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THE WANDERER

| have come back to my own again, to my old familiar place

To the peace and quiet | left behind in this little circled space.

I have warmed my hands by the friendly blaze of many a home hearth-side;
“At last,” they say, “he has come to stay— at last he is satisfied.

But there is a cry in the wind to-night, and it will not let me be,

And well 1know | must rise and go whenever it comes to me.

My feet are stayed in the pleasant ways, my heart is a thing at rest;

For me there is neither North nor South, there is neither East nor West.
And out of a very thankfulness the spirit in me sings

For a new-born beauty | find each day in simple and homely things.

Yet there is a voice in the wind to-night, like the surge of the Western sea,

And it’s | that know | must rise and go whenever it comes to me.

The West with its wide and open charm, the East with its days that were,
The fragrant South with its lotus bloom, the North with its spicy fir—
They have taken my fancy, each in turn, and held me a little while.

But the feet turn back to the beaten paths when it comes to the last long mile.
Yet there is a call in the wind to-night, and the gray road opens free,

And to-morrow | know 1 shill rise and go wherever it beckons me.

Esther Clark Hill.



Foods and Fallacies—

It is a mistake to believe that any drug can build up the
health. Only food can do that.

Fleischmann’s Yeast is a food—a tonic food with
magical properties, that tone up the system,
quicken elimination, clear the complexion.

Protect your customers by seeing that they get fresh yeast,
Fleischmann’s, instead of so-called “yeast-preparations”—all
of which are composed largely of drugs.

The Fleischmann Company

The Name on the Sack Is a
Guarantee of i1ts Contents

When specifying cement insist that it be the kind with the

© NEWAYGO
PORTLAND
CEMENT

on every sack.

You can then be assured that this important part of your
construction work is being, supplied with material that has proven
its worth, one that will readily adapt itself to your job, no matter
what problems or complications may arise.

Newaygo Portland Cement is not limited in use to the con-
struction of buildings. It may be used above or under ground,
in or out of water. Its many uses have brought about a universal
demand for the cement with a guarantee of uniform quality.

Newaygo Portland Cement Co.

Sales Offices
Commercial Savings Bank Bldg.,
Grand Rapids, Mich.

General Offices and Plant
Newaygo, Mich.

Citizens Long Distance Service

Reaches more people in Western Michi-
gan than can be reached through any
other telephone medium.

19,000 telephones in Grand Rapids.

Connection] with 150,000 telephones in
Detroit.

USE CITIZENS SERVICE

CITIZENS TELEPHONE COMPANY
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OELERICH & BERRY CO.

The Package
Preserves the Profit

You know how your jobber handles sugar,—
he sends you the case or barrel just as he gets
it, no danger of loss from weighing, no spilling,
no expense for bags and twine. He makes a
definite profit. You can do the same thing
by handling

Franklin Package Sugars

because you send the housewife the original
package, just as you get it from the jobber.

Although comparatively new, Franklin Golden
Syrup and Tea Sugar are making great names
for themselves.

The Frarin Sugar Refining Gompary

PHILADELPHIA
**A Franklin Cane Sugar for every use

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

OELERICH & BERRY CO.
O &L

Ginger Cake
and
Red Hen
Brands

are

Real Pure
New Orleans
Molasses

We pack our molasses in standard size cans,
which contain from 4 to 6 ounces each more
than other packers.

Old Manse
Syrup
It always pays to

BUY THE BEST

Distributed by

ALL MICHIGAN JOBBERS

Packed by

CHICAGO, ILLJ

¢TL



Thirty-Ninth Year

MICHIGAN TRADESMAN

(Unlike any other paper.

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,
A. STOWE, Editor.

Frank,

E.

Subscription Price.

Three dollars per year, if paid strictly
InF%ﬁ¥ar&%eilars per year, if not paid in

anadian subscriptions, $4.04 per year,
paya&ie invariably "in advance.

amrple capies 10 cents each. .
. Extra colﬁl s of ‘current issues, 10 cents,
issues a month or mare ;

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

Entered , at the Postofflce. of Gr*nd
Rapids under Act of March 3. 1»79.

EUROPE NEEDS OUR GRAIN.

The heavy carry-over of agricultural
products, especially of grain, in this
country is not to be explained entire-
ly by the decline in the European
demand. The Department of Com-
merce calls attention to the fact that
the volume of exports of principal
farm products in 1921 amounted to
20,000,000 tons, as compared with 16,-
500,000 tons in 1920, and only 10,000,-
000 tons in 1913. Four-fifths of this
tonnage in 1921 consisted of grain
and grain products. Europeans are
actually buying twice as much food-
stuffs from us now as they did before
the war. On the other hand, owing
to the decline in prices, the value of
the 20,000,000 tons of agricultural ex-
ports in 1921 was $2,000,000,000, while
that of the 10,500,000 tons exported
in 1920 was $3,000,000,000. We sent
abroad last year nearly a fourth more
farm produce than in 1920 and re-
ceived in return a third less in pay-
ment.

The facts just cited indicate that
we must look elsewhere than to Eu-
rope for an explanation for our sur-
plus of agricultural commodities. In-
asmuch as about 90 per cent, of our
farm products are consumed within
this country, it is evident that a check
to domestic consumption would have
more far-reaching effects than a varia-
tion in foreign demand. There ap-
pears to have been such a check dur-
ing the past year. The meat consump-
tion per capita has declined about
seven pounds. This would be re-
flected in the demand for corn for
cattle feeding. Along with diminish-
ed domestic consumption there have
been two successive bumper corn
crops. The most significant fact
brought out in the Department’s sta-
tistics, however, is the vastly increas-
ed overseas demand for American
wheat in the face of increasing Eu-
ropean production. This is explained
by the complete withdrawal of Rus-
sia from the world’s markets. Our
Western farmers, therefore may ac-

tually owe it to Messrs. Lenin and
Trotzky that grain prices have not
receded to even lower levels.

MORE ACTIVE BUYING.

Perhaps the most outstanding fact
in the mercantile world during the
last week was the beginning of real
and somewhat active buying on the
part of the retail trade. The Ilarge
number of buyers who went to mar-
ket during the week made a new rec-
ord for such visitors, and events
showed that they went to market to
secure goods. In most instances the
results of the inventories taken indi-
cated subnormal stocks of goods on
hand or, where this was not the case,
a lack of the desirable and quick-mov-
ing kinds. Business cannot be done
without merchandise, hence the pur-
chases. The range of articles sought
was quite large, with the bulk, how-
ever, for women’s wear goods. These
included millinery, garments, shoes,
etc., as well as dress goods and house-
hold furnishings. Some of the buy-
ing was for immediate sale and some
for the spring season, which will be
a little later than usual this year be-
cause of the belated Easter. The
preparations which are making for
this selling season indicate a belief
that quite a quantity of merchandise
will be called for and that sales will
be dependent largely on values. It
takes a great deal of goods to supply
the ordinary needs of a hundred mil-
lions or over, and it is evident that
some of these needs, because of hold-
ing back, have become exigent.

DID YOU SMILE LAST WEEK?
The Oriental king who is reputed
to have been the wisest of men once
said: “To everything there is a sea-
son, and a time to every purpose un-
der the heaven.” It is customary
sometimes to refer to midsummer as
the “silly season,” but in these days
of reconstruction and readjustment it
is not wholly surprising to find this
period shifted around to the middle
of the winter. In testimony whereof
witness “Smile Week,” which was un-
der full blast last week. If smiling
can restore the purchasing power of
consumers here and abroad, smooth
out the kinks between prices of raw
materials and finished products, re-
vive our foreign trade, diminish un-
employment, rehabilitate our trans-
portation system, reduce taxes, thaw
frozen credits, pacify Europe, wipe
Lenin and Trotzky from the map,
stop the printing of paper money
overseas, and appease the agricul-
tural bloc here at home, “Smile
Week” will be well worth while. One
doubter has suggested, however, that
it might be better to have a “Gloom
Week,” so as to giye everybody a
chance to liquidate his “grouch.”
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MEN LOOK FOR BARGAINS.

That the buyers’ strike which began
in the spring of 1920 has not been
caled off altogether is more or less

apparent. This is particularly true of
the men’s clothing trade. Consumers
are still hoping for further conces-

sions and believe that they can do
even better by holding out a little
longer. They are becoming more in-
sistent on better quality at lower
prices. That they are willing and
even anxious to take advantage of
real bargains has been demonstrated
on several occasions lately. The dis-
criminating attitude of the men is re-
flected by reports of merchants that
at present the proportion of visitors
who merely coime to look about to
those who come to buy is greater
than usual. Wholesale clothing deal-
ers, meanwhile, report that an un-
usually large number of out-of-town
buyers have visited this market and
made purchases which were on the
whole satsfactory.

Trimmings In Millinery.

In all shades of green, blue and
rose, one of the leading local manu-
facturers has made considerable use
of ribbozene for streamer tassels,
fruit stems, and all-over appliques.
These ornaments, according to the
bulletin of the Retail Millinery As-
sociation of America, are usually em-
ployed on leghorn plateau effects,
with dome crowns, the top facing and
crown being covered with soft faille
silk. Huge roses, fruit pads and other
bower formations, either corded or
puffed, are stitched, spray-like, all
over the hat. The narrow ribbozene,
often in two-tone combinations or
shaded strips, finishes off the pad
design in a flat tracery.

Waxed fruit blossoms,
appliques, celluloid
wing formation, and nasturtium
blooms are reported to be thriving
also as trimmings. The popular col-
orings include coral, pink, red, pur-
ple and the range of yellow browns.

gold bead
ornaments in

Better Prices for Corn.

One of the most cheering develop-
ments, so far as the farmers are con-
cerned, is the steady improvement in
grain prices. Especial importance at-
taches to the improvement in the
price of corn, which has been too low
in some sections of the Middle West
to pay the marketing costs. With
prices now about 15 cents above the
level during the autumn months and
still rising, the corn belt may exper-
ience some of the exuberance noted
in the South when cotton made its
rapid advance a few months ago.
There are enormous quantities of
corn still held by the growers, and
the recent improvement in the mar-
ket will materially improve their pur-
chasing power and thus aid general
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business. There is usually a seasonal
advance of about 10 cents per bushel
in corn prices between March and
May, and if this should come on top
of the recent rise the improvement
will be still more pronounced.

Country Hides Likely To Be Grubby.
Country hides have been selling
freely, but the season is nearing its
close, and the few country hides avail-
able from now on will probably be
grubby, and may have to sell for
lower prices than have prevailed.

One or two brokers have large or-
ders for city calfskins of special
weights, and some good business is
in process of consummation, and pos-
sibly some trading can be reported
in a few days.

Horsehides are not selling well, and
prices are very low.

Sheepskins are moving very freely
on account of the demand for wool.
Pulled wools are in active request,
and prices have jumped to about 60c
for scoured B super and 80c for A
super.

Looks For Big Crop.

George Kluster & Son, Ellsworth,
write: '“Farmers are beginning to
think it pays to get eggs in winter
when the price is high. By riding
through the country, a fellow can see
nice, big chicken houses going up,
where formerly there was not this in-
terest in the poultry business. This
is an indication of the fact that, hav-
ing been convinced that the poultry
business is a profitable one, the far-
mers are going into it in the right sort
of way. Receipts of eggs are light.”

New York may have lost its posi-
tion as producer of the largest quan-
tity of cheese of any of the States, but
her reputation for high quality still
lives. We notice in a news clipping
from Fond du Lac recently that the
Beemis Hooper Hays Co., of Osh-
kosh, Wis., was being sued by one
George Overton for purchasing Win-
nebago county, Wis., cheese and sell-
ing them as New York States, and for
making a regular practice of such sub-
stitution. The traveler in the Middle
West will still frequently see “Herki-
mer county” cheese on the hotel
menus from Ohio to Montana. The
famous old cheese factories of that
famous old county may be but empty
idle shells, but their fairly won repu-
tation still endures in many a nook and
corner of these United States, even
though the cheese perpetuating it in
many instances first saw the light in
a Wisconsin curing room.

Detroit—The Fox-Roud Tailoring
Co., 216 Michigan avenue, has chang-
ed its name to the Fox Tailoring Co.

A St. Louis man finds talking bees.
We saw a spelling bee once.
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Gabby Gleanings From Grand Rapids.

Grand Rapids, Feb. 14—Posters are
out announcing the thirteenth annual
auto show, to be held in the Kling-
man building, Feb. 20 to 25. The de-
sign is by L. A. Reeves and is a work
of art. The color scheme is of Feb-
ruary, cold grey and steel blue, with
splashes of chrome yellow. A*heavy
motor car topping a great mountain
pass is the central figure and gives
life and warmth to the picture. For
the casual observer or those without
imagination these words appear at the
bottom in small type: “For mountain
or valley, thicket or plain, its one
and the same to me—The Motor
Car.” The sketch is suggestive of
Storm King Mountain, through
which a road has been recently blast-
ed, cutting the distance between New
York City and Albany some 22
miles. The design and coloring con-
veys the message that the automobile
is indispensible in business of all
kinds, that it is no longer for the
rich, the high or the mighty, the joy
rider, speedster or road hog, but oc-
cupies a prominent place in the every-
day affairs of men. In other years
posters announcing auto exhibits have
featured mi-lady’s dainty feet and silk
hosiery as she enters a limousine, but
Mr. Reeves has seen the automobile
from another viewpoint. The price
of admission was purposely omitted,
for which the designer is to be con-
gratulated. No salesman selling a
high-class article will mention price
in his introductory remarks.

Lee Rynbrand, formerly with the
J. R. Jones Co., Kalamazoo, and later
with Steinberg, at Traverse City, will
open a ladies’ ready-to-wear store in
the latter city shortly. At present
Mr. Rynbrand is in a Chicago hos-
pital, recovering from the efforts of
a surgical operation.

A Grand Rapids salesman asks why
it is that an order for shredded wheat
at the McKinnon house consists of
one wheat and two ounces of cream,
while at the Chippewa they serve two
wheats and three ounces of cream for
the same price, 20 cents. Coffee at
the McKinnon is 5 cents and at the
Chippewa 10 cents.

Arthur Borden’s minstrels put on
an entertainment Thursday evening
at the new community house. About
350 people were present.

Road men in Muskegon county are
keeping the West Michigan Pike open
to traffic by the use of snow plows.
Officials of Oceana county, in the
very heart of the snow belt, have
made no provisions whatever for
keeping the highways open, trusting
to luck and one train a day.

John Berg, representing Pitkin &
Brooks, reports unusually good busi-
ness from his trip to Northern Mich-
igan last week.

It is proper to patronize hotels.
W ithout them the traveler would fare
badly. Once in a while a lunch room
is more convenient and saves a lot
of time. There is one near the depot
at Charlotte, conducted by Adam
Hettman. The building isn’t the least
bit inviting from the outside. The
furnishings are plain but clean. There
is no lounging place, but a lot of
farmers go there for their meals and
farmers are mighty particular. They
want clean food, well cooked and
served in liberal portions. Mr. Hett-
man serves short orders and his
steaks are very good.

It is surprising what can be accom-
plished by the use of a few gallons
of paint mixed with a little pep. The
Charlotte Hotel is an example. The
scrub brush preceded the paint brush.
Dining room, lobby and writing room
are all nicely decorated and the light-
ing is much better.

C. L. Pfeifer, proprietor of the hotel
at Shelby, having spent several weeks
at Blodgett hospital, is now back on
the job. By way of celebrating his
return, the hotel dining room is being
redecorated as well as all rooms on
the upper floors. Mr. Pfeifer's hotel
is one of the few places where frac-
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tional days are figured at the regular
day rate, a $3 per day hotel where a
half-day costs but $1.50.

Charles P. Reynolds, representing
the Judson Grocer Co., is quite ill.
Will Gibson has been substituting for
him the past week.

James Bolen was called home last
week, owing to the serious illness of
his son, Jack, who underwent an oper-
ation for mastoids and is reported as
out of danger.

Fred Kellogg, proprietor of the
DeHaas Hotel, at Fremont, has given
notice that he will retire from busi-
ness on May 1 Fred proposes to
build himself a little home and take
things easy for a time. He has suc-
cessfully conducted the DeHaas for
a number of years and will be missed
by his patrons.

Harry Shellman, a member of
Grand Rapids Council, No. 131, died
at Blodgett hospital from an attack
of acute pneumonia.

Mrs. A. N. Borden is quite ill from
an attack of influenza.

Traveling men all like children, but
the writing room of a country hotel
makes a mighty unsatisfactory play
house for a bunch of youngsters.
While on the subject it might be well
to remind some of the rhum players
that laughing, romping children, noisy
though they may be, are preferable.
Wrriting orders, with all the necessary
details is work requiring the closest
attention. It is not always possible
for a salesman to do this work in his
own room.

A Grand Rapids salesman who had
spent the night in Eaton Rapids
rushed into the nearest barber shop
next morning and climing the first
chair demanded a quick shave, say-
ing he had three people to see before
the 9:30 train South. The barber,
who was reading the morning paper,
pointed to the clock saying, “We
don’t go to work until eight; you’ll
have to wait just six minutes.” The
salesman was sore and as he leaped
from the chair he said, “It will be
more than six minutes before you’ll

have a chance at me again; good
morning, sir—you and your small-
town stuff.”

A complaint against the Northern
Hotel, at Big Rapids, was registered
this week, but investigation proved
that a mistake had been made. The
day clerk passed it to the night clerk
and he to the housekeeper. With the
amount of his bill already rung up
on the cash register, the sales.man
complaining was assured it wouldn’t
happen again.

Probably no line of manufacturing
is more susceptible to loss due to er-
rors as is printing and engraving. A
shipment of ruled stock was recently
returned to a Kalamaoo printer be-
cause one of the several red lines was
but a quarter of an inch out of the
way. All work had to be done over
and there was no salvage whatever.
The raw paper stock, exclusive of la-
bor, cost $150 and was but a small
part of the expense. Several sizes
of brass dies were recently made from
copy in which a word was misspelled.
The cost of correcting the error was
$129.30 and the salvage was less than
one dollar. A catalogue is being re-
printed this present week because of
someone’s error. The first issue,
when exposed to the air, crumbled
like chips. The mill furnishing the
paper paid for the second run because
someone had been careless with
chemicals in making up the first lot.
There was no salvage, but the error
cost $1,500, besides the customer’s
annoyance and inconvenience, due to
delay. In each of the above it was a
clear case of playing the grand Amer-

ican game known as “passing the
buck.”

A dozen or more traveling sales-
men spending the night at Sturgis

recently were treated to a wireless
entertainment that was both interest-
ing and wonderful. Orders are being
booked for private outfits, completely
installed in the home, for $125 to $200.
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The equipment is permanent and
there is little or no depreciation, aside
from an occasional battery.

“Scribe” Olney has received a new

“Dardevle” casting bait from the
manufacturer, Lou J. Eppinger, of
Detroit. Since these baits are guar-

anteed to catch fish, the maker, no
doubt, intended replacing one lost in
a fight last fall down at Saugatuck. It
was after the first black frost of the
season. Trees and shrubs were well
stripped of foliage in preparation for
the coming winter. The wind howled
and the water was rough, while fleet-
ing snow clouds above formed back-
grounds for the occasional flock of
water birds which scurried South-
ward. Cold was the air and wet
were the lines. Reeling with stiffen-
ed fingers was a man’s job. Round-
ing a cove on the North side and out
of the wind’s pathway, a short cast
was made over that black strip of
water that was once a main channel.
Like the flash of lightning a broad
streak of silver, a full yard long, dart-
ed into the air so close to the boat
that spray fell like rain drops. A
savage jerk at the rod and the line
parted as a big grass pike tore away
with the coveted bait, cutting the
waves like the prow of a battleship
as he headed for the big lake. Weak-
ened as it was from a season’s hard
usage the rod, too, had failed and the
upper joint with its agate tip glided
down the useless line and was soon
swallowed by the waves, while splint-
ers from the broken butt pointed like
accusing fingers and the very winds
seemed to whisper “carelessness.”
Knowing this particular breed of fish
invariably travels in pairs during the
late fall months, another outfit was
rigged up as quickly as numbed fin-
gers and trembling hands would work
and search begun for the female of
the species. Her capture an hour
later was not without its thrills, for
she made a game fight and weighed
in at eight pounds.

William J. Clarke, the Harbor
Springs banker and Poo Bah, is in
the city for a few days. Mr. Clarke
is the wisest man in Emmet county
and bears his honors with becoming
dignity and modesty.

C. J. Wormnest writes as follows:
“On page 2 of your issue of Feb. 8,
you state that C. J. Wormnest has
left the Art Stove Co. and joined the
Marshall Furnace Co. forces. You
are in error. | have never been with
the Art Stove Company and am not
now with the Marshall Furnace Com-
pany. | have been with the Channon-
Emery Stove Co. for a number of
years and expect to remain with them
for a long time to come.”

It certainly is a lack of supply rath-
er than a lack of boldness which
keeps the bootlegger from advertising
in the papers.

Paradoxical as it may seem, those
who follow the golden rule seldom
have that guilty feeling.

The best way to key your adver-
tising is by the ring of your cash
register.

Man’s inhumanity to man has put
thousands of lawyers on easy street

It is said that rich judges and law-
yers have many cases in their cellars
awaiting trial.

When we were boys folks didn’t
think much of a man who worked for
the saloonkeeper; and yet that s
what people who knock prohibition
are doing.

Mr. Debs’ advice, on a previous oc-
casion, as we recall it, was “save your
money and buy a gun;” America’s
advice to Europe is “stop buying guns
and save money.”

