NEW ERA ASSOCIATION

Closed the year 1921 with a Special Meeting of New Era Cabinet
held at 2 p. m. Friday, Dec. 30, Home Offices and PAID EVERY
DOLLAR of “proven claims” leaving a net balance of over $30,000
greater than one year ago, leaving an aggregate mortuary reserve
fund sufficiently large to meet two of the worst epidemics Michigan

and Illinois ever experienced.

SOME YEAR!

FhTaLd* fSm illion dollars paid to beneficiaries. Over $40,000,000 now. in force,
sjever a contested claim where local members appeared against the New Era.
slever failed of a quorum in twenty-four years.

~ever but two divisions on roll call.
KTe challenge any business, religious, fraternal or social institution to produce any experience

ike it!
This is positive evidence of the successful combining of business and ethics.

Officers and Salesmen (managers) in New Era have also a real guaranty of a square deal.

We want right now five District Managers and forty local managers and one State Manager. The

public wants our goods.

Think of a "whole life contract” paid up in twenty years and double the face of the contract in
event of death before twenty years.

Largest commission paid and the equivalent of a weekly guaranty as a drawing account for

the hustler.
Life insurance men-organizers, traveling salesmen or professional men without experience.

Apply:
NEW ERA ASSOCIATION

. Chas. D. Sharrow, Presidgnt.
c. L. Harvey, General gecre%ary. .. grrow. riesk

J . i A
Grand Rapio's gaw»ngs Eank B'ljillclﬁrr]lrgr Grand Rapids, Michigan



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

Citizens 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.

USE CITIZENS SERVICE

CITIZENS TELEPHONE COMPANY

This is hot cake season—
To servethem perfectly—
use

Franklin
Golden Syrup

The Farklin Sugar Refining Gonpary

PHILADELPHIA
‘A Franklin Cane Sugar for every use**

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

Petoskey Portland Cement
A Light Color Cement

Manufactured on wet process from Petoskey
limestone and shale in the most modern cement
plant in the world. The best of raw materials
and extreme fine grinding insure highest
quality cement. The process insures absolute
uniformity.

ASK YOUR DEALER FOR IT.

Petoskey Portland Cement Co.

General Office, Petoskey, Michigan



Thirty-Ninth Year

MICHIGAN TRADESMAN

(Unlike any other paper.
Frank, Free and Fearless for the Good
That We Can Do.
Each Issue Complete In Itself.

DEVOTED TO THE BEST INTERESTS
OF BUSINESS MEN.

Published Weekly By
TRADESMAN COMPANY

Grand Rapids.
E. A. STOWE. Editor.
Subscription
Three dollars per year,

in _advance
Four dollars per year,

Price.
if paid strictly
if not paid in
ad&%%%’ian subscriptions, $4.04 per year,
pa%/able invariably in advance.
ample copies_10 cents each.
~ Extra copies of current issues, 10 cents,
issues a month or more old, 15 cents,

issues a year or more old, 25 cents; issues
five years or more old 50" cents.

Entered at the Postoffice of Grand
Rapids under Act of March 3, 1879.

Stock Agents See Their
Vanishing.

B. E. Ludwig, the Albion merchant,
in his capacity as chairman of the
Insurance Committee of the Michigan
Retail Dry Goods Association, recent-
ly sent out a letter to the members of
the organization urging them to
patronize the Grand Rapids Merchants
Mutual Insurance Go. even more lib-
erally in the future than they have in
the past.

Thereupon Clyde B. Smith, Secre-
tary of the Michigan Association of
Insurance Agents, with headquarters
at Lansing, sent out a whining appeal
to the members of the dry goods or-
ganization to remain loyal to the lo-
cal agents, even though the loyalty
costs insurers 30 per cent, more than
they could obtain insurance in and
through their own company. Mr.
Smith also resorted to the stock argu-
ment of the old line companies that
the mutual companies do not have
millions of surplus (unnecessarily
filched from the policy holder by ex-
orbitant-rates) to meet unexceptional
losses, as the old line companies do.
He also used some figures from an
old report of the Grand Rapids com-
pany in undertaking to substantiate
his position.

In reply to Mr. Smith’s puerile and
ineffective appeal, Secretary DeHoog
issued the following letter to his mem-
bership:

Grand Rapids, Dec. 24—My atten-
tion has been called to a letter recent-
ly sent to some of our members by
Clyde B. Smith, of Lansing, who is
the Secretary of the Michigan Associa-
tion of Insurance Agents. Mr. Smith
apparently had read one of the letters
sent out by the Insurance Committee
of the Retail Dry Goods Association,
and is now following the tactics
recommended at a convention of his
Association. In his arguments against
mutual insurance, he follows closely
along the lines laid out by Edson S.

Lott, President of the United States
Casualty. Company of New York.
Ordinarily we pay very little atten-
tion to this form of propaganda for
stock insurance, but as Mr. Smith
criticized our underwriting methods,
and considering that some of opr
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members may not be clear how we
take care of the amount of insurance
we will accept on any one risk, we
will once more explain our plan of
operation.

We will issue a policy for as much
as $25,000. Out of this we reinsure
not less than $22,000, except on fire
proof sprinklered risks, on which we
sometimes carry as much as $4,000 net.

By the term “reinsuring,” we mean
that we place a part of our liability
with other companies. These com-
panies allow us a commission on the
business ceded them, the same as they
would ordinarily pay an agent, or they
will return to us for reinsuring with
our company an amount equal to that
ceded them, so that each companv
carries a number of small lines in-
stead of a few large lines which might
embarrass the company in case of a

loss.

Some of the companies we reinsure
with are the Central Manufacturers,
the Lumbermen’s Mutual, of Mans-
field, Ohio, the Ohio Underwriters, of
Van Wert, Ohio, the Michigan Shoe
Dealers, the Michigan Bankers and
Merchants, etc.

We do not exaggerate when we say
that the assets of these companies, for
every thousand dollars of insurance
they carry net, is at least equal and
is many cases above the assets of the
average stock insurance company, as
any one can see from the report is-
sued annually by the Michigan Insur-
ance Department.

The companies mentioned above are
all mutual companies. We do re-
insure some with stock companies, but
to save them from the persecution of
the union stock companies, we do not
publish their names, but we say this,
that under our arrangement with a
stock company 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 that the business we give them is
the most profitable on their books on
account of the low loss ratio.

M. Smith in his letter calls attention
to the fact that we write insurance on
some of our risks up to $100,000. This
is true. Those of our members who
have given us insurance in excess of
the $25,000 we take on our own policy
know that we place the entire amount
over $25,000 with the National Under-
writers, whose service has been ex-
tended to us through the courtesy of
James Kemper, Manager. Mr.
Kemper is perhaps better known as
the insurance member of the National
Association of Commerce.

The National Underwriters are not
an insurance company in the sense
that they carry any of the risk them-
selves. They are more like a clearing
house for a number of large mutual

companies. Their plan of operation
is as follows:
All insurance written on their

policies is spread proportionately over
the associated companies; giving each
company a net line of from two thous-
and to five thousand dollars. The as-
sets of these associated companies ex-
ceed $4,000,000. If a loss occurs it is
paid by the Chicago office and the as-
sociated companies are assessed pro-
portionately as their individual inter-
ests may appear.

We call the attention of our mem-
bers to the fact that, on Dec. 1 of
this year our total assets were $24,-
093.01, notwithstanding the fact that
we had but a slight increase in our
premium receipts as compared with
the first eleven months of 1920; and
further notwithstanding that ws h"K

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

Let us not get discouraged when
stock agents assault our mutual com-
pany. It is only their wail of despair
over lost opportunities as they see the
handwriting on the wall and begin to
realize that, once the eyes of the
American public are opened to the
graft to which it has been exposed, the
day of the stock company and its
elaborate and costly agency system is
done forever.

There is now hardly a month but
what some member of Mr. Smith’s
Association asks permission to write
insurance for our company, usually
stating that he can see the advantage
of mutual insurance and wishes to
change his office from a stock to- a
mutual insurance office.

“Let the fittest survive.” Insurance
history shows that following all great
fires the mutual companies have paid
their losses more promptly and have
survived better than the stock com-

i o Hk
PalHERTe are at present in the Unit'e
States seventy-nine stock companies
and one hundred and eighteen mutual
companies over fifty years old. Of
these mutuals there are seventy with
cash assets of $200,000, while twenty-
four have over $1,000,000 in cash as-
sets each. There are to-day -eight
mutuals over 100 years old. The first
fire insurance company organized in
the United States by Benjamin Frank-
lin in 1752, and which is still doing
business on its original plan, is a
mutual. : .

Another member writes Mr. Smith

as, follows: R

~“Lansing, Dec. 24—The Christmas rush
is on and | cannot take time to answer
the arguments of your circular letter
dated ec. 15, but would res%ectfully
refer. ¥ou to any eighth grade school boy
or girl for the "enlightenment you surely

n<As’a member of the Michigan Retail
Dry Goods Association and an enthus-
iastic supporter of its mutual fire in-
surance benefits, | am taking the time
to thank you for the splendid publicity

your letters gives our company. No
doul%t ou have mailed these lefters to
most o

r our membersh_ilp, the psycholog-
ical effect of which will be to urge each
member to increase his line in his own
mutual comgany. . .
W hatever compunction | may have reit
about the fate of old line_companies and
their agents has been dispelled by the
contents of your letter.
worry anyway, take the case of the bar-
tendér, whatever-remorse we may nave
felt for his future was time wasted, they
are all maklng?1 an honest living now.
As fast as_the balance of my old line

Then too, why

olicies expire and remembering your
etter | _shall experience no_ further
temerity in having them transferred to

our own company.

Relation of the Retail Groce* To His
Customer.

Cadillac, Jan. 3—The Retail Ledger,
Philadelphia, of Dec. 21. contains an
article copied from the Manufacturer,
the official organ of the Manufacturers
Club of Philadelphia, which says, “Re-
tailers right now are mulching the
public for profits ranging from 250
to 500 per cent, and more.”

It is not the purpose of this article
to speak of the truth or falsity of the
above statement, but it is given here
simply to show the actual profits re-
ceived in order that your customer
may know that you are not the goug-
ing, profiteering villain some publica-
tions and organizations accuse you of
bemg. doubt the Manufacturers’ Club
of Philadelphia or its members demand
summer time products on their winter
table, lettuce, asparagus, brussels
sprouts or ripe tomatoes. If so, they
should expect to pay the price neces-
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sary to cover the unavoidable loss
caused in handling this class of sum-
mer goods in the winter time.

Men in the grocery and meat busi-
ness, if you have concrete examples
of unfair methods, why not make them
known to your customer, usim* the
advertising space you are now giving
free to advertising the goods that are
yours and that you are passing out to
your customers at a very small profit?
Keep faith with your customer. Buy
the goods which give you a fair mar-
gin and push your business every
minute with the goods that you own,

regardless of how well the other
fellow’s goods are advertised.
Some manufacturers seem to be-

lieve that it is their just right to tie
gou up to such profits as they think
est and the following illustration will
serve to show how manifestly unfair
a deal is being imposed on you as a
retailer, by this particular manufactur-
er. It may be he is a member of the
Manufacturers’ Club of Philadelphia.

These goods are sold to the retail-
er through the jobber at 90 cents per
dozen packages. The packages, in
turn, are intended to sell for 10 cents
each or $1.20 per dozen, a gross profit
of 30 cents. Your expense of selling
these goods is 20 per cent, or 24 cents,
which brings your sale price down to
96 cents. This leaves you the magnifi-
cent sum of 6 cents on your invest-
ment of 90 cents. Now for these same
goods your jobber pays 76*A cents
and sells them for 90 cents, a gross
profit of 13A cents. His expense of
doing business is 7 per cent, or 6A
cents, which brings his sale price
down to 93A cents, leaving him the
sum of 7k\ cents on his investment
of 76A cents. You will notice the
profit to the jobber is VA cents more
than to the retailer and yet the job-
ber is just as necessary as the re-
tailer; but when you, as a daily as-
sociate of the friends whom you call
customers, devote a portion of your
time in an effort to correct these in-
equalities in your relations with those
whose goods you sell, then and only
then will you have taken the first step
towards solving the problem now
claimed to exist in the advantage of
the mail order house and chain store
over the independent retailer.

February 21, 22 and 23, at Bay City,
some of these problems will be
handled without gloves and if you
have a desire to be regarded by your
customers as interested in their wel-
fare, it is to your interest to unite with
those who are now fighting the battles
that are helping to place you in the
public mind in the right light.

The program for the coming con-
vention will be of much interest to
retailers of both groceries and meats
and it is hoped that you who read this
will lay your plans so you can attend.

J. M. Bothwell.

Resolutions.

Resolved: To save mY_ money
And lead a frugal Iife.
Aesolved; To do my duty .
And still abstain from strife.
Resolved: To give up smoking
And never touch a drop.
Resolved: To heed the speed laws
And ne’er offend a cop. . .
Resolved: To quit complaining
And smile whene’er | can. |
Resolved: To cease from knocking
And praise my fellow man.
Resolved—but what’s the use or
My plunging in so deep?
I've” made” more resolutions
Than any man 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 just experienced another one of
its “very wunusual extremes.” | his
time it has been an extraordinary fall
of rain. A lew weeks ago it was an
unusual” blow. East summer it was
an unusual cool summer, unusual hot
fall, etc. 11 this country any condi-
tion that is less than 100 per”cent,
perfect is termed as an “unusual” one!

Last Saturday night, rain began to
fall (the first since Oct. 1) and for
five nights and days, it was one heavy
shower after another, until the ground
had absorbed.moisture to bed rock,
and the surface run off had filled the
natural lakes, dams and impounds to
overflowing. All the “ghost streams
became live rivers. Low flats became
miniature lakes and roads and bridges
were washed out by the mile along
the coast. Los Angeles county re-
ports a fall of twenty-five inches m
three days. The annual average rain-
fall for San Diego county is said to
be about eleven inches. Last year it
was but nine inches, “an unusual light
rain fall.” The water condition was
getting to a serious point. Impound
levels were below danger lines and
conservation was the order.?

Now comes a rainfall of six days
and water is running to waste in the
ocean. If anything breaks the heart
of a Southern Californian, it is to see
running water going into the ocean.
He knows the time wiII come when we
will need it mighty bad.

1 have not heard what the total tall
has been up to this morning, but it was
3.65 inches the first forty-eight hours,
for this valley, so | guess it will reach
eight or nine inches all right enough.
North of here considerable damage to
side hill ranches has been done. My
side hill orchard is “contoured —
benched or terraced—so heavy rains
do not cut it up, and we get full bene-
fit of all the moisture that falls. The
sun shines between showers .to-day,
so | look for a clear day to-morrow.

| presume you read that report on
the Babson speeches to Detroit busi-
ness men and manufacturers. 'lhat
must have jarred some of those opti-
mistic auto makers and writers. |
have been contending right along that
most of this optimistic talk, about the
auto demand “returning to normal,’
“coming back to its own, etc.,, was
bunk. The man who says the auto
market is not saturated is either de-
liberately misrepresenting or is blind
to conditions that a blind man ought
to_see.

With a saturated market, no sales
can be possible much in excess of the
mortality. With 40,000 dealers car-
rying $300,000,000 worth of used cars,
(as has been reported by the dealers
National association) which | very
much doubt, | do not see as many new
sales in sight as were made the past
season. From reports more or less
reliable, seven out of every ten sales
of new cars, meant an old car in ex-
change, which meant but three new
buyers to be added to the total users,
and this cannot be so very far off, as
total registrations have not increased
in proportion to output of new cars
the difference must be “trade-ins.
W ith such an enormous stock of sec-
ond hands, to supply those who can
not pay the price of a new car and
nearly everybody with a car, | don't
see how makers are to find a market
for more cars than will go to the junk
ile.
P Like Kabson. | believe the auto de-
pression has not reached bed rock and
:hat the optimistic reports arc more
or less propaganda. So many securi-
ties are in the hands of those who
sould like to unload—and can’t with-
out big losses—and so many banks
have out big loans that a revival of
market prices of auto securities would
be welcome and much propaganda re-
sults.

If the financial institutions could get
out from under with little loss, they
might withhold further support and
the industry would go to smash for
sure.

MICHIGAN

If makers adjust themselves to the
reduced demand for a year or two, get
big profits, let prices alone on all
cars under $2,000, improve toward
economy 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 making it possible for them
to buy parts for rebuilding at reason-
able prices. They will thus pull
through to 1924 or 1925, with little
profit if well managed. But to expect
a return to those big profit days is
foolish. The present type of car can
not be made much cheaper and give
the public what it demands.

A new type that would send present
cars to the cemetery and replace them
is the only condition that will make
for a market greater than the mortal-
ity. Increase in wealth of individual
will only send an owner from his
cheap car to a better one, and his old
car may reach a new user if it sells
at less than $200. We see thousands
of owners with cars which cost them
less than $150.

From reading of a dozen of the an-
nual financial reports of the best man-
aged, best financed, and best organ-
ized makers for distributing their
product, it must be plain to those who
have been on the inside and famihar
with auto making that the best of
them had narrow escapes from deficits,
and Il venture moit of them will
charge off as much next year as this
and that the big end of their winnings
will be absorbed in one way and an-
other. If a dozen of the best succeed
in paying dividends on legitimate cap-
italization and have the needed sur-
plus, they ought to he well satisfied.

Private holders of securities in the
good concerns will do well to hold
them for a long pull, but avoid buying
on an upward market, for that will
mean the large holders arc selling, or
manipulating to sell. When makers
pay dividends regularly and add to
their surplus, price of stock will re-
flect the conditions; but when securi-
ties advance on such showings and
with present trade outlook, it is a good
time to stay out. Even conservative
“book values” are not now safe. Dis-
count them 50 per cent, for the next
two years, and it won’t be too much,
if conditions are as now.

The automobile industry will pull
itself into line and become a safe
manufacturing business if reasonably
well managed, and it won’t live if not.
A lot of waste and a horde of
barnacles will be ellmlnated

J. Elmer Pratt.

How To Speed Up Sales For 1922.
W ritten for the Tradesman.

It is only fair to assume that every
wide awake grocer is particularly
anxious to speed up sales and obtain
for his store a greater volume during
1922 than was registered during 1921
and, therefore, is vitally interested in
ways and means which he may apply
to his business as a means to this end.
Some little plan or method, particular-
ly new to his business, may prove just
the thing, acting as a stimulus to his
sales and proving the meins of placing
stilts under his sales and boosting
them to a greater volume during the
new vear. Here are a few little
plans and methods that should prove
“big” business-builders and which may
be employed in speeding up sales with
splendid profit.

Set-Your-Own-Price Sale.

Here is a stunt which the grocer
may employ with wonderful success
as a stimulator of sales andla builder
of goodwill if properly handled and
gives the right sort of publicity. This
sale should be exactly what its name
implies and for this occasion, a large
and varied stock of merchandise
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should be selected for entry in this
sale. In planning for this event, a
definite date should first be set for its
inauguration. The period set for this
sale may be from one to three days
duration, depending largely upon the
size of the community in which the
store is located as well as the size of
the store and its prominence in the
community. Then in preparation for
this event, the merchandise which has
been selected for the sale, should be
given prominent display within the
store, using, if possible, large display
tables. The show windows may also
be used to advantage in displaying
the merchandise and announcing the
event. A part of the merchandise
may be arranged in groups, having
various assortments made up to be
sold as a whole, while the balance of
such merchandise may be arranged in
quantities, such as three, six and
twelve cans of various goods, as well
as packages. Each group should be
numbered and the number placed with
each group.

The event should be given wide pub-
licity through the columns of the local
newspapers, using large display space,
or direct-mail literature may be used
should it not be advisable to use news-
paper space, anouncing to the com-
munity this “Set-your-own-price” sale,
calling attention to the large display
of merchandise at your store which
has been entered in this sale and in-
viting all to visit the store and “set-
their-own-price on such of this mer-
chandise as they might desire, stating
that all merchandise thus displayed
will be sold without reservation to the
highest bidder. No doubt, because
of the uniqueness of this sale, the local
newspaper shall be glad to make a
news item of it and thus give the event
free advertising in the news columns.

A large supply of cards should be
provided upon which each customer
who wishes to enter a price upon any
group, may fill out, entering the num-
ber of the particular group which is
bid upon, the price they wish to bid
and also their name and address to-
gether with telephone number. A sep-
arate card should be used for each bid,
no matter how many different groups
the customer may bid upon. Envelopes
should also be provided in which to
place these cards and to be sealed by
the customer and deposited in a re-
ceptacle provided for that purpose.

At the close of the sale, all bids
should be removed and opened and
announcement made 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 attract considerable at-
tention and bring an unusuall large
number of people to the store and
should prove profitable from every
viewpoint.

January 4, 1922

L et every busi-
ness resolve to
have its books au-
dited periodically
and by Certified
Accountants on
whose experience
and judgment it
can rely.

Accountants & Tax Consultants
Grand Rapids Savings Bank Bldg.
GRAND RAPIDS

New York Washington Rockford
Chicago Newark Jamestown

“A MOTOR CAR

is only as good
as the house

THAT SELLS IT.”

We consider our Service
organization second to none in
Michigan.

Consider this when you buy your
NEXT CAR.

WE SELL
Pierce-Arrow
Franklin
Oldsmobile

F. W. Kramer Motor Co.

Grand Rapids, - Michigan

A NEW ORGANIZATION

The Calendar Publishing Co.

HAAN, President and Manager.

1229 Madison Avenue

Grand Rapids, Michigan

Druggists’ Weather Charts and Art Calendars.
Wait for our Salesman.
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A Tub Sale.

An Eastern merchant availed him-
self of an opportunity which was ex-
tended him for purchasing a large
supply of galvanized washtubs at a
particularly attractive price. Here was,
in this particularly attractive purchase,
an opportunity for building sales for
his store and immediately arranged to
stage a special galvanized washtub
sale.. Being located in a rural com-
munity, he selected a Saturday as the
logical day for this event and upon
this occasion he announced that he
would present each purchaser of a
galvanized washtub upon this Satur-
day with four bars of their favorite
laundry soap. This announcement
was given wide publicity throughout
the community. A large display of
tubs was arranged upon the sidewalk
in front of the store, accompanied with
a large display card calling attention
to the offer. The sale proved a real
success, increasing the store’s sales
for the day by a nice margin and net-
ting the merchant a good profit be-
sides. Any number of customers pur-
chased two tubs and scores of them
purchased other merchandise while in
his store.

A Candy Sale.

Another grocer availed himself of
an opportunity to purchase a goodly
supply of candy kisses at a specially
low figure, purposely to use as a Sat-
urday special. He set a price of \2]/2
cents per pound upon these kisses and
announced this special far and wide.
In view of the fact that almost any
sort of candy had been selling at 25
cents per pound and up, this special
price of \2y2 cents attracted much
favorable attention and the offer
proved a real stimulus to sales, bring-
ing scores of people to the store that
would not otherwise have come and
resulting in the sale of a large quan-
tity of goods other than the candy.
The supply was sold out long before
the demand had been satisfied. A Sat-
urday special can almost always be
counted on to stimulate sale and a
slight less may profitably be charged
to advertising. W alter Engard.

(Copyrighted, 1921.)

Grocery Fitms Merge.

Merger of the Western Grocery
Company and the Green & DelLaittre
Company, both wholesale grocery es-
tablishments of Minneapolis, Minn., to
become effective Jan. 1, has been an-
nounced by Frank C. Letts, of Chi-
cago, president, and A. A. Nelson,
manager of the Minneapolis branch of
Western Grocery Company. Both
companies have carried on a large
city and country business for a num-
ber of years, and the combined es-
tablishment will be operated on a still
larger scale. After the consolidation
the business will be carried on under
the name of the Western Grocery
Company. The Green & Delaittre
Company is located at 500 Third
street North and has the larger of the
two buildings occupied by the firms.
It will house the new business after
the present home of the Western Gro-
cery Company, at 426 Second avenue
North, is sub-leased. The Green &
DeLaittre building has trackage, which

the Western Grocery Company lacks.

MICHIGAN TRADESMAN

The Value of Comparison

Everything—from people to groceries—is compara-
tive.

It is by comparison we learn the true value of things.

Quality for quality, service for service, price for price,
we invite your comparison.

You can prove for yourself that we sell quality goods
in a quality way—and at reasonable prices.

QUALITY—VALUE—SERVICE

We were never more able to satisfy your fine coffee
requirements than now. We have fortified our blends
with the freshest and most desirable store of fancy coffees
possible.

Our buying department, having successfully passed
through the uncertainties of pre-war and post-war condi-
tions, very happily found itself in a position to produce
roasted coffee.

Our peremptory and substantial price reductions
during this reconstruction period not only brought us
compliments, which we appreciate, but a very positive
increase in volume and many new friends.

By immediately passing along this fair price pos-
sibility, we have the satisfaction of feeling that we have
materially recognized the desire of thousands of mer-
chants in a prompt return to SAFER AND SANER
PROSPERITY.

W orden (lrocer Companv

Grand Rapids—Kalamazoo—L ansing

The Prompt Shippers



MOVEMENT OF MERCHANTS.

Hillsdale—G. E. Harlan has opened
a grocery store and meat market on
East Bacon street.

Trout Creek—The Weidman & Son
Co., has changed its name to the
Weidman Lumber Co.

Mount Morris—Fred Powell & Son,
recently of Gladwin, have engaged in
the hardware business.

Union City—The Atlantic & Pacific
Tea Go. has opened a store here, un-
der the management of Guy Jones.

Detroit—The W. E. Waite Co., 5636
Dix street, jeweler, has increased its
capital stock from $6,000 to $40,000.

Bath*—Dr. Crum has opened a mod-
ern drug and drug sundries store in
the new building he erected for that
purpose.

Ann Arbor—Wagner & Co., men’s
furishings and merchant tailor, has
increased its capital stock from $20,-
000 to $25,000.

Hillsdale—Vern Breeland has sold
his meat stock and butcher’s equip-
ment to William Miner, recently of
Pittsford, who has taken possession.

Detroit—The Lipphardt Co., 6552
Woodward avenue, dealer in clothing
and men’s furnishings, has increased
its capital stock from $10,000 to $20,-
000.

Fremont—Ray J. Purccy has pur-
chased the jewelry stock and store
fixtures which he formerly owned, of
A. Ray Jennings and will continue the
business at the same location.

Munising—Thorlief Holter has sold
a half interest in his heating and
plumbing business to Lawrence Shar-
key and the business will be continued
in the Central building, under the
style of Holter & Go.

Detroit—The Groskoph Paint Co.,
127 West Woodbridge 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.

Grand Rapids—The Tisch-Reim
Corporation has been incorporated to
conduct a general important and ex-
porting business, with an authorized
capital stock of $25,000, all of which
has been subscribed and paid in in
cash.

Muskegon—The Allen-Webster Co.
has been incorporated to deal in wom-
en’s wearing apparel, millinery, etc.,
at retail, with an authorized capital
stock of $10,000, of which amount
$5,020 has been subscribed and paid
in in cash.

Petoskey—D. C. Osborne, dealer in
flour, feed, building material and pro-
duce, for the past forty years, has sold
his stock to Frank Gruler & Sons, who
will consolidate it with their own
stock of the same lines. Mr. Osborne
will retire from trade.

Lansing—C. L. Lachance, dealer in
clothing and men’s furnishing goods,
North Grand avenue, has sold his
stock and store fixtures to Dudley
Luce, State agent for the Providence
W ashington Insurance Co., who will
take possession Jan. 7.

Detroit—The O’Connor & McPher-
son Co., wholesale and retail dealer
in hotel and restaurant equipment and
supplies, has merged its business in-
to a stock company under the same
style, with an authorized capital stock
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has been subscribed, $1,683.19 paid in
in cash and $55,206.31 in property.

Petoskey—The Petoskey Cigar Co.,
one of the well established wholesale
and retail stores of the city, has been
purchased by George T. Parr and
Fred H. Sifert, who plan to continue
the cigar store and billiard parlor. Al
C. Loveplace, retiring prporietor, will
retire from the retail end of the busi-
ness and devote his activities to the
wholesale exclusively.

Manufacturing Matters.

Jackson—The M. & K. Corset Co.
has changed its name to the Kellogg
Corset Co.

Plymouth—The H. S. Lee Foundry
& Machine Co has increased its cap-
ital stock from $50,000 to $100,000.

Allegan—The Owen-Arnold Co,,
manufacturer of caskets and funeral
supplies, has changed its name to the
Owen-Bolles Go.

Rochester—The Bradt Wheel Co.
has been incorporated with an author-
ized capital stock of $16,000, all of
which has been subscribed and $5,000
paid in in cash.

Detroit—The Household Products
Co., 563 Dickerson avenue, has been
incorporated to manufacture and sell
chemical products for domestic and
commercial purposes, with an author-
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 Frank S. Verbeck, Vice-
President of the Michigan Hotel As-
sociation and owner of Cedar Springs
Lodge, at Glen Lake, who was the
guest of President Barnes, at the din-
ner of the Chicago Hotel Men’s Club
at the Blackstone, Dec. 12, respond-
ing to the toast “Live and let live,”
enjoys in addition to the admiration
of his many Wolverine hotel friends,
a position of uniqueness in the hotel
field.

His hotel, open for summer busi-
ness only, at once attractive and pop-
ular, is the personification of homi-
ness. On arrival there the first thing
which meets the eye of the guest is

a placard in the reception room like
this:

“This is your home. We have no
rules and regulations. Help your-
self.”

In the dining room:

“You will not be talked about in
the kitchen if you ask for additional
helpings.”

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

An “underground” telegraph system
advises the Judge of anything like
criticism of the hotel service thus en-
abling him to eliminate shortcomings
without embarrassment to the guest.

The Judge has been spending some
weeks in Chicago, fraternizing with
his summer guests. He strongly cham-
pions the claims of traveling men
for lower hotel rates and conscien-
tiously practices what he preaches.—
Hotel Review.

Things seldom get so ba<) that they
couldn’t be worse.
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Review of the Produce Msrkct,

Apples—Wagner, Greenings, Spys,
Baldwins and Russets command $7
@9 per bbl.; cooking apples, $7 per
bbl. Box apples from the Coast com-
mand, $4 for Jonathans and Spitzen-
bergs.

Bagas—Canadian, $2 per 100 Ibs.

Bananas—TYzc per Ib.

Beets—$1 per bu.

Butter—The slump predicted by
the Tradesman last week has oc-
curred and still lower prices are con-
fidently expected. Local jobbers hold
extra creamery at 38c in 63 Ib. tubs
for fresh and 35c for cold storage;
39c for fresh in 40 Ib. tubs. Prints
40c per Ib. Jobbers pay 20c for pack-
ing stock.

Cabbage—$4.75 per 100 Ibs.

Carrots—$1.40 per bu.

Celery—$2 per box for home grown;
Calif., $4 per crate of 6 to 7 doz.

Cranberries—Late Howes command
$25 per bbl. and $12.50 per Yz bbl.

Cucumbers—Illinois hot house com-
mand $4 per doz., for extra fancy and
$3.50 per doz. for fancy.

Eggs—The market continues to de-
cline and is very weak. Local deal-
ers are paying 42c forfresh. Cold
storage are selling onthefollowing

basis:

Extras 41c
Firsts 39c
Firsts in cartons ---------memmeeeemees 43c
Seconds 32c
Checks - 30c

Grape Fruit—The demand is good.
Present prices are as follows:

36 $4-25
46-54 4.50
64-70-80 4.75
96 - 4.25

Grapes—California Emperors com-
mand $7.75 per 30 Ib. kegs; Spanish
Malagas fetch $12@14 for 40 Ib. keg.

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

Lemons—'Sunkissed are selling on
the following basis:

300 size, per b o X ------- —--mmmmmeee— —$6.00
270 size, per box-

240 size, per box---- -— 5.50
Choice are held as follows:
300 size, per box ----------me--emeeee $5.50

240 size, per b0 X -------mmm-mmmemmeee 5.00

Lettuce—Hot house leaf, 20@22c
per Ib.; lceberg from California, $5@
5.50 per crate.

Onions—California, $6 per 100 Ib.
sack; home grown $5.50 per 100 Ib.
sack; Spanish, $3 per crate.

Oranges—Fancy California Navels
now sell as follows:

90 and100 $7.25
150, 176and 200 ---mrmemrmememememenenes 7.50
216 7.50
252 7.50
288 6.50
324 6.00

Parsley—60c per dtaz. bunches.

Peppers—Florida, $1.25 per basket.

Pineapple—$9@10 per crate for
Florida.

Potatoes—The market is weak. Lo-
cally potatoes are selling at $1 per

Poultry—Locali buyers pay as fol-
lows for live:
__38@40c
22¢c
Choice Ducks 20@22c
Ulgui 16¢
Heavy fowls N V7

Light Chickens
Heavy Chickens------mmmmmmmommmeeee *9c
Dressed turkeys, Sc more than live;
dressed chickens, 3c more than live.
Radishes—=85c per doz. bunches for
home grown hot house.
Squash—$2.75 per 100 Ibs. for Hub-
bard.
Sweet Potatoes—Kiln
mand $2.50 per hamper.
Tomatoes—$1.50 for 6 Ib.
from California.

dried com-

basket

Lobster Catch a Failure.

Lobster fishermen at Nova Scotia
realized only about one-halj the in-
come they expected from the special
six weeks’ fishing season for lobsters
beginning November 1, which was
granted by the Dominion Fisheries
Department to the fishermen along the
Southwestern shore of Nova Scotia.
At normal prices the catch would have
been worth $500,000, but it brought
only about $250,000. The result is
generally regarded as a failure, al-
though in Halifax county, where the
catch was not offset by heavy losses
of traps in storms, some of the boats
earned $100 a month.

One reason for the partial failure
was that the lobsters taken were not
in proper condition for canning, much:
less for fresh markets, as their shells
were soft and the flesh poor. Never-
theless, the special season caused con-
siderable loss to the fishermen of
Maine and New Brunswick, who or-
dinarily have the early winter mar-
ket to themselves, as it tended to glut
the American market and cut prices.

Local fishing authorities say the
fishermen of the Southwest shore of
Nova Scotia will in future years be
content to wait for the regular open
season for lobsters, beginning March
1, when the lobster catch will be of
greater value.

Candy for Canines.

By treating pet dogs to bits of
candy, a candy “store in Harrisburg
has developed a dog-candy trade with
the pleased owners.

The announcement by the Depart-
ment of Justice of a plan to conduct
another “probe” of food arid clothing
prices has evoked no excitement in
the businesses affected. There is a
tendency in some cases to deprecate
the step as only another instance of
the Government’s evident determina-
tion to stay in business, and the fear
is aso expressed that the publicity
given to the investigation may tend
to destroy confidence in prices, create
uncertainty, and thus delay the
progress of readjustment. It is pos-
sible, however, that the move may
have beneficial results. If the profiteer-
ing persists the sooner it is exposed
the better. If the Government, how-
ever, by means of this investigation
should establish the fact that retail
prices for food and clothing are fair
and reasonable, the effect in establish-
ing greater confidence on the part of
the buyers will be beneficial. It will
be recalled that the President’s ques-
tioning of prices in his address to
Congress some months ago gave the
retailers an excellent opportunity to
state their case to the country, through
their National organizations. There i§
a chance that this may be repeated.



January 4, 1922
Essential Features of the
Staples.

At the opening of 1921 most job-
bers and canners found themselves
with large stocks of goods which they
had acquired or packed at high costs.
Retailers were also heavily stocked so
that, for the first six months of 1921
most dealers and producers found
themselves facing a chaotic condition.
On July 1 things began to clarify,
but a tremendous loss to all handlers

of food commodities.

Early in the spring, the time when
supplies to be used for the following
year were contracted for, most par-
ties exercised a great deal of cau-
tion in both packing and contracting
for supplies.

All of the goods which were car-
ried over from 1920 are now con-
sumed and as jobbers and retailers
did not anticipate a twelve months’
supply, stocks are naturally light.

There has been a good deal of dis-
cussion about methods of handling
foods, but the fact remains that on
all seasonable varieties, such as can-
ned vegetables, canned fruits, etc.,
unless they are put up during the
time of plenty, there will never be
enough to bridge over from the per-
iod of production until the next per-
iod when the raw material is avail-
able.

Therefore, a good merchant must
necessarily at least anticipate a large
part of his requirements twelve
months in advance. Most people do
not realize it, but the tin can is to
fruits and vegetables what the cold
storage warehouse is to provisions,
and unless they are put into storage
at the time of their maturity they are
not available to be”eaten later.

Most foods to-day are much cheap-
er than they have been for the last
two or three years and are probably
as cheap as they can be until wages,
railroad rates, etc., drop back to
somewhere near normal. No one can
tell at the present time what the new
normal price basis will be.

While 1921 has been discouraging
in a good many ways, we feel that
what has happened is for the best,
and that from now on we will be
progressing under more favorable
conditions and on a sounder basis.

Sugar—The refined market remains
quiet and unchanged, with Western
cane refiners quoting 4.80c basis, and
Eastern can refiners 4.90c basis, with
the exception of Federal, who are
openly quoting 4.80c and Pennsyl-
vania, who, while listed at 4.90c, are
delivering sugars from consignments
in certain markets at 4.80c and Sa-
vannah, who are quoting 4.90 in the
coast states, quoting 4.80c W est there-
of. Beet refiners’ prices remain un-
changed at 4.60c basis. Local quota-
tions, same as last week.

Tea—There is more or less specu-
lative buying in the tea market now.
It is no longer a matter of doubt that
this year’s supply of the more de-
sirable grades of tea is going to be
light owing to crop failures. This is
making holders very independent
about offerings and making buyers
very anxious to risk a little on the
market. This practically applies to
all grades of tea, but particularly to

Grocery
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Japans. Tea should be very good
property at present prices.

Coffee—Coffee is a shade weaker at
this writing than it was a week ago,
all grades of Rio and Santos being
a fraction below last week’s prices.
Milds are quiet and show no parti-
cular change from the last report.

Canned Fruits—W ithout any fair
sized jobbing demand the California
fruit market is featureless. Sales are
of a routine character and are plainly
only placed to relieve positive short-
ages. No general buying for future
distribution is occurring. The spot
market rules easy, while the Coast
is firm and is not offering freely.
Hawaiian pineapple is in moderate
jobbing demand. No prices have
been named on winter pack and none
are likely as the fruit, on account of
the short pack, will probably be sold
as it is canned and at prevailing
prices. Apples are selling all of the
time in fair sized blocks for immed-
iate distribution.

Canned Vegetables—Tomatoes are
the most conspicuous example of ac-

tivity and higher values.. Southern
packs have developed remarkable
firmness and some canners have

placed a limit 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
trading the market is $1, $1.40 and
$4.50 for the three 6izes. No. 2s at $1
are getting harder to find in the
Maryland belt. Some fair sized buy-
ing orders have been placed of late.
More attention is also being paid to
California tomatoes than a month
ago. The Italian trade has been buy-
ing on the Coast and has been paying
$1.25 f. 0. b. California for No. 2j"s,
against $1.17”~ a short time ago. The
stiffer Southern market makes it eas-
ier for California tomatoes to com-
pete in the Eastern markets. Stan-
dard sweet peas are so difficult to find
in Wisconsin that brokers have pretty
well given up the job of hunting for
them. Light supplies of Alaska stan-
dards are to be secured, but about the
lowest factory price is $1.20. Stan-
dards are in shorter supply in Wis-
consin than in several years at this
season. Extra standards are being
held for more than buyers consider
them worth and hence they are in-
active. Fancy are scarce. Corn re-
mains the same, dull and in free sup-
ply in the standard grade. Fancy
corn is scarce and other vegetables
show no change.

Canned Fish—Buyers are not ready
to pay $1.10 for pink salmon on the
Coast or $1 for chums. Sales are
being confirmed at these figures, but
orders are not general. Red Alaska
is firm but quiet and no increase in
demand for medium red is to be not-
ed. Fancy Chinooks are practically
cleaned up in the West and are hard
to locate on spot. Sardines rule quiet.
The demand is of a peddling charac-
ter, but the tendency among canners
to hold for a better market offsets
the slow movement and keeps prices

unchanged. Tuna fish sells in small
blocks and rules steady. Other fish
are quiet.

Dried Fruits—Despite the lack of

substantial movement, the market in
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all lines is remarkably firm in Cali-
fornia and packers are decidedly firm
in their views. They can view the
future in only one way—a very satis-
factory clean-up of the 1921 crops at
higher prices than those now pre-
vailing. They are holding their goods
with this idea in mind, but buyers fail
to accept this turn of affairs or are
unwilling to contribute to it by buy-
ing freely at the moment. Until in-
ventories are over the chances are the
spot dried fruit market will drift.
Prunes rule firm in California on the
basis of the new quotations recently
made by the Association and fully
met by independents. There has not
been much buying on the Coast of
late for forward shipment and the
movement on spot is also restricted,
the latter being mostly in small lots
of all sizes. Apricots are so seldom
offered from the Coast that jobbers
are beginning to realize that Blen-
heims and Royals are exhausted.
W hat few remain have been practical-
ly withdrawn from the market, to be
offered later when the spring demand
develops. Peaches are below their
usual volume in the West and jobbers’
stocks are abnormally light. In con-
sequence, the market is easily main-
tained. Raisins continue at irregular
prices on spot, as weak sellers are
still liquidating. Few quotations are
being put out of California as all
factors are more or less out of the
market, knowing that there is little
demand in the East for forward ship-
ment at the turn of the year. Cur-
rants sell in a small way. No buying
orders are being placed in the primary
markets.

Syrup and Molasses—Glucose and
compound syrup have put in a steady
week but the demand was light. Su-
gar syrup is not wanted at all and
prices are decidedly easy. Molasses
is in fair demand at unchanged prices.

Pickles—Jobbers have not begun to
restock for the late winter and spring
movement, but are using their own
goods for the most part. Primary
points are not free sellers, and main-
tain their prices.

Olive Oil—The market is quiet.
Only the barest consumptive require-
ments are being met. Distribution is
on the basis of listed prices.

Rice—Buying is done only in a
small way, although there is no weak-
ness shown in greatly reduced price.
While some weak holders are shading
their prices, others are carryig their
stocks for a later market. Southern
wires report a firm market in the
country.

Condensed Milk—No improvement
in canned milk has occurred. Free
selling of both condensed and evap-
orated occurs, with no large outlet
in the domestic field except to the
chain stores, which are taking advan-
tage of low prices. The foreign mar-
kets are unsettled and little additional
relief buying is occurring, although it
is hoped that part of the Congres-
sional appropriation of $20,000,000
will be applied to the purchase of
milk. Unadvertised brands of both
packs are weak, while the. known
packs are unsettled since no definite
statement as to sales policies has

. mented by

5

been made by the large operators,
effective early in January.

Cheese—The  market is barely
steady at prices ranging about the
same as a week ago, with a light con-
sumptive demand. Stocks in storage
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.

Provisions — Everything in the
smoked meat line is quiet with a light
consumptive demand at prices rang-
ing about the same as last week. Both
pure lard and lard substitutes are
in slow sale at unchanged prices. Can-
ned meats, dried beef and barreled
pork are all unchanged and steady.

Salt Fish—The demand for mackerel
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 that no increased de-
mand will result, and present prices
are undoubtedly safe as the supply
will not be large.

Pecan Crop Is Short.

Texas pecan crop, which is said to
furnish ihree-fourths of all the pecans
grown in the world, is estimated at
one-third of normal this year by O. L.
Wallace, assistant to J. H. Burkett,
pecan specialist of the State Depart-
ment of Agriculture at Austin. Pecans
are plentiful in Southeast Texas, par-
ticularly around Wharton, this year,
Mr. Wallace said, but the crop was
badly damaged by the frost in North
Texas, especially around San Saba and
Marshall. The damage by insect pests
which destroy the young nuts was
comparatively light, he said, although
the insects caused considerable dam-
age in the trees around Columbus.
The newly organized Texas Pecan
Growers’ Exchange, of which Mr. Bur-
kett is secretary, has shipped about
four cars of pecans, or about 120,-
000 pounds, to market thus far, Mr.
Wallace said, and is preparing for a
better season next year.

All pecans shipped by the exchange

are graded. The extra large nuts are
placed in grade 1, called “jumbos,”
and the others are placed in three

succeeding grades. This was the first
grading of pecans on a large scale,
the exchange reported, although some
individual growers have been grading
their nuts for some time.

The threat of John Baird, director
of the State Department of Conser-
vation, to sue James. Oliver Curwood
for libel, is the most amusing feature
of the New Year. Considering the
arrogant attitude Baird has assumed
before the Department of Conserva-
tion and the insignificant service he
renders the State in exchange for the
salary he receives—small because of
his personal unfitness for the job he
rattles around in—he is quite likely to
be a very disappointed man 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-
the ignorance and ar-
rogance he has displayed in the posi-
tion our political governor handed him
as a reward for his alleged political
influence—past, present and prospec-
tive.



THE DAY AFTER CHRISTMAS.

Joy and Sorrow, Pleasure and Pain
Often Mingled.
W ritten for the Tradesman.

Nine years is a long time to wait
before sitting down to write down
the events of a day. Memory is a
wonderful and mysterious faculty. We
know why we cannot forget some
things, hut we do not know why we
cannot remember others. Rare and
unusual experiences, important or
trifling, are more indelibly impressed
when the mind is free from cares and
anxieties. Why can we not supply
memory with fresh pages every morn-
ing for her to write daily events, as
well as when we leave home or drop
our usual routine of work?

The day after Christmas, 1912, |
went to the nearest railroad station,
Delhi, to go to Lansing. Years ago
there was a Delhi postoffice in Ingham
county and a Delhi Mills postoffice
in Washtenaw county. The Delhi
flouring null was one of the earliest
built in the State, but is now torn
down. There was also a sawmill and
a woolen mill. To avoid mistakes
Delhi in Ingham county was changed
to Holt. Because of the advent of
rural mail delivery the other was dis-
continued. On Oct. 2, 1903, | snapped
the padlock onto a mail pouch con-
taining postoffice records, remittances,
final reports and the key to the lock.
Delhi Mills ceased to exist. Delhi
village remains or the remains of it
left by the cyclone of June 6, 1917.

On board the morning mail train
we reached Jackson and waited more
than two hours in that ancient depot
for a train. The safest known con-
veyance is the railroad train. Some
day the airship will be safer. Arrived
at Lansing in the afternoon and felt
like walking up town. No car line
from there in the desired direction,
so.we had to walk another mile. Bet-
ter to ride when you can and walk
when you must.

At my oldest son’s house, | found
his wife’s mother had dinner for me,
my daughter-in-law benig in a hos-
pital. There also was a baby carriage
with a little Greek in it whose mother
kept one store and its father another,
piling up a fortune while the unfor-
tunate Mary Angelina was cared for
by an American woman. Could the
latter relation have continued twenty
years the child would have been very
fortunate?

Soon after dinner the child had to
be taken home, so another mile |
wheeled the precious little alien; then
hunted up the city hall. The location
seemed desolate and obscure in keep-
ing with the character of some of its
inmates; for within its walls was also
police headquarters, jail and police
court.

At the sergeant’s desk where re-
ports from patrolmen were being
phoned in | found my son, the first
driver of the first auto patrol in Lan-
sing, going to that job with a new
machine from the Olds Motor Works,
where he formerly worked, and stay-
ing on the police force nearly seven
years. He was soon relieved at the
desk and we visited the room where
he was building and installing a sixty

battery cabinet and telephone switch-
board for the police department.

In the hall leading to the jail on
a cot lay a man about 25 years of age
suffering with pneumonia. A patrol-
man had brought him in in the fore-
noon. City and county officials were
at loggerheads all afternoon as to
which should assume care of the sick
man. When the policeman who had
brought him in found him still there
late in the afternoon and learned
why, he made the air blue or hot with
his estimate of certain officials.

There was a call for the patrol and
I went along. A drunken man was
picked up from the pavement and
brought in. When he had been book-
ed, my sou suddenly seized him, rush-
ed him along the corridor and down
to the jail. When | asked why so
rought with the old man, I was told
that on a previous occasion he had
put up a hard fight, so he was not
given any chance to try it again.

Toward evening the tramps began

to come in and ask for a nights
shelter. 1 think there were eight
in all. Each one was searched, his

personal effect taken and placed in a
cloth hag with name of owner attach-
ed, and the hags locked in a desk.
The name, age, weight, height and
occupation of each one was recorded.
If their answers did not seem correct
the officer put down age, height and
weight according to his own judg-
ment. All were comfortably dressed
and some had money. One had a
list of about twenty villages of South-
ern Michigan and below a picture of
a man sitting under a tree, dated May

The officer led the way to jail and
ushered them in. Picking up a basket
which had held the prisoner’s supper
he gave the remainder to the tramps.
A warm place to sleep was their ob-
ject and a hard bench or concrete
floor did not matter.

In comes the city physician, exam-
ines the sick man and orders him tak-
en to the hospital. “When | get back
from this trip we’ll go home, and then
I’ll go and bring my wife from the
hospital,” said my son. But he had
no more than got back when there
came a call to look after a man who
had taken poison. We jumped into
our overcoats, for it was near zero,
with a bad wind blowing. | took a
place by the driver up in front while
one or two police rode inside. Way
out North, then East, crossing the
railroad about fifty feet ahead of a
moving freight, then North until we
found a patrolman waiting for us.
“Four miles in less than four min-
utes,” said my son. Night had come,
the house was dark; there was a man s
wife and children and her mother
and more children, and a neighbor
woman or two. The man was found
in an outbuilding, very drowsy. Two
police piloted him to the street and
kept him walking until the doctor
arrived. One had visited a near-by
drug store and had a bottle ready.
Contrary to police regulations, they
gave him extract of rye. It seemed
a long time before Dr. Russell ar-
rived—the same physician who had
been at police headquarters. The
would-be suicide was taken into the

light, a fire and water water. The
doctor asked me to bring his med-
icine case from his auto, which | did.
Off came the man’s coat and an arm
was bared that would delight a black-
smith or a harness maker. First a
hypodermic and then two or three
quarts of warin water down his throat.
“Take him outdoor,” said the doctor.
Two officers supported him to the
yard and after about five minutes
they came hack saying: “All right,
Doc: he’s empty.” Then he was put
to bed and medicine left to give him.
Meanwhile the police captain had a
heart-to-heart talk with the young
wife who had left her husband and
revealed to her some of her mistakes.

The doctor had investigated the
bottle of laudanum and considered
the remainder therein and some spill-
ed on the man’s collar. The police
were of the opinion that it was more
an attempt to frighten the wife into
submission than an attempt to suicide.

Before we left the police station
that night another drunk was brought
in. He was a farmer’s hired man,
had driven fifteen miles to town and
had forgotten where he left his horses
and wagon. The police had to find
and care for them.

Naturally, such day’s events have
sequels. The next morning | went
again to police headquarters, saw the
tramps let out and given their per-
sonal effects, saw the prisoners march-
ed into court where the judge quickly
disposed of the vagrants those ar-
rested for begging or some petty of-
fense. He told them that their
scheme to get free board at the coun-
ty jail would not work, ordered them
to leave town inside of one hour and
very positively informed them that if
any of them came before him again
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The hired man who got drunk and
forgot his horses was fined $15, and
had more than $60 left. A tippler
was given a jail sentence, with no
alternative, so his mother would for
a few weeks be freed of worry about
his condition or whereabouts.

The would-be suicide was reported
at work in a shop as usual. The pneu-
monia patient came to the police
station the next week to thank the
officers for their kindness and to tell
how he was thrown out of work and
lost his savings by the failure of a co-
operative factory in lowa; had enough
money to take him to Chicago, but at
South Bend was slugged and robbed
of his kit of machinist’s tools in the
railroad yards; then started to get
home to Canada by catching on
freight trains, and so got pneumonia.
A Methodist pastor had found him a
job in Lansing and a boarding place.

The morning | came home, Chief
Henry Behrendt sent me to the de-
pot in his private car, not in the
patrol wagon. Everybody in Michi-
gan should know Behrendt, but a
good many wish they never had.

E. E. Whitney.

Not So Very Far Wrong.

A local drug store recently at-
tracted a lot of attention and stirred
up a bunch of smiles by advertising
“Typewriter Supplies” in large, bold-
faced type. But, instead of the usual
line of carbon paper, ribbons, etc.,
there appeared below the headline the
following list of item's:

Chewing gum.

Lip sticks.

Hairnets.

Candy.

Cigarettes.

Earrings.

And a choice line of complexions.

RED STAR
FLOUR

The
Flour of Quality

JUDSON GROCER CO.

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.

“Qur 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.

HOWE, SNOW, CORRIGAN & BERTLES
INVESTMENT BANKERS

Grand Rapids Savings Bldg. DE?é%ﬁjrdM?édg'
GRAND RAPIDS, MICH. ' '



WHERE IS THE FOOL KILLER?

Some wrath was aroused by the an-
nouncement, last week, of another
movement against so-called profiteer-
ing on the part of retailers. At first,
this was said to be directed against
those dealing in things to wear as well
as those handling food. Subsequently,
in a statement by Attorney General
Daugherty, it was made to appear
that only the food men were aimed at.
Yet it is perfectly evident that the
Federal Government has no power to
reach over-charging on the part of

retailers except in the District of
Columbia. In Mr. Daugherty s state-
ment it was said to be doubtful

“whether a violation of the law in the
matter of fixing prices by certain lo-
cal retailers is one over which the
Federal Government has jurisdiction.
This is rather a cumbersome way of
stating the matter. If the Federal Gov-
ernment has no jurisdiction there is
certainly no “violation of law. But
the premise on which, apparently, any
idea of taking action is based, assumes
that there is a fixing of prices. This
is a most remarkable assumption and
an utterly unwarrantable one. Take
the case, for example, of the depart-
ment stores in this or any other city.
Nothing is better established than the
fact that they are in most active com-
petition, each striving to undersell the
other. Their prices are by no means
uniform, a fact which many take ad-
vantage of in their shopping. The
same is true of food stores, like gro-
ceries or meat markets, whose prices
vary according to localities, kind and
quality of service.

Now, it is quite likely that there are
in a country as large as this and with
conditions so diversified, many in-
stances in which the charges for one
kind of merchandise or another are
exorbitant. But it is not fair to com-
pare prices in the primary markets
with those at retail without making
allowance for what intervenes. One
man who calls himself a statistician
made himself ridiculous the other day
by complaining of the price of a waist
bought at retail for being a hundred
times or so as much as was the cost
of the raw cotton out of which it was
made. It recalled the old story of the
value of a ton of pig iron as compared
with that of an equal weight of watch
springs made out of the raw material.
A single factor in every sale at retail,
that of service, was recently shown in
a Congressional enquiry to account for
somewheres near one-half of the sell-
ing price. What is called overhead
very often amounts to more than the
cost of the raw material in making up
a product, and expenses begin to
mount rapidly from the time a case of
goods is broken open and the material
is turned over to be fashioned into
garments and then distributed through
the jobber and retailer to the con-
sumer. Yet these are facts that are
usually ignored in most of the hue
and cry about retail profiteering.

WHAT IS MOST NEEDED.

With the staring of a new year
there is apt to come to the mind of
the business man a tendency to look
backward as well as forward, and to
endeavor to forecast what is to come
in the light of what has happened.
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It is generally conceded that the last
twelvemonth has been a very trying
one in most lines of endeavor and
that many of the distrubing factors
are still existent to a greater or less
degree. At first sight, too, the gen-
eral prevailing conditions at the be-
ginning of the new year look very
much like those at the beginning.
When 1920 closed, the “buyers” strike”
was still effective in curtailing the
volume of purchases, just as lately
there has been shown the reluctance
of buyers to take anything except
bargains.  Business fatalities were
looming up large and the forebodings
were none too pleasant for the many
merchants who had stocked up at
high prices. Liquidation was on in
earnest and the strain on credit was
great. There was a hope that things
would change for the better in a few
months, but the immediate outlook
was not cheering. In a measure, this
is true at the present. But there are
differences which are material. A
great deal of the liquidation is over.
Stocks of high-priced goods have
dwindled almost to the vanishing
point and the “frozen credits” are
very perceptibly less than they were.
The speculative tendency of former
days has given way to a settled dis-
position to buy only such things as
there is a ready market for. Pros-
pects are cheering, but the times call
for sound judgment and hard work to
secure results. Real merchandising,
not drifting, is what is needed.

WOOLS AND WOOLEN GOODS.

Wool markets abroad, possibly be-
cause of the restriction in the volume
of offerings, are marked by fairly
good demand and some strengthening
of prices. In this country the effect
of the tariff is seen in the high levels

of value. Carpet wools, which are on
the free list, are figuring larger in
the imports. In November they were

approximately four times as great as
in November, 1920, and, for the eleven
months of this year, they were two
and two-thirds times those for the
corresponding period last year. One
effect of the imposition of a duty
on wool has been to discourage ex-
ports of woolens. The American
Woolen Company had, at one time,
serious thoughts about selling its
products abroad and organized a com-
pany for this purpose. It has given
up the scheme now, however, and
abandoned its foreign agencies. A
duty on the raw materials is too big
a handicap to overcome by skill or
mass production. In the goods mar-
ket there has been more talk of can-
cellations of orders for spring, while
the cutters have "been awaiting the
opening of the fall season, which is
imminent. Not much hope is express-
ed of any reduction in prices, but
there is a general conviction that any
advance will be ill advised. Dress
goods offerings for spring include
some novel and expensive fabrics. The
garment makers’ strike, which still
continues, will keep back production,
but no fears of a scarcity of goods
are apparent.

A man is getting old when it hurts
him to tie his shoe laces.

TRADE 8 MAN

A GOLDEN YEAR.

In a strictly literal sense 1921 may
be called a golden year in American
history, while in a figurative sense
the year has been almost anything
except golden. The past twelve
months have brought this country the
largest stock of gold it has ever held.
Total imports for the year, when the
last shipment arrives, will aggregate
about $700,000,000. Nearly all the
surplus gold in the country gravitates
to the Federal Reserve banks, where
the member banks of the Reserve sys-
tem may count it as reserve against
their deposits. As there is practically
no demand for gold as currency in
this country, except to a limited ex-
tent on the Pacific Coast, there are
only three things that $ bank be-
longing to the Federal Reserve sys-
tem can do with this gold. It may
release it for export to pay balances
due abroad. At present the demand
for gold for this purpose is negligi-
ble, as the big trade balances are all
due on this side of the water. Sec-
ond, the bank may allow the gold to
lie in its own own vaults, but there
it earns no interest and does not count
as a reserve against deposits, as the
latter must be placed with the Reserve
bank. Under such conditions a mem-
ber bank will naturally send as its
reserve deposit the metallic currency
for which there is the least demand,
and this happens to be gold.

European financiers not infrequent-
ly speak of this enormous gold hoard
as a potential means for rehabilitating
the trade of the world, and at times
they show signs of impatience that
the United States does not hasten to
employ the metal, as one of them says,
“to fertilize the field of trade. They
also intimate that if this great gold

stock had accumulated in England,
France or Germany it would have
been quickly turned back into the

the channels of commerce and have
been employed in repairing the ma-
chinery of world trade. It is also
stated, by way of warning, that
America’s unwillingness to play the
part of the world’s banker may cause
her to lose the financial supremacy
which is hers for the time being.
W hether or not America’s aloofness
has been carried too far is a subject
on which there is room for wide dif-
ference of opinion. The increasing
flotation of foreign securities in the
New York market and the growing
number of foreign securities listed on
the New York Stock Exchange in-
dicate that the country is not holding
entirely alloof, but rather that Amer-
ican capital is flowing in expanding
volume into the foreign field.

COTTON AND COTTON GOODS.

With 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 statistical
position of cotton was disclosed, nor
were there any other data having a
bearing on values except the Census
Bureau’s report on the number of
active spindles in domestic mills dur-
ing November. From this it appear-
ed that there were 34,486,669 of them
as against 34,221,646 in October and
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31,700,014 in November, 1920. Figur-
ing on twenty-four and one-half
working days in November, the aver-
age number of spindles in operation
that month was 36,074,401. This is
a gratifying showing and pretty near
the maximum of capacity. On the
other hand, cotton exports are lag-
ging, particularly those to Great Bri-
tain. Discussion still continues over
the amount of acreage planted to
cotton during the past season, but it
is generally conceded now that few,
if any, of those who were to reduce
their acreage one-third really did so.
Too many, as usual, are waiting for
the other fellow to do it. Careless
tillage, lack of fertilizer and the rav-
ages of the boll weevil and pink boll
worm account for the most of the
drop in the crop. The goods market
is keeping up remarkably well under
the conditions. W hat helps greatly is
the belief that the raw material prices
are pretty nearly stable. So the prices
of goods in the gray are showing
firmness and there is contracting
ahead for the next two months. In
finished goods the mills are still busy
filling orders. More activity is shown
in knit goods, although orders for
fall wait for the coming meeting of
the jobbers in the middle of January.

WATCH CONGRESS IN 1922.

From present indications 1922 is go-
ing to be a year in which the prob-
lems of business are going to occupy
the chief place in the deliberations of
the lawmakers at Washington. Po-
litical questions will be also mainly
economic. The whole subject of re-
vising Federal taxes will have to be
threshed out again. Tariff revision,
which has been in suspense for several
months, will again come to the fore
during the winter and spring. Pro-
vision for funding the Allied debts is
still part of the unfinished business at
the capital. The Budget Bureau has
a man’s size job before it when it
undertakes a reorganization of the
Federal bureaus to eliminate duplica-
tion of functions. Whether or not
the merchant marine is to have a sub-
sidy and what disposition the Gov-
ernment is finally to make of its mer-
chant vessels are also to be threshed
out. Provision for a bonus to ex-
soldiers, and the finding of ways and
means to pay it, constitutes both a
political and a business problem. The
farmers’ bloc will have a programme
of legislative relief for the depressed
agricultural districts. There will be
efforts by the cheap money advocates
to tinker with the Federal Reserve
system. Business men, therefore, will
do well during the coming year to
keep an eye on Washington and to
let their representatives know from
time to time what they think of the
Congressional school of economics.

“God helps those who help them-
selves,” but God never told an in-
dividual or a benevolent organization
to help able-bodied people who will
not help themselves. Those who least
deserve' help are apt to be prompt
in making their wants known and
putting forward hard luck pleas which
will not stand rigid investigation.

Lots of 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 ™26Sinking Fund Gold Bonds

To Mature January 1, 1937
To be dated January 2, 1922 TAX EXEMPT IN MICHIGAN

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.

CAPITALIZATION
(Upon Completion of This Financing)
Authorized Outstanding
15-Year First Mortgage 7J% Gold Bonds (this issue) $ 750,000 $ 750,000
Common Stock (Par V alue)------mmmmmmmmmee oo --$4.000,000 $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 consideraby 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”)I6

CHICAGO N PIDS CONGRESS BUIILDING
MICHIGAN TRUST BUILDING A
FIRST NATCISn'\:rAaI_ZSBO'%NK BLDG. Citizens 4212. Main 656 Main 6730
All statements contained in this circular are expressions of our opinion, based upon information and statistics obtained from officia]‘ reports' “ d sourc s-

which we consider reliable, and upon which we based our purchase of these bonds. All offerings subject to prior sale or g P
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Why Shoe Retailers
Styles.
Style to-day is the dominant factor

in our great shoe industry and it is

the duty of every retailer of shoes,
regardless of location and volume of
business, to co-operate with the
manufacturers to produce the styles
best adapted for his individual re-
quirements. You must give in order
to receive, and by passing your ideas
on to the manufacturer, 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 World War
brought about changes in the conduct
of all branches of the mercantile busi-
ness. The greatest changes have taken
place in the retail shoe business. Be-
fore the war many dealers conducted
their business in the same routine
year after year. They seldom changed
their lines, depended upon the manu-
facturers for style, and usually bought
what he had to offer for the season’s
requirements, twice a year. The con-
tinual introduction of new styles has
reversed the order. To-day the manu-
facturer looks to the retailer for style
and instead of purchases being made
semi-annually, they are made monthly
or as frequently as business permits.
Styles change with such rapidity that
every dealer, if he wants to keep in
step with progress, must become a
student of style and he must know the
requirements of his patrons and build
his shoes accordingly.

Every shoe buyer should plan his
own styles, because if he waits for
styles, his competitors usually show
;he new things first. In planning
styles you make less mistakes than if
you wait for styles. You must know
just how far you can go with the style
for the people you serve. If you de-
sign a shoe and your selling organiza-
tion becomes enthusiastic about it, you
ell believe in it and the proper en-
thusiasm about almost any style is 50
per cent, of the effort necessary to as-
sure its success. The style that is all
the rage in Chicago may not sell in
Podunk, but the dealer in Podunk
should know about the style in Chica-
go and modify it according to his own
ideas, and present a new style that
is ahead of the general style tenden-
cies in his vicinity.

Take advantage of every opportun-
ity to study new styles and new lines
md especially those lines which you
buy, and see if it is not possible for
you to improve each style instead of
simply buying it as the manufacturer
presents it to you. You may have a
certain staple oxford upon ypur
shelves that you have bought season
after season without change. The last
and fitting qualities may be exactly to

Should Plan

your liking and satisfactory to your
customer, but do not allow her to tire
of it. The next time you re-order on
that style, try and make a new shoe
out of it by changing the pattern, the
perforation, or the stitching. Your
customer will surely appreciate it and
will pay a higher price without ques-
tion than she will for the old one.
Every line of shoes that you buy, re-
gardless of the purpose, should have
style. Many people think that the
more conservative shoes are staples
and that style is represented only by
the newest creations shown by the
manufacturers. The man who looks
upon style from this viewpoint is
likened to the salesman who always
trys to sell his customers the new
shoes that are coming in and forgets
about the good shoes in stock.

For 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 pattern
is style. It is such little things as
these—a bit of perforation here or
there, perhaps an insert of goring, a
new strap of your own idea, possibly
an attractive underlay on the quarter,
that go to make up style in a shoe. It
is these that the merchant should plan.

H. R. Rogers.

Shoe Store Travels on Wheels.

The Haines Shoe Stores of Media,
Pa., own and operate an auto shoe
store. The chassis is fitted with a
glass enclosed top, so that the com-
plete stock of shoes, carriedlon racks
and price-tagged, can be readily seen.
The interior is fitted up so that the
buyer can get into the rear and be
instantly fitted. This machine has
traveled many miles and sold many
shoes in this way. Fans are used to
advertise the wares. Previous to the
appearance of the car, a man goes into
each town and circularizes the place
with advertising fans, so that the way
is easily paved for business.

Topeka merchants have greatly
strengthened their position among the
residents of nearby small towns by
adopting a broad-minded and far-
sighted attitude. They have urged the
purchasers in these small towns to
buy what they can of their local mer-
chants, to give the home town’s stores
the first chance to supply their needs.
In cases where the local merchants
can’t supply the demand, the pur-
chasers are invited to turn to Topeka.
This earned the good will of the local
merchants as well as the purchasers,
and Topeka obtained a good deal of
business that might have gone out of
the state entirely.

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

The Best Collateral.

The commercial agencies say that a
man’s habits have as much to do with
his credit as his business ability, and
that squareness is not only his best
asset, but the highest recommenda-
tion he can have. The grejatest
financier this country has produced,
the late J. P. Morgan, used to say that
character is much more important
than collateral, and, in making loans,
he always looked to a man s character
first. He loaned millions on character
alone.
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Black Kid, Flex-
ible, McKay,
Stock No. 700.
Price $2.25.

BRANDAU SHOE CO., Petro't, Miri».

walle for miles
and smile

o™

Rubbers

air
THMWTH

TfirtkKrause Co.

tanners and shoe manufacturers 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.

-as staple
as sugar-

this fime-tested shoe

Thousands of dealers carry this shoe as a staple.
The H-B Black Gun Metal shoe has been a won-
derful business builder for merchants. It is such

a thoroughly sensible, practical

shoe that once a

man has worn it he does not like to wear any other.
The majority of our dealers are never without a
good assortment of this shoe, for they can expect
year after year a fixed, steady call for it

HEROLD-BERTSCH SHOE CO.,,
GRAND RAPIDS

Herold-Bertsch Black

Gun Metal

Line
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What about the
GASOLINE

you use?

VERY motorist knows that all gasoline is not alike: You have reason-
able assurance that the quality of most gasoline sold under a well

nown trade name will remain constant, but trouble creeps in where you

form the habit of just buying *gas.**

It is not the idea of this company to claim that when you notice a dif-
ference in the quality of your favorite gasoline, that the manufacturer has
deliberately tampered with his product. What we do mean to say is that
gasoline varies according to the methods used in its manufacture, and the
raw material from which it is made.

This company on account of its immense resources can truthfully sa®
the Red Crown Gasoline never varies, exceptas seasonable changes call for
variation.

It is also well to consider that the gasoline to which you have your car-
buretor adjusted may not even be on sale in the next town or state, that too
IS a source of annoyance.

So we say, what about your gasoline? Is it always the same, and can
you buy it everywhere?

Red Crown Gasoline can be bought everywhere. Once your car-
buretor is adjusted to Red Crown there need never be any necessity tor
changing, because Red Crown can be bought every few blocks in the city
and every few miles in the country, wherever you go, and its quality never
changes.

It is a universal fuel.

STANDARD OIL COMPANY

(INDIANA)
CHICAGO U. S A

1n
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Review of Business,
Finance.

Industry and

The Federal Reserve Board in its
latest monthly bulletin reports that im-
provement in business conditions in
December has mot been as pronounced
as during the preceding two months.
Several factors are responsible for this
relative “slowing down.” The sea-
sonal peak of demand has, for the time
being, been reached and passed. Un-
certainty regarding prices of staples,
particularly of cotton, has interfered
somewhat with trade buying,, while
the possibilities of further reductions
of freight rates has apparently tended
to unsettle prices and to retard the
activity of industry in some of the
chief manufacturing sections. Recov-
ery in the steel and iron trade has
come to a halt for the time being, and
stability has not yet been achieved in
that branch of production.

Nevertheless, the progress toward
normal conditions achieved during
December has been continuous, as
may be seen by a comparison with
the corresponding month of a year
ago, or with the general movement
of economic conditions since the be-
ginning of this year. Cotton and wool-
en textiles in some of the principal
producing districts are almost on a
normal basis. Steel and iron, while
working at about 50 per cent, of ca-
pacity, are in much better condition
than was true a few months ago. In

some industries which had accumu-
lated large surplus stocks, such as
zinc, demand has been sufficient to

carry off a part of the over-supply. Un-
employment has at least slightly de-
creased. Export trade continues in
substantial volume, showing an in-
crease during October, and while la-
boring under many handicaps due to
unsettled exchanges, shows the result
of strong foreign demand, especially
for staples. This is particularly note-
worthy when it is remembered that
the prices at which cotton and cereals
are now being shipped are so much
lower than those of a year ago. Bank-
ing conditions are reported slightly
improved practically throughout the
United States.

Reduction of prices for cereals and
failure of cotton to maintain the level
attained in September-October have
oroven a serious handicap to farming
interests. Results of this relatively
low return for output hcve been a re-
duction in the demand of farming
communities in some parts of the
country for consumable goods and a
simultaneous tendency to check some-
what the process of liquidating loans
at banks. Nevertheless, retail business
continues to improve, taking the coun-
try as a whole, and has been materially
helped by the improvement which has
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taken place in employment conditions
during the past few months. Improve-
ment is also observable in wholesale
trade, sales comparing favorably with
a year ago. Prices continue to main-
tain a substantially stable position.
The Federal Reserve Board’s index for
October shows a recession of less than
two points, and it is evident that the
price changes which are now occur-
ring do not represent any extensive
movement toward modification of the
average level.

Important financial developments
have taken place during the month.
In addition to a general reduction of
Federal Reserve discount rates, there
has been a distinct tendency toward
decline in the level of market rates
both for short and long term funds.
This has been accompanied by a de-
cided advance in the prices of bonds,
and particularly of standard securities.
New offerings of capital issues have,
in many cases been readily absorbed,
and the general condition of credit
has become easier.

The general situation of trade and
industry is unmistakable more hope-
ful and is improving as steadily as
can be expected, in view of the slow-
ness of economic progress in other
parts of the world, particularly in
Western Europe. Another handicap
to complete readjustment continues to
be the failure to bring about a proper
co-ordination and mutual relationship
of price.. This is responsible for no
small part of the slowness of economic
recovery in certain branches of busi-
ness. On the whole, the best opinion
now looks to a steady, even if locally
interrupted, progress back to normal
conditions, although no immediate or
sudden expansion or “boom” is now
in sight.

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

JOIN THE

GRAND RAPIDS
SAVINGS BANK
FAMILY!

44,000

Satisfied Customers

know that

accomodati<

branch offices

Madison Square and Hall Street
West Leonard and Alpine Avenue
Monroe Avenue, near Michigan
East Fulton Street and Diamond Avenue
Wealthy Street and Lake Drive
Grandvllle Avenue and B Street

Grandvllle Avenuo and Ciordelii_ ®tr#ex
~ a BItll" fttoekitui
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Kent State Bank

Main Office Ottawa Ave.
Facing Monroe

Grand Rapids, Mich.

Capital - $500,000
Surplus and Profit - $850,000

Resources

13 Million Dollars

3k

Paid on Certificates of Deposit
Do Your Banking by Mall

Per Cent.

The Home for Savings
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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

INSURANCE IN FORCE $85,000,000.00

WILLIAM A. WATTS
President

RANSOM E. OLDS
Chairman of Board

MiiBGEaiirelieel hsdeahceCo i m

Offices:

4th floor Michigan Trust Bldg.—Grand Rapids, Michigan

GREEN & MORRISON—Micnigan State Agents

why 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,
trustee.

appointing this company as executor and

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.

Ask for a copy of “Safeguarding Your Family’s
Future,” a booklet explaining the services this

company can

render

and your family.

| tRand Rapids Trust Company

GRAND 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 inter-
esting in several ways. Perhaps the
greatest influence on the markets of
recent weeks has been the Disarma-
ment Conference in Washington, re-
sulting in the final agreement on the
5-5-3 naval ratio. This settlement, and
the ease with which other important
diplomatic matters were solved, when
a long drawn out discussion culminat-
ing in nothing of moment was the only
result expected by many, have con-
spired to put an optimistic face on the
international situation. While no
official estimates are made of the prob-
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
whatever the amount, the fact is that
wealth represented by tools and ma-
terials of production which formerly
went into huge armaments will now
go into more readily consumable and
enjoyable goods. This should have
some effect on lowering costs of pro-
duction.

It is perhaps to this factor and to
some extent to what practically
amounts to the settlement of the Irish

situation that the surprising rise in
sterling exchange of the past few
weeks must be attributed. The sud-

den rise of sterling exchange to $4.247
one day last week is difficult of ex-
planation on any other score. In-
creasing gold exports to this country
from Europe and the increased im-
ports indicative of a turn in the general
foreign trade situation in the near
future may also have something to do
with the sudden jump in European
exchange rates.

The stock market played second
fiddle to the exchange market last
week. But while practically all Eu-

ropean exchanges showed' substantial
increases, securities also showed con-
tinued strength and closed the week
higher than on the previous Saturday.
Foreign bonds were unusually active
and strong, while our own Victory
issues reached above par. Among the
new securities there was also great
activity. The Government’s new 44
and 4}" per cent. Treasury certificates
were rapidly taken up, as were several
large municipal issues, the most im-
poratnt of which was the $55,000,000
issue of the City of New York which
was oversubscribed three times.

Our foreign trade figures for No-
vember, discussed esewhere in this is-
sue, were disappointing in that they

showed smaller exports and larger
imports than in  many previous
months. As practically all of the price

deflation is behind us, the drop in our
trade figures cannot be attributed to
falling prices, but rather to a decreas-
ing volume of goods. Domestic trade
in the past week has been fair in the
retail trades, but among the whole-
sale lines it is still rather slow, owing
to the holiday season. Not much im-
provement is expected until until we
are into the new year.

Industrial activity is improving
slowly as is evidenced by increased
pig iron production in the last month,
by recent reports of greater employ-
ment, by greater railroad earnings
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and by the sustained high level of new
building. Industry 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 most
part been taken out of inventories by
the writing off of losses thereon, and
this circumstance, combined with the
tendency of prices to stabilize in re-
cent months, has put business in an
increasingly stronger position.

Funds are plentiful in the money
market, but not so much so that wild
speculation has appeared on exchang-
es. The stock market is still mostly
professional. These facts have led to
the belief in some quarters that a fur-
ther reduction in the rediscount rate
of the New York Federal Reserve
Bank is a near possibility.

Making Bank Advertising Attractive
and Appealing.

Many people who do not stop to
think contend that the banking busi-
ness is one not requiring any im-
agination, but that cold figures and
facts must ever prevail with it.

However, if one thinks of imagina-
tion as synonymous with vision it
will be easier to realize how much of a
factor of success imagination may be-
come to a banking institution. Im-
agination takes away from the drudg-
ery of 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 community in general
his interest will be stimulated and his
mind be made more alert in serving
customers. W ith the broader vision
in exercising business, the manner and
mode of advertising is closely con-
nected. The banker can use advertis-
ing methods and advertising copy ap-
pealing to the imagination of the
readers and impelling them strongly
to the action he desires.

IMPORTERS AND
EXPORTERS

ESTABLISHED 1863

OUR FOREIGN
DEPARTMENT

is well equipped and always
(t;lad to assist any customer in
he financing and develop-
ment of Foreign Trade.
STEAMSHIP TICKETS
to and from all foreign lands
may be secured of the agent
at our Foreign Department.

CLAY H. HOLLISTER
PRESIDENT

CARROLL F. SWEET
VICE-PRESIDENT

GEORGE F. MACKENZIE
V.-PRES. AND CASHIER

2217l zzz2y7777 2yl 7772y 777212l 72777772/ 72"\ N>y -
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Grand Rapids National City Bank
CITY TRUST & SAVINGS BANK

ASSOCIATED

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 Deposits---------- -- 10,168,700.00
Combined Total Resources 13,157,100.00

GRAND RAPIDS NATIONAL CITY BANK
CITY TRUST & SAVINGS BANK

ASSOCIATED

CLAIM DEPARTMENT
Second to none for prompt and fair settlements.
Live Agents Wanted.

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

Grand Rapids Merchants Mutual

Insurance Company

Economical Management
Careful Underwriting, Selected Risks

Fire

Affiliated with the
Michigan Retail Dry Goods Association,

OFFICE 320 HOUSEMAN BLDG.

GRAND RAPIDS, MICH.

Legal Knots-

Are unnecessary and may cause much ex-
pense to untie. They are tied by some makers
of WILLS 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 Michigan”

MichiganTkdst
CONMPANY
GRAND RAPIDS, MICHIGAN
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Why the Quail Should Be Fully Pro-
tected.

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

From small beginnings giant pro-
tects grow. There has been mucn
said about the farm bloc dominating
Congress to the hurt of the remainder
of the country While farmer, art= be-
seiiring the National Legislature to
enact laws especially beneficial to
calling they have forgotten something
nearer home that needs loolcinR afte #

1 note that a farm adviser of the
Vermilion county farm bureau of
Illinois registers a protest against city
hunters and sportsmen m genera ana
quail hunters in particular, "is s
the season, he says, when so-called
sportsmen are making hie on me larm
unsafe for all living things, including
man. There is said to be much spor
in killing a bag of quad. How about
the value of quail as food when com-
pared to its value as a destroyer of m-

SCThe body of a quail is small, its food
value almost nil when we compare
its value as an insect destroymg bird.
Weed seeds form more than 50 per
cent of the quail’s fod. It seems
about the only bird that dotes on
chinch bugs. In fact, the quail is t
farmer’s friend and ought to have the
protection of the law with no open

N Tave advanced the idea of protec-
tion of all birds from the crow down
to the smallest sparrow. These are
one and all the farmer s friends. and
a tiller of the soil, be he grain orJi*

grower, stands in his own light when
he permits the State to outlaw any or
the W|Id birds.

The farm press has stood almosc
solidly against progress in the direc-
tion of bird conservation, and the
farmers have themselves to blame for
the present conditions of insect des-
truction of crops that exists in our
own State at the present time.

This [Illinois county farm official
seems to have gotten his eyes open
at last and is demanding protection
for the q ail.
time Michigan had an abun-
dance of quail, their cheerful callo
resounding throughout our country
fields and lanes; to-day they are near-
lyl extinct in some parts of the i*ate
and will soon be extinct throughout
its broad expanse unless the Limers
themselves and the farm press get
their eyes open to the necessity of
calling a halt on bird destruction m
the State of Michigan.

Birds are the natural enemies of in-
sect life the natural protectors ot
farm crops even though they do oc-
casionally forage off some of the wheat
fields and orchards of the State.

Until the ones most interested, the
farmers themselves, get their eyes
open and make demands on the Leg"
islature, there will be nothin«- done
to save the growing crops of Michigan
from the chinch bugs and other des-
tructive insects which have thrived so
famously under existing laws in our

t%'tﬁ'ere are people who cannot see an
inch before their faces and these peo-
ple have been in a majority right here
in Michigan. It is high time they got
their eyes open to the damage our
bird laws are doing and command a
halt and a complete change of legis-
lation where the feathered flocks ot
our commonwealth are concerned.
The quail is one of the most attrac-
tive birds of Michigan. At one time
every farm had from one to three
large flocks of these birds. To-day,
thanks to Michigan’s solons at Lan-
sing bowing to the demands of pot-
hunters the State around,they have be-
come almost extinct.

Farming is the foundation stone of
the Na

Nothlng ‘that helps to build up our
waste lands into profitably cultivated
fields can in any way injure the gen-
eral public. Strange as it may appear,
the husbandman himself has failed to
see the mote in his own eye in his
effort to extract the beam from the
eye of his brother.

Bird conservation is the greatest
question to-day in this broad land of
ours. Even the big meet of crowned
heads and Republican Presidents at
W ashington has not a priming of in-
terest that this bird conservation has.
There'll be wars sometime, regardless
of all the resolves and bargains made
at the long communion table of our
National Capital, but the destruction
of_birds_must sto .

This is |mperapve The salvation
of the American Republic depends on
the continuance of bird life in our
country.

It is not necessary to cry out in
defense of the sparrow. He is a host
in himself and has invaded the gate of
every home in the land. As brave a
fighter as any British soldier he is
certainly making his mark over here in
America. Although millions of our
sweetest song birds have been wanton-
ly slaughtered in «order to crush out
the English sparrow, the latter is here

to stP/ t H
always loved the quail. 1 have
told in other articles of how mv flock
of splendid birds (quails) were wiped
out of existence by pothunters from
Grand Rapids while I was the owner
of a fruit farm. These pretty and use-
ful birds were shot to death before
my eyes and | could do nothing, since
the State permitted the slaughter, to-
day others are seeing where once they
were blind. Heaven speed the day
when complete justice is done to both
the birds and the farmers_of the land.

Old Timer.

“Butter Dollar” Is Farmers’ Largest.

The farmer’s butter dollar of 1920
is now 81.8 cents.

The farmer’s milk dollar of 1920 is
now 76.6 cents.

The farmer’s egg dollar of 1920 is
now 66.7 cents.

The farmer’s hog dollar of 1920 is
now 61.0 cents.

The farmer’s cattle dollar of 1920
is now 57.7 cents.

The farmer’s wheat dollar of 1920
is now 49.3 cents.

The farmer’s oats dollar of 1920
is now 37.2 cents.

The fiarmer’s corn dollar of 1920 is
now 35.2 cents.

The farmer’s potato dollar of 1920
is now 29.6 cents.

It is the dollar of the farmer and
its value that spells prosperity for
the merchant. The dealer who is re-
ceiving “butter dollars” or “milk dol-
lars” finds his trade with a much
greater buying power land with it a
willingness to

spend, when prices
seem reasonable.
State Passes Year Without Bank
Crash.

Michigan 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, shows the failure of several
banks in the lesser populated states.

A small number of private State
banks in Michigan, not under the
supervision of the State Banking De-
partment, have failed, but every one
of the 557 incorporated State banks,
the two industrial banks, the eleven
trust companies and the 118 National
banks that were in existence at the
beginning of the year or that were
organized during the year were do-
ing business as usual at the end of
the year.

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

January 4, 1922
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Fourth National Bank

Grand Rapids, Mich.
United States Depositary

Savings Deposits

Commercial Deposits

Per Cent Interest Paid on
Savings Deposite
Compounded Semi-Annually

>

Per Cent Internet Paid on
Certificates of Deposit
Left One Year

Capital Stock and Surplus

$600,000

WM. H. ANDERSON. President ,LAVANT Z. CAUKIN. Vic. Preeident
CLINTON BISHOP,fCaehier ,
HARRY C. LUNDBERG. Aee't Cashier ALVA T. EDISON, Asst_

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

8%

Cumulative-Participating

Preferred-Investment
OF THE

PALACE THEATRE
CROATION

AND ALMR THEATRE

Send for Attractive Cir-
cular on a Growing-Going
Proposition—now active.

H H Note—The Editor  of the Trades-
Electrlc Slgns man recently visited South Bend
and was so well impressed with

our proposition that he handed ua
his subscription.

Sand Lime Brick

Nothing as Durable
Nothing as Flrepro<3f
Makes Structures Beautiful
No Painting
No Cost for Repairs
Fire Proof
Weather Proof
Warm In Winter
Cool in Summer

Brick is Everlasting

Grande
Rapids

aginaw Brick Co., Saglnaw

Jackson-Lansing Brlck Co.,
Rives Junction

Brick Co.. Grand

Signs of the Times
Are

Progressive merchant* and manufae-
tnrers new realise the false of BMMe

Adterfleisg.
We %‘Eulsr%ish yen with sketches, prioee
u d operating ooet for the asking.

PALACE THEATRE

CORPORATION
THE POWER CO Oliver Theatre Bldg.
MHO) CM* < ' DM SouthlBend Indiana
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Is Mutual Fire Insurance Socialism?

A fire insurance policy is a docu-
ment that the ordinary property owner
knows as little about as he does about
the manufacture of the umbrella in his
front hall rack. Both are protection
from unpleasant possibilities, and be-
yond the assurance of that protection
his interest ceases. As a rule he
merely instructs an agent in whom he
has confidence to place the insurance
in a good company and leaves the
choice of that company to the agent.

W hat constitutes a good company?
The ability and willingness to make
fair settlements of losses for fair
premiums  paid. Any  company,
whether it be mutual or stock, meet-
ing those requirements is a safe com-
pany to insure in.

There are, however, certain unrea-
sonable persons who would convince
the public that a mutual fire insurance
company is fundamentally an un-
sound proposition. The carefully
fostered prejudice against this form of
insurance was originally founded up-
on the liability of assessment. How-
ever, as many of the mutual com-
panies through wise management
created reserve and surplus sufficient
to remove the probability of an assess-
ment and eliminated or limited the
assessment feature in the contract, this
objection so far as these companies
were concerned was removed.

Recently a new menace has been
discovered in mutual fire insurance.
Active propaganda has been widely
circulated to the effect that mutual fire
insurance 55 a form of socialism. A
noticeable effort has been made with
the public to place this ancient and
honorable form of business in one
group, together with state insurance
and reciprocals, under the red flag.
The proponents of stock insurance
only, state that “the big outstanding
query for the American business man
to duly consider in this mutual plan
of insurance is: Why should the
mutual co-operative scheme if it is
right be confined to insurance? Why
should the business man who expects
to pay no profit on the insurance he
buys expect to make profit on the
goods he sells?”

State insurance and reciprocals fur-
nish demnification against casualty
risks, particularly risks applying under
the workmen’s compensation laws and
the hazards arising through the own-
ership and operation of automobiles.
Fire insurance, with the exception of
automobile coverage, is not written
through the medium of either state
insurance or reciprocals and it is un-
fair to class mutual fire insurance
with either one. State insurance is
political in origin and paternalistic in
effect. Reciprocals are of doubtful
corporate identity. A reciprocal con-
tract is about as effective as the Con-
stitution of the United States would
be with the executive provisions re-
moved. Mutual fire insurance is the
oldest form of fire insurance in the
United States and state insurance and
reciprocals the newest form of insur-
ance.

“Why should the business man who
buys expect to make profit on the
goods he sells?” As applied to fire
insurance the answer is because the
business man sells a commodity which
requires capital and labor to construct;
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some article or service which definitely
adds to the wealth of the world. His
capital, labor or service are at all
times constructive in effect and he is
entitled to his profit. The fire insur-
ance he purchases is protective only
and the purchase of that protection
should not be at a profit to anyone.
There is no profit to any group of
stockholders in the police protection
that business men receive and there is
no economic reason why it is unfair
to expect him to purchase fire pro-
tction without paying profit to others
for it. There is no doubt that fire
insurance is a necessity; nor is there
any argument that capital is a require-
ment, but there is nothing to warrant
the conclusion that the insured be-
comes a socialist by associating with
other insurers in the furnishing of
this capital. Fire insurance is not a
commodity. If there were no fires
there would be no fire insurance com-
panies. Tjie business is a gamble and
the most that can be collected is the
equal in dollars for the property de-
stroyed. There is nothing new created
by it.

The manufacturer creates shoes or
ships or sealing wax; the retailer is
the distributor of the manufactured
article just as the agent sells insur-
ance policies. The local retailer and
the local fire insurance agent are both
economic necessities to facilitate the
distribution of the merchandise and
protection which they furnish their
customers, and both are paid for this
service. But the store keeper who
sells shoes is not concerned about the
dividends received by the company
which manufactures the shoes, nor
should the local agent selling fire in-
surance policies insist that his policies
must be issued by a company paying
dividends to capital stockholders. He
is told, however, that he becomes in
effect a socialist by representing any
company not operating on the plan
of profit to private capital.

The railroad, the factory, the bank
earn the right to dividends on the cap-
ital invested therein because they are
at all times adding to the resources of
the nation. Their effect is positive
and to deny them a fair return is so-
cialism. The fire insurance company
is a corporation selling only protec-
tion, adding nothing to the resources
of the world and it is economically
right and proper that this protection
should be purchased, not with profit
to capital invested, but at cost. There
is no more element of socialism in
mutual fire insurance than there is in
the American Red Cross.

Hamilton H. Gi'lkyson, Jr.

Fire Demon’s Boast.

I am fire. | respect no man, no
place, no thing. | have left my mark
upon every land and on every race.
| have destroyed large areas and con-
sumed whole cities. | have Killed
multitudes and | still keep on doing
so. | never stop until | destroy all
that lies within my path. 1 strike at
the hovel and the palace, the great
and the small. | am a ruthless tyrant
destructive alike to life and property.
My time is any time, my place is any
place, my method is any method. Man
has tried to master me and has failed.
| strike when and where he least
expects me. He has invented ap-
pliances to check and retard me. He
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has thought himself safe with his
meager protection. He has allowed
his children to play with me as if |
were a toy. He still doesn’t realize
that | am his inveterate enemy. He
has felt himself secure and has not
watched for my coming. He has paid
me my price for his ignorance—his
life. He knows that | am dangerous
and he still invites me. He has tried
to combat me with his appliances and
failed. He flees from me whenever |
show myself. He has legislated
against me and failed to enforce the
laws. He has aided me by placing in
my way that which | feed on. When-
ever | destroy, | do not discriminate
between the old and the young. When
| destroy, the labor of a lifetime dis-
appears in a few hours. The catas-
trophes which | cause do not hinder

OUR FIRE INS.
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my operations. The lessons which |
teach by my destruction do not show

results. | am stronger this year than
| was last year. The toll | exact is
getting larger every year, which

proves that mankind has not mastered
me yet. He has tried to prevent me
from starting and has got results. |
am never going to be eliminated as
long as man is careless. If I am al-
lowed to start | will keep on destroy-
ing, and | am never going to stop
until I am prevented, because | am all
that is wicked and destructive. | am
FIRE.

There is no time when you need to
advertise as much as when business
is dull. Don’t cut down on your ad-
vertising. Increase it as much as you
can possibly afford.

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"

CLASS MUTUALS ARE LEADING MUTUALS, Because they limit their lines

to PARTICULAR CLASSES, Resulting

in WIDE DISTRIBUTION of risks,

LOW LOSS RATIO, and MINIMUM EXPENSE.

WE REPRESENT CLASS MUTUALS THAT SAVE

Hardware, Implement and Sheet Metal Dealers 50% to 60%.
Garages, Blacksmith Shops, Harness and Furniture Stores 40%.

Drug Stores, Shoe Stores. General Stores, and Hotels 30% to 50%.

ARE YOU INTERESTED IN THESE SAVINGS? Are your premiums paying
you a THIRTY to FIFTY PER CENT DIVIDEND? If not, then it is up to you
to see that they do, by placing your insurance with THIS AGENCY.

C. N. BRISTOL
FREMONT,

A. T. MONSON

H. G. BUNDY
MICHIGAN

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.
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SUCCESSFUL SALESMEN.

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

Grand Rapids, Jan. 3—I was born
at Loudan, Franklin county, Pa., May
4, 1852. My parents were Scotch on
one side and German on the other. |
attended the public schools of Loudan
until I was 13 years of age, when my
parents removed to Cleveland and | de-
voted a year to completing the studies
now known as the eighth grade. My
next move was to serve a three year
apprenticeship as an iron worker.
While pursuing this line of work 1
made the first patent Jennie coupler
of malleable iron. It was used on the
Gould system of railroads. Since that
time the Government has enacted a
law that all railroads adopt the Jennie
coupler to save the life and limb of
employes. | also made the first metal
patterns for the National Cash Reg-
ister Co., of Dayton, Ohio, whose
registers have since become so gen-
erally used in America. | also fired
one of the first Mogul locomotives
which ran on the Lake Shore Railroad
between Cleveland and Toledo.

After these wvaried experiences, |
concluded it would be better to con-
centrate my efforts along some par-
ticular line wherein there might be a
future and selected the Standard Oil
Co. as an institution which would af-
ford me this opportunity. On Nov.
4, 1894, | became associated with this
corporation, and | am pleased to say
that | have been blessed with health,
which has enabled me to give the com-
pany twenty-seven years of continu-
ous service in its Grand Rapids field.

When | began my work in Grand
Rapids the office force numbered five,
including the manager, and at this
writing the clerical force numbers over
150. This will enable the reader to
realize the success attending a com-
pany which has done business on the
square and is continuing to do so in
face of the fact that profiteering in
this country has become a disease.

When | started with the Standard
Oil Company | had charge of the tank
wagon business in Grand Rapids, look-
ing after the wholesale and retail
trade. The reason for the company’s
handling of the retail trade was be-
cause the underwriters would not al-
low gasoline to be handled by mer-
chants. | was one of the first to es-
tablish rural delivery by tank wagons,
and everyone knows what it has grown
into. As time passed on | was re-
warded for services rendered and pro-
moted to the lubricating department.

Now, | want to say a word in re-
gard to how our large family of about
25,000 workers are treated by the
officers who are directing the Standard
Oil Company of Indiana. The in-
dustrial relation plan which it put in-
to actual practice speaks volumes for
its management and many other large
industries adopted this plan as soon as
they learned of its success by the
Standard Oil Company. It explodes
the theory that a large corporation is
heartless to its people. Another com-
mendable act on the part of the com-
pany is the pension paid old employes
in recognition of services rendered.
In summing up the relations which
exist in our organization one can see
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why members of this family can not
be other than boosters for the com-
pany.

Last, but not least, | have reason to
be proud of having been granted an
honorary certificate by Forest Lodge,
No. 388, Free and Accepted Masons
of Cleveland.

At this time | want to announce to
my friends that, due to the policy of
Standard Oil Company, | have ar-
rived at the retiring period of this
Company and as a last reward for
faithful service | shall be placed on
the annuity roll for the remaining
years of my life. | want to thank the
many friends whom | have made in
my humble walk for the kind treat-
ment and courtesies tendered me in
the past.

On Dec. 24 | was invited to visit

Van C. Shrider.

our office, when | found a pleasant
surprise awaiting me by our boys who

constitute our sales force. J. C. Mar-
shall, our Manager, made the pre-
sentation speech in which | received

as a token of good fellowship from
my associates a beautiful Masonic
ring, which | prize beyond words to
express. On Dec. 12, at Cadillac,
when | was introducing my successor,
C. A. Merritt, to my trade and friends,
I had another pleasant surprise given
me by eight of my fellow travelers—
F. W. Wilson, A. C. Rockwell, Neal
Cary, L. O’Neil, C. F. Howe, Edw.
Sovereen, W. J. McDonald and A. T.
Sharp. F. W. Wilson made the fol-
lowing speech in presenting me with a
pipe:

“As fellow travelers we have met
here this evening to show our ap-
preciation and love for you on the eve
of your retirement from the active life
of salesman which you have filled so
well with highest honor to yourself
and credit to the company you have
so ably represented.

“The real worth of men to-day is
not measured by the dollars they have
laid away or by the mansions they
may 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 pathway of life. As we look
into your smiling face to-night, we see
reflected there that same spirit of

TRADESMAN

good cheer which has been a comfort
to so many of your brother travelers
for the past twenty-seven years. You
have always been able to see the sil-
ver beams shining on the farther side
of the darkest cloud and have always
been ready to point the bright future
to a discouraged brother and send
him on his way with a lighter heart
and an assurance of better prospects
ahead.

“Your method of salesmanship has
been the only one which can command
the confidence of your customer, the
respect of your competitor and the
gratitude of your comrades of the road
—that method of honesty in business
and live and let live with your com-
petitors.

“To Mr. Merritt, this young man
who is to be your successor, let me
say, you are following in the foot-
steps of one of the best salesmen on
the territory and if you will brand in-
delibly the character of your- prede-
cessor on the tablets of your memory
and do nothing to detract from the
business and good fellowship he has
established, in years to come when
your hair like his has turned to silver
gray, the Standard Oil Company can
retire another traveler whose record
will be a guide for the new man.

“And now, in behalf of this little
group of friends, | present you this
pipe as a token of our friendship and
as a remembrance of the many pleas-
ant hours you have helped us pass
away. And as you sit in your easy
chair in your pleasant home in Grand
Rapids and the smoke 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 smoke clouds clear away and
the rays of light begin to break
through, let them symbolize the bet-
ter days which have won for you the
love and friendship of the boys on
the road and this rest from active
service which you have so richly
earned.”

| was married Jan. 25, 1880, to Miss
Della Day, of Cleveland. We have
had one daughter, who is now mar-
ried and lives with her husband, W.
R. Miller, at Pittsburg.

We reside in the Carsten apart-
ments, corner Michigan street and
Barclay avenue. We attend the
Christian Science church. | am still
a member of Forest City Lodge, No.
388, Cleveland.

My hobby has been hard work and
to this | attribute the success which
has attended my career as a traveling
salesman. Van C. Shrider.

When Business Interferes.

A salesman found he had four
hours to wait for a train, so decided
to remain in the store of one of his
customers. A game of cards was pro-
posed and several prominent citizens
joined. They retired to a back room.
Soon a woman entered to make a
purchase. As she stood waiting, the
salesman happened to look up and
see her. He called the proprietor’s
attention to her.

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

January 4, 1922

Bonus Legislation to Be Pushed in
Congress.

The presentation in the House of
new soldiers’ bonus bills has sent an-
other train of cold chills up and down
the spine of American business. The
evident determination of influential
men in both Houses to put through a
radical measure of some kind fully jus-
tifies the current feeling of anxiety.
The country has hardly digested the
provisions of a comprehensive internal
revenue revision law, and yet we are
on the brink of another taxation cam-
paign, facing once more every one of
the dangers in the way of radical leg-
islation we have just escaped.

The most alarming bogey now on
the skyline is the resurrection of the
sales tax to provide the necessary
revenue for the “adjusted compensa-
tion” ex-soldiers are to receive under
the projected bonus bill. Mr. Ford-
ney declared several months ago that
he was reserving the sales tax for this
particular purpose and whether he is
still of the same mind or not, there is
no doubt other influential members of
the-House will insist upon this method
of securing funds to meet the heavy
drafts that will be caused by this leg-
islation.

But already the House agricultural
bloc has declared against any plan for
a sales tax as a means of raising the
revenue to pay a soldiers’ bonus. The
formal ultimatum to this effect was
issued a few days ago by Representa-
tive Dickinson of lowa, a prominent
Republican, who undoubtedly speaks
for the bloc.

“We shall not interfere with the
bringing out of the bonus bill,” says
Mr. Dickinson. “That is the province
of the Ways and Means Committee,
and Chairman Fordney has promised
that it will be done early in the pres-
ent session.

“It may as well be understood, how-
ever, that we will not permit the
money for the soldiers’” bonus to be
raised by a sales tax. Such legislation
would merely be the entering wedge
that would ultimately result in the
extension of the sales tax plan to meet
other revenue requirements.”

Realizing that some constructive
suggestion must be made to the House
leaders to head off a sales tax, the
agricultural bloc managers declare
they will offer half 