing freely at the m om ent. U ntil in 
ventories are over the chances are the 
spot dried fru it m arket will drift. 
P runes rule firm in California on the 
basis of the new quotations recently  
made by the A ssociation and fully 
m et by independents. T here  has not 
been m uch buying on the  Coast of 
late for forw ard shipm ent and the 
m ovem ent on spot is also restricted , 
the la tte r being m ostly  in small lo ts 
of all sizes. A pricots are so seldom  
offered from  the C oast th a t jobbers 
are beginning to  realize th at B len
heims and R oyals are  exhausted. 
W h at few rem ain have been practica l
ly w ithdraw n from  the m arket, to  be 
offered later when the spring  dem and 
develops. Peaches are below their 
usual volume in the W est and jo b b ers’ 
stocks are abnorm ally light. In  con
sequence, the m arket is easily m ain 
tained. R aisins continue a t irregu lar 
prices on spot, as weak sellers are 
still liquidating. Few  quotations are 
being put out of California as all 
factors are m ore or less out of the 
m arket, know ing th a t there  is little 
dem and in the E as t for forw ard ship
m ent a t the  tu rn  of the year. C ur
ran ts  sell in a sm all way. No buying 
orders are being placed in the prim ary 
m arkets.

Syrup and M olasses—Glucose and 
com pound syrup have put in a steady 
week but the dem and was light. Su
gar syrup is not w anted a t all and 
prices are decidedly easy. M olasses 
is in fair dem and at unchanged prices.

P ickles—Jobbers have not begun to  
restock  for the late w in ter and spring  
m ovem ent, bu t are  using their own 
goods for the m ost part. P rim ary  
points are not free sellers, and m ain
tain their prices.

Olive O il—T he m arket is quiet. 
O nly the barest consum ptive require
m ents are being m et. D istribu tion  is 
on the basis of listed prices.

Rice— B uying is done only in a 
sm all way, a lthough  there is no w eak
ness shown in g reatly  reduced price. 
W hile som e weak holders are shading 
their prices, o thers are carry ig  their 
stocks fo r a la te r m arket. Southern  
wires rep o rt a firm m arket in the 
country.

Condensed M ilk—No im provem ent 
in canned m ilk has occurred. F ree 
selling of b o th  condensed and evap
orated  occurs, w ith no large ou tle t 
in the  dom estic field except to  the 
chain stores, which are taking advan
tage of low prices. T he foreign m ar
kets are unsettled  and little  additional 
relief buying is occurring, a lthough  it 
is hoped th a t p a rt of the C ongres
sional appropria tion  of $20,000,000 
will be applied to  the purchase of 
milk. U nadvertised  b rands of both  
packs are  weak, while th e . know n 
packs are unsettled  since no definite 
sta tem ent as to  sales policies has
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been m ade by the large operators, 
effective early in January .

Cheese—T he m arket is barely 
steady a t prices rang ing  about the 
same as a week ago, w ith a light con
sum ptive demand. Stocks in sto rage 
are ample at prices considerably low
er than  a year ago, and we do not 
look for much change in price in the 
next few days.

Prov isions — E very th ing  in the 
sm oked m eat line is quiet w ith a light 
consum ptive dem and at prices rang
ing about the sam e as last week. Both 
pure lard and lard substitu tes are 
in slow sale a t unchanged prices. Can
ned m eats, dried beef and barre led  
pork are all unchanged and steady.

Salt Fish—T he dem and for m ackerel 
is very light on account of the season 
but there seems to  be no disposition 
on the part of holders to  cut prices, 
as they know th a t no increased de
m and will result, and presen t prices 
are undoubtedly safe as the supply 
will not be large.

Pecan Crop Is  Short.
T exas pecan crop, which is said to 

furnish ih ree -fo u rth s of all the pecans 
grow n in the  world, is estim ated at 
one-th ird  of norm al this year by O. L. 
W allace, assistant to J. H. B urkett, 
pecan specialist o f  the State D epart
m ent of A griculture at Austin. Pecans 
are plentiful in Southeast Texas, par
ticularly  around W harton , this year, 
Mr. W allace said, but the crop was 
badly dam aged by the frost in N orth  
Texas, especially around San Saba and 
M arshall. T he damage by insect pests 
which destroy the young nuts was 
com paratively light, he said, although 
the insects caused considerable dam 
age in the trees a round  Columbus. 
The newly organized Texas Pecan 
G row ers’ Exchange, of which Mr. Bur
kett is secretary , has shipped about 
four cars o f  pecans, o r about 120,- 
000 pounds, to m arket thus far, Mr. 
W allace said, and is p reparing  for a 
b e tte r season nex t year.

All pecans shipped by the exchange 
are graded. T he ex tra  large nuts are 
placed in grade 1, called “jum bos,” 
and the o thers are placed in three 
succeeding grades. T his was the first 
g rad ing  of pecans on a large scale, 
the exchange reported, although some 
individual grow ers have been grading 
their nu ts for som e time.

T he th rea t of John  Baird, director 
of the S tate D epartm ent of Conser
vation, to sue Jam es. O liver Curwood 
for libel, is the m ost am using feature 
of the New Year. C onsidering the 
a rro g an t a ttitude Baird has assum ed 
before the D epartm ent of Conserva
tion and the insignificant service he 
renders the S tate in exchange for the 
salary  he receives— sm all because of 
his personal unfitness for the job he 
ra ttles  around in—he is quite likely to  
be a very disappointed m an if he ever 
resorts to  the courts to bolster up a 
reputation  which has never been any 
good at best and which has not aug- 

. m ented by  th e  ignorance and a r
rogance he has displayed in the posi
tion o u r political governor handed him 
as a rew ard  for his alleged political 
influence—past, p resent and prospec
tive.
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THE DAY AFTER CHRISTMAS.

Joy and Sorrow, Pleasure and Pain 
Often Mingled.

W ritte n  fo r th e  T rad esm an .
Nine years is a long tim e to  wait 

before sitting  down to w rite down 
the events of a day. M em ory is a 
w onderful and m ysterious faculty. W e 
know why we cannot fo rget some 
things, hut we do no t know why we 
cannot rem em ber others. R are and 
unusual experiences, im portan t o r 
trifling, are  m ore indelibly im pressed 
when the mind is free from  cares and 
anxieties. W hy can we not supply 
m em ory w ith fresh  pages every m o rn 
ing for her to  write daily events, as 
well as when we leave hom e or drop 
our usual routine of w ork?

T he day a fte r Christm as, 1912, I 
w ent to  the nearest railroad  station, 
Delhi, to  go to  Lansing. Y ears ago 
there was a Delhi postoffice in Ingham  
county and a Delhi Mills postoffice 
in W ashtenaw  county. T he Delhi 
flouring null was one of the earliest 
built in the State, but is now to rn  
down. T here  was also a sawm ill and 
a woolen mill. T o  avoid m istakes 
Delhi in Ingham  county  was changed 
to  H olt. Because of the advent of 
ru ral mail delivery the o ther was d is
continued. On Oct. 2, 1903, I snapped 
the padlock onto  a mail pouch con
tain ing  postoffice records, rem ittances, 
final reports and the key to  the lock. 
Delhi M ills ceased to exist. Delhi 
village rem ains o r the rem ains of it 
left by the cyclone of June 6, 1917.

On board the  m orning mail train  
we reached Jackson and waited m ore 
than  tw o hours in th a t ancient depot 
for a train . T he safest known con
veyance is the railroad train . Some 
day the airship will be safer. A rrived 
a t Lansing in the afternoon  and felt 
like w alking up town. No car line 
from  there  in the desired direction, 
so. we had to  walk ano ther mile. Bet
te r to  ride w hen you can and walk 
when you m ust.

At my oldest son’s house, I found 
his wife’s m other had d inner for me, 
my daughter-in-law  benig in a h os
pital. T here  also was a baby carriage 
w ith a little  Greek in it whose m other 
kept one sto re  and its fa ther another, 
piling up a fortune while the unfor
tunate  M ary Angelina was cared for 
by an A m erican wom an. Could the 
la tte r re la tion  have continued tw enty  
years the  child would have been very 
fo rtunate?

Soon afte r dinner the child had to  
be taken hom e, so ano ther mile I 
wheeled the  precious little  alien; then 
hunted  up the city hall. T he  location 
seemed desolate and obscure in keep
ing w ith the character of some of its 
inm ates; for w ithin its walls was also 
police headquarters, ja il and police 
court.

A t the sergean t’s desk w here re
p o rts  from  patro lm en  were being 
phoned in I found m y son, the  first 
driver of the first au to  p a tro l in L an 
sing, going to  th a t job  w ith a new 
m achine from  the  O lds M otor W orks, 
where he form erly  w orked, and stay 
ing on the  police force nearly  seven 
years. H e  was soon relieved a t the 
desk and we visited the room  w here 
he was building and installing  a sixty

b a tte ry  cabinet and telephone sw itch
board for the police departm ent.

In the hall leading to  the jail on 
a cot lay a m an about 25 years of age 
suffering w ith pneum onia. A p a tro l
m an had b rough t him  in in the fo re 
noon. City and county  officials were 
a t loggerheads all a fternoon  as to 
which should assum e care of the sick 
man. W hen the  policem an who had 
b rough t him  in found him  still there  
late in the afternoon  and learned 
why, he m ade the air blue o r ho t with 
his estim ate of certain  officials.

T here  was a call for the patro l and 
I went along. A drunken m an was 
picked up from  the pavem ent and 
b rough t in. W hen he had been book
ed, my sou suddenly seized him, ru sh 
ed him along the co rrido r and down 
to  the jail. W hen I asked w hy so 
rought w ith the old man, I was told 
th at on a previous occasion he had 
put up a hard  fight, so he was not 
given any chance to try  it again.

T ow ard evening the tram ps began 
to  come in and ask for a n igh t s 
shelter. I th ink  there  w ere eight 
in all. Each one was searched, his 
personal effect taken and placed in a 
cloth hag with name of ow ner a tta ch 
ed, and the hags locked in a desk. 
T he name, age, w eight, heigh t and 
occupation of each one was recorded.
If their answ ers did not seem correc t 
the officer put down age, heigh t and 
w eight according to  his own ju d g 
m ent. All were com fortably  dressed 
and some had money. O ne had a 
list of about tw enty  villages of South
ern M ichigan and below a picture of 
a m an sitting  under a tree, dated May 

T he officer led the way to  jail and 
ushered  them  in. Picking up a basket 
w hich had held the p risoner’s supper 
he gave the rem ainder to  the  tram ps.
A w arm  place to  sleep was their ob
jec t and a hard  bench or concrete 
floor did no t m atter.

In  com es the city physician, exam 
ines the  sick m an and o rders him  tak 
en to  the hospital. “W hen I get back 
from  this trip  we’ll go hom e, and then  
I ’ll go and b ring  m y wife from  the 
hospital,”  said m y son. B ut he had 
no m ore than  go t back when there  
came a call to  look a fte r a m an who 
had taken poison. W e jum ped into 
our overcoats, for it was near zero, 
w ith a bad wind blowing. I took  a 
place by the d river up in  fro n t w hile 
one or tw o police rode inside. W ay  
out N orth , then  E ast, crossing  the 
ra ilroad  about fifty feet ahead of a 
m oving freight, then  N o rth  until we 
found a patro lm an w aiting fo r us. 
“F o u r m iles in less th an  four m in
utes,” said m y son. N igh t had come, 
the  house was dark ; there  was a m an s 
wife and children and h e r m other 
and m ore children, and a neighbor 
wom an or two. T he m an was found 
in an outbuilding, very drowsy. T w o 
police piloted him  to  the s tree t and 
kept him  w alking until the  doctor 
arrived. O ne had visited a near-by 
d rug  sto re  and had a b o ttle  ready. 
C on trary  to  police regulations, they  
gave him  ex trac t of rye. I t  seemed 
a long tim e before D r. R ussell a r
rived—the sam e physician w ho had 
been a t police headquarters. T he 
would-be suicide w as taken in to  the

light, a fire and w ater w ater. T he 
d octo r asked me to  b ring  his m ed
icine case from  his auto, which I did. 
Off came the m an’s coat and an arm  
was bared th a t would delight a black
sm ith or a harness m aker. F irs t a 
hypoderm ic and then tw o or th ree  
quarts of w arin w ater down his th roat. 
“T ake him outdoor,” said the doctor. 
Tw o officers supported  him  to the 
yard and a fte r about five m inutes 
they came hack saying: “All righ t,
D oc: he’s em pty.” T hen  he was put 
to  bed and medicine left to  give him. 
M eanwhile the police captain had a 
h eart-to -h eart talk  w ith the young 
wife who had left her husband and 
revealed to her som e of her m istakes.

T h e  doctor had investigated the 
b o ttle  of laudanum  and considered 
the rem ainder therein  and som e spill
ed on the m an’s collar. T he police 
were of the opinion th a t it was m ore 
an a ttem pt to  frighten  the wife into 
subm ission than  an a ttem pt to  suicide.

Before we left the  police sta tion  
th a t n ight ano ther drunk was b ro u g h t 
in. H e was a farm er’s hired man, 
had driven fifteen m iles to  tow n and 
had forgotten  w here he left his horses 
and wagon. T he police had to  find 
and care fo r them .

N aturally , such day’s events have 
sequels. T he next m orning I w ent 
again to  police headquarters, saw the 
tram ps let out and given their p e r 
sonal effects, saw the p risoners m arch
ed into court where the judge quickly 
disposed of the v ag ran ts those a r 
rested  for begging or some pe tty  of
fense. H e told them  th a t their 
scheme to get free board  a t the  coun
ty jail would not w ork, ordered  them  
to leave tow n inside of one hour and 
very positively inform ed them  th a t if 
any of them  came before him  again

T h e  hired m an w ho go t drunk  and 
fo rgo t his horses was fined $15, and 
had m ore than  $60 left. A tippler 
was given a jail sentence, w ith no 
alternative, so his m other would for 
a few weeks be freed of w orry  about 
his condition or w hereabouts.

T he would-be suicide was reported  
a t w ork in a shop as usual. T he pneu
m onia pa tien t came to  the police 
sta tion  the next week to  th an k  the  
officers for their kindness and to  tell 
how he was th row n out of w ork  and 
lost his savings by the failure of a co
operative factory  in Iow a; had enough 
m oney to  take him  to Chicago, bu t a t 
South  Bend was slugged and robbed 
of his k it of m achinist’s tools in the 
ra ilroad yards; then  sta rted  to  get 
hom e to Canada by catch ing  on 
freigh t trains, and so g o t pneum onia. 
A M ethodist pasto r had found him  a 
job in L ansing  and a board ing  place.

T he m orn ing  I cam e hom e, Chief 
H enry  B ehrendt sent me to  the de
pot in his private car, no t in the 
p a tro l wagon. E verybody in M ichi
gan should know B ehrendt, b u t a 
good m any wish they  never had.

E. E. W hitney.

Not So Very Far Wrong.
A local d rug  sto re  recen tly  a t

tracted  a lot of a tten tion  and stirred  
up a bunch o f sm iles by advertising 
“T ypew riter Supplies” in  large, bo ld
faced type. But, instead of the usual 
line of carbon paper, ribbons, etc., 
there appeared below  the headline the  
follow ing list of item's:

Chewing gum.
Lip sticks.
H airnets.
Candy.
C igarettes.
E arrings.
A nd a choice line of com plexions.

RED STAR 
FLOUR

The
Flour of Quality

J U D S O N  G R O C E R  C O .
GRAND RAPIDS MICHIGAN
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A year and a half ago, on the 
occasion of a Michigan Bankers’ 
Convention, we ran the follow
ing ad:

“For a period of eight years we have retailed bonds and performed other services 
incident to an Investment Banking business for the Banks of Michigan.

“During that period we have built up what we believe to be the largest Investment 
Banking business in Michigan today.

“During that period the salesmen and executives of this institution, with whom the 
bankers in Michigan have dealt, have remained practically the same.

“Our responsibility is definite, our market is fixed.
“Just so long as we continue to comprehend the fact that the interests of the banks in 

Michigan are identical with our own, our business will continue to grow.

“We fully intend that the rather remarkable growth that we have enjoyed during the 
past eight years shall continue in the future.”

One year and a half ago we had 8 salesmen. Since then we have increased our sales organiza
tion to 40— an increase of 500%.

During the same 18 months we have opened and built up a Liberty Bond Department, more as 
a matter of service than for profit. This Department is now acting as a clearing house in Liberty 
Bonds for a large proportion of the Banks in Michigan.

In the Spring of 1920 we organized a Stock Department, to render to those of our customers 
who place a portion of their funds in stocks and to that class of investors who buy only stocks a 
high grade investment service in stocks with service by private wires to all the leading markets.

During this same period we have materially enlarged our Municipal Bond Department, special
izing in Michigan Municipals.

The Detroit office, to which 12 salesmen are reporting at the present time, was opened during 
the year 1920 under the management of Mr. Charles S. Lee, with offices at 310 Ford Bldg. This 
office was made necessary by our growing business in Detroit and the eastern side of the state.

Our growth is only in line with the growth of this wonderful state and it is our hope that at the 
end of the next twelve months we shall be able to look back on a period of marked progress and
accomplishment.

We extend to you our best wishes for the coming year.

H O W E , SN O W , C O R R IG A N  &  B E R T L E S
INVESTMENT BANKERS

Grand Rapids Savings Bldg. 
GRAND RAPIDS, MICH.

310 Ford Bldg. 
DETROIT, MICH.
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W HERE IS TH E FOOL KILLER?
Some w rath  was aroused by the an 

nouncem ent, last week, of another 
m ovem ent against so-called profiteer
ing on the p a rt o f retailers. A t first, 
this was said to be directed against 
those dealing in things to  wear as well 
as those handling food. Subsequently, 
in a statem ent by A tto rney  General 
D augherty , it was m ade to  appear 
that only the food men were aimed at. 
Yet it is perfectly  evident th a t the 
Federal G overnm ent has no pow er to 
reach over-charging on  the p a rt of 
re ta ilers except in the  D istric t of 
Columbia. In  Mr. D augherty s s ta te 
m ent it  was said to be doubtful 
“w hether a violation of the law in the 
m atter of fixing prices by certain lo
cal re ta ilers is one over which the 
Federal G overnm ent has jurisdiction. 
T his is ra ther a cum bersom e way of 
sta ting  the m atter. If the Federal Gov
ernm ent has no jurisd iction  there  is 
certainly no “violation of law. But 
the prem ise on  which, apparently , any 
idea of taking action is based, assum es 
th at there is a fixing of prices. T his 
is a m ost rem arkable assum ption and 
an u tterly  unw arrantable  one. T ake 
the case, for exam ple, of the depart
m ent stores in th is or any o ther city. 
N othing is better established than  the 
fact that they are in m ost active com 
petition, each striv ing  to undersell the 
o ther. T heir prices are by no m eans 
uniform , a fact which m any take ad 
vantage of in their shopping. The 
same is true of food stores, like g ro 
ceries or m eat m arkets, whose prices 
vary according to localities, kind and 
quality  of service.

Now, it is quite likely th at there  are 
in a country  as large as this and w ith 
conditions so diversified, m any in
stances in which the charges for one 
kind of m erchandise o r ano ther are 
exorbitant. But it is not fair to com 
pare prices in the prim ary  m arkets 
w ith those at retail w ithout m aking 
allowance for w hat intervenes. One 
m an who calls him self a statistician 
made h im self ridiculous the o ther day 
by com plaining of the price of a waist 
bought a t retail for being a hundred 
tim es o r  so as much as was the cost 
of the raw  co tton  out of which it was 
made. I t  recalled the old story of the 
value of a ton of pig iron as com pared 
with that of an equal w eight of w atch 
springs m ade out of the raw  m aterial. 
A single factor in every sale a t retail, 
th at of service, was recently  show n in 
a Congressional enquiry to account for 
som ewheres near one-half of the sell
ing  price. W h at is called overhead 
very often am ounts to  m ore than  the 
cost of the raw  m aterial in m aking up 
a p roduct, and expenses begin to 
m ount rapidly from  the  tim e a case of 
goods is broken open and the m aterial 
is tu rned  over to  be fashioned into 
garm ents and then d istributed th rough 
the jobber and retailer to  the con
sum er. Y et these  are facts th at are 
usually ignored in m ost of the hue 
and cry about retail profiteering.

W HAT IS MOST NEEDED.
W ith  the  sta ring  of a new year 

there  is ap t to  come to  the mind of 
the business m an a tendency to  look 
backw ard as well as forw ard, and to  
endeavor to  fo recast w hat is to  come 
in the  ligh t of w hat has happened.

I t  is generally  conceded th a t the  last 
tw elvem onth has been a very try in g  
one in m ost lines of endeavor and 
th a t m any of the  d istrub ing  factors 
are still ex istent to  a g rea ter o r less 
degree. A t first sight, too, the  gen
eral prevailing conditions a t the be
ginning of the  new year look very 
m uch like those  a t the beginning. 
W hen 1920 closed, the “buyers’ strike” 
was still effective in curtailing  the 
volum e of purchases, ju s t as lately 
there  has been show n the reluctance 
of buyers to  take any th ing  except 
bargains. Business fatalities were 
loom ing up large and the forebodings 
were none too p leasant for the m any 
m erchants who had stocked up a t 
high prices. L iquidation w as on in 
earnest and the stra in  on cred it was 
great. T here  was a hope th a t things 
would change for the b e tte r in a few 
m onths, but the  im m ediate outlook 
was not cheering. In a m easure, this 
is true a t the present. But there  are 
differences which are m aterial. A 
great deal of the liquidation is over. 
Stocks of high-priced goods have 
dwindled alm ost to  the vanishing 
point and the “frozen cred its” are 
very perceptibly less than they  were. 
T he speculative tendency of form er 
days has given way to  a settled dis
position to  buy only such th ings as 
there  is a ready m arket for. P ro s
pects are cheering, but the  tim es call 
for sound judgm ent and hard  w ork to 
secure results. Real m erchandising, 
not drifting, is w hat is needed.

WOOLS AND W OOLEN GOODS.
W ool m arkets abroad, possibly be

cause of the restric tion  in the  volume 
of offerings, are m arked by fairly 
good dem and and some streng then ing  
of prices. In  th is coun try  the  effect 
of the tariff is seen in the high levels 
of value. C arpet wools, which are on 
the free list, are figuring la rg e r in 
the im ports. In  N ovem ber they  w ere 
approxim ately  four tim es as g reat as 
in Novem ber, 1920, and, for the eleven 
m onths of th is year, they  w ere tw o 
and tw o-th irds tim es those fo r the 
co rresponding  period last year. One 
effect of the  im position of a duty 
on w ool has been to  discourage ex
p o rts  of w oolens. T he Am erican 
W oolen Com pany had, a t one time, 
serious th o u g h ts about selling its 
products abroad and organized a com 
pany fo r th is purpose. I t  has given 
up the schem e now, however, and 
abandoned its foreign agencies. A 
duty on the raw  m aterials is too  big 
a handicap to  overcom e by skill or 
m ass production. In  the  goods m ar
ket there  has been m ore talk  of can
cellations of o rders fo r spring, while 
the cu tte rs have "been aw aiting the 
opening of the fall season, w hich is 
im m inent. N o t m uch hope is express
ed of any reduction in prices, bu t 
there  is a general conviction th a t any 
advance will be ill advised. D ress 
goods offerings for spring  include 
som e novel and expensive fabrics. T he 
garm ent m akers’ strike, w hich still 
continues, will keep back production, 
bu t no fears of a scarcity  of goods 
are apparent.________ _ _ _

A m an is ge tting  old when it h u rts  
him  to tie his shoe laces.

A GOLDEN YEAR.
In  a s tric tly  literal sense 1921 m ay 

be called a golden year in Am erican 
history , while in a figurative sense 
the year has been alm ost anything 
except golden. T he past twelve 
m on ths have b rough t th is country  the 
largest stock of gold it has ever held. 
T o ta l im ports for the year, when the 
last shipm ent arrives, will aggregate  
about $700,000,000. Nearly all the 
surplus gold in the  country  g ravitates 
to  the Federal Reserve banks, where 
the m em ber banks of the R eserve sys
tem  m ay count it as reserve against 
their deposits. As there  is practically  
no dem and fo r gold as currency in 
this country , except to  a lim ited ex
ten t on the Pacific Coast, there  are 
only th ree  th ings th a t $ bank be
longing to  the F ederal Reserve sys
tem  can do w ith this gold. I t  m ay 
release it for export to  pay balances 
due abroad. A t presen t the  dem and 
for gold for this purpose is negligi
ble, as the  big trade  balances are all 
due on th is side of the w ater. Sec
ond, the bank m ay allow the gold to  
lie in its own own vaults, but there  
it earns no in terest and does n o t count 
as a reserve against deposits, as the 
la tte r  m ust be placed w ith the Reserve 
bank. U nder such conditions a m em 
ber bank will naturally  send as its 
reserve deposit the m etallic currency 
for w hich there  is the least dem and, 
and th is happens to  be gold.

E uropean  financiers no t in frequent
ly speak of th is enorm ous gold hoard 
as a potential m eans for rehab ilitating  
the trade  of the w orld, and a t tim es 
they  show signs of im patience th a t 
the U nited  S ta tes does not hasten  to  
em ploy the m etal, as one of them  says, 
“to  fertilize the field of trade. T hey 
also in tim ate th a t if th is g rea t gold 
stock had accum ulated in E ngland, 
F rance o r Germ any it would have 
been quickly tu rned  back into the 
the  channels of com m erce and have 
been employed in repairing  the m a
chinery of w orld trade. I t  is also 
stated , by way of w arning, th a t 
A m erica’s unwillingness to  play the 
p a rt of the w orld’s banker m ay cause 
her to  lose the financial suprem acy 
w hich is hers for the  tim e being. 
W h eth er or no t Am erica’s aloofness 
has been carried too far is a subject 
on which there  is room  for wide dif
ference of opinion. T h e  increasing 
flotation of foreign securities in the 
New Y ork m arket and the  grow ing 
num ber of foreign securities listed on 
the  New Y ork S tock E xchange in
dicate th a t the coun try  is no t holding 
entirely  alloof, bu t ra th e r th a t A m er
ican capital is flowing in expanding 
volume into the foreign field.

COTTON AND COTTON GOODS.
W ith  a lull abroad in cotton  deal

ings because of the holidays, the 
course of quotations here  during  the 
past week depended wholly on specu
lation. No change in the sta tistica l 
position of co tton  was disclosed, n o r 
were there  any o th er da ta  having a 
bearing  on values except the Census 
B ureau’s rep o rt on the num ber of 
active spindles in dom estic m ills d u r
ing Novem ber. F ro m  th is it appear
ed th a t there  were 34,486,669 of them  
as against 34,221,646 in O ctober and

31,700,014 in Novem ber, 1920. F ig u r
ing on tw enty-four and one-half 
w orking days in Novem ber, the aver
age num ber of spindles in operation 
th a t m onth  was 36,074,401. T h is is 
a g ratify ing  show ing and p re tty  near 
the m axim um  of capacity. On the 
o ther hand, co tton  exports are lag 
ging, particu larly  those  to  G reat B ri
tain. D iscussion still continues over 
the am ount of acreage planted to  
co tton  during  the past season, bu t it 
is generally  conceded now th a t few, 
if any, of those w ho w ere to  reduce 
their acreage one-third really  did so. 
T oo  m any, as usual, are w aiting  for 
the o th er fellow to do it. Careless 
tillage, lack of fertilizer and the rav
ages of the boll weevil and pink boll 
w orm  account for the m ost of the 
drop in the crop. T he goods m arket 
is keeping up rem arkably  well under 
the conditions. W h at helps g reatly  is 
the belief th a t the raw  m aterial prices 
are p re tty  nearly  stable. So the prices 
of goods in the g ray  are show ing 
firm ness and there  is co n tracting  
ahead for the nex t two m onths. In  
finished goods the mills are still busy 
filling orders. M ore activ ity  is shown 
in knit goods, a lthough  o rders for 
fall wait for the com ing m eeting  of 
the jobbers in the m iddle of January .

WATCH CONGRESS IN 1922.
From  presen t indications 1922 is go

ing to  be a year in which the p rob
lem s of business are going to occupy 
the chief place in the deliberations of 
the law m akers a t W ashington. P o 
litical questions will be a lso m ainly 
econom ic. The w hole subject of re
vising Federal taxes will have to be 
threshed out again. T ariff revision, 
which has been in suspense for several 
m onths, will again come to the  fore 
during the w inter and spring. P ro 
vision for funding the Allied debts is 
still p art of the unfinished business a t 
the capital. T he Budget B ureau has 
a m an’s size job before it when it 
undertakes a reorganization  of the 
Federal bureaus to elim inate duplica
tion of functions. W heth er o r not 
the m erchant m arine is to have a sub
sidy and w hat disposition the Gov
ernm ent is finally to m ake of its m er
chant vessels are also to be th reshed 
out. P rovision for a bonus to  ex- 
soldiers, and the finding of ways and 
m eans to pay it, constitu tes b o th  a 
political and a business problem . T he 
farm ers’ bloc will have a program m e 
of legislative relief for the  depressed 
ag ricu ltu ra l districts. T here will be 
efforts by the cheap m oney advocates 
to tinker w ith  the Federal Reserve 
system . Business men, therefore, will 
do well during  the com ing year to  
keep an eye on W ashing ton  and to 
let their represen tatives know  from  
time to  time w hat they  th ink  of the 
C ongressional school o f economics.

“ God helps those  w ho help them 
selves,” bu t God never told an in
dividual o r a benevolent organization 
to  help able-bodied people who will 
no t help them selves. T hose  w ho least 
deserve' help are  ap t to  be p rom pt 
in m aking their w ants know n and 
pu ttin g  forw ard  hard  luck pleas which 
will no t stand  rig id  investigation.

L o ts  o f men expect opportunity to 
carry a letter of introduction.
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NEW ISSUE
We offer subject to prior sale

$ 750,000
Duplex Printing Press Company

(BATTLE CREEK, MICHIGAN)

First Closed Mortgage 754% Sinking Fund Gold Bonds
To be dated January 2, 1922 To Mature January 1, 1937

TAX E X E M P T  IN M ICHIGAN

DETROIT TRUST COMPANY, DETROIT, MICHIGAN, TRUSTEE

Interest payable July 1 and January 1. Coupon bonds in $1,000 and $500 denominations interchangeable. Redeemable in whole or in part 
for the sinking fund on any interest date upon thirty days’ notice at 107^ and interest, on or before January 1, 1927; at 105 and 

interest; for the next five years, and at 102^ and interest thereafter until maturity. Free of Normal Federal Income
Tax up to 2%. Pennsylvania 4 Mill Tax Refunded.

Sinking Fund of $25,000 per annum payable in semi-annual installments beginning July 1, 1923, is estimated to retire more than two-thirds 
of this issue by maturity. Bonds purchased for the sinking fund will be kept alive and the interest collected thereon will be added to that fund.

C A P IT A L IZ A T IO N
(Upon Completion of This Financing)

A uthorized

15-Year First Mortgage 7J% Gold Bonds (this issu e )----------------- $ 750,000
Common Stock (Par V a lu e )---------------------------------------------------$4,000,000

O utstand ing

$ 750,000 
$3,600,000

PURPOSE OF ISSUE—The proceeds of these bonds will be used to retire a small real estate mortgage now outstanding, to purchase addi
tional machine tools for the purpose of increasing production, and to increase the working capital.

BUSINESS_The Duplex Printing Press Company was organized in 1884, and is engaged in the manufacture of newspaper printing presses
of two types known respectively as the “Flat-bed” and- “Rotary,” having unique features which give the company a large majority of a 
certain class of trade.
Its business of manufacturing presses has been uniformly profitable for.the past 20 years, and it is worthy of note that the gross output 
and profits for 1921 are greater than any previous year. The orders now on hand indicate that for 1922 these will be considerab y a g .

SECURITY—These bonds will be secured by a first and closed mortgage on the entire fixed assets of the Duplex Printing Press Company 
located at Battle Creek, Michigan, including lands, buildings, equipment, patents and patent rights, now owned or hereafter acquire .

ASSETS_Total tangible assets, after giving effect to this financing, and deducting all Labilities except these bonds, will be over $2,300,000
or more than three times the amount of this issue. Good will and patents are carried at one dollar.
The land, buildings, machinery, etc., together with $200,000 of new equipment to be installed at once, are valued by Day & Zimmerman, Inc., 
Engineers, at more than twice the par value of this bond issue.

EARNINGS—The average annual net earnings for the three years ending December 31, 1921 (December, 1921, not included) were about 
*275,000 or over five times the present annuel interest requirements of *56,250 on these bonds. For the first eleven months oi 1921 
the net earnings available for interest on the bonds are at the rate of over eight times the interest charges, and since 1902 the average 
annual net earnings have been equal to more than twice the interest charges.
We offer these bonds, when, as and if issued and received by us, subject to approval of legality of our Counsel, Messrs. Beekman, 
Menken & Griscom, ,of New York.

PRICE 994 and Interest, YIELDING over 7.55%

Fenton. Da\is6Bo^)l6
CHICAGO

F IR S T  N A TIO N A L B A N K  BLDG. 
C en tra l 2507

GRAND RAPIDS
M ICHIGAN T R U S T  BU ILD IN G  

C itizens  4212; M ain 656

DETROIT
CONGRESS BU ILD IN G  

M ain  6730

All s ta te m e n ts  co n ta in ed  in  th is  c irc u la r  a re  ex p ress io n s  of o u r opin ion , based  upon in fo rm atio n  a n d  s ta t is t ic s  o b ta in ed  from  officia]‘ rep o rts ' “ d  sou rc  s -
w h ich  we conside r re liab le , a n d  upon w hich  w e b ased  o u r  p u rch ase  of th e se  bonds. All o fferings s u b je c t to  p rio r sa le  o r  g P
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FpVIEW OF t h e  SHOE M ^K tr

Why Shoe Retailers Should Plan 
Styles.

Style to-day is th e  dom inant factor 
in our g reat shoe industry and it is 
the duty of every retailer of shoes, 
regardless of location and volume of 
business, to  co-operate with the 
m anufacturers to produce the styles 
best adapted for his individual re
quirem ents. You m ust give in order 
to receive, and by passing your ideas 
on to  the m anufacturer, if he approves, 
you both profit, and if he rejects he 
will tell you why, and it is profitable 
to know  why he thinks you are wrong.

The effect of the W orld  W ar 
b rough t about changes in the conduct 
of all branches o f  the m ercantile busi
ness. The greatest changes have taken 
place in the retail shoe business. Be
fore the war m any dealers conducted 
their business in the same routine 
year after year. T hey seldom  changed 
their lines, depended upon the  m anu
facturers for style, and usually bought 
w hat he had to offer for the season’s 
requirem ents, twice a year. T he con
tinual introduction of new styles has 
reversed the order. To-day the m anu
facturer looks to the re ta iler for style 
and instead of purchases being made 
sem i-annually, they are made m onthly 
or as frequently  as business perm its. 
Styles change w ith such rapidity  that 
every dealer, if he w ants to keep in 
step with progress, m ust becom e a 
studen t of style and he m ust know the 
requirem ents of his patrons and build 
his shoes accordingly.

Every shoe buyer should plan his 
own styles, because if he waits for 
styles, his com petitors usually show 
;he new things first. In  planning 
styles you make less m istakes than if 
you wait for styles. You m ust know 
just how far you can go w ith the style 
for the people you serve. If you de
sign a shoe and your selling organiza
tion becom es enthusiastic  about it, you 
ell believe in it and the proper en
thusiasm  about alm ost any style is 50 
per cent, of the effort necessary to as
sure its success. T he style th at is all 
the rage in Chicago m ay not sell in 
Podunk, bu t the dealer in Podunk 
should know about the style in Chica
go and m odify it according to  his own 
ideas, and presen t a new style that 
is ahead of the general style tenden
cies in his vicinity.

T ake advantage of every opportun
ity to study new styles and new lines 
m d  especially those lines which you 
buy, and see if it is not possible for 
you to im prove each style instead of 
sim ply buying it as the m anufacturer 
presents it to  you. You m ay have a 
certain staple oxford upon ypur 
shelves that you have bought season 
after season w ithout change. T he last 
and fitting qualities m ay be exactly  to

your liking and satisfactory  to your 
custom er, but do not allow her to tire  
of it. T he next time you re-order on 
th a t style, try  and m ake a new shoe 
out of it by changing the  patte rn , the 
perforation , o r the stitching. Your 
custom er will surely appreciate it and 
will pay a h igher price w ithout ques
tion than she will for the old one. 
Every line of shoes that you buy, re
gardless of the purpose, should have 
style. M any people think th a t the  
m ore conservative shoes are staples 
and that style is represented  only by 
the newest c reations shown by the 
m anufacturers. T he m an who looks 
upon style from  this view point is 
likened to the salesm an who alw ays 
trys to sell his custom ers the new 
shoes that are com ing in and forgets 
about the good shoes in stock.

F o r there are styles in staples as 
well as in novelties; not high styles, 
of course, but any little inovation that 
is a change from  the old dull patte rn  
is style. It is such little th ings as 
these—a bit of perforation  here or 
there, perhaps an insert of goring, a 
new strap of your own idea, possibly 
an a ttractive  underlay on the quarter, 
that go to make up style in a shoe. I t 
is these that the m erchant should plan.

H . R. Rogers.

The Best Collateral.
T he com m ercial agencies say th a t a 

m an’s habits have as m uch to  do w ith 
his credit as his business ability, and 
th at squareness is not only  his best 
asset, but the highest recom m enda
tion he can have. T he grejatest 
financier this country  has produced, 
the late J. P . M organ, used to say that 
character is m uch m ore im portan t 
than collateral, and, in m aking loans, 
he alw ays looked to  a m an s character 
first. H e loaned m illions on character 
alone.

■ ..at— a. lam 64aaI/Juliet— In  Stock 
Black K id , F lex 

ible, M cKay, 
Stock No. 700. 

Price $2.25.
B R A N D A U  S H O E  CO., P e tro 't, Miri».

walle for miles 
an d  sm ile

ß o o ä y Q & nCfo\Se
R u b b e r s

YO TIT'
THEM. WITH

T fir tk K r a u s e  C o.
tanners and shoe m anufacturers Grand Rapids Michigan

If you do not receive our monthly blotter calendar, send us you* 
name and we will gladly add your name to our list.

Shoe Store Travels on Wheels.
T he H aines Shoe S tores of Media, 

Pa., own and operate an auto shoe 
store. T he chassis is fitted w ith a 
glass enclosed top, so that the com 
plete stock of shoes, carried1 on racks 
and price-tagged, can be readily  seen. 
The in terio r is fitted up so th a t the 
buyer can get into the rear and be 
instantly  fitted. T his m achine has 
traveled m any miles and sold m any 
shoes in this way. Fans are used to 
advertise the wares. Previous to the 
appearance of the  car, a m an goes into 
each town and circularizes the place 
with advertising fans, so th at the way 
is easily paved for business.

Topeka m erchants have greatly  
strengthened their position am ong the 
residents of nearby sm all tow ns by 
adopting a broad-m inded and far
sighted attitude. T hey  have urged the 
purchasers in these sm all tow ns to  
buy w hat they  can of their local m er
chants, to give the  hom e tow n’s sto res 
the first chance to supply their needs. 
In  cases where the local m erchants 
can’t supply the dem and, the pu r
chasers are invited to tu rn  to  Topeka. 
T his earned the good will of the  local 
m erchants as well as the  purchasers, 
and Topeka obtained a  good deal of 
business th a t m ight have gone out of 
the sta te  entirely.

Don’t follow the crowd if yoij want 
to  b e  a  leader.

-as staple 
as sugar-
this time-tested shoe

T housands of dealers carry  th is shoe as a staple. 
T he H -B  Black Gun M etal shoe has been a  w on
derfu l business builder for m erchants. I t  is such 
a tho rough ly  sensible, practical shoe th a t once a 
m an has w orn  it he does not like to  w ear any other. 
T he m ajo rity  of our dealers are never w ithout a 
good asso rtm en t of th is shoe, for they  can expect 
year a fte r year a fixed, steady call fo r it.

H E R O L D -B E R T S C H  S H O E  CO., 
G R A N D  R A P ID S

H e r o l d - B e r t s c h  B l a c k
Gun Metal  L ine
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SÉÉ What about the
G A S O L I N E

you use?
■V ERY  m otorist knows th a t all gasoline is no t alike: You have reason

able assurance th a t the  quality  o f m ost gasoline sold under a well 
know n trade  nam e will rem ain constant, bu t trouble creeps in w here you 

form  the hab it of ju st buying “gas.**
It is no t the  idea of this com pany to claim th a t w hen you notice a  dif

ference in the quality  of your favorite  gasoline, th a t the  m anufacturer has 
deliberately tam pered w ith  his product. W hat w e do m ean to  say is th a t 
gasoline varies according to  the  m ethods used in its m anufacture, and the 
raw  m aterial from  w hich it is m ade.

This com pany on account of its im m ense resources can tru th fu lly  sa^ 
the Red Crow n Gasoline never varies, except as seasonable changes call for
variation.

It is also well to  consider th a t the  gasoline to which you have your car
buretor adjusted m ay not even be on sale in the  next tow n or state, th a t too 
is a source of annoyance.

So w e say, w hat about your gasoline? Is it alw ays the  same, and can 
you buy it everywhere?

Red Crow n Gasoline can be bough t everywhere. Once your car
buretor is adjusted to  Red Crow n th ere  need n e v e r  be any necessity tor 
changing, because Red C row n can b e  bought every few  blocks in the  city 
and every few  miles in the  country, w herever you go, and its quality  never
changes.

It is a  universal fuel.

S T A N D A R D  O I L  C O M P A N Y
( I N D I A N A )

C H I C A G O U . S . A .

fllilm
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Review of Business, Industry and 
Finance.

The Federal Reserve B oard in its 
latest m onthly ’bulletin reports th at im
provem ent in business conditions in 
Decem ber has mot been as pronounced 
as during the preceding two m onths. 
Several factors are responsible for this 
relative “slowing dow n.” T he sea
sonal peak of dem and has, for the  time 
being, been reached and passed. U n
certain ty  regard ing  prices of staples, 
particu larly  of co tton , has interfered 
som ew hat w ith trade buying,, while 
the  possibilities of fu rther reductions 
of freight ra tes has apparently  tended 
to  unsettle prices and to re ta rd  the 
activity  of industry  in some of the 
chief m anufacturing  sections. Recov
ery in the steel and iron trade  has 
com e to a halt for the tim e being, and 
stability has not yet been achieved in 
th a t b ranch of production.

N evertheless, the progress tow ard  
norm al conditions achieved during 
D ecem ber has been continuous, as 
m ay be seen by  a com parison w ith 
the  corresponding  m onth of a year 
ago, or with the general m ovem ent 
of econom ic conditions since the be
ginning of this year. Cotton and wool
en textiles in some of the principal 
producing d istric ts are a lm ost on a 
norm al basis. Steel and iron, while 
w orking a t about 50 per cent, of ca
pacity, are in  m uch be tte r condition 
than was true a few m onths ago. In  
som e industries which had accum u
lated large surplus stocks, such as 
zinc, dem and has been sufficient to 
carry  off a p a rt of the over-supply. U n
em ploym ent has at least slightly de
creased. E x p o rt trade continues in 
substantial volume, show ing an in
crease during  O ctober, and while la
boring  under m any handicaps due to 
unsettled exchanges, shows the result 
of strong  foreign demand, especially 
for staples. T his is particularly  note
w orthy  when it is rem em bered that 
the prices at which cotton and cereals 
are now being shipped are so much 
lower than  those of a year ago. B ank
ing conditions are reported  slightly 
im proved practically  th ro u g h o u t the 
U nited States.

R eduction of prices for cereals and 
failure of co tton  to m aintain the level 
a ttained in Septem ber-O ctober have 
oroven a serious handicap to  farm ing 
interests. R esults of this relatively 
low re tu rn  for output hcve been a re
duction in th e  dem and of farm ing 
com m unities in som e parts  of the 
country  for consum able goods and a 
sim ultaneous tendency to check som e
w hat the process of liquidating loans 
a t banks. N evertheless, retail business 
continues to improve, tak ing the coun
try  as a whole, and has been m aterially  
helped by the im provem ent which has

taken place in em ploym ent conditions 
during the past few m onths. Im prove
m ent is also observable in wholesale 
trade, sales com paring favorably with 
a year ago. Prices continue to m ain
tain a substantially  stable position. 
T he Federal Reserve B oard’s index for 
O ctober show s a recession of less than  
two points, and it is evident th a t the 
price changes which are now occur
ring  do not represent any extensive 
m ovem ent tow ard  m odification of the 
average level.

Im portan t financial developm ents 
have taken place during the m onth. 
In  addition to a general reduction of 
Federal Reserve discount rates, there  
has been a distinct tendency tow ard 
decline in the level of m arket rates 
both for sho rt and long term  funds. 
T his has been accom panied by a de
cided advance in the prices of bonds, 
and particularly  of standard  securities. 
New offerings of capital issues have, 
in m any cases been readily absorbed, 
and the general condition of credit 
has becom e easier.

T he general situation of trade and 
industry  is unm istakable m ore hope
ful and is im proving as steadily as 
can be expected, in view of the slow
ness o f econom ic progress in o ther 
p a rts of the world, particularly  in 
W estern  Europe. A nother handicap 
to com plete read justm ent continues to 
be the failure to b ring  about a proper 
co-ordination and m utual relationship 
of price.. T his is responsible for no 
sm all part of the slowness o f econom ic 
recovery in certain  b ranches of busi
ness. On the whole, the best opinion 
now looks to a steady, even if locally 
interrupted , p rogress back to norm al 
conditions, a lthough no im m ediate or 
sudden expansion or “boom ” is now 
in sight.

JOIN THE

GRAND RAPIDS 
SAVINGS BANK 

FAMILY!

4 4 ,0 0 0
S atisfied  C usto m ers

know  th a t

accomodati<

Kent State Bank
Main Office Ottawa Ave.

Facing Monroe

Grand Rapids, Mich.
Capital - $500,000
Surplus and Profit - $850,000

Resources
13 Million Dollars

3 k Per Cent.

Paid on Certificates of Deposit
Do Your Banking by M all

The Home for Savings

CADILLAC 
STATE BANK

CADILLAC, MICH.

Capital   ..........  $ 10«,000.00
Surplus..............  100,000.00
Deposits (over) - • 2,000,000.00

We pay on savings

The directors who control the affairs of this 
bank represent much of the strong and suc
cessful business of Northern Michigan.

RESERVE FOR STATE BANKS

D on’t keep kicking about your job. 
If you do not like it, get ou t as soon 
as you can and pretend to like it while 
you stay.

br a n c h  o f f ic e s
Madison Square and H a ll Street 

W est Leonard and A lpine Avenue 
Monroe Avenue, near Michigan 

East Fulton S treet and Diamond Avenue 
W ealthy S treet and Lake D rive  
Grandvllle Avenue and B Street 

Grandvllle Avenuo and Cordelia ®tr#ex 
^  a Bltll fttoekitui

INSURANCE IN FORCE $85,000,000.00

WILLIAM A. WATTS 
President

RANSOM E. OLDS 
Chairman of Board

M iiBGEàîîre I i e e I hsdeahce  Co i m

Offices: 4th floor Michigan Trust Bldg.—Grand Rapids, Michigan
GREEN & MORRISON—Micnigan State Agents

W hy Do You Delay Making a 
WILL?

IS it not enough that some day death may 
deprive your wife of your companionship and pro
tection, without there being imposed upon her, in 
the hour of her sorrow, the intricate duties of estate 
settlement?

A sure way to avoid this and to protect your 
family’s comfort and future welfare is to make a 
will, appointing this company as executor and 
trustee.

The settlement of an estate is almost always a 
formidable matter to a woman. To this company, 
qualified financially and by training and equipment, 
estate settlement is a matter of every-day business.

A sk fo r a  copy of “ S a feg u a rd in g  Y our F am ily ’s  
F u tu r e ,” a  book le t ex p la in in g  th e  serv ices  th is  
com pany  can  re n d e r  you a n d  y o u r fam ily .

|tRand RapidsTrust Company

G RAND RAPIDS, MICH.
OTTAWA AT FOUNTAIN BOTH PHONES 4391
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Review of Weekly Statistics. 
Favorable events of a political na 

ture have made the past week in ter
esting  in several ways. P erhaps the 
g reatest influence on the m arkets of 
recent weeks has been the D isarm a
m ent Conference in W ashington, re
sulting  in the final agreem ent on the 
5-5-3 naval ratio. T his settlem ent, and 
the ease w ith which o ther im portan t 
diplom atic m atters were solved, when 
a long draw n out discussion culm inat
ing in no th ing  of m om ent was the  only 
result expected by m any, have con
spired to put an op tim istic  face on the 
in ternational situation. W hile no 
official estim ates are made of the p rob
able saving afforded by the proposed 
naval “holiday,” it will probably  re
sult in an annual saving to the world 
of close on to a billion dollars. But 
w hatever the am ount, the fact is th a t 
w ealth represented  by tools and m a
terials of production  which form erly 
w ent into huge arm am ents will now 
go into m ore readily consum able and 
enjoyable goods. T h is  should have 
some effect on low ering costs of p ro 
duction.

I t  is perhaps to  this factor and to 
some ex ten t to w hat practically  
am ounts to the se ttlem ent of the Irish  
situation that the surprising  rise in 
sterling  exchange of the past few 
weeks m ust be a ttributed . T he sud
den rise of sterling  exchange to $4 .24^ 
one day last week is difficult of ex 
planation on any o ther score. In 
creasing  gold exports to this country  
from  E urope and the increased im 
ports indicative of a tu rn  in the general 
foreign trade situation in the near 
future m ay also have som eth ing  to do 
w ith the sudden jum p in E uropean 
exchange rates.

T he stock m arket played second 
fiddle to the exchange m arket last 
week. B ut while practically  all E u
ropean exchanges showed' substantial 
increases, securities also showed con
tinued streng th  and closed the week 
h igher than  on the previous Saturday. 
Foreign  bonds were unusually active 
and strong, while our own V ictory  
issues reached above par. A m ong the 
new securities there was also g reat 
activity. T he G overnm ent’s new 4J4 
and 4}^ per cent. T reasu ry  certificates 
were rapidly taken up, as were several 
large m unicipal issues, the m ost im- 
p o ra tn t of which was the $55,000,000 
issue of the City of New Y ork which 
was oversubscribed three tim es.

O ur foreign trade figures for N o
vember, discussed esew here in th is is
sue, w ere disappointing in th a t  they  
show ed sm aller exports and larger 
im ports than  in m any previous 
m onths. As practically  all of the price 
deflation is behind us, the drop in our 
trade figures cannot be a ttribu ted  to 
falling prices, but ra ther to a decreas
ing volume of goods. Dom estic trade 
in the p ast week has been fair in the 
re ta il trades, bu t am ong the  w hole
sale lines it is still ra th e r slow, owing 
to the holiday season. N o t m uch im 
provem ent is expected until until we 
are into the new year.

Industria l activity  is im proving 
slowly as is evidenced by increased 
pig iron production  in the last m onth, 
by recent reports of g reater em ploy
m ent, by g reater ra ilroad  earnings

and by the sustained high level of new 
building. Ind u stry  on  the whole 
should at this stage of the period of 
business depression be on a firmer 
footing for a possible speeding up of 
recovery. Inflation has for the m ost 
part been taken out of inventories by 
the w riting  off of losses thereon, and 
this circum stance, combined with the 
tendency of prices to stabilize in re
cent m onths, has put business in an 
increasingly stronger position.

Funds are plentiful in the m oney 
m arket, but not so m uch so th at wild 
speculation has appeared on exchang
es. T he stock m arket is still m ostly  
professional. T hese facts have led to 
the belief in some q u arte rs that a fur
ther reduction in the rediscount rate  
of the New Y ork Federal Reserve 
Bank is a near possibility.

Making Bank Advertising Attractive 
and Appealing.

M any people who do not stop to 
think contend th at the banking busi
ness is one not requiring  any im
agination, but th at cold figures and 
facts m ust ever prevail w ith it.

How ever, if one thinks of im agina
tion as synonym ous with vision it 
will be easier to realize how m uch of a 
factor of success im agination m ay be
come to a banking institution. Im 
agination takes away from  the drudg
ery o f the banker’s daily task. If he 
sees his job  in relation, not only to the 
work of the bank, but also to the busi
ness life of the com m unity in general 
his in terest will be stim ulated and his 
mind be m ade m ore alert in serving 
custom ers. W ith  the b roader vision 
in exercising business, the m anner and 
m ode of advertising  is closely con
nected. The banker can use advertis
ing m ethods and advertising  copy ap
pealing to the im agination of the 
readers and im pelling them  strongly  
to the  action he desires.

IMPORTERS AND 
EXPORTERS

E S T A B L IS H E D  1863

OUR FOREIGN 
DEPARTMENT

is well equipped and always 
glad to assist any customer in 
the financing and develop
ment of Foreign Trade.

S T E A M S H IP  T IC K E T S  
to and from all foreign lands 
may be secured of the agent 
at our Foreign Department.

CLAY H. HOLLISTER 
P R E S ID E N T

CARROLL F. SWEET
V IC E -P R E S ID E N T

GEORGE F. MACKENZIE 
V .-P R E S . A N D  C A S H IE R
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Grand Rapids National City Bank
C I T Y  T R U S T  & S A V I N G S  B A N K

A S S O C IA TE D

The convenient banks for out of town people. Located at the very 
centers of the city. Handy to the street cars—the mterurbans—the 
hotels—the shopping district.

On account of our location—our large transit facilities—our safe 
deposit vaults and our complete service covering the entire field of bank
ing, our institutions must be the ultimate choice of out of town bankers 
and individuals.

Combined Capital and Surplus --------------$ 1,724,300.00
Combined Total D ep osits----------------------- 10,168,700.00
Combined Total Resources -------------------- 13,157,100.00

G R A N D  R A P I D S  N A T I O N A L  C I T Y  B A N K  
C I T Y  T R U S T  & S A V I N G S  B A N K

A S S O C IA TE D

C L A I M  D E P A R T M E N T
Second to none for prompt and fair settlements.

Live Agents Wanted.

MICHIGAN AUTOMOBILE INSURANCE CO.
Grand Rapids, Mich. A Stock Company.

Grand Rapids M erchants M utual Fire 
Insurance Company

Economical Management 
Careful Underwriting, Selected Risks

Affiliated w ith  the
Michigan Retail Dry Goods Association,

O F F IC E  320 H O U S E M A N  B LD G . G R A N D  R A P ID S , M IC H .

L e g a l Knots-

Are unnecessary and may cause much ex
pense to untie. They are tied by some makers 
of W ILLS who lack confidence in the willing
ness or ability of beneficiaries to carry out the 
Testator’s wishes. Where a Trust Company 
is named as an Executor and Trustee, there 
need be no such distrust; hence no legal knots.

This very able institution will outlast your 
estate, and your grandson’s. Its service is 
specialized, Departmental, ALL-INCLUSIVE, 
therefore—economical.

Call at our office and get the new booklet,
“What you should know about Wills.”

“ Oldest Trust Company in M ichigan”

MichiganTkdst
COMPANY

GRAND RAPIDS, MICHIGAN
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Why the Quail Should Be Fully P ro
tected.

Grandville, Jan  3 - A  little  leaven 
leaveneth the whole lump.

From  sm all beginnings giant p ro 
te c ts  grow. T here  has been m ucn 
said about the farm  bloc dom inating 
C ongress to the h u rt of the rem ainder 
of the country  W hile fa rm er, art= be- 
seiiring the N ational L egislature to 
enact laws especially beneficial to 
calling they have forgo tten  som ething 
nearer hom e that needs loolcinR afte ^

1 note th a t a farm  adviser of the 
V erm ilion county farm  bureau of 
Illinois reg isters a p ro test against city 
hunters and sportsm en m genera ana 
quail hun ters in particular, [ " i s  is 
the season, he says, when so-called 
sportsm en are m aking hie on m e larm  
unsafe for all living things, including 
man. T here  is said to be m uch spor 
in killing a bag of quad. H ow  about 
the value of quail as food when com 
pared to its value as a destroyer of m-

SCT he body of a quail is small, its food 
value a lm ost nil when we com pare 
its value as an insect destroym g bird.

W eed seeds form  m ore than 50 per 
cent of the quail’s fod. I t seems 
about the only b ird  th a t dotes on 
chinch bugs. In  fact, the quail is t 
farm er’s friend and ought to have the 
protection of the law with no open

^ l T a v e  advanced the idea of p ro tec
tion of all b irds from  the crow  down 
to the sm allest sparrow . T hese are 
one and all the farm er s friends. and 
a tiller of the soil, be he grain o r  J i “ 
grow er, stands in his ow n light when 
he perm its the State to outlaw  any or
the wild birds. , . *

T he farm  press has stood almosc 
solidly against progress in the  direc
tion of bird conservation, and the
farm ers have them selves to blam e for 
the presen t conditions of insect des
truction  o f c rops th a t exists in our 
own State a t the presen t time.

T his Illinois county farm  official 
seems to have gotten  his eyes open 
a t last and is dem anding protection
for the quail. . , . _

A t or.e tim e M ichigan had an abun
dance of quail, their cheerful callo 
resounding th ro u g h o u t o u r country  
fields and lanes; to-day they are near- 
lyl ex tinct in some p arts  of the i^ate  
and will soon be ex tinc t th roughout 
its broad expanse unless the L im e rs  
them selves and the farm  press get 
th e ir eyes open to the necessity of 
calling a halt on b ird  destruction  m 
the S tate of M ichigan. . .

B irds are the natural enemies of in
sect life the natu ra l p ro tec to rs ot 
farm  crops even though they  do oc
casionally forage off some of the wheat 
fields and o rchards of the State.

Until the ones m ost interested, the 
farm ers them selves, get th e ir eyes 
open and make dem ands on the Leg" 
islature, there will be nothin«- done 
to save the grow ing crops of M ichigan 
from  the chinch bugs and o ther des
tructive insects which have thrived so 
fam ously under existing law s in our 
State.

T here are people who cannot see an 
inch before their faces and these peo
ple have been in a m ajority  righ t here 
in M ichigan. I t  is high tim e they  got 
their eyes open to the dam age our 
b ird  laws are doing and com m and a 
halt and a com plete change of legis
lation w here the feathered flocks ot 
ou r com m onw ealth are concerned.

T he quail is one o f the m ost a ttrac 
tive birds of M ichigan. A t one time 
every farm  had from  one to three 
large flocks of these birds. T o-day, 
thanks to M ichigan’s solons a t L an 
sing bow ing to the dem ands o f p o t
hun ters the S tate around,they have be
come alm ost extinct.

F arm ing  is the foundation stone of 
the  N ation.

N othing th a t helps to build up our 
w aste lands into profitably cultivated 
fields can in any way injure the gen
eral public. S trange as it m ay appear, 
the husbandm an him self has failed to  
see the  m ote in his own eye in his 
effort to ex trac t the beam  from  the 
eye of his b ro ther.

B ird conservation is the g reatest 
question to-day in this broad land of 
ours. Even th e  big meet of crow ned 
heads and Republican P residen ts at 
W ashington has not a prim ing of in
terest th a t this bird conservation has. 
T here 'll be w ars som etim e, regard less 
of all the resolves and bargains m ade 
at the long com m union table  of our 
National Capital, but the destruction 
of birds m ust stop.

T his is im perative. T he salvation 
of the A m erican Republic depends on 
the continuance of bird life in our 
country.

I t  is not necessary to cry  out in 
defense of the sparrow . H e is a host 
in himself and has invaded the gate of 
every hom e in the land. As brave a 
fighter as any B ritish  soldier he is 
certainly m aking his m ark over here in 
Am erica. A lthough m illions of our 
sweetest song birds have been w anton- 
ly slaughtered  in «order to crush out 
the E nglish  sparrow , the latter is here
to stay. . t u

I alw ays loved the  quail. 1 have 
told in o ther articles of how mv flock 
of splendid birds (quails) were wiped 
out of existence by pothunters from  
Grand Rapids while I was the ow ner 
of a fruit farm . These p re tty  and use
ful birds were shot to death before 
my eyes and I could do nothing, since 
the S tate perm itted  the slaughter, t o 
day o th ers are seeing where once they 
were blind. H eaven speed the day 
when complete justice is done to both 
the b irds and the farm ers of the land.

Old T im er.

“Butter Dollar” Is Farmers’ Largest.
T he farm er’s b u tte r dollar of 1920 

is now 81.8 cents.
The farm er’s milk dollar of 1920 is 

now 76.6 cents.
The farm er’s egg dollar of 1920 is 

now 66.7 cents.
T he farm er’s hog dollar of 1920 is 

now 61.0 cents.
The farm er’s cattle  dollar of 1920 

is now 57.7 cents.
T he farm er’s w heat dollar of 1920 

is now 49.3 cents.
T he farm er’s oa ts dollar of 1920 

is now 37.2 cents.
The fiarmer’s corn dollar of 1920 is 

now 35.2 cents.
T he farm er’s po tato  dollar of 1920 

is now 29.6 cents.
I t is the dollar of the farm er and 

its value th at spells p rosperity  for 
the m erchant. T he dealer who is re
ceiving “b u tte r do llars” o r “m ilk dol
lars” finds his trade with a much 
greater buying  pow er land with it a 
willingness to  spend, when prices 
seem reasonable.

Fourth National Bank
Grand Rapids, Mich.

United States Depositary

Savings Deposits 

Commercial Deposits

Per Cent In terest Paid on 
Savings Deposite 

Compounded Sem i-Annually

iV»
Per Cent In ternet Paid on 

Certificates of Deposit 
L e ft One Y ear

Capital Stock and Surplus

$600,000

WM. H. ANDERSON. President „L A V A N T  Z. CAUKIN. V ic. Preeident
j .  CLINTON BISHOP,fCaehier ___  , , ,  . .

HARRY C. LUNDBERG. Aee’t Cashier ALVA T. EDISON, A sst____________

State Passes Year Without Bank 
Crash.

M ichigan is one of the states in 
which not an incorporated  bank failed 
in 1921.

Every  Federal Reserve bulletin, and 
these bulletins are issued at least once 
a week, show s the  failure of several 
banks in the lesser populated states.

A sm all num ber of p rivate  S tate 
banks in M ichigan, not under the 
supervision of the S tate B anking De
partm ent, have failed, b u t every one 
of the 557 incorporated  S tate banks, 
the two industrial banks, the eleven 
tru st com panies and the 118 N ational 
banks th a t were in existence a t the 
beginning of the year o r th a t were 
organized during  the year w ere do
ing business as usual a t the end of 
the year.

The old standby goods in stock are 
better than the new kinds which soon 
become stickers on your shelves.

Petoskey Transportation Company
PETOSKEY, MICHIGAN

Investigate the above Company as an investment opportunity. 
It is a going concern making substantial earnings, and paying 

dividends.
As an enterprise, it is absolutely sound, and has ahead of it a 

future that is long and bright.
Write for full information.

F. A. Sawall Company
313-314-315 Murray Building

GRAND RAPIDS MICHIGAN

Sand  Lime Brick
Nothing as Durable  

Nothing as Flrepro<3f 
Makes Structures Beautiful 

No Painting  
No Cost fo r Repairs 

Fire  Proof 
W eather Proof 

W arm  In W in te r  
Cool in Summer

Brick is Everlasting

Grande Brick Co.. Grand 
Rapids .

Saginaw Brick Co., Saginaw 
Jackson-Lansing Brick Co., 

Rives Junction

Signs of the Tim es
Are

Electric Signs
Progressive merchant* and manufae- 

tnrers new realise the false of BMMe 
Adterfleisg.

We furnish yen with sketches, prioee 
u d  operating ooet for the asking.

THE POWER CO.
M H O )  CM*«“  DM

8%
Cumulative-Participating

Preferred-Investment
OF THE

PALACE THEATRE 
CORPORATION

AND OLIVER THEATRE
Send for Attractive Cir

cular on a Growing-Going 
Proposition—now active.
N ote —T h e  E d ito r  o f th e  T ra d e s 
m a n  re c en tly  v is ite d  S ou th  B end  
a n d  w a s  so  w ell im p ressed  w ith  
o u r  p ro p o sitio n  th a t  h e  h an d ed  ua 
h is  su b sc rip tio n .

PALACE THEATRE 
CORPORATION 

Oliver Theatre Bldg. 
SouthlBend Indiana
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Is  M utual F ire  Insu rance  Socialism?
A fire insurance policy is a docu

m ent th at the o rd inary  p roperty  ow ner 
know s as little about as he does about 
the m anufacture of the um brella in his 
fro n t hall rack. B oth are p ro tection  
from  unpleasant possibilities, and be
yond the assurance of th at protection 
his in te res t ceases. As a rule he 
m erely instructs an agent in w hom  he 
has confidence to place th e  insurance 
in a good com pany and leaves the 
choice of th at com pany to the agent.

W h at constitu tes a good com pany? 
T he ability and w illingness to make 
fair se ttlem ents o f losses for fair 
prem ium s paid. A ny company, 
w hether it be m utual o r stock, m eet
ing  those requ irem ents is a safe com 
pany to insure in.

T here  are, however, certain un rea
sonable persons who would convince 
the public th a t a m utual fire insurance 
com pany is fundam entally  an un
sound proposition. T he  carefully  
fostered prejudice against th is form  of 
insurance was originally  founded up
on the liability of assessm ent. H ow 
ever, as m any of the m utual com 
panies th rough  wise m anagem ent 
created  reserve and surplus sufficient 
to rem ove the probability  of an assess
m ent and elim inated o r lim ited the 
assessm ent feature in  the con tract, th is 
objection so far as these com panies 
were concerned was rem oved.

R ecently  a new m enace has been 
discovered in m utual fire insurance. 
Active propaganda has been w idely 
circulated to the effect th a t m utual fire 
insurance 5s a form  of socialism . A 
noticeable effort has been m ade w ith 
the public to place th is ancient and 
honorable form  of business in one 
group, tog e th e r w ith sta te  insurance 
and reciprocals, under the  red  flag. 
T he proponents of stock  insurance 
only, sta te  th a t “the b ig  ou tstand ing  
query for the A m erican business m an 
to  duly consider in this m utual plan 
of insurance is: W hy  should the
m utual co-operative schem e if it is 
rig h t be confined to insurance? W hy 
should the business m an who expects 
to  pay no profit on the  insurance he 
buys expect to m ake profit on the 
goods he sells?”

S tate insurance and reciprocals fur
n ish  dem nification against casualty  
risks, particu larly  risks applying under 
the w orkm en’s com pensation laws and 
the hazards a rising  th ro u g h  th e  ow n
ership  and operation  o f autom obiles. 
F ire  insurance, w ith th e  exception of 
autom obile coverage, is not w ritten  
th ro u g h  the  m edium  o f e ith e r sta te  
insurance o r reciprocals and it is un
fair to  class m utual fire insurance 
w ith e ither one. S tate insurance is 
political in  orig in  and paternalistic  in 
effect. Reciprocals are of doubtful 
corporate  identity . A  reciprocal con
trac t is about as effective as the  Con
stitu tion  of the  U n ited  S ta tes w ould 
be w ith the executive provisions re
moved. M utual fire insurance is the 
oldest form  of fire insurance in the 
U nited  S tates and sta te  insurance and 
reciprocals the  new est form  of insur
ance.

“W hy  should the business m an who 
buys expect to  m ake profit on the 
goods he sells?” As applied to  fire 
insurance th e  answ er is because the 
business m an sells a com m odity w hich 
requ ires capital and labor to  construct;

some article  or service which definitely 
adds to the w ealth  of the world. H is 
capital, labor or service are at all 
tim es constructive in effect and he is 
entitled  to his profit. T he fire insur
ance he purchases is pro tective only 
and the purchase of th a t pro tection  
should not be at a profit to  anyone. 
T here  is no profit to any group of 
stockholders in the police p ro tection  
that business men receive and there is 
no econom ic reason why it is unfair 
to expect him  to purchase fire pro- 
tction  w ithout paying profit to o thers 
for it. T here  is no doubt th a t fire 
insurance is a necessity; nor is there 
any argum ent th a t capital is a requ ire
m ent, but there is no th ing to w arran t 
the conclusion th at the insured be
comes a socialist by associating  with 
o ther insurers in the furnishing of 
this capital. F ire  insurance is not a 
com m odity. If  there  w ere no fires 
there would be no fire insurance com 
panies. Tjie business is a gam ble and 
the m ost th at can be collected is the 
equal in dollars for the p ro perty  de
stroyed. T here  is no th ing  new created 
by it.

T he m anufactu rer creates shoes o r 
ships o r sealing wax; the re ta iler is 
the d istribu to r of the m anufactured 
article  ju s t as the agen t sells insur
ance policies. T he local re ta iler and 
the local fire insurance agent are both 
econom ic necessities to facilitate the 
distribution of the  m erchandise and 
pro tection  which they  furnish their 
custom ers, and bo th  are paid for this 
service. But the sto re  keeper who 
sells shoes is not concerned about the 
dividends received by the com pany 
which m anufactures the shoes, nor 
should the local agent selling fire in
surance policies insist th a t his policies 
m ust be issued by a com pany paying 
dividends to capital stockholders. H e 
is told, however, th at he becom es in 
effect a socialist by represen ting  any 
com pany not operating  on the  plan 
of profit to private capital.

T he railroad, the factory, the  bank 
earn  the rig h t to  dividends on the cap
ital invested therein  because they  are 
a t all tim es adding to  th e  resources of 
the nation. T heir effect is positive 
and to deny them  a fair re tu rn  is so
cialism. T he fire insurance com pany 
is a co rporation  selling only pro tec
tion, adding no thing to the resources 
of the w orld and it is econom ically 
righ t and proper th a t this protection 
should be  purchased, no t w ith profit 
to  capital invested, bu t a t cost. T here 
is no m ore elem ent of socialism  in 
m utual fire insurance than  there  is in 
the A m erican R ed Cross.

H am ilton  H . Gi'lkyson, J r .

Fire Demon’s Boast.
I am  fire. I respect no m an, no 

place, no thing. I have left m y m ark  
upon every land and o n  every race. 
I have destroyed large  a reas and con
sum ed w hole cities. I  have killed 
m ultitudes and I still keep on doing 
so. I  never stop  until I  destroy  all 
that lies w ithin m y path. I strike  a t 
the hovel and the palace, the g reat 
and the small. I  am  a ru th less ty ran t 
destructive alike to  life and property . 
M y tim e is any time, m y  place is any 
place, m y m ethod is any m ethod. M an 
has tried  to  m aster me and has failed. 
I  strike when and w here he least 
expects me. H e  has invented ap 
pliances to  check and re ta rd  me. H e

has though t him self safe w ith his 
m eager protection . H e has allowed 
his children to play w ith me as if I 
were a toy. He still doesn’t realize 
that I am his inveterate enemy. He 
has felt him self secure and has not 
watched for my coming. H e has paid 
me m y price for his ignorance—his 
life. H e knows that I am dangerous 
and he still invites me. H e has tried 
to com bat me with his appliances and 
failed. H e flees from  me w henever I 
show myself. H e has legislated 
against me and failed to enforce the 
laws. H e has aided me by placing in 
my way that which I feed on. W hen
ever I destroy, I do not discrim inate 
betw een the old and the young. W hen 
I destroy, the labor of a lifetime dis
appears in a few hours. T he catas
trophes which I cause do not h inder

my operations. T he lessons which I  
teach by my destruction  do not show 
results. I am stronger this year than 
I was last year. T he toll I exact is 
ge tting  larger every year, which 
proves that m ankind has not m astered 
me yet. He has tried to prevent me 
from  sta rting  and has got results. I 
am never going to be elim inated as 
long as man is careless. If I am al
lowed to sta rt I will keep on destroy
ing, and I am  never going to  stop 
until I am prevented, because I am  all 
th at is wicked and destructive. I am 
F IR E .

T here is no time when you need to 
advertise as m uch as when business 
is dull. D on’t cut down on your ad
vertising. Increase it as much as you 
can possibly afford.

OUR FIRE INS. POLICIES ARE 
CONCURRENT

with any standard stock policies 
that you are buying.

The Net Cost is 30% Less
Michigan Bankers and Merchants Mutual Fire Insurance Co. 

of Fremont, Mich.

WM. N. SENF, Secretary-Treas. 

SAFETY SAVING SERVICE

Class Mutual Insurance Agency
“The Agency of Personal Service"

C LA SS M U TU A LS A R E  L E A D IN G  M UTU A LS, B ecause  th e y  lim it th e ir  lines 
to  PA R T IC U L A R  C LA SSES, R esu ltin g  in  W ID E  D IST R IB U T IO N  o f risk s , 
LO W  LO SS RA TIO , a n d  M INIM UM  E X P E N S E .

WE REPRESENT CLASS MUTUALS THAT SAVE
H ard w are , Im p lem en t a n d  S h ee t M eta l D eale rs  50% to  60%.
G arag es , B lack sm ith  Shops, H a rn e ss  a n d  F u rn itu re  S to res  40%.

D ru g  S to res , Shoe S to res . G eneral S to res , a n d  H o te ls  30% to  50%.
A R E  YOU IN T E R E S T E D  IN  T H E S E  SAVINGS? A re y o u r p rem iu m s p ay in g  
you a  T H IR T Y  to  F IF T Y  P E R  C E N T  D IV ID E N D ? If  n o t, th e n  i t  is  up  to  you 
to  see  t h a t  th e y  do, b y  p lac in g  y o u r in su ra n ce  w ith  T H IS  AGENCY.

C. N. BRISTOL A. T . MONSON H. G. BUNDY
F R E M O N T ,  M I C H I G A N

MICHIGAN SHOE DEALERS
Mutual Fire Insurance Company

FREMONT, MICHIGAN

Maintains Its 30%  Dividend Record
By careful selection of risks
By sound and conservative management
By thorough mutuality

Courteous and prompt attention to all enquiries.

ALBERT MURRAY, Pres. L. H. BAKER, Sec’y-Treas.



16 M I C H I G A N  T R A D E S M A N J a n u a ry  4, 1922

SUCCESSFUL SALESMEN.

Van C. Shrider, Known To the Trade 
as John D.

G rand Rapids, Jan . 3— I was born 
at Loudan, F ranklin  county, Pa., May 
4, 1852. My parents were Scotch on 
one side and Germ an on the other. I 
attended the public schools of Loudan 
until I was 13 years of age, when my 
paren ts removed to Cleveland and I de
voted a year to com pleting the studies 
now know n as the eighth grade. My 
nex t m ove was to serve a three year 
apprenticeship as an iron worker. 
W hile pursuing th is line of work I 
m ade the first pa ten t Jennie coupler 
of m alleable iron. I t  was used on the 
Gould system  of railroads. Since that 
time the G overnm ent has enacted a 
law th at all railroads adopt the  Jennie 
coupler to save the life and limb of 
employes. I also made the first m etal 
patterns for the National Cash R eg
ister Co., of D ayton, Ohio, whose 
reg isters have since becom e so gen
erally  used in America. I also fired 
one of the first Mogul locom otives 
which ran on the Lake Shore R ailroad 
between Cleveland and Toledo.

A fter these varied experiences, I 
concluded it would be better to con
centrate my efforts along some par
ticular line wherein there  m ight be a 
future and selected the S tandard  Oil 
Co. as an institution which would af
ford me this opportunity . On Nov. 
4, 1894, I became associated with this 
corporation , and I am pleased to say 
that I have been blessed with health, 
which has enabled me to give the com 
pany tw enty-seven years of continu
ous service in its G rand Rapids field.

W hen I began m y work in Grand 
Rapids the office force num bered five, 
including the  m anager, and a t this 
w riting the clerical force num bers over 
150. T his will enable the reader to 
realize the success a ttend ing  a com 
pany which has done business on the 
square and is continuing to  do so in 
face of the fact th at profiteering in 
this country  has becom e a disease.

W hen I sta rted  with the S tandard 
Oil Com pany I had charge of the tank 
wagon business in G rand Rapids, look
ing afte r the  wholesale and retail 
trade. T he reason for the com pany’s 
handling of the retail trade was be
cause the underw riters would not al
low gasoline to be handled by m er
chants. I was one of the first to es
tablish ru ral delivery by tank  wagons, 
and everyone know s w hat it has grow n 
into. As tim e passed on I was re
warded for services rendered  and pro
m oted to the lubricating  departm ent.

Now, I w ant to say a w ord in re 
gard  to how our large family of about 
25,000 w orkers are trea ted  by the 
officers who are directing  the Standard  
Oil Com pany of Indiana. T he in
dustrial re la tion  plan which it put in
to actual practice speaks volum es for 
its m anagem ent and m any o ther large 
industries adopted this plan as soon as 
they  learned of its success by the 
S tandard  Oil Com pany. I t  explodes 
the theory  th at a large corporation  is 
heartless to its people. A nother com 
m endable act on the p a rt of the com 
pany is the pension paid old employes 
in recognition  of services rendered. 
In  sum m ing up the relations which 
exist in our organization  one can see

why m em bers of th is family can not 
be o ther than boosters for the com
pany.

L ast, but not least, I have reason to 
be proud o f having been g ran ted  an 
honorary  certificate by F o rest Lodge, 
No. 388, F ree  and A ccepted M asons 
of Cleveland.

At this tim e I w ant to announce to 
my friends that, due to the policy of 
S tandard  Oil Company, I have a r 
rived at the re tiring  period of this 
Com pany and as a last rew ard for 
faithful service I shall be placed on 
the annuity  roll for the rem aining 
years of my life. I w ant to thank  the 
m any friends whom  I have made in 
my hum ble walk for the kind trea t
m ent and courtesies tendered me in 
the past.

On Dec. 24 I was invited to visit

Van C. Shrider.

our office, w hen I found a pleasant 
surprise aw aiting me by our boys who 
constitute our sales force. J. C. M ar
shall, our M anager, m ade the p re 
sentation speech in which I received 
as a token of good fellowship from  
my associates a beautiful M asonic 
ring, which I prize beyond words to 
express. On Dec. 12, a t Cadillac, 
when I was in troducing my successor, 
C. A. M erritt, to my trade and friends, 
I had ano ther p leasant surprise given 
me by eight of m y fellow travelers— 
F. W . W ilson, A. C. Rockwell, Neal 
Cary, L. O ’Neil, C. F. H ow e, Edw. 
Sovereen, W . J. M cD onald and A. T. 
Sharp. F. W . W ilson m ade the fol
lowing speech in p resen ting  me w ith a 
pipe:

“As fellow travelers we have m et 
here this evening to  show our ap
preciation and love for you on  the eve 
of your re tirem en t from  the active life 
of salesm an which you have filled so 
well with highest honor to yourself 
and credit to the com pany you have 
so ably represented.

“T he real w orth  o f m en to-day is 
not m easured by the dollars they  have 
laid aw ay or by the m ansions they 
m ay live in, but by the good they have 
done their fellow men, by the num 
ber of their friends, and by the sun
shine and happiness they  have spread 
along  the pathw ay of life. As we look 
into your sm iling face to-night, we see 
reflected th ere  th a t same sp irit of

good cheer which has been a com fort 
to so m any of your b ro th e r trave lers 
for the p ast tw enty-seven years. You 
have alw ays been able to  see the  sil
ver beam s shining on the fa rther side 
of the darkest cloud and have always 
been ready to poin t the b righ t future 
to a discouraged b ro th e r and send 
him on his way w ith a ligh ter heart 
and an assurance of better prospects 
ahead.

“Y our m ethod of salesm anship has 
been the only one which can comm and 
the confidence of your custom er, the 
respect of your com petito r and the 
gratitude of your com rades of the road 
—th at m ethod of honesty in business 
and live and let live w ith your com
petitors.

“To Mr. M erritt, this young  m an 
who is to be your successor, let me 
say, you are follow ing in the foot
steps of one of the best salesmen on 
the te rrito ry  and if you will b rand in
delibly the character of your- prede
cessor on the tablets of your m em ory 
and do no th ing  to de trac t from  the 
business and good fellowship he has 
established, in years to  come when 
your hair like his has tu rned  to silver 
gray, the S tandard  Oil Com pany can 
re tire  ano ther traveler whose record 
will be a guide for the new man.

“And now, in behalf of this little 
group of friends, I p resen t you this 
pipe as a token of our friendship and 
as a rem em brance of the m any pleas
ant hours you have helped us pass 
away. And as you sit in your easy 
chair in your pleasant hom e in Grand 
Rapids and the sm oke clouds from  
this pipe darken the rays of light, let 
them  bring  to your mind the dark 
and dreary  days we have had together 
in our struggle for business, and then 
as the sm oke clouds clear aw ay and 
the rays of light begin to break  
th rough, let them  sym bolize the b e t
ter days which have won for you the  
love and friendship o f the  boys on 
the road and th is rest from  active 
service which you have so richly 
earned.”

I was m arried Jan . 25, 1880, to Miss 
Della Day, of Cleveland. W e have 
had one daughter, who is now  m ar
ried and lives w ith her husband, W . 
R. M iller, a t P ittsburg .

W e reside in the C arsten ap art
m ents, co rner M ichigan street and 
B arclay avenue. W e a ttend  the 
C hristian Science church. I am  still 
a m em ber of F o rest City Lodge, No. 
388, Cleveland.

My hobby has been hard  w ork  and 
to this I a ttribu te  the success w hich 
has a ttended m y career as a traveling  
salesm an. Van C. Shrider.

When Business Interferes.
A salesm an found he had four 

hours to wait for a train , so decided 
to rem ain in the  sto re  of one of his 
custom ers. A gam e of cards w as p ro 
posed and several prom inent citizens 
joined. T hey re tired  to a back room . 
Soon a wom an en tered  to  m ake a 
purchase. As she stood waiting, the 
salesm an happened to  look up and  
see her. H e  called the  p ro p rie to r’s 
attention  to her.

To his surprise the shopkeeper put 
his fingers across his lips and said 
softly, “S-sh—don’t m ake any  noise; 
m ebbe she’ll go out again."

Bonus Legislation to Be Pushed in 
Congress.

T he presenta tion  in the H ouse of 
new so ld iers’ bonus bills has sen t an 
o ther train  of cold chills up and down 
the spine of A m erican business. T he 
evident determ ination  o f influential 
m en in both  H ouses to  pu t th rough  a 
radical m easure of some kind fully ju s
tifies the cu rren t feeling of anxiety. 
T he country  has hardly  digested the 
provisions of a com prehensive in te rnal 
revenue revision law, and yet we are 
on the b rin k  of an o th er taxation  cam 
paign, facing once m ore every one of 
the dangers in the way of radical leg
islation we have ju st escaped.

The m ost alarm ing  bogey now  on 
the skyline is the resurrection  of the 
sales tax to provide the necessary 
revenue for the “adjusted  com pensa
tion” ex-soldiers are to receive under 
the projected  bonus bill. M r. Ford- 
ney declared several m onths ago th a t 
he was reserving the sales tax  for this 
particu lar purpose and w hether he is 
still of the same mind o r not, there  is 
no doubt o ther influential m em bers of 
the-H ouse will insist upon this m ethod 
of securing funds to m eet the heavy 
drafts th at will be caused by this leg
islation.

But already the H ouse agricultura l 
bloc has declared against any plan for 
a sales tax as a m eans of raising  the 
revenue to  pay a so ld iers’ bonus. T he 
form al ultim atum  to this effect was 
issued a few days ago by R epresen ta
tive Dickinson of Iow a, a prom inent 
Republican, who undoubtedly speaks 
for the bloc.

“W e shall not in terfere w ith the 
b ringing out of the bonus bill,” says 
Mr. D ickinson. “T h at is the province 
of the W ays and M eans Com m ittee, 
and C hairm an F ordney  has prom ised 
th a t it will be done early in the p res
ent session.

“I t m ay as well be understood, how
ever, th a t we w ill not perm it the 
m oney for the so ld iers’ bonus to be 
raised by a sales tax. Such legislation 
would m erely be the en tering  wedge 
th a t would ultim ately  resu lt in the 
extension of the sales tax  plan to meet 
o ther revenue requirem ents.”

Realizing th at some constructive 
suggestion m ust be m ade to the H ouse 
leaders to head off a sales tax, the 
agricu ltu ra l bloc m anagers declare 
they will offer half a dozen form s of 
taxation  which they are confident the 
public will p refer to  a sales tax. 
A m ong these are taxes on gifts, h igh
er inheritance taxes, and taxes on so- 
called “com m unity p ro p erty ,” a new 
form  of Federal tax. I t  is also p ro 
posed to  boost rates on alcoholic 
liquors of all kinds, a lthough  the p ro 
hibition law has a lm ost entirely  
destroyed the p roductiv ity  of this 
class of im post. T here  is som e senti
m ent in favor of Secretary  M ellon’s 
plan legalizing under heavy tax  the 
production of beer and  light wines.

N early  every a lternative  p roposition  
suggested by the agricu ltu ra l bloc in 
lieu of the sales tax  was considered 
during  the  discussion of the  recently  
enacted in ternal revenue revision l^w ; 
nevertheless, M r. D ickinson believes 
th ey  will all stand a b e tte r  chance of 
adoption  than  a  sales tax.

T he best th ing  ever seen on a m an 
is a head full of comm on sense.
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FIRE WINDSTORM

Cbe mm mutuals
Agency

LANSING, MICHIGAN

Representing One of the

Strongest mutual Tire Tns. Groups
In  United States

W ith

$21,750,000.00 Cash Assets 
10,100,000.00 Cash Surplus 

4,000,000.00 Cash Dividends
Paid in 1920

W e also furnish to  our clients, w ithout cost, the best insurance and engineering service 

obtainable and in case of loss our ow n adjusters w ill serve you.

Strength. Service, economy

A. D. BAKER, Sec’y-Treas.

ROBERT HENKEL, President 
Detroit

GEO. A. MINSKEY, Manager 

120 Ottawa St., Lansing, Mich.
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HE CANNOT BE PRESIDENT,

But He Is Most Popular Man in 
World.

W ritte n  for th e  T rad esm an .
Said the Old T im er:
“Seemes to  me W arren  Gamaliel 

H ard in g  got a b igger m ajority  than 
any o ther candidate who ever ran for 
P residen t?”

“He sure did,” I told the Old Tim er. 
“ It ran away up in the m illions?” 
“As I recollect, it did.”
“W ell,” said the Old T im er, pen

sively, “all I got to say is, it is lucky 
for W arren  he was running against 
Jim m y Cox instead of against S. 
Claus, Esquire. If he’s been running 
against this chap, Claus, he’d have 
gone up against a N ation-w ide o rgan
ization that would have snowed him 
under.”

U nfortunately , or perhaps fo rtun 
ately for our aspiring  public men, 
Santa Claus isn’t eligible. He was 
born outside the United States. But 
he has thrived on a par with every
th ing  and everyone else since he came 
to  dwell am ongst us. No country  in 
th e  world lisa taken Santa Claus to 
its bosom  as we have and no country 
in the world, either, could make a 
single dom inant personality  the p re
tex t for so much “better business.” 

For, from  one end of the country  
to the other, everybody, for an entire 
m onth, is talk ing  Santa Claus, th ink
ing  Santa Claus, dream ing Santa 
Claus, and w ondering how  on earth  
he is going to foot the bills for the 
Santa stunt. And all the rest of the 
year the whole coun try  is looking 
forw ard to Santa Claus’ visit, and pre
paring  to welcome and—be it added— 
to finance him.

Some en terprising  banks, indeed, 
make a feature of Christm as Clubs, 
designed to spread the outlay for next 
C hristm as over the entire year. A l
ready these banks are soliciting m em 
berships in next y ear’s C hristm as 
Club. You pu t in 10 cents a week and 
next C hristm as you have $5 plus to 
spend. P u t in $1 a week and you 
have $50. Pu t in $5 a week, and you 
have $250. And when you have spent 
"hat $5, $50 or $250 as the case may 
be, you will have a nucleus for next 
year. T hus the enterpris ing  bankers 
help the thrifty-m inded to finance 
C hristm as a year ahead and inculcate 
thrift in the careless—all in the name 
of the im m ortal and illustrious Santa 
Claus, whose foreign nativity  is the 
only th ing  that debars him from  the 
highest office in our gift.

But if Santa Claus can’t be P resi
dent of the U nited S tates for the 
W ashingtonian lim it of eight years, 
he is assured of a job in perpetu ity  as 
presiding genius of the Am erican 
household every recu rren t December. 
And 110,000,000 South of the in
visible boundary, and 8,000,000 o r 
m ore N orth  of it regard  him with 
reverent affection.

The m ost im pressive th ing  about 
anta Claus is the varied am ount of 

activity  w hereof he is the fountain
head. Am erica busies herself tu rn 
ing out C hristm as toys and C hristm as 
fancies and novelties of one so rt and 
ano ther; and, not content with her 
own output, Am erica ransacks the far 
corners of the e a rth  for new things tq 
cram  into C hristm as stockings.

Yet not so long ago an archeologist 
delving in the recesses of a m usty 
E gyptian pyram id, found an a rray  of 
tiny im ages—dolls, m annikins, ani
mals, toys for the kiddies who played 
on the banks of the Nile o r played 
hide and seek w ith Moses in the bul
rushes thousands of years ago. T he 
spirit of C hristm as giving and the 
personality  of Santa Claus antedate 
our C hristm as festival by aeons.

The first C hristm as I rem em ber 
was that o f  1888, and the first C hrist
man toys I can recall were a tin 
turtle  for m yself and a tin alligator 
for my b ro th er Sam. T he tu rtle  was 
a hom ely gray, as I recollect, and the 
a lligator a vivid green, and, when 
wound up, they would crawl over the 
floor in a m ore or less d irect course.

These devices belonged to  the era 
of th ree-for-a-quarter mixed candy. 
Some places, in the early  90’s, you 
could buy four pounds of mixed 
candy for a quarte r; and a th rifty  boy 
could make a couple of handfuls of 
this cheap candy last until a couple of 
weeks after New Years. Yet, as I

recollect it, some boys of my ac
quaintance had a hoggish habit of 
hanging up their stockings a second 
tim e on New Y ear’s Eve, in hope of 
a re tu rn  v isit; and there were even 
m iraculous cases w here Santa Claus 
did come a second tim e, with dis
astrous results to stom achs already 
overloaded.

The am azing th ing  about Santa 
Claus is his activity  in devising new 
toys to please the kiddies. T he tin 
turtle  that would crawl a few inches 
was the p rogenito r of a host of 
m echanical devices, that travel at 
som etim es terrific speed and with 
a huge jangle o f noise. A lm ost every
th ing  of a m echanical nature  is nowa
days im itated in the toy  world, and 
some of the im itations come very 
close to the originals. Indeed, the 
m echanical sets now on the m arket 
are excellent and practical gifts for 
m echanical-m inded youngsters, and 
a boy with some orig inality  can 
achieve rem arkable results with them. 
T hus Santa Claus is diligently tra in 
ing the Edisons and M arconis of to

m orrow  to achieve new inventions to 
be im itated in toys for the youngsters 
of tw enty, th irty  or fo rty  years hence.

T he late Colonel Roosevelt was a 
g rea t ally of Santa Claus, though 
perhaps he functioned subconsciously 
in that direction. A celebrated h un t
ing trip  “T eddy” made resulted in the 
evolution of the T eddy bear, perhaps 
the m ost popular toy invented in a 
generation. T he huge, ungainly T ed
dies of ano ther era are not so com 
mon in the toy shops as they once 
were, perhaps, but they are still in 
service in hundreds of thousands of 
hom es; while the Santa Claus em
porium s offer sm aller-sized Teddies, 
and weird likeness of m any o ther 
furry anim als, constructed  on the 
same durable principle.

T he popular kiddo-car m arked an
o ther era in the evolution of the m od
ern Santa Claus. Like the teddy- 
bear, it has had scores o f  adaptations.

T he war seems to have stim ulated 
hum an ingenuity in the devising of 
novel toys, and of variations to the 
old, dependable toys th at are, per-

T H E  SIG N OF

Look for the 
ROWENA 
trade-mark 
on the sack

Q U A L IT Y

Lily White
“ The Flour the Best Cooks Use”

IS CLEAN
Thousands of Michigan women are using Lily White every day because 
they have learned by actual experience that no other flour is so positive 
of good home baking results. Breads, biscuits and pastries baked with 
Lily White are wholesome and flavory, appetizing and digestible.

Before being milled the grain is cleaned, scoured and washed eight 
times. The six-break system grinds the nutritious portions of the wheat 
until the granulation is uniform and perfect. The finest imported silk 
bolting cloths are used. No foreign substances, and no inferior by
products enter Lily White.

Excellent for Children
Because Lily White is wholesome and clean it is of remarkable value 
to children whose growing bodies demand real nourishment.

The best cooks take no chances of ruining their culinary perfections. 
They use Lily White for baking because they are good cooks.

You, too, can get Lily White from your grocer.

VALLEY CITY MILLING COMPANY
GRAND RAPIDS, MICHIGAN 

“Millers for Sixty Years”

A ds like  th ese  a re  being  ru n  re g u la r ly  a n d  co n tin u o u sly  in th e  p rin c ip a l p a p e rs  th ro u g h o u t 
M ich igan . Y ou will p ro fit by  c a r ry in g  L ily  W h ite  F lo u r  in  s to ck  a t  a ll tim es, th e re b y  be ing  
p laced  in  position  to  su p p ly  th e  dem and  w e a re  he lp in g  to  c re a te  fo r L ily  W h ite  F lo u r .
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haps, alw ays the best sellers and the Proceedings in the Local B ankruptcy
m ost popular with the youngsters. Court.
. . . .  __G rand  R apids. Dec. 21—On th is  dayW itness the im provisations on the were received the schedules, order of
o ld - f a s h io n e d  s h o o -f ly  r o c k e r — th e  re fe ren ce  a n d  ad ju d ica tio n  in b an k ru p tc yoici la sn icm c u  ^ . . i n  th e  m a tte r  o f F red  D. Beilis, B an k ru p t
d u c k s , c h ic k e n s , lio n s , a n d  o tn e r  2030. T he m a tte r  h as  been re fe rred

• i - i  w ith  rn rW ers  to  B enn  M. Corw in a s  re fe ree . T he b a n k -w e ird  a n im a ls  e q u ip p e d  w ith  r o c k t  ru p t  is a  re s jden t  of G rand  R ap ids an d
a n d  d e l ig h t in g  y o u n g s te r s  w ith  th e i r  lis ts  h is  o ccupa tion  a s  a  c a re ta k e r . T he 

,. , . . , . . .  a s s e ts  o f th e  b a n k ru p t a re  in th e  sum
n o v e lty .  S im ila r ly  v a r ie d  a d a p ta t io n s  o f a d  0{ w hich is c la im ed  as  exem pt,
of 'h e  kiddo-car have made .heir ap- and J iah '.itie a
p e a r a n c e  is a s  follows. a ll loca ted  in G rand  R ap ids.

A s  for' the new ideas in dolls, their I» W ~ »
„ante is legion. In the old days tie r- » ¡ J r t  «1:11
m any dom inated the doll situation, and General Cigar Co. ----------------------  i 7-ni
w hether a doll was big, medium o r ^ e^ \ ^ n£ 0 cS;-ZZZZZZZVSSJ::Z 27.8)
small, it had p re tty  much the same X « g a r  52.45
cast of countenance and the same T_ Shaw, Grand Rapids --------  3.1!
long, ungainly figure. T he expression « “ ^ S ta to T e l .  Co. - - - - - - -  -  6| ; “
dolls of recent years have m arked a •—  i f S
n e w  e ra , in  w h ic h  th e  to y m a k e r ,  t a r  s to re  F ix tu re s  C o . _________  39.45
from  follow ing the traditional lines Thomas Je ffe rso n  - - - - - - - - - - -  ^
of decades and centuries, is learn ing Joyce & Son ------------------------------  20.03
to th ink  and design for him self and
for the countless A m erican kiddies S°nsL“ ” ” ™ “  “ lit
who enjoy som ething different from pjper & C u t l e r -------------------------------  22.90

Santa Claus pack. W illiam  B a r e n t s o n __ ______________  19.05
All this represents additional out- j .  F. H a llad ay  Co. ----------------------  -86

lay for parents, and additional busi- Grennen’s ______________________  —12
„css opportunities for m erchants f t »
catering  to  the Santa Claus trade. T he S a n ita ry  M ilk Co. ------------------------
dem ands of youngsters, even of small steek^B ros?0*!______________________  10.40
v o u n g s e r s  learning to toddle, are in - T he firs t m ee tin g  o f c red ito rs  in th is  
y T , . . r• . octpH m a t te r  w ill be held  a t  th e  office of theordinate. I ask W ida W n u tr ia ,  agea r e feree  on J a n . 3 , fu n d s  having been
2V-> y e a r s  what she wants Santa a d v an ced  fo r th e  g u a ra n ty  of th e  expense  
* ' z 0f th e  sam e.
Claus to  bring her. Dec 21. On this day was held the

“ T « ra n t a ihvi<sawee ”  sh e  s a v s .  w ith  firs t m ee tin g  of c red ito rs  in th e  m a tte r1 w a n t  a h y s a w e e , sn e  s a y s ,  w u  of H a r ry  S nyderj B a n k ru p t No. 2020. T he
c o n v ic tio n . b a n k ru p t w as p re s en t in person  a n d  by

A “bysawee,” being transla ted , Î S i n t S  "sSSSSi
m eans a "bicycle.” M ultiply that by g a in a  ™  woved ¡md^llowed^aeamst
six or seven o ther dem ands equally present to vote for the choice of a  trus-
ex tortionate, m ultiply th a t by  the S i
num ber of children betw een the A t- th e  a m o u n t of h is  bond a t  $500. T hen u m u e r  u i  u n m  c b a n k ru p t w as  th en  sw orn  a n d  exam ined
lantic and the Pacific and betw een the b th e  re feree  w ith o u t a  re p o rte r . T he 
Gulf of M exico and the N orth  Pole, b a n k ru p t ^ l a t e ^ o r a j l y  to ^ ta k e  h s
and y o u  have a p re tty  good idea of the cash  a n d  allow  th e  sam e to  be sold w ith

' \ th e  b a lance  of th e  a sse ts . T he  in v en to ry
sort of dem and m ade upon Santa a n d  a p p ra isa l w as  filed. T he  m ee tin g
Claus. I t  would b ankrup t hum anity ; % secthe2n2^ ¿ “rned ™ £ ou$ £ ? % ceWeA
but on the o th e r hand it would pro- th e  p é titio n , o rd e r of re fe ren ce  and ad-
vide hum anity w ith em ploym ent until Bankrupt No'
„ex t Christm as. ¡»» j, T h e a t e r  b .  . » J » »

M eanwhile, Santa Claus positively algo b a s  been  ap p o in ted  receiver. A 
m ust supply a t least a few of the ^ f L n k Î u p t ^ a
th in g s  fo r  w h ic h  th e  k id d ie s  a re  c la m -  co rp o ra tio n  of G ran d  R ap ids an d  c a rry in g  in m g s  ir bu s in ess  of m ak in g  au tom obile
o r in g .  W h ic h  m e a n s  t h a t  th e  o ld  bodies F ro m  th e  fa c t  th a t  th is  is an
fellow with the cotton  batten  whisk- jnvolunt
ers will continue every C hristm as b a n k ru p t’s c re d ito rs  c an n o t a t  th is  tim e
season to  stagger beneath  a constan t- h e ^ l v . ^  T g. ¡ 4 M «  w.11 t*  «led

ly heavier pack; and  betw een tim es '“ • „ f i
will be kept busier than  ever invent- of B e rn h a rd  & P lag , B a n k ru p t No. 1947. 
ing  new toys to delight youngsters
th roughout Am erica and add to  the A. C t o E
lure of the C hristm as shop windows. o im s te ad , R o b ert J .  Q uail, F ra n k

V ictor L auriston  Blakely and Boltwood & Boltwood werev lcior i^auri&iu present for various creditors. A large
----------- n u m b e r o f c la im s w ere  proved  an d  a llow -

H ow  T o T est Rope. ed. B e rn h a rd  O stendorf, o f L ud ing ton ,
H ow  stro n g  is a rope? A t the Bu- bom ^fixe^^y6the "referee a t $25,000.

reau of S tandards laboratories in the B e r m t r d , S S t o f S  
D epartm ent of Com m erce, tests have those present that the trustee apply for 
been m ade th a t have resulted in “  w ' S ï - S " ' ®
answ ering  th a t question w ith a g u »  why «boy
form ula. F o r th ree-strand  regular lay them. The meeting was then adjourned 
m anila rope from  Vi to 4^4 inches in ^D ec" 24? On this day an order was
diam eter, the following com putation made paying the m atter ̂. , , , . . , c . i ta x e s  a n d  labo r c la im s m  tn e  m a r ie r  oi
w ill  g iv e  th e  b r e a k in g  lo a d  ox th e  Bved w .  F ren ch , B an k ru p t N o. 1919.

In  th e  m a tte r  of C lare  M cN aughton . 
rope: B a n k ru p t No. 2029. th e  fu n d s  n e ce ssa ry

T he average breaking load in fo r th e  firs t m ee tin g  of c red ito rs  nave 
, 1 P A A A  u . been  ad v an ced  to  th e  c o u rt an d  th e  firs t

pounds equals 5000 m ultiplied by th e  m6e tin g  w ill be held  on J a n . 3.
diam eter of th e  rope in inches, m ulti- ----  •  '• ♦
plied by the d iam eter of the rope in- W ill T h ey  E ver?
creased by one. M arie, the eight-year-old hopeful of

T his will give, of course, the aver- a certain  household, w as seated a t  the
age m axim um  w eight th at the rope breakfast table one m orning, when, as
will hold but the w orking load o r the usual, eggs were served. E ither M arie
load th a t a co n tracto r or safe-hauler was not hungry  o r she was tired  of
m ay apply w ith p roper safety and eggs, for she very earnestly  said,
precaution would be considerably less “I wish to goodness th at hens would 
than  the load given by the form ula. lay som ething besides eggs.

H U
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W e knew this book by Paul Findlay would go 
over big with the retail grocers of America. But 
we hardly expected the deluge of requests that has 
flooded this office. From every corner of the coun- 
try — and Canada, too—have come letters of en- 
thusiastic and grateful response.

“A  great book—one of the best I ever read on 
the subject of profits and pricing,” says the head 
of a large store in Chicago. “ It certainly gives the 
right dope on the selling game,”  comments an
other large operator in Los Angeles. While a 
small grocer ’way up in Vermont voices the sen
timent of grocers the nation over when he says: 
“ Paul Findlay is certainly the goods plus ioo°Jo 
—anything he writes is worth reading.

Only a small quantity of the first edition is left 
—but we’ll promise to send you a copy by return 
post if you write at once. The quicker you get 
this profit-book and study its principles and price- 
tables the brighter your bank-balance will be in 
1922. Write now! California Prune and Apricot 
Growers Inc., 199 Market Street, San Jose, Cali
fornia.* A n association of 11,000 growers.

SUNSWEET
Ca l i f o r n i a ’s  n a t u r e -f l a v o r e d

PRUNES



J a n u a ry  4, 1922

We invite you to m eet

The new line  of laundry- 
shrunk, semi-soft collars.
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A reproduction o f  the letter received by 
Müler & Bingham (now Hall, Hartwell 
& Co.) in 1883 which is an inspiration to 
j . .  M n n ..A./.fi.Fi> « f  rnmfortahle collars.
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"MARK TWAIN”
Hallmark

SOFT COLLARS
are made o f a fabric woven for onr use, to which the utmost 
thought has been given with a view to producing a 
collar, which will be smooth and good style in  appearance, 
suitable alike for office or outdoor wear, and having all the 
laundry economies o f the soft collar»
Combined with this attractive fabric will be the skilled needle
work o f Troy’s Master Craftsmen who know the art ot collar
making.
These Hallmark collars are laundry-shrunk in order to insure 
practically no change in  size by re-laundering.
Mark Twain is a product that embodies all the comfort and 
simplicity that appealed to Mr. Clemens. Undoubtedly it is 
the kind o f collar he would have enjoyed.

HAllharK
SOFT COLLARS

la d in g  wholesalers are now 
showing samples and booking 
orders for Spring delivery.

h a l l  HARTWELL & CO. 
Troy, N. Y.

Makers o/Hallm ark Shirts, Hallmark Athletic Underwear, 
Hallmark and Slidewell Collars.
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Michigan Retail H ardw are Association. 
P re s id e n t—N orm an  G. Popp, S ag inaw . 
V ic e -P re s id en t—C has. J . S tu rm er. P o rt

S e c re ta ry —A rth u r  J . . S co tt, M arine
d ty .

T re a s u re r—W illiam  M oore, D e tro it.__

Suggestions For the Hardware Dealer 
in January.

W ritte n  io r  th e  T rad esm an .
M erchants differ as to the best time 

for taking stock, but the concensus 
of opinion favors early in January.
A great m any plunge into the task 
right after the New Y ear holiday; 
o thers wrait until the second week of 
the year before sta rting . A few have 
found it advisable to wait until Feb
ruary. In  the la tter instance, however, 
the date is generally  placed late in 
o rder to  allow the holding of pre-in
ven tory  sales.

Sum m ing up all available inform a
tion, and weighing all a rgum ents ad
vanced by dealers of conflicting views, 
the m ajority  conclusion seems to be 
that it is desirable to  s ta rt stock
taking as early in the new year as cir
cum stances will allow. I t  is a dull 
season a t best, and the  necessary 
tim e can be more readily spared now 
than  a t any o ther season of the year.

A further purpose served is th a t the 
inventory directly  follows the  close of 
the year and provides the m erchant 
w ith the inform ation necessary to en
able him  to reach an accurate esti
mate of the business done during the 
twelve m onths. I t  is advisable that 
the close of the business year coin
cide as nearly  as possible w ith the 
sum m ing up of the y ear’s results.

M any m erchants hold clearance 
sales around stock-taking time— some 
before and som e after. A great m a
jo rity  seem to favor the after-inven
tory  idea, though opinion on  this 
point is by no m eans unanim ous.

One firm I know  of m akes a practice 
of holding an annual pre-inventory 
sale. T he procedure is to stage a 
big clearance sale in January , and to 
follow it up by taking stock tow ard 
the  end of th e  m onth. T he results 
in the past have been satisfactory  to 
the m anagem ent, and the practice is 
being continued.

T he head of the firm states that, 
by following th is procedure it is pos
sible to clear out accum ulated stocks, 
old lines and the odds and ends which 
are bound to  ga ther in the course of 
a y ear’s business. T he sale, if suc
cessful in any degree, m aterially  re
duces th e  quantity  of such odds and 
ends, and m akes stock-taking th a t 
m uch easier.

On the o ther hand, supporters of the 
after-inventory sale urge that, to 
b ring  the sale on before stock-taking, 
is m uch the same as p u tting  the cart 
before the  horse. T he sale, they  claim, 
is the logical outcom e of the stock-

laking, and not, in any sense, a pre
paratory  step. F rom  their poin t of 
view, it is im practicable to  hold a 
c learing  sale until the stock has been 
carefully sorted over. S tock-taking 
shows what lines need reducing and 
brings to light odd lines and slow 
sellers collected during the year. It 
would be impossible to know  before
hand what stock the store contains 
which requires speedy handling unless 
a sort of prelim inary inventory were 
made.

The argum ent is apt to becom e 
theoretical; while it is the business of 
the hardw are dealer to rem ain in tense
ly practical, and to make his p rac
tice fit the locality in which he car
ried on business and the conditions 
under which he operates. T he u lti
mate decision, as to w hether to hold 
the clearing sale before or a fter stock 
taking, is largely an individual one; 
and the m erchant who know s his pub
lic and his com m unity and is reason
ably familiar with his stock will be 
p re tty  apt to decide right, w hether he 
decides for an early  sale or a late one. 
T here are successful dealers on both 
sides of the fence; for w hat suits one 
m an’s business m ay not prove satis
factory for another.

Indeed, one dealer I know of holds 
an “Odds and Ends Sale” ju st after 
Christm as, takes stock, and follows 
stock-taking with an elaborate clear
ance sale. T his m ay seem like over
doing it; but the dealer claims he gets 
all the benefits.

T here  are some dealers who take a 
different line. These hold, no t a big 
general clearance sale after the stock
taking, b u t a series of specialty sales. 
T hat is, they m ake a display of some 
particu lar line o f goods and endeavor 
to stim ulate sales by featuring  the one 
branch.

One firm in a city of 25,000 people 
holds a laundry  and dairy supp’y sale 
in February . As a side-line they fea
ture a clearance sale in kitchen u ten 
sils, general tinw are and heating  ac
cessories. T he heads of this firm b e 
lieve in doing things on a p re tty  wide 
scale. T hey advertise their laundry 
and dairy sale for a week in the local 
dailies, using half page space, and a t
tractively illu stra ting  the m atter with 
num erous cuts. They devote the en
tire second floor of tv.e‘r store to the 
lines featured and the result, in norm al 
years, is a p re tty  thorough clean-out 
of stock. Churns, separators, pans, 
w ashing m achines, w ringers, clothes 
baskets, clothespins and sim ilar a r
ticles are sold in large quantities.

T he heads of this firm are con
vinced th at publicity  pays to the full
est extent. Up until the last few 
years they aid not advertise very ex
tensively. A fter two years’ experience

Michigan Hardware Company
100-108 Ellsworth Aye., Comer Oakes 

GRAND RAPIDS, MICH.

E xclusive Jobbers of Shelf Hardware, 
Sporting G oods and

F I S H I N G  T A C K L E

Foster, Stevens & Co.
Wholesale Hardware

157-159 Monroe Ave. :: 151 to 161 Louis N. W.

Grand Rapids, Mich.

Used Adding Machines
Burroughs, Wales & American.

Used Check Writers
Todd, F & E, Peerless, Sentinel.

Save \
on these by buying of

Grand Rapids Store Fixture Co.
7 Ionia Ave. N. IV. GRAND RAPIDS, MICHIGAN

Our travelers are out with the new things in robes, 
blankets, sheep lined coats and mackinaws. In the 
past our line of this merchandise has always been 
a strong and active one and for 1922 you will find 
many fine additions.
Kindly wait until our salesman calls on you and 
then look over the line. You will be glad you 
waited for this.

Brown & Sehler Co.
Grand Rapids :: Michigan
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of the extensive use of p rin te rs’ ink, 
they state  th at the result is an im 
m ediate increase in business. F rom  
m odest p roportions the laundry  and 
dairy supply sale under the stim ulus of 
advertising  grew to such a size that it 
was only w ith some difficulty that the 
rush of trade could be handled.

The difficulty at this time o f year 
is to get people to the store ; and the 
special sale achieves this result. Once 
they  come in, they are likely to bu>, 
if not the article that in terested  them 
in the first place, then likely som ething 
else.

T o re turn  to this m atter of stock
taking, the sooner the task  is done, 
the better. It is bound to prove a 
hindrance to trade in some respects.
T he salespeople cannot be expected to 
display keen in terest in m aking sales 
while stock-taking is in progress. Cus
tom ers know this, and prefer to do 
their shopping a t some other time.
It follows that the best time to take 
stock is when custom ers are least 
likely to call.

T he dullest period is unquestionably 
righ t after the C hristm as trade, and 
in the g reat m ajority  of cases it will be 
wise to plunge into the stock taking 
as soon as the holiday season is over.

“ L ast year I decided to  postpone 
stock-taking,” a hardw are  dealer told 
me. “M y custom  had alw ays been to 
plunge righ t into it a lm ost as soon as 
the last holiday custom er had m ade 
his exit. Still, there had always been 
some dem and for left over C hristm as 
goods during  the tim e we were at 
work, and it occurred to me that it 
m ight be wise to postpone stock
taking for a couple of weeks and get 
all I could out of this belated trade.

“I did it last year. U nfortunate ly , 
m y custom ers had come to expect th at 
I would be in the thick of m y stock 
taking righ t after New Years, and the 
expected increase in business did not 
m aterialize. T he clerks stood around 
half the day w ith no th ing w hatever to 
do. T hen when we did get started , 
custom ers began to drop in thinking 
it was all over. The resu lts were un
satisfactory , to say the least.”

In  this connection one practical 
hardw arem an suggests advertising the 
tim e of stock-taking.

“Advertise it,” he says. ‘ S ta rt to 
tell the public some tim e beforehand 
th at they  will oblige you and benefit 
them selves if they make it a poin t to 
do their shopping a little earlier. T hey 
will follow the suggestion. Also, give 
them  a hint th a t stock-taking will be 
followed by a big sale of goods, when 
special inducem ents will be in order. 
W h at w ith those who hurry  up with 
their shopping to avoid stock-taking, 
and those who wait for the special in
ducem ents, you will find your trade 
concentrated  before and after, leaving 
a fairly clear period to center on the 
stock-tak ing  itself and get it out of 
the way. I have followed th is plan 
and I don’t th ink  I have lost any trade. 
Business has sim ply evened up for 
me.”

A no ther dealer took a directly  con
tra ry  view. “ I t  would am ount to 
w arning custom ers off your prem ises,” 
he said. “L o ts of them  would 
neither hu rry  their shopping nor wait 
until stock-taking was over; they 
would ju st go to an o th er store. Of

course m ost sto res take stock a t about 
the same period, which would help 
some. If  an agreem ent was reached 
betw een all the m erchants to take 
stock the sam e week, the idea ought 
to w ork.”

These details are largely  a m atte r 
of opinion, and opinion m ust be guided 
by local and individual conditions. N o 
general rule can be laid down effective 
in all cases. I t  is im portant, however, 
to handle the stock-taking as rapidly 
as possible consisten t with care and 
efficiency and to get it b u t of the way 
as early  as possible in the new year.

V ictor L auriston .

Three Good Little Tips.
One particu larly  aggressive grocer 

recently capitalized upon the w eak
ness of the male m em bers of the fam 
ily and issued a pie calendar to the 
housewives of his neighborhood, and 
even som e of the wom en beyond the 
boundaries of his locality secured 
them . On this calendar he show ed 
th e  housewife th e  different kinds of 
pies th at could be m ade from  the 
various fru its in their respective sea
sons. In  o ther words, he pu t before 
th e  lady of the 'house a definite use 
fo r the fru its which he handled every 
m onth of the year in his store. A 
great m any people to-day p refer to 
drink tea w ith a slice of lem on in it, 
in place of cream. P robab ly  m any of 
your custom ers are not fam iliar w ith 
the origin of this custom  o r  ju st why 
th ey  use lem ons in th is m anner. A 
little educational w ork  on the p a r t of 
th e  m erchant, in the way of w indow 
cards and special displays will fix 
a simple use like lem on in tea in the 
m inds of your p a tro n s so th a t they 
will soon believe th a t this is the only 
proper way to drink tea, and your 
sales of lem ons will increase accord
ingly. I t  is said th at in the fourth  o r 
fifth centuries tea was a favorite bev
erage in China. T he leaves w ere 
steam ed, crushed in  a m ortar, m ade 
into a cake and boiled together w ith 
rice, ginger, salt, orange peel, spices 
and lemons. A little w indow  display 
with a sm all m ortar, some tea leaves 
in the center of it, a hand-le ttered  
card explaining the custom  of the 
ancient Chinese and how the popular 
form  to-day is to use a slice of lem on 
in the tea, will no t only stim ulate your 
sales of lem ons, b u t will also add to 
the sales in your tea departm ent.

B etter believe yourself a dunce and 
work away than a genius and be idle.

When You Need Any of the 
Following Items 

And
Want the BEST POSSIBLE

S ER V IC E
Write

The Dudley Paper Co.
LANSING, MICH.

Wrapping Paper—Twine 
Congoleum—Shingles—Roofing 

Wood Dishes—Milk Bottles

E X P E R I E N C E
i,ng tauR 'ht m e th a t  the  m an who h as  won o u t, did  so, 
n o t because  he w as a  g en ius, b u t because  he used  h is  
b ra in  to  fu ll cap ac ity .

W ould you w a n t to  buy  s ta le  <®^1u ^ vP ftckflJ fJ^
2-SSi V"St«ic"“ » t ”BK r.C0OMm‘UW a 
th in k in g . J u s t  w o rk in g  h a rd  w ill n ev e r line your 
pockets  w ith  w ealth .

A H olw ick  M ill will c o n trib u te  m ore to  th e  P|e a 8“ j;* 
an d  profit of you how
n X ' t h ^ V r w i r ^ s t  a m l 'h o w  easy  it  will be to 
p ay  for it.

B. C. HOLWICK, CANTON, OHIO. 
Electric Coffee Mills and Meat Choppers. 

Boot &  Co., G rand  R apids A gen ts  for
D ept. F W este rn  M ichigan.

A Quarter Century 
of Cement Making

Succesful manufacturing in any line 
over a period of twenty-five years is 
pretty good assurance of a meritori

ous product.

This record is bu t the foundation upon 
which w e plan to build an even m ore 
successful future.

Doesn’t this warrant your investigat
ing the reason for this long continued 
and constantly increasing popularity 
of N ew aygo Portland Cement.

N ew aygo Portland Cem ent Co.

General Office & Plant 
Newaygo, Mich.

Sales Office
Commercial Savings Bank Bldg. 

Grand Rapids, Mich.

W e are making a special offer on

Agricultural Hydrated Lime
in less than car lots.

A. B. K N O W L SO N  CO.
G rand Rapids M ichigan

A sk a b o u t ou r w ay
BARLOW  BROS. G rand  R apids. Mich.

W H E N  U T H IN K  OF A

Business Educntion
t h i n k  o f

B ookkeeping, A ccounting , A uditing , 
S h o rth an d , T y p ew ritin g , Secy. T ra in in g , 
S a lesm ansh ip , T e leg rap h y  and E nglish 
su b jec ts . C atalogue  free .

( D ay i. S ta r t s
New T erm   ̂ E vening  i J a n . 3.
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MEN OF MARK. the Petoskey C ham ber of Com merce 
in the capacity o f  President.

Mr. G alster was m arried  Nov. 9, 
1903, to M iss L orene Buell, of P e to s
key. T hey reside in their own home 
on Sum m it street.

Mr. Galster a ttribu tes h is success to 
the exercise of stro n g  will pow er and 
to the fact th a t he  never sta rts  any
th ing  unless he intends to stay by it 
and finish it. H e is a persisten t w ork
er in the cause of good governm ent, 
stric t enforcem ent o f  the law and 
civic and com m unity be tte rm en t and 
m any com m endatory  rem arks are 
made about him  in his 'home town be
cause of his steadfastness in all ef
forts to build up the  com m unity in

T R A D E S M A N

w rong, for the very people who should 
have taken advantage of these sales 
would not buy a t all. I had some 
canned corn, standard  pack, new brand 
and it would no t sell. I tried the b a r
gain counter—noth ing  doing. T hen  I 
got my th inker busy one Saturday 
night a fter I w ent to bed and th is  was 
the resu lt: I cleaned off a shelf right 
back of th e  cen ter o f m y ty in g  up 
counter. I placed the  corn which 
would not sell on these shelves, a r
rang ing  it conspicuously and neatly. I 
then placed a few dozen cans of the 
best b rand  of corn righ t on the 
counter in fron t of the shelves w ith 
the o ther corn. I m arked th is corn 
the same price as I had the slow corn. 
I m arked th e  slow corn the price of 
the best. T he best corn on the coun
te r  had a few cans w here the label 
was discolored or soiled or loose. 
T hese I placed in front, hiding the

w hat they w ant when they come for 
them , especially the flour.

E rsk ine R. H ayes.

John L .A. Galster.

John L. A. Galster, Leading Business 
Man of Petoskey.

John L. A. G alster was born  at 
Buffalo, N. Y., May 11, 1879. H is 
an tecedents were Germ an on his 
fa ther’s side and French on his 
m other’s side. T he family consisted 
of three boys and four girls, all of 
whom  now reside in Petoskey. In 
1884 the family rem oved to Boyne 
Falls, where the father conducted a 
general store and hotel for m any 
years. H e is still living and resides 
in Petoskey with his children. T he 
hotel was long noted for the excel
lence of the table, M rs. G alster being 
regarded  for m any years as one of the 
best caterers in N o rth e rn  M ichigan.

Mr. Galster attended a village school 
a t Boyne Falls up to and including the 
tenth  grade, devoting his spare time 
to w aiting on custom ers in the store, 
where he acquired the rudim ents of 
business under the m ost favorable 
conditions. W hen he was 17 years of 
age he went on the road selling ac
cident insurance. W hen he was 20 
years old he rem oved to  Petoskey, 
where he has since resided. Eighteen 
years ago he purchased the in te rest of 
E. C. Barnum  in the fire insurance 
agency of W achtel & Barnum . The 
business style was changed to  W ach
tel & Galster. On the death of Mr. 
W achtel, seven years ago, he pur
chased the W achtel interest and 
form ed a co-partnership  with his 
b ro ther, H enry  G. Galster, under the 
style of the Galster Insurance Agency. 
T he Agency represents forty-tw o old 
line com panies in N orthw estern  Michi
gan and the U pper Peninsula. Mr. 
G alster is also State agent for the 
Southern Surety Co., of Des Moines, 
Iowa, covering the entire State except 
W ayne county.

Mr. Galster was one of the founders 
of the Petoskey  P o rtlan d  Cement Co. 
and the Petoskey T ransporta tion  Co. 
He is Secretary  and T reasu re r of both 
organizations. H e also ow ns a half 
in te rest in the Royal Cigar Co., of 
Petoskey.

Mr. Galster was a m em ber of the 
City Com mission of Petoskey seven 
years and last N ovem ber he started  
on a tw o-year term  as M ayor of the 
city.

Mr. G alster was the orig inator and 
is the leading spirit in the G alster- 
Davis H un ting  Club, which com prsies 
th irty  m em bers, w ith a w aiting list of 
tw enty-seven. H e was elected Presi
dent for life. The Club functions 
about six tim es a year and no m em ber 
is excused on these occasions unless 
he is able to p resen t a physician’s 
sta tem ent that he is incapacitated by 
illness. T he Club owns a cam p and 
a large trac t of land near Rubican, 
O ntonagon county, w here it m eets 
two or three tim es a year.

M r. G alster was form erly a m em ber 
of the S tate F ish Com mission and now 
acts as one of the six m em bers of the 
Conservation D epartm ent, in which 
w ork he takes g reat interest.

Mr. G alster a ttends the P resby ter
ian church, bu t is not an active m em 
ber. H e has long been a m em ber of 
the B. P. O. E. L ast year he served

w hich he lives and m ake it be tte r and 
stro n g er in every way.

How One Merchant Moved Slow 
Selling Brands.

W ilm ington, Ohio, Jan. 3— I know 
a business m an can get all kinds of 
books on business system s in his line, 
bu t you know  and I know  th a t you 
will run up against your own boulders 
in the hidden p a th  in your ow n p ar
ticular business. I w on’t try  to  give 
you a cure all, but ju s t some little 
experiences, and I know th ere  are 
hundreds of m erchants whom  this will 
fit.

I m ight have headed th is “Slow 
goods and how to move them ,” but 
th a t sounds too booky.

All of us are som etim es rung  in 
on some new brand, or a deal o r som e
th ing , and  m aybe the article  thus p u r
chased is slow sale or perhaps does 
no t m ove a t all. N ow  I am in the 
g rocery  and general m erchandise busi
ness in a suburb o f o u r city. I con
duct a cash-and-carry  store. I would 
not do business any o ther way. I 
used to advertise in our daily papers. 
T h at did not b rin g  results. I had 
often pu t the articles I w anted to  sell 
down on a bargain  counter, cut the 
price aw ay down, even below  cost, and 
m aybe I  would dispose of a few. So 
I  m ade uo m y m ind som ething was

bright, clean labels. T he first day .1 
sold tw enty-four cans of the  slow corn 
and none of the best. T hat is about 
the ra te  it went. N ow  I w anted to 
find out the reason o f th is condition, 
so I com m enced to ask  som e of the 
custom ers w hen they  w anted corn 
why they did not take advantage of 
the low price on my special sale? T hey 
replied they knew th a t th ere  was 
som ething I w anted to get rid o f or 
that it was old or som ething was the 
m atter with it, etc. I put the best 
grade aw ay for awhile, afte r the other 
was gone, and in a few weeks I put 
it back on the shelf in a new place and 
it went a t the fancy price. I have 
used this sales system  on breakfast 
foods, prepared  m ustard , jellies and 
jam s, corn, peas, tom atoes, and canned 
fruit, and it has alw ays worked. I 
have found out th a t you m ust n o t let 
your trade find o u t w hat you are 
anxious to get rid of. I have also 
found out it is a good plan every few 
weeks to change the position of my 
goods on the shelves. Pull them  to 
the fron t and arrange  them  different
ly and neatly. M ake your shelves 
look full and fresh and y<ou will be 
surprised to note how quickly some 
of your everyday custom ers will say, 
“My, you have some new fru it and 
vegetables in. Ju s t give me a can of 
those sliced peaches.” I change the 
position  of every th ing  in m y store ex
cept soap and flour and people know

1921 a Bad Year for Co-operatives. 
F ro m  m any sections of the W est 

and also from  Canada there have come 
reports in recent m o n th s of co- opera
tive stores in a peck of trouble. In  
the P rovince of O ntario  the U nited 
F arm ers’ C o-operative Com pany, con
ducting a chain of retail stores, is re
ported to have incurred  a net trad ing  
loss of m ore than a q u arte r of a 
million dollars during  the year. T his 
sto ry , of course, could be m atched 
m any tim es over by sim ilar reports 
from  m ercantile establishm ents under 
private ow nership, and it m erely goes 
to prove th a t there is no peculiar 
m agic about the co-operative system . 
Bad trade practices or world-w ide eco
nomic forces beyond individual con
trol will affect the one type of store 
as well as the other. O verzealous 
apostles of co-operation have some
tim es appeared to believe th a t their 
pet scheme secures im m unity from  
econom ic law. T he m anagem ent of the 
co-operative enterprise, and the m em 
bership as well, should know som e
th ing  of the business cycle, so th a t 
when deflation comes it can be met 
w ith a m inim um  of loss.

A period of deflation always brings 
peculiar hardsh ips to  stores operating  
on the co-operative plan. T he m em 
bership of such an organization  is al
ways willing to  participate  in the 
profits, and when prices are steadily 
rising and profits are rapid ly  accru
ing the en terprise  m ay have sm ooth 
sailing. P a r t  of the profits a t this 
time should go into a reserve to  tide 
the business over the com ing periods 
of bad w eather. F o r ra ther obvious 
reasons the co-operative store is not 
so likely to pursue the p rudent course 
in th is respect as the establishm ent 
under individual ow nership and m an
agem ent. Since the success of the en
terp rise  depends chiefly on its ability 
to sell goods as nearly  at cost as pos
sible, there is not m uch opportun ity  
for the m anager to accum ulate a safe 
reserve. W hen prices begin to break 
and inventories to shrink  in value, the 
p rospect of sharing  losses instead  of 
profits is m ore th an  likely to dissi
pate the loyalty  of the m em bership, 
w hereas in the case of individual ow n
ership the dealer facing possible loss
es is likely to take off his coat and 
w ork harder th an  ever.

Farrady’s Resolved Cup.
One day when Farrady , the g reat 

chem ist, was out, a w orkm an accident
ally knocked into a ja r  of acid a silver 
cup. I t  disappeared and was eaten up 
by the acid, and could not be found. 
T he acid held it in solution. T he 
w orkm an was in g rea t distress and 
perplexity. I t  was an u tte r m ystery  
to him  w here the cup had gone. So 
far as his know ledge went, it had gone 
out of existence forever. W hen  the 
g rea t chem ist came in and heard  the 
story, he th rew  some chem icals into 
the jar, and in a m om ent every p a r
ticle of silver was precipitated to  the 
bottom . H e then lifted out the silver 
nugget and sent it to  the sm ith, w here 
it was recast into a beautiful cup.

W hen we catch hell it  is usually be
cause we have been pursu ing  i t



We offer the unsold portion of:

Holland-St. Louis Sugar Co.
First Mortgage 8$ Serial Bonds

D ated Novem ber 1. 1921 D ue Serially, M ay 1, 1924 to  M ay 1, 1936

Registered as to principal. Semi-annual interest payable May 1st and No
vember 1st, without deduction for any Federal Income Tax not exceeding 2%.
Callable in whole or in multiples of $25,000 on any interest day on 30 days’ 
notice, at 105 and interest.

Denominations, $100, $500 and $1,000

THE MICHIGAN TRUST COMPANY, TRUSTEE

T he interests of bond-holders are  unusually  well protected under this m ortgage.

H ere is an  im portan t m em ber of th e  g rea t group of sugar producers. T his is a  basic 
industry  and  one of the  great industries of the  S tate  of M ichigan, it is a  hom e industry  

of enorm ous size and im portance. H.i. -
T he  original H olland Sugar Com pany has been in successful operation 22 years. 

T he  additional p lan ts a t St. Louis, M ichigan, and  Decatur, Indiana, are  both  larger. 
T he  com bined capacities a re  about forty  m illion pounds of refined sugar per annum .

EARNINGS:
T en-year average of earnings, a fte r depreciation and applicable to  interest and 

taxes, $318,428.82; Five-year average to  A pril 30th, 1921, $485,885.48. These tw o 
averages w ere respectively over th ree  tim es, and  over four and one-half tim es the  m ax- 

im um  interest charge on this bond issue.

Tax Exempt in Michigan.

Price: Par and interest, yielding

8 ®
The Michigan Trust Company

GRAND RAPIDS
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The Value of Personal Appearance in 
Selling.

In  my m ind one of the g rea tes t 
assets a m an or wom an has, especially 
one in the selling game, is his o r her 
personal appearance. S trange as it 
may seem, th is is one of the th ings 
th at m any in te lligen t salespeople 
e ither fo rget or neglect out of pure 
carelessness, and if we delve down 
to  the roo t of the m atter we find th a t 
m any a sale has actually  been lost 
th rough  ju s t th is fo rgetfu lness or 
neglect.

I do no t m ean by th is th a t it is 
necessary to  be foppish, no t in the 
least, but I do contend th a t the little  
niceties of personal cleanliness and 
a tten tio n  to  the sm aller details of 
d ress and personal appearance will 
go far tow ard  m aking us the  100 per 
cent, salespeople we are all striv ing  
to  be.

I have had salesm en (the ladies, 
God bless ’em, don’t classify for this 
rub ) sit down opposite me a t m y desk 
m any tim es for an interview  and the 
m alodorous perfum e from  a recently  
sm oked pipe, cigar or c igarette  has 
decided me against the m an before 
he said a word. And to  be real hon
est, I should apologize for th a t for 
I have alw ays been an a rd en t adm irer 
of “My Lady N icotine.” H ow ever,
1 found early in my experience th a t 
to  save the pleasure of a good sm oke 
until a fter all calls were made, o r to  
get my sm oke betw een tim es and then 
use m y too th-brush , really  b ro u g h t 
resu lts ; and it was resu lts  I w as afte r, 
ju st as it is resu lts  you want.

Especially in the last few years, 
m any of us have felt keenly the  cost 
of clothing, and, m yself am ong a  lo t 
of the  o th er boys, have taken  to  
b ring ing  out our “little  old last y ear s 
suits.” This, in m y m ind, was m ighty  
com m endable, but some of us fo rg o t 
th a t in o rder to  m ake them  as p re 
sentable as they could be it w as nec
essary  to  have them  cleaned and 
pressed. I t  is no t only an old su it th a t 
needs such a tten tion , b u t our very 
new est of suits will eventually  need 
it. T h is is one of the big things, and 
1 am so rry  to  say, is too  often neg
lected. T here  is no t one of us who 
could no t do th is little  job a t hom e 
for ourselves if necessary. Y ou see 
I am not in the  cleaning and pressing  
business, n o r am I selling th is so rt 
of m achinery, therefore, I can ho n est
ly and heartily  recom m end the  hom e 
m ethod. I have had the experience.

U nfo rtunate ly  I hate  to  shave 
about as m uch as any m an who was 
ever cursed by being closely related  
to  “O ld B ro th er Esau,” and th is  is 
one reason, I suppose, w hy I  have 
had to  com e to  the po in t of doing 
th a t sam e th in g  every day of m y 
life o r having the people I m eet w on
der w hether or no t the doctor has 
ordered  me to  raise a full beard. I 
have felt m any tim es th a t I would 
like to  slip som e fellow -salesm an the 
price of a shave, and had it not been 
fo r the offense w hich surely  would 
have been taken, I am sure th a t I  
would have m entioned the m atter. 
B ut th a t was before the price of th is  
little  requisite had arrived  a t its p res
en t level. T h e  idea is th a t we can all

own a razo r of so rts  ( I  have several 
of “so rts"  and the tim e taken to  p e r
form  the  operation  will m ore than  
repay us.

I do no t wish to  appear as being 
fastidious, but the fact th a t a g rea t 
m ajority  of us have heretofore  neg
lected to  take p ro p er care of our 
hands is no reason why there  is any 
p la u s ib le  excuse for it. Rem em ber, 
don’t you, know perfectly  asinine we 
used to  th ink  it was fo r a  real he- 
m an to  be so effem inate as to  doll 
h im self all up in a w rist-w atch? T hen 
old Bill H ohenzollern  w ent loco and 
some of us had to  go over and help 
corral him  and his wild bunch. W h at 
happened to  the w rist w atch? W alk 
down any stree t in any tow n, a t any 
time, and see the class of m en th a t 
still w ears ’em. Ju s t so did we used 
to  feel about the m an—no, we d idn’t 
even give him cred it for being  a m an 
—but we fe lt th a t a person w ho had 
his nails m anicured was fast reaching 
the lim it, if no t a lready  arrived.

T h an k  the  pow ers th a t rule, how 
ever, for the a ttitude  of the average 
person in regard  to  the  m an w ho 
m akes an effort to  keep his hands 
looking as though  he, too, had reach
ed a realization th a t tru e  cleanliness, 
the  kind o th er than  th a t w hich can 
be had by the  sim ple application of 
soap and w ater, is ju s t as essential 
as keeping the  tee th  clean. W e m ay 
not, all of us, have th e  time, inclina
tion  nor w herew ithal to  keep a p ro 
fessional m anicurist busy, bu t we can, 
any of us w ith the  inclination, do a 
little  som eth ing  a long  th is  line for 
ourselves, and th is  too  w ithout being  
accused of w ishing to  becom e an 
exact co u n te rp art of L ord  C hester
field o r L ord  F auntleroy .

I t  is s trange  how  m any tim es a 
salesm an will be very  neatly  dressed  
and w hose personal appearance, w ith 
one exception, will m eet w ith in stan t 
approval; b u t the  one exception—his 
unpolished shoes—will im m ediately 
shout a t you, w ith im pish glee, th e ir 
r ig h t to  be th row n  in the balance 
against him —shoes n o t only unpol
ished but, sad to  say, in som e in
stances kep t in very  bad repair. W e 
probably  realize, if we stop  to  th ink  
for a m om ent, th a t th e  am ount ex
pended fo r full soles and heels on 
an old pa ir of shoes w ill as a general 
th ing  m ake them  look almo.st as 
good as new and as the  cost is no t 
prohibitive, the  additional a ttrac tiv e 
ness to  our personal appearance ju s
tifies spending the  am ount, and m uch 
m ore if necessary. M any tim es it is 
only a sm all am ount th a t is required 
to  g e t the  desired results , and y e t 
there  will be the  apparen t neglect.

Clean collars on clean shirts, th e  
cuffs of w hich are  clean on th e  inside 
nex t to  the  w rist, are  o th er requisites 
of a m an well cared  for. G ranted  it 
does cost m ore now  than  ever before 
fo r laundry  bills, I  am  sure th a t you 
will agree  w ith me w hen I  say th a t 
these  are po in ts w hich we cannot af
ford  to  overlook and I  very graciously  
acknow ledge th a t few of us do.

T he  po in t is ju s t here; A  sales
m an calls on m e in  an effort to  in
te re s t m e in h is w ares, his personal 
appearance does n o t justify  a  belief

Wash Goods
New and attractive patterns in all kinds of Wash 

Goods arriving daily.
See us—before placing your orders.

Quality Merchandise — Right Prices— Prompt Service ~|

PAUL STEKETEE & SONS
WHOLESALE DRY GOODS GRAND RAPIDS, MICH.

PREPAREDNESS
When the market was in the dumps during last July and August 
we prepared for January Sales by placing contracts for merchan
dise at low prices so that we could furnish you at this season of 
the year for your January Sale and we are in wonderful shape to 
take care of merchants and buyers who will pay us a visit this 
month. We feel that we can save you money on your sale mer
chandise. We are listing below only a few of the many bargains 
we have to offer.

200 Black Satine Shirts ---------------------------------------- ^1 0 0 7 1 /
Wabash Striped Overalls ------------------------------------------- 1  ' fi/a
430 Chambray Work Shirts ----------------------------------------  *
All W ool Storm Serge Middies, Navy Blue -----------------
140 Ladies’ Fleeced Hose, Black, all sizes -------------------- 2.15
510 Men’s Slipover Sweaters, W ool F aced ----------------------- *
1400 Boys’ W ool Mixed Sweaters, Color C om b.-------------- Z.Z5
173 Men’s Wrights Buckskins, U. S., dozen -----------------  •
771 Heavy W ool Mittens, Assorted, dozen ------------------  3.50
780 Boys’ Sheep Mitten, Lined, dozen -------------------------- *
“Daisy” Ribbons, No.’s 80, 100, 150, Asst’d, 5 Dk., 1 Lt., pc. 1.85
81x90 Standard Bleached Sheets, dozen -----------------------
42x36 Bleached Pillow Cases, Good Q uality-------------------- •
1931 Fancy Outing Flannels, Heavy Q u a lity -----------------
60x76 Cotton Blankets, First Q uality----------------------------
9-4 Brown Sheeting, First Quality -------------------------------  *
No. 75 Hamilton 44 inch Storm S e r g e -------------------------- •
No. 160 Amoskeag French Serge, 40 in c h ----------------------- •
Columbia Light Percales, Full Pieces -------------------------- • '*
Diamond Hill Nainsook and Cambric —.........—......... .......  -1  /a

GRAND RAPIDS DRY GOODS CO. 
Wholesale Only.

.................... ...... „„„„„»Hum.............................................................................................................. —

! BROWN'S BEACH JACKETS
IN STOCK S4 00

I  S ty le  124 Sleeve w ith o u t C ollar, A1J  S l z e s -------------------------------- 7 III -  4.50
s  s ty le  224 Sleeve w ith  C ollar, A ll S izes -------------------------------  2.12%
§ S ty le  324 V est, A ll S izes ------------------------------------------------------
I New Prices

I TOM WYE JACKETS
|  IN STOCK filB00
1 N o. 22 Tw o P o c k e ts , E m era ld  H e a th e r , 36, 38, 40, 42 ----------- 5.75
I  N o. 42 Tw o P o ck e ts , E m era ld  Heather, 36 to  4 6 ----------------  ---------§  5.75
I  N o. 42 Tw o P o ck e ts , G reen  S p ray , 36, ¿8 —------------------------- ------------------ 5,75
|  N o. 42 Tw o P o ck e ts , Seal Heather 34, 36, 46 —--------------- ---- - - ________@ 5.75
s  N o. 42 Tw o P o ck e ts , O xford  H e a th e r ,  36, 3», ---------------

New Prices

panteiT-Patton fr Company
Grand R apids.M ichigan—59 * 83 M arket Ave. N.W. 

The Men’o F urn ish ing  Goode H ouse o f M ichigan
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th a t he is doing well enough to  en
able him  to be well groom ed. W h at 
is the  conclusion? W ouldn’t I  say 
to  m yself: “E ith e r this fellow is no t 
p u tting  his proposition  over and his 
firm canno t afford to  spend much 
m oney on him  or he is shiftless?
In  e ither case the  answ er would be 
the same. In  the  first case, because 
he was n o t “g e tting  by,” I would 
have every rig h t to. believe th a t the 
m erchandise was not well received 
by the m ajo rity  of people, and w hat 
is not good enough for my neighbor 
is not good enough for me. Som e
th ing  w rong with the m erchandise. 
In  the second case, if the  m an is 
sh iftless about little  th ings—personal 
appearance, etc.—how  will m y o rders 
be taken care of? If I o rd e r one item  
will he send a half dozen? And if 
I o rder half a dozen, w ill th ree  of 
these be som ething entirely  different 
than  specified in the orig inal order?  
L ack of in te res t in one’s self, lack of 
in te res t in one’s business.

T o  those  w ho are of the  fra te rn ity  
th a t gets its b read  and b u tte r  by  close 
personal con tact w ith som e of the  
nicest and m ost fastidious people on 
earth , even though  it m ay be th a t we 
do n o t consider all of these  th ings 
essential, I  w ould say: “L e t us have 
the  consideration  th a t w ill p ro m p t us 
to  rem em ber th a t these good people 
are sitting  in ju d gm en t upon us and 
the least we can do fo r our own cause
is no t to  offend them .

C. M. T inker.

PRICES CURRENT ON STAPLE DRY GOODS.
List prices corrected before going to press, but not guaranteed

against changes.
Bleached Muslins.

F r u i t  of th e  Loom  — 17? 
B ravo  ------------------- — i?
C abot - —— - ¿ T ~ a 25 44 in . In d ia n  H d . S .F . 2»
Big In ju n  ---------------
L onsdale  ------------------ £j!
36°in. In d ian  H e ad  __ J 9, 
33 in. In d ia n  H e ad  —
54 in . Ind . H e ad  L .F .

Unbleached Muslins.
P la z a  ----------------------
96 A 36 in . --------------- {*)?

13%

18%
32%

B lack  H aw k
G ian t --------7”, .c
40 in . E x p o s i t io n -----
40 in. 96A

Sheetings. 
U nblea. B le a
— 53 li

8 *
— ____ 40
L ess  5 p e r cent,

W ide
P ep p ere ll
10-4 ---------

9-4 
8-4 
7-4

13%

12%
12%
14%
16
16
11%
12%

U nblea.
60 

._ 65 
60 
44

p e r  cent,

Blea.
«6
60
66
60

32%
34%

A Clothing Trade Problem.
T he clothing m anufacturer during 

the past year has been betw een the 
devil and the deep sea. On the one 
side has been the consum er who still 
dem ands good quality, bu t still expects 
lower prices th an  the trade can yet 
see its way clear to make. On the 
o ther side stand the operating  costs 
which persist in stay ing  up and there
by preventing  producer and consum er 
from  finding a com m on m eeting 
ground. Old stocks have been th o r
oughly liquidated and m anufacturers 
and d istribu tors have endeavored to 
b ring  down the volum e of overhead 
expense. As a result, prices are lower, 
but the reductions, of course, do not 
correspond to the decline in prices of 
raw m aterials. T he head of one large 
establishm ent m aking m en’s clothing 
recently stated  th at if the spread be
tween the price of raw  m aterials and 
finished goods continues to  expand the 
trade m ight be forced to m ake a radi
cal revision in its m ethods of p roduc
tion and distribution. _____

A w ell-earned rest does n o t come 
betw een shovelsful of g ravel; that is 
a well-paid rest.

P eq u o t
10-4 -------
9-4 -------
8-4 -------
7-4 -------

L ess
Pillow Tubing.

12 in . S e n e c a ----------
15 in . S eneca  —-------
12 in . P e p p e r e l l ------
45 in . P e p p e r e l l -----  „
36 in . E d w ard s  - —  26%
42 in . In d ian  H e ad  3U
42 in . C a b o t -----------  |? 7 f
45 in . C a b o t ------------
42 in . P e q u o t ----------  ««
45 in . P e q u o t ----------
40 in . Q u in e b a u g ------
Denims, D rills  and T icks.
220 B lue D e n i m -----  18%
240 B lue D e n i m ------
260 B lue D e n i m ------ 16
S te iie ls  D rill --------- i i w
8 oz. C an v as  - - - - - - -
A rm our, ACA T ick .

Cordis! A C A 'T ic k  -  23% 
W a rre n  F a n c y  T ick -  37% 
T h o rn d y k e  Fy- S a t. 40
A m oskeag , A C A ------
Cambrics and Longcloths. 
B erk ley , 60 C am b ric  ¿1% 
B erk ley , 60 N a insook  
B erk ley  196 N a in s  k  
Old G lory, 60 CamJ>«
Old G lory, 60 N a in . 
Diamond H ill, N a in . 
Diamond H ill. C am b. 16%

77 Longcloth---------
81 Longcloth-------
84 Longcloth--------- i i ’*

7001 Longcloth--------- iX «
7002 Longcloth--------- iX fl
7003 Longcloth---------
7004 Longcloth---------

Ginghams.

Toiie* d u  N o r d --------- 1 |J4
B ed  B ose --------------- K #
D an  R iv e r — -----------
E v e re t t  C la s s i c s ------«
Amoskeag Staples — 13 
H ay n es  S ta p le s  —— «  
Low e C hevio ts, 32 In. 1 | 
B a te s  32 in . 27%
T re l ta n  32 In. - - - - - -
B . M . C. S e e rsu ck e r 18%
K a lb u rn ie  32 i n . ------ 1 |%
Jacq u e lin , 32 in . —  *6
G librae , 32 i n . --------- «¿7?
32 in . T issu e  —-------
M anviUe C h am b ray  -  i » g  
B ed  S ea l Z ep h ey r —  18%

Prints  and Percales. 
Colum bia, L ig h ts  — 16%

21%
21%
30
20
20
16%

C olum bia, D a rk s  —  16% 
C olum bia, L t. S h o r ts  14 
C olum bia, D k. S h o r ts  15% 
Am. P r in ts .  G reys „  10 
Am. P r in ts ,  In d igo— 10% 
M an ch este r 80x80 L t. 18% 
M an ch este r 80x80 D k. 19% 
Scout, 64x60, L ig h ts  14 
Scou t, 64x60, D a rk s -  16%
S h ir tin g s  ----------------  0#
Reds ------------------------ 11

Outings and Cantons.
C ash m ere  T w ill ------ 14%
27 in. U nble. C an to n  14
100 F la n n e le t t e --------- 12%
1931 O u tin g  L ig h ts  _
1921 L ig h t O u tin g s  _ 
Applefleece S h ak e r _ 
S cotchdow n S h a k e r  _ 
A ppledow n S h a k e r —
24 in . W h ite  S h a k e r 
26 in . W h ite  S h a k e r
D a isy  C loth  -------------  16
1931 D a rk  O u tin g s  — 15
Draperies and Cretonnes.

H am ilton  T w iU -------  16
D resden F y . D rap e ry  18 
T udor F ’cy D rap e ry  20 
N u D rape
W estm oreland  C re to . 16
F an cy  S i lk o l in e -------  16%
S tra tfo rd  C re to n n e— 16
3544 D. B . S c r i m ----- 12%
8177 C u rta in  N e t -----
8342 C u rta in  N e t —
4039 M a r q u is e t te ------
D ragon  D ra p e ry  —  32% 
36 in . A r t  C re to n n e— 25 
36 in . E leo  T a p e s try -  30

Linings and Cambrics.
Tico D S a tin e  --------  30
No. 40 B lk . S a tin e  — 20 
No. 1 W h ite  S a tin e  -
N o. 50 P e r c a l in e -----
D D  B lack  S a tin e  —
S a tin  F in ish e d  S a tin e  
B a id a n t B loom er S a t.
36 in . P r in te d  S a tin e  
W in d so r C am bric  —  
P ark w o o d  W ash  S a t.

M erltas Oil C loth.
W h ite  ---------------- 3 10
M ossaics ------------- 2 95
B lue F ig u re  ------- 3 16
W h ite  ------------- — * 15

All o il c lo th  so ld  n e t  c ash , 
no d iscoun t.

36
62%
20

17%
15
25
37%
45
60
09
57%

42x36 M eadow brook -  2 76
42x36 L enox  ------------3 00
42x36 S ta n d a rd  ---------3 15

Wool Goods.
36 in. H am ilto n , All

W ool S to rm  S erge  67%
N o. 75. 50 in . S to rm

S erge ------------------ 87%
No. 4040, 50 in . S to rm  

S erge — — —— — 1 10 
40 in . J u llia rd s  P la . 1 50 
50 in. J u llia rd s  P la . 2 00 
6120, 50 in . F ren c h

S erge ------------------ 1 50
K  S. 36 in . S to rm

S erge  ------------------ 37%
2215. 50 in . S to rm

S erge ------------------ 1 22%
56 in . S ilvertone

C oating  -------------- 2 00
D  R  N T rico tin e  — 1 65

C arpet W arp .
P ee rle ss , W h ite  --------  46
P ee rle ss , Colors --------  50

Diaper Cloth.
18 in ---------- --------------- 1  15
20 in . -----------------------1  25
22 in . -----------------------1 36
24 in . -----------------------1 45
27 in . -----------------------1 $0

Blankets.
N a sh u a  C o tton  F e lted .

54x74, G. W . T ...................1 50
60x76, G. W . T . ----------- 1 66
64x76. G. W . T . ----------- 1 60
66x80, G. W . T ...................2 00
72x80, G. W . T . ----------- 2 15
72x84. G. W . T . _______ 2 30

C atlin  C otton  F e lted .
54x74, G. W . T . ------1 32%
60x76, G. W . T . ----------- 1.42%
60x80, G. W . T . ----------- 1.50
04x76, G. W . T . ----------- 1.50
64x80, G. W . T . ----------- 1.60
70x80, G. W . T . ----------- 1.90

H eav y  a ll wool rope o r  sh a k e r  k n i t
for men ------------------------------—r— 5 XX

W ool slip  ove rs  fo r m en  (re s p u n )— 2 60 
M en’s fash ioned  a ll wool s h a k e rs  — 6 00 
M en’s  % C ard ig an  s t itc h , acco rd in g  

to  q u a lity , e a c h --------------- 3 00 to  4 60

L ad les’ S w ea ters .
Sty le e n te r in g  in to  p rice , l t  is  im possib le 
to  g ive  specific q u o ta tio n s , b u t  sw ea te rs  
th a t  m ay  read ily  be so ld  c an  be h ad  in  
a  v a rie ty  of s ty le s  a n d  com bina tions  from  
33.00 to  $5.00 each .

B ath ing  S u its  fo r S p ring  D elivery.
M en’s  a il p u re  w ors ted , p la in  - —-  22 50 
M en’s a ll p u re  w o rs ted  w ith  c h es t

« t r i n e s  _____________27 00 tO 33 00
L ad ie s ’ a lf  p u re  w o rs ted , p la in  —-  25 00 
L ad ie s ’ a ll p u re  w o rs ted  s tr ip e d  a n d

color com bina tions  --------------- 37 00 up

A th le tic  U nderw ear F o r S pring .
B V D .’s, No.01, M en’s  un ion  s u its  12 62% 
Seal P ax , No. 10, un ion  s u its  — 10 50 
M en’s  72x80 N ainsooks, m ay  be

licit! <11     7 Zd to “ vU
M en’s  S o isettes,“ h ig h ly  m erce rized____ .. ___ lo PU
Men’s”_NoT 150 “Hallmar k’ ’ 72x80

N ainsook  ----------- -------------------- * ? if.
M en’s  64x60 N a insooks —-----------  J f 9
M en’s  84 S q u are  N a in s o o k s -----  » oo
M en’s  F a n c y  N ainsooks -------------  » <»

W ide an d  M edium  S tr ip e s .
B. V . D. S h ir ts  a n d  D raw ers,

S h ir ts  ---------------------------------------  9 37
B ^ V ^ d " A th le tic  S ty le  No. U-101 12 62% 
U -D  Y o u th ’s  B. V. D . ——- - - - - —  8 60 
B oys’ “H a n e s ” N o. 756, 72x80,

N ainsook  U nion S u its  —- - - - - —  *
B oys’ “H a n es” N o. 856, 72x80,

U nion  S u i t s -------- ---------------------- X i f
B oys’ 64x60 U nion S u its  -----------  » "r
B oys’ 72x80 U nion  S u i t s -------------  6 35

M en’s and  B oys’ C otton  U nd erw ear fo r 
Spring .

M en’s E g y p t B alb rig g an  S h ir ts
a n d  D raw ers  ----- ----------- ---------

M en’s  E g y p t B alb rig g an  U nion

M en’s  E g y p t Bibbed" U nion S u its  
L aw rence  B alb rig g an  S h ir ts  a n d

D raw ers  -------------- -— r ------------
M en’s  C o tton  R ibbed  U nion

S u its , E g y p tio n  — —— 8 00
M en’s Com bed Y arn  C otton  U nion

S u its , E g y p tio n  — ----- ——---------ia  uu
B oys’ B alb rig g an  U nion S u its ,

E g y p t -----------------------------------

7 25

5-4
5-4
5- 4
6- 4

Flags. _
Doz.

16x24 in . S p ea rh ead s  1 32% 
18x30 in . S p ea rh ead s  1 90 
24x36 in . S p ea rh ead s  2 95 

E a c h
3x5 f t.  R eliance  P r t .  70 
4x6 f t.  R eliance  P r t .  1 30 
5x8 f t.  R eliance  P r t .  1 90 
6x9 f t.  R eliance  P r t .  2 90 
8x12 f t .  R eliance  P r t .  4 25 
4x6 fL  D efiance Sw d. 2 00 
5x8 f t .  D efiance Sw d. 2 75 
6x9 f t .  D efiance Sw d. 3 60 
8x12 f t .  D efiance Sw d. 6 20 
10x15 f t.  D efiance Sw d 8 00 
6x9 f t.  S te rl in g  W ool 7 50 
8x12 fL  S te rl in g  W ool 11 60 

G ross
N o. 7 M uslin  F la g s  -  7 20 

Sheets and Pillow Cases. 
63x90 P e q u o t B lea .— 16 85 
63x99 P e q u o t B lea—  17 36 
72x90 P e q u o t B lea—  17 35 
72x99 P e q u o t B lea.— 19 00 
81x90 P e q u o t B lea—  18 85 

L ess  6%
81x90 S t a n d a r d ------- 15 00
42x38% U tic a  C a s e s .  4 15 
42x36 P eq u o t P la in  — 4 32 
45x36 P e q u o t P la in  — 4 56 
42x36 P e q u o t S. S . — 5 32 
45x36 P e q u o t S. S. — 6 66 

L ess  6%

Notions.
Doz.

1225-F  B oston  G a r te rs  2 25 
R u b b er F ly  S w a tte rs  90 

P e r  M
R o b erts  N eed les — — 2 50
S to rk  N e e d l e s ----- —  1 00

P e r  Box
S tee l P in s , S. C. 300 42% 
S tee l P in s , M. C. 300 4o 
B ra ss  P in s , S. C. 300 75
B ra ss  P in s , M. C. 300 85

Doz.
C oats  T h r e a d ---------— 69
C la rk s  M ile-E nd  T d . 59 
J .  J .  C la rk s  T h re a d -  66 
G ainsbo rough  H a irn e ts

D. M esh ____________1 00
G ainsbo rough  H a irn e ts

S. M esh ----------------  80
P e r  Box

R . M. C. C rochet CoL 75 
B -4 C la rk s  C ro ch et C. 90 
S ilk ine C rochet C o tton  90 
S an s ilk  C rochet C ot. 66 
D e x te rs ’ K n itt in g  _

C otton , W h i t e ____ 1 60
D e x te r’s  K n ittin g  

C o tton , B lk ., col’d — 1 76 
A llies’ Y arn , b u n d le . 6 50 

P o u n d
F le ish e rs  K n itte d  

W o rs ted , sk e in s  —  2 00 
F le ish e rs  S pan ish  

W o rsted , ba lls  —— 2 26 
F le ish e rs  G erm an tow n

Z ephyr, b a l l s ---------3 30
F le ish e rs  Saxony, ba . 3 30 
F le ish e rs  K n itte d  

W o rs ted , ba lls  —- — 2 25 
F le ish e rs  Sco tch  &

H e a th e r ,  b a l l s ---------2 55
D os.

Ironw eave  H a n d k fs .— 90
R it D ye Soap — ——  80
B ixby  J e t  O il P a s te .  1 86 
B lxby  B row n  P a s te  — 1 »

.$ 4 50

7 50
8 00

7 50

4 50

Dress Furnishings.

Ladies’ Underwear.
Vellastic Fleeced u n ion  suits,

H N -L S  o r  D N - E S ----- R eg. s izes «
E x . s izes  ---------------- :—

f is u “d n -a d. S 3 ? s sy s s .  a * ,  j »
p a n ts ,  opeiTor* c losed B eg , S t  |  «

E x . S izes ---------- — ---------------
U nion su its . 1 1  p o und  riO* .  * *a

D N -E S  o r  L N -N S , Reg. Sizes — 10 00
E x . S i z e s ------------------------------------

Men’s Underwear.
H a n es  s h ir ts  a n d  d r a w e r s ------------7 j*0
fla c k *  L a b e "  H igh8 Ro~ck~i h l r t s  a n d  g ^  

R e d " L a b e l ” H ig h  R ock  s h ir ts  a n d  g
B la c ^ L a b e l  H ig h  Rock" u n ion  s u its  16 00 
Med LaJbel H ig h  R ock u n ion  su ite  16 60 
14 p o und  com bed  u n io n  s u i t  w ith

C ooper co lla re tte  ----- ----------------- i?  «X
H e av y  a ll w ool u n io n  s u i t  — —------- xS
18 p o und  p a r t  w ool u n io n  s u i t  ——  18 00

We are manufacturers of

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

CORL-KNOTT COMPANY,
Comer Commerce Ave. and 

Island St.
Grand Rapids, Mich.

L ad ies ’ 220 need le  com bed y a rn
hose, seam ed  b a c k ------—-----—t- -  * M

L a d ie s ’ 220 needle  m ere , hose w ith  
440 needle  rib . to p  fa sh io n  seam

L ad ie s ’ fleeced hose, hem  t o p -------- 2 25
L ad ie s ’ fleeced hose, r ib . t o p -------- 8 "X
L ad ie s ’ fleeced hose, r ib . t o p -------- 3 35

Hosiery— Men’s.
M en’s  176 N eedle C o tton  C u t T oe $1 00 
M en’s  200 needle  fu ll com bed  y a rn  g ^

M en’s
Slidew ell co llars , linen  o r  s o f t  . . .  1 60 
N eckw ear 2 10, 3 75, 4 50, 6 00. 7 50 9 00

D r e s f  panfsh t  42 00
M ufflers 1  I _______  12  00 to  19 60
Dr" s i  s h i r T s " : - - - - - - - — - -  8 00 to  48 00
L au n d e red  s tiff  cuff s h ir ts .  80 sq .

percale  ------------------------------   18 2X
P res id e n t a n d  S h irley  su sp en d e rs  — 4 50

M en’s W ork Furnishings. 
M ackinaw s ------------------------- 7 °0 to  15 00

Shem) co a ts  ~~— ' ~ " ~7~00~to 12  60
N o. 220 o v era lls  o r  J a c k e t s -----------------12 00
No. 240 overa lls  o r  j a c k e t s -----------------10 00
No. 260 overa lls  o r  ja c k e ts  - - - - -  » »*% 
S tiefel rope s trip e , W ab a sh  s tr ip e  

C lub o r  Spade o v era ll o r  ja c k e t,
2 seam , tr ip le  s titc h ed  ---------------- 13 50

C overall k a h k i „„W in te r  p a n ts  — - — - - - - -  21 00 to  3» oo 
B lack  sa te e n  w o rk  s h ir ts  _— —— 8 »<% 
N u g g e t b lue c h am b ra y  w o rk  s h ir ts  8 oo
G olden R ule  w o rk  s h i r t s --------------- 7
P iece dyed  w o rk  s h i r t s -------- •  f f
B es t Q u a lity  w ork  s h ir ts  — 8 50 to  13 o0
C h erry  V alley flannel s h i r t s -------- 22 6«
B uffalo flannel s h ir ts  ---------------------3# w
D om et flannel s h ir ts  --------------------  8 ¿2
S ta n d a rd  flannel s h ir ts  ----------------   22 oo
H ard in g  flannel s h ir ts  ---------------8‘2l
W o rk  su sp en d e rs   -------———  * i s
S h irley  Police  o r  X  B ack  w o rk  S us. 4 60

Boys’ Furnishings.

K n ick erb o ck ers  ------------------ 9 £9 J?  50M ackinaw s ----- -------- --------  4 26 to  8 50
O veralls, B row nies, e tc . — 6 50 to  9 00
Y o u th s’ W ab a sh  s tr ip e  overa ll —  10 25

S ta n d a rd  flannel s h i r t s --------------- «
68x72 d re ss  s h i r t s ----------------------  0 ao

Caps and Umbrellas.
1 00

Hosiery— Misses and Ladles. 
300 need le  com bed  hose. 06UiS  l° d o z .“ $2.26 « T »  »  

B oys’ 3 lbs. on  9, e x t r a  d e a n  y a m  
on 8 (R 1 0 F 6 )--------------------------------* M

M en8s 220 need le  fuU m ere , hose — 2 60 
M en’s 240 needle  fiber s ilk  hose —  4 50
M en’s  pu re  s ilk  hose ----- - —---------  - XX
N elson ’s  R ockford  socks, bd ls ............1 20
N elson’s  R ock fo rd  socks, b d l s . --------- l  30
N elson ’s  R ockford  socks, b d l s . ---------- i

In fants Hosiery.
C ashm ere . S ilk JH e e l a n d  T oe. nft

60 per cent. W ool — -------------------XX
In f a n ts ’ C o tton  H ose 1*1, R i b -------- \  gJJ
In fa n ts ’ M ercerized  l x l  R i b ------------2 oo
In fa n ts ’ F ib re  a n d  W ool H ose - - - - - -  « 50

Boys’, Misses and Ladles Hosiery.
F . 60

B o , . ’ 2X1 C o tton  R lb b o , H 0« , M c p  „

B lack  sa te e n  shop  cap , doz. -  
D ress  caps, m en  s  doz. — 7 jo  19 50 
D ress  caps, b o y s , doz. - —  7 25 to  10 26 
M en’s  & L ad ies ’ U m b re lla s  10 60 to  48 00

Ladles’ Furnishings.
M iddy B louses, red , g reen , o r  n av y

wool flannel, each — —------------  J XX
S erge m iddy  b louses, e ac h  - - - - - - -  8 6«
V oile w a is ts , doz. ------------ 9 00 to  15 00
G eorge tte  w a is ts , e a c h ------- ----------*
C repe De C hine w a is ts , e a c h ------3 25
T rico lle tte  w a is ts , e ach  „ - — - - - - -  |  «  
B ungalow  pe rcale  ap ro n s , dz. 7 50 to  8 oo 
B ungalow  G ingham  ap ro n s , doz. 13 60 
G ingham  house  d resses, dz. 24 00 to  48 00 
B es t s a te e n  p e ttic o a ts , doz. 9 00 to  13 60 
P e ttib o ck e rs , doz........................r - ;; - ; -  XX
B rass ie rs . doz. —— -------■— 2 25 to  13 50
Silk a n d  co t. E n v . C hem , dz« J  99 J® Outing g o w n s__________  8 50 to I* 6*
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ièinTER, EGGS and PROVISIONS

M ichigan P o u ltry , B u tte r  and  Egg Asso- 
c ia tion .

P re s id e n t—J. W. L yons, J ack so n . 
V ic e -P re s id en t—P a tr ic k  H u rley , De

^ S e c r e ta r y  an d  T r e a s u r e r - D r .  A. B en t-
l e BxecutfvaeW'c o m m it te e - F .  Aw Joh n so n .
D e tro it; H . L . W illiam s, H ow ell, C. J . 
C hand ler. D e t r o i t . ________________ _____

K now  A bout C opra a Favorite  Food.
A lm ost everybody eats it in one 

form  or ano ther but by no means 
does everybody know by the name of 
“copra”, m eat of the coconut. Vege
table o ils and nut foods are becom ing 
an essential p a rt of the life of the race, 
and it was a real deprivation when 
Germ any was cut off during  the war 
from  its African supply. One of the 
w orld’s ports for the entrance of vege
table oils and copra is San Francisco, 
which brough t in last year som ething 
greater than $40,000,000 w orth  and 
this figure is m uch less than the im
ports during the war. San Francisco 
is distinguished for its completely 
equipped vegetable oil term inal.

F o r years E urope contro lled  the 
sources of supply of foreign vege
table and anim al oil, and the m ove
m ent was very great th rough such 
ports as M arseilles, H am burg, Liver- 
pol and R otterdam . T he w ar dam 
med up these curren ts and Am erican 
en terprise  released them  tow ard  
A m erican m arkets to g reat effect. 
V egetable oils enter in a basic way in 
the m aking of glycerine for explosives 
and some are used as substitu tes for 
anim al fat, and, during  the g rea t 
period of demand in the war, prices in 
some cases jum ped as high as 600 and 
700 per cent, and this was true  no t
w ithstanding the dom estic production 
of cottonseed oil which also com 
m anded the highest w ar-tim e prices.

W hile it m ay be presum ed th a t all 
im ported vegetable oils are edible this 
is not so and there is an extensive use 
in industries of such oils in m aking 
soaps, pain ts and varnishes, p rin te rs’ 
ink, im itation rubber fabrics, linoleum, 
etc. C opra is cured either by ex
posure to the sun or by a m echanical 
process of ho t air, or by sm oke in 
enclosed room s. T he flesh of the 
coconut before drying contains about 
45 'p e r  cent, m oisture. T he main 
source o f  supply of the oil crushing 
p lan ts in A m erica are the Philippine 
Islands, South Sea Islands, Java, India 
and Ceylon.

Up to fifteen years ago about all 
the copra was produced by native 
Filipinos, South b.'a Islanders and 
Javanese in their own native gardens, 
but since then considerable E uropean 
capital has been invested in scientifi
cally cultivated coconut plantations. 
M ore than  90 p e r cent, of the copra 
com ing to  the Pacific coast from  the  
South Sea Islands has been m oved in 
sm all sailing vessels which load on

the coast with lum ber for A ustralia  
and New Zealand. A vegetable oil 
term inal a t San F rancisco  is owned 
by the state  of California and has a 
capacity of one million cases o r the 
equivalent in barrels.

F o o t Defects.
The Board of H ealth  of New Y ork 

City has recently  made a special study 
of the feet of the children in one of 
the public schools with a view to ob
taining some idea of the prevalence of 
pedal defects am ong young boys and 
girls.

The exam inations, made by o rth o 
pedic surgeons, appeared to show th at 
such defects are much com m oner than 
has been supposed. The num ber of 
children exam ined was 356. Seven per 
cent, of the boys and 6 per cent, of 
the girls were found to have deform ed 
toes. Six per cent, of the boys and 
13 per cent, of the girls had “flat 
foot.” Forty-seven per cent, of the 
boys and 74 per cent, of the girls had 
“weak feet.” T en per cent, of the 
boys and 17 per cent, of the girls had 
ingrow ing toenails. The feet of 39 
per cent, of the  boys and 26 per cent, 
of the girls revealed corns o r o ther 
excressences. Tw enty-one per cent, of 
the boys and 2 per cent, of the girls 
walked w ith their toes tu rned  in.

M ost of these troubles w ere of a 
character adm itting  of correction  and 
cure, w ith proper treatm ent. If  ne
glected, said the surgeons, some of 
them  m ight cripple and :mi>air the 
efficiency of the children  affected.

T he surgeons recom m ended th at all 
grow ing children be exam ined for such 
defects and that those affected be 
watched and treated , in order th at 
later in life they m ay be “foot-sound.”

M ay Declare Salm on H oliday.
A pact w ith Canada for a complete 

shutdow n of sockeye salm on fishing 
for a long period of years as a m eans 
of rehabilitating  th is valuable indus
try  will undoubtedly be urged by the 
W ashing ton  S tate F ish  B oard Which 
left Seattle recently  fo r V ancouver to 
go in conference with provincial and 
dom inion fishing authorities. Now 
th a t the sockeye trea ty  has been dis
carded, the W ashing ton  officials p e r
ceive a tim ely opportun ity  to  fram e 
international rules that will afford im
m ediate p ro tection  to a fast decreas
ing industry. F o r the first tim e in 
sixteen years in ternational fishery 
officials can get together and provide 
the necessary  restrictions, and when 
L. H. Darwin, the p resen t supervisor 
of fisheries, recom m ended the  creation 
olf a S tate fish board  he saw  the p res
ent opportun ity  for quick restrictive 
legislation.

W e are in the m arket to  buy and sell
POTATOES, ONIONS, BEANS, FIELD SEEDS

Any to  offer, com m unicate w ith us.
Both T elephones. Moseley Brothers,

G R A N D  R A PID S. M ICHP le a sa n t S tre e t,
H ilton  A ve. A  R ailroads,

M I L L E R  M I C H I G A N  P O T A T O  CO.
Wholesale Potatoes, Onions

C orrespondence Solicited
_  ,  _  „ . . .  0  , J  Wm. Alden Smith BuildingFrank T. Miller, Sec y and lreas. Grand Rapid». Michigan

We Are Exclusive Selling Agents 
For

BREDNUT
THE NEW NUT BUTTER

Specify BREDNUT in your next order.

P I O  W A T Y

M. J. D A R K  & SO N S
GRAND RAPIDS, MICH.

Receivers and Shippers of All

Seasonable 
Fruits and Vegetables

A love m atch  should alw ays light 
the fire on the a lte r of m atrim ony.

B lue G rass B utter
Blue Grass Evaporated Milk 
Country Club Line of Groceries 

QUALITY SUPREME
Also PROCTER & GAMBLE Full Line of 

SOAPS. CHIPS. ETC.

KENT STORAGE CO.
DISTRIBUTORS

GRAND RAPIDS MICHIGAN

1
m -
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Great Value of Canning Industry To 
World.

Apples, sweet potatoes, o r m ost any 
o ther article, if frozen when no t in 
cans, are frequently  spoiled and ren
dered unfit for use. No such dam age 
occurs to the canned product, as the 
exclusion of the air seem s to prevent 
dam age a t a tem perature  which would 
ruin fresh fruits or vegetables.

Canned fruit, fish or vegetables may 
be frozen solidly in the cans o r until 
the expansion causes the  cans to  bulge 
a t the ends.

If the cans are put in a place where 
the tem perature  is about 50 to 60 de
grees they will gradually  thaw . If 
they  are wanted for imlmediate use 
they can be thaw ed by being placed 
in w arm  w ater and in neither case 
will the flavor o r quality  be injured.

T he chief risk of dam age from  
freezing of canned foods is th a t when 
pu t in warm  storage while frozen the 
cans will condense m oisture from  the 
atm osphere, will rem ain dam p and 
quickly rust. If  the goods are p rom pt
ly used, however, there w ill be no 
danger of rust or deterioration  from  
th a t cause.

V ery little trouble  arises from  the 
freezing of canned foods. T he dam 
age is far less th an  th a t sustained by 
sim ilar articles unpro tected  by  the 
cans.

Severe cold w eather increases the 
sale of canned foods for several rea
sons. A ppetites are invigorated and 
aroused and people eat m ore. T hen 
the cold destroys thousands of tons 
of turnips, potatoes, cabbage, apples 
and o ther perishable fruits and vege
tables which a re  not efficiently p ro 
tected from  the frost.

I t  would surprise econom ists of 
food if statistics could be collected on 
the enorm ous quantity  of perishable 
foods th a t is frozen and ruined in 
transit over the railroads during  sud
den cold snaps.

T his dem onstra tes the g reat value 
of the canning industry  to the world 
for it saves food not only from  w ast
ing but from  spoiling bo th  in ex
trem es of cold and hot w eather.

John  A. Lee.

Teach Europe To Eat Com.
E urope is hungry. I ts  people now a

days are glad to get any kind of food 
that will fill their em pty  stom achs. 
H ence the tim e seems favorable for 
teaching them  to eat our corn.

E fforts in th is direction in the past 
have no t m et w ith m uch success. 
N oth ing  is m ore difficult than to per
suade people to eat a th ing  th a t is 
new to them . W hen, during  the
famine of 1848, we shipped corn to 
Ireland, reports were circulated that 
consum ption of that kind of grain by 
hum an beings “turned them  into 
niggers.” This, it was said, was the 
reason w hy there were so m any 
N egroes in the U nited  States.

Corn is extensively grow n in Ita ly  
and Rum ania, but in those countries it 
is prepared  as a sort of porridge, and 
cornbread is practically  unknown. E u 
ropean housewives are not much given 
to hot breads, and cold cornbread is 
not palatable. Besides, it gets stale 
quickly.

In  1900 our D epartm ent of A gricul
ture organized an extensive corn 
“drive” in E urope. Sm all stoves were 
set up in grocery  shops in m any sm all 
tow ns in E ngland, and bread, griddle- 
cakes and o ther p reparations of 
maize were served free to all comers. 
But the crusade was a failure.

Now, however, the D epartm ent of 
Com m erce is going to try  to introduce 
corn g rits over there. E uropeans eat 
a great deal of buckw heat, rice and 
pearl barley; and surely corn grits , 
prepared  in the same way, ought to 
be acceptable.

One reason why the people of E u
rope rejected corn flour was th a t it 
did not keep well; but corn g rits will 
keep as well as any o th er cereal p rod 
uct. D uring  the last year relief o r
ganizations over there have used large 
quantities of corn grits, which, pre
pared by boiling, proved h ighly ac
ceptable.

Corn g rits  can be delivered in E u
rope a t half the cost of any other 
cereal food. I ts  cheapness recom 
m ends it a t present.

Growing Importance of Cheese.
Cheese m aking is now one of the 

im portan t and grow ing  industries of 
Am erica. The use of cheese is in
creasing both  in families th a t dem and 
a bountiful table and those of frugal 
taste, with the result th at hom e m an
agers are clam oring for more inform a
tion about cheese and are looking to 
the big food producing com panies of 
the N ation for this knowledge. T hey 
w ant to know especially about the 
care of cheese in the home, the p rin 
ciples of cheese cookery  and new and 
savory cheese dishes. Cheeses are of 
two general classes—those which are 
of m ild flavor and those which are 
seasoned o r ripened in such a way th a t 
they  are highly flavored. T he latter, 
like alm ost all highly flavored foods, 
are com m only used to season dishes 
made of ingredients w ithout m uch 
distinctive flavor or else are used in 
sm all quantities a t a tim e to m ake a 
dish -or meal m ore palatable. Cheese 
should be kept d ry  and covered, but 
never wholly exclude the air. If  spread 
with m elted paraffine it will keep 
moist. The receptable for cheese 
should be thoroughly  sterilized before 
new cheese is placed in it.

How To Keep Happy.
Keep your h eart clean.
Keep your mind free from  worry.
Keep your body in condition.
Keep out of o ther people’s affairs.
Keep on the job.

Retail Grocers and General Merchants Association of Michigan
President— John A ffeldt, J r., Lansing.
Vice-President— C has. G. Christensen, Saginaw.
Treasurer— Chas. J. Schm idt, Bay C ity.
Secretary-rJ. M. Bothwell, Cadillac.

M aintained for the purpose of Im proving conditions for the reta il grocer and 
m eat dealer. Letters addressed the Secretary w ill have prompt attention.

BUT THEY MUST BE RIPE

ALL the natural high-food values of 
the Banana are brought out by our 
careful method of ripening. “Yellow 
Rid” Bananas, when thoroughly ripe, 
are delicious, nutritious and wholesome 
in the highest degree.

The Vinkemulder Company
GRAND RAPIDS MICHIGAN

“ A Can of . . •
Royal Baking Pow der! ”

That’s the way the wise woman 
starts her order for the Baking 
Bee. No ifs and buts about itl 
She says R O Y A L  with an 
emphasis, determ ination and 
finality that leave no room for 
misunderstanding.

R O Y A L
Baking Pow der

ĵ bsolutely ‘Pure

Contains No Alum - -
Leaves No Bitter Taste

You Make
Satisfied Customers

when you sell

“ SUNSHINE”
F L O U R

Blended For Fam ily  Use 
The Q uality Is Standard and the  

Price Reasonable

Genuine Buckwheat Flour 
Graham and Corn Meal

J* F. Eesley Milling Co*
The Sunshine Mills 

PLAINWELL, MICHIGAN

Watson-HiggiiisMlg.Co.
GRAND RAPIDS. MICH.

Merchant
Millers

Owaed by Merchaata

Pndacta sold by 
Merchaata
Brand Kecommeaded 

by Merchaata

NewPerfectionFiour
P a ck td ln  SA X O LIN Paper-lined  

Cotton, San itary Sacks
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POWER BEHIND THE THRONE.

Confessions of the Wife of a Travel
ing Salesman.

T he m an I m arried  had long been 
a salesm an in the employ o f the same 
com pany in which my fa ther was the 
treasurer. As a resu lt of my close 
con tact w ith “headquarters,” th rough 
him and others, I had the im pression 
th at the office was the really  im portant 
p a rt of the corporation  and th a t the 
sales force had a p re tty  easy time of it.

I honestly  believed th a t the people 
who used the p roduct m ade by this 
com pany simply had to have it—that 
there was no o ther made which would 
answ er the same purpose! Im agine 
my surprise when I learned th at m y 
husband had to “hustle for o rd e rs!”

“W hy, honey!” 1 said, one day, 
when he came home all tired out, “ I 
don’t see why you w orry! D on’t 
those people absolutely need the stuff 
you sell, in o rder to keep their own 
w ork going?”

I w on’t a ttem pt to  describe the 
look he gave me, but I was inform ed, 
in no uncertain term s, th at I was 
“dream ing.” W hen I confided to  him 
the idea I had en terta ined  regard ing  
his end of the business, I thought he 
would go into hysterics!

Once he had regained his com 
posure, he said, “ I see! You thought 
all I had to do was to provide m yself 
w ith a body-guard, announce in the 
m arket places th a t I sold S and S 
products, and then plead w ith the rush 
of custom ers not to force me to call 
for police p ro tection!”

R ight then and there, I had my first 
lesson in salesm anship. F rom  tim e to 
tim e thereafter, he gave me pointers 
about the game, the m ost im portant 
being: “ If you win a prospective cus
tom er’s friendship you m ay count on a 
sym pathetic hearing. A fter th a t it is 
up to salesm anship to do the rest.”

I studied a lot those days. I read 
books on the lives of wom en in 
diplom atic life; books on salesm anship, 
and articles on getting  ahead. But 
m ost of all, I kept m y eyes open.

I discovered th at m ore business is 
done over the dinner table than  in the 
office; th a t a custom er is m ore flat
tered when enterta ined  in one’s own 
hom e than when taken to a club o r  a 
hotel; th a t the golf course and the 
bridge table are also places of g reat 
im portance, and th a t w orking for and 
contribu ting  to pe t charities w orks 
wonders.

Now, if this article is to be helpful 
to any one—and I have been led to  
believe it m ay be— I shall have to be 
frank. T h a t will not be difficult, but 
I shudder to think how conceited 
some people m ay th in k  me, if I re
count how  I won friendships through 
which m y husband was eventually 
able to land som e big con tracts for his 
firm.

Let me first say, however, th at I 
believe the follow ing th ree  things to 
be fundam entally  necessary  to a suc
cessful cam paign by  the silent p a rtner 
in th is gam e:

D ress p roperly  a t all times.
K now  how to en terta in—and do it!
Show a genuine in terest in the hob

bies of one’s business friends and their 
wives.

R ecently, I was try ing  to  prove my

theory to a wom an who differed with 
me. A fter giving her num erous ex
am ples where it had worked, I finished 
up w ith, “and because I did th is or 
th at I m ade the  m an and his family 
our friends and thus helped to secure 
his business.” I was rew arded for 
m y trouble in explaining how it 
worked, by this rem ark :

“W ell, do you think it was honest 
for him  to give your husband the 
business ju s t because he is your 
friend?”

She had m issed the po in t altogether. 
It was not a case of be tray ing  a tru st 
for the sake of friendship. I t  was 
sim ply th at the friendly, personal foot
ing provided the necessary atm osphere 
and opportun ity  for my husband to 
clearly dem onstrate the superior m erit 
of what he had to offer; whereas, 
e ither prejudice o r  indifference had 
previously blocked his efforts to even 
get into the m an’s office.

A nother wom an once said she did 
not see how I could m eet the very 
persons I wanted to and set about to 
m ake them  m y friends. “You know, 
m ost of the tim e you are a newcom er, 
and it is not up to you to m ake ad
vances,” she rem inded me.

T his did m ake it hard  but—“W here 
th ere ’s a will th ere ’s a way,” and I 
always found th a t way w ithout fo r
ge ttin g  the rules of Mrs. Grundy.

W ith  every shift to a new territo ry , 
we followed very m uch the  sam e plan. 
As soon as we were settled, I attended 
concerts, lectures, and o th er open 
functions when we could no t go to 
gether. W e took in the good shows 
th a t came to town. M y husband 
joined the C ountry  Club, where we a t
tended the club dances and often 
dined. W e were thus throw n with 
the people we w anted to m eet and 
know. I studied them  and, th rough 
observation and discreet enquiry, 
learned all I needed to know about 
their individual idiosyncracies and de
cided on the special trea tm en t to 
which each one would probably re
spond.

For instance, if I learned th at Mrs. 
B lank presum ed to  pass upon her hus
band’s friends am ong the fair sex and 
disliked having o th er wom en either 
fuss over him or even seem to do so 
—a practice I detest and eschew— I 
always sought to b ring  about the de
sired interfam ily  relations, o r intim acy, 
by  being a ttentive  to her and respect
ing her prejudices.

I found th at m any buyers and pu r
chasing agents for big com panies were 
sick and tired o f the way salesmen 
handed out expensive p resen ts in o r 
der to influence them. A little later, I 
will tell you the sto ry  of a couple who, 
on this account, never chose to know 
socially the people w ith whom  the 
husband did business.

W ho likes to receive a com plim ent 
o r a gift for which the donor expects 
to be paid? B ut who is no t influenced 
by a g ift or a service rendered  if it a t 
least seems spontaneous? As an il
lustration , let me tell you of an in
cident th a t had m uch to  do w ith my 
husband’s success in a particu lar te r
ritory.

A certain  custom er was m oving. 
H is wife was not well, and he was 
w orried for fear she m ight overdo.
J Jearped w hat day they were going

into the new house, how m any friends 
were to  help set the house to righ ts 
and a t w hat time they would w ant 
luncheon, which I arranged  to  furnish.

W hen offered, she could no t refuse 
it because she knew I did the same, 
under sim ilar circum stances, for o th er 
friends w ith w hom  we had no busi
ness dealings whatever. Besides the 
cold lunch—which I made very  dainty 
in appearance if any th ing  but dainty in 
size—there was a therm os bo ttle  of 
hot coffee. W hen the house was set
tled, I sent some flowers w ith a note 
sta ting  th a t I hoped they  would be 
very  happy in their new home.

T his service cost the com pany som e
thing, of course; but it was g ratefu lly  
accepted and appreciated, while an 
equally expensive presen t would have 
offended and been returned.

In passing, let me rem ind you th a t 
it is useless to en terta in  beautifully 
for business friends unless you do 
likewise for friends of w hom  you ex
pect nothing. You will be sure to  be 
found out and all your w ork will be 
undone. I do no t m ean by th is th a t 
everyth ing you do on your personal 
account m ust cost a lot, but you must, 
at least, m ake it up to  o thers in 
novelty  and thoughtfu lness when you 
entertain  them . Also, to  live up to  the 
enviable reputation  you establish will 
require you to  be unusually  vigilant 
and alert.

I had the reputation everyw here of 
alw ays rem em bering  and serv ing  the 
dishes for which our friends had a t 
som etim e o r  o ther expressed a p refer
ence, and everyone of them  fully ex
pected to  be served w hat he or she 
liked w henever I en tertained them . A 
lapse of m em ory on m y p art would 
have been considered a faux pas, and 
the aggrieved one would have re 
garded it in the light of—'well,—al
m ost a slight!

People are m uch flattered if you re 

m em ber their faces and nam es; and 
if you rem em ber a b it of the last con
versation  you have had w ith them , 
th a t w orks m iracles.

O f course, I alw ays learned w hether 
M rs. and Mr. C ustom er w ere in ter
ested in m otoring, golf, thea ters, 
bridge, dancing, o r d inners before I 
a ttem pted  to en terta in  them . I f  they  
had a hobby, I learned som ething 
about it so th a t I could in troduce the 
subject and m ake an intelligent re
m ark, now and then, ju st to keep 
th ings going.

You never can tell w hat m ay appeal 
to a person. I  though t m y greatest 
success lay in the fact th at I served 
such good m eals and  alw ays rem em 
bered m y guests’ individual p refer
ences. You can imagine I was g reatly  
surprised when inform ed by a m utual 
friend, th at one of our m ost im 
po rtan t custom ers liked to have me 
in a p a rty  o r to be en terta ined  in our 
hom e because he considered me good 
a t repartee! O f course, I knew  he 
alw ays “joshed” me a lot, but I  never 
knew he set out w ith m alice afore-

cPublishers and 
Jobbers o f

cArt Calendars
1923 samples now on 
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Wait for our salesman

Grand Rapids Calendar Co.
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5 in FOIL 25*
Cargest selling 5  cent 
cigar in the world.
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W o r d e n  G r o c e r  H ) m p a n y
Distributors
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thought to  see if he could stum p me.
In  th is gam e, one has to  be alive 

every m inute. E ach person is a law 
unto  himself, and  half the  fun is in 
finding out how best to  handle him. 
W hile I adm it th a t I deliberately 
planned to m eet and win people in 
m any cases, I m ust tell you, in pass
ing, about one case I could n o t have 
planned no r would I have done so if 
I had been able. But I  did take ad
vantage of the circum stances th a t 
accidently  came m y way.

Ju s t a sho rt tim e afte r m y husband 
took over a new territo ry , one of the 
com pany’s old custom ers “tu rned  him 
down.” W e knew  he and his com 
pany would eventually come back to 
us, but we wished to hasten  the com
ing- „  .

One evening, as we w ere  w alking 
down the avenue, we ran  into the m an 
who could hu rry  or delay the re tu rn .
H e looked so forlorn  and dow n
h earted  th a t we stopped to  chat w ith 
him. H e told us he  had ju s t b ro u g h t 
his wife to the city hospital a fte r the 
doctors a t hom e had given her upl No 
w onder he looked so pitiful, I  thought, 
as I rem em bered his eight children 
and the happy hom e he was reported  
to have. A fter talk ing  to him  a few 
m inutes, I asked him  to come hom e 
with us and take pot luck.

“ I would love to,” he said, “if you 
would really give me pot luck, bu t I 
know  you w on’t! I have been asked 
to  pot luck before and been served a 
banquet. Y ou can’t  tell me th at 
people have six o r eight courses when 
they are not expecting guests.” W e 
assured  him he would certain ly  have 
it—and he did! T he m eal consisted 
o j a sm all roast of beef, tw o potatoes 
and two baked onions, a salad of 
greens, and s traw berry  ice cream . 
T h ere  was sufficient m eat for every
one, b u t the vegetable portions, also 
the salad, had to be pooled and, again, 
divided! T he ice cream  cam e ou t all 
rig h t because m y m aid had ju st 
learned to  m ake it and a lw ays made 
m ore than  was necessary because she 
liked to  give some of it to her friends; 
bu t they  were disappointed th a t n igh t 1 

T here  w ere no left overs from  that 
m eal, b u t there  was an  a fte r effect. 
O ur guest was w on! T he next few 
days, he haunted  our house and, final
ly, b ro u g h t his bag over and rem ained 
w ith us until his wife was conveles-
cent. .

A nd the end of that sto ry  is th a t his 
wife recovered her health, we w on a 
life friend, and our com pany won back 
a lost custom er.

A nother time we were stationed in 
South Am erica. In  those days my 
countrym en were generally  regarded 
there  w ith doubtful esteem —if not 
suspicion—all the way from  th e  least 
am ong us up to  our m inister plenipo
tentiary . T his m ade it very h a rd  for 
m y husband to  get the “look in” he 
sought either socially or in a business 
way. Of course, I was anxious to  help 
him  im prove the  business of which 
he had assum ed charge and secure a 
b e tte r social footing th an  any one who 
had preceded him.

A railw ay com pany w as in the m ar
ke t for various supplies. M y husband 
knew  th a t his goods, though higher 
priced, w ere of b e tte r quality  than  any 
offered by his co m petito r^  bu t he alsq

knew  th a t an Am erican firm  stood a 
slim  chance of g e tting  the co n tract if 
the ra ilroad  officials could ge t reason
ably sa tisfactory  goods elsewhere. I t  
becam e a question of how to  ge t on 
such te rm s w ith the  deciding pow er 
as to  insure open-m inded considera
tion of the  superior m erits of the 
Am erican goods offered.

W e m anaged to m eet the righ t m an 
socially. In  the course o f the  con
versation, I learned he was very lone
some for his family—a wife and three 
children in E ngland. Also, th a t he 
could sing, b u t th at in the absence of 
his wife, he could not enjoy his m usic 
because he had n o  one to  play his 
accom panim ents. T h is was the chance 
I was looking for! Being fortunate 
enough to have a piano in my ap art
m ent, I invited him  to call and brn ig  
his music. I was no t m uch of a 
pianist; b u t by practic ing  hours be
tween calls, I was able not only to 
help him  enjoy his pet hobby b u t es
tablished such a friendly relationship 
betw een him and us th at when my 
husband w ent to  him  w ith his busi
ness proposition he was naturally  pre
disposed to give him  a sym pathetic 
hearing. N othing m ore was n e e d e d -  
salesm anship did the rest.

I could tell you of o ther instances - 
w here service which cannot be bought 
helped to m ake m aterial gains; bu t I 
w on’t, because I have m ade my point. 
H ow ever, I  would not consider I had 
played the gam e if I did not give one 
incident w here the wife had to be 
reckoned with.

In  this case, she refused to  know  
anyone with whom  her husband did 
business. T his was a very serious 
problem  for us, since we w anted to 
know  them  socially. T hrough  m utual 
friends we finally m et them . I learned 
th at one of th e  reasons why M rs. 
C ustom er had declined to know  any of 
her husband’s business associates was 
because m any of them  had been m ost 
tac tless . C ostly presents had been 
pressed on her, even by those w hom  
she had never met, w ith the  u lterio r 
m otive of favorably influencing her 
husband tow ard them —or, so she 
though t—and she resented  it by no t 
only re tu rn ing  the gifts bu t refusing  
to  m eet the donors.

Besides, these o thers had never 
taken the pains to find out w hat was 
her chief in terest in life. I m ade this 
m y first business, and, once I knew 
w hat it was, I fam iliarized m yself 
w ith the subject. W hen ever I was 
w ith her, and the occasion presented 
itself, I alw ays had som e new angle 
from which to discuss it. I never 
made her an expensive present; but 
when a gift was suitable, it was so 
personal th a t she could find no excuse 
for re tu rn ing  it w ithout giving un
m erited  offense.

w rote her a wee note asking if I  was 
right.

I made the h it of m y life.
Som eone asked her why she chose 

to associate w ith me when she refused 
to know the wives of o ther salesmen.

“ Oh, I never though t of her as be
ing in th a t class!” was her reply.

I would ra ther have heard th a t than  
to have had a new dress.

T o-day m any women wish they 
could make a living—go into business
__bu t they cannot for various reasons.
Som etim es their households take up 
all their time, som etim es their hus
bands object to having them  work, 
saying, “ I will m ake the living for the 
family.” But m ore often they do not 
feel they are prepared  in any line. You 
need not w orry  about any of these 
things. F o r no m atter which class 
you are in, no m atter w here you are,
I believe you can go to business by 
doing a little  team w ork  and so help 
your husband to make such a success 
of him self that you will be kept busy 
enjoying th at success.

Some time ago, I was visiting in my 
hom e town. A wom an I have know n 
m any years, said to me at a tea, one 
afternoon, “W hat an in teresting  life 
you m ust lead. Y our husband is 
moved around the world so m uch you 

' are constantly  m eeting new people 
and seeing new sights.”

I adm itted that w hat she said was 
true, but I did no t add th a t my g reat
est happiness is th at I knew I 
was really  accom plishing som ething! 
— Frances Van Dyke, in Success.

r e fr ig e r a t o r s
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A fter we had know n each o ther for 
m any years, she once asked me not to 
give her a  C hristm as present. I  had 
ordered  a m onogram ed gift m ade for 
her, and it was too late  to cancel it. 
Of course, a fter she requested me no t 
to give her anything, I could only 
acquiesce. But th e  gift w as useless 
for anyone else. E arly  the  follow ing 
sum m er, I ra th e r vaguely recalled that 
the date of her w edding anniverasry  
>yas about due, §o I sent the gift and

There Is No Substitute
W hen a  housew ife asks for a  nationally  advertised  
p ro d u ct she should have  it, and  progressive, up- 
to -d a te  grocers will alw ays give preference to  
nationally  advertised  foods. T here  is no  substitute

for

Shredded W heat Biscuit
Y ou can grind up  any  o ld  thing and  call lt a  b reak 
fast food, b u t the re  is only one S hredded  W h e a t 
It is the  m ost thoroughly  cooked  cereal food and  
com bines deliciously w ith all k inds of fruits, cream ed 
vegetab les and  cream ed m eats. N othing can take 
its place. W e have  spen t m illions to  create  a 
dem and  for it. In supplying this dem and  you m ake 
a  quick tu rnover and  a  fair profit.

MADE ONLY BY

The Shredded Wheat Company, Niagara Falls, N. Y.
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Service and Charges at Two Kalama
zoo Hotels.

D etroit, Jan . 3—In confirm ation of 
w hat I have already w ritten  concern
ing hotel ra tes and in continuation  of 
the subject, 1 am  subm itting  you ad
ditional m enus of hotels I have visited 
recently.

Take, for instance, a house like the 
P ark  A m erican H otel, a t K alam azoo, 
operated  under the m anagem ent of 
E rnest M cLean, well know n not only 
on account of his successful conduct 
of this p roperty , but also because of 
his having been connected w ith the 
L ivingston, a t G rand Rapids. T his 
hotel, of m odern and recent construc
tion is conducted on the E uropean 
plan, w ith ra tes rang ing  from  $1.50 
per day upw ards. T he w riter was 
shown apartm en ts a t various prices, 
all of w hich were well w orth  the 
prices charged. M any of the cheaper 
room s are epecially a ttrac tive  and 
would com m and higher ra tes alm ost 
anyw here. T he lobby, parlo rs and 
m ore especially the main dining room  
are w onderfully  attractive. In the 
la tte r is served ample and appetizing 
m eals on the table d’hote plan. Club 
breakfasts rang ing  in charges from  
35 to  85 cents, are here served. T he 
luncheon a t 75 cents is substantially  
like th is:

V egetab le  Soup In d ia  R elish
Boiled P ig  S p a re rib s  w ith  S au e r K ra u t 

F r ica s se e  of V eal, T e a  B iscu it 
R o as t R ibs o f P rim e  N a tiv e  B eef. N a tu ra l 
M ashed  P o ta to e s  o r  S team ed  P o ta to e s  

M ashed  T u rn ip s
A pple P ie  o r  B aked  R ice P u d d in g  w ith  

Sw eetened  C ream  
T ea , Coffee, M ilk o r B u tte rm ilk

An evening dinner, exceedingly 
popular, and evidenced by the p a tro n 
age given, is especially well served 
and palatable. T he charge for same 
is $1:

O y ster C ock tail C ream  of Fow l
Gold H e a r t  C elery  O lives

G rilled L ak e  T ro u t, L a ttic e d  P o ta to  
B ra ised  S w ee tb reads , M acedoine

F rica sse e  of C hicken, E gg  D um plings 
R o as t R ibs o f P rim e  N a tiv e  B eef a u  J u s  
M ashed P o ta to , B row ned  S w eet P o ta to  
K idney  B eans, C abbage a n d  B eet Salad  

P u m p k in  P ie , A so srted  C akes 
V an illa  Ice C ream , P in eap p le  Sundae

A m erican  C heese, S a ra to g a  W afe rs  
T ea , Coffee, M ilk

In the adm in istration  of the hotel, 
Mr. M cLean is very capably assisted 
by his wife, who w ith him  shares in 
its popularity .

W hile a t the P a rk  Am erican I en
joyed the hospitality  of the  R o tary  
and Kiwanis clubs, whose p rogram s 
included delightful luncheons served 
in one of the several auxiliary dining 
room s of the hotel.

T he P ark  Am erican is the w orthy  
successor of the old Am erican House, 
operated for m any years by Fred 
H otop  and wife—of whom  I will have 
som ething to  say in the near future 
—and bears out the reputation  of the 
old fam iliar caravansary  am ong the 
old tim e travelers.

W ell known to the traveling  fra te r
n ity  is the m ost excellent Columbia 
H otel, in the same city, operated by 
Adam  E h rm an ’s Sons, who are by no 
m eans novices in the business, having 
been associated w ith their fa ther for 
m any years. I m ention this hotel 
especially for the reason th a t it is 
brim m ing w ith hospitality  and m od
erate  in its charges fo r very excellent 
accom m odations. All room s have 
running  w ater, phone and are  nicely 
furnished. T w o ra tes are in effect,

$1.50 being the price fo r room  w ith
out bath, and $2 for room  with ba th  
conveniences. But the really su rp ris
ing feature of the establishm ent is 
the exceedingly m oderate  charges fo r 
excellent meals, well served. B reak
fast, including fruit, cereal, m eats, 
griddle cakes, coffee, etc., are ju s t 50 
cents. No m ore o r less. T he charge 
for luncheon and dinner, w ith the 
follow ing selection, is 65 cents.

P u ree  of T o m ato  Soup 
Dill P ick les  C elery  S w eet P ick le s  

R o as t Sirlo in  of B eef—a u  J u s  
R o as t L oin  o f P o rk —F r u i t  Je lly  

C hicken G ib lets  on T o a s t 
M ashed P o ta to e s  S team ed  P o ta to e s

S u g a r  Corn 
B ee t S alad

C h erry  a n d  A pple P ie  
V an illa  Ice  C ream

B row n B read  W h ite  B re ad
T ea , M ilk, Coffee 

D IN N E R  
S team ed  R ice 

Bouillon
Dill P ick les  C elery  S w eet P ick le s

B roiled  T enderlo in  o r Sirlo in  S teak  
P la in  o r w ith  O nions

F r ied  S p ring  C hicken—C ream  S auce 
A sso rted  Cold M eats  

F ren c h  F ried  P o ta to e s  
Sh rim p  S alad

A pple P ie  V an illa  Ice C ream
H o t Rolls 

Coffee, M ilk, T ea
T he w ater supply for this hotel 

comes from  its own artesian  well.
A new figure in M ichigan hotel 

affairs is W alte r B arnes, now oper
a ting  the well-know n Rickm an, a t 
K alam azoo, assisted  by his son-in- 
law, Mr. Peifer. L a ter on I am going 
to  tell you all about one of the m ost 
genial of men and an establishm ent 
of great m erit.

I m ight do it at this tim e were it 
not for the fact th at m y visit w ith 
Mr. Barnes, talk ing  on good old tim es 
in the hotel field, consum ed so much 
of my tim e which should have been 
devoted to sleep, I have not had a 
chance to  catch up on th a t com 
m odity. F ran k  S. Verbeck.

Studying Your Discounts.
Get your pencil and pad. F igure 

th is with us and see if we are co r
rect. I f  we are, then  study on th is 
and study it hard.

On a bill of goods am ounting  to  
five hundred dollars, a t 2 per cent, 
discount, ten days, the saving is $10. 
If  you wait until the exp ira tion  of 
the th irty  days you lose the  ten  dol
lars.

In o ther words, you pay ten dol
lars for the use of $500 for tw enty  
days o r a t the ra te  of 36 per cent, 
per year. You can borrow  money 
when tim es are norm al a t 8 per cent, 
per year o r in o th er words, you can 
borrow  $500 for tw en ty  days for 
$2.20. T here  is a net saving of $7.80 
by tak ing  advantage of the discount.

Now then, m ultiply the num ber of 
tim es you pay ou t $500 for m er
chandise during  the year by $7.80 
and you will have your net saving 
by dicounting  bills even if forced to 
bo rrow  m oney to do so. T his is 
m erely  a new way of p resen ting  an 
old subject. A re we co rrec t?  I t is 
w orth  th ink ing  over.

Cash on hand is w orth  tw o on the
hook?,

C U S H M A N  H O T E L
P E T O S K E Y , M IC H IG A N

The best Is none too good fo r a tired  
Commercial T raveler.
T ry  the C U S H M A N  on your next tr ip  
and you w ill feel righ t a t home.

The Newest W e ll Known for
In Grand Rapids C om fort and Courtesy

HOTEL BROWNING
Three Short Blocks From  Union Depot

Grand Rapids, Mich.
150 F IR E  PROOF ROOMS— A ll W ith  

Private  B ath , $2.50 and $3.00 
A . E. H A G E R , M anaging-D irector

OCCIDENTAL HOTEL
FIRE PROOF 

CENTRALLY LOCATED 
Rates $1.M snd up 

EDWARD R. SWETT, Mgr. 
Muskegon Michigan

HOTEL RICKMAN
K A LA M A ZO O

One block  from  M ich igan  C en tra l 
S ta tio n . H e a d q u a r te rs  U . C. T .

Barnes A  P feiffer, Props.

Beach's Restaurant
Four doors from Tradesman office

Q U A L I T Y  T H E  B E S 1

CODY
HOTEL

IN THE HEART OF THE CITY 
Division and Fulton

RATES ■! up w ^^out bath 
( $2.50 up with bath

C O D Y  C A F E T E R I A  I N  C O N N E C T I O N
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Gabby Gleanings From Grand Rapids.
G rand Rapids, Jen. 3— In  speaking 

o i a local business m an who has never 
carried around any excess of avoirdu
pois, but who does an enorm ous 
am ount of w ork every day for 312 
days every year, Mel T ro tte r  recently  
rem arked: “A lw ays pick a lean horse 
for a long race.”

B. B. Spelman, general dealer a t 
Benzonia, was in tow n two days this 
week, purchasing  a new stock of dry 
goods of the  Grand Rapids D ry Goods 
Co Mr. Spelman has arranged  to  
issue a four page store  paper every 
week during 1922 and confidently ex
pects it will influence m uch trade in 
his direction.

T he m any friends of Jam es M. Gold
ing will be delighted to learn th a t he 
has been p rom oted  to the position 
of sales m anager of A. K rolik  & Co., 
D etro it. M r. Golding is a painstaking 
w orker and alw ays gives his em ployer 
the  best he has in him. H e is very 
popular w ith the retail trade and rich
ly deserves the honor w hich has been 
bestow ed upon him solely th rough  
m erit. .

Ghas. H. Coy, the A lden general 
dealer, spent the New Y ear holidays 
w ith relatives in G rand Rapids. M r. 
Coy and his late fa ther have con
ducted the m ercantile business at 
A lden and Spencer Creek for over 
fifty years and have alw ays served 
their com m unity well and faithfully. 
Mr. Coy owns a large am ount of re 
so rt p roperty  in and around A lden and 
Spencer Creek, which he confidently 
expects will force him  to occupy the 
sunny side of E asy  S treet before m any 
m ore years roll around. .

“Uncle Louie” W in tern itz  hiked 
down to  F t. -Meyer, F lorida, last week.
H e w rites he is delighted to be lo
cated for th e  w in ter w here he can 
take all the p ictures he cares to take 
and play all the golf he cares to play.

The new ly-m arried sta te  used to be 
called the honeym oon; now it is ap
propriately  regarded as ’the m oney- 
moon. , ,

Some persons dream  of a land o t 
m ilk and honey—and some of a land 
of silk and  money.

M any a m an calls som e wom an his 
old flame because she burned  up his 
m oney—and then fired him.

Some folks m ust th ink  criticism  is 
an o in tm ent— the way they rub it in.

T he In gerso lls  are  th e  latest to dis
prove the adage th a t T im e is M oney.

One o f the spo rting  events we look 
forw ard  to  in 1922 is, w hich will be 
robbed oftener— cigar sto res o r jew el
ry  shops?

Some concerns follow the policy of 
requiring  a m an w hom  they are  con
sidering for a position as a salesm an 
to  go to the pho tographer and having 
th ree  pictures taken—usually  the full 
figure, a fron t bust, and a  profile. T his 
enables them  to judge the physical 
qualities of a m an, and to “size” him  
up from  the standpoin t of determ ina
tion as expressed by the “cut of his 
j ib ;” pow er to  reason  as indicated by 

" the shape of his head, and his general 
appearance. If  the p ictures suggest 
th a t the m an is indifferent or careless 
in his dressing  the em ployer m ay sur
mise th a t he is likewise careless and 
indifferent in o ther habits. T hen 
again such po in ts a s  “good nature,^  
“pugnacity” and “stra igh tforw ardness 
m ay be determ ined w ith m ore o r less 
accuracy from  a photograph . T he 
em ploym ent officer of one of the  big 
office supply houses even carries this 
m atter of using photographs in con
junction  w ith applications to  a fa rther 
point. H e  requires the  m an to subm it 
a photograph  w ith h is  hands up—one 
in and  the o th er out. T his executive 
believes th a t th e  shape of the hand 
reflects qualities th a t count in judging 
men. H e  h as found, he says, th a t a 
salesm an w ith long, delicate fingers 
usually  has a  sensitive, nervous dis
position. H e is th e  type th a t flies off 
the handle easy, and- is generally  hard  
to handle, although  he com m ands 
g rea t energy  and  driving power. On 
the o th e r hand, a salesm an w ho has a 

, short, stubby  hand, w ith stubby 
fingers, is m ore su b s ta n tia l H e  has

m ore patience, g reater stick-to-it-ive
ness, and m ore determ inatm n.

A new product w as established very 
quickly, in spite of the coldness of 
jobbers, in the follow ing m anner: th e  
m anufacturer's salesm en w ent direct 
to the re ta il m erchants, w orking the 
whole te rrito ry  intensively. “W ho  is 
your jobber?" was a question in
variably  asked after the o rd er was 
taken; and a reply was insisted on.
T he m anufacturer then  w ent to the 
specified jobber w ith the order. But 
it was not tu rned  over to  h im  unless 
he agreed to carry  an adequate stock. 
M ost of the jobbers agreed to  handle 
the o rders . Some, however, refused.
In  cases w here they  did refuse, the 
m anufacturer sta ted  the facts to  the 
m erchant: “Y our jobber,” he said, has 
refused this order. T herefo re  we are 
shipping you d irect a t the sam e price.
T h is  was usually sufficient t<? pique 
the m erchant. H e  asked the jobber s 
salesm an about it; and the la tte r went 
to h eadquarte rs for inform ation. Ih e  
jobber th en  began to becom e con
vinced! In  only a few unim portan t in
stances was it impossible in the end to 
secure adequate distribution  th rough  
jobbers. , .

T he salesm an has a perfect rig h t to  
look to h is hom e office for m oral as 
well as physical sustenance. I t  is un
derstood th a t he is controlled from  
th at poin t; his policies, prom ises and 
practices are derived from  thence, and 
although he m ay no t m ake a definite 
dem and for m oral support, yet sub
consciously he craves it. W hat, then, 
m ust the sales m anager know  in order 
to offer actual encouragem ent to  his 
salesm en? A sales m anager has a 
solem n duty to know  the  life of the 
m en he is guiding. H e m ust have 
traveled him self; he m ust have called 
on the  trade in no de luxe fashion, but 
sim ply and hum bly, as any of his men, 
for there  can be no understanding 
w ithout experience. N ext, th e  sales 
m anager m ust know  the trade and 
ought to obtain th a t knowledge by an 
unattended  visit. T h is sam e visit will 
give him a first-hand acquaintance 
w ith the m en w ho are  his custom ers 
and will reflect the im pressions and 
opinions regard ing  his salesmen. In  
these days it is absolutely the duty 
of the sales m anager to  have an under
stand ing  of business conditions the 
w orld over. T he sales m anager m ust 
know  his line in  a  way to  make_ it 
perpetually  in te resting  and a ttractive  
to his men. H e has the time and the  
responsibility  to dig into the  goods to 
find out their po in ts of in terest, their 
peculiar uses, their little  odds and 
ends of news th a t keep the salesmen 
constantly  refreshed and interested. 
F inally , the  sales m anager m ust be 
fam iliar w ith the dom estic life of his 
men. B ut in this, the m anager m ust 
needs be ex traord inarily  tac tfu l and 
diplom atic. T he m en’s foibles and 
w eaknesses m ust be recognized; only 
then  can th e  m en be helped. All 
th is  m eans th at the sales m anager 
m ust practically  be an expert d iagnos
tician of m ental and physical condi
tions. F o r the diseases th a t he finds 
he m ust have remedies. These will 
be, am ong others, encouragem ent, in
form ation, inspiration and the  “l®sh, 
the la tte r p rescribed w ith though tfu l 
m oderation.

Folks are no t as m uch concerned 
about the P residen t’s syntax, as they  
are  about the G overnm ent’s sin  tax.

T he  fellow who parks his car in  the 
w rong  place som etim es gets a  long 
fine; but the fellow w ho parks his 
m oney on a poker tab le  seldom  g,ets 
along  fine.

W hen the U. S. G overnm ent se ts it
self to  im prove w orld conditions in a 
practical way resu lts are im m ediate 
and em inently  satisfactory. P rac tica l 
leaders take the sh o rt cu ts and get 
there. Efficiency in statesm anship  
counts as heavily as it does in busi
ness. W e shall u ltim ately  find busi
ness education the  foundation o f 
sound governm ent the w orld over.

O rganized labor is no t satisfied w ith 
th e  P residen t’s suggestions. I t  is not 
satisfied w ith an y th in g  a t any  time. 
I ts  policy is th a t of continuous dis

content. W hen brief periods of con
ten t come to  i t  in spite of its dis
position, its leaders dig for new 
sources of discontent. _ No concession 
can please o r m ollify its officials who 
live on the w ages of breeding un
happiness. . .

Clever Japs have gone into pearl 
cu lture and learned how to a id  oysters 
and o th er shell fish in their production 
by feeding them  beads and so reducing 
their labors ninety  per cent.

T raveling  salesm en and o thers 
whose business takes them  away f.r° m 
their hom es for considerable periods, 
will profit by an in te rp reta tion  of the 
income tax  law m ade by F red  L. 
W oodw orth , Collector of In terna l 
Revenue a t D etroit. T he law provides, 
W oodw orth  held, th at the entire 
am ount thus spent for m eals and 
lodgings m ay be deducted from  the 
trav e le r’s g ross incom e, as necessary 
expense for doing business. In  the 
past a trave ler was perm itted  to  de
duct only such portion of his expense 
as was in excess 'of his p ro p o rtio n  of 
the cost of m aintaining his household.

T he N ational L u m b erm an s Bank 
of M uskegon has bu t recently  pub
lished its eighty-first sem i-annual re
port. T he passing  years have w it
nessed m any changes in the list of 
officers and d irectors. O nly a very 
few of the  original depositors rem ain 
and bu t one o r tw o of the first stock
holders. T he responsib ility  of p rin t
ing these rep o rts  for fo rty  consecu
tive years has fallen to  E. B. Dana, 
now P residen t of the D ana P rin tin g  
Co. M any of the  earlier issues were 
done on hand presses. As tim e passed 
steam  and w ater pow er have each 
seen th e ir days. T he  type for the  
m ost recent issue was set by m a
chinery and prin ting  p ress operated 
by electricity, the paper being fed to  
it autom atically .

A live new spaper is any tow n’s best 
asset. W ith o u t it business lags and 
m erchants grow  stale. A rth u r Bris- 

- bane says the  coun try  weekly^ is the 
paper th a t goes hom e and is read 
w ord fo r w ord from  fro n t to^ back, 
advertisem ents included. I t  is the 
weekly new spaper th a t keeps up the 
sp irits of the coun try  m erchant when 
th ings go w rong. T he success of any 
tow n as a m erchandising  cen ter rests 
w ith the local publisher. T he tow n 
of M ason, county  seat of Ingham , is 
situated  a lm ost under the  dom e ot 
M ichigan’s S ta te  Capitol, ye t it is a 
hustling  business cen ter and farm ers 
come from  m iles a round to  trade  
there. T he Ingham  County News, 
published by S. L. M arshall, is a six- 
teen-page weekly, filled w ith live m at- 
te r  of local in te res t and teem ing with 
carefully w ritten  and well-displayed 
advertisem ents of M ason m erchants. 
In  his annual le tte r  to  M ason busi- 
ness m en Mr. M arshall calls a tten tion  
to  im provem ents during  the p ast year 
w hich have helped their tow n. H e 
congratu la tes them  on their w onder
ful C hristm as trade, the best they  
have ever known» O n the  subject 
of advertising  he w rites them  as fol
low s:

“D on’t you believe th a t you could 
spend an h our each week p reparing  
som e convincing advertising  copy 
w hich would a ttrac t people to  your 
store  and to  th is town. I f  they w ere 
to  come in and talk  w ith you, you 
would no t lack fo r w ords to  tell them  
w hy they should trad e  in M ason and 
w ith  you.

“A dvertising regularly , consistently  
and intelligently  is very m uch like 
building up a bank account. Add a 
little  m essage each week to  w hat you 
have already advertised and you soon 
have a grow ing balance^ of friendly 
custom ers w hose good-will and year- 
in-and-year-out pa tronage is the  b ig
gest asset any sto re  can have.

“Rem em ber, when you advertise 
you are helping every o th er m erchant 
in the  tow n. Y ou are draw ing people 
here to  trade. T he  advertisem ents 
of every o th er m erchant in tow n helps 
you. T he m an w ho comes to  tow n 
to  buy overalls will purchase his« g ro-

ceries while here. T he wom an who 
com es to  have the baby s picture 
taken will drop into the dry  goods 
store  and bakery. T he young m an 
who com es to  get his F o rd  repaired 
will buy a new overcoat and shells 
for his shotgun. W e are all in the 
sam e boat and we should all help pad
dle during  1922.”

Jess L. M artin , who was hom e to 
spend New Y ears w ith his father, 
John  D. M artin, left T uesday for his 
home in M inneapolis.

H . T . W illiam s, who has represent
ed P ro c ter & Gamble in K ent and 
A llegan counties for the p ast seven 
years, has re tired  to  accept a m ore 
lucrative position  in ano ther line. H is 
successor is J. P . W ard , who has cov
ered seven o th er counties in W estern  
M ichigan for the past seven years. 
Both gentlem en will continue to  re 
side in Grand R apids and will make 
this city  their headquarters.

T he Jennings M anufacturing  Co. 
has m oved into its new building a t 
the corner of South Division avenue 
and G arden street. T he building is 
a tw o-story  and basem ent structure , 
handsom ely designed and substan
tially built. I t  reflects g rea t credit 
on the Jennings Co. and is ihe object 
of m uch pride by residents in the 
locality in which it is located.

J. J. B erg  has signed up w ith P it
kin & B rooks for an o th er year, cov
ering  the same te rrito ry  as heretofore.
J. J. has com pletely recovered Ins 
health  and is m ore rugged than  he 
has been for m any years.

Louis J. K oster has signed up w ith 
Edson, M oore & Co. fo r the lo rty - 
th ird  year. H e has lately  go tten  into 
the  habit of en terta in ing  his family 
to  d inner and thea ter parties in Grand 
Rapids. One question arises in con
nection w ith Mr. K oster, Is he never 
going to  grow  old?

T he U nited  K-Rai C orporation  suc
ceeds the G rand R apids K -R ai Food 
P roducts Co. T he capital stock is 
$1 000,000, of which $350,000 is au th o r
ized to  be issued. F ifty  thousand 
will be issued to the stockholders of 
the old com pany and $100,000 stock 
will be offered for sale. T he officers 
of the com pany are as follow s: P res
ident, H . M. H eim dinger; V ice-P res
ident and T reasu re r, J. B. L ittle ; Sec
re tary , K arl R eynier. T he officers 
constitu te  the board  of directors, ih e  
com pany occupies the H achm uth  can- 
ning factory  plate a t Com stock Park .

M anley Jones (T elfer Coffee Co.) 
holds his head m ore erec t than  ever 
since he was elected P residen t of the 
M ichigan V eteran T raveling  Men s 
Association a t D etro it last week, i t  
any m an ever deserved such recogni
tion a t the hands of his fraters. M an- 
ley Jones is the man.

John B. O lney (Am erican Type 
F ounders Co.) was recently elected 
official scribe of Grand R apids Coun
cil and has furnished m uch of the 
m atte r published under the heading 
of Gabby G leanings for several weeks 
past. M r. O lney w ields a facile pen 
and his con tributions to  th is d ep art
m ent are in keeping w ith the high 
ch aracter and em inent ability of the 
w rjte r  —E d ito r T radesm an.

Complete
Equipment

of a

Pattern & Machine Shop
F O R  S A L E

Cash, Term s or 
B usiness A rran g em en t

d e a n - h i c k s  c o m p a n y  
Grand Rapids, Mich.
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M ichigan B oard of P h arm acy . 
P re s id e n t—J a m e s  E . W ay, Jack so n . 
Sec’y  a n d  T re a s .—C harles  S. Koon, 

M uskegon.
D irec to r o f D ru g s  a n d  D ru g  S to res— 

H . H . H offm an, S an d u sk y ; O scar W . 
Gorenflo, D e tro it; Jac o b  C. D ykem a. 
G rand  R ap ids; J .  A. S k in n er. C edar 
S p rings.

M arch  E x a m in a tio n  S ession—G rand
R apids, M arch  21, 22 a n d  23.

J a n u a ry  E x am in a tio n  S ession—D etro it, 
J a n . 17, 18 an d  19.

A nd W h at of the T rad in g  Stam p?
W e druggists are doing a bit of 

w orry ing  a t present over the future 
possibilities of a certain variety  of 
4ittle blue revenue stickers but that 
terrib le cloud of a form er horizon 
the green, the yellow, the pink and the 
red trad ing  stam p no longer to rm ents 
our business day nor steals our even
ing’s restfu l slum ber. The trad ing  
stam p of yesterday is done and the 
days of the prem ium  coupon are 
num bered.

T he o ther day I was a ttrac ted  into 
one of the chain candy stores by their 
display of a very neat box of candy 
a t a price which I thought was reason
able. I t  was if the box had contained 
a pound of the sweets. I t  looked 
like a pound box, but contained eight 
ounces. U pon paying for the goodies 
the clerk th ru st into m y hand a bunch 
of coupons and I walked ou t with 
them  righ t where she put them  w ith 
out a w ord of question. Perhaps I 
though t I was getting  som ething for 
nothing. T he g reat retail m erchant, 
John  W anam aker, says that th is is 
impossible, bu t I thought perhaps 
there m ight be an exception to the 
rule. Upon a careful scru tiny  of the 
coupons which I had been given I 
learned th a t th is coupon was redeem 
able a t a certain  station and th a t I 
could select prem ium  prizes there 
when I had enough o f the coupons 
saved.

H ere the druggist has a som ething 
which w orks against him  to a certain  
extent. H e does not give aw ay the 
coupons. Some of his opposition does. 
O nce they gave trad ing  stam ps away 
in the same m anner, bu t th at plan 
w orked ou t badly. C oupons will some 
day come to the same sad end. Im 
agine giving aw ay a block of stam ps 
as a rew ard  for filling a prescription. 
Can you beat it; but th at is ju s t w hat 
the d ruggist did once. T here  was a 
stage in the gam e when m any under
takers considered offering such induce
m ents to the fam ily of the deceased if 
he was given the  funeral.

M any druggists when the great 
stam p drive was on entered  w hole
heartedly  in on the proposition. I t  
would ge t them  new business they 
were told, bu t sad was th e ir experi
ence. Like the p oor fisherm an in th a t 
tw ice told tale in the A rabian N ights 
sto ry  book. T hey  let the horrib le 
Genii out of the bo ttle  and then were

in the devil’s own fix to get him  back 
again. T im e has come to their rescue, 
however. In  their dilem m a they tried  
to get laws passed which would p ro 
hibit the circulation of trad ing  stam ps, 
but these laws were in m o st cases held 
unconstitu tional by the courts. In  
some instances heavy license fees were 
required of the trad in g  stam p com- 
paniese before they were allowed to 
operate within the state , but of course 
this only resulted in a passing of the 
buck to the m erchants as such things 
m ost alw ays turn out.

The prem ium  craze spread over the 
country  like wildfire. In  m ost every 
home a book was to be found partially  
filled with the stam ps and every fair 
sized town had its stam p redeem ing 
station. I ts  purpose was advertise
m ent and publicity. I t  was said to 
hold the custom er for the rew ard 
came after a series of purchases. O ur 
cigar stand com petition of the well- 
know n free coupon variety  works 
along  these lines to-day. H ow  much 
does it hu rt our business? Is it an 
im portan t factor in the g row th of 
these chain cigar and candy stores?

Do you rem em ber the trad in g  stam p 
craze, I asked of a w ell-know n retail 
d ruggist the o th er day? Did it help 
the business of those of our craftsm en 
who entered  in to  it? “C ertainly, I 
rem em ber it, for it is only ju s t now 
dying dow n,” he replied. “Yes, it did 
help the d rugg ists’ business a t first 
but soon the b ig  departm ent stores 
were offering double stam ps and ex tra  
stam ps on certain  sale days. T hey 
could buy so m any m illion sheets of 
the stam ps that the  sm all re ta iler 
could not compete with them . T hey  
also issued stam ps of their ow n. T here  
was no law to p revent it. In  th is way 
they copped all th e  trade of a cus
tom er and left the little neighborhood 
dealer in the lurch. I t  was not long 
before the same m erchants who had 
form erly  loudly sung the system ’s 
praises were ju s t as loud in its con
dem nation. A law was passed that 
the stam ps m ust bear their actual cash 
value, but was declared unconstitu
tional. T ake it all in all the retail 
dealer got the w orst of the trad in g  
stam p proposition.”

A d rug  jou rnal som e years ago gave 
the opinions of m any W estern  d rug
gists. T he stam p craze had h it 
section. “T he whole business ought to 
be consigned to  the ho t place,” said 
one. “T he use o f trad in g  stam ps is 
m erely a fad. I t  is a m eans of adver
tising  only, I th in k  it will die in 
tim e,” said ano ther. T he retail d rug
gists were opposed to the practice  *of 
giving trad in g  stam ps w ith articles 
purchased a t their stores, b u t some, of 
them  did so. One of the druggists 
favorably said: “ In  adopting  the trad 

ing  stam ps we feel th at we have struck 
a popular chord. T he m ajority  of the 
people who purchase drugs appear to 
like the idea and are enthusiastic 
stam p collectors.”

T he prize coupon which the cigar 
and candy sto res now give, the re 
deem able w rapper on the stick of 
chewing gum, the m ineral b o ttle  cap 
which the soda m an carefully  saves, 
the ticket stub which has a value and 
the som ething-for-nothing sticker in 
general are no th ing  new. T he giving 
of som ething as a rew ard for trade 
goes back to unrecorded tim es. As 
fam iliar as the wholesale d rugg ist’s 
free counter brush  is the b aker’s 
dozen. T he crossroad’s general s to re 
keeper was long on handing out a 
stick of candy to the kids, a cigar to 
their dad and a piece of p re tty  ribbon 
to  their ma. In  some cases on a' bill 

'o f  goods he would knock off a few 
cents. O nce a piece of china was 
found in every package of breakfast 
food. T he trad ing  stam ps came along 
to save the m erchant who was willing 
to risk a bit of som ething for possible 
additional trade a chance to do that 
m ore easily. Even his clerks could 
stick stam ps in the package they 
w rapped up.

Profit sharing  coupons like the for
m er trad ing  stam ps do not create new 
business. T hey  sim ply sw itch a cus
tom er from  one b ran d  to another. 
T hey do not w ork up trade for a p ro 
d u cer on its m erits.

T hese g ift slips and  stickers, al
though they open a itown like the cook 
does an oyster, are when given w ith a 
m erchan t’s goods the adm ission that

his articles are not w orth  the price he 
asks and th a t to get them  off his 
hands he m ust give som ething extra. 
The m erchant or m anufacturer or even 
the jobber who gives coupons w ith 
his p roduct m ust either hold up their 
price or lower the quality  of his goods 
while p re tend ing  to keep up their 
standard.

On standard  articles the cost of 
giving trad ing  stam ps o r coupons is 
borne by the m erchant himself. E very
one knows the exact selling cost of 
the well advertised  b rands of goods. 
H is cost, therefore, of doing business 
in this way m ounts up from  3 to 6 
per cent, additional on his custom ers. 
T hese costs grow  because to get busi
ness he m ust ever offer g reater induce
m ents. Profit sharing  coupons en 
courage the tendency of business 
gam bling. C oupons don’t create new 
custom ers fo r an article. T hey  sim ply 
take trade aw ay from  a com peting 
product. T he way to successfully de
velop business is not a long  this line, 
but to create new custom ers and users.

George N. Hoffm an.

COLEMAN
Terpeneless

L E M O N
and Pure High Grade

VANILLA EXTRACTS
Made only by

FOOTE & JENKS
Jackson, Mich.

W. M. Ackerman Electric Co.

Electrical Contractors
All Kinds of Electrical Work.

Complete Line of Fixtures.
Will show evenings by appointment.

549 Pine Avenue, N . W ., Grand Rapids, Michigan
Citzena 4294 Bell Main 288
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Can Now Sell Bathing Alcohol Only 
by Pint.

B athing alcohol, by w hatever name 
called or known, if m ade w ith specially 
denatured alcohol, m ust now be sold 
by the m anufacturer in p in t packages 
only, according to a ru ling  of the 
T reasu ry  D epartm ent which became 
effective Dec. 15. Bulk packages are 
prohibited. H ow ever, wholesale and 
retail d ruggists having bulk packages 
of these articles in stock may continue 
to dispose of stocks they have on hand 
in the same m anner as in the  past.

The new ruling  affects m anufactur
ers principally. I t  requires th a t w hole
sale and retail d ruggists buy these 
goods in p in t b o ttles only, as th a t is 
the only form  in which m anufacturers 
will be allowed to pu t them  up now.

T he N ational W holesale D rugg ists’ 
Association, in a bulletin ju st issued, 
advises its m em bers of the provisions 
of the new ruling. T he bulletin  quoted 
its W ashing ton  represen tative, W . L. 
Crounse, as follow s:

H ave obtained ru ling  th a t alcohol . 
rubs in hands of w holesalers or re 
tailers Dec. 15 m ay be sold w ithout 
reference to T reasu ry  decision ¿¿SS. 
M anufacturers m ust observe decision 
as to  all goods w ithdraw n from  fac
to ry  for sale after Dec. 15.

A nother feature of T reasu ry  D e
cision 3253 requires th at m anufactur
ers shall place upon all bulk and o ther 
packages in the case nam e of goods in 
which alcohol is used and p roprietary  
medicines, to ilet and culinarv articles 
containing alcohol m ade by a m anu
facturer, b u t sold under ano ther s 
nam e, a label on bulk or o ther con
tainers bearing  the  In tern a l Revenue 
collection d istric t by S tate and name 
and the perm it num ber o f the m anu
facturer.

D ealers whose names the goods bear 
if they  transfer goods from  bulk  
packages to o ther containers, m ust 
place a label bearing  the collection 
d istric t by S tate and num ber and the  
perm it num ber of the  m anufacturer 
(being the sam e sym bols and  num ber 
as appeared  on the bulk package) on 
the sm aller containers. I t  is our

opinion th a t this requirem ent does not 
apply to goods already m ade up and 
labeled and now in the  hands of 
wholesale and retail druggists and 
p roprieto rs, but only to goods made 
by m anufacturers and sold by them  
•on and a fte r Dec. IS, 1921.

Prices quoted are nominal, based on market the day of

To

To

It Is Not Easy— 
apologize, 
begin again, 
take advice, 
be unselfish.

To be charitable.
To be considerate.
To endure success.
T o obey conscience.
To adm it m istakes.
To forgive and forget.
T o think, and then act.
T o be content w ith little.

accept ju st rebukes gracefully, 
value character above reputa-

Aolds
B oric  (P o w d .)— 17)4 
B oric  (X ta l)  — 17)5
C arbo lic  ------------ “2
C i t r i c ----------------
M u ria tic  ------------ *
N i t r i c ----------------  1®
O xalic ---------------
S u lp h u ric  ----------  *
T a r ta r ic  ------ 4 20

26
26
36
7«
6

16
30

6
50

Ammonia
W a te r , 26 deg. — 10® 
W ate r , 18 deg . — 8%® 
W a te r , 14 deg. — 6%®
C arb o n a te  ------— “ w
C hloride (G ran ) 10®

To*
To

tion.
discrim inate betw een sham  andT o 

real.
B ut it pays.

Artificial Camphot.
I t  is reported  th a t there is now in 

this country an artificial cam phor fac
tory, the product of which is intended 
to  com pete in the m arket w ith the 
natural substance.

Artificial cam phor is m ade from  es
sential oils derived from  turpentine. 
Chem ically the only difference be
tween tu rpen tine  and cam phor is the 
possession by each m olecule of the 
la tter of one a tom  of oxygen which 
is lacking in the form er. By chemical 
process the needed oxygen is supplied.

SIDNEY ELEVATORS

Soda Fountains
and

Drug Store Fixtures
W e wish to remind you that we are fully equipped to serve 

you for the 1922 season along the line of Soda Fountains, 
Carbonators, Show Cases, Cigar Cases, and Complete Drug 

Store Outfits.

As in past years, we are State Agents for the

G uarantee Iceless Fountain Co., of G rand Haven, and the 
W ilmarth Show Case Co., of G rand Rapids.

Our Mr. Olds will b e  pleased to call on you at your con-

vemence.

Hazeltine & Perkins Drug Co.
G r a n d  R a p i d s ,  M i c h i g a n

Balsams
C onaiba   60@1 00
FI? (clnada) - J  J»®* «  
F jr (OTW )  — ,  g » ! ,  “  
T oïu  : : : : ______ i  oo© i 20

Barks
C ass ia  (o rd in a ry ) 25« 
C ass ia  (S aigon ) 50« 
S a s sa fra s  (pw . 65c) 
Soap C u t (pow d.)

3 5 c ____________ 15®

A lm onds, S w eet,
im ita tio n  -------  60

A m ber, c ru d e  — 2 oo
A m ber, rec tified  2 25
A nise ---------------1 *5
B argain  o n t ----- 8
C ajep u t ------------1 50® 1 75
C a s s i a ------------ 2 2 5 0 2  60
C as to r  ________ 1 2 2 0 1  66
C ed ar L eaf 
C itro n e lla  —
Cloves Cocoanut
Cod L i v e r -----------------
C roton  — --------  2 25@2 60
C o tto n  Seed —  1 10@1 20
C ubebs ------------* n n ^ sE i g e r o n ---------- 5 0005  -5
E u c a ly p tu s  -----  85 0 1  20
H em lock, p u re -  
J u n ip e r  B errie s  
J u n ip e r  W ood
L a rd , e x t r a -----
L a rd , No. 1 -----
L a v e n d a r  F low  
L a v e n d a r  G a r’n  
L em on ------

3 75 0 4  75 

2 7 5 0  2 00

Berries
C u b e b --------------- 1 50 0 1  76
F i s h -------------------
J u n ip e r  --------------
P r ick ly  A s h ------

25®
7«

Extracts  
L i c o r ic e ------------- *®®
Licorice powd.

Flowers
A rn ica---- -— -Chamomile (Ger.) 
Chamomile Horn

Gums

70®

75®
50®
7 5 0  1 00

5 0 0
45®
20®
30®
2 5 0
30®
70®

Will reduce handling expense and speed 
ep work—will make money for you. Easily 

Plane and instruction! sent with 
each elevator. Write stating requirements, 
giving kind Machine | a f  jfre jfrtfonn 
wanted, as well as hrighti We will quote 

money saving price.
Sidney EleveU/r Mnf*. Co.. Sidney. Ohio

A cacia , 1 s t --------
A cacia , 2 n d -------
A cacia , S o rts  —-  
A cacia , pow dered  
A loes (B a rb  P ow )
A loes (C ape P ow )
A loes (Soc. P ow .) - -

--------/ ¿ g j r o
C a m p h o r ---------- 1 17g l  f®
G uaiac , pow  d ~
K ino ------- —-----—
K ino, p o w d ered -
M y r r h -------------- -
M yrrh , pow dered
O pium  ------—
O pium , powd,
O pium , gran ,

9Ó01 05s n e u a c  wjw— ---- ,, S iJ S , orT r a g a c a n t o ------|  ^ f® 4 25
T ra g a c a n to , pw . 3 0003  50 
T u rp en tin e  —------ 26® •

1 75 
3 50 

_ 1  76 
2 5 0 1  45 
1 0 0 1  20 
0006  25 
7 5 0  2 00 
5 0 0 1  75

L inseed  B oiled bbl. 0  80
L in seed  bid le ss  87® 95
L inseed , raw , bbl. 0  78
L inseed , raw , le ss  85 0  93
M u sta rd , tru e  on. 0 2  7» 
M u sta rd , arU iil, on. 0  |0  
N e a ts  loo t _— — 1  1 0 0 1  30
O live, p u r e -----
O live, M alaga ,

y e l l o w ----------
O live, M alaga ,

g r e e n ----------—
O range, S w ee t 
O riganum , p u re  
O riganum , com ’l
P e p p e rm in t Z T  3 76 0  4 00 
Hose,e “ u re  12  00016 00 
H osem ary  F low s 1 6001  76 
S an d a lw ood, „

i s s s a  a  i &  it
82S“!!L = ±  i 76®3 S
T a n sy  _ , ..w—r— 10 BO® 10 75
T a r, U S P --------- 50© 66
T u rp en tin e , bbl. — 0  
T u rp en tin e , le ss— 9 1 0  =3
W in te rg reen ,

lea f ——— ——  8 0 0 0  8 25 
W in te rg reen , sw ee t

b irch  — —  3 75 0 4  00 
W in te rg re e n  a r t  8001  10
W o rm seed  -----  5 0 0 0  5 25
W orm w ood — 18 0 0 0  18 25

T in c tu re s
A conite  -------------
A l o e s ___________
A rn ica  ------------- -
A safo e tid a  ---------
B e l l a d o n n a -------
B enzoin  ------------
B enzo in  C om p’d
B u chu  _________
C an th a rad ie s  —
C apsicum  ______
C atech u  ________
C inchona  _______
Colchicum  _____
C ubebs ________
D ig ita lis  _______
G e n t i a n ________
G inger, D . S . —
G u a i a c ____- ____-
G uaiac , A m m on.
Iod ine  __________
Iodine, C olorless
Iro n , c l o . ____ —
K ino  ____________
M y r r h __________
N ux  V o m ic a ___
Opium  __________
O pium , C a m p ._
O pium , D eodors 'd  
R h u b arb  _______

7 5 0 3  00 
0 0 0 5  25 

0 2  50 
0001  20 
5002  75

75
18

20

©0 1  00 
©  75 
«ÿ 85 
0  70 
© 76 

9 0 0 0  9 40
Ï 0 2 5 0 10  60«■sa “ »USDS

Shellac Bleached oftÄ”1 “R

P o tassiu m
B i c a r b o n a t e ------35®
B ich ro m a te  -------  20©
B r o m id e ---------- — 35©
C arb o n ate  --------- 30©
Chlorate, gran’r

o r x t a l ------------ 18®
C h lo ra te , pow d. 13© 
C y a n i d e ----------------36®i»j iJ«

40
30
45
35

25
20
60

Insecticides

Arsenic — -- 
Blue Vitriol,

___ 09® 20
bbl* ®7}|B lue V itrio l, le ss  8© 16 

Bordeaux M ix D ry  17© 
H ellebore , W h ite

powdered -------
Insect Powder —Lead Arsenate Po,
Lime and Sulphur

D ry  ----------------Paris Green ----

260
4 0 0
22©
11®
310

Ice Cream
P ip e r  Ice  C ream  Co.

B ulk , V a n illa  -----—  1  10
B ulk , V an illa  S pecial
B ulk , C hocolate  .------
B ulk , C a r a m e l --------
B ulk , G r a p e - N u t -----
B u lk , S traw b e rry  -—  
B ulkk , T u t t i  F r u i t i  -
B rick , V a n i l l a ---------* “
B rick , F a n c y  —
I c e s -----------------—
S h e r b e t s -----------

50 
60 
75 
36 
30

30 
60

55® 65 
0 0 0 6  40

_ 2 7 5 0  3 00
4 9 0  46 
2 6 0  30 
30® 40 
4 0 0  46 
7 5 0 1  00 
60© 75 
30© 35

1 20 
1 20 
1 20 
1 20 
1 26

1  60 
1 10 
1 10

Leaves
_____  1 7 5 0 1  90

___  ow dered  © 2  00

S | ..
Sage, powdered— 66 
Senna, Alex. —  1 40gl 6* 
Senna, Tlnn. —

Buchu B uchu^^o
Sage,

Senna, Tlnn. 
Uva Ural

pow
SO
261
SO® U

Oils
A to jn a .. W U T}, ^  „  

A t o J J Ä S « « .  ,  ^  „

I o d i d e ---------------3 5 6 0 3  72
Permanganate — Jo® oo 
Prussate, yellow 45® 55
Prussiate, red__  65® 75
S u lp h a te  ----------  40® 60

Roots
A lk a n e t -------------  45®
Blood, p o w d ered - 40®
C alam us ----------   35©
E lecam p an e , pw d 30© 
G en tian , pow d. 20© 
G inger, A frican ,

p o w d e re d _____  23®
G inger, J a m a ic a  52® 
G inger, J a ma ica,

powdered ----
G oldenseal, pow . 6 
Ip ecac , powd.
L i c o r i c e ----- ------
L icorice , pow d.
O rris , pow dered  
P o k e , pow dered  
R h u b arb , pow d.
R h u b arb , pow d.
R oslnw ood, pow d. 
S a rsa p a r illa , H ond .

g r o u n d ______  1 2 5 0 1  49
S a rsa p a r illa  M ex ican ,

g r o u n d ------------ 0 80
S qu ills  --------------- 3 5 0  40
Squills, pow dered  60© 70 
T u m eric , pow d. 15© 20 
V alerian , pow d. 6 0 0  60

Seeds
A n i s e __________ 334
A nise, pow dered  38«
B ird , I s ------------13«
C a n a r y -------------------3«
C araw ay , Po . .25 13«
C ard am o n  ------- 1 60«
C elery, pow d. .35 .25« 
C o rian d er pow . .25 15«
D ill _____________ 10«
F e n n e l l --------------- 35«
F l a x -------------------06)4«
F lax , g r o u n d _06%«
F o en u g reek  pow . 8«
H e m p ------------------
L obelia, Pow d. —  
M u sta rd , yellow  10« 
M u sta rd , b lack  — 15 5
P o p p y ------------------- *0<
Q uince —  -----  i  Joa
R a p e ____ - --------- 16«
S a b a d i l l a ------------ 30«
S u n f lo w e r------------ 7%«
W orm  A m erican  30« 
W o rm  Levant 2 #0«

Paints
L ead , re d  d ry  -  12%« 
L ead , w h ite  d ry  12%« 
L ead , w h ite  oil 12%« 
O chre, yellow  bbl. 
O chre, yellow  le ss  2%<
P u t ty  ____________ 6«
R ed  V e n e t’n  Am. Ik i  
R ed  V en e t’n  E n g . 4«
W h itin g , b b l . ___
W h i t i n g _________6%<
L . H . P . P rep . 2 50« 
R ogers  P rep . _ 2 50«

M iscellaneous

A c e ta n a l ld _____ 6 5 0
A lum  —____ — -  10©
A lum , pow d. a n d

g ro u n d  —__ ___1 1 ®
B ism u th , S u b n i

t r a te  ________ 2 4302  60
B orax  x ta l  o r

p o w d e r e d ___ 7 % 0  13
C an th a rad e s , po 1 5004  00
C a lo m e l_______ 1 2 1 0 1  35
C a p s i c u m _______ 40® 45
C arm ine  _______ 6 00«
C assia  B u d s ___ 30«
Cloves __________ 50«
C halk  P re p a re d  1 6 0  18
C hloroform  ____  6 6 0  77
C hloral H y d ra te  1 3501  85
C ocaine _____  9 25010 25
Cocoa B u t t e r __ 50® 75
C orks, lis t, le ss  40050%
C opperas ______  3 0  10
C opperas, Pow d. 4 0  10 
C orrosive S ublm  1 1701  26
C re a m T a rta r  - __60© 66
C u ttle  bone ___  40© 60
D ex trin e  _______  04® 15
D over’s  P o w d e r 3 5004  00 
E m ery , A ll N os. 1 0 0  16 
E m ery , P o w d ered - 8® 10 
E psom  S a lts , bbls. 0  3% 
E psom  S alts , le ss  4% ® 09 
E rg o t, pow dered  1 76 0 8  00
F la k e  W h i t e ___  1 6 0  20
F o rm aldehyde , lb. 16© 20
G elatine  ______ 1 40 0 1  60
G lassw are, less  55%. 
G lassw are, fu ll case  60%. 
G lau b er S a lts , bbl. 003)4  
G lauber S a lts  le ss  04® 10
Glue, B r o w n _21® 30
Glue, B row n G rd. 17® 26
Glue, W h ite ’ ___  36® 40
Glue, W h ite  G rd . 3 0 0  36
G lycerine _____  2 0 % 0  35
H ops ____________ 65© 75
I o d i n e _________  5 3005  75
Iodoform  ___ __ 6 30«
L ead  A c e ta te  — 18«
L y c o p o d iu m ____ 3 60«
M ace ----------------  76«
M ace, pow dered  06«
M e n th o l________  6 60«
M orphine --------- 7 75«
N ux  V o m ic a ------«
N ux  V om ica, pow . 30« 
P e p p e r b lack  pow . 82« 
P ep p e r, w h ite  — 40« 
P itch , B u rg u n d y  10«
Q u a s s i a ---------------- 12«
Q uin ine -------------  86«
R ochelle S a lts  — 85«
S a c c h a r i n e --------
S a lt P e te r  --------- 11«
S e ld llts  M ix tu re  80«
Soap, g r e e n ------- 16«
Soap m o tt  c as tlle  22%« 
Soap, w h ite  cas tlle

case  _________— 0 1 6  00
Soap, w h ite  c as tlle  

less, p e r  b a r  —
Soda A s h ---------06«
S oda B ica rb o n a te  S%< 
Soda, Sal —— -  2%« 
S p ir its  C am phor
S u lp h u r, r o l l ----- 04«
S u lp h u r, Subl. — 4%«
T a m a r i n d s --------  86«
T a r t a r  E m etic  — 70« 
T u rp en tin e , V en.
V an illa  E x . p u re  1 60« 
W itc h  H aze l — 1 47«
Zinc S u lp h a te  — 06«
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G R O C E R Y  PR IC E  C U R R E N T
These quotations are carefully corrected weekly, within six hours of mail* 

ing, and are intended to be correct at time of going to press. Prices, however, 
are liable to change at any time, and country merchants will have their orders 
filled at market prices at date of purchase.

ADVANCED DECLINED
Hom iny  
Apricots  
Pearl Barley  
Starch 
Tw ine

Post Toasties 
Cigarettes  
Cigars 
Peel
Some Olives 
Rolled Oats 
Cod Fish 
Holland Herring

Lake H erring
Soap
Spices
Flour and Feed 
Some Petroleum

A M M O N IA  
A rctic  Brand 

16 oz., 2 doz. in c a r to n .
p e r  d o z . ____________1 75

1 X  L. 3 doz., 12 oz. 3 75 
P a rso n s , 3 doz. sm all 6 30 
P a rso n s , 2 doz. m ed. 5 00 
P a rso n s , 2 doz., lge. 6 70

A X L E  G R EA SE

25 lb. pails, per doz. 17 70
48. 1 lb. _________ 4 65
24, 3 lb. __________ 6 85

BAKING POWDERS 
Calumet, 4 oz., doz. 97 % 
Calumet, 8 oz., doz-. 1 95 
Calumet, 16 oz. ,doz. 3 35 
Calumet, 5 lb., doz. 12 76 
Calumet, 10 lb., doz. 19 00
K. C.. 10c, d o z .___ 95
K. C., 20c, d o z .___ 1 85
K. C., 25c, d o z .___ 2 35
K. C., 5 lb., doz.----  7 00
Queen Flake, 6 o z ._1 35
Queen Flake, 50s, kegs 13 
Queen Flake, 100s, keg 12
Royal, 10c, doz .------- 95
Royal, 6 oz., doz. — 2 70
Royal, 12 oz., doz._6 20
Royal, 5 l b .________31 20
Rumford, 10c, doz._ 95
Rumford, 8 oz., doz. 1 85 
Rumford, 12 oz., doz. 2 40 
Rumford, 5 lb., doz. 12 60
Ryson, 4 oz., d o z ._1 35
Ryson, 8 oz., d o z ._2 25
Ryson, 16 oz., doz. 4 05 
Superior, 16 oz., doz. 1 26

BLUING
Jennings Condensed Pearl

C-P-B “Seal Cap"
3 doz. Case (15c) ---- 3 76

BREAKFAST FOOD8 
Cracked Wheat, 24-2 4 85
Cream of W h ea t___7 50
PiUsbury’s Best Cer’l 2 70 
Quaker Puffed Rice— 6 45 
Quaker Puffed Wheat 4 80 
Quaker Brfst Biscuit 1 90 
Quaker Corn Flakes 2 80
Ralston Purina -------4 00
Ralston Branzoa ---- 2 70
Ralston Focd, large — 3 60 
Ralston Food, small— 2 90 
Saxon Wheat Food — 4 80 
Shred. Wheat Biscuit 4 36 

Post's Brands.
Grape-Nuts, 24s ------3 80
Grape-Nuts, 100s —  2 76 
Postum Cereal, 12s — 2 25 
Post Toasties, 36s — 2 85 
Post Toasties, 24s — 2 85

BROOMS
Standard Parlor 23 lb. 5 00
Fancy Parlor, 23 lb._7 25
Ex Fancy Parlor 25 lb 8 60 
Ex. Fey, Parlor 26 lb 9 00
Toy ______________ 2 00
Whisk, No. 3 ____ 2 25
Whisk. No. 1 ______ 3 00

BRU8HE8
Scrub

Solid Back. 8 I n . ---- 1 60
Solid Back, 11 In. __1 76
Pointed E n d s______ 1 26

8tove
No. 1 _____________1 10
No. 2 _____________1 86

Shoe
No. 1 _____________90
No. 2 _____________1 26
No. 8 _____________2 00

BUTTER COLOR
Dandelion, 25c s iz e_2 85
Perfection, per doz._1 76

CANDLES
Electric Light, 40 lbs. 12.1
Plumber, 40 lb s .____12.8
Paraffine, 6 s ______ 14ft
Paraffine, 12s_______ 14ft
Wicking __________ 40

CA N N ED  FR U IT . 
A pples, 3 lb. S ta n d a rd  1 76
A pples, No. 1 0 _6 0006  60
A pple Sauce, N o .' 2_ 2 65 
A pple Sauce, No. 10_ 9 00 
A prico ts , No. 1 1 9002  00
A prico ts , No. 2 ______ 2 25
A prico ts , No. 2% 2 2 5 0 3  50 
A prico ts , No. 10 9 00013 50
B lu eb errie s , No. 2 _3 00
B lu eb errie s , No. 10_13 00
C h errie s , No. 2_3 0003  50
C herries, No. 2% 4 0004  95
C herries, No. 1 0 ___ 18 00
L o g an b erries , No. 2 _3 00
P each es , N o. 1 ______1 86
P each es , No. 1, S liced 1 40
P each es , No. 2 _____ 2 76
P each es , No. 2%, M ich 2 60 
P each es , 2% Cat. 3 0003  75 
P each es , No. 10. M ich 7 75 
P each es , N o. 10, Cal. 10 50 
P ineapp le , 1, sllc. 1 6001  76 
P ineapp le , No. 2, slic . 2 75 
P ineapp le , 2, B rk  slic . 2 25 
P ineapp le , 2%, s liced  3 25 
P ineapp le , N o. 2, c ru s . 2 25 
P in eap ., 10, c ru s . 7 00@9 00
P e a rs , No. 2 _________3 25
P e a rs , No. 2% _______4 25
P lu m s, No. 2 ______  2 25
P lu m s, N o. 2% _______3 00
P lu m s, No. 10, W a te r  2 50 
R asp b e rrie s  N o. 2, blk. 3 25 
R h u b arb , N o. 10 ____ 6 25

C A N N E D  F IS H .
C lam  C h’der, 10% oz. 1 35 
C lam  Ch., No. 3 3 00® 3 40 
C lam s, S team ed , N o. 1 1 76 
C lam s, M inced, N o. 1 2 35 
F in n a n  H add ie , 10 oz. 3 30 
C lam  B ouillon, 7 oz— 2 50 
C hicken H add ie , N o. 1 2 75
F ish  F la k e s , s m a l l __1 35
Cod F ish  C ake, 10 oz. 1 85
Cove O y sters , 5 o z ._1 35
L o b s te rs , N o. 1, S ta r  7 50 
L o b s te rs , N o. %, S ta r  4 00 
L o b ste rs , No. %, S ta r  2 25
S hrim p, No. 1, w e t _2 00
S hrim p, No. 1, d r y _2 00
S hrim p, N o. 1%, d ry  4 60 
S a rd ’s, % Oil, k . 4 25 0 4  76 
S ard ines , % Oil, k ’less  3 75 
S a rd in es , % Sm oked  7 00 
S a rd in es , % M us. 3 7504  76 
Salm on, W arre n s , % s 2 60 
Salm on, W arre n s , 1 lb  3 80 
Salm on, R ed  A la sk a — 2 85 
Salm ond, M ed. A la sk a  2 00 
Salm on, P in k  A la sk a  1 40 
S a rd in es , 1m. %, ea . 10028 
S a rd in e s  lm .f %, ea , 25
S ard in es , C a l ._1 7502  10
T u n a , %, A lb o c o re __ 90
T u n a , %, N e k c o ___ 1 65
T u n a , %, R e g e n t_2 25

C A N N E D  M EAT. 
B acon, M ed. B eech n u t 2 70 
B acon, L ge, B ee c h n u t 4 96
B acon, L a rg e , E r i e _3 00
B eef, N o. 1, C o r n e d _2 60
B eef, No. 1, R o a s t_2 60
B eef, N o. % E ag le  Sli. 1 30 
B eef, N o. %, Q ua. sli. 1 90 
B eef, N o. 1, Q ua. s li. 3 25 
B eef, N o. 1, B ’n u t, sli. 6 70 
B eef, N o. %, B ’n u t  s li. 3 15 
B ee fs teak  & O nions, I s  3 35 
Chili Con C a., I s  1 35@1 45
D eviled  H am , % s ___2 20
D eviled H am , % s __ 3 60
H a m b u rg  S te a k  &

O nions, No. 1 ______3 16
P o tte d  B eef, 4 o z . __ 1 40
P o tte d  M ea t, % L ibby  50 
P o tte d  M eat, % L ib b y  90 
P o tte d  M eat, % R ose 85 
P o tte d  H am , G en. % 2 16 
V ien n a  S aus ., N o. % 1 36
Veal L oaf, M e d iu m _2 30

D erby B ran d s  In G lass.
Ox T ongue, 2 l b . ___ 19 60
Sliced  Ox T ongue, % 4 60
C alf T ongue , N o. 1_6 45
L am b  T ongue , W h . I s  6 00 
L am b  T ongue , sm . s li. 2 25 
L u n ch  T ongue , No. 1 6 00 
L u n ch  T ongue , N o. % 3 66
D eviled H am , % ____ 3 00
V ien n a  S au sag e , sm . 1 80 
V ien n a  S au sag e , L ge. 2 90
Sliced B eef, s m a l l __1 85
B oneless P ig s  F e e t, pL  3 15 
B oneless P ig s  F e e t, a t .  6 60 
S andw ich  S p read , %_2 26

B aked B eans.
B eech n u t, 16 o z . ___ 1 35
C a m p b e l l s ____________1 16
C lim atic  G em , 18 oz. 95
F rem o n t, N o. 2 _______1 16
Sn ider, N o. 1 _________1 lfl
S n id e r, N o. 2 _________1 56
V an  C am p, Sm a l l ____1 o(
V an  C am p, M ad. ____X 84

CA N N ED  V E G E T A B L E S .
A sp arag u s .

No. 1, W h ite  t i p s ___ 4 00
No. 1, G reen  t i p s ___3 85
No. 2%. L ge. G r. 3 7504  50 
W ax B eans , 2s 1 3503  75
W ax  B eans, N o. 1 0 _6 00
G reen B eans , 2s 1 6004  75
G reen  B eans, No. 10_6 00
L im a  B eans , N o. 2 G r. 2 00 
L im a  B eans, 2s, S oaked 95 
R ed K id., N o. 2 1 3001  65 
B ee ts , No. 2, w h. 1 6002  40 
B ee ts , N o. 2, c u t 1 25 0 1  75 
B eets , No. 3, c u t  1 40(5)2 10 
C om , No. 2, S t. 1 1001  35 
C orn, No. 2, E x -S ta n . 1 65 
C orn, No. 2, F a n  1 60® 2 25 
C orn, No. 2, F y . g la ss  3 25
C orn, No. 10 ________7 25
H om iny , N o. 3 1 1501  35
O kra, N o. 2, w h o le _1 90
O kra, No. 2, c u t ___ 1 60
D eh y d ra ted  V eg Soup 90 
D eh y d ra ted  P o ta to e s , lb  45
M ushroom s, H o t e l s _33
M ushroom s, C h o i c e _48
M ushroom s, S u r  E x t r a  62 
P e a s , N o. 2, E .J .  1 26® 1 80 
P eas , No. 2, S ift.,

J u n e __________1 60@2 10
P e a s , N o. 2, E x . S ift.

E . J .  _______  1 9002  10
P eas , E x . F in e , F re n c h  32
P um p k in , No. 3 ______1 35
P u m p k in , No. 1 0 ____3 76
P im en to s , %, each  15018
P im en to es , %, e a c h _ 27
Sw ’t  P o ta to e s , N o. 2% 2 15
S a u rk ra u t,  N o. 3 _____1 60
S ucco tash , N o. 21 60@2 35 
S ucco tash , No. 2, g la ss  3 46
Sp inach , N o. 1 _______1 40
S p inach , N o. 2 1 4 5 0 1  75 
S p inach , N o. 3 2 1002  85
S p inach , N o. 1 0 ____ 6 75
T om atoes , No. 2 1 35 0  1 65 
T om atoes , N o. 3 1 7 0 0  2 25 
T om atoes , N o. 2, g la ss  2 85 
T om atoes . N o. 1 0 ___ 6 00

C A TSU P.
B -n u t, L a rg e  ________2 95
B -n u t, S m a l l _______ 1 80
F raz ie rs , 14 o z . ______2 25
L ibby , 14 o z . ______ 2 90
L ibby, 8 oz. _________1 90
V an  C am p, 8 o z . ___ 1 90
V an  C am p, 16 oz. _ 3 15
L illy  V alley , p i n t _2 95
L illy  V alley . % P in t  1 80

C H ILI SA U CE.
S n ide r, 16 o z . ________3 60
S n id e r, 8 oz. ________2 36
L illy  V alley , % P in t  2 40

O Y STER  CO CK TAIL.
S n ide rs , 16 o z . ______3 60
S n iders , 8 o z . _______2 35

C H E E S E .
R o q u efo rt ____________1 00
K ra f t  S m all t i n s ___ 1 40
K ra f t  A m e r i c a n _____2 75
Chili, sm all t i n s ___ 1 40
P im en to , sm a ll t in s  _ 1 40 
R oquefo rt, sm all t in s  2 25 
C am em b ert, sm all tin s  2 25
B rick  __________________23
W isconsin  F la ts  _______24
W isconsin  D a isy  _______24
L onghorn  _______________24
N ew  Y ork  ______________27
M ich igan  F u ll C r e a m _22
S ap  Sago ______________48

C H E W IN G  GUM
A dam s B lack  J a c k __ 65
A d am s B l o o d b e r y __65
A dam s C alif. F r u i t __ 65
A dam s C h ic l e t s _____ 65
A dam s S en  S e n _____65
A dam s Y u c a ta n ______65
B eem an’s  P ep s in  ____65
B eech n u t ____________70
D o u b le m in t__________65
J u ic y  F r u i t _________ _ 66
S p ea rm in t, W rig ley s  _ 65
Z e n o _________________66
W rig ley’s  P - K _____ 66
S ap o ta  G u m _______1 26

c h o c o l a t e .
B ak e r, C araca s , %8 _ 36
B ak e r, C a raca s , % s ____33
B ak er, P rem iu m , % s _ 39
B ak e r, P rem iu m , % s _36
B ak e r, P rem iu m , % s _36
H ersh ey s , P rem iu m , % s 35 
H e rsh ey s , P rem iu m , % s 36 
R unk le , P rem iu m , %s_ 36 
R unk le , P rem iu m , %s_ 38 
V ien n a  S w eet, 2 4 s ___ 1 76

COCOA
Baker’s %s _________ 46
Baker’s % s _________ 42
Bunte, 16c s iz e _______ 55
Bunte, % lb. ______60
Bunte, 1 lb. . ______ 48
Droste’s Dutch, 1 lb— 9 90 
Droste’s Dutch, % lb. 4 76 
Droste’s Dutch, % lb. 8 00
Herseys, %s _________33
Hersheys, % s _________28
Huyler _____________ 36
Lowney, %s _________48
Downey, % s ________ 47
Lowney, % s _____ ___46
Lowney, 6 lb. c a n s ___31
Van Houten, %s _____ 75
Van Houten, % s ____ 75

COCOANUT
%s, 5 lb. case Dunham 60
%s, 6 lb. c a s e ________48
%s & %s, 15 lb. case 49 
6 and 12c pkg. in palls 4 76
Bulk, barrels ________24
48 2 os. pkgs., per case 4 15 
48 4 oz. pkgs., per case 7 00

CLOTHE8 LINE
Hemp, 50 ft. ______ 1 60
Twisted Cotton, 50 ft. 2 00
Braided, 50 ft. ____ 2 90
Sash Cord ________ 4 00

COFFEE ROASTED 
Bulk

Rio ---------------------- 1 5 %
Santos --------------  18023
Maracaibo __________ 24
Mexican ____________ 25
Guatemala ___________ 26
Java and Mocha ____39
Bogota _____________ 26
Peaberry _______  24

PackageLiberty ___________  1 7 %
Reno ________________ 22
Nedrow _____________ 27
Quaker ____________   29
Royal C lu b __________ 28
Morton House ________36
White House ________35

McLaughlin's XXXX 
McLaughlin’s XXXX pack
age coffee is sold to retail
ers only. Mail all orders 
direct to W. F. McLaugh
lin & Co., Chicago.

Coffee ExtractsN. Y.f per 100______  11
Frank’s 260 packages 14 60 
Hummel’s 60 1 lb. __ 09%

CONDENSED MILK
Eagle, 4 d o z .____ 9 60
Leader, 4 d o z .____  6 50

M IL K  C O M P O U N D
H ebe. T all, 4 d o z ._4 00
H ebe, B aby , 8 doz. __ 3 90 
C aro lene, T a ll, 4 doz. 3 80 
C aro lene, b ab y  _______3 70

E V A P O R A T E D  M IL K  
C arn a tio n , T all, 4 doz. 5 00 
C arn a tio n , B aby , 8 dz. 4 80
E v e ry  D ay, T a ll _____5 00
E v e ry  D ay, B a b y ___ 3 70
G oshen, T a ll _________4 95
G oshen, G allon _______4 50

O a tm a n ’s, ta ll  _______5 00
O a tm a n ’s  b ab y  _______4 75
P e t, T a l l ______________ 6 00
P e t, B ab y  ____________3 65
S ilv er Cow, T a l l ____ 5 00
S ilv er Cow, B a b y ____ 4 80
V an  C am p, T a l l _____ 5 00
V an  C am p, B a b y ___ 3 70
W h ite  H o u se , T a l l _4 75
W h ite  H ouse , B aby_ 4 50

CIGARS
Worden Grocer Co. Brands 

H a rv e s te r  L ine.
K idd ies, 100s ______  37 50
Record Breakers, 60s 76 00
Delmonico, 60s____  75 00
Panatella, 6 0 s_*__ 75 00
Favorita Club, 60s — 96 00
E p icu re , 60s _______ 95 00
W aldo rfs , 50s ______110 00

The La Azora Line.
Agreements, 5 0 s ___  68 00
Washington, 60s __ 76 00
B iltm ore , 50s, w ood 95 00

Sanchez & Haya Line 
Clear Havana Cigars made 

in Tampa, Fla.
Specials, 60s _____  75 00
D ip lom atics, 5 0 s _ 95 00
B ishops, 5 0 s ________115 00
R osa, 50s __________ 125 00
Victoria T in s_____116 00
National, 6 0 s____  180 90
Original Queens, 60s 160 00 
Worden Special, 26s 186 09

W eb s te r  C ig a r Co.
P laza . 50s, W ood _ 95 00
C oronado, 50s, T in  __ 95 00 
B elm ont, 50s, W ood 110 00
T iffany , 50s, W ood_125 00
S t. R eges, 50s, W ood 125 00 
V an d erb ilt, 25s, W d 140 00 
A m b assad o r, 25s, W  170 00 

G arc ia  & V ega—C lear 
H a v an a

N ew  P a n a te lla , 100s 37 50 
lg n a c ia  H ay a  

E x tra  F a n c y  C lear H a v an a  
M ade in  T am p a , F la .

D elfcades, 50s ______116 00
P rim ero s. 5 0 s _______140 00
Q ueens, 25s ________180 00
P erfec to , 2 5 s ________185 09

S ta r l ig h t B ros.
L a  Rose De P a r is  L ine

C oquettes , 50s _____  65 00
C aballeros, 5 0 s _____  70 00
R ouse. 60s __________116 00
P e n in s u la r  C lub, 26s 150 09
C hicos, 2 5 s __________160 00
P a lm as . 2 5 s ________175 00
P e rfec to s , 2 5 s _______196 00

R o sen th a s  B ros.
R. B. L ondres , 60s,

T issu e  W rap p ed  — 68 00 
R. B. Inv inc ib le , 60s,

F o il W r a p p e d ___  70 00
U nion M ade B ran d s  

El O v e rtu re , 60s, foil 75 00 
Ology, 50s _________  60 00

M an ila  10c
L a  Y ebana , 2 5 s ___  70 00

O ur N ickel B ran d s  
N ew  C urrency , 100s__ 36 00
L ioba, 1 0 0 s _________ 85 00
E v e n tu a l, 50s _____  35 00

C heroo ts
Old V irg in ia , 100s — 23 60 

S tog ies
H om e R un , 50, T in  18 50 
H a v a n a  Gem , 100 w d 26 00

C IG A R E T T E S .
One E leven , 20, P la in  6 00 
B eech n u t, 20, P la in  __ 6 00 
H om e R un , 20, P la in  6 00 
Y ankee  G irl, 20, P la in  6 00 
S u n sh in e , 20, P la in  __ 6 00 
R ed B an d , 20 P la in , __ 6 00
N ebo, 20, P l a i n _____ 7 00
C am els, 20, P l a i n ___ 7 50
R elu , 20, P la in  _______7 80
L u c k y  S tr ik e , 10 & 20 7 75 
S w eet C aporal, 20, pi. 7 75 
W in d so r C astle  F a g  20 8 00 
C hesterfield , 10 & 20, 7 50 
P ied m o n t, 10 & 20, PI. 7 50
Spur, 20, P l a i n ______7 60
S w ee t T ips, 20, P la in  8 00
Idle H o u r, 20, P l a i n _8 00
O m ar, 20, P la in  _____10 00
F a lk s  H a v an a , 20, PI. 9 75 
R ich m ’d S C ut, 20, pi. 10 00 
R ich m ’d  1 C u t, 20 ck . 10 00 
F a tim a , 20, P la in  __ 9 50
H e lm ar, 20, P l a i n __10 60
E n g lish  O vals, 20 PI. 10 60 
T u rk ish  T rop ., 10 ck  11 50 
L ondon  L ife , 10, co rk  11 60 
H e lm a r, 10, P la in  __ 11 60 
H e rb e r t  T a rry to n , 20 12 25 
E g y p tian  S tr .,  10 ck. 12 00
M urad , 20, P l a i n ___ 15 60
M urad , 10, P l a i n __ 16 00
M urad , 10, co rk  o r  pi. 16 00 
M urad , 20, co rk  o r  pi. 16 00
L uxury  10, c o r k __ 16 00
M elachrino , N o. 9, 10,

co rk  o r  p l a i n ___ 16 00
M elachrino , N o. 9, 20,

co rk  o r  p l a i n ___ 16 00
M elach’o, N o. 9, 10,S t 16 60 
M elach’o, N o. 9, 20, S t  16 50
N a tu ra l, 10 a n d  20_16 00
M arkaro ff, N o. 15, 10,

co rk  _______________16 00
P a ll M all R d., 20, pi. 17 00 
B enson  & H edges , 10 20 00 
R am eses, 10, P la in  — 17 50 
M ilo V io le t 10, Gold 20 00
D eities, 10 ___________21 00
Condex, 10 _________ 22 00
P h ilip s  M orris , 1 0 _ 20 00
B re n in g  Own, 10, PI. 28 00
A m b assad o r, 10 ___  28 00
Old 76, 10 o r  6 0 ___  37 60
B enson  & H ed g es  

T u b e r e t t e s ________ 65 00
C IG A R E T T E  P A PERS. 

R iz L a  C roix, W h., dz. 90 
R iz L a  W h e a t B r„  100 7 50 
R iz  T am  T am , p e r  100 6 80 
Zig Zag, p e r  1 0 0 __ 7 26

TOBACCO— F IN E  C U T .
L iggett & Myers Brands

H ia w a th a , 10c, doz._ 96
H ia w a th a , 16 oz., dz. 12 00
R ed Bell, 10c, doz._ 96
R ed  Bell, 35c, doz._3 60
R ed  B ell, 75c P a ils  dz. 7 40
S te rlin g , 10c, d o z ._ 96
S w eet B urley , 10c, dz. 96 
S w eet B urley , 45c foil 4 25 
S w t. B urley , 95c D ru . 9 46 
S w ee t C uba, 10c, dz. 96 
S w ee t C uba, 45c, doz. 4 25 
S w eet C uba, 95c P a il  9 45 
S w eet O range , 10c, dz  96
Scotten Dillon &  Co. Brand 
D an  P a tc h , 10c, doz. 96 
D an  P a tc h , 16 oz., dz. 7 70
O jlbw a, 10c, doz. _ 96
O jibw a, 8 oz., doz__4 26
O jibw a, 95c, d o z . ____9 46
O jibw a, 90c, d o z . ___ 9 00
S w ee t M ist, 10c, doz. 96 
Uncle Daniel, 10c, dz. 96 
Uncle Daniel, 16 oz. 19 39

J. J. Bagley &. Co. Brands. 
M ayflow er, 16 oz., dz. 16 00

P. Lorrilard  Brands.
P ioneer, 10c, d o z . __  96
T ig er, 10c, doz. ___  96
T iger, 50c, d o z . ____ 4 80

Weyman Bruton Co. Brand
R ig h t C u t, 10c, doz. 95
W -B  C ut, 10c, d o z .__  95

P LU G  TOBACCO. 
American Tobacco Co. 

Brands.
A m er. N avy , 10c, doz. 96
A m er. N avy , p e r  p lug  64
Jo lly  T a r ,  24, p e r p lug  16
Gold Rope, 10c, doz. 96
B oot J a c k , 15c, doz. 1 44
P ip e r  H e idsieck , 10c 96
P ip e r  H eidsieck , 20c_ 1 92
S p ear H ead , 10c c u ts  96
S p ea r H ead , p e r p lug  64
S q u are  D eal, p e r  p lug  64
S ta n d a rd  N avy , 8, pig  64
Tow n T a lk , p e r  p lug  56
Liggett & Myers Brands.
C lipper, p e r p l u g ____ 66
C hops, 10c, doz. ____ 96
D rum m ond  N a t. L . 15c 1 44 
H oney  D ip T w is t, 10c 96
G ran g e r T w ist, 10c, dz. 96
H o rse  Shoe, p e r p lug  74
J . T . B rig h t, p e r  p lu g  56
J .  T . Sm ooth , p lu g . 24
J .  T . R . a n d  R ., p lu g  24
K in g  P in , p e r p l u g _ 32
K in g  P in , 10c cu ts , e a  08
M aste rp iece, p e r  p lug  41
P icn ic  T w is t, 10c, doz. 96
P u re  G rape, 10c, doz. 96
S ta r ,  p e r p lug  ______ 74
U ncle Sam , 32 10c c u t  2 66

Scotton, Dillon &  Co.
Brands.

B race r, p e r p l u g ___  38
C ream  De M enthe, 10c 96
P each ey , p e r p l u g ___  64
S trongho ld , p e r  p lu g - 64
Y ankee G irl, p e r  p lug  66

P. Lorrilard Brands. 
C lim ax, 10c tin s , doz. 96 
C lim ax Sm ooth , p lu g  72 
C lim ax T h ick , p e r  p lu g  72
R ed C ross, 10c c u ts_ 96
R ed  C rc¿s, p e r  p lug  48

R. J. Reynolds Tobacco Co. 
Brands.

A pple, 5 lb. B u tt, lb . 72 
C aram el T w ist, p e r  lb. 80 
G ravely  S uperio r, 10c 96
H u m b u g , p e r l b . ___ 1 32
K ism et, p e r lb. ___ 1 20
L ib e r ty  Bell, p e r  lb. 65 
M aritan a , 15c Fo il, dz. 1 44 
M ickey T w is t, p e r  lb  73

John J. Bagley &  Co- 
Brands.

M aple D ip, p e r  p lug— 69

S M O K IN G  TOBACCO. 
American Tobacco Co. 

Brands.
B an n er, L . C., 10c, dz. 96 
B an n e r, L . C., 40c, dz. 3 84 
B lue B o ar, 25c F o il 2 28 
B lue B oar, 30c V ac  t in  2 76
Bob W h ite , g ra n ., 10c 96
B ull D u rh am , 10c, dz. 96 
D rum , G ran ., 10c, dz. 96 
F iv e  B ros. 10c, doz. 96 
G ian t, L . C., 10c, dz. 96
G ian t, L . C., 30c, dz. 2 88 
G ian t, L . C. P a ils , dz  6 84 
G a rrick , 30c Fo il, dz. 2 70 
Im p e ria l Cube C ut, 30c 2 88 
L u ck y  S tr ik e , R . C u t 1 63 
M yrtle  N av y  P lu g  C u t 96 
M yrtle  N av y , 16c Po . 1 44
N avy , G. & A ., 1 0 c __, 96
N ig g er H a ir , 10c, doz. 96 
N ig g e r H a ir , P a ils , dz 8 40 
N ig g e r H ead , P . C 10c 96
Old E n g lish , C. C. 16c 1 60 
P ee rle ss , L . C., 10c_ 96
P ee rle ss , L . C., 35c dz. 8 36 
P ee rle ss , L . C. P a ils  7 44 
Rob R oy, L . C., 10c 96
Rob Roy, L . C., 40c 8 84 
R ob R oy, L . C., p a ils  8 40 
S w eet M aple S c rap , 96 
S o ld ier Boy, L . C., 10c 96
S oldier Boy, L . C., p a il 7 32 
T uxedo , G ran . 15c foil 1 44 
T uxedo , G ran ., 17c. dz 1 63 
T uxedo , G ran . C u t

p lugs, 8 oz. t i n s _7 20
Yale M ix.. 15c v ac. t in  1 44

Liggett & Meyers Brands.
B ria r  P ipe , d o z . ____  96
C uban  S ta r ,  L . C., 10c 96
C uban  S ta r , P a ils , dz. 6 90 
C orn C ake, G ran . 5c 48 
C orn  C ake, G rab ., 10c 96
C orn  C ake, G ran ., 25c 2 40 
C orn C ake, G ran ., 50c 4 80
D u k e’s M ix tu re , 10c__ 96
G lad H an d , L . C. 10c 96
G row ler, L . C., 10c_ 96
G row ler, L . C., 25c_. 2 50 
G row ler, L . C ., 6 0 c _  5 00 
L a  T u rk a , P lu g  C. 15c 1 44 
N oon H o u r, L . C., 10c 96
O. U ., G r. C u t P ., 10c 96
O. U ., C. P ., 90c J a r s  9 00 
P ilo t, L ong  C u t, 25c 2 60 
P low  Boy, 10c, doz. 96 
P lo w  B oy, 70c P a ils , 7 40 
S u m m ertim e , 10c, dz. 96 
S u m m ertim e , 30c, dz. 2 90
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S u m m ertim e , 65c P a ils  6 50 
S w eet T ip  T op. 10c, dz 96 
V elvet, C u t P lu g , 10c 96
V elvet C u t P lu g , t in s  1 63 
V elvet, C u t P lu g . 8 oz. 7 25 
V elvet. C u t PI.. 16 oz. 14 50 
V elvet. C. PI., 16 oz. 16 00 
Y um  Y um , 10c, doz. 96 
Y um  Y um , 70c p a ils  6 80

p . Lorillard ’s 
B eech n u t S crap , 
B uzz, Li. C., 10c, 
B uzz, Li. c., 35c, 
B uzz, Li. C ., 80c, 
C hips, P . C., 10p

Brands, 
doz. 
doz. 
doz. 3 
doz. 7 
doz.

H o n e s t S crap , doz. __ 
S tag , C u t P „  10c, doz. 
U nion  L eader, 10c t in  
U nion  L ead e r. 50c t in  4 
U nion L ead e r, $1 t in  9 
U nion  L ead er, 10c, dz. 
U nion L eader, 15c, dz. 1 
W a r  P a th ,  35c, doz. 3

W eym an Bruton Co.’*  
Brands.

C en tra l U nion, 15c, dz. 1 44 
Shag , 15c T ins, doz. 1 44 
Shag , 15c P a p e rs , doz. 1 44 
D ill’s  B est, 16c, doz. 1 54 
D ill’s B es t G ran ., 16c 1 64 
D ill’s B est, 17c T in s  1 62

Snuff.
C openhagen , 10c, ro ll 64 
Seal B landen lng , 10c 64
Seal G oteborg , 10c, ro ll 64 
Seal Sw e. R apee, 10c «4
Seal N orkopplng , 10c 64
Seal N orkopp lng , 1 lb . 85

Scotten Dillon Co. Brands 
D an  P a tc h , 10c, doz. 96
D illon’s M ix tu re , 10c 96
G. O. P ., 35c, doz. __ 3 36
G. O. P ., 10c, doz. __ 96
Loredo, 10c, doz. - — 96
P each y , Do. C ut, 10c 96
P e a ch y  S crap , 10c, dz. 96
P e n in su la r , 10c, doz. 96
P e n in su la r , 8 oz., dz. 3 35
R eel C u t P lu g , 10c, dz 96
U nion W o rk m an  S crap ,

10c, doz. --------------- 96
W ay  U p, 10c, doz. — 96
W ay  Up, 8 oz. doz—  3 35 
W ay  U p, 16 oz., doz. 7 10 
W ay  Up, 16 oz. pa ils  7 60 
Y ankee G irl S crap , 10c 96

Pinkerton Tobacco Co.
Brands.

A m erican  S ta r , 10c, dz 96 
B ig  9, C lip., 10c, doz. 96 
B uck  Shoe S crap , 10c 96
P in k e rto n , 30c, doz. — 2 40 
P a y  C ar Scrap , 10c, dz 96 
P.inch H it  S crap , 10c 96
R ed  M an Scrap , doz. 96 
R ed  H o rse  S crap , doz. 96
J. J, Bagley &  Co. Brands.

C O N F E C T IO N E R Y  
Stick Candy

P a ils
S t a n d a r d -------- ----------
Ju m b o  W rap p ed  —— 1» 
P u re  S u g a r  S tick , 600 s  4 86

Mixed Candy
P a lls

K in d e rg a rte n  ------------21
L e a d e r ---------------------
C en tu ry  C ream s ----
X . L . O. ------------------
F ren c h  C r e a m s -------
C am eo ------------- .-------
F a n c y  M ix -------------

16
20
14
17
21
20

f a r i n a c e o u s  g o o d s  
Beane

M ed. H a n d  P ick ed  — 05%
Cal. L im as  — ----------08
B row n. H o l l a n d ----- *•
R ed K id n e y ------------- ° ‘%

F a r '" »  _ —
25 1  lb. p a c k a g e s ----- >
B ulk , p e r  100 l b s . ----- 06%

Hom iny
P e a rl, 100 lb. sack  — 5 25 

Macaroni
D om estic. 10 lb . box 1 • •  
D om estic, b rk n  bbls. 08 
Golden A ge, 2 do*. 1 90 
F o u ld ’s, 2 doz., 8 oz. 1 80 

Pearl Barley
C h es te r ---------------------4 8U

Peas
Scotch , lb. -----------
S p lit, lb. ---------------

Sago
E a s t  In d ia  ------------

Tapioca
P ea rl. 100 lb. sack s  
Minute. 8

06
09

07

F R U IT  JARS  
M ason, p ts .,  p e r  g ro ss  8 80 
M ason, q ts .,  p r  g ro ss  10 10 
M ason, % gal., g ro ss  14 25 
Idea l G lass Top. p ts . 10 10 
Idea l G lass  Top, q ts .  11 80 
Id ea l G lass  T op . % 

g a l l o n ------------------I* »°
G E L A T IN E

Cox’s 1 doz., la rg e  — 1 90 
Cox’s  1 doz., sm all — 1 25 
Jello -O . 3 doz. —- —  J  ¡5 
K nox’s  S p ark lin g , do*. 8 85 
K n o x 's  A cldu’d, do*. 2 85
M inute , 3 doz. ---------4 05
N elson’s  ------------------- 1 “0
O xford  ---------------------- _
P ly m o u th , W h ite  ------- 1 40
W au k e sh a  ------------------1 35

G R A N U L A T E D  L Y E .
W an d ers .

S ingle cases  -----
2% case s  -----------
5% case s  -----------
10 cases

Fancy Chocolates.
5 lb. B oxes 

B itte rsw ee ts . A ss’ted  1 90 
Choc M arshm allow  D p 1 80 
M ilk C hocolate  A A — 2 00
N ibble S tick s  ------------2 00
P rim ro se  Choc. ------- f  *2
No. 12 Choc.

_ 7
3 doz. 4 Of 

Dromedary in s ta n t  — 3 5< 
F IS H IN G  T A C K L E  

Cotton Lines
No. 2, 15 f e e t --------
No. 3, 15 f e e t --------
No. 4, 15 f e e t --------
No. 5. 15 fe e t 
No. 6, ■ ■

1 75
C hocolate N u t R olls -  2 00

Gum Drops.
Palls

80

1 15 
1  60 
1  80

_____________ 1 95
15 f e e t ----------- 2 10
Linen Lines

Sm all, p e r  100 y a rd s  6 65 
M edium , p e r 100 y a rd s  7 25 
L arg e , p e r 100 y a rd s  9 00 

F lo a ts
1%, p e r  g ro ss  w d. 5 00 
2, p e r g ro ss, w ood 5 50

5 15 
5 04

____________4 95
_____________ 4 87

% cases, 24 to  case_ 2 60
C H L O R IN A T E D  L IM E .

Single cases, c a s e ------4 60
2% cases, case  -------
5% cases, case  -------
10  cases, c a s e - --------
% case . 25 c an s  to  

case , c a s e _________

4 48 
4 40 
4 32

2 35

No
No.

A nise ----------------    —
R a s p b e r r y ------------------
Grocers —  --------------- i f
O range Je llie s  - - - - - -  ™
B u tte rsco tc h  Je llie s  -  * i

7 50

F a v o rite 22

B road leaf, 10c --------
B uck in g h am , 10c, doz. 
B u ck in g h am , 15c tin s  
Gold Shore, 15c, doz. 
H aze l N u t, 10c, doz. 
K leeko, 25c, doz. —  
Old Colony, PI. C. 17c 
Old C rop, 55c, doz. — 
R ed B and , S crap , 10c 
S w eet T ips, 15c,
W ild  F r u i t ,  10c,
W ild  F ru it ,  15e,

96 
96 
44 
44 
96 
40 
62 
40 
96

doz. 1 44 
doz. 96 
doz. 1 44

96 
96 
96 
96 

1 53

Independent Snuff Co. 
Brands.

N ew  F a c to ry , 5c, doz. 48 
N ew  F a c to ry  P a ils , dz 7 60

Schm idt Bros. Brands 
E ig h t B ros., 10c, doz. 96 
E ig h t B ros., P a ils , dz 9 60

R. J. Reynolds Tobacco Co. 
Brands.

G eorge W ash in g to n ,
10c, doz. ----------------

Old R over, 10c, doz.
O ur A d v e rtise r , 10c,
P rin ce  A lbe rt, 10c, dz.
P r in ce  A lbe rt, 17c, dz.
P rin ce  A lbert, 8 oz.

tin s , w ith o u t p ipes -  6 72 
P r in ce  A lbert, 8 oz.

a n d  P ip es , doz. — 8 S8 
P rin ce  A lb e rt, 16 oz. 12 96 
S tud , G ran . 5c. doz. 48 
W hale , 16 oz., doz. — 4 80

Block Bros. Tobacco Co. 
M ail P ouch , 10c, doz. 96

Falk  Tobacco Co., Brands. 
A m erican  M ix ture , 35c 3 30 
A rcad ia  M ix tu re , 25c 2 40 
C h am pagne  S p a rk le ts ,

30c, doz. ---------------- 2 70
C ham pagne  S p ark le ts ,

90c, doz. ---------------- 8 10
P e rso n a l M i x t u r e ----- 6 60
P e riq u e , 25c, p e r dob. 2 ¿5 
S erene  M ix tu re , 16c dz 1 60 
S erene  M ix tu re , 8 oz. 7 60 
S erene  M ix tu re , 16 oz 14 70 
T a re y to n  L undon  M ix- 

tu re ,  50c., doz. —— 4 00 
V in tag e  B lend, 25c dz. 2 30 
V in tag e  B lend, 80 tin s  < 50 
V in tag e  B lend, $1.55

tin s , doz. :-------------- 14 70
Superba Tobacco Co, 

Brands.
S am m y  B oy S crap , dz 96 

Cigar Clippings 
H a v a n a  B lossom , 10c 96
H a v a n a  B lossom , 40c 3 9o 
K n ick erb o ck er, 6 oz. 3 01 
L ieb e rm an , lOc, doz. 96 
W  O. W ., 6 oz., doz. 3 00 
R oyal M ajor, 10c, doz. 96 
R oyal M ajor, 6 oz., dz. 3 00 
R oyal M ajor, 14 oz. dz 7 20

Lozenges.
Pall*

A. A. P ep . L ozenges 18 
A A. P in k  L ozenges 18 
A*. A. Choc. L ozenges 18
M otto  H e a r t s ------------  «
M alted  M ilk L ozenges 22

H ard Goods.
P a ils

L em on D rops _______ 1»
O. F . H o reh o u n d  D ps 1»
A nise S q u a r e s ---------- 1»
P e a n u t S q u ares  -------1»
H orehound  T a b le ts  — zo

Pop Corn Goods. 
C rack e r Jac k . P r iz e  5 95
C heckers  P rize  ------- 5 30

Cough Drops
B oxes

M entho l H o reh o u n d  _ 1 30 
S m ith  B ros. --------

Size 1-0, 
Size 2-0, 
Size 3-0, 
Size 4-0, 
Size 5-0,

65
10
45

65
80
90
20

1 50

CRISCO
36s. 24s a n d  12s. 

L ess  th a n  5 cases  —  1»
F iv e  cases  -----------
T en  cases  ------------
T w en ty -five  cases  

6s  and  4s. 
L ess  th a n  5 cases
F iv e  cases  ------------
T en  cases  ------------
25 case s  ----------------

__ 18 
— 17%

18%
17%
17%
17

COUPON BOOKS 
50 E conom ic g rad e  — 2 5U 
100 E conom ic g rad e  — 4 50 
500 E conom ic g rad e  ¿0 ou 
1 000 E conom ic  g rad e  37 50 

W h ere  1,000 books a re  
o rd e red  a>t a  tim e , sp ec ia l
ly  p r in t  f ro n t cover is 
fu rn ish ed  w ith o u t ch arge.

C R E A M  OF T A R T A R  
6 lb. boxes ---------------- 46

d r i e d  f r u i t s
Aoples

E v a p ’d  Choice, blk .
Apricots

Evaporated, Choice 
Evaporated, F a n c y

_ 17%

___ 27
___ 32

Evaporated, S lab  -------24

Citron
10 lb. box --------

Currants  
P a c k ag e ^  14 oz. 
B oxes, B ulk , p e r  lb.

.__ 18 
__ 17

No. 2%, p e r gro . w ood 
Hooks— Kirby

Size 1-12, p e r  1.000 „  1 05 
p e r  1,000 — 1  20 
p e r  1,000 — 1 45 
p e r 1,000 — 1  
p e r 1,000 — 2
p e r  1,000 _2
Sinkers

No. 1, p e r  g r o s s -----
No. 2, p e r g r o s s ------
N o. 3, p e r  g r o s s ------
No. 4, p e r g r o s s ----- 1
No. 5, p e r g r o s s ----- l  60
No. 6, p e r  g r o s s ------2 00
N o. 7, p e r g r o s s ------2 60
No. 8, p e r  g r o s s ------3 75
No. 9. p e r g r o s s ------5 20
No. 10, p e r  g r o s s ----- 6 75
F L A V O R IN G  E X TR A C T S  

Jennings 
P u re  V an illa  
T u rp en e less  
P u re  Lem onPer Do*.

7 D ram  ------------------- 1 J®
1% O unce ---------------- 1 7j
2 O unce ------------------- 2 75
2% O u n c e ------------------• 2®
2% O u n c e ------------------* *•
4 O u n c e ---------------------5 2®
8 O u n c e ---------------------f  50
7 D ram , A sso rted  —  1 »5 
1% O unce. A s s o r te d , .  1 90

Van Duzer
V anilla . L em on. Almond, 
s tra w b e r ry . Raspberry, 
Pineapple, Peach, Orange. 
P ep p e rm in t & W in te rg reen
1 ounce In c a r to n s  __ 8 00
2 ounce in c a r to n s  — 3 50 
4 ounce in c a r to n s  — 6 75
8 ounce ______________13 20
P i n t s ------------------------- 26 4ft
Q u a rts  ---------------------- 51 00
G allons, each  ------------1" "ft

F L O U R  A N D  F E E D  
V alley  C ity  M illing Co. 

L ily  W h ite , % P a p e r
sac k  ____      7 90

H a rv e s t  Q ueen, 24% 7 90 
L ig h t L oaf S p ring

W h ea t, 24%s ---------- 8 30
Snow  F lak e , 24%s _  7 10 
G rah am  25 lb  p e r  cw t 3 20 
G olden G ra n u la ted  M eal,

25 lbs., p e r  cw t., N  2 30 
R ow ena P a n c ak e  Com - 

pound, 5 lb. sac k  — 4 20 
B u ck w h ea t Com pound,

5 lb. s a c k --------------- 4 ¿0
W atso n  H ie g in s ' Milling 

Co.
N ew  P e rfec tio n , %s_ 7 40

H ID E S  A N D  P E LT S  
Hides

G reen , N o. 1 ------------ 07
G reen , N o, 2 -----------   06
C ured , N o. 1 ________ 08
C ured , No. 2 -------------07
C alfsk in , g reen , N o. 1 11 
C alfsk in , g reen , No. 2 09% 
C alfsk in , cu red , No. 1 12% 
C alfsk in , cu red . N o. 2 11
H o rse , No. 1 ------------- 2 50
H orse , N o. 2 ------------- 1 50

Pelts
Old W o o l ________  2 5 0  80
T j a m b s ___________10® 85
S h ea rlin g s  ------------10@ 25

Tallow
P rim e  ______________ @4
No. 1 ____________•— ®3%
No. 2 ______________ @3

Wool
U n w ashed , m edium  15016

N U T S .
Whole

A lm onds, T e rregona—  22
I. X . L „  s. s , ------------30
F a n c y  m ixed  ----------- 21
F lb e r ts , S icily  ---------- I f
F ilb e r ts , N a p le s -------- 16
P e a n u ts , V irg in a  ra w  09% 
P e a n u ts , V ir. ro a s ted  11 
P e a n u ts , Ju m b o , ra w  11 
P e a n u ts , Jum bo , r s td  13
P ecan s , 3 s t a r ------------22
P ecan s , Ju m b o  -------- 80
W aln u ts , M an ch u rian  27
W aln u ts . S o r e n t o ----- 35

Salted Peanuts 
F an cy , No. 1 ----------- J®

Shelled
A lm onds ------------------- 50
P e a n u ts , S pan ish ,

125 lb. b a g s -----------
F ilb e r ts  ---------------------
P ec an s  ----------------------
W aln u ts  -------------------

O L IV E S .
B ulk , 2 ga l. k e g -----
B ulk , 3 gal. k e g -----
B ulk . 5 ga l. keg  
Q u a rt J a r s ,  doz 
P in t  J a r s ,  doz. - - - - -  
4% oz. J a r ,  p la in , dz.
5% oz. J a r ,  p l„  doz.
10 oz. J a r ,  p la in , doz. 
16% oz. J a r ,  P1- doz.
3% oz. J a r .,  s tu ffed  
8 oz. J a r .  S tu .

Good ______
M edium  ------
P o o r _______
H eavy  hogs _ 
M edium  hogs

08%
50

85

Mutton.
___ 11___10

_____ 08
-_____ 08
______ 10

L ig h t hogs -----------------1®
Sows a n d  s ta g s  --------  »
L oins ----------------------1®
B u tts  ______________ 14
S houlders  ----------------
H am s ----------------------
S p a re rib s  ----------------
N eck bones -------------

P R O V IS IO N S  
Barreled Pork  

C lear B ack  __ 23 00<
S h o rt C u t C lear 22 00

13
12%
13
05

84 00 
S3 00

___ 4

f
1 45 

doz. 2 40
9 oz. J a rT  S tuffed , doz. 3 50 
12 oz. J a r ,  S tuffed , dz 4 50 

P E A N U T  B U T T E R .

U nw ashed , 
F in e  ____

re je c ts__  0 10

2 50 
4 25 
4 00 
4 50 
13
12%

No.
No.

No.
No.
No.

R A W  FURS.
Skunk,

1 b lack  ---------------- 3 50
2 sh o r t s tr ip e  —  2 25

No. 3 n a rro w  s tr ip e — 1 25
N o. 4 b ro ad  s tr ip e  — 60

M ink.
1 la rg e  ---------------- 9 00
1 m e d iu m _______ 6 50
1 s m a l l _________ 4 00

Bel C ar-M o Brani 
8 oz., 2 doz. in case
24 1  lb. p a i l s -----------
12  ‘2 lb. pa ils  ------------
5 lb. pails, 6 in  c ra te
25 lb. pa ils  --------------
50 lb. tin s  ----------------
P E T R O L E U M  PRODUCTS  

Iron  B arre ls  
P e rfec tio n  K erosine  —12.4 
R ed Crow n G asoline,

T a n k  W agon  - - - - -  
G as M achine G asoline 
V. M. & P . N a p h th a  
C apito l C ylinder - —  
A tlan tic  R ed  E ng ine  
W in te r  B lack

. 21.1
39.5 
23.2
45.5
25.5 

___ 16

1 75 
1 25 

10

Raccoon.
N o. 1 la rg e  ---------------- 5 00
N o. 1  m e d iu m ------------ 3 50
No. 1 s m a l l ---- .-----------2 50

Muskrat.
W in te r  _________
F a ll  -------------------
K it ts  ___________

H O R SE R A D IS H
P e r  doz., 7 oz. ---------1 40
J E L L Y  A N D  P R E S E R V E S
P u re , 30 lb. p a l l s ----- 2 50
P u re , 7 oz. A sst., doz. 1 35 
P u re , 15 oz. A sst., doz. 2 00 
B uckeye, 22 oz., 2 doz. 4 25 
O. B ., 15 oz., p e r  doz. 2 75

J E L L Y  GLASSES  
8 oz., p e r doz. ----------- 44

M A TC H E S .
B lue R ibbon, 144 box. 7 55 
S ea rch lig h t, 144 box. 8 00 
Safe  H om e. 100 boxes 5 80 
Old P a l, 144 boxes — 8 00 
D om ino, 720. l c  boxes 5 50 
R ed  S tick , 720 lc  bx s  5 50 
R ed  S tick , 144 bx s  — 6 00

Safety Matches.
R ed T op, 5 g ro . case
Sociable, p e r  g r o . -----

M IN C E  M E A T .
N one Such, 3 doz. — 
Q uaker, 3 doz. case  — 
G utches,

Ç p o lf l r in e
P o la rin e , Iro n  B b ls.— 54.5 
F ino l. 4 oz. cans. doz. 1.65 
F ino l, 8 oz. c ans . doz. 2.25

C lear F am ily  27 00088 00 
D ry Salt Meats

S P  B e l l i e s _ 14 00@16 00
Lard

80 lb. t u b s ------ad v an ce  %
P u re  in tie rce s  
C om pound L a rd  11 @ 11*
69 lb. t u b s ----- ad v an ce  %
50 lb. t u b s ----- advance  %
20 lb. p a l l s ___ advance
10 lb. p a i l s ----- ad v an ce  .
5 lb. p a i l s ___ ad v an ce  l
3 lb. p a l l s ----- ad v an ce  1

S ausages
B ologna ------------------- J ;
L iver ----- —-------- l*
F r a n k f o r t ------- -— - — J®
P o rk  ,-------------------  18@20
V eal --------------------------- i f
T ongue ---------------------- J*
H e a d c h e e s e ---------------- »*

Sm oked M eats 
H am s, 14-16, lb. 22 @26
H am s, 16-18, lb. 22 @26
H am , d ried  beef

se ts  ---------------- 38 0 1 9
C alifo rn ia  H am s 14 @1»
P icn ic  Boiled

H am s ------------- 30 » 3 2
Boiled H am s — 36 @38
M inced H a m s  — 14 O U
B a c o n ___________20 @35

Beef
B oneless ___  24 00@26 00
R um p, n e w _ 25 00@26 00

M ince M eat
C ondensed No. 1 car- * • •  
C ondensed B ak e rs  b rick  91 
M oist in g la ss  ---------- 8 00

P ig ’s F e e t
% b b l s . -------------------  J “
% bbls. 35 l b a . ------- 8 7»
% bbls. ----------- ]  90
1  b b l . _________________1 * 16

T ripe
K its. 15 l b s . ----------- „ 99
V, bb ls., 40 l b s . -------- 1 ®0
% bbls.. 80 l b s . -------- 8 60

C asings
H ogs, p e r lb. ______  @65
B eef, ro u n d  s e t ----- 22@24
Beef, m iddles, s e t— 60@60 
Sheep, a  skein  1 75@2 00

Uncolored Oleomargarine
Solid D a iry  ------------- 24026
C o u n try  R o l l s -------- 24@26

R IC E
F a n c y  H e a d ---------
B lue R ose -------- 06 @06%
B roken  --------------------- 04

R O LL E D  OATS  
S teel C ut, 100 lb. sks. 
M onarch , 90 lb. sack s
C orn, 90 lb. s a c k -----
Q u ak er, 18 R eg u la r — 
Q uaker,, 12s F am ily  — 
M others. 20s,- fam ily  -  
S ilver F lak e , 18 Reg. 
S ilver F lak e , 10 F am .

3 25 
2 60 
2 60 
2 06 
2 95 
6 10 
1 45 
1 85

3 doz. case
L ibby  K egs, W et, lb.

E vap .
E vap .
E vap .
Bakers

Peaches
Choice, U npeeled  16 
F a n c y , U npeeled  18 
F a n cy , P ee led  — 20 

Special ------------- 14

Meal
G r. G ra in  M. Co. 

ß n ltp d  — ———— 2 25 
G olden G ra n u la te d  —2 45

W heat
R ed  ---------------1 04
W h ite  ------------1 02No.

No.

L a ru s  & Bro. Co.’s B rands. 
E d g ew o rth  R ead y  R u b 

bed, 17c T i n s -------- 1 6*
E d g ew o rth  R eady  R ub- 

bed, 8 oz. tin s , doz. 7 00 
E d g ew o rth  R ead y  R u b - 

bed, 16 oz. tin s , dz. 14 50 
E d g ew o rth  S liced P lug ,

17c tin s , doz. -------- 1  62
E d g ew o rth  S liced Plus* __ 
P j | e  tip* , do?. - - - - -  3 66

Seeded,
Seeded,

L em on, A m erican  -------- 26
O range, A m erican  -----

Raisins
b u lk  ------------17
1  lb. pkg.. — 18%

Seedless, b u lk  -------- 20
Seedless, 1 lb. pkg . 24
S u lta n a  Seedless, b u lk - 17 

California Prunoa 
90-100 25 lb. boxes —@09 
80-90 25 lb. boxes —@10 
70-S0 25 lb. boxes —@10 % 
60-70 25 lb. boxes — @12 
50-60 25 lb. boxes — @13 
40-50 25 lb. boxes —@15 
30-40 lb. boxes —@17

O at* 41
C arlo ts  — ---------------------4i
L ess  th a n  C arlo ts  -----4b

Corn
C arlo ts  — -------------------
L ess  th a n  C arlo ts  -------60

H ay
C arlo ts  •---------- - - - ------J® 00
L ess  th a n  C arlo ts  — 22 00

Feed
S tre e t  C ar F eed  — -  26 00 
N o. 1 C orn  & O a t F d  26 00 
C rack ed  C orn  —- —  26 00 
C oarse  C orn  M eal — 26 00

m o l a s s e s .
New Orleans 

F a n c y  O pen K e ttle  —
Choice -------------------------
Good ----------------------------
F a i r  ----------------------------
S tock  —

H alf b a rre ls  5c e x tra
M olasses in  C ans. 

R ed H en , 24, 2 lb. — 2 
R ed H en , 24, 2% lb. 3 
R ed H en , 12, 5 b. — 
R ed H en , 6, 10 lb. — 
G inger C ake, 24, 2 lb. 
G inger C ake, 24, 2% lb  
G inger C ake, 12, 5 lb. 
G inger C ake. 6, 10 lb. 
O. & L . Spec., 24, 2% 
O. & L. Spec., 12. 5 lb. 
O. & L. Spec., 6, 10 lb. 
D uffs, 24, 2% Screw  C. 
D uffs, 6, 10, Screw  C. 
Dove, 36, 2 lb. W h. L . 
Dove, 24, 2% lb_W h. L  
Dove, 12, 5 lb. B lue L  
Dove, 6, 10 lb. R \ue L  
P a lm e tto , 24, 2% h>>

P IC K L E S  
Medium Sour 

B arre l, 1.200 count —
H a lf  bb ls ., 1300 c o u n t 17 50 
5 gallon  k eg s  —3 00@5 50 

Sweet Small
B arre ls  _____  22 50@32 00
H alf b a rre ls  ------—
5 gallon kegs  ----------

Dili Pickles.
1200 Size, b b ls .........— 14 50
1800 Size, b b l s . -------- 17 50
2400 Size, b b l s . -------- 19 &o

P IP E S
Cob, 3 doz. in  bx  1 00@1 20 

P L A Y IN G  CARDS
No. 90 S te a m b o a t----- 2
No. 808, B icycle ----
P ic k e tt -------------------
C ongress p - - - - - -

BabbiFttRSESH dM EA T57  
Beef.

T op S te e rs  a n d  H e ife rs  13 
Good S te e rs  a n d  H e ife rs  12 
M ed. S te e rs  & H e ife rs  10 
Com . S te e rs  & H e ife rs  08 

Cows.

4 50 
3 50 
6 00

2 75

T op
Good ------------ - Ao
M edium  — ---------------- 22______ —— — —i

Veal.
Top
GoodUUUU ----------------- 1A
M edium  T- rT- ----- —r r - r

S A LA D  DRESSING  
D u rk ee’s  la rg e , 1 do*. 6 60 
D u rk ee ’s m ed., 2 doz. 7 10 
D u rk ee ’s P icn ic , 2 d*. 3 25 
S n id e r's  la rge , 1 do*. 3 60 
S n ide r’s sm all. 2 doz. 2 35 

S A LE R A T U S
Arm  an d  H a m m er — 3 7» 

SAL SODA
Granulated, bbls. ------- 2 25
Granulated, 100 lbs cs 2 50
G ran u la ted , 36 2% lb.

p ack ag es  ---------------  * 75
COD F IS H .

M iddles ---------------------
T ab le ts . 1 lb. P u re  — 23 
T ab le ts , % lb. P u re ,

doz. ------------------------
W ood boxes. P u re  —  
Im p eria l, W ood boxes
W hole C o d ---------------

Holland Herring
Y. M ., bb ls. ------------- 12 00
S ta n d a rd s , k eg s  -------
Y. M „ K e g s ---------------

Herring
K  K  K  K , N o rw ay  — 20 00
8 lb. p a lls  ---------------- 1  40
C u t L u n ch  ---------------- 1  f “
Scaled, p e r  b o x --------  J*
B oned, 10 lb. boxes — 15 

Lake H erring  
% bbl., 100 l b s . -----------6 50

Mackerel
T ubs, 50 lb. fan cy  f a t  9 50 

Trou t.
No. 1, WO lb s .-------I® 0«

40
25
16
18
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8  A L T
M ed. No. 1. B bls. ------2 70
M ed. No. 1, 100 lb. bg  90 
F a rm e r  Spec., 70 lb. 92
P a c k e rs , 56 lb. ----- - -  06
B locks, 50 lb . -------- -- 62
B u tte r  S a lt, 280 lb  bbl. 4 50 
B ak e r  S a lt, 280 lb. bbl 4 25
100, 3 lb. T a b l e ---------« §0
60, 5 lb . T a b l e ---------- 6 80
30, 10 lb . T a b l e ---------6 55
28 lb. bags, b u t te r  —

M I C H I G A N  T R A D E S M A N

Sapollo, 3 d o s . ---------- J 16
Soapine, 100, 12 os. _ 6 40 
Snow boy, 100, 10 os. 3 90 
Snow boy, 24 L a rg e  — 5 60 

Snow boy L a rg e  1 free  5
Speedee, 3 d o s . ---------7 20
S u n b rite , 72 d o s . ------4 00
W y an d o tte , 48 --------- 6 50

C LE A N S E R S .

Sho You. 9 os., dos. 2 70
A -l,  la rg e  ---------------- f  75
A -l,  sm all ---------------? *5
C ap e rs  -------------- 1  80

50

Morton*

Sa l t

ITCH EN
LEN ZER

T E A .
Japan.

M edium  ----------------  32@35
Choice ------------------ HlUc*
F a n c y  -------------------  54 @57
N o. 1 N lbbs  --------------- 68
1 4b. pkg . S i f t i n g s ----  14

Gunpowder
Choice --------------------- — 28
F a n c y  ____________ 38@40

Ceylon
m edium  --------- 33

fa n c y  ______ 66

P e r  case , 24 2 lbs. — 2 40 
F iv e  case  lo ts  -------- 2 30

SEED S.
A nise ------------------------22
C araw ay  ------------------«
C an a ry , S m y rn a  — - 09 
C ardom on, M alab a r 1 20
C elery  ---------------------- 24
H em p, R u ss ian  -------- 08%
M ixed B ird  ---------------- 13%
M u sta rd , y e l l o w ------- lg
P o p p y  ----------------------
D u rk ee ’s  B ird , do*. — 1 20 
F re n c h ’s B ird , p e r  ds. 1 40

S H O E B L A C K E N IN G .
2 in 1, P a s te , doz. — 1 35 
B. Z. C om bination , dz. 1 35

S ,UES-P003,,„ 
Ti'ypATRICH 8»#

80 can  cases, $4.80 p e r case

D ri-F o o t, doz. 
B ixbys, Doz. 
S hlnola, doz.

2 00 
1 35 

85

S TO V E  P O L IS H . 
B lack lne , p e r  doz. — i  J 6 
B lack  S ilk  L iqu id , dz. 1 40 
B lack  S ilk  P a s te ,  doz. 1 25 
E n am a lin e  P a s te ,  doz. 1 35 
E n am  aline  L iqu id , az . l  «Jo 
E  Z L iqu id , p e r doz. 1 40 
R ad ium , p e r  doz. - —  1 »6 
R isin g  Sun. p e r  doz. 1 35 
654 S tove E n am el, dz. i  8b 
V ulcanol, No. 5, doz. 95 
V ulcanol, No. 10, doz. 1 35 
S tovoil, p e r  doz. ----- 3 ou

SOAP.
Am. F am ily , 100 box 5 7,j 
Ex p o rt. 120 box —

K irk  .......—
R ub  No M ore W h ite  

N a p th a , 100 box — 5 50 
S w ift C lassic , 100 box 5 70 
S w ift P rid e , 100 box 5 40 
20 M ule B orax , 100 bx  7 55
W ool, 100 box ---------- 7 50
F a iry , 100 box ---------- 5 60
J a p  R ose, 100 b o x ----- 7 85
P a lm  Olive, 144 box 11 00
L av a . 100 box ---------- 4 75
P um m o, 100 box -------4 so
Sweetheart, 100 box  -  5 70 
G ran d p a  T a r , 50 sm . 2 40 
G rand  P a  T a r ,  50 L ge 4 10
F a irb a n k  T a r  -------------J
T rilby , 100, 12c ------- 8 50
W illiam s B a rb e r  B ar , 9s 50 
W illiam s M ug, p e r  doz. 48 

Proctor & Gamble.
5 box  lo ts , a sso rte d  

Ivory , 100 6 oz. —- - -  7 00 
Iv o ry  Soap F lk s ., 100s 8 50 
Iv o ry  Soap F lk s ., 50s 4 35 
L enox. 140 cak es  5 50
P . & G. W h ite  N a p th a  5 75 
S ta r , 100 N o. 11 cak es  5 7o 
S ta r  N ap . P w d r., 100s 3 90 
S ta r  N ap . P w d r., 24s -  5 75 

T rad e sm a n  B ran d . 
B lack  H aw k , one box 4 50 
B lack  H aw k , five b x s  4 25 
B lack  H aw k , te n  b x s  4 00 

B ox co n ta in s  72 cakes . I t  
is  a  m o s t rem a rk a b le  d ir t  
a n d  g rea se  rem o v er, w ith 
o u t in ju ry  to  th e  sk in .

W A S H IN G  PO W D E R S . 
B on A m i P d , 3 dz. bx  3 75 
B on A m i C ake, 3 dz. 3 25
C lim aline, 4 d o z . ----- 4 20
G ran d m a, 100, 5 c ----- 3 90
G randm a, 24 L a rg e  — 4 00
Gold D ust, 1 0 0 s -------- 4 00
Gold D u st, 20 L a rg e  — 4 30
G olden Rod, 24 --------  4 25
J in x , 3 d o z . ------- - - - — 4 50
L a  F r a n c e  L au n , 4 dz. 3 70 
L u s te r  Box, 54 — - - -  3 75 
M iracle  Cm, 4 oz. 3 dz. 4 00 
M iracle  C.. 16 oz., 1 dz. 4 00 
Old D u tch  C lean . 4 dz. 4 75 
Q ueen A nn, 60 oz. — 2 40
R inso , 100 o z . ------------6 40

-  R ub  N o M ore, 100, 10
OZ. _______—------- 4 06

R ub  N o M ore, 100, 14
oz. _________________5 75

R u b  N o M ore, 18 L g . 4*50 
S p o tless  C leanser, 48,

20 oz. ---------------------4 00
Sanl F lu sh , 1 doz. — 2 36

SP IC E S.
W hole Spices.

A llspice, J a m a ic a  — @12
Cloves, Z a n z i b a r ----  @37
C assia, C an to n  --------- @16
C assia , 5c pkg., doz. @40
G inger, A frican  ------- @15
G inger, C ochin ----------@22
M ace, P e n a n g  ---------@70
M ixed, N o. 1 ------------- @22
M ixed, 5c pkgs., doz. @45
N u tm eg s, 70-80 ---------- @40
N u tm eg s, 105-110 —  @38 
P ep p e r, B lack  ---------@15

P u re  G round In Bulk
Allspice, J a m a i c a ----- @17
Cloves, Z an z ib a r ------- @48
C assia, C an ton  ----------@25
G inger, A f r i c a n ----------@22
M u sta rd  --------------------- @28
M ace, P e n a n g  ------------@75
N u tm eg s — --------------
P epper, B lack  ------------@20
P ep p e r, W h ite  ---------- @32
P ep p er, C ayenne  ------- @32
P a p rik a , S p an ish  —  @42

Season ing
Chili P o w d er, 1 5 c ----- 1 36
C elery  S a lt, 3 o z . -------------  $5
Sage, 2 oz. --------------- 90
O nion S a l t ---------------- J  25
G arlic  ________________1 "6
P o n e lty , 3% oz. ----- 3 25
K itch en  B o u q u e t ----- 3 25
L au re l L eav es  --------- 20
M arjo ram , 1 o z . ----------------  90
S avory , 1 oz. ------------ 90
T hym e, 1 oz. ------------ 90
T u m eric , ' 2% oz. -----  90

STA RCH
Corn

K ingsfo rd , 40 l b s . ------11%
P ow dered , b ag s  ----- 03___
Argo, 48 1 lb . pkgs. — 8 75
C ream , 4 8 - 1 __________4 80
Q uaker, 40 1 -------------  6

Gloss
A rgo, 48 1 lb . p k g s—  3 76 
A rgo, 12 3 lb. p kgs . __ 2 74
A rgo, 8 5 lb . p k g s . ----3 10
S ilver Gloss, 48 I s  — 11%
E las tic , 64 pkgs. ----- 5 35
T iger, 48-1 --------------- 2 85
T ig er, 50 lbs. ---------- 05%

SY R U PS
Corn

B lue K aro , N o. 1%,
2 doz. ________________1  93
B lue K aro , No. 5, 1 dz 2 70 
B lue K aro , N o. 10,

% doz. ____________2 50
R ed K aro , N o. 1%, 2

doz. ________________2 23
R ed K aro , N o. 5, 1 dz 3 10 
R ed K aro , No. 10, %

doz. _______________2 90

M aple F lavo r.
K aro , 1% lb., 2 doz. _ 3 95 
K aro , 5 lb., 1 doz. — 6 15

M aple and  C ane
K an u ck , p e r  g a l . ----- 1 50
S u g a r B ird , 2% lb.,

2 doz. ____________ 10 00
S u g a r B ird , 8 oz., 4

doz. ______________12  00

M aple.
Jo h n so n  P u r ity ,  G al. 2 50 
Jo h n so n  P u r ity ,  4

doz., 18 oz. _______18 50

S u g a r  Syrup .
D om ino, 40 10 lb. c an s  3 00 
D om ino, 6 5 lb. c an s  2 50 
B bls., bu lk , p e r  g a l. 40

T A B L E  SA U CES.
L e a  & P e rr in ,  la rg e — 6 60 
L e a  & P e rr in , sm all— 3 75
P e p p e r  — ----------------- 1 M
R oyal M i n t ---------------- 2 12
T obaaco —---- —— $ 7$

P ekoe,
M elrose,

E nglish  B re a k fa s t 
C ongou, M edium  — - — 28
Congou, C h o ic e ------35@36
C ongou, F a n c y  ------ 42@43

Oolong
M edium  -------------------  “ 6
Choice ------------------------
F a n c y  -------------------------  60

T W IN E
C otton , 3 p ly  c o n e ------  35
C otton , 3 p ly  b a lls  — -  3»
W ool, 6 p ly  ----------------- 18

V IN EG A R
C ider, 40 G r a i n ----- — 28
W h ite  W ine , 40 g ra in  17 
W h ite  W ine , 80 g ra in  23

O ak land  V in e g ar & P ick le  
Co.’s  B ran d s .

O akland  A pple C ider — 30 
B lue R ibbon  C orn  - —  22 
O ak land  W h ite  P ick lin g  20 

P a c k ag e s  no  ch arg e .
W IC K IN G

No. 0, p e r  g r o s s ------ 60
No. 1, p e r g r o s s ------ »6
No. 2, p e r  g r o s s ------1 1«
No. 3, p e r  g ro ss  -  l  
P e e rle ss  Rolls, p e r  doz. 45 
R o ch este r, N o. 2, doz. "0 
R o ch este r, N o. 3, doz. 2 00 
R ayo, p e r  doz. ---------  »u

W O O D E N W A R E
B ask e ts

B ushels , n a rro w  ban d .
w ire  h a n d le s  ---------- 1  75

B ushels , n a rro w  b and , 
wood h an d le s  - - —  1  •» 

B ushels , w ide b an d  — 1 90 
M arked , d rop  h an d le  75 
M ark e t, s ing le  h an d le  80
M ark et, e x tr a  ---------- 1 36
S plin t, la rg e  ---------- 9 00
S p lin t, m ed ium  ---------- 8 50
S plin t, sm all ---------- 7 00

C h u rn s
B arre l. 5 g a l., each  — 2 40 
B arre l, 10 g a l., e ac h — 2 55 
3 to  6 ga l., p e r  gal. — 1 «

Egg C ases
N o. 1, S ta r  C a r r ie r  5 00 
No. 2, S ta r  C a r r ie r  — 10 00 
No. 1, S ta r  E g g  T ra y s  4 50 
No. 2, S ta r  E g g  T ra y  9 00

Mop S tick s
T ro ja n  s p r i n g ----------- 2 00
E clip se  p a te n t  sp rin g  2 00 
N o. 2, p a t. b ru sh  hold  2 00 
Ideal, No. 7 ---------------1 90
9 lb. C ot. M op H ead s  1 40 
12 lb. Cot. Mop H ead s  1 80

Palls
10 q t. G a lv a n iz e d -----2 40
12 q t. G alvan ized  -----2 60
14 q t. G a lv a n iz e d -----3 00
12 q t. F la r in g  G al. Ir .  6 75
10 q t. T in  D a i r y ----- 5 00
12 q t. T in  D a i r y ------5 50

T rap s
M ouse, w ood, 4 ho les — 60 
M ouse, wood. 6 ho les — 70 
M ouse, tin . 5 ho les — _ 65
R a t , w o o d ------------------1 00
R a t , s p rin g  ---------------1 00
M ouse, sp rin g  ----------  30

T u b s
L a rg e  G alvan ized  —  8 50 
M edium  G alvan ized  7 00 
Sm all G alvan ized  — 6 50

W ash b o a rd s
B an n e r  G lo b e ------------5 75
B ra ss , S ingle -----------6 75
G lass, S ingle ---------- 7 00
D ouble P e e rle ss  ------- 8 25
Single P e e rle ss  -------- 7 50
N o rth e rn  Q ueen  ----- 6 25
U n iv e rsa l ___________-  ' 60

W indow  C leaners
12  in . _______________1  66
14 in . ______________ 1  85
16 in . ---------------------- 2 30

W ood Bowls
13 in . B u t t e r _______ 6 00
15 in . B u tte r  ---------- 9 00
17 in . B u tte r  _______ 18.00
19 in . B u tte r  -----------25.00

W R A P PIN G  P A P E R  
F ib re , M anila, w h ite  05%
N o. 1 F ib re  — .----------07%
B u tc h e rs  M an ila  - —-  06 
K ra f t  ------------------------09

Y EA ST CA KE
M agic, 3 d o z . ------------2 70
S u n ligh t, 3 d o z . ---------2 70
S u n lig h t, 1% doz. —  1 36
Y e as t F o am , 3 d o z ._2 70
Y e as t F o am , 1% doz. 1 36

Y EA ST—C O M PR E SSE D  
F ie lschm gn , p e r  doz. — 21

to

People Written in Different Keys 
Might Transpose.

W ritte n  fo r th e  T rad e sm a n .
“Som etim es I alm ost th ink  I don’t 

understand m y own daughter! I t  
seems as if we talked different lan
guages—as if we lived in different 
w orlds!” The m other w ho said th is 
to me had been telling  me how she 
and her sixteen-year-old daugh ter had 
been a t cross-purposes for a  long time.

“She is so secretive,” th e  m other 
went on to say. “ I don’t seem to  be 
able to get a t her real self a t all. 
She is polite  and obedient generally ; 
but we don’t get on—any m ore than 
— than if she was w ritten  in B flat 
and I was w ritten  in F  sharp .”

“T h a t’s an idea,” I said. “ I guess 
people a ren ’t all w ritten  in the same 
key.”

“ But, m other and daugh ter!” she 
cried. “My goodness, it isn’t possible!
I t isn’t  natural! God w ouldn’t—”

“Oh, yes, God would. God does. I 
don’t know why, bu t it isn’t uncom 
mon at all for m other and daughter 

be ‘w ritten  in different keys’; 
mothers and daughters and husbands 

and wives.”
“Is  it m y fault?” she asked, p iti

fully.
“W ell,” . I said, “in real music, when 

it is desirable to have instrum en ts 
play together, one of them —p erhaps 
bo th—m ust be tuned to  the same 
pitch. The com position in F  sharp 
has to be transposed  to harm onize 
w ith the one in B flat. You have to  
sing in the same key—if you w ant to 
sing together.”

T his m other is a musician, and I 
could see th a t the idea was very in
teresting  to her.

It isn’t a ltogether a question of be
ing w ritten in different keys. People 
do live in different w orlds. One is 
the outw ard , everyday, ‘ practical 
life around the house and a t the office 
or factory, m ade up of the round of 
routine duties and relationships w ith 
family, business associates, custom ers 
and casual acquaintances. T he o th er 
is the inner life, the real life, to  which 
we flee from  th e  “practical” life. I t  
is the life we would live all the time, 
if the o ther life would let us—the life 
oif leisure hours, of day dream s and 
“brow n studies.”

W hen you meet som ebody in the 
street who is w alking along  oblivious 
o f the surroundings, with eyes fixed on 
the distance and talk ing  to himself, the 
chances are th a t  he is far away in his 
s e c o n d a ry  life, im agining him self the 
person he would like to be, saying the 
things he would like to  say. P robably  
you would he very m uch surprised  if 
you could com pare the person you see 
with the  person he is visualizing as his 
real self.

I imagine th at this m other and 
daughter live in very different w orlds 
and that the m o th e r never has m an
aged to get in where her girl lives. I t  
is exceedingly com m on for parents 
and children to live for tw enty  years 
under the same roof, going th rough  
the same routine of dom estic exist
ence, keeping the peace in all outw ard  
seeming, ye t in the worlds w here their 
deep satisfactions lie a thousand miles 
apart.

Friendship , I think, depends large
ly upon the degree in which tW<? id*

J a n u a ry  4, 1922

dividuals touch and coincide in this 
secondary life. Tw o m en will ge t 
along  fam ously in th e ir business re
lation, even as p a rtn e rs  who see alike 
their “practical” p rob lem s; for m any 
years they will pursue  harm oniously 
their w orkaday affairs; yet in their 
real lives they do not touch a t all. In 
the in terests to which their inner 
selves are  devoted “one is w ritten  in 
B flat, the  o ther in F  sharp .”

H appy m arriages are those in which 
husband and wife live to  the largest 
possible extent together in their 
secondary  lives. W e all know m ar
ried couples who “get along” peace
ably in the form s of dom estic re la tion
ship; keep up a sem blance of routine 
con ten tm ent; yet who in their essen
tial lives m ight as well be strangers. 
T hey have become a so rt of habit with 
each o th er; they are too “w ell-bred” 
to  quarre l; they  keep along the hab it
ual ways, profoundly  bored w ith each 
other. G enerally th ey  do not realize 
w hat is the trouble. E ach finds m en
ta l  and spiritual satisfaction a lm ost 
anyw here except in the one who ought 
to  be satisfying.

Some couples find relief from  this 
situation by rushing off every evening, 
each in a separate direction, o r  per
haps they go together to som e social 
ga thering  w here th ey  will no t have 
to bore each o ther, or to the  theater, 
where tim e will be en terta in ing ly  
consum ed in in terest o r excitem ent. 
Between the acts they  sit in silence, 
buried in their own separate thoughts, 
o r ta lk  of “practica l” th ings—any
th ing  bu t the th in g s that m ean the 
m ost to  them . Som etim es th is  flight 
from  reality  is trag ic—one o r  both  
finding their “secondary congeniality” 
in som ebody else.

I t  is this failure of husbands and 
wives to share their deepest interests, 
their secondary  lives, that accounts 
for their being bored  w ith each other. 
T hey  have little or no th ing  in com 
m on in the w orlds w here th ey  really 
live. “One is w ritten  in B flat, the 
o th er in F  sharp .” But—

W hen m usicians recognize difference 
in key, and the conditions require 
playing together, th ey  take the trouble 
to transpose! A nd people can tran s
pose, even character—if they  care 
enough to take the trouble.

P rudence Bradish.
(C opyrighted , 1921.)

If the farm er is no t sharp  as a 
raiser he can never succeed.

Chocolates
Package Goods ol 
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Proceedings of the Local Bankruptcy 
Court.

G ran d  R ap ids, D ec. 27—On th is  day  
w ere  received  th e  schedu les, o rd e r of 
re fe ren ce  a n d  a d ju d ica tio n  in  th e  m a tte r  
of W illa rd  O benchain , B an k ru p t No. 2031.
T he  b a n k ru p t is a  la b o re r  an d  a  re s id en t 
of G ran d  R ap ids. T he p roceed ings have 
been re fe rre d  to  B enn M. C orw in  a s  r e f 
e ree  in b a n k ru p tcy . T he  schedu les of th e  
b a n k ru p t lis t a s s e ts  - of $300, of w hich  
$250 a re  c la im ed  a s  exem pt, a n d  liab ili
tie s  in th e  sum  of $624.79. F rom  th e  
fa c t th a t  th e  a s s e ts  of th e  b a n k ru p t a re  
la rg e ly  c la im ed  a s  exem pt, o r  of d o u b t
ful va lue , th e  c o u rt h a s  re q u e ste d  th a t  
fu n d s  be d eposited  a s  in d em n ity  fo r th e  
expense of th e  firs t m ee tin g  of c red ito rs . 
W hen  such  funds  a re  fu rn ish ed  th e  d a te  
fo r th e  firs t m ee tin g  of c re d ito rs  w ill be 
g iven  h e re . A lis t of th e  c red ito rs  pf 
the  b a n k ru p t is a s  flolows, a ll lo ca ted  in 
G rand  R ap ids: .  R-
P e te r  U p th eg ro v e  ----------------------- $
P a s to o r  B ros. -------- ----------------------  q.
Collins N o rth e rn  Ice Co. ---------------
D r. J o h n  M. W rig lit ------------------- |1.00
I)r. H . C. W olfe ---------------------------
K am pegne  Co. ------------------------------  o i 'ok

H a h n  G rocery  ------------------------------
H e rp o lsh e im er Co. ------------------------ L ’™
B. A. S p ring  ---------------------------------  irXX
B u tte rw o rtb  H o sp ita l ------------------

C. A. R o ck erfeller -------------------------- |c  on
L. J .  B row nell --------------------------------125/ 00

On th is  d ay  w as he ld  th e  flr,s t  
of c re d ito rs  in  th e  m a tte r  of S to d d ard  
C o n stru c tio n  Co., B a n k ru p t No. „026. T he  
b a n k ru p ts  w ere  p re s e n t in  P frs o a  and .T ?
P . A. H a rte sv e lt.  F re d  A. Geib and  
H o m er F ree lan d  w ere  a lso  p re sen t, th e
c red ito rs  fa iled  to  e lec t a  tru s te e , an d  
th e  re fe ree  ap p o in ted  th e  G ran d  R apids 
T r u s t  Co. a s  such  a n d  p laced  the  am o u n t 
of i ts  bond in th e  sum  of $1,000. M r
S to d d ard  w as th en  sw orn  an d  ex am ined  
w ith o u t a  re p o rte r . T he  p e titio n  of the  
G rand  R ap id s  T ru s t  C om pany, a s  re ce iv e r 
of th e  T ow er M otor T ru ck  Co., to  
s ix  m o to r tru c k  leased  to  the  
w as considered  an d  an  o rd e r m ade  al 
low ing th e  rec lam atio n  of th e  sam e. T he 
f ir s t m e e tin g  w as  th e n  ad jo u rn e d  to

JaOn 2th is  d ay  a lso  w as  he ld  th e  firs t 
m ee tin g  of c red ito rs  in th e  m a tte r  of 
W iUys L ig h t S ystem s, B an k ru p t No. 
2015 T he  b a n k ru p t w as p re s e n t by  r .
G M cRae, s ec re ta ry  an d  t r e a s u r e r  of 
th e  b a n k ru p t co rp o ra tio n ; L ib y . S o u te r 
& D illv  a lso  a p p ea red  fo r the  b a n k ru p t.
R  J .  C leland w as p re sen t fo r c red ito rs . 
S evera l c la im s w ere  p roved  a g a in s t  t i e  
e s ta te .  W illiam  V an S lu y te rs  w as  e le c t
ed  tru s te e  an d  th e  am o u n t of b is  bond 
fixed by  th e  re fe ree  in th e  sum  of $2,000. 
T he  cla im  of th e  D eL av al S e p a ra to r  Co. 
to  rec la im  a  c e r ta in  m ach ine  in  th e  e s ta te  
w as considered  and  th e  sam e  avow ed. 
An o rd e r w as m ade d irec tin g  the  tru s te e  
to  s u rre n d e r  th e  sam e to  the. c la im an t.
F . G. M cRae w as sw orn  an d  exam ined  
w ith o u t a  re p o rte r . T he  m ee tin g  w as 
th e n  a d jo u rn ed  w ith o u t da te .

Dec 29. On th is  d ay  w as held  the  
firs t m ee tin g  o f c re d ito rs  in  th e  m a tte r  
of W illiam  & D w ig h t B adgley , B an k ru p t 
AJo 2025 T he  b a n k ru p ts  w ere  p re sen t 
in  pe rson . H . M onroe D un h am  w as p re s - 
e n t fo r c red ito rs . V ario u s  c red ito rs  
w ere  p re s en t in person . C laim s w ere  
a llow ed a g a in s t  th e  e s ta te . H en ry  B. 
D arn e ll w as  chosen  tru s te e  an d  th e  

- am o u n t of h is  bond fixed by th e  re fe ree  
a t  $s4o. A p p ra ise rs  w ere  ap po in ted . T he 
m ee tin g  w as th e n  a d jo u rn ed  w ith o u t

d iD ec. 30. On th is  d a te  w as he ld  th e  
specia l m ee tin g  of c red ito rs  in  th e  m a t 
te r  of E a r l  G. N ash . B an k ru p t N o. 1998. 
Sm edley, L in sey  & Shivel. D illy, S ou te r 
& D illy  a n d  W illiam  G ille tt, tru s te e , 
w ere  p re sen t. C laim s w ere  a llow ed a g a in s t 
th e  e s ta te .  T he  schedu les of th e  b a n k 
ru p t  w ere  am en d ed  by  th e  ad d itio n  - of 
tw o c red ito rs . . T he  m e e tin g  w as called  
p a rtic u la r ly  to  conside r th e  com prom ise 
b e tw een  th e  tru s te e  of .th is  e s ta te  in 
b a n k ru p tc y  a n d  the a d m in is tra to r  of th e  
e s ta te  o f H a rm o n  N ash , deceased . T he 
c red ito rs  by  unan im o u s vo te  accen ted  
th e  com prom ise. F iled  firs t div idend 
sh ee ts  o f 5 p e r cen t. An o rd e r w as m ade 
fo r th e  p a y m e n t of a d m in is tra tio n  e x 
p enses a n d  th e  p ay m en t of th e  firs t d iv i
dend. T he  spec ia l m ee tin g  w as th en  
a d jo u rn ed  w ith o u t da te .

D ec. 30. On th is  d ay  a lso w as held  the  
spec ia l m ee tin g  o f c re d ito rs  m  ^he m a t
te r  of S ig ler P la y e r  A ction  C o .^ B a n k ru p t 
No. 1985. T rav is , M errick . W a rn e r  & 
Joh n so n , G eorge  S. N orcross. W icks. 
F u lle r  & S ta r r  a n d  H ild m g  &  
H ild ing  w ere p re sen t. E v idence  w a s in 
tro d u ced  a s  to  the  p a y m e n t o f p rem iu m s 
on th e  sev e ra l policies u n d e r question  
an d  a s  to  th e  o w nersh ip  o f the  sam e. 
\ n  o rd e r w as  m ade- th a t  th e  M ichigan 
T r u s t  C om pany  su rre n d e r  th e  sev e ra l 
policies to  th e  tru s te e  a s  th e  P™ ?erty  
o f th e  b a n k ru p t e s ta te . T he  c red ito rs , 
by  u n an im o u s vo te , e lected  to  com pro 
m ise  th e  c la im  of th is  e s ta te  a t  th e  sum  
of $8,000. C laim s w ere  th e n  allow ed. 
T he  m e e tin g  w as th e n  a d jo u rn e d  to

Jaj a n 3 3. On th is  d ay  w as he ld  th e  firs t 
m ee tin g  o f c red ito rs  in  th e  m a tte r  of R ay  
L . D riscoll, B a n k ru p t No. 2028. T he 
b a n k ru p t w as  p re s e n t in  person  a n d  by 
a tto rn e y  C lare  J .  H all. N o cla im s w ere  
proved . N o tru s te e  w as e lec ted  fo r th e  
p re sen t. T h e re  a p p ea rs  to  be no  a s s e ts  
in  th is  e s ta te , ex cep t p e rh a p s  a n  in 
te r e s t  of th is  e s ta te  in  th e  su rre n d e r

v a lue  of a  c e r ta in  life  in su ra n ce  policy. 
I f  such  in te re s t  is  found to  ex ist, a  t r u s 
te e  w ill be appo in ted , o th e rw ise  th e  
e s ta te  w ill be c losed an d  re tu rn e d .

On th is  day  a lso  w as  he ld  th e  firs t 
m ee tin g  of c re d ito rs  in  th e  m a tte r  of 
C arl Z arbock , B a n k ru p t N o. 2023. T he  
b a n k ru p t w as  p re s e n t in  p e rson  a n d  by 
a tto rn e y , W illis  B . P e rk in s  J r .  N o c re d 
ito rs  w ere  p re sen t. N o c la im s w ere  
proved. T he  b a n k ru p t w as  sw orn  an d  
exam ined  by th e  re fe ree  w ith o u t a  r e 
p o rte r. T h e re  be ing  no a s s e ts  in  th is  
case , th e  sam e  w ill be closed a n d  r e 
tu rn e d  to  th e  d is tr ic t  co u rt. T he m e e t
ing  w as th e n  a d jo u rn ed  w ith o u t date .

On th is  day  a lso  w as held th e  firs t 
m ee tin g  of c red ito rs  in  th e  m a tte r  ed 
F red  D. B eilis, B a n k ru p t No. 2030. T he 
b a n k ru p t w as p re sen t in person  a n d  by 
a tto rn e y . Jo h n  M cK enna. O n e c r e d i to r  
p re s en t in  person . One claim  proved. The 
b a n k ru p t w as sw orn  an d  exam in ed  by  the  
re fe ree  w ith o u t a  re ro r te r .  C. C. W ooi- 
ridge  w as ap p o in ted  tru s te e  an d  the  
a m o u n t of h is  bond fixed by  th e  re fe ree  
in  th e  sum  of $100. T he  exem ptions  of 
th e  b a n k ru p t w ere  rep o rted  upon, l  he 
m ee tin g  w as th e n  ad jo u rn ed  no da te .

BUSINESS W ANTS DEPARTMENT

Is required, *s amounts are too small to open accounts.

W an ted —To h e a r  from  ow ner o f good 
g en era l m e rch an d ise  s to re  fo r sa le . M ate  
p rice , d esc rip tio n . D . F . B ush , M inne
apo lis , M inn. ______________ buJ

W A N T E D  to  bu y —S tock  of g en eral 
m e rch an d ise , c lo th ing  o r shoes. R. D. 
W alk er , L a n c a s te r, W isconsin ._____

F o rced  O ut of B u sin e ss—M ust sell a t  
once, g roce ry  s to ck  an d  fix tu res. S tock  
w ill invoice a b o u t $1,400. In q u ire  S. F . 
F e n n e r , 1337 C am eron  S t.. K alam azoo , 
M ich. 605

F o r  Sale—S to re  bu ild in g  in  E v a r t ,  
M irh  L iv in g  room s above. E x ce llen t 
loca tion . A ddress  C. W . Jones , M idland, 
M ich. bu__

Items From the Cloverland of Michi
gan.

Sault Ste. Marie, Jan. 3—-This is the 
time to make your New \ e a r s  reso" 
lutions, but we have only received a 
few as yet—possibly delayed in 
transit due to the delayed mails.

F  J. A llison has resolved to smoke 
only Cam els; also to repair his cut
out on his auto.

Charles H aas, the U needa biscuit 
salesm an, resolved to  cut out a tew 
m eals each day until he gets back to 
250 pounds.

- J Huiptli, the m eat salesm an, re 
solved to beat his last year’s record 
and average th irty  miles on foot in
stead of twenty-five miles, his last 
year’s record.

E arl Cameron, ano ther m cater, re 
solved to drive his horse again in 
preference to th at new auto.

Al Jacobs, the grocery salesman, 
resolved not to exceed sixty miles per 
hour en route to D eT our next sum 
m er. . , „

Jack  M errifield, the cigar man, has 
resolved to boost home m anufactured 
cigars only.

T ed Steffens, the grocery  salesman, 
resolved to change his old ford for 
a new Studebaker.

S. D. Newton has resolved to use 
m oonshine in his rad ia to r only.

Al Sparling, the salesm an, is w ork
ing for a cleaner town and show ing 
a new line of soap sam ples in that new

Ĉ The m any friends of W illiam  Rob 
are pleased to see that he has re
turned to  the Soo, after several years 
in the W est. H e is now satisfied that 
the old hom e town looks better to him 
than ever. H e has accepted a posi
tion as m anager for the E ddy food 
em porum  and will be pleased to re 
new old friends and  make m any new
ones. , . ,,

Dan H ins, form erly in the cigar 
business on Portage avenue, has p u r
chased the tobacco sto re  of H . Kleine, 
on Ashm un street. Mr. K leine ex
pects to engage in ano ther line.

The heavy snow storm  on New 
Y ear practically  put an end to auto- 
m obiling here and m any cars expect
ing to m ake New Y ear calls are 
parked in d rifts ready for real horse 
power.

Mike H otten . of Shelldrake, is 
spending the holidays with relatives 
here. Mike is well known, having 
been in the m eat business here for 
the past th irty  years until two years 
ago when he m oved to Shelldrake 
to take charge of the general store for 
the B artle tt Lum ber Co. H e also 
operates the only m oving 'p icture show 
in the town.

B usiness m ight have been w orse
last year. . . ,

W . H . Snell, our new ly-appointed 
postm aster s ta rts  in on h is new duties 
Tan. 1 and will give us the best there 
is in him.

lam es T h orn ton , one of our new 
grocers, had  a sad ending the last of 
the year ju st before taking inventory. 
The burg lars entered and largely re
duced the stock. ‘ ,

H om e brew  m ight im prove w ith age 
if all the good didn’t  die you£K

W illiam  G. T apert.

W E L L  E Q U IP P E D  R e s ta u ra n t F o r  
Sale—$4,000. O th e r B u sin ess. 1608 G ed- 
des A ve., A nn  A rbo r, M ich. _607 

W a n t  to  h e a r  from  a  p a r ty  ow ning  a  
good g en era l m erch an d ise  bu s in ess  o r 
o th e r  b u s in ess  fo r sale. S ta te  cash  p rice  
a n d  p a rtic u la rs . Jo h n  J .  B lack , 130'S t . ,  
C hippew a  F a lls . W ls.__________ bus

I  h av e  good im proved  320-acre fa rm  I 
w a n t to  tra d e  fo r g en e ra l s to re . Jo sep h , 
B oxell, P e rh a m , M inneso ta ._________ 684

W a n t To B uy—S to re  bu ild ing , sm all 
tow n. W illiam  S w eet, B endon , Mich.Doo

r e b u i l t
CASH REGISTER CO., Inc. 

Dealers In
Cash Registers, Computing Scales, 
Adding Machines, Typewriters And 
Other Store and Office Specialties. 
122 N. Washington, SAGINAW, Mich. 
Repairs and Supplies for all makes.

W an ted —To h e a r  of good bu sin ess  for 
sale . 500 K a so ta  B ldg., M inneapolis,
M inn. __________________________ 596 -

L ease  B arg a in —T w ice 99 y e a rs , c o r
n e rin g  K e rn s  H o te l, L ansing , 4x20 rods, 
$325 m o n th ly . R ailw ay  sid ing  re a r .  P a r 
tic u la rs , W illiam  B rad fo rd  A rnold . L a n -
sing , M ich._____ ________________ _______—

F o r Sale—An old e stab lish ed  g rocery , 
m e a t m a rk e t an d  fix tu res, doing a  cash  
bu s in ess  in  one o f th e  be.sJ; .iarrm l?F 
m u n itie s  in  M ichigan. A ddress No. 600,
care  M ichigan T rad esm an . _______ buu 

F o r  Sale—Stock  of g roce rie s  an d  fix 
tu re s , a lso  de livery  c a r  M ichigan c ity  of 
12,000. A ddress No. 601, care  M ichigan
T rad esm an . ______________________  __

P a y  sp o t c ash  fo r c lo th in g  and ¿ w n lg h - 
ing  goods s to ck s . L . S ilberm an , 874 Bast 
H ancock . D e tro it. 888

F o r  Sale—$10,000 b a n k ru p t s to ck  an d  fix
tu re s  know n a s  th e  B ress in  P h a rm acy , 
A llegan. T h is  is an  o p p o rtu n ity  to  secu re  
a  h ig h -c la s s  d ru g  bu s in ess  in  th e  b e s t s to re  
bu ild in g  in th e  b e s t to£atlon„ in  J th e  be:st 
A__.yn in M ichigan. TPhc s to re  o iu  a  
bu s in ess  la s t  y e a r  of $25,000. T he  h ig h e st
b id d e r g e ts  it. T he  s to c k  w ill b e ^ n ld  a t
a  v e rv  lib e ra l d iscoun t. E . T . v a n  u s  
tra n d , T ru s te e  fo r th e  R eferee  in B an k 
ru p tc y , A llegan, M ichigan.______  ”u“

F o r  sale__G eneral S to re  lo ca ted  a t
F ind ley , M ichigan. A ddress M ann B ros.,
B u r r  O ak, M ich.  °3U
“  F o r  Sale—F ir s t- c la s s  g rocery  s to ck  an d  
fix tu res, fine loca tion . A n n a  H u rs t, 1508 
F ra n c is  S t., J ack so n , M ich. »»3

W an ted  to  Buy—C lo th ing  a n d  fu rn is h 
ing  s to ck  fo r sp o t c ash . N am e low est 
p rice . U n ited  B u y e rs  A ssociation , G reen - 
vill©, M ich.

F o r Sale—C ash re g is te rs  an d  s to re  fix
tu re s . D ick ry  D ick, M uskegon, M ichigan.

W ill p ay  cash  fo r w hole s to re s  or part 
s to ck s  of m erch an d ise . L ou is  Levlnsonn, 
S aginaw , M ich. _______ ___ _______

If  you a re  th in k in g  o f go ing  into busi
ness , se lling  o u t, o r  m ak in g  an exchange, 
place an  a d v e r tis e m e n t in  our business 
ch an ces  co lum ns, a s  i t  w ill bring you 
in to u ch  w ith  th e  m an  fo r w hom  you are 
looking—T H E  B U SIN E S S M AN.________

1000 letterheads or envelopes *3.76. 
Copper Journal, Hancock, Mich. 150

S alesm en—P ro fitab le  s ide  line. C arry  
sam p les  in  pocket. A ddress  C opper J o u r 
na l, H ancock , M ich.

Bell Phone 596 Cltz. Phone 61366
JOHN L. LYNCH SALES CO.

SPECIAL SALE EXPERTS 
Expert Advertising 

Expert Merchandising 
209-210-211 Murray Bldg. 

GRAND RAPIDS. MICHIGAN
F o r  Sale—To se tt le  a n  e s ta te , I  offer 

fo r sa le  th e  on ly  g ra in  e lev a to r , lum ber 
a n d  coal y a rd , w ith  a  sm all s to ck  of 
lum ber, good closed  sheds, office eq u ip 
m en t, e tc ., lo ca ted  on leased  g ro u n d  of 
th e  M ich igan  C en tra l ra ilro ad , a t  O nan 
dag a , M ichigan. Good fa rm in g  com m un- 
ity  an d  ten  m iles to  a n y  o th e r  m a rk e t. 
A ddress  N eil S pring , O nondaga, M ich.^

How About 
Taking Inventory?
This is the  tim e of the  year all good  m erchants should p repare  

to  take their annual inventory. Y ou will need  inventory 

b lanks to  facilitate and  expedite  this work.

W e are  p rep a red  to  furnish inventory  b lanks as follows:

100— 8 Yz x  11, good s t o c k --------------------------------------$1.75

500r—8>/2 x 11, good  s t o c k --------------------------------------

1000— 8 /2 x  1 1, good  s t o c k --------------------------------------5 5 0

Send your orders in NOW.

T R A D E SM A N  C O M PA N Y
Corner Ionia and Louis 

GRAND RAPIDS, MICH.
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Boomlets From Busy Boyne City. 
Boyne City, Jan. 3—T he dinner of 

the (-------------------) club a t the W ol
verine H otel last week T hursday  was 
a very in teresting  occasion. Aside 
from  the m usical (?) efforts of some 
of our prom inent citizens. C hairm an 
B orden received the reports of the 
com m ittee on constitu tion  and by
laws. W . A. H --------- p gave bis re 
port, which consisted of a very large 
com prehensive all pervading silence; 
in o th er words, th is com m ittee hasn’t 
done anything. R eport was accepted 
and com m ittee discharged. J. M. 
H a rris  gave a rep o rt on constitution 
and by-laws. H is report was good 
and was accepted, but we don’t be
lieve the o ther m em bers of the com
m ittee ever saw it. A w onderful spirit 
of co-operation betw een the two com 
m ittees.

As H ugh J. Gray, of the T ourist Re- 
sourt Association, was present, all 
o ther business—except the eats, which 
were a poem  in them selves—was set 
aside to  listen while he gave a very 
in teresting  ta lk  on the object and 
accom plishm ent of that organization. 
H e laid stress on the poin t th a t the 
A ssociation’s function was to make 
know n to the people outside of the 
State the a ttrac tio n s of all the reso rt 
te rr ito ry ; th a t their function was to 
b ring  people ino the S tate and not to 
advertise any particu lar place. Am ong 
o thers he stressed the necessity of 
stric t a tten tion  to the san itary  condi
tions in  regard  to w ater, sewerage and 
garbage disposal, as the State H ealth  
Board was m aking surveys and send
ing out reports with a special view to 
p ro tecting  the  sum m er visitors from  
infection of any kind. H is talk  and 
the  ensuing questions and discussion 
occupied the  better p a rt o f  an hour, 
after which the by-law s were laid on 
the table, along with the cigar ashes, 
and the m eeting broke up with excru
ciating wails to the tune of “T h ere ’s 
a long, long trail.” W e had a good 
time. W e got an earfu l of good in
form ation. W e had a good dinner, but 
we are sure th a t M arie will raise the 
price, if some of the fellows don t eat 
som ething betw een m eetings.

C harles T. Sherm an. General 
F re igh t A gent of the Boyne City, 
G aylord & Alpena, gave a m ost in
teresting  and instructive talk  to  the 
m em bers of the C ham ber of Com
m erce last F riday evening. He went 
into all the phases of the I. C. C. con
tro l of railroads, the system_ of ra te  
construction  and illustra ted  w ith m aps 
and docum ents the poin ts of his talk. 
I t  certain ly  was an eye opener for 
those who heard him and he did not 
need any trick  o ra to ry  to  hold the in
terest of his hearers. If  such in form a
tion were m ore generally  d istributed 
in such convincing fashion there would 
be a quick stop put to the great 
A m erican gam e of dam ning the rail
roads. But. o f  course, very few of 
the carriers have such m en to  spread 
the news.

W e have one m an in Boyne City, at 
least, who th inks som ething of his 
word. H e had  an appoin tm ent in 
E ast Jordan  last Sudnay evening to 
speak on prohibition enforcem ent. In 
the sum m er time E ast Jo rdan  is only 
th irty  m inutes aw ay over a m ost en
joyable road, b u t a t th is  tim e is any
th ing  bu t a pleasure trip , especiallv 
with a real-honest-to-goodness bliz
zard  in progress. H e  w ent ju st the 
same. W e refer to the R everend G. 
H. Simpson, of the Evangelical church 
and we have a bunch of reverends in 
this tow n cu t out of the same cloth.

Old B oreas gave us a good shaking 
up Saturday and Sunday. _ Saturday 
was some day. I t  began w ith a little 
rain  and the m orning was as balm y as 
an A pril day, but it  caught a severe 
cold and by  n ig h t all th e  icy devils 
o f  M edicine H a t were tea rin g  th rough  
our streets like mad. All trains from  
the South were delayed from  six to 
ten Fours, bu t the “streak  of rust 
th a t comes over the top of M ichigan 
th ro u g h  the w orst snow  coun try  in 
th e  Southern  Peninsula kep t th ings 
m oving clear th rough  to Alpena, as is 
its custom . T h e  B. C . G. & A. crews

m ay be “hicks”, bu t they  get there— 
and back.

W e used to  hear a good deal about 
the factory  w histles which disturbed 
o u r m orning slum bers and haled^us 
from  our noonday siestas, but we feel 
sure th a t there  are  a g rea t m any who 
will respond when, again the boom  
and squall tears us from  the arm s of 
m orpheus with a lacrity  if no t w ith 
eagerness and we w on’t enquire w ith 
a supercilious air, “H ow  much do you 
pay?” and “W hat a re  your hours?
A steady and regu lar pay envelope 
looks p re tty  good now. even if it  is 
not stuffed to bursting . Maxy.

No Advantage In Stocking Up Heav
ily.

A $2,500,000 failure the la tte r p a rt 
of last week affected the w heat m ar
ket adversely. Q uite a  sharp reac tion  
has resulted, which only goes to show  
how sensitive the  g rain  m arkets 
are to  any influence favoring declines.

W heat has been in a stro n g  position  
statistically  since the first of July, 1921 
and under o rd inary  conditions would 
have advanced, undoubtedly. On the  
8th of July, D ecem ber w heat d o se d  
at $1.24*4-}4; on the  31st of Decem 
ber, it closed a t $1.07}4, show ing a 
decline o f approxim ately  17c per 
bushel in the face o f  a strong  m ar
ket statistically .

M any prom inent grain people are 
p red ic ting  a som ew hat h igher price 
betw een now  and the  first of April, 
while o thers are looking for fu rther 
declines, claim ing w heat is still high 
com pared to  the price of corn and 
oats, which probably  is true. On the  
o ther hand, we m ust no t overlook the  
fact that we produced th is last year 
one of the largest crops of corn we 
ever raised, and the  value of cattle 
and hogs is, also, a t a low point, and 
as corn in th is country  is m ore o f a 
stock food than a hum an diet, it oc
cupies m ore of an  unfavorable posi
tion in th is respect th an  wheat, of 
which we had a sho rt crop, under the 
five year average, w ith a good foreign 
dem and, we having exported approxi
m ately 200,000,000 bushels.

Of course, it  is possible to go on 
and quote sta tistics by the colum n to  
prove th is, th a t and  th e  o ther th ing  
regard ing  m arkets and it can be 
proven on paper (that w heat is selling 
a t too low a figure by such m ethods; 
nevertheless, it is going to  require 
fu rther im provem ent in  business con
ditions and a continuance of a fair 
export trade to b ring  about any m a
terial advance in the price of w heat 
and flour.

W e can see no reason  for changing 
our attitude, which is, and has been 
for the past six m onths, to  buy to  
cover requirem ents for not m ore than  
th irty  days ahead. T he trad e  should 
carry  ample stocks to p roperly  m eet 
the dem and, bu t we fail to see where 
any particu lar advantage . would be 
gained by stocking up heavily.

L loyd E. Smith.

Shoe Dealers To Be Transferred To 
Lansing.

A t the  m eeting  of the  stockholders 
of the Shoe D ealers M utual F ire  In 
surance Co., held a t L ansing  last 
week, the  action of the  d irec to rs in 
recom m ending th a t the  headquarte rs 
of the  com pany be changed from  F re 
m ont to  L ansing  w as ratified by  a 
Jarge affirm ative vote.

Dastardly Attempt Reacts on the 
Dastard.

L ansing, Jan . 3— 1 am  in receip t 
of a circular, dated  Dec. 15, w hich I 
infer has been also sent to  the lead
ing dry goods m erchants of th is State. 
T h e  le tte r  is w ritten  by the Secretary  
of the M ichigan A ssociation of In 
surance A gents and is, in effect, a 
d irect a ttack  upon the G rand R apids 
Retail M erchants’ M utual F ire  In 
surance Com pany, a com pany o rg an 
ized and supported  by the d ry  goods 
m erchants of the S ta te  and a valuable 
ad junct to  our A ssociation.

I t  will, of course, be ap p aren t to  
every dry  goods dealer th a t th is is 
an a ttack  m ade by the insurance 
agen ts upon our insurance com pany, 
in o rder th a t it m ay be d iscredited and 
they m ay get our business. T he a t
tack  is so barefaced and the  a rg u 
m ents so unfair and illogical th a t we 
do not believe it can do us any harm . 
N evertheless we wish to  b rand  it for 
w hat it is—an insidious a ttack  upon 
the d ry  goods in te rests of the S ta te  
in one of their im portan t co-operative 
activities.

T he a ttem p t of the  insurance agen ts 
to  m ake it seem th a t ou r insurance 
com pany is carry ing  too  large  risks 
is wholly unfair and, in its intent, 
dishonest. O ur com pany does no t 
carry  to  exceed the very conserva
tive am ount of $3,000 on any single 
risk. A ny fu rth er am ount th a t it • 
assum es is transferred  to  o th er re 
putable insurance com panies th rough  
reinsurance trea ties which am ply p ro 
tec t bo th  our insurance com pany and 
the  m erchant insured. T herefore, the 
sta tem ent or the insinuation  th a t our 
com pany is carry ing  e ither $40,000 o r 
$104,000 on a single risk  is stooping 
to  m ethods which we do n o t consider 
as reputable.

T he le tte r of the insurance agen ts 
a lso insinuated  th a t the  dry _ goods 
m erchants, in conducting  th e ir own 
insurance com pany, are pursuing a 
socialistic policy com parable to  the  
m aintenance of a co-operative store, 
and the local agen ts would, on th is 
account, ask the m erchants to  tam ely 
lie down and pay to  them  the  ex
o rb itan t prem ium  rate  which they  are 
exacting.

I t  is a well know n fact the stock in
surance com panies are operating  un
der an expense exceeding 40 per cent, 
of the prem ium s collected. Any busi
ness w ith a 40% expense is w rong  and 
cannot stand  up under com petition. 
T he stock insurance com panies are 
no t standing up under it, but are lo s
ing their business to  our m utual com 
pany and o th er h igh grade m utual 
com panies. If  you, as a d ry  goods 
m erchant, had a 40 per cent, expense 
a ttached  to  your business and had 
to  m ark  up your goods to  cover it, 
would you not feel th a t you had 
opened the door for a justifiable a t
tack  by com petito r o r by co-operative 
stores? If  we had any such expense 
ratio , we could no t expect to  stand up 
against com petition, and they  are  
squealing because we refuse to  pay 
their exorb itan t rates.

T he claim  m ade by the insurance 
agen ts th a t m utual insurance is so
cialistic is shallow  and unjustifiable. 
T h ere  were m utual insurance com 
panies before there  were stock com 
panies; in fact, it was the first form  
of insurance and has thriven for over 
100 years in th is country . F u rth e r
m ore, insurance is in its na tu re  a fo rm  
of co-operation. E very  insurance 
com pany is sim ply a tax  g a the rer 
which collects sm all am ounts from  
the m any and uses them  to relieve the 
calam ities of the few. I t  is, therefore, 
and m ust be co-operative in its es
sence. T he re ta il m erchants are con
ducting  th is co-operation fo r them 
selves safely, sa tisfactorily  and eco
nom ically. W e have a fine, grow ing 
com pany, w hich is no t only saving us 
30 per cent., b u t is increasing  in finan
cial stren g th  a t the sam e time.

W hile  the a ttack  m ade upon us by 
the  A ssociation of Insurance A gents 
is a selfish and unw arran ted  one, ye t

we thank  them  for the opportun ity  of 
laying before the m erchants of M ich
igan the sound principles underly ing  
our m utual insurance and the neces
sity therefor.

J. W . Knapp, P residen t.

Types of French Hats.
A num ber of in te resting  style ten 

dencies in F rench  ha ts have been 
reported  from  P aris  to  the R etail M il
linery A ssociation of Am erica by 
Renwick de R oget, editor-in-chief of 
the association’s official organ. T hese 
are som e of them :

“M aria Guy offers a close-fitting 
boatline effect fo r sm all hats. Re- 
boux ta ilo rs her sailors in black lisere 
and w hite g rosgrain . Lucie H am ar, 
too, sanctions black and w hite c rea
tions. T alb o t repeats deep jade and 
black.

“I t  is to  be a season of colors. 
Sm all and colorful pasted b irds are 
w reathed thickly  about the  headsizes 
of large m odels fo r ‘dressy’ wear. 
F low ers are dem anded for the first 
tim e in weeks. F ea th e r w ork  dupli
cating  natu ra l bloom s is seen. N acre 
trea tm en ts  are h ighly  esteemed.

“M arguerite  et Leonie are  sole ex
ponents of original fuchsia blending. 
‘Chanko,’ a silk straw , is being used 
by Lucie H am ar. Germ ain Fauquet 
has in troduced a hair cloth show ing 
half-inch spangles of gelatine in its 
weaving. F irecrackers of galilith  
m ake up the m ost novel and prac
tical flange trim  a t M aria Guy’s. A n
toinette , too, prom ises the wide use 
of ha irc lo th  fo r all types and ages 
of wom en. T im bo and M ilan straw s 
in high colors occupy Louise M arsy’s 
time. R oses and chrysanthem um s 
lead in the dem and fo r floral trim 
m ings.”

More Bad Check Artists Abroad.
L ansing, Jan . 3—A Syrian, calling 

himself A lbert M anson, has passed 
tw o w orth less checks on L ansing 
m erchants during  the, past w eek— 
one for $200 and one for $150. T he 
check for $150 was signed by John  
L. H adad, ano ther Syrian, residing 
a t 426 C harlo tte  avenue, D etro it, and 
the one for $200 was signed by T om  
Joseph, presum ably of D etro it. Both 
of these checks were draw n on the 
F irs t S ta te  B ank of D etro it. Mr. 
M anson was ra th e r slender, about five 
feet, ten inches in he igh t; sm ooth 
shaven; Syrian com plexion; sharply  
defined features; dark  ha ir; w ears 
brow n overcoat and black fedora hat. 
V ery well dressed—w ore silk shirt. 
A bout 25 o r 30 years of age.

A nother w orth less check has been 
passed in Lansing, draw n by F ran c is 
J. B lack, T reasu re r, on the L incoln 
S ta te  B ank of Chicago, payable to 
R. Schoen, who claims to  be a refo rm 
ed Jew ish m issionary  w orking in res
cue m issions. H e is know n to have 
conducted such m issions in th ree  or 
four different places in the State. He 
has conducted a m ission a t F lin t, one 
a t  London, O ntario , and also one a t 
Pontiac. T his check was draw n for 
$75. H e is a m an about five feet, 
four inches in height, ra th e r stocky. 
H is ha ir is a silvery gray  and he 
w ears heavy to rto ise  nose glasses. 
H is features are quite s trong ly  Jewish.

If any of ou r m em bers are  visited 
by  any of these people, we wish you 
would notify  th is office im m ediately.

Jason E. H am m ond,
M gr. Mich. R etail D ry  Goods Ass’n.

“ D on’t  expect to  get a m ad rush  
of buyers a fte r the first advertisem ent 
—you didn’t ge t rich im m ediately af
te r  you deposited y our first do lla r in 
the  bank.



G i f  a n d  R a p i d s
"A ¿ 0 0 d  place to liv e *

What Your City Has Done These bank figures mean more to every one of us than we th 
If they were to drop back, now, to the figures of 19Ó0, the boti 
would drop out of the town. Then where would we all be?

A  G row th  in 20 Y ears to  M ake Y ou Proud . Facts 

and  Figures Tell the  Story. A dm itting  th a t (acts and  

figures a re  dry, w on’t you b e  pa tien t and  read  these 

few  paragraphs.

These Figure Facts 
Touch Us All Directly

You may not «think that these figures mean anything in your 
own particular life. They really do, though. All that relates to the 
development, growth and prosperity of the town we live in touches 
us directly. Grand Rapids is our city, that of our children, and 
is or may be that of their children. Its interests are, or should 
be, our interests.

A 50,000 Gain 
in Population

Take our population. In 1900 it was only 87,565. In 1920 official 
figures gave us 137,634, fifty thousand and more people in twenty 
years. A steady, healthy growth, without any kind of a “boom” or 
artificial stimulation. Speaks well for the town, any way you take it.

Nearly $7,000,000 Gain in 
Home Ownership in 20 Years

In 1920 the total assets of the Building and Loan Associations 
were $864,618. By last year these figures had mounted up to the 
huge total of $7,794,493. There’s a growth that means something to 
the present generation. It indicates how much we have saved and 
put into home building and home buying—and put us second in 
home ownership in the United States. You who own your own 
homes helped swell those figures. You are gainers through doing so. 
The more homes there are and the bigger and better the town, the 
more your property is worth.

Big Gain in Banking Figures 
Shows Our Growth

The surplus of the Banks and Trust Companies has grown since 
1900 from $3,514,000 to $7,736,500; bank loans and discounts from 
ten to thirty-six millions; and bank deposits from thirteen to over 
fifty three millions of dollars; and bank clearings from $62,712,673 
to $352,898,673,

But
Grand Rapids is going. It is prospering. Many of us finger some 
of this wealth. If you don’t, be glad that the other fellow  does. 
It means that you are living in a solid town. That’s something, 
isn’t  it?

Our Tax Rate Lowest 
of Leading State Cities

The 1919 tax rate figures give us a lot the best of it. Our rate 
per $1,000 assessed valuation is $22.88. The rate in Detroit is $24.01; 

'Battle Creek, $25.00; Mount Clemens, $25.33; Ann Arbor, $26.34; 
Flint, $28.00; Traverse City, $28.06; Port Huron, $28.84; Jackson, 
$28.90; Owosso, $31.62; Manistee, $31.84; Saginaw, $33.85; Muskegon 
Heights, $37.00; Pontiac $38.69; Bay City, 41.46; Lansing, $43.88; 
Iron Mountain, $47.51.

If you are a property owner, you can get some comfort out of 
these figures. Ours is the lowest tax rate of the major cities in the 
state.

Splendid Highways and 
Transportation Facilities

Grand Rapids is served by eight state trunk highways, the trans
portation value of which is rapidly increasing.

We are served by five steam and two electric railway systems 
which radiate into the city from fifteen different directions.

Officially Declared 
Healthiest City in America

The Federal Bureau of Health states that Grand Rapids is the 
healthiest industrial center in the United States, if not in the world, 
with the lowest death rate of any large city east of the Mississippi.

Figures Prove City 
Improving All The Time

Are not these sound, substantial reasons for our civic pride. 
Dbn’t these figures show prosperity and growth to an extraordinary 
degree; don’t they tell you that business is good and getting better 
all the time in Grand Rapids. Are they not an indication that you 
either were born in a city with a glorious past and a magnificent 
future, or that you were fortunate enough to pick out a city to work 
and live in that is better than you knew?

Think this over. We are sure that you can come to but one 
conclusion, which is this:

G RAN D RAPIDS
“A Good Place to Live”

Third of a series of articles to be prepared and promulgated by the

ADVERTISING CLUB m  O F GRAND RAPIDS
Copy by George R. Cullen—Walter J. Peterson Co.

S



California F ru it Grower» Exchange, 
Deal.r Service Department,
Los Angeles, California.

Send me a copy of your free book, “ 52 Divi
dends a Year to Retail Merchants."

Name.

Address------------------------------------- -

City.......................... ...................State.

dividends a year
-----to retail merdhants

a book that tells you what YOU can make on fruit.

“ In oranges and lemons the minimum 
turnover is one turnover each week. No 
merchant should ever carry these fruits for 
more than seven days. By doing this he 
will side-step........... ”

This is p a rt of a paragraph  show- 
the  clear, sim ple w ay  in which the  
im portan t problem  of turnover and 
m any others are  discussed in the 
new  book for retailers published 
by  the  California F ru it G row ers 
Exchange.

T he  book is “chuck full” and 
brim m ing over w ith  ideas and in
form ation w hich will help you 
handle fru it m ore profitably. It 
discusses such things as correct

m argins, price, w indow  trim m ing, 
dealer service helps, advertising, 
and g ro w in g  and. p a c k in g  of 
oranges and lemons.

Every w ord  in the  book is w orth  
a careful reading both  by  you and 
by  your assistants. T hen you’ll 
w an t to keep it for reference. It’s 
one of the  m ost valuable books w e 
know  of for. retailers.

T here’s a copy for you if you 
don’t w ait too long, i t ’s FR EE. 
Sign and send in the attached 
coupon NOW . T here  m ay not be 
enough books for everybody w ho 
w ants one.

California Fruit Growers Exchange
Los Angeles, California