Peace hath its victories no less
renowned than war. Germany couldn’t
make marks of our soldiers, but it
did sell marks to our citizens.

America may not be losing interest
in the recent war, but she is certainly
losing interest on it

Europe is in a bad way, but she will
recover, notwithstanding; that is, not
with standing armies.
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Europe ought to be rehabilitated,
but Europe ought to pay the bill.

If you were France, maybe you
would want to keep a dog yourself.

Germany has learned that war does

not pay, so she has decided not to
pay herself.
We don’t believe anybody could

slip it over on a Chinaman—anybody
except a Jap.

Will Hays hasn’t such a hard job;
he just has to run the movies, not
look at them.

Wilson may not have kept us out
of war, but the war has certainly kept
us out of money.

A bill to prevent the exaction of
the surcharge on Pullman car accom-
modations, now imposed by the rail-
roads, has been introduced in the
Senate by Senator Robinson, of Ar-
kansas. Traveling men almost a year
ago made petition to the Interstate
Commerce Commission for the abol-
ition of this surcharge.

Experience has shown that the best
men are obtained through the present
sales force of the company. Those
men know the policy of the company,
they have confidence in the company,
they know the caliber of men the
company wants, and they have seen
in action the men that they are going
to send in to apply for the position.
They know whether the would-be
salesman plays pool in the hotel un-
til 2 a. m., or poker until daylight.
They know his characteristics from
working with him. The next chan-
nel is from the salesmen that canvass
you for orders; and that is a good
channel. If a salesman can make
more money with and for another
man, he ought certainly go with that
man. And the successful salesman-
ager is the one who is never too busy
to see a canvassing salesman. The
bank manager can wait, but this man
may be the one needed as a corner-
stone of a certain portion of the sales-
force. Another channel is the retail
store. Some excellent men have been
secured from the ranks of the retail
store clerks. There is a field where
ambition can be found a-plenty. In-
cidentally, it is a field where men are
not over-paid. The weakest source
is advertising for salesmen. It is not
good business or sound policy to hire
a man who is out of a job. That may
sound severe, but there is generally
some reason why he is out of a job,
and it is difficult to get at the true
reason.

Val C. Schreider, who recently re-
tired from the Standard Oil Company
on a pension, has engaged to sell ce-
ment in Grand Rapids and environs
for the Petoskey Portland Cement

0.
Irving Steindler (Steindler Paper
Co.) writes as follows from Traverse
City:
Iy believe we all realize what a lot
of good Mr. Verbeck is doing for the
boys in trying to iron out each and
every complaint that is brought to his
attention regarding the different ho-
tels around the State. | also be-
lieve that the boys readily appreciate
the good work he is doing. In read-
ing over the numerous items about
the individual places Mr. Verbeck has
written up, | notice he has omitted
writing -a few lines about a very
unique hotel located on Glen Lake.
The writer had the honor of being
the guest of Mr. Verbeck at the Cedar
Springs Lodge and pen and ink could
not write too much about the good
qualities of this wonderful spot. As
a suggestion, why not have Mr. Ver-
beck give us a few lines through the
Tradesman about the Cedar Springs
Lodge and his 76c dinners.

You Can’t Beat ’Em!
“Hey, papa, theres a fly
soup.”

“Veil, lkey, eat the soup until you
come to the fly. Then tell the waiter

and he’ll get you another plate.”

in my
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Last Call For the Bay City Conven-
tion.

Cadillac, Feb. 14—Come to Bay
City February 21, 22 and 23 and help
analyze the chain store problem that
is sapping the life of the smaller
towns for the enrichment of the larg-
er, not because they are more econ-
omical or efficient, but in large meas-
ure to the fact that their operations
are attended with greater publicity.

Mail order house success is depend-
ent in great measure on the interest
we take in our everyday associates.
We should surely be able to meet and
treat those whom we know more safe-
ly and surely than a mail order house
whose operators are strangers and if
they can offer seemingly great induce-
ments to secure patronage it is surely
only a matter of our meeting the con-
dition.

It is quite evident we cannot do so-
as individuals, but it can be done col-
lectively, as there is no possibility of
money power withstanding the gaff of
collective action on the part of indi-
viduals. The united action of retail
merchants, operating plans worked
out in convention assembled, will have
a beneficial effect on every individual
business. Do not stay home because
you feel that you cannot help any.
You may hzve just the idea that is
needed and you know it is a fact that
if you and | swap dollars we are just
in the same position we were before,
but if we swap ideas we have both
gained, because you have my idea as
well as your own and | have your
idea as well as my own and the real
necessary idea may be the outcome of
the two we have just swapped.

Gentlemen who think that these
great mail order and chain store cor-
porations will last indefinitely should
realize that there is some real thinking
being done outside of their little circle
and in due time that thinking will
have the sure effect that real con-
centrated, persistent thought always
has in working out a solution. Then
the mere power of organized money
will seem as insignificant, as some of
those who now think that they are
only small merchants and their help
will neither promote or hinder the
work that must be done, if we as in-
dividuals are to maintain our freedom
in mercantile life.

If the by laws of the Association
provided for such an act, | would like
to guarantee the value of the conven-
tion to you or pay your expenses in
full, in case you did not get value re-
ceived, but as the by-laws do not give
me this privilege, | can say that mail
order houses are guaranteeing their
merchandise after this manner and ac-
cepting the judgment of your cus-
tomer as to the quality or worth of the
goods they get for their dollars. Can
you do this? Are you doing it? If
so, are you doing it wisely with the
least chance of financial loss?

It takes concentrated thought and
collective action on our part to meet
the concentrated thought and financial
power of the chain store and mail or-
der bouse and we can do it if you are
willing to help. Will you do it?

Last week’s issue of the Tradesman
contained a nearly complete program
of the convention and this week the
annual year book and convention pro-
gram will be ready for mailing and a
copy will be mailed you on request
without obligating you in any way. A
card or letter addressed to J. M.
Bothwell, Cadillac, Michigan, will
bring the book.

The time and place of the conven-
tion of the Retail Grocers and Gen-
eral Merchants Association of Michi
gan is as follows:

February 21, 22 and 23 at the Boarc
of Commerce, Bay City.

Come on! All ye dealers in foods!
Pour your thoughts, suggestions and
ideas into this meeting, so that we
may all go back to our tasks at the
close better fitted to meet successfully
the problems that spring up to delay
our efforts to serve faithfully and
well in the position we fill in our com-
munity. J. M. Bothwell, SecYy.

MICHIGAN TRADESMAN

The Honest Farmer

VS.

The Dishonest Organizers

f undamentaUy the farmers of America are conservative, fair-
minded and patriotic. They do not intentionally injure any other
class of the people and they do not consciously seek special privileges
lor themselves. The reason they are so often put in the attitude of
doing both of those things is that they are not political economists,
with a wide horizon and a clear comprehension of the inter-relation-
ship of all lines of industrial, commercial and financial activities, and
therefore are easily made the victims of false or shallow-minded
leadership—Ileadership which is either consciously demagogical or
ignorantly wrong-headed.

These men (shallow-minded leaders) know! They know, for
example, that surtaxes ought to be reduced. They oppose such re-
duction out of sheer demagoguery, because they think they can go
back to their farmer constituents and get votes by telling them how
they piled the taxes “where they belong, on the backs of the rich.”
They know that this bi-partisan, group, class method of controlling
legislation is all wrong, subversive of stable government, and they
pursue it for purely personal, selfish, political reasons. They deserve
to be crucified, first for misleading the farmers, second for demagogy,
and third for menacing the Republic!

The above, from the pen of Mr. Charles F. Scott, Editor of the
Daily Register, a farm paper, ten years a Congressman, an LL.D, a
former Regent of the University of Kansas, and for a time, acting
President of the College of Emporia, is a strong cry from a strong
man, in the interests of better Americanism.

The readjustment must be completed on a basis that is fair for
all classes of people and until this is completed, there can be no great
prosperity for many of us.

It is time for all of us to insist that those industries which have not
readjusted their business to new levels of costs and wages, shall do so
forthwith, and at the same time, schemers, shallow-minded politicians
and sellers of blue sky, shall not be listened to.

It is time that the workers in those industries (including the
farmers and retail grocers) which have readjusted, shall be able with
their hour’s work to buy an equal hour’s work in every other industry.

W orden Q rocer Companv

Grand Rapids—Kalamazoo—Lansing

The Prompt Shippers
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MOVEMENT OF MERCHANTS.
Lansing—The Wolverine Grain Co.

has engaged in business.
Muir—Harold J. Stott succeeds G.

S. Darner in general trade.
Sears—George H. Arndt succeeds

Nelson Livermour in the grocery
business.
Detroit—The Wolverine Rubber

Co. has changed its name to the Wol-
verine Climax Co.

Grand Haven—John Diephouse
succeeds H. V. Bolt in the grocery
and meat business.

Manistique—The Gallagher Hat
Shop is closing out its stock and will
retire from business.

Pontiac—Harry A. Orman, shoe
dealer, is reported to have filed a pe-
tition in bankruptcy.

Detroit—Phillip Aronovitz, leather
goods, etc., has filed a petitin in bank-
ruptcy it is reported.

Jackson—W. C. Buckley, dealer in

shoes, has filed a petition in bank-
ruptcy it is reported.
Grant—Frank Burt, of Newaygo,

has purchased the Grant Hotel, tak-
ing immediate possession.

Royal Oak—The Berridge, Petty &
Morrison Co. has changed its name
to the Berridgc-Morrison Co.

Flint—The People’s Coal & Build-
ers’ Supply Co. has decreased its cap-
ital stock from $150,000 to $75,000.

Lakeview—Frank Sreaves has pur-
chased the grocery stock of J. H.
Jack and will continue the business.

Battle Creek—The Sterling-Smith
Co. department store has increased
its capitalization from $16,000 to $36,-
000.

Freeland—Hugh Timmons succeeds
Allen Pierce in the garage and auto-
mobile supplies and accessories busi-
ness.

Detroit—T. J. Farrelly, dealer in
shoes, etc., is reported to have filed a
petition in bankruptcy and a receiver
appointed.

Lowell—S. K. Breesc, formerly of
Lakeview, will engage in the tire re-
pair and auto accessories business
March 1.

Osseo—W. A. Burse has remodeled
his store building and added a com-
plete line of groceries to his hard-
ware stock.

Tekonsha—Carl Mahile Will open a
hardware store March 1, in the build-
ing formerly occupied by Van Orman
& Johnson.

Plainwell—A. L. Reese, local hard-
ware dealer, has taken Deo Brown
into partnership. The firm’s name
will be Reese & Brown.

Wayland—L. Barnhart has sold his
meat and grocery stock to F. S.
Cozzens, who will continue the busi-
ness at the same location.

Kalamazoo—The Henderson-Ames
Co. will erect a modern office build-
ing in connection with its regalia and
uniform manufacturing plant.

Munising—R. G. Elliott has sold
his laundry to Logan & Blom, who
will remodel the plant and install
modern machinery throughout.

Lansing—Domenico Lucariello and
Joseph Rubeno have formed a co-
partnership and engaged in business
at 326 Suth Washington avenue un-
der the style of the Boston Fruit
Store.
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Detroit—It is reported that the
Castle Shoe Co., 3406 Hastings
avenue, calls offered to compromise
with its creditors at 30 per cent.

Bad Axe—Smith & Palewaez, who
conduct general stores at Minden
City, Harbor Beach and Port Hope,
have opened a general store here.

Pioneer—N. H. Rediger has sold
his store building and hardware stock
to F. Il. Spear, recently of Reading,
who will take possession March 1

Albion—J. L. Bury, of Parma, who
recently purchased the store building
and grocery stock of L. L. Avery,
South Superior street, has taken pos-
session.

Kaleva — Oscar Miller, formerly
manager of the store for the Union

Store Co., Will engage in general
trade under his own name about
March 1

Eaton Rapids—Fire damaged the

dry goods and millinery stock of F.
W. Mendell, entailing a loss of over
$15,000, which is partially covered by
insurance.

Ypsilanti—Fire damaged the stock
and store fixtures of the Comstock
Dry Goods Co., Feb. 10, causing heavy
loss, which is partially covered by
insurance.

Detroit—The United Oil Refining
Co. has been incorporated with an
authorized capital stock of $2,000, all
of which has been subscribed and
paid in in cash.

Lansing—Clark H. Pasmore has
opened an automobile supplies and
accessories shop at 110 East Allegan
street under the style of Clark’s Auto
Accessory Store.

Lansing—Coles Dunne has engaged
in business at 127 East Michigan
avenue, carrying complete lines of
men’s furnishing goods, women’s
blouses and hosiery.

Kalamazoo—Martin  Larsen and
Samuel Johnson have formed a co-
partnership and engaged in the wall
paper and house decorating business
at 616 McCoutie street.

Trout Creek—The Cloverland Ho-
tel, which was partially destroyed by
fire early in December, has been re-
opened, having been thoroughly re-
paired and redecorated.

Lansing—Ben G. Sheets has pur-
chased the interest of his partner, Mr.
Eckert, in the meat market of Eckert
& Sheets and will continue the busi-
ness under his own name.

Frankfort—The Paul Mercantile
Co., whose grocery stock was recent-
ly destroyed by fire, has re-engaged
in business, the Worden Grocer Com-
pany furnishing the stock.

Mason—J. D. Waggoner, dealer
in general merchandise at Aurelius,
has sold his stock to J. Kent, recently
of Unity, Saskatchewan, Canada, who
will continue the business.

Lansing—The Lansing Kelvinator
Sales Co., 571 Capitol National aBnk

building, has engaged in business,
dealing in electric refrigerating de-
vices, supplies and accessories.

Sault Ste. Marie—P. T. McKinney
& Sons, wholesale and retail grocers,
have -purchased the James Thornton
grocery stock, located on East Por-
tage street. Mr. Thornton will en-
gage in trade in other lines at Rud-
yard.
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Detroit—Conn's Clothes Shop, 1237
Broadway, has been incorporated with
an authorized capital stock of $15,000,

all of which has been subscribed,
$1,200 paid in in cash and $11,000 in
property.

Lansing—Grover W. Lutz and
Eugene J. Worden, both of Jackson,
have formed a copartnership and en-
gaged in the baking business at 219
Shiawassee street, under the style of
the W. & L. Baking Co.

Muskegon—J. C. Huntsinger is
closing out the stock of the Muske-
gon Delicatessen, 33 Pine street and
will open an ice cream parlor and
fancy grocery store at 1045 Peck
street, under his own name.

Big Rapids—The J. C. Jenson Co.,
which has been conducting a Vogue
Shop for the past two years, has
added a full line of dry goods. The
stock was purchased of Marshall
Field & Co. through J. C. Major.

Detroit—Jam Shops, Inc., has been
organized to conduct a bakery and
lunch business at 5021 Woodward
avenue, with an authorized capital
stock of $5,000, $2,700 of which has
been subscribed and paid in in cash.

Detroit-—The  Albert-Schaub  Co.
has been incorporated to deal in dia-
monds, jewelry and silverware, at 353
Gratiot avenue, with an authorized
capital stock of $70,000, all of which
has been subscribed and $7,000 paid
in in cash.

Greenville—F. O. Lindquist has va-
cated his retail store next to the State
Bank. The building will be occupied
by Langman & Stone with a stock
of women’s ready-to-wear garments.
Langman & Stone conduct a chain
of similar stores throughout Michi-
gan.

Chesining—The Chesaning Oil &
Gas Co. has been incorporated to deal
at wholesale and retail in gasoline,
kerosene, oils, greases, automobile
accessories, etc., with an authorized
capital stock of $20,000, $15,350 of
which has been subscribed and paid
in in cash.

Tekonsha—Abel & Son have pur-
chased the meat and grocery stock of
H. J. Upston and will consolidate it
with their own. Leo McNalls, whose
bakery was destroyed by fire about
two weeks ago, will occupy the build-
ing made vacant with a new bakery
about March 1.

Grand Rapids—Charles J. Duchene,
who for the last several years was
connected with J. Lecour & Sons,
Kankakee, as buyer and manager of
the women’s shoe department, has re-
signed to take charge of the women’s

shoe department of the Friedman-
Spring Dry Goods Co.
Detroit—The Petroleum Heat &

Power Co., 246 West Larned street,
has been incorporated to deal in fuel
oil, heating burners and equipment
for domestic and commercial use,
with an authorized capital stock of
$25,000, all of which has been sub-
scribed and $6,250 paid in in cash.
Saginaw—Fire, starting in the gro-
cery store of Thomas Ryan caused
$15,000 damage, routed the family of
Guy Northrope, and damaged the
Louis M. Hass butcher shop. Haas
owned the building and he and Ryan
were insured. Northrope lost all his
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household effects and had no insur-
ance.

Grand Rapids—James E. Murphy
and James Jarvis have formed a co-
partnership under the style of Murphy
& Jarvis and will engage in the car-
pet, rug and linoleum business at 19
Division avenue, South. Mr. Murphy
has been in the carpet department
of the Wurzburg Dry Goods Co.
thirty-one years and Mr. Jarvis has
been employed in the office of the
same house for the past nine years.

Manufacturing Matters.

Lawton—The J. Hungerford Smith
Qrape Juice Co. has increased its
capital stock from $100,000 to $400,-
000.

Detroit—The Craine-Schrage Steel
Co. has been incorporated with an
authorized capital stock of $150,000,
$90,000 of which has been subscribed
and $25,000 paid in in cash.

Saginaw—The Baker-Perkins Man-
ufacturing Corporation, manufacturer
cf bakers machinery, will build a ma-
chine shop and office building at a
cost of several hundred thousand dol-
lars.

Marshall—The Buddy Brooks Co.
has been incorporated to manufacture
and sell toilet preparation, etc., with
an authorized capital stock of $10,000,
all of which has been subscribed and
paid in in cash.

Detroit—The Industrial Japanning
& Enameling Co., 1324 Maple street,
has been incorpofated with an author-
ized capital stock of $10,000, of which
amount $2,500 has been subscribed
and paid in in cash.

Ann Arbor—The Washtenaw Dairy
Co. has been incorporated to manu-
facture butter and other dairy prod-
ducts, with an authorized capital stock
of $1,000, $300 of which has been sub-
scribed and paid in in cash.

Bioyne City—The Boyne City Wood
Products Co. has merged its business
into a stock company under the same
style with an authorized capital stock
of $25,000, $12,760 of which has been
subscribed and paid in in property.

Flint—The Mason Motor Co. has
merged its business into a stock com-
pany under the style of the Mason
Motor Truck Co., with an authorized
capital stock of $500,000, $110,000 of
which has been subscribed and $65,-
000 paid in in property.

Lansing—The Lansing Dairy Co.
has been incorporated to manufacture
and deal in butter, cheese and all dairy
and farm products, with an authorized
capital stock of $175,000, of which
amount $91,840 has been subscribed
and $10,000 paid in in cash.

Detroit—The Freezerator Co., 2013
Franklin street, has been incorporated
to manufacture and deal in electrical
and mechanical articles, with an au-
thorized capital stock of $40,000, all
of which has been subscribed and paid
in, $3,000 in cash and $37,000 in prop-
erty.

Adrian—The Anchor Concrete Ma-
chinery Co., capitalized at $100,000, has
removed here from Rock Rapids,
lowa and purchased the factory build-
ing and site of the Adrian Steel Cast-
ing Co. which it will occupy as soon
as the proper machinery has been in-
stalled.
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Features of the
Staples.

The cold weather has stopped coun-
try shipments of canned foods. The
accumulation of orders, therefore,
with wholesale grocers is consider-
able, awaiting a mild temperature and
safe weather prediction.

A man who travels much on trains
and who stops at many hotels, said:

“It amuses me through and through
to be at table with people who, when
canned foods are mentioned, say, ‘we
never eat canned fods.’

“l wonder where they think the ho-
tels and dining cars get the fine
peaches and peas, string beans and
spinach, berries and pears which serve
all winter long, and which such peo-
ple eat with great enjoyment.

“Do they suppose that such arti-
cles are hothouse products, or that
they are produced in conservatories
for use on hotel tables?

“They eat fine canned foods and
yell for more, and then announce that
they ‘never eat canned foods.””

The lassitude of the canned foods
market in all lines and with all
branches of distribution is unusual.
Trade is probably torpid and will
awaken with warmer weather.

Sugar—The market is unchanged
from a week ago. Refiners are not
interested in buying raws in spite
of the fact that the market shows
signs of strength and some operators
believe thatt these indifferences, if
continued, will send the market down
again. As to refined sugar, it was
entirely unchanged from a week ago.
Refiners are still tied up and unable

Essential Grocery

to make prompt shipment, but will
catch up within a short time. Every-
thing considered, if there is any
change it seems rather to indicate

a decline than an advance.

Tea—No change has occurred in
the market during the week. The de-
mand is not very heavy and the situa-
tion is just as firm as it has been. All
the news that is coming from the
primary markets is strong.

Coffee—There have been some
fluctuations in the Rio and Santos
market during the week, Santos

grades being a fraction of a cent high-
er and Rk> grades about the same.
Firmer news from Brazil was the
cause. Demand has not responded
to these advances, but is only fair.

Canned Fruits—More enquiries for
small lots of spot assortments of
California fruits are being made, but
the market still remains inactive and
below a parity with the Coast, grade
for grade. The jobbing trade is slow
to acquire sizable lots as it prefers
to use its own goods, which it can
readily do since consumption is not
heavy. There is a strong preference
shown for advertised brands. All
varieties are in nominal demand. Ha-
waiian pineapple is decidedly firm in
sliced but easy in grated and crushed.
Apples are steady.

Canned Vegetables—Another week
of limited trading in canned foods
has been added to the season’s rec-
ord, with a repetition of the pro-
gramme of moderate buying for cur-
rent distribution and a neglect of
1921 packs for later sale and of fut-
ures. Consumption is being taken
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care of in the way of spot purchases
with some buying for immediate ship-
ment from the factory, but beyond
that very little was accomplished.
General complaint is made that future
packs are neglected no matter upon
what terms they are tendered. The
buying is spotty and confined chiefly
to the packs of particular canneries
which are usually the favorites. Corn
is quiet, with some demand for extra
standard. The standard quality is not
wanted apparently. Futures, it seems,
are without interest to buyers. Toma-
toes are standing still on the line and
no one seems ready to fire the shot
by which the race to a higher price
is started. Statiostical strength does
not seem to count for much with the
buyers who place orders only when
distribution is in plain view, and then
for only enough to meet orders in
sight. Peas are quite difficult to find
of the grades desired, and the first
hands market is pretty well cleaned
out. A few orders for 1922 pack, or
future peas, have been closed with
wholesalers, being placed with their
favorite Wisconsin factories; but gen-
eral buying of futures is being post-
poned. One order was placed for
1922 canned peas in No. 10 cans for
quite a good quantity. A broker
who was figuring on the order and
was rather confident that he had a
good chance to get it, found that it
had been placed at prices averaging
about one dollar per dozen lower
than those given to him to sell at, all
of which was rather disturbing. A
battle is being waged between Indiana
hominy canners, and threes standard
have been sold f. o. b. Indiana at 70c
the dozen, which is a very low price
—almost as low as the prewar price,
and cheaper, really, because the qual-
ity of hominy is so much improved
since then that it is worth about 25c
per dozen more than the old style
prewar goods. It is whiter, freer
from black eyes, and very nearly
perfect as a cereal food product. Con-
tinued cold weather in the early win-
ter, and most particularly the heavy
North winds, destroyed from 40 to
60 per cent, of the early spinach crop
in the Sacramento district in Califor-
nia and has caused replanting of most
of the acreage. The extreme cold
weather has had disastrous results in
practically all the truck gardens of
the river districts and has caused
replanting of nearly all varieties of
winter vegetables. Canners who had
expected to commence canning spin-
ach in February because of early
planting now probably will not be
able to make a start until some time
in March. The spinach market is ex-
tremely active, Sacramento spinach
having obtained a reputation in the
Eastern markets which makes it in
great demand. Most of the 1920 crop
has been sold.

Canned Fish—Canned fish is always
a slow seller at this season and the
market is running true to form. Sal-
mon is steady on the spot in all grades
of Alaska fish and firm in Chinook
packs. On the Coast Alaskas are
stronger than on the spot, with hold-
ers disinclined to accept concessions
in pinks or chums. The market is
not active so far as the local trade
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goes because it hesitates to pay Coast

prices, and rather than do so goes
without the stocks. Sardines were
dull all week. Maine quotations re-

mained the same, but there was little
business put through for factory ship-
ments. California old packs are neg-
lected. Foreign sardines are steady
on the spot and are held with con-
fidence by importers because of the
high replacement costs. Lobster and
crab meat are both closely cleaned up
and are to be had only in small par-
cels here and there. Shrimp is dull
and weak. Tuna fish is steady in
tone, but in limited demand.

Dried Fruits—An improvement in
the dried fruit situation noted, not in
the way of a radical change, but more
in a tendency toward a general better-
ment in the whole line and in the sen-
timent of traders. An overnight im-
provement is not to be expected be-
cause surplus stocks cannot be moved
at once, nor is it likely that the at-
titude <of buyers, which is now strong-
ly conservative, should be altered to a
policy of heavy buying. Industrial
conditions do not warrant such a
change of front. Some of the better-
ment in the condition is traceable to
the foreign situation which makes it
poss'ble to do a little exporting. Prunes
are in a better position on spot, al-
though irregular prices are still pre-
vailing as weak holders have not been
eliminated. Many jobbers are doing
more buying of the cheap lines which,
in turn, they are putting out to their
trade at narrow margins, for the
strong cry is for attractively priced
goods which can make a strong ap-
peal to the consumer. The California
market was strong all week, with an
advancing tendency, and holdings are
reported as moderate. Apricots re-
mained firm all week, due to their
general shortage. The demand for
the moment is not heavy, as the high
prices no doubt influence consumption.
Peaches are firm also and are in mod-
erate demand. Their best selling sea-
son has not yet set in. Offerings from
the Coast are light. Raisins generally
in the jobbing trade, were dull be-
cause distributors are not free buyers
and confine their operations to the
spot. Some exporting, however, oc-
curred. Currants are quiet, except
for a light jobbing movement, with

trading confined to the spot. Figs are
lower, both in layers and in pulled
fruit.

Rice—Domestic rice is quiet, both
here and in the country. Supplies
are ample for the current demand.

Syrup and Molasses—There has
been a fair jobbing business for com-
pound syrup at prices that remain
about unchanged. Sugar syrup is
moving every day, but at unchanged
prices. Molasses is dull. Stocks are
being kept low and every operator in
molasses is hewing close to the line.
The consumptive demand is fair.

Salt Fish—The Lenten demand for
mackerel is just ahead and the trade
appear to be expecting very much
this year. All stocks and grades of
mackerel are light and there will
practically be no new stock until next
fall. Prices are unchanged for the
week, but the undertone is firm.

Cheese—The consumptive demand
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is very light and the market is bare-
y steady at prices ranging about the
same as last week. Stocks in storage
are ample and we do not look for
much change from present conditions
in the near future.

Provisions — Everything in the
smoked meat line is ranging about
lI@2c per pound over a week ago,
with an increased consumptive de-
mand. Pure lard is in better demand
at prices ranging about yic per pound
over last week. The market on lard
substitutes, on account of scarcity of
cotton-seed oil, is firm at an advance
of about %c per pound over last
week. Canned meats, barreled pork
and dried beef are unchanged, with
a light consumptive demand.

Advisable To Purchase Requirements
in Advance.
Written for the Tradesman.

Continued deterioration in the con-
dition of the growing crop of winter
Wheat has created a great deal of
bullish sentiment in the market.

Comparatively low stocks and the
outlook for a short crop of wheat in
the United States the coming season
has also affected European buyers and
sentiment has changed very material-
ly during the past two or three weeks.

It is now conceded that wheat is in
an exceptionally strong position. In
fact, this is emphasized by the advance
in foreign markets, Winnipeg and Ar-
gentine wheats going up 6c in one
day and Liverpool 7c, with the under-
tone as strong as ever.

The strength in foreign markets
has added zeal to American traders
who favor the long side of the mar-
ket.

May wheat in Chicago, yesterday
advanced 6j”c, closing at approxi-
mately! 5c higher than on Monday.

Futures opened a trifle easier this
morning, and while it would not be
surprising to see somewhat of a re-
action, the market as a whole is in an
exceptionally strong position and it is
not only safe but advisable to pur-
chase requirements for four or five
weeks at least.

A complete confirmation of reports
of damage done to the growing crop
will certainly result in higher prices
than we have yet seen on this crop.
On the other hand, if it is found re-
ports of damage have been overstated
and exaggerated, a reaction to a some-
what lower basis will certainly de-
velop. However, it sjeeims out of the
question to produce a bumper crop
of wheat the coming year. There has
been too great a reduction in acreage,
due to winter-killing and drought,
which has positively been confirmed,
to warrant materially lower prices.
The probabilities seem to favor even
a somewhat higher range than that
prevailing at the present time.

Lloyd E. Smith.

William Judson (Judson Grocer
Company) and wife were called to
Schoolcraft this week to attend the
funeral of Mrs. Judson’s mother. The
funeral was held on Monday.

When you make a show card too at-
tractive you make people think of the
card itself rather than of the goods it
advertises.
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Arthur Higman in Criminal Class

With Travis.

Benton Harbor, Feb. 14—About two
months ago | read with much interest
your articles in the Tradesman rela-
tive to the Travis failure at Plainwell,
and his method of stock selling. Thus
far | have not seen anything in the
Tradesman in regard to one Arthur
B. Higman, formerly Vice-President
of the Berrien County Bank, at Ben-
ton Harbor, President of the Higman
Package Co. and President, Treasurer
and general manager of the Office
Investment Co.

If all the stories are true about Hig-
man in his stock selling and stock
jobbing scheme of the Office Building
Investment Co., then Travis in sell-
ing stock was somewhat of a piker
compared with Higman, who, during
the year 1921, had from eight to
twenty-two salesmen selling stock in
the O. B. I. Co., so-called, all the way
from $100 to $175 per share. Higman
stated to his attorney, “The less stock
we had to sell the more we could sell
it for,” without taking into considera-
tion that the more stock sold the less
the value of the stock, for reason that
Higman sold to the Office Building
Investment Co., through the manipu-
lation of the articles of association and
the board of directors, consisting of
himself and two others, property to
the amount of $200,000 which cost him
not to exceed $100,000.

The company was organized by this
man Higman with $400,000 -capital
stock, of which amount $200,000 was
subscribed and $60,000 paid in in cash,
but no cash was paid in except that
a check for $60,000 was given and
later turned back to Higman, or can-
celled, so that the amount originally
subscribed covered the value of the
buildings.

Higman is the son of the late John
Higman, of the Wells-Higman Co.,
who died suddenly at Grand Rapids
some twelve years ago after getting
off the Pere Marquete train while on
his way to the hotel. The son. Arthur
B. Higman, in his manipulations of
the Office Building Investment Co.
stock, was authorized by the Securi-
ties Commission to sell $240,000 of the
stock, as | am informed, but instead
of limiting himself to this amount, he
actually oversold $50,000 more than
the authorized capital of the company
or authorized by the Securities Com-
mission. When his attorney, William
P. Harvey, of Gore & Harvey, about
Dec. 10, discovered the true situation,
he sent Higman out to get back some
of the oversold stock and Higman did
actually secure from one Mrs. Cuff-
man $50,000 worth of stock and gave
it to his attorney for cancellation.

Mr. Harvey two or three days later
made Higman resign as Treasurer of
the Baptist church at Benton Harbor,
also as Vice-President of the Berrien
County Bank and as President, Treas-
urer and general manager of the Office
Building Investment Co. and within a
week or so announced to bankers of
Benton Harbor and attorneys holding
claims against Higman that he was
involved to the extent of at least a half
million and could be arrested at least
a thousand times.

| am told that Mr. Harvey stated to
our circuit judge, who stated the same
thing to our former prosecuting attor-
ney, that “he didn’t know of any
criminal statute Higman couldn’t be
prosecuted under in this State.”

Some time ago Mr. Harvey gave out
a statement showing Higman’s total
liabilities as $587,302.27, with assets
(mostly all of which were pledged)
some $274,759.14. Since giving out
this statement Mr. Harvey has stated
he fias found other debts to the
amount of $35,000, making the total
liabilities approximately $625,000.

I am sending you statement which
was handed me by one of the attor-
neys and also a general proposal for
the settlement of his affairs, as made
by Mr. Harvey, his attorney.

Widows, laborers and even children
bought stock of Higman, who took
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upon himself to sell all this stock at
the above prices mentioned. He, in
return, was to see that the Office
Building Investment Co. secured the
face value of the stock. Now the
stock is estimated to be worth all the
way from 25 to 60 cents on the dollar
and | have been told it has been of-
fered as low as 10 to 20 cents on the
dollar or from $10 to $20 per share.

Action should be taken at once by
the Securities Commission to prevent
people being swindled—and especially
laborers, widows and children—the
way Pligman, as told by his own at-
torneys, has swindled the people of
this county.

The Real Discoverer of America.

Detroit, Feb. 14—The letters which
are appearing in the press, giving em-
phasis to the discovery of America by
Lief Ericson, the Icelandic (pilgrim)
child of parent Norway, are a beauti-
ful and enlightening “sign of the
times.” The press is doing a great
work for pure Americanism in print-
ing the truth about America’s dis-
covery. All who have made deep,
consecrated research on this subject
are holding up your hands in this is-
sue, which, however, is no longer an
issue, but an acknowledged fact, based
on scientific understanding.

Lief Ericson was obeying a Divine
command when he set sail for these
shores. His landing, in the year 1000
near what is now known as New Bed-
ford, Mass., was not a chance happen-

ing, but an actual unfoldment of
spiritual prophecy, ordered by God.
As a child little Lief heard God’s

voice, as did little Samuel, and through
boyhood and in young manhood his
mission of discovery of the young
child America “burned within” him.
He followed the star (of his own Di-
vine impulsion) which never leads
astray those who seek its unerring
radiant guidance. He followed the
star to the promised land (America),
whose ultimate revelation by God,
through His messenger, was foretold
by the prophets of old. “Touch not
mine anointed (America) and do my
prophets (the makers of America) no
harm.” (1st Chron., xvi:22.) Every
step in the discovery and unfoldment
of this Nation is the work of God.
Columbus (and the ‘'honest achieve-
ment of every man is recognized and
revered) placed his symbol of narrow
and bigoted eecclesiastical despotism
on San Salvador in his vain attempt
to reach these shores, five hundred
years after Lief Ericson’s discovery.
He never set foot on our American
continent; he could not, under Divine
law and order. He represented—his
activities were fostered by—the influ-
ences which have ever attempted to
slay the young child, our America.

Our prophets—Franklin, who pre-
pared the way; Jefferson, whose mot-
to “Rebellion to tyrants is obedience
to God” was a beacon light in the
process; Washington, the father of our
country; and Lincoln, the revelator of
the Union—all these seers of the new
era fought and were relentlessly as-
sailed by ecclesiastical tyranny and
autocratic despotism, the enemies of
divine democracy, which America
represents. Their experiences were at
one with that of the Master Prophet,
the Master Discoverer and Fighter,
during His temptation on the mount.

The devil taketh Him up into an
exceeding high mountain, and showeth
Him all the kingdoms of the world,
and the glory of them, and saith unto
him, All these things will I give thee,
if thou wilt fall down and worship
me. Then saith Jesus unto him, Get
thee hence, Satan: for it is written.
Thou shalt worship the Lord thy God,
and Him only shalt thou serve. Then
the devil leaveth Him, and, behold,
angels came and ministered unto Him.
(Matt, iv: 8-11.)

The “angels of His presence,” the
“ministers” of the God who is Love,
were with the makers of America, and
are triumphantly guiding all who are
to-day upholding her sublime ideals,
her sacred institutions and who are
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in the glorious battle of Armageddon
for the preservation of her divine
(Anglo-Saxon) discovery.

Kitty Cheatham.

Go Easy on Title Guaranty and
Casualty Co.

The Tradesman regrets that more
of its readers did not avail themselves
of the services of our information
department (free of cost to Trades-
man patrons) before subscribing for
stock in the proposed Title Guaranty
and Casualty Co., of Detroit. The
scheme was fathered by a man who
made a very unsavory record for him-
self at Manistee a few years ago and
some of his associates in the game
bear reputations which can properly
be classified as “shady.” Some of the
money filched from deluded purchas-
ers of stock has been deposited in
Lansing. It is evidently destined to
remain there for some time to come,
because the State Insurance Commis-
sioner refuses to issue a license to the
company to do business so long as
Grieg and others equally responsible
for existing conditions are connected
in any way with the organization. The
only logical outcome the Tradesman
can suggest is that the stockholders
hold a meeting at Lansing under the
auspices and advice of the Attorney
General, Insurance Commissioner and
Securities Commission, vote to disband
the organization and arrange with the
Securities Commission to return the
remaining funds to the stockholders
pro rata of their holdings. The soon-
er this is done the more there will be
to distribute, because Grieg and his
avaricious associates are rapidly “ab-
sorbing” all the -funds they can get
hold of.

Likes Merrill (Old Timer) Best of All.

Goble, Oregon, Feb. 2—Upon re-
ceiving the 2,000th issue of the Trades-
man, my first thought was to write
and tell what | thought of it. Then it
occurred to me that some one of its
regular waiters could do it better than
| could, for somehow | never could
reproduce my exact mind in writing.
Slight illness and; bad weather have
confined me to the house for a few
days, so | have read the Tradesman
more closely upon receiving it. When
| read Mr. Merrill’s article regarding
the 2,000 issue of the Tradesman |
decided to write at once. Mr. Merrill
has reduced to writing the exact
sentiments that occurred to my mind
when | began to read the 2,000th is-
sue. If the reading public would pick
out the educational value of Mr. Mer-
rill’s writings, the Tradesman would
have to be published four times a
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week to be able to keep up with the
demand for it. | do not mean to re-
flect on the educational value of the
many other writers for the Tradesman.
Far from it. But where there are
twelve writers, each in his special line,
Mr. Merrill covers the whole twelve
in one article. So long as | can see
to read, | expect to read the Trades-
man, for every issue is getting better.
I am not acquainted with many other
journals, but it is a safe bet that none
has a greater moral, educational or

business value than the Michigan
Tradesman. May its issues be un-
limited. John E. Walker.

Want To Know Where Candidates
Stand.

Grand Rapids, Feb. 14—The Grand
Rapids Grocers and Meat Dealers’
Protective Association has invited
Major John G. Elmery, candidate for
the United States Senate to meet with
them Tuesday, March 7, in order to
become acquainted and learn Major
Emery’s attitude toward the retailers
in order that they may vote intelli-
gently at the approaching election.

Secretary Hanson is also mailing
questionnaires to the candidates for
City Commissioner. The replies will
be submitted at the next regular meet-
ing:

gDo you favor a city ordinance
regulating Sunday closing of the gro-
cery stores and meat markets?

Do you favor a ruling of the City
Commission which would enable citi-
zens of Grand Rapids to purchase
fanm products at reasonable market
price direcit from farmers governed
by the order of supply and demand?

Our contention is that consumers
unintentionally inspire the farmers to

advance their prices by competing
with wholesalers on the island city
market.

It is our purpose to protect citizens
of Grand Rapids against exorbitant
prices, so far as our ability will per-
mit, and propose the island city mar-
ket be conducted on strictly wholesale
basis and the city retail markets be
continued as strictly retail markets.
The prices established by wholesalers
according to the order of supply and
demand naturally would govern the
prices on city retail markets thereby
benefiting all the citizens of Grand
Rapids, as the grocers’ selling prices
are based according to prices paid,
plus a nominal percentage for their
services. Herman Hanson, Sec’y.

Some business men are as tight with
information as a miser is with coin.
They turn a salesman loose in a store
with a bunch of tailor-made regula-
tions and expect him to absorb in a
week the business acumen it took
them years to acquire. They spend
time and money putting a gloss on a
showcase or ginger in an advertise-
ment, but they fail to appreciate the
value of hand polish on the human
elements of their business.
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FINANCIAL STATEMENT

erchants Life

Insurance Company

HOME OFFICE—DES MOINES, IOWA

DECEMBER 31, 1921

ADMITTED ASSETS LIABILITIES
Mortgage Loans on Real Estate-------------- $3,768,169.13 Legal Reserve $3,766,706.00
Policy Loans and Premium N otes----—------ 377,402.82 Reserve Funds 705,923.22
Bonds (United States) 306,410.80 Claims in Process of Adjustment------------- 40,489.51
Bonds (Municipal) 134,437 .50 Premiums Paid in Advance-------------------- 24,227.27
Cash in Banks 233,874.50 Set Aside for Taxes 42,632.33
Interest Due and Accrued 108,515.72 Other Liabilities 17,306.70
Net Uncollected and Deferred Premiums —  219,333.97 Capital stoCK--------=mmmmmmmmeee $400,000.00
Surplus 150,859.41

- .

Total Admitted Assets $5148,144.44  Surplusto Policyholders 550,859.41
$5,148,144.44

Paid Policyholders since Organization (1894) $6,200,756.40
Paid Policyholders during 1921 ----m-mmmmmmmmm e e 734,252.09
Reserve on Deposit with the State of lowa December 31, 1921 - $4,147,402.56

WILLIAM A. WATTS, President.

RANSOM E. OLDS i i Chairman of Board
CLAUDE HAMILTON Vice-President FRANK H. DAVIS Sec* and Actuary
JOHN A. McKELLAR Vice-President CLAY H. HOLLISTER Treasurer
R. A. NORTON Vice-President CARL STUTSMAN Med. Director

MICHIGAN DEPARTMENT
A. G. GREEN, State Manager
4th Floor Michigan Trust Bldg., Grand Rapids, Mich.
HOME OFFICE, DES MOINES, IOWA
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ACHIEVEMENT OF THE AGES.
How easy it is to kick. It is much

easier to find fault, to acquire a
grouch than it is to analyze condi-
tions, pick out things to commend,

and speak kindy of those whose busi-
ness it is to make our laws.

“A great achievement” is how the
bargain arrived at the Washington
conference is referred to by President
Harding.

The die is cast. The bargain for
the reduction of naval armaments has
been put through in very good time
and with scarcely a hitch. A few
knobs of opinion had to be hewed
off to make the bargain a first rate
job, but by and large, it is a handsome
outcome to a most difficult proposi-
tion.

The signatures of the plenipoten-
tiaries of the conferring powers were
attached to four treaties and the sup-
plement to a fifth.

It is a great work well done. To
President Hlarding and his cabinet
head, Charles Evans Hughes, the
greatest meed of praise is due. It is
an epoch in history, a lasting mark
of distinction for the administration,
which will always be known as the
greatest work of Harding’s regime.

Abraham Lincoln is remembered
for his great state paper, the procla-
mation freeing the slaves. This five
power pact is to be Harding’s dis-
tinguishing mark, his monument to
fame in after generations.

We stand now in the immediate
presence of this great consummation.
As time wags on and the perspective
of distance lends enchantment to the
view, there will be the names of Hard-
ing and Hughes waxing greater and
grander as time rolls down the bay-
side of the years. Great have been the
deeds of American men during the
past half century, and the act con-
summated at the capital of the Nation
last week adds new luster to the name
of America and to American manhood.

The question may well be asked
how will this pact work out in prac-
tice? It doesnt seem possible to fail.
There may be, of necessity will be,
bumps along the way, but for the next
decade the peace of the world has
been secured. Is not that glory
enough for one administration? The
littleness of those men who would
make political capital out of minor
things will grow more pronounced as
this grand achievement of the ages
comes to be viewed and studied by
the unprejudiced eye of the world at
large.

There are a few only of our long
line of Presidents since the adoption
of the Constitution who stand out as
great men; great in the accomplish-
ment of great ideas carried into prac-
tical execution. Among these few
the name of Warren Gamaliel Hard-
ing will stand well in the lime light.
W hatever mistakes he may hereafter
make, this one great office performed
for the world will forever immortal-
ize his name.

In order to live up to the reputa-
tion thus established President Hard-
ing must keep continued step to ad-
vanced ideas and make good along
other lines. If he is brave enough
to stand pat on the soldier bonus
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business, and see to it that an added
taxation of billions be not put upon
the Nation at the present time, his
future greatness will rest secure.

Dare to do right is a shibboleth
that has carried men over dangerous
quicksands in the past and the Presi-
dent may well take heed to this say-
ing, lest he be found grovelling at the
feet of politicians who are unworthy
to lace his shoes.

Political expediency has been and
still is the bane of American public
life. It was the defiance of this that
so endeared Lincoln to the hearts of
the common people. At one time dur-
ing Lincoln’s incumbency of the
Presidential office many of his party
friends had deserted him, bitterly de-
crying his conservatism. Even these
went so far as to nominate John C.
Fremont at Cleveland for .the Presi-
dency in opposition to Lincoln. It is
recorded of the great Emancipator
that he refused to bend the knee to
the flatterers of his day, standing for
his honest conception of right through
good and evil report. And in after
years the Nation he saved and the
world outside applauded his course.

The pen with which the American
officials signed the new pact of world
peace was made for the occasion by
a Chicago painter (David Fairbanks)
of twenty-eight kinds of wood from
twenty-eight states, and decorated
with the flags of twenty-eight nations.
It is to be presented to the Daugh-
ters of the American Revolution as
a permanent memorial of the confer-
ence.

The ceremony of this world’s great-
est conference lasted but an hour. It
has passed into history and we are
now to see how all this just bargain-
ing for a world peace shall work out
in practice. It will work out, it must
do so. There seems not the slightest
probability of any miscue in the whole
affair.

President Harding missed his figure
in the pardon of Debs. He may have
made some mistakes in judgment
while dealing with the farm bloc, but
in this pre-eminent affair of a deleted
navy and a promise of world free
from war for a decade at least, the
President has written his name high
on the scroll of fame. Should he con-
tinue to make good along other lines,
even perhaps of less importance, the
administration will be one to be long
held in blessed remembrance, not
only by the people of the United
States but by those of the whole civil-
ized world as well.

Stimulated by a strong holiday de-
mand, the entire crop of California
walnuts, totaling over 36,000,000
pounds, has passed through the hands
of the trade, until to-day but a few
bags remain scattered among the
smaller markets. Consumer demand
for walnuts, however, has remained
firm and heavy sales of walnut meats
are reported throughout the country.
Evidence that the trade is taking an
active interest in the handling of wal-
nut meats is shown in the unprece-
dented activity of the walnut growers
in California through their co-opera-
tive marketing agency, the California
Walnut Growers’ Association.
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NO NEED OF BONUS.

To pass a bill “providing for” a
bonus without at the same time
definitely providing for the means
of payment would be the hugest piece
of legislative buncombe within living
memory. It is disgraceful that such
a performance should even be sug-
gested. But if a bonus is to be voted,
where is it to come from? Secretary
Mellon’s mere recital of the new taxes
by which three-fourths of it could
be raised is enough to make the pol-
iticians think twice before voting for
it. Even the ex-service men are di-
vided. Every attempt to bring the
question into the realm of practical
discussion reveals the utter imprac-
ticability of the scheme. But it is
worse than impracticable. It is most
unwise. To pretend that we can
wipe out our debt to the soldiers by
handing them a sizable tip is to sully
the sacrifice they made—a sacrifice,
be it said, that the country had a
right to ask and that the great body
of them gladly made.

Refusal of a bonus does not mean
indifference to the needs of ex-service
men. On the contrary, those who
are most strongly opposed to a gen-
eral “handout” are vigorous cham-
pions of the disabled veteran. The
country has formally admitted its re-
sponsibility for his welfare by spend-
ing large and increasing sums in his
behalf. More than 300,000 claims for
compensation have already been al-
lowed, and $300,000,000 has been paid
in compensation benefits. Nearly
150.000 insurance claims have been
allowed, the commuted value of these
claims totalling $1,300,000,000. An
interesting detail indicating the vast-
ness of this work is the fact that
4.000 ex-service men and women are
employed in handling the 1,000,000
claims now on file. In 1922 expendi-
tures for disabled veterans will ex-
ceed $500,000,000, which is more than
the entire normal expenditure of the
Government in any year prior to
1897. Does the country begrudge this
money? Far from regretting this
expenditure, the Nation is proud of it.

Because the country so earnestly
desires to do the disabled veteran
full justice, it cannot believe that

the mass of his comrades wish to see
their service made the basis of a
demand for a bit of prize money. To
do so is to stamp every one making
the demand as a mendicant or a
Hessian, disloyal to the country and
untrue to every instinct of manhood
and every tradition of Americanism.

WILL PRICES RISE OR FALL?

Among business observers there is
a wide difference of opinion at pres-
ent concerning the future of prices.
On the one hand, there is the view
that prices are slowly retreating to
the pre-war level. The process may
take five years, or even as much as
ten or fifteen years; but the steady
recession, in view of the low pur-
chasing power of Europe and the in-
evitable deflation of currency over-
seas, is inevitable. The general down-
ward movement, it is said, will prob-
ably be interrupted by short upward
swings, and it will not necessarily
tend to prolong the industrial depres-
sion for the reason that business men
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will soon learn how to prosper un-
der lower price levels, just as they
did in the eighties. On the other
hand, there, is also a view that a new
period of inflation, long overdue, is
now about to arrive. It is pointed
out that gold holdings are excessive,
that credit is again beginning to ex-
pand, that the country will soon be
called upon to absorb enormous quan-
tities of new securities, and that some
of the more sensitive raw materials
are already showing symptoms of a
new advance. It is not improbable
that both views of the situation have
a basis in fact, and that the two opin-
ions are not altogether contradictory.
A short period of inflation, affecting
especially those raw materials in
which deflation has gone furthest, is
not inconsistent with a tendency for
the general price level in the long
run to recede.

INSURING CROP LOSSES.

Among the many projects present-
ed at Washington, for the farmer’s
salvation there has recently appeared
a plan for Government insurance to
protect him from crop losses inci-
dent to the weather. The idea is
not wholly novel, as a number of
Western States have employed a sys-
tem of hail insurance for the protec-
tion of grain growers. North Da-
kota, while under the domination of
the Non-Partisan League, wen: all
other Commonwealths one better —or
worse—in this respect by providing
a system of compulsory hail insur-
ance. The plan has not worked sat-
isfactorily; the farmers complain that
the maximum compensation is inade-
quate, that the payments are unduly
delayed, and that the premiums which
they may be called upon to pay are
too uncertain, being determined un-
der the generally, discredited “assess-
ment” system of insurance. Private-
ly operated concerns handling hail
insurance are fully able to compete
with the State agencies. Some prac-
ticable means of insuring the farmer
against the vagaries of the weather
would prove a blessing to the coun-
try, but any hope that this can be
done effectively by  Government
agencies is evidently based on ignor-
ance of past experience.

Two facts stood out prominently in
the discussions at the meeting of the
National Retail Dry Goods Associa-
tion in New York last week. One
was the expectation of merchants, as
expressed by President Richard H.
Webber, of “lower prices eventually
in practically every line that we sell,
with these reductions to come gradu-
ally.” Another was the general con-
sensus of opinion that the cost of
retail distribution is high and that
the spread between production costs
and retail prices will have to be
reduced. Increased transportation
costs, higher rents, and heavier taxes,
both State and local, were enumer-
ated as factors contributing to this
spread. Retailers have learned by ex-
perience that sales can be stimulated
only by lower prices, and that new
means of effecting economies all along
the line from the factory to the store
must be discovered if business is to
return to a normal basis.
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ESSENTIALS TO SUCCESS.

Five Business Assets Every Merchant
Must Have.*

It is a good thing to have a big
association where every fellow can be
tagged with a badge and one man is
just as good as another—and. as the
old gentleman said, “Yes, and a d—
sight better." It is good to have every
man lose his identity for a little while
in this kind of an organization, and
catch the spirit of the big things that
need to be done, and by some kind of
a yell, send it down into the teamwork
of each_individual.

The job 1 have this afternoon is
pleasant rather than otherwise. | want
to talk to you about building up the
man power required to do things. You
cannot do anything without man
power. There is one boss you can
never get away from—you yourself.
There is one manager better for you
than anybody else in the world—you
yourself. There is one fellow who can
make you get up in the morning and
go out and do the things you have to
do, and do them in the way you should
do them—you yourself.

I am not talking about the old shot
in the arm we used to get by putting
one foot on a brass rail and crooking
our right elbow. | am talking about
the kind we had to take when we
went into the army; when you had to
roll your sleeve up to the shoulder
and the surgeon stuck a needle into
your arm and leaned against it- When
| asked him what he shot into my arm,
he said, “lI am shooting a bunch of
dead bugs into your arm to Kill the
live ones that might get you.”

This *“culture of enthusiasm” des-
troys the bugs of fear and of the
sense of defeat and of personal in-
efficiency and of sense of failure. |
am talking to you about that which
has made men do things all down
through the years—this culture of en-
thusiasm, the use of the powers a man
has. If we were using all our powers,
we would not be the pygmies we often
are. It is not that men are not
equipped. It is that they don’t use the
equipment they have. For much that
| say to you | am indebted to the men
with whom | had the honor of serving
in the army overseas. | saw men cut
off from all the comforts of life that
give “pep” and enthusiasm giving
themselves with utter self abandon-
ment to the things they had to do.
How did they do it?

Let me introduce to you the most
enthusiastic man | ever saw, a red-
headed Irishman, sometimes a ser-
geant and sometimes a buck private,
depending entirely upon his behavior.
When men worked under him he
could swear at them or kick them or
tell a witty story or even pray for
them, and get them to work. But
when he turned to his superior officers
and said the same things to them as to
the men, it didn’t work.

The day before this incident | am
relating to you occurred, the sergeant
had tod the Major just where he
thought the Major ought to go. Now
the Major could not keep command of
his batalion and go there, because the
batalion hadnt all got down there yet.
Besides no man ever left the battle
fields of France to go to the place
where the Sergeant had told the
Major to go unless he had been “hit”
and the Major had not been “hit” yet.
So the only thing the Major could do
was to take the stripes off the Ser-
geant, reducing him to the ranks. |
saw this former Sergeant the next
morning about 4:30, standing in water

up to his neck, holding a brace
against a “passerelle bridge” over
which the infantry were filing. The

bottom of the stream was so muddy
that the brace cold not be made to
hold unless someone steadied it.
Remembering that this man had
often been sent to me for discipline, 1
leaned over near him and said,, “Hey,
+Paper read at Michigan Retail Hard-

vva-e Association by O’in llassn Caward,
of Chicago.
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Old Top, how’s every little thing this
morning?”

Shivering and looking not at all like
the much discussed picture of Septem-
ber morn, his red face sticking up over
the water he said, “Captain, here |
shtand in the wather up to me neck,
I'm hungry and I'm could, wet to the
skin; I’'m lousey as hell, and I'm a
buck private; now what more could
a man ask for in this army?”

That was the most enthusiastic man
| ever saw. He had bumped the
bumps all the way down to the bot-
tom, and had the meanest job in the
A. E. F. that morning, yet he turned
his Irish wit loose on himself, laughed
at the job and wanted to know what
more a man could ask.

When we in this day and age of so-
called business depression hear peo-
ple talking hard times, and of the “ter-
rible depression” and the “tremendous
upheavals,” and the “great reconstruc-
tion that is about to come,” and all
their other high sounding phrases,
would that we could catch the spirit
of the Irish Seargeant and say, “Here
we are; let it come; all we want is
the chance 'to get out and put over
ultimately the thing we must put
over.”

When we catch that spirit we may
be said to be on the way toward real
enthusiasm.

That man started me thinking.
When | saw men putting up with
hardships to which they were not ac-
customed, | thought, "There must be
a way to find out how they do it.
And this is whait I found: | want to
write a prescription for you. You
won’t have to lie to the doctor to get
this one written or lie to the druggist
to get it filled, because every man has
the ingredients within himself. It is
a prescription, written on the thumb
and four fingers, which | call the
culture of enthusiasm. If a man is to
be really enthusiastic all the time, he
must have, first of all, an unshaken
faith in the Power of the Human Will.
I am not going to talk to you about
the culture of will power. You all
have enough of that and perhaps some
have too much. | am sure that every
man in this crowd has at some time
or other looked to the woman who
knows and loves him best as if he
could never get his hat on again be-
cause his ears stick up so high. Yes,
there is a streak of the mule in every
one of us. When a man has said his
say in politics or religion you might as
well let him stay where he is. If you
want to keep his friendship, stay with
him and admit his right to stay where
he is and stick to it, while you do the
same. Your wife, or swectheait or
mother calls this your “stubborn,
mulish meanness.” But you call it
your “manly firmness.” And you
would like to see anybody get around
that.

If you will turn that loose on the
big things of life, instead of the petty
ones, you can do what you sanely
want to do, and you can put over your
legitimate enterprises and you can be-
come the kind of a man you want
most of all to become. It depends
upon which way you turn it. If only
against the cook when the coffee is
cold, if you are only using that tre-
mendous power of yours on little stuff,
you will be a little man. If you use it
on big stuff, and throw yourself with
all your powers into the legitimate
enterprise, you can put it over.

Men, women and children, all have
the unlimited source of power, for
your will is only part of the great
cosmic urge, surging through the
world for countless centuries, flowing
out of the heart and mind of the great
God that created all. You are tapping
the cos'mic sources of eternal energy—
the power of the Infinite—when you
rely upon this will of yours.

There never was in all the history of
the world an enterprise put over for
the blessing or benefit of humanity
that did not depend at some time sole-
ly upon the power of one man’s will
for its successful completion. Some-
times you regret that you are all alone
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in a proposition, and that you must
stick to i1t and fight it out alone. But
that is the same thing which has hap-
pened with every other proposition,
big and little, down through the cen-
turies.

Cyrus W. Field was only the so«
of a merchant living in Stockbridge,
Mass., when first he heard the ticking
of the telegraph instrument and won-
dered why the wire could not .be
stretched out interminably around the
earth, with a man at the other end
ticking off the message received at
this end. Thrilled with that idea, he
went to the financiers of Wall street
and asked for a million dollars. After
six months of indomitable effort he
raised the million, and started to lay
the cable. The first time he got out
but a few knots from shore when the
cable broke. The second time he had
gotten only a little way farther than
the first time when the cable broke.
The third time he put all the remain-
ing fund into the expedition, and this
time he towed the cable three-fourths
of the way over seas out of the stern
of the Great Eastern, when in one of
the rolling, roaring storms that sweep
across the face of the deep, the caple
broke and sank in sixty fathoms of
water. They could not find it! In
vain did they(?rapple for it.

Disheartened, but not discouraged,
Mr. Field went back to New York to
the men who had been with him be-
fore. He asked for another million
dollars. They said, “You have just
lost a million dollars.” “Lost a mil-
lion,” said Field with an oath, “I will
take a hundred million dollars and
try a hundred times, but I will lay this
cable!”

Behind him lay failure, before him
lay success, and in that moment Cyrus
W. h eld crossed the line for the next
time he laid the cable.

| believe what happened to Mr.
Field happens to you and to me in a
greater or lesser degree. You have
for your job to-morrow and the next
day and all the rest of your life as
much will power as Cyrus W. Field
had for his. It is only necessary for
you to connect up and use it. With it
you can build yourself into what you
want to be, building your business on
a sure foundation of right principle, if
you will have absolute faith in the
power of the human will.
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I have put the will on the thumb,
because it is the most important digit
on my hand. | cannot pick up a pin
or take hold of a chair or make my
fist into a battering ram without using
my thumb. No more can yon take
hold of the legitimate propositions of
life and put them over without grip-
ping them by the power of your will.

Be enthusiastic about yourself and
your job. It is legitimate enthusiasm.
There is a kind of modesty that is
rubbing its hands and hoping some-
body will recognize its true worth.
There is another kind that shoots
straight out and says, “l am such and
such.” That is the kind of a man |
like to hire. | like to fire him, too. ff
he has estimated himsef too highly.
But | like to hire a man who isn't so
disproportionately modest as to leave
it entirely to me to find out all about
him. .

The second thing is, all the physical
fitness you can get. When | went into
the service, five years ago', | weighed
two hundred and twelve pounds. When
| came out | weighed one hundred and
fifty-six. | was not physically efficient
when | went in. | could not do all
the things required of the men. Gentle-
men, | will say for your benefit that
I think the worst habit to which men
are addicted is the deadly sitting habit
—not the tobacco or booze or swear-

ing habit—but the habit of sitting
down all hunched up, getting your
feet up so the ideas can run down,

getting your head and shoulders down
into the seat of the chair. So many
times we find ourselves getting into
this habit. Harry Tolies says, ‘stand-
ing on our livers and sitting on our
stomachs.” And then we wonder why
we are not physically fit and efficient
and why we cannot stand a strain
without going to pieces.

I think we might learn a lesson from
the men who went into military ser-
vice—that times of peace require the
same kind of, physical efficiency re-
quired of soldiers on the battle field.
We can keep ourselves that way if we

will.

To intelligent people like you, | will
only say there are just three things
you have to do. | am not prescribing
any particular system of diet or ex-
ercise or old or new thought. Eat
what you ought to eat and a little
less than you 'think you want. Make
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vour food serve your needs instead of
your tastes. Sleep as much as you
ought to sleep and no more nor less.
There is not a man or woman m this
audience but who knows how many
hours he or she requires to feel physi-
cally fit. Nature is a splendid mom-

tCThe other thing is to get out of
doors and breathe the fresh air made
for you in the big world, with the
sky for a roof and the earth for-a
floor and the horizon for the walls.
This old world is not more full ot
sunshine than of everything this old
body of yours needs to make and keep
it ?hysically fit. L.

he men who have lasted and stood
the strain and have had the will that
could put things over and bodies that
could obey their wills have drawn it
from the fathomless source of the big
things outside. It is sleeping, and eat-
ing, and out-of-doors that*will*give
you the essential physical *pep.

If my will is Captain of my forces,
it is up to me to give it a well con-
trolled and organized company in
physical forces to command.

The third thing we shall need is a
policed and organized “dome. You
know what it meant to police a camp
and pick up everything in it that was
out of place. Here is a definition of
dirt you can never forget: Dirt is
matter out of place.” That definition
wil hold anywhere. There are a
whole lot of people going around with
“matter out of place“—dirt—up here
in their domes. | am not talking about
the dirt of wvulgarity or profanity.
Everybody knows how that creeps out
and misrepresents him. Almost any-
body knows enough to keep it in the
background: but | am talking about
policing and organizing this wonder-
ful machine so that ?lou may get the
greatest amount of efficiency out of it
_ taking the dirt of anxiety out of it.

So many people make scrap baskets
of their heads, instead of filing cab-
inets. It is just as easy to put a
thought in the proper place as to
throw it in like a scrap of paper. What
man or woman can be excused from
not knowing enough practical psychol-
ogy to keep his or her mind in orders
You would not run an old ford car of
the vintage of five years ago as"care-
lessly as you run this most magnificent
piece of machinery ever created by
God or man on 'the face of the foot-
stool. Nobody knows the depth or
the power of that piece of machinery
inside your dome. We have come a
long way and still have a distance to
go, perhaps, far greater than we have

come.

Upon what are we depending.’ Inis
marvelous machine here within the
skull. You are endowed with it just
the same as anybody else. Your lim-
itations may be different, but it is up
to you to develop it along the line of
progress. You can do it by taking the
dirt out of your mind. There isn’t a
man here who would stand for the dis-
order on his desk that he stands for
in his mind or the woman who would
stand for the disorder in her home at
any time that she stands for in her
mind all the time, or a man who would
allow a clerk to keep a set of filing
cases as disorderly as he keeps his own
*mind.

There is not a man or woman but
who has looked into some splendid
plan and then said, “If such and such
a thing should happen.” Many a man
is imagining certain obstacles that lie
in front of him which he cannot over-
come. Only as we can give our un-
divided attention to the “right now”
of life can we get the fullest efficiency
out of this splendid machinery. Only
as we sweep out the thoughts out of
place and organize our forces can we
use this magnificent machinery of ours
to the best advantage.

Donald Mitchel, in “The Reveries
of a Bachelor,” has a sentence that
ought to be blazoned on the heart and
conscience of every living man to-day.
He said, “The past belongs to God;
the present only is ours. And short
as it is, there is more in it, and of itv
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than we can well manage. That man
who can grapple it and measure it and
fill it with his purpose is doing a man’s
work; none can do more; but there
are thousands who do less.”

When you and | can organize this
mind and give undivided attention to
the tasks and problems of the present,
we shall have so much enthusiasm for
the things we are doing, we will not
be worried about the things that may
happen or have happened .

Not only must we have absolute
faith in the power of the human will,
physical fitness, and a policed and or-
ganized dome, but “The golden art
of self-abandonment. You may think
I was talking paradoxically when |
said you are your best manager. No-
body knows you any better—except
your wife—than you know yourself.
Nobody knows your shortcomings,
your strength and weakness any bet-
ter than you do yourself. It is up to
you to care for this mental machinery.
Depending upon the will and upon
organized physical efficiency and po-
licing the dome to give your mind to
the tasks and problems of the im-
mediate present; then to forget self
and go away and leave it and go on
about your business.

Chauncey Depew,- coming home
from Europe, was met in New York
Harbor by a group of his friends on
board a lighter. On either end was a
brass band making noise enough to
wake the dead. After the lighter had
been swung around alongside the liner,
Chauncey, standing on the bridge,
made the shortest speech of his life;
he said, “My friends from New York,
if you are as happy to-day to see me
as | am to see you, then there never
was a happier group of people since
the angels sang, ‘Peace on earth, good
will toward men’ over Judea’s plains,
for |1 have found in my short life that
life is worth living only to those who
can, upon occasion, loudily let their
enthusiasm overcome their modesty.”

You know, and | know, that there
are hundreds of men and women so
good and heroic and splendid in their
private business that all the world
ought to know about them. But they
are so modest they don’t get enthus-
iastic about themselves and thereby
these good people rob the world of a
magnificent service which they could
render by example and precept.

I have not very much patience with
a man who knows how to do some-
thing better than anybody else who
does not at least brag about the re-
sults even if he doesn’t divulge the
method. Life is an advertising propo-
sition after all. It is up to you and
me by the best means at our com-
mand, to let the world know at least
our part of it—what we have as stock
in trade to put into business success,
what ever it may be. So | say it is
well for us to acquire the art of let-
ting our enthusiasm loudly overcome
our modesty.

| like to go even to a baseball game
once in a while if for no other reason
than to let any enthusiasm loudly over-
come my modesty. Not long ago
when a favorite of mine made a home
run, | began to “Ki! Ki!” and pound
the shoulders of the man in front of
me, and to my chagrin | saw that |
had broken his straw hat. | leaned
forward and said, “I am sorry, but |
will get you another hat right after
theDgame.” . .

“Don’t worry about mine. Took at
your own!”

And when | looked around the fel-
low behind me had his feet in mine,
and it wasnt even a hat at all any

more,

It is worth while to forget not only
your hat, but some other things in
your enthusiasm, and let yourself free,
so that you can get rid of that mag-
nificent dignity with which, please
God, you shall be clothed once for all
when you are carried out, either head
or feet first. It is time enough to let
dignity rest upon you then. En-
thusiasm is good now.

The other side is this: A few months
ago | was at PjttSburg, listening to' a
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great Scotch banker as he addressed a
arge group of selling men—men in
various lines of merchandise and idea
selling from all over the world. Words
of wisdom came from this old Scotch-
man’s lips, who had been a salesman
and banker and had succeeded in Sell-
ing his services to “his” world. After
he got through he asked for questions,
and a chap in one corner got up and
said, “What is a fellow to do when
he is plumb discouraged—when every-
thing has gone wrong and he cannot
get enthusiasm about anything?”

The old Scotchman did not wait un-
til he was through. He jumped to his
feet and said, “Ah, mon, mon! D’ve’ee
know what discouragement is? I’ll
tell ’ee! Discouragement is disap-
pointed egotism!”

Put that in your meerschaum and
smoke it. | do not know of any other
class of men—I am paying a sincere
compliment, though I may be mistak-
en in my premises—who ought to have
that thing shot into them any more
than you fellows. “Discouragement is
disappointed egotism.” In other words
it is a luxury in which no red-blooded,
two fisted, hones't-to-God man can af-
ford to indulge. It is feeling sorry
for ourselves. “I think that deal ought
to go through. | pronounce judgment

it is good. After | have sized up this
situation | think it ought to go
through.” All of a sudden it doesn',

and somebody is mean enough to say,
“l told you so!” You begin to get
sore, not only at that other fellow, but
you think, “It was my plan. Just see
what happened to me! How terrible
it is for a man as wise and big and
splendid and enlightened." Of course
you never whisper this, even to your
wife, but | know, because | have
thought it myself—“to fail. How
terrible it is!”

That is the kind of stuff I mean by
the golden art of self-abandonment.
There is only one man can make you
fail, in the last analysis, and that is
yourself. There is only one man can
make you succeed, and that is you
yourself. If you pay too much atten-
tion to his dignity, you will have him
in your way all the time. So treat him
as best you can and turn him loose
and forget about him.

There isn’'t any use of protecting
this self of yours. The golden art
of self-abandonment will turn you
loose with the enthusiasm of a boy
and the power of a man and a forget-
fulness and oblivion about the things
that hurt you. Put an elephant hide
on your ego, so that it isnt going to
get pricked at every little dart that is
shot towards it.

First of all: Absolute faith in the
power of the human will. Second:
All the physical fitness you can get.
Third: A policed and organized dome.
Fourth: The golden art of self-aban-

donment. And last of all: The little
glad habit. This last is not the least
important. It is a tremendous busi-

ness asset of to-day.

Over at the edge of the Argonne
forest we had a two day wait after
the “hop over” of September 26. |
had a box of books. | knew there
were some men who have to have
something ike that to relieve the ten-
sion of waiting. | asked the Corporal
who had charge of these books to let
me know the names of the books asked
for and the number of times for which
each book was asked. You could not
guess in a hundred years, unless some-
body had given you an inkling—the
book these men asked for twenty
times to one request for any other
book. It was for “Pollyanna,” the
story of the girl wh©’was glad things
were not worse. That was the secret
of her happiness and the secret of her
strength of character. | thought it
was only a girl’s, or at most, a wo-
man’s book. Those fellows taught me
that it is a two-fisted, red-blooded
man’s job to be happy in the face of
adversity.

The smile is nature’s camouflage, |
do not need to talk to those glorious
women about the smile, because there
is not a woman who does not know

February IB, 1022

the smile in rlature’s camouflage, bet-
ter than any camouflage that can be
purchased at—you know where to

it, | don’t. - .

Do you know what camouflage is?
It is the art of making everything ap-
pear perfectly natural. When we
camouflaged a gun, we covered it so
it looked like a part of the landscape,
and if a photograph were taken from
the air, you could not tell that the
gun was there.

And now that smile of yours. Every
woman knows when she uses it she
can cover up the feelings of hatred
or love she has inside. How about you

Mr. Man?”

My smile does not add to my
beauty. My little boy said to me one
day, “I like your smile when you are

talking to people, even if you do not
look as good when you are smiling as
when your face is straight.”

If you will take that little prescrip-
tion and give yourselves a shot in the
arm whenever you need it, you need
never be blue or inefficient or self-
depreciatory any more. You can go
ahead at the job you have.

Here stands your man of yesterday,
the man of the centuries, and the man
of today. The man of the hour, the
man who is relying upon his will, with
a trained body and mind, forgetting

himself, and letting his smile clothe
his_face.
Do you know where the word

“king" comes from? When the Norse-
men went out to their conquests and
came back or never came back, that
word was applied to the man who
came back with greater power than
when he went out. They called him
the “can-ning-man.” We have it in
“can.” In other words, the word
“King” comes out of the idea that fhe
man is king who can and who does.
Here stands your king of to-day and
to-morrow—the man of the hour—the
man with his will in use, tapping the
eternal source of energy and power;
the man with a body under control of
his captain; the will with a mind
whose machinery is called and cared
for as well as he oils his automobile,
with enthusiasm for his work, and
who is not afraid to smile in the face
of sickness, and even death, and smile
when he is successful and happy and
when he is not. There he stands—
your man of the hour, of the cen-
turies to come—the man you may be
if you will use, as thousands of others
have, sensibly and reasonably and
rationally, the culture of enthusiasm
and give yourself “a shot in the arm.”

Opportunity seldom goes to any
man; man sees opportunity and goes
to it.
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Ideal Wet Weather Leather Shoe
Material.
Written for the Tradesman.
Strictly speaking there is no such

thing as a waterproof leather shoe.

There are leather shoes that are
approximately waterproof, under cer-
tain conditions, but the ideal has not
yet been attained.

If any young chemist wants to leap
into fame by a single bound and, in-
cidentally, accumulate an easy for-
tune by way of royalties, let him in-
vent a process for making leather wa-
terproof.

Now this statement needs to be
qualified, by saying that this water-
proofing process must not make the
leather hard and brittle, but leave it
soft and pliable; and it must not in-
jure in any way the life and strength
of leather as a shoemaking material.

This, of course, complicates the
problem. Leather can easily enough
be doped with waterproofing mater-
ials in such a way as to make it ab-
solutely waterproof, but at the ex-
pense of other qualities essential to
satisfactory  shoemaking materials.
Leather can be made as hand and
brittle as a board, and almost as im-
perious to moisture as a slab of slate;
but what’s the use?

Generally speaking, the thicker and
heavier leather is, the more apt it is
to possess wet-resisting qualities. Of
course the method of tanage will have
a direct bearing on the matter. And
shoes made with the flesh side out
are believed to be better able to with-
stand moisture and keep the feet dry
under extreme conditions. In the so-
called trench shoe, this was one of the
Government’s specifications, and the
Government ought to know.

Of course the chief objection to a
shoe thus made is that it cannot be
made to look as attractive as it does
with the grain side out. With some
folks this would not, in itself, consti-
tute a serious objection; but many
other people are rather fussy con-
cerning the matter of appearances,
even with respect to a shoe for tramp-
ing about in snow and slush.

Why can't shoe manufacturers find
a leather that is naturally waterproof?
A leather that has all and sundry of
the good qualities that leather should
possess, and this added virtue of being
waterproof? The trouble is not with
the shoe manufacturers, but with na-
ture. Nature hasn’t provided any
source of such material. Leather,
being made from the skins of animals,
continues to possess hair-folliciles—
i. e. glandular cavities or ducts—after
the hair has been removed and the
process of tannage completed. W ater-
naturally penetrates these glands or
ducts Furthermore, modern taste
has decreed that the natural oils and
greases be largely removed, and this
makes it easier for moisture to pene-
trate the fibrous material. The re-
moval of these natural oils and
greases was itself an efifort to secure
a very important virtue for the shoe;
namely, ventilation.

This brings us to the point where
two highly prized shoe merits clash.
In fact the conflict is so sharp that
we may say the two are mutually ex-
clusive, and cannot exist in the same
pair. If the shoe is waterproof, it
cannot provide proper ventillation; if
it gives the foot air, it cannot exclude
moisture.

Orthopaedic authorities are agreed
that we breathe through our feet, even
as President Lincoln contended in his
day. In the summer shoe, this is a
quality that is often played up strong-
ly both by shoe manufacturers and
retail shoe dealers. It is very good
selling dope. Anybody knows that
the hot, stuffy shoe is extremely un-
comfortable in warm weather. Es-
pecially so to feet that are inclined
to perspire. Where the finish of the
leather is such as to provide for the
admission of air, the feet perspire less
freely and the temperature thereof is
perceptibly reduced. Yes, admittedly,
ventilation is a very important mat-
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ter; but ventilation means porous-
ness; and porousness means the ad-
mission of moisture.

The old-fashioned heavy cowhide
boot worn by our fathers and our
grandfathers was, perhaps, just about
as near to the goal of a waterproof
leather material as shoemaking has
thus far attained. And our fathers
and our grandfathers kept their boats
heavily coated with lard, or grease,
or neat’s-foot oil, or some other such
handy water-proofing material. They
rubbed on the grease or oil in pro-
portion to the depth of the snow or
the consistency of the mud. For
looks they cared not at all. They
wanted dry feet. Eturdy and robust

were these forebears of ours, and
their feet hadn’t hecn coddled by
wearing light, pliant shoes such as

most of us have worn all our days.
Even now in certain sections of the
country boots of that type are still
worn. And when it comes to foot-
wear service, it is doubtful if you can
beat the old boot of halcyon mem-
ory. Not much for looks, it must be
confessed, but mighty fine to pull on
when the stock must be fed and the
mud is three inches deep. Fine, too,
to wear out to the woodshed when
there’s eight or ten inches of snow
on the ground.

Resourceful manufacturers  have
produced very good preparations for
making shoes less pervious, better
able to keep one’s feet dry in stormy
weather. Some dealers have rather
frequent calls for such preparations.
and keep them constantly on hand.
If properly made, they do not injure
the texture of the leather. They have
a way of penetrating the fiber both
of soles and uppers so as to leave no
objectional after-results. Shoes thus
treated can, later on, be made to take
a polish. But the chief merit of all
such stuff is that it reinforces the shoe
at the point where it is weakest as
wet-resisting covering; namely, along
the line of stitching where the welt
is sewed to the upper. As a result of
strain and wear these holes made by
the needle of the welting machine
open up; and as the shoe becomes
older, the moisture comes in the more
easily. A good waterproofing mater-
ial really does help to exclude wet
and slush at this point.

The writer has observed that the
heft of the leather has much to do
with its resistance of moisture. It
may also be said that shoes have
more or less of this according to the
part of the swin from which the up-
per stock is cut. It is a well-known
fact that flanky leather is highly un-
satisfactory in this particular. It is
soongy. Water goes through it read-

IIyTanners have long been searching
for the ideal wet-weather Ileather.
Elkskin has been touted as an ex-
cellent leather for storm boots, hunt-
ing shoes, and other types of footgear
designed for use under extreme
weather conditions. Certain types of
sole leather—leather tanned by spec-
ial processes designed to meet the
severest test—have been advertised
from time to time. It has been sought
for many years; and it is a fascinat-
ing quest—the search for the ideal
wet weather leather shoe material.
Thus far it has not been found.
The field is open to all comers and
there are millions in it. If you think
you can solve the problem, go to it
It is a complicated problem. There

are many important matters to be
considered in its solution. And, as
we have seen, it. seems to involve a

sort of contradiction. Is it altogether
Utopian? Cid McKay.

BRANDAU SHOE CO., Detroit, Mich.
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Only the Best of the Hide in
H-B Hard Pans

The shaded part of the hide above is called the
“bend.”

leather.

It is the choicest part of the hide for sole
This is the only leather that goes into an
H-B Hard Pan sole.

For 25 Michigan winters H-B Hard Pans have
been keeping dry and comfortable the feet of outdoor
men working in snow and slush and mud. Here is
the shoe that will satisfy your hardest customer. Send

for catalog.

HEROLD-BERTSCH SHOE CO.
Grand Rapids, Mich.
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Imperative Need of the American
Business Man.
Financial inflation is not the only

ailment from which American business
is suffering to-day. One of the pro-
curing causes of this painful malady
is an over-inoculation of business
“psychology.”

The business man who succeeds in
these days of economic confusion and
perplexity must be a dealer in facts.
His success will probably be some-
what in proportion to the considera-
tion which he gives to the facts of the

situation rather than to the psycho-
logical dope in popular circulation
concerning it. *

Any business man, large or small,
who deals intelligently with the com-
plex and confusing problems which all
must deal with in the days just ahead,
must have at least some realization of
the fact that the United States, in an
economic sense, is no longer a Robin-
son Crusoe’s Island; that the price
which the American farmer gets for
his wheat, his steers, hogs, butter and

other products is intimately related
to the conditions ioif production, de-
mand and finances not in America
alone, but in every other important
country on the globe—in England,
France, Germany, Russia and China,
for example.

Hindsight is much easier than fore-
sight, and it is now apparent to the
shrewdest business thinkers in this
country that the calculations of the
most trusted and experienced financial
prophets who have undertaken to fore-
tell business conditions for the past
few’ years have fallen wide of the
mark, as a general rule, more through
a failure to understand the foreign
situation than from any other cause.
If this is true—and | doubt that any
one will have the temerity to chal-
lenge the assumption—it is plain that
the vital and imperative need of the
American business man is a better
understanding of the basic elements of
the foreign situation than he has had
in the past. True, he can scarcely
hope to grasp at one eager clutch a
situation which is in many particulars
highly confusing to the trained econ-
omic thinker of large ability and long
experience. On the other hand, no
business ‘'man in America is in posi-
tion to protect his own interests and
make all the profits possible who does
not make a serious and consistent ef-
fort to understand the more funda-
mental particulars in which prosperity
on the American farm and in the
American store and factory, is to-day
tied up with labor, trade and financial
conditions in the countries across the
seas.

Not long since | heard the head of a
business say to the young salesman
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whom he hoped to sometime name as
his successor:

“You don’t have to know bookkeep-
ing in order to sell our product but
until you do understand the funda-
mentals of double entry bookkeeping
you are going to be in about as help-
less a position as a man who cannot
read or write. Get the notion out of
your head that only those who aim
to become accountants should study
bookkeeping. You can’t read, write,
talk or understand the language of
business unti you understand the
principles of double entry bookkeeping
and can take a trial balance yourself.
Those principles are as elemental as
the alphabet and the multiplication
table and you are open to have some-
thing put over on you just as long as
you have failed to master them.”

The busness man of to-day who
does not make it his business to un-
derstand at least the rudiments of the
“foreign trade situation” both as to
its industrial, financial and general
economic aspects, is in much the same
unprotected situation as the aspirant
for a position at the head of a business
to whom double entry bookkeeping is
a profound mystery.

The typical American business man
does not relish being told that his ig-
norance of the most elemental prin-
ciples of economics, as related to world
trade and world finance, is so great as
to imperil the size of his profits or
that he can no longer hope to cope
successfully with the forces which are
arrayed against him unless he masters
the rudiments of business economics,
at least to an extent which will en-
able him to understand the language
of those who are supposed to be the
best qualified to analyze existing con-
ditions of this country as affected by
the conditions in foreign countries.
But it is the time for blunt speaking.

Take, for example, the matter of
foreign exchange, and the principles
which govern in that field. Only a
small percentage of the smaller busi-
ness men in this country have even the
most elemental knowledge of those
principles—yet they are operating to-
day to strangle American exports,
close thousands of factories and throw
several million men out of employ-
ment. If the average American citizen
had a knowledge of the simplest fun-
damentals of sound finance, would
proposals by Henry ford, Senator
Ladd and other men in high position
to meet the popular need for more
money by printing more money re-
ceive a shadow of acceptance? This
is virtually what thé legislation urged
by these men and by many others
amounts to—in spite of the fact that
in European countries where the gov-
ernment printing presses have been
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The New York Office

-OF-

Lawrence Scudder & Company

Accountants and Auditors

WISHES TO ANNOUNCE THAT

Fred A. Gorham, Jr.

HAS BECOME ASSOCIATED WITH ROBERT E.
PAYNE, C. P. A. (ILL.) AS A RESIDENT PARTNER
IN THE GRAND RAPIDS OFFICE

MR. GORHAM’S CONNECTION WITH OUR FIRM

MATERIALLY

INCREASES THE VALUE OF THE

SERVICE WHICH WE CAN RENDER CLIENTS IN

THIS SECTION.

Lawrence Scudder & Company

New York — Philadelphia — Chicago — Grand Rapids
GRAND RAPIDS OFFICE, HOUSEMAN BUILDING

CADILLAC
STATE BANK

CADILLAC, MICH.

Capital............... $100.000.00
Surplus . 100,000.00
Deposits (over)- « 2,000,000.00

We pay 4% 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

GRAND RAPIDS
SAVINGS BANK
FAMLY!

44,000

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
Grandville Avenue and B Street
Grandville Avenue and Cordelia Street
Bridge, Lexington and Stocking

Fourth National Bank

WM. H. ANDERSON, President

HARRY C.

LUNOBEROJ'ACY ,NS ."i,f; SHOP-

Grand Rapids, Mich.
United States Depositary

Savings Deposits

Commercial Deposits

Per Cent Interest Paid on
Savings Deposits
Compounded Semi-Annually

Per Cent Interest Paid on
Certificates of Deposit
Left One Year

Capital Stock and Surplus

$600,000

LAVANT Z. CAUKIN. Vice Preslden

Tl

».ta». « - N
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working overtime money is about the
most worthless commodity a person
can own.

The problems of tariff legislation are
imminent and we are about to have
new legislation on that score. It will
affect all business in America—small
as well as large—and in a very direct
way. Any man who leaves his think-
ing on that subject to members of
Congress, college professors and “Ex-
perts” is guilty of a failure to protect
his own business in a business-like
manner. The instinct of self-preser-
vation should make every man in busi-
ness in the United States to-day feel
a direct and personal pressure to ac-
quire a knowledge of at least the rudi-
ments of business economics, so that
he may accept or reject for himsef the
theories and statements offered by
those who are in the business of for-
mulating economic sentiments, poli-
cies and legislation.

Give us the facts—every cheering
fact in sight—but let every plea for
good cheer in business outlook have a
substantial fact behind it. Do not
stress the “psychological influence” of
“cheerful thinking” to quite the ex-
tent which it has been stressed in the
immediate past. We are a bit sur-
feited with the “business-a-state-of-
mind” stuff. Perhaps it is—but no
state of mind which is utterly unre-
lated to the existing state of facts with
which it is concerned is going to be
either permanent or satisfying.

And not only does the American
business man need to know the facts
of the economic situation but he needs
to know how to read them in rela-
tion to each other and to his own busi-
ness.

The net of the whole matter is that
business success in the days and years
just ahead calls for the application of
more intelligence than it has demand-
ed in the past—a sounder and broader
understanding of the great world
forces which are shaping supply, de-
mand and prices for the American pro”
ducer. Putting it in the bluntest terms
possible it is going to become increas-
ingly difficult for the ignorant man in
business to “get past” and show a
profit; successful men who boast that
they confine their reading to base-ball
reports are going to become about as
scarce as passenger pigeons. This is
because virtually every business has
lost its old local limitations and is
touched and moved by new and com-
plex influences radiating from condi-
tions in countries thousands of miles
from our shores.

America is no longer an isolated
Utopia; she has moved dangerously
near to the center of the World stage
and it.is up to her average citizen to
broaden iout and get the firing range
on the new situation—even if he has
to neglect the sporting page occasion-
ally to do so. Forest Crissey.

Happy Ending.

“l have just heard of a woman who
went to a hotel unaccompanied and
discovered that the acoustic properties
of her room were such that every time
she spoke aloud there was an echo.
She then made a bold attempt to get
in a last word, and in so doing talked
herself to death.”

M1ICHTOAN

Where the Vision Fails the People
Perish.

In the year 1911 over 192,000 per-
sons were convicted in Germany of
aggravating assaults and similar of-
fenses. The corresponding figure for
England and Wales for the same year
was 1,720. In this year more murders
were committed in Germany by boys
between the ages of twelve and
eighteen than were committed in Eng-
land and Wales by persons of all ages
and both sexes. In 1911 there were in
Germany 14,892 cases of violations of
women. The corresponding number
in England and Wales was 562.

Are not these figures startling, and
do they not persuade us of the truth
of the old saying that where the vision
fails the people perish. For from the
time of the Great Elector there had
been built up in Prussia no stronger
sentiment than that of force. Every
effort to develop the industrial power
of the nation had for its ultimate ob-
jective military dominance of the gov-
ernment. This serves to show that
the traditions of a nation incline its
people to good or to bad.

| speak of this because our Nation
was founded on strong religious be-
liefs, and whenever and wherever at-
tacks are made on the religion of the
Nation and attempts are made to con-
vert us to materialism, the very bul-
warks are being attacked. We cannot
hope to survive and play our part in
the destinies of the world unless re-
ligion is the dominant power in the
lives of our people and unless we are
thoroughly wedded to the belief that
there is nothing worth while but right.

J. H. Tregoe.
Take an occasional inventory of
yourself. If you detect a shortage in

the oil of gladness, pack your grip,
take a week’s vacation and begin active
missionary work on your heart and
liver.

S

Fenton Davis
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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 interurbans—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---------------m--mnmo- 10,168,700.00
Combined Total Resources 13,157,100.00
GRAND RAPIDS NATIONAL CITY BANK
CITY TRUST & SAVINGS B ANK

ASSOCIATED

Boyle

BONDS EXCLUSIVELY
MICHIGAN TRUST BUILDING
Chicago GRAND RAPIDS

First National Bank Bldg. Telephone* IcilSe”6«*«

Detroit
Congress Building

Grand Rapids Merchants Mutual Fire
Insurance Company
Economical Management
Careful Underwriting, Selected Risks
Affiliated with the
Michigan Retail Dry Goods Association,
OFFICE 320 HOUSEMAN BLDG. GRAND RAPIDS, MICH.

Will It “Pan Out?”

Your list of assets may include unsecured notes,
not easily collectable. Your stocks may have
suffered declines or impairment. And what
stocks have not? Will your Executor’s inven-
tory be creditable to your foresight?

What we wish to urge is the importance of
establishing an estate NOW. It can be done by
a “Living Trust.”

Let us advise with you on the construction of
this tentative estate.

We are glad to be of service TO-DAY and for
the future.

Call and get our new Booklet:
“What you should know about Wills
anil the Conservation of Estates."

Oldest Trust Company in Michigan

MichiS wTbbst

CONIPANY
Grand Rapids, Michigan



Germany’s Economic lllness and the
Outlook.

A brief summary of Germany’s pres-
ent financial and business position will
give some idea of this uncertainty af-
fecting the underlying factors. First
as to finances. Following present
indications, the German budget for the
fiscal year ending March 31, 1922, will
show a deficit of ten billion paper
marks, with the year 1922-23 probably
worse by a deficit well over 125 bil-
lion marks. It is true that to avoid
excessive loans there are plans being
discussed for an extensive revision of
taxes, but on the other hand it is ad-
mitted that no large increases in
revenue will be coming in this next
year. No action will be taken until
next spring and the bill under con-
sideration provides for a maximum in-
crease of only 42 billion marks though
it will probably be amended. The bill,
which will be considered in the spring
and which is almost certain to pass
with the same features, embraces,
measures striking especially upon lux-
uries—such as sweets, liquors, spices,
fruits, and tobacco, and also a definite
increase upon corporate incomes.

To meet this increase of domestic
taxation, there has been a general ele-
vation of export duties which it is
hoped will be passed on to foreign
buyers. The more important of these
increases in export duties are those
affecting dyes, leathers, linen, hemp,
jute goods, and all classes of iron and
steel goods.

As for more particular business
problems, those which the visiting ob-
server finds are at present viewed with
the greatest concern are those of in-
dustrial disturbances, coal and coke
shortages, the question of Russia and
raw supplies, and some phases of gov-
ernment operation of German rail-
roads. The problem now facing every
manufacturing concern in Germany is
that of raw materials. Undetermined
but considerable decreases in coal and
coke production have compelled the
country not only to fail in her deliver-
ies to France and Belgium, but also to
fail to meet the consumption of her
own industries. It is not only fuel,
however, that the latter lack, among
their other needs are unfinished steel,
pig-iron, flax, wool, cotton, and copper,
the latter two being notoriously low.
The result of all this has been very
apparent the last month—the falling
away of foreign customers who can
get no promise of delivery.

Here is where Russia comes in. Ger-
many has always looked upon this
country as one whose resources would
prove to be, voluntarily or involun-
tarily, one of the big factors in ‘her
expansion. But, as much of a genius
as Lenine is considered to be in Ger-
many, it is clear that not much can be
expected in the way of assistance for
present difficulties.

The German Association of Employ-
ers estimates that the average wage
increase from July to December has
been 75 per cent., but this has not
been stepping along with prices; the
price index figures of the “Frankfur-
ter Zeitung” showed an increase of 54
for the last recorded month, from 249
on November first to 303 on December
first
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The question of government owner-
ship has stepped back into the lime-
light for at least a while, due to the
fact that the industrial leaders are not
satisfied with the operation of the rail-
roads. In 1920 the Government pad-
ded very heavily the railroad pay-lists,
and since then public operation has
never been able to get from under the
deficit by which it was saddled,
through this and other steps of inef-
ficiency. Rate increases are now com-
ing rapidly; there were heavy raises
of railroad tariffs the first of Decem-
ber, and now the first of the year is
met by further increases averaging 30
per cent. Representatives of the Ger-
man industrialists have finally made
private operation of the railroads a
condition to their assistance to the
government in organizing reparation
credits, and on this basis a compro-
mise is being considered. In the last
resort the industrial leaders are to-
day also the men back of Germany’s
politics. The last six years of big
dividends have strongly intrenched
their position. On the other side the
other parties have greatly weakened,
the present Socialistic efforts are
looked upon as those of inexperienced
adventurers, and the papers carry long
discussions as to where ar® Germany’s
big men in this hour of need for far-
sighted administration. Without this
leadership there is nothing apparent
in the future to bring that degree of
confidence which produces co-opera-
tion. Thus is explained the tempor-
izing character of the front presented
by their National politics, and also the
game of private grab now going on in
the details of Germany’s political and
economic life. An appreciation of the
completeness with which the heavy in-
dustrial dividends of the last year have
been invested in foreign securities
would well conclude such a particular
study.

The writer has spent most of the
last month in and around Leipsig and
Berlin, and the observations he ‘has
obtained on how people are living re-
mind him of the gala year of 1919 in
America, when every stenographer
bought herself a fur coat regardless of
doubled prices. Except for those of
fixed or insufficient income the same
holds true in Germany to-day. There
has been much more artificial stimula-
tion in this boom than in the one
which we enjoyed, and there is now
the same lack of attention concerning
the consequences. The way money
was thrown around for their Weih-
nachten” holidays was a caution. In
Berlin everything is wide open and
getting big prices; the city is full of
French and American adventurers
who ‘'have come up to Berlin for ex-
citement and those cut-throat activities
which take such a crowd to the city
of greatest liberty.

And back of all these changes for
which he cannot see himself respons-
ible, the patient German citizen is
forced to work on while he sees all
his assets quite literally turning into
paper and while he wonders how its
all going to end up—where he will
“get off.” He also feels that things
are going to crack financially pretty
soon, but even those who think they
know the answer are not sharing it
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Consult Us Before Buying Bonds!
Established 1880

[latni?, plebber & © om pang
1212 Grand Rapids Savings Bank Bldg.
GRAND RAPIDS, MICH.

Boston New York Chicago

WE OFFER FOR SALE
United States and Foreign Government Bonds

Present market conditions make possible excep-
tionally high yields in all Government Bonds.
Write us for recommendations.

HOWE, SNOW, CORRIGAN & BERTLES

401-6 Grand Rapids Savings Bank Bldg., Grand Rapids, Mich.

INSURANCE IN FORCE $85,000,000.00

RANSOM E. OLDS
Chairman of Board

WILLIAM A. WATTS
President

[garreaT,7W ,InSOMANCE 00 iffiM 20 f

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

GREEN & MORRISON—Michigan State Agents

Michigan

Trustees— A Hundred Years
Ago and To-day

In 1822, a man of foresight selected, as wisely as he
might, a friend or relative to manage his affairs after his
death.* If this individual trustee was conscientious, he
assumed a burden of responsibility often-times heavy.
If he was dishonest, his appointment meant loss, sorrow
and frequently calamity to the heirs of the estate. In-
efficiency was often as serious in its results as dishonesty.

In 1922, fewer and fewer people appoint individual
trustees. More and more often the responsibility is
placed with a corporate institution—the modern ~trust
company—which is known to be worthy and which is
authorized by law to act as a trustee.

This Company has administered many trusts, both
large and small.

It pledges to those who use its services sound business
management, personal interest, and attention to every
detail of any trust or estate problem.

A booklet describing this service will be mailed to
you at your request, or the officers of this Company

will be glad to confer with you about your special
problem if you will call at our offices.

H RAND RAPIDSTRUST r.0 HPANY

GRAND RAPIDS, MICH.

OTTAWA AT FOUNTAIN BOTH PHONES 4391



with him. And there is no need of
telling him anything; the future will
be accepted as has always been the
past. The German did not have to
take the observation ‘it is a hard, hard
life!” from any other natonality 1

Fire Prevention Suggestions.

“The time to fight a fire is before
it happens.”

1. Don’t leave the stove while
boiling is being done.

2. Don,t pour water on burning
fat; use earth, sand, flour, salt, or a
metal cover.

3. Never let a stove get red hot.

4. Be careful not to wuse stove
polish on a hot stove; wait until it is
cold.

5. Don’t use any kind of stove
polish or other cleaning mixture un-
less you know what is in it; buy the
safe kinds.

6. Don’t leave sweepings in a
piece of paper; put them in the stove.

7. In handling oil or wax, use only
small quantities at a time; wipe thor-
oughly the surfaces you have rubbed
with rags, and then burn the rags.

8. Don’t put ashes in woden re-
ceptacles nor where they can possi-
bly come in contact with wood.

Rules for Rubbish.

1. Keep things tidy; don’t allow
rubbish to accumulate anywhere in
the house or near it.

2. If you keep oily clothes, put
them into a metal box or can with
a cover.

3. If you learn that any one is
keeping oily rags outside of metal
ocntainers it is your duty to report it.

4. Don’t pile dead leaves against
anything that will burn. They some-
times ignite of themselves.

5. Bury leaves; don’t burn them.

6. Don’t have old pieces of lumber
cluttering up your basement. Have
them cut up into kindlings and then
piled in a proper place.

Rules for Kerosene.

1 Be sure that oil heaters and
cookers do not leak and that they
will not overturn.

2. Keep their burners clean and do
not turn the flames too high.

3. Keep the oil can outside of the
house, if possible.

4. Do not let the floor beneath the
can become oil-soaked.

5. Make sure that the can does not
leak nor drip.

6. Never leave pil uncovered.

Five Years Fire Loss.

Property valued at $1,416,375,169,
estimated to be the equivalent of
283,275 new houses of a valuation of
5,000 or more, or sufficient to house
the entire population of a state the
size of Connecticut, was destroyed
by fire in the United States during
the five-year period ending with 1919.
These figures have been arrived at
by the National Board following an
analysis of 3,500,000 adjustments of
fire losses.

Electricity, the chief cause of fire
loss, led with a total of $84,086,471 for
the five years.

Matches and smoking stood second
with $73,474,348.

Defective chimneys came next with
$56,650,915. Other causes in their
order were:
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Stoves, furnaces, boilers and their
pipes, $55,133,181.

Spontaneous combustion, $49,702,-
886.

Lightning, $39,828,489.

Sparks on roofs, $29,271,585.

Petroleum and its products, $25,-
910,434.

Incendiarism contributed $21,596,-
965 to the damage and miscellaneous
unknown cause completed the total.

New York suffered the greatest
loss, the five-year total being $140,-
305,821, or nearly 10 per cent, of the
total. Pennsylvania was second with
$78,339,666. Illinois third with $73,-
916,503. New Jersey fourth with $63,-
679,525, and Massachusetts fifth with
$53,677,087.

The estimate of the National Board
is that $287,786,960 of the fires for a
five-year period were from strictly
preventable fires, $484,826,172 from
partly preventable causes and $360,-
587,544 from unknown causes, prob-
ably largely preventable. To these
totals should be added 25 per cent,
to make up for reports on losses not
covered by the Boards actuarial
bureau.

The Dangerous Wooden Shingle
Roof.

The unfavorable record of the
wooden-shingle roof as a breeder of
conflagrations is becoming more
widely recognized and, as a result, its
use is being prohibited by an increas-
ing number of cities.

There is considerable agitation con-
cerning the matter in Birmingtam,
Alabama, at the present time and the
News of that city advocates the plac-
ing of an insurance rate upon wooden-
shingle roofs 'high enough to discour-
age their use.

The paper goes on to say: There
are entirely too many old fire-traps in
Birmingham with tinder roofs. If
something is not done to get rid of
them, one of these fine, windy days
a fire is going to get away from the
department, and we will have a con-
flagration such as devasted a large
section of Atlanta a few years ago, or
Baltimore. Not only is the shingle
roof dangerous per se, but in case of
a fire the burning shingles are carried
many blocks and light on other in-
flammable roofs, and start other fires
in widely scattered localities. Away
with the shingle roof!”

Let’s Cancel Carelessness!

“l am not much of a mathemati-
cian,” says Carelessness, “but | can
add to your troubles, | can subtract
from your earnings, | can multiply
your aches and pains, | can take in-
terest from your work and discount
your chances for safety. Besides this,
1 can divide your thoughts between
business and pleasure, and be a potent
factor in your failures. Even if | am
with you only a small fraction of the
time, | can lessen your chances for
success. | am a figure to be reckoned
with. Cancel me from your habits,
and it will add to your total happi-

When a man’s business will not
stand up under the laws to which it
is subject, whether Federal or State,
there is probably something wrong
about the management of the business.
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MICHIGAN SHOE DEALERS

Mutual Fire Insurance Company
LANSING, MICHIGAN

Maintains Its

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.

OUR FIRE INS. POLICIES ARE
CONCURRENT

with any standard stock policies
that you are buying.

The Net Cost is 30% LeSS

Michigan Bankers and Merchants Mutual Fire Insurance Co.
of Fremont, Mich.

WM. N. SENF, Secretary-Treas.

SAFETY SAVING SERVICE

Class Mutual Insurance Agency

“The Agency of Personal Service”

CLASS MUTUALS ARE LEADING MUTUALS. Because they limit their line,
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 ‘hen it is up to you

to see that they do. by placing your Insurance with THIS AGENCY.
C. N. BRISTOL A. T. MONSON H. G. BUNDY
FREMONT M 1 CHIGAN

Petoskey Transportation Company

PETOSKEY, MICHIGAN

This Company has made an excellent showing in the way of earnings
ever sSncete organization and the beginning of its operation. As an
investment opportunity, the 8% Preferred Stock and common stock are
exceptional buys.

In the very near future this stock will be withdrawn from the mar-
ket. We would therefore advise all investors who are interested m
becoming stockholders in a real, dividend-paying Company, to give this
full consideration.

Write for full information.

F. A. SAWALL COMPANY

313-314-315 Murray Building

GRAND RAPIDS MICHIGAN

30’/0 Dividend

Rei
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. - } } G. H. Orr. UNKNOWN —ommeeemee 11752 Mrs. J. M. Wiltse, Vandalia___ 258.40
Proceedings of the St. Joseph Bank- £ranklin East Jones- o 8 Rewton L. Putnam, Cassopolis el Western “Union Tél.” Co. Three 256
ruptcy Court. Katie Eberhard, Jones-- - 3500 George “Peterson. Vandalia - 10189 Jay Wheeler, Jones 65
St. Joseph, Jan. 30—In the matter of D. E. Emmons, Jones---- 1,154.72 ~ Marshall_Prange, Jones - 50 Délbert White, Jonés " 10280
Joseph C. Hooke, bankru#)t, of Gales- W. F. Forman, address unknow .04 Gordon Pierce, Jones -- - 255 Wilson Pkg. Co. JackSom 1364
burg, an order was made for the recon- Claude Fosdiek, Cassopolis-—-— 130.31 H. I. Poe, Treas., Jones 8043 Velda C %/'Vhitr'fey Jones ——— ‘02
sideration of claims previously allowed Fred Fosdiek. Vandalia -- 68.82 H. 1 Poe, Jones [ 20 Wagner-White Co. Jacksom — 1,550.00
and also for certain creditors” to show  Mrs. George Rumsey, Jones- 20000 ©O. IGh Putnam, un 510Wh 03 Clyde Young,Thres Rivers —— 25800
cause why they should not deliver to_the H. H. Ferguson. Corey - 140.39 ~ Ralph D. larsons. Jones - 11243 Eldon Young, Jones — 10000
trustee property taken after the filing  Mrs. Alvira Ferguson, Jones-—  100.00 BUC Pf,rk'”si \Lodnes . 43129 Jane H. A. Young, Jomes _____  200.00
of petition 'in bankruptcy. The trustee  George H. Frank, Jones --—----—-- 425.98 TR Poumy e Jones — 3036 Frank York, Jones ——— 20000
was also directed to file his second report  First” St. Sav. Bank, Marcellus _ 5467.76 D. H. Pound, Agt., Jones -— 10000 Henry Young. Jones — 47841
?_nd %c_cc_)émtd prfeparaltory E.—,O declaring a glm. G_Iascsﬁ Jones Co."Cleveland ‘]977'52;-7 \l]\/[l)asr.] é"er‘]kinzoeéeotrtesas" Jones . 098 WH. Young, Jones —————— 404
irst dividend of at least er cent. rasseii emica 0., evelan >97.9i ) QROLLS e ) ity Nati ' TSansing )
Jan. 31. in the matter of the Palace W. Goodrich, Jones -------------— 3550 Gwendolyn Perkins, Seotts 3&6‘88 City National Bank, T>ansing_ 18606
Lamp Co. bankrupt, of Benton Harbor, George B. Gardner, Elkhart-— 506.10  Harriett Perkins, Seotts --—-- 326,52 $73,870.03
an order was entered calling the first Theodore Heekelman. Three D. H. Pound. Jones - 520 Customers’ bonds $ 4'850.00
meeting of creditors at St. Joseph, Feb. Rivers 50 Arthur l'ound. Gdn.. Jones . 3489 Outstanding drafts——— ——— 1,000.
14, for the purpose of electing a trustee, Don E. HUTTOUT, Cassopolis — 5000 Don Pound. Jongs ------ 609 Due to banks — —— 171103
proving claims, the examination of the Wm. Houldsworth, Jones ------—- 100.00 Blanch Pound, Jones 55896 [EE——
officers of the bankrupt and the transac- David Houser, Jones — 7799  A. J. Poe, Jones --—------ 13387 $81,431.06
tion of such other business as may prop- Ernest llayden. Jones — 25410  Isaac S, Pound. Jones 700,00 Assets e
erly come before the meetmﬁ. Frank Houser, Treas., Jones-— .08 Arthur W. Pound, Jones 1265 Loans : $42,442.42
Feb. 1 In the matter of the Co-Oper-  Frank Houser, JONes ------- - 107252 H. 1l. Pierce, Jone 20766 Overdrafis———— ——11.981.01
ative Plumbing Co., bankrupt, of Benton  Daisy Houser, Treas, Jones-—-— 23472 C. W. Poe, Jones -- 5000 Items of tramsit ——————— ——  75.06
Harbor, adjourned first meeting of cred- Byanza Hassenger, Jones -- 17800 C. W. Perkins Estate, 3333 Cash and due from Banks —  4,008.23
itors and the further examination of the C. C. Harwood, Jones - 343.08  Carrie L. Poe, Jones 1122 U.'s. ‘bonds —  6'600.00
officers of the bankrupt was further ad-  Mary Hafelt, Jones-—- 12500  Mamie Peck, Jones %602 War Savings STamps __ ——  59.55
journed to Feb. 25 at the referee s office.  Guy M. Harwood, Jones 19114 Frank Preston. Jones 412 Banking house, furniture— —— :
In the matter of James G. Hanover, C. L. Hartman, Jones-—- 489  Joseph Pierce, Hillsdale 171.08 fixtures and  equipment 8,500.00
bankrupt, farmer of Weesaw township,  Fred Hafelt,"Jones 20000 P uami e 57069 Other real estate 93339
errien county, e first meeting of cred- Anna Hafelt, Jones — —-----mmm- . . o h ) - .
itors was helé._ James Findel°of Glen- G. Il. Hammond Co., Chicago — 52052 M. Rikert.” Three Rivers ------- 5276 Interest accrued ____ __ 3.779.90
dora, was appointed trustee by the ref- Heraid Printery, Louisville  -— 26.20  Royal Neighbors of America, 34.86 $77.379.56
eree and his bond fixed at $200. Jesse  Mildred Hardy, Three Rivers- 22.55 - 1101 Liabilities and assets of Ernest Stan-
Boyle, Wilbur Smith and Delbert Black- D. E. Harvey, Treas., Jones-—— 7194 A A. Rumsey, Jones 160645 ard: ’
man, of Glendora, were appointed ap- 1). E. Harvey, Jones -—-—-—— 3537 L. G. Robbins, Treas., Jones ®2112  State, county and township
praisers. The bankrupt was sworn and Leslie Hagenbacli, Three Rivers 36 Lawrence M. Reid, Jones — 34795 taxes 228.08
examined by the referee and attorneys  john Hess. Jones F. W. Romig. Marcellus — 1692  John  PefKiAS —SE0Fs ——— 5.300.00
present and his examination disclosed M D. Hafwood, Three Rivers — 1446 H. ay, Jones -o--------o- - 15000 Albert Rumsey. Jones 1.709.00
progerty_above the exemptions of about George M. Hebron, Jones --------- David ‘Richmond. Jones ——  anoe e e Bound Joriss— 400.00
$400. First meeting of creditors was George Harris, Vandalia - 113 George W, Rumsey, Jones — 20010  First State Savings Bank, ~
further adjourned for thirty days. Clinton Hoover, Jones : Justin _Richmond, “Jones T un Marcellus ' 196.00
Feb. 2. in the matter of Walter G. Wm. Henderson, unknown - 93 Wm. Richmond, Jones -- 32000 Farmers & WMerchants Bank
Jones' Ernest Standard and Farmers & Wm. Irwin. JONES --o--r-eeee- 208.00  Frank Rockwell. Jones -- ~ 19500 ' 7.095.00
Merchants Bank, of Jones, a copartner- S, M. Isbell & Co., Jackson- 511.27  Mrs. Annett’- Rockwell, Jones — 7618 Athur Pound. Jones 650.00
shl?_, bankrupt, ' an order wm entered Roy Jacobs, Jones -- 21.25  Earl Rifenberg, Jones ----------- 1125 Randall Churchill.  Jomes—— 115.00
calling a first_ meeting of creditors at Calvin_ Jones, Jones 60000 IT. A. Rifenberg, Treas., Jones ,gpo8  K&NC Co-Op, Assn.. Jones 80.00
Cassopolis, on Feb. 13 at the c”urt house, Mrs. Calvin Jones, Treas., 1329 Elizabeth StlllmanT Jones . - 01  First State Savings Bank. ~
for the purpose of proving claims, the Ester H. Johnson, Jones 50.00  Ellis C. Ridgley, Three Rivers— % Marcellus 9 ' 107.06
election of a trustee, the examination of Mrs. J. B. Jones, Three Rivers — 1686 Olive B. Rockwell, Three Rivers 767 R. L. Schell Jones 27.00
thﬁ bantg(ru_pt and the transactlonlof such  Elmer H. Jones, Jones-- 58231 Archie RddglReghséonejoneS =300 C e ’ — '
other usinegss as ma roper come Margaret Jones, Jones -- . . ’ T :
before the meeting. gch’;duﬁes Yo %he Joarg Co-Op. Assn., Jones -—. 688890 Dean 'L. Rockwell Three River 21‘5% Assots $15,659.06
bankrupt were filed showing the follow- Boy Scouts, Jones ------- 6.20  Darrll F. Rockwell, Three Rivers : Household goods $  200.00
ing creditors and following assets wWm. D. James, Jones 5-28 June Annette Rockwell. Three 428  TwWO COWS — 100,00
Frank Arnold, Jones --- -$ Ray Jaseph, Jones 15 Rivers ‘50 Gasoline engine, jack and tank 35.00
Aaron Arnold, Jones -- ilo'oo  Jones Base Ball Club, Jones — 1000 Grover Rice, unknown - 700 Lot 87, Village of Jones -~ 800.
Mina A. AcMoody, Jones AT- C. A. Jacobs, Jones 5441 Mrs. F. W. Romig, Jones 40,00 Lot 88 Village of Jones 3.500.00
George Arbogast,” Jones - “AXi  Maurice Jones, Marcellus - 5579 Sadie Schorck, Jones N 0’51 ford automobile "150.00
Bari Avery, Jones -- - George H. Jones, Marcellus 67338 George W. Sisson, Three River 371-30 Deposits of money TmbankK-—— 1,587.51
Otis_Avery, Jones---—- . Jones, Marcellus ---- 578 Fred Schmittendorf. Vandalia — . Real estate held B
H. D. Arnold, Jones - mi'‘Ao Miss J. L. James, Jones - 2.5 Catherine Sickles, Penn - 200-88 Stock in frade 100.00
E. Fern AcMoody, Jones - "9r70  Joys Photo Shop, Three Rivers — 102" Ed. Smith. Three Rivers %(3)'70 :
Grace Arney, Jones---- - SSAX Olive Knap}g_. JONes  ---mmeeeeeeeeeen : B. H. Seward, Jones -------- 601 Total $15,163.51
Harold Arrey. Jones - . Donald s. King, Jones — _.-—— ) ;)  Peter Shafer, South Haven 384,60 Liabilities andassets of Walter C.
George W. AcMoody, Jones-------- J-i7 Mrs. Carrie Kaiser, Three Rivers Eva Smith, Jones ------- '8 Jones. Marcellus:
Mrs.” Wanda Atkinson, Jones — otto Korthsus, Cassopolis —— - 18980 S'F.“Skinner, Jones - 338-83 Internal Fevenue —eoeooeeeoeeeee $  zot.oi
Mr. and Mrs. Thos. Atkinson, n H. C. King & Sons, Battle Creek 2397 Mary R._Skinner, Jones -- g First State Savings Bank '
Clyde Knevels, Three Rivers 5000 Mrs. S. F. Skinner, Jones -------- 55.07 Marcellus B e—— 8,025.00
G. Thomas Barks. Agent, Jones 1G2M) Frank_ E. Krull. Jones ------ 10,52 So. Mich. Telephone Co., Three 64.9 Otis Huff. Marcellus - '564.85
Wilma Byers, .Detroit Mrs. John Kundert, Jones 558.85 Rivers 325‘72 Union Central Life Ins. Co '
George T. Barks, Jones —--——- Frank E. Kinney, Jones - 16000 Fred E. Searl, Mason —----------- £0.00 Cincinnati ’ v 539.13
Ada “Beardsley, Bristol, Ind. — 23700 Hugh B. Locke, Jones — 1217 George Spencer. Cassopolis - 9000 £ir'sisiate Savings Bank, :
Eunice N. Bundy, Jones  ----- George T. Lunning, Chicago -— g George H. Standerline, Jones — Y Marcellus ! .. 3,500.00
Hans Beardsley,”  Newport, K. 1. Levy-Ward Grocer Co., South 33502 Richard Standerline, Jones -----— 300.00 Otis Huff, Marcellus -— 1,000.00
Gretchen Beardsley, Newport, ~ gy BeNd  -ceeeememmemameemeen o — N 292 Mrs. Henry Shafer, South Have 22 Edward Thompson. New
Mrs. W. D. LaPorte, Constantine ,.83%  Bert Simmons. Jones - — 10000 ' 45.00
Mrs. Hazel Beardsley, Newport, ~ ~ C. A Lyon, Vandalia--- 3857 Ernest Standard. Jones - 982% Callaghan & Co., Chicago 7- 41.23
. . Imogene Long, Jones ---- 24000 Ernest Stanard, Jones 23-80 Union Central Life, Cincinnati 200.63
Fay Brown” Vandalia 25000 L. J. Lemunyon, Jones 5000 Rella Stanard. Jones -- 19206 Co-Op. Pub. Co.. Rochester-— 126.00
Mrs. Jennie Butler. Jones Chas. E. Lintz, Jones --- 11050 E. Stanard, Jones -- : First State Savings Bank
Chas. B. Bowen. Niles - - - - - 25000 Edward Lamb, Cassopolis -------- 0 E, §kanard -w-—--eee 2313 Marcellue Sovings 2.200.00
Mrs. A . J. Bent. Three Rivers— L783.8J W. D. LaPorte, Constantine — ‘51 \'\I/l\ln?) Isstﬁndgrllc?e, JQl_nhes Rivers 582-30
s. Alice_Bowen., Jqnes - P S. V. Lowell, Jones ---- - ) abe enberdenn, ree Rivers : .
!}A/clj%\rllvﬁ%é Bkenw'ﬁrd. Solnesd - 8&%88 E\:/Ihas.hLutriehCOan_tfamIe— -- 541 Mrs. Maucée Sschhellll. 'I:]reas.. Jones 18238 Total Assets $16,241.84
. W. Baske, Hanna, Ind. erchants Res. Life Ins. Mrs. Maude Schell, Jones ----- : ; ; :
Wilmer Brown, \ andalia Chic’:%;o - 1-104-:7,)‘21 R. L._Schell, Jnes - %gggg B|SILséurpi{ioer;nssory_notes and A
Leone Butler, Jones -- John ‘Mallo, Constantine -------- 150 Mrs. Thos. Standerline, Jones — 53 BOOKs, office furmi $6b.00
Thos. Boise, Jones — - Vergil Miller, Three Rivers 1200 George D. Schell, Jones -- — %é& Automobile _ - 250.00
Mrs. Caroline Breece, Jones--—- 190Q C L. Monger, Elkhart -------- ‘68 W. S Sl*ar. Jones : Debts due on open accoun t-—— 200.00
Ray Bonine, Admr. Vandalia — Mrs. Wm. "H. Miller, Jones 484 W, B. Seaber. Jones - 15 Stocks and negotiable bonds — 9.200.00
L. w. Beardsley, Big Rapids — May Maxson. Three Rivers -—- 433 John ’stephenson, Three Rivers L8 Bulicies of Instrance. —e - 1,040.00
Chas. F. Born. Jones -- - 7"MJL It AL Moyer, Jones  --------- 43 Claude Sherry. Jones. --------ceooee : Deposits of money in banks-—— 694.31
Chas. Black. Elkhart --- - George Mallo. Constantine 297 t. Joe Valley Baptist Assn., 16.86  Property in reversion, remainder
ﬁ' 3 %%%velg)'/ J‘Igrqlgese Rivers 4.1b (I\B/l M'WMIFadel\'/I JonesJ ones 17539 16.72 trust Y ' 1393.00
arry , - . rs._Willo Moyer, Jones ---- - :
Raymond Boise, Jones --—-- Jav R. Moyer, Treas., Jones-—— %%ZJ% 98 Property claims To be exempted  7,600.00
Leslie Bonine. Vandalia Charley Masten. Jones - 92 3 24%-%8 © Total $33.242.31
Hazel Bogert, Jones ---- A5 Alfred “Miller, Jones -- 10000 Mary A._Smith, unknown - : Feb. 3. In the matter of Vernon Mc-
Lottie D. Vow's, Jones --- - *X  Inez Miller, Jones-—---- 098 Rolland D. Stanard. Three Rivers 1.08 F bankrunt o B} the first
Lillian Bow'lby. Three Rivers — 33 Mary J. Morton, Jones 16821 George Schmittendorf. = unknown 5.32 ee, ban frup vd_O “mhaﬁ?j"' ﬁ IIFS
C. A. Bundy, Jones- - '  Marian Mann, Three River $8.21  Melville Stephenson, Constantine 100-83 meetnlwg of cre \Iltvorlls was fhe altlt & ?ht
Lena Butler, Jones--—- Mrs. Carrie Miller, Three Rivers 5000 Samuel Smith, Jones -- 50.00 ter pacle an : Iamint ngtvre St o hie
Louis _Criger, JOones ——————  m Winnifred Miller, Three Rivers _ 8000  Clifford Smith, Jones 72068 bond bemg fixed %1600, which' was
Cass Co, Farm Bureau, Cassopolis 231.00  Jay R. Moyer 50.0 Ed. M. Troyer. Jones 1.39 f'?nd glng vaeed ian open c'oumrlt IcChavt\'llaeg
L. R. Churchill, Constantine-—— 434 Ernest D.°M 600,00 Bertha Tower. Jones - ot e T Ao A A L Koo snd  Joh
Ralph Christner, Vandalia- —n Wm. Mihills, Jones 80000 Tobatue Class, Jones - 22 i cDrolf er, fa lam ool and John
Glen Criger, Treas. Jones - ~ E. R. Moyer. Jones-- 8000 Mrs. C. J. Timm, Jones 500 a}nt R en, o aa_lr_r;]azoot, wtere ap-
Glen Criger. Jones - Ah=i  Clarence “Moyer, Jones 32000 George_ Tolbert. 'Jones 13res BothezeaPnd iitected 1o sell'the aseets
Walter Churchill, Jones Harley Mihills, 'Jones 29, Flora Tutton. Jones - T AU A S BT AL s A
Colonial Theater' Co., Jon . B Olin Mihills. Jones - 50000 E. .C. Trattles, Jones-- 273 I Al A AR e S L
Lulu Carpenter, Vandalia- 200  Fred Mihills, Jones ‘91 Ruth Trattles, Three Rivers— . ventory an drepor °| appralse&sb e|ﬂg
E H. & M. E. Currier, J Clayton Miller, Jone 6335 Mabel H. Trattles. Three Rivers 9911 f"?d- Ag_orter was also gntered by the
Phili E. Clark, Corey- «> C. C. Miller, Jones - Jennie Trattles, Jones -— - 103%s  Loiaree OIrecling GeOr0e do 't adeoiee
Nellie Curtis, _Jones = ———— Merchants & lllinoi 6agos Clarence J. Timm. Jones - : under a chattel morigage, 1o accoun
Chemical St. Sav. Bank. Midland 04.39 Bank, Peoria ----- - . Three Rivers Ins. Co., Three

L. Thomas Est., Cassopolis 15« W. A. Miller, Three Rivers-
Alva Conkright, Jones be - W H M Y

m. . Miller, Jones
R. V. Cannady, Jones — - 107.95 i)
Capital Natioynal Bank, Lansing I,Ou%.é% tephen McCain, _Jones

iv. 4%%5) fhor the goods,atn% pro .Iertt%/ frog] Eh_e {_ime

i . e was appointed unti e adjudication,
1%%%% \E,g‘r?(','gnaue"Heg“n%;'S 700 The bankprEpt was sworn andlexamined
66.99 W H. Wells, Milford, Ind.— Zgégg by the attorney present without a re-

i ~ . ing- i porter and his examination continued

C. H. Deaton & Co., Chicago — ) {\//I_arle“M'\zK}l(nle . Tgeas., Jones — 12?3(2)8 \F/)Velrr}g w%?tse'd Ir}g.hesDe_tr0|t 200.00 until the next meeting of creditors,
Louis F. Dow Co, St Paul 382 &G Mekiney 300 e T 30974 Lesl’e Whited, Jones 57.36 In the matter of Joseph Hookey, bank-
Lois E. Dodge, JONQS =---mmv - Ib18 "B Norton Vioneg e 5000 Ralnh Whited. Jones 8100 rupt, of Kalamazoo, the adjourned first
Clara J. Darveau. Vandalia - 360.0U ﬂ E Norton, Jones 10000 Victor E. Waltz. Jones-— 5000 meeting of creditors and the adjourned
Mrs. E. H. Daugherty, Jones — 600 Yaniel @ ONomones 6034 Jo'nnv H. Wagner, Vandalia — 200.00 examination of the bankrupt was held,
E. H Dougherty Jones J- N"‘mger "I'owcr’{sr?in’ ,\,,ngée,,' 6,241.40 Duke Weston, Gdn.. Three Rivers 87.00 The trustee filed his second report and
A. G. Dyer, Tréas., Jones 72212 porn 'S NomosRy 14538 Duke Weston, Three Rivers — 15000 account, showing total receipts_of $4,
A. G. Dyer. Gdn., Jones- - 212 Leomhrd Noron Thres Riv 1755 Duke Weston, Treas. Three Riv. 28212 059.33 and disbursements of $627.78, leav-
Mrs. Wm, Dodge. Jones - Cos500  peomare Nk Ipree RIVELS T White” Seotte’ €8 "M 100000 ing a balance on hand of $4,059.33. The
Lee Darling, Jones ------- 1A-2 s orton. S 390.53 Lawrence Wieston, Three Rivers 75.75 first dividend was declared and the ad-
John Daughérty, Constantine 7>'>g Rivers. 500.00 Clarence Withers. Jones --—-- 13.03 ministration expenses to date ordered
E. C. Davis, Grand Rapids A S N. Nichols, Jones -----r—-o-oo- 5708 Etta White, JONes -omoee T 1580 paid. The meeting was then adjourned
Sam Eby, JOnes --------m- 47&10{3 National Surety Co., New York — 3508 Fomer T Wetherbee, Three Riv. 44107 for three months.
Ezra Eby. East Lansing 10910 James J. Spillane, Dir., Detroit e5e0  A{hort \Warner, Jones " 239
Elwood K/Iyers Co., Springfield Guy Harw'ood, Jones —-------e-oooee i Johml Warner, ' Jones - 22.00 Don't be a hog. When you tate a

Ohio ’ ! lo.uu Ed. Noecker, Three Rivers 16.40 lla D. Wright’ Jones - 10.00 .
Homer Evans, vandalia — Minnie Orr, Vandalia -—- : ik

1895 Man’s money, give him a smile and a

3362  Walter Wright, Jones g5947 word of cheer in return.

Frank Eberhard. Jones- 9.43 Daniel Waltz, Jones

Frank Eberhard, Jones--

E. E. Orr, Vandalia -----
Russell W. Orr, Cassopolis
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W hat about the
GASOLINE

you use?

VERY motorist knows that all gasoline is not alike: You have reason-
Kable assurance that the quality of most gasoline sold under a well
known 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 say
the Red Crown Gasoline never varies, exceptas seasonable changes call tor
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

3y MHIUIome: il
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IN THE EARLY EIGHTIES.

Reminiscences of the Tradesman’s
Second Employe.

Shelby, Feb. 4—The Tradesman’s
announcement that it had reached and
passed its 2,000 edition puts me in a
reminiscent mood. | enclose an ar-
ticle as a result. It strings out rather
long, yet 1 have omitted many things
that flitted across the retina of my
memory. It is quite possible that |
am at fault about some things, like
the reference to “Toze,” as | am not
sure of his initials or occupation. |
did not link up Mr. Fuller, for whom,
you know, | have great respect.

It occurred to me that as your first
graduate 1 may have held a unique
position among your alumni, and the
article is submitted for disposition as
it pleases you. It smacks rather fre-
quently of the first person singular,
but its first purpose is to pay personal
tribute to the Tradesman and its
founder, who have played a large part
in whatever has been my good fortune
to accomplish.

Harry M. Royal.

The Lord has been rather kind to
me, | think, and one of those kindness-
es was to direct my ways into early
association with the 'tradesman. 1 hat
association was wholesome and help-
ful to me. The reference to my
“diploma” may recall something that
you have long forgotten, but some-
thing that has been a constant spur
and inspiration to me, for it not only
gained me something much needed in
a financial wav, but | could not fall
down, could I, in the face of this re-
posed confidence and trust? My honor

and integrity, even more than ray
small capital and ambition, were at
stake. | must make good.

It was then that | came first to a
realizing sense of what credit and con-
fidence involved. Harry M. Royal.

Two thousand in terms of months
would take us back into colonial days,
at the beginning of the rumblings of
the revolution—twenty years before
the Declaration of Independence.

Two thousand years would take us
back to the shepherds tending their
wild flocks on the hillsides of Judea
and before the three Wise M r fol-
lowed the star of hope and promise
to the manger at Bethlehem.

Even in days it would return us to
the dominance of the German War
Lord over the stricken cities of Bel-
gium and the ravished fields of France.

Two thousand weeks of useful ser-
vice and continuity of effort!

A single issue represents a col-
laboration of mind and matter that not
many organizations are capable of pro-
ducing. And two thousand weeks
means the application of brains and
vision and energy and love for the
task.

Two thousand weeks! Covering a
period of more than the average span
of human life. The cold figures jar
me with the realization that | am
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growing old, as for more than 200
weeks, after the first twenty or thirty
| was a part of the Tradesman’s per-
sonnel.

Do you remember the day when, as
a callow youth, with a shock of near-
auburn hair and with down on my
face like that of a newly-hatched
gosling, | climbed the stairs to the
third floor of the old Eagle building
on Lyon street and asked for a job in
the little one room that contained all
that then represented the possessions
and promise of the Tradesman? In-
deed, it contained most of what it now
represents—in the figure of the dyn-
amo of energy, just then working over
a type form, whose genius carried it
forward then and always.

After a short conference, with a
negative reply, | started away, reluc-
tantly, because, it seemed to me that
I would like that little group. And
before | reached the street | was
called back to begin more than four
years of most delightful and, to me,
very valuable association.

It was a little family group and |
was adopted into the family. | suc-
ceeded James Irwin (Jim) Marshall,
who was pursuing a course in business
administration at the Swensburg Busi-
ness College and could not assimilate
the pot hooks of Ike Pitman and all
that stuff and “hold his case” and
keep his health at one and the same
time. Because he had been faithful
to the Tradesman, the Tradesman
stayed by him and “grub staked” him
until he completed his commercial
education. He soon found employ-
ment in Chicago and gradually climb-
ed to the top round of success. He
owns a controlling interest in the Mid-
dleby-Marshall Oven Co., is president
of a bank and lives like a prince. 1
am happy to know that he regards his
connection with the Tradesman as the
starting point in his career and that
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he attributes much of the success he
has achieved to the close application
to business he acquired while con-
nected with the Tradesman.

There was a regular row of news-
papers on the Eagle building third
floor in the spring of 1884. Please
pronounce “row” with a long o, as we
were a fairly friendly neighborhood.
About our only rivalry was as to
whom belonged the services of the
Daily Eagle drum cylinder press in
the basement and the possession of the
elevator thereto. The front rooms
were occupied by the Saturday Even-
ing Post—no relation to the Saturday
Evening Post of Benjamin Franklin
and the Curtis Publishing Co. It was
edited by Rev. J. W. Hallock, earnest
in the advocacy of prohibition. Next
was our own little office and then the
Vreiheits Banier—a publication print-
ed in the Holland language, in which
its title meant “Freedom’s Banner.”
Its publisher was, | think, James Van-
derSluis and its editor a small intel-
lectual-visaged man of sandy hair and
mild temper whose name in English
would be Shaffer, but | never could
quite get it in Dutch. In the rear
offices was the Michigan Artisan, the
pioneer furniture organ, published by
At. S. White, whose interesting con-
tributions to the earlier years of
Grand Rapids history are read with
interest whenever he chooses to delve
into the well of his wide knowledge
and lively _memory.

Turner “was the principal
owner of the Daily Eagle, but E. B.
Fisher was the city editor and moving
force of its news features. | recall
Mr. Fisher as a very active and ener-
getic man and that he was reputed to
possess a most remarkable memory.
It was frequently asserted that be
could carry the news gatherings of a
day, including numerous interviews,
with few if any penciled notes and
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later write them with almost absolute
accuracy. Mr. Turner spent a good
deal of his time carving decoy ducks,
as he was a famous duck hunter and
had well earned the recreation and
leisure which he enjoyed. These de-
coys were, in their way, works of art,
but they never impressed me much,
as shooting game never appealed to
me, and | was familiar with the net-
ting of wild pigeons during three
Michigan nestings and had assisted in
the training of the birds used as stool
pigeons to lure the passing flocks to
the nets of the pigeon catchers. So
a wooden duck seemed less clever than
a trained pigeon, more a minature of
the art of carving or wooden sculp-
ture which | had seen done by men
making wooden Indian signs for to-
bacco stores and once a collossal fem-
inine figure which 1 understood was
for one of ithe early breweries
The scholarly Albert Baxter
the political editor of the Eagle.
a young cub about the building 1 had
no association with Mr. Baxter, but |
gained a high regard for the venerable
writer and | stepped lightly as |
passed his office door. The only re-
mark | remember ever having heard
him make was in pointing out to an-
other man the elecetion returns on the
Eagle bulletin board indicating that
Maj. Allen B. Morse, of lonia, had
defeated Judge Thomas M. Cooley for
Justice of the Supreme Court, in-
timating in a charitable, but rather
pained, tone that “an empty coat
sleeve—Major Morse had lost an arm
in the Union service—had won over a
great jurist.” | later came to under-
stand why a mail of Baxter’s learning
and conservatism would appreciate
that great interpreter of Michigan’s
fundamental law. | also came to know
fudge Morse and to be attracted by
his charm, and could also understand
why his personality, including his

WaS
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empty coat sleeve,
the average voter
the surpassing
Cooley.

There was a very decided commun-
ity of interest in the office of the
Tradesman in those days. It has con-
tinued to this day, of course, but not
exactly along the same lines. One of
our chief interests in those days was
whether or not the weekly receipts
would cover 'the week’s expenses—in-
cluding the pay roll.

The firm was E. A. Stowe & Bro.
As nine-tenths owner of the under-
taking E. A. was admittedly entitled
to the largest recompense from the
business, and, likewise, to the longest
hours of work—and his salary was $12
per week. Arthur, the brother, had
by the time of my advent arrived at a
$10 a week wage and my own first
earnings were about $8. When Sat-
urday night came it was the custom
to take an inventory of the funds in
the treasury. | will say that my own
wages were considered a first claim,
Arthur’s next and E. A. carried the
deficiency if there was one—and there
frequently was.

Those were the days when Solomon
Snooks, of Cant Hook Corners added
some humor and, more or less, sage
philosophy to our columns. A Josh
Billings style of spelling—only differ-
ent—was adopted for this feature, and
to preserve uniformity, which the au-
thor seemed never able to do, it fell to
my lot to put this matter in type and
to evolve a mental dictionary—sup-
plemented by a note book for unusual
terms—so that it should not lapse into
phonetical clashes and discrepancies.
I found it an interesting experience,
but it soured me forever on freak
spelling.

Another valued contributor was Al-
fred B. Tozer, familiarly known as
“Toze,” who had had a long and
varied experience in daily newspaper
work and later gained considerable
distinction and no little profit as the
author of thrilling fiction. He held
some public position—I1 think it was
Police Court Clerk—and his writings
for the Tradesman were more through
interest in the head of the firm and
his undertaking than for the recom-
pense he received.

With an organ representing the
various mercantile interests of the
State and an editor zealous for the
promotion of the welfare of all of them
a great impulse was given to the or-
ganization of the various lines of trade.
The Tradesman was always the “of-
ficial organ” and usually its office was
the scene of the organization’s nativ-
ity. Not infrequently E. A. cheerful-
ly and unselfishly assumed the drudg-
ery of the office of secretary until the
proper person developed within the
ranks of the association to assume the
duties of that position.

There were some interesting inci-
dents in connection with these under-
takings. For instance, some members
of an embryo associatipn, which he
was sponsoring and leading through
the first steps of their organization, in
his own office questioned his presence
among them, being afraid that in an
editorial capacity he might give pub-
licity to the secrets of their trade.

Among the early organizations
which were born in the Tradesman of-
fice and met there regularly for many
years was the Grand Rapids Retail
Grocers Association. One of its first
activities was to establish a collection
department, with E. A. as Secretary.
Among the first to be placed upon the
unenviable dead-beat list was a burIK
individual with a proboscis of suc
brilliant pink as to indicate why he
did not pay his grocery bills, and to
designate him as “Peach Blossom”
among the office force after he had
called a couple of times to see and
exterminate the representative of his
traducers. He had a bold air and
abusive tongue upon his visits when
the Secretary was not in, but one day
he found the object of his quest and
before he had half finished his ulti-
matum of dire punishment he was
thrown out of the door and tumbled

would appeal to
more than would
intellect of the great
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part way down the stairs.
he went and paid his bill.

Another desperate looking fellow
came to the office to interview the
Nemesis of dead-beatism because E.
A. described his occupation in the
dead-beat list as *“door tender in
gambling house.” Some one evidently
showed him the designation given him,
but before he was through with his
first interview with E. A. he was
wandering around a lower floor, try-
ing to find out what had hit him.

“Peach Blossom” reminds me of
something else in the peach line—no
less than a large bottle of peach
brandy presented to our boss by a
friend from Fennville. That, please
remember, was more than thirty years
ago and not in conflict with the Vol-
stead act, nor the eighteenth amend-
ment—of sorrowing wails. It is some-
times intimated in the press and on
the stage that prohibition is a joke.
W hatever it may be now it was a real
one then. The boss had no taste for
the sparkling elixir, but he was ever
a hospitable man and when friends
called he was wont to give them a
wee bit in a small glass. One day, in
his absence, the force took the bottle
down to Julius Kuhn’s restaurant, then
just across the alley toward Canal
street, and had that well-known cater-
er brew some tea to exactly duplicate
the color, replacing the brandy with
it and the brew was pretty well con-
sumed by astonished visitors before
the duplication was discovered. |
know that yon are wondering what
became of the brandy—and so did the
boss.

Those were the days when John
Mcintyre and “By-Gee-Cripe” Jen-
nings and the Bradford brothers and
Max Mills, of beloved memory, were
prominent as representatives to the
trade of Grand Rapids wholesale
houses, the first two being especially
valuable sources of newspaper stories.
Saturday was “drummers’ day” at the
Tradesman office and it seemed that
about every man traveling out of the
city visited it more or less regularly
The wholesale trade changed rather
rapidly during the years between 1884
and 1888 and only a few continue their
organziation and ownership up to this
time. In years of continuity of man-
agement | presume that the Trades-
man is among the oldest. About all
of the trade leaders of those days were
visitors to our humble office in that
time, the men having sense enough
to break into the enterprise of the day,
evidently possessing sufficient acumen
to recognize the commercial leader-
ship_which, even in those earlv days
the Tradesman was destined to exer-
cise.

Of course, as the business grew its
head could not continue to devote him-
self to the mechanical details, but
there were some things which he per-
sistently declined to delegate to others.
Not so much, | came to think, that he
distrusted their ability or their inter-
est, but that they were things which
he particularly enjoyed doing and he
claimed them as a part of his own per-
quisites. One of these was “getting
the markets”—and that was some job,
reconciling 'the quotations of the vari-
ous dealers, the prices of other mar-
kets, and soothing the temper of bel-
ligerent retailers who were unable to
match invoices with quotations. Pos-
sibly the difficulty still prevails. |1
wonder 1

There never was a time after the
first year of the Tradesman when the
future of the venture was not assured.
It might truthfully be said that it was
a success from the start. Not because
its pro?enitor had accidently jumped
into a flowery bed of ease, but, rather
that he had laid his foundation strong
and builded well—yet there were times
when faith was an essential asset of
the undertaking.

As the Tradesman became firmly es-
tablished in its field there seemed to be
opportunities for other periodicals
serving different constituencies and
from this thought developed the Mich-
igan Manufacturer and the Michigan
Dairyman. While both had the ad-
vantage of the superior equipment

And then
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30,000 PAIRS

SUSPENDERS
Per Week

—that’s the answer to the question, “Do they
sell?” Week by week, the sales of NU-WAY
products has increased until now thirty thousand
pairs of NU-WAY Suspenders alone leave the
factory each week

YEAR’S WEAR GUARANTEED

No rubber to rot from heat and sweat; lots of stretch
from rustless phosphor bronze springs; unusual comfort
from slip-loop back, and a guarantee of “A Full Years
Wear in Every Pair”—those are the reasons for the growing
popularity of” NU-WAY and EXCELLO Itubberless Sus-

penders. ADVERT|SED TO YOUR customers

More than seventy-five million readers are being told the
story of NU-WAY "and EXCELLO Rubberless Suspenders,
Garters and Hose Supporters each month.

Floor and Counter Displays are furnished Free
Dealers’ initial orders.

NIT-WAY and EXCELLO products are increasing the
profits of thousands of merchants in every part of the coun-
try. Worite today for Dealer’s Proposition.

Nu-Ways sold direct from factory to you.
Excello Brand sold through Jobbers.

with

SirecA Suspender Co. Mirs

'zA .cJr'ian, Xf*ctii£jos% . (/e

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
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which the Tradesman had not enjoyed,
but had made possible, neither had the
affection and interest of anyone on the
force, and, neither achieved the suc-
cess of the first-born big brother.

From the very first the Tradesman
had a definite policy and expressed and
maintained it forcefully and fearlessly.
I recall the first libel suit threat, which
had it been successfully instituted,
would have wiped out the meager cap-
ital of the business, while, had the
editor taken fright and receded from
the position he had taken, he would
have ended forever any chance for the
usefulness and prestige which his pa-
per has come to enjoy. | never knew
a man to come to the office in those
early days with a grievance—either
real o™ fancied—that E. A. did not
meet him more than half way. So
long as the visitor was courteous and
gentlemanly he was treated with the
greatest possible respect; but if he
threatened suit or intimated that he
would “see his lawyer,” E. A. abrupt-
ly terminated the interview with the
remark that if the visitor started any-
thing, he must be prepared to follow
the matter to the court of last resort,
because the Tradesman never con-
sidered any cause settled until it had
been passed upon by the Supreme
Court. There s certainly something
uncanny in E. A.’s legal experiences,
because he has never gone to the Su-
preme Court without coming home
victor.

In those days the personal journal-
ism of Dana and Greeley the elder
Bennett, Raymond and Watterson
were more than a memory and had
not succumbed to the anonymous
composite of the present day editorial
page. It may be that the present
policy makes for a stronger unit, yet
it remained for the last of that great
galaxy of personal journalists, the
lamented Watterson, to put in trite
expression the heart and mind of
American thought when he wrote “To
hell with the Hohenzollerns and the
Hapsburgs.” That was more than the
combined brains of the metropolitan
press had been able to do, and had he
done nothing else in his long and
eventful career he would be forever
entitled to the homage of his country-
men.

There has never been an anonymous
or uncertainty of responsibility about
the expressions of the Tradesman. Its
editorial policy is to go to the point,
without equivocation, by the short cut
of plain words, clearly expressed. It
has never had any patience with, nor
much mercy for, the crook and the
sharper, but the man with a just
cause has in it an unswerving cham-
pion and friend.

Two thousand weeks! Grand Rap-
ids street cars were then snailed about
the city by horses attached by rope
traces. The only rapid transit the
city then enjoyed was the old dummy
line to Reeds Lake.

Two thousand weeks! Chester A.
Arthur was President then. Grover
Cleveland was Governor of New York,
James G. Blaine, Benjamin Harrison
and William McKinley in Congress,
Theodore Roosevelt, a member of the
New' York Legislature. It was
years before William Jennings Bryan
had coined his “Cross of Gold and
Crown of Thorns” or attuned his
silver tongue to the ratio of 16 to 1
W. H. Taft and Woodrow Wilson
were quite unknown to fame and W ar-
ren G. Harding was just evidencing
his merit to distinction by breaking
into the newspaper game. The Van-
derbilts and the Astors were the ultra
rich. Rockefeller had not yet erected
his colossal fortune and Henry ford
(spell it with a small “f” if that is the
office style—I1 have more regard for
typographical style than for any in-
dividual)—was a dreamy youth me-
andering about the fields of Dearborn.

It is with no little pride that | count
the Tradesman as my alma mater. |
treasure the memory of those four
years when | passed through its cur-
riculum as fondly as does the man who
has passed from freshman to graduate
in the halls of his college.

When | had completed so much of
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my course | was prompted to enter
upon a career of individual effort with
the modest savings which | had ac-
cumulated. And then | was given my
diploma, which is a most treasured and
perhaps, my most valuable material
possession, for upon it is based very
largely whatever degree of success
has come to me. It was a letter of
credit to a printer’s supply house,
guaranteeing my account up to an
amount sufficient to meet any needs
at that time. | have never made
definite use of it except when | am-
barked my first small craft upon the
tumultuous and uncertain sea of jour-
nalism, but it was an open sesame to
the harbor of refuge in the early days
of my needs, and ever served as an
anchor of faith and confidence. So
far as | know it has never been with-
drawn.

| have been separated from the
Tradesman nearly thirty-four years,
and as upon occasion | see the mentor
of those days | note no difference that
suggests the strain of those 2,000
weeks. All of the energy, all of the
enthusiasm, are there, with a gradual
gain in the uncanny ability to trans-
form work into results, with a strong-
er usefulness; which, God grant, may
continue for another 2,000 weeks to
come. Harry M. Royal.

For thirty-eight years it has been
a tradition of the Tradesman office
that “once a Tradesman employe, al-
ways a friend of the Tradesman.” We
have never relinquished our claim on
the dozens of young men and young
women who have found the Trades-
man to be a stepping stone to posi-
tions of even greater responsibility
and profit. Mr. Royal is no exception
to the rule. Although it is thirty-four
years since he left the Tradesman to
establish the Shelby Herald, he has
never ceased to regard the Tradesman
as home and, next to his own estab-
lishment, he probably derives more
pleasure in calling on the Tradesman
than any other place he visits. Al-
though Mr. Royal has never enjoyed
the rugged health of some men, he has
achieved a splendid success in various
fields to which he has devoted his
virile efforts and has taken high rank
among the strong men of his com-
munity and county. Whatever Mr.
Royal has done he has done well. He
has been faithful to every trust, loyal
to every friend, an advocate and ex-
ponent of every good cause which
comes within the scope of his useful-
ness.

Mr. Royal may be right regarding
the part the “empty sleeve” played in
the spring election of 1884 for candi-
dates for the Michigan Supreme Court,
but as | now recall the event the real
issue was over an unfortunate decision
which Jud”e Cooley wrote during 1883,
Which was attributed—wrongly, of
course—to railway influence. David
Hufford, a soap salesman of Grand
Rapids, bought a ticket on the G. R.
& 1. from Cadillac to Mancelona. In
handing him the pasteboard the ticket
agent at Cadillac made a mistake and
handed out a ticket for Manton in-
stead. Hufford did not notice the mis-
take and, of course, did not get off the
train at Manton. Finding his passen-
ger on the train after it had left Man-
ton, the conductor demanded a cash
fare from Manton to Mancelona,
which Hufford refused to pay. In-
stead of wiring the agent at Cadillac
at the next station to confirm or dis-
prove Hufford’s statement, the con-
ductor stopped the train in the woods
on a dark, stormy night and put the
passenger off with perhaps more force
than was necessary. Hufford sued the
G. R. & I. for damages and was
awarded $2,000. The G. R. & I. took
an appeal to the Michigan Supreme
Court, which reversed the case on the
ground that the “passenger must be
the judge of 'his own ticket.” The de-
cision was written by Judge Cooley
and the obnoxious wording quoted was
his own. Four other members of the
Court concurred with him and .the
other four presented a minority dis-
senting opinion.

About this time Judge Cooley had
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incurred the wrath of the Detroit
Evening News by writing the opinion
in the case of Dr. Donald McLean vs.
Evening News, appealed to the Su-
preme Court from the Wayne Circuit
Court, which gave the Doctor a $20,-
000 verdict against the Detroit publica-
tion on libel. The Evening News
seized upon, the Hufford situation to
defeat Judge Cooley. All the venom
which brilliant minds and brutal
temperaments could concoct was
poured into the campaign with an
energy and vindictiveness which has
since found but one parallel in the
annals of Michigan journalism—the
hypocritical attitude of the Evening
News on the Newberry case. As no
candidate for public office could stand
up against such a stream of abuse and
vituperation, the greatest expounder
of the Constitution since John Mar-
shall went down in defeat and Judge
Morse was elevated to the Supreme
bench. Hufford sought a second trial
of his case and secured a verdict the
same as before. The G. R. & I. took
an appeal to the Supreme Court and
that tribunal reveresed itself, holding
that the railroad company is responsi-
ble for the mistakes of its agents. The
decision was written by Judge Morse
and was concurred in by a majority
of the other judges on the bench.
E. A. Stowe.

He Can Who Thinks He Can.*

It gives me great pleasure to have
the opportunity of saying a few words
to you, for in all probability this will
be the only time that | will be honor-
ed by being requested to talk to so
many hardware men at one time.

When 1 first received the invitation
from your Secretary, A. J. Scott, to
address you, | felt that | should de-
cline because | am not a public speak-
er, but the thought came to me, “he
can who thinks he can,” and while |
may not come up to your expectations,
1 assure you that | am trying my best
and that you are resting a great deal
easier than | am, for I am only think-
ing what | can. | do> believe that if
more of us were of the he-can-who-
thinks-be-can spirit, we would get just
a little in whatever we undertook to
do. Why is it that Babe Ruth knocks
so many home runs? It is because he
thinks he can. Why is it that Ty
Cobb steals so many bases? Because
he thinks he can. Why did Columbus
discover a new world, Peary the North
pole, Franklin electricity or Marconi
wireless? Because they thought they
could. Why did Bell invent the tele-
phone, Edison the phonograph, Howe
the sewing machine? Because they
thought they could and now the
United States and Canada are plan-
ning on spanning the Detroit River
with an international bridge, the
longest in the world. They are going
to do it because they think they can.

I have in mind two customers who
bought talking machines. One bought
and sold twenty machines that fall
because he thought he could, while the
other bought one and was obliged to
sell that one below cost because he
thought he could not. Sometimes a
dealer has not sold himself on an
article he buys. How many dealers
after they have been sold and bought
an article from a manufacturer or
jobber try to post their sales force
on that article? Isn’t it a fact that a
great many times the article arrives,
is uncrated, the cost and selling price
is placed on it by the buyer and it

. #Paper read at annual meeting Mich-
igan "Retall Hardware Association by
red C. Richter, of Traverse City.
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remains in stock longer than it should,
because the salesmen have not been
given proper information.

| recall a customer who is not in
this room—never has been and never
expects to be—because he claims he
is too busy to attend conventions of
this kind, who purchased an electric
washing machine nearly a year ago,
but if you would go into this custom-
er’s store to-day you would find this
same machine still in the crate in
which it was shipped, while his pros-
pects have bought electric washing
machines in his neighboring town.

Another thing is price reductions.
How many of the dealers to-day are
following the market changes as close-
ly as they did two years ago and are
marking their goods accordingly? This
brings to my mind a dealer who pur-
chased some goods of a jobber, but
before they arrived some of them had
dropped in price and he told me that
he had written that house and told
them that unless they were willing to
stand the decline that he would refuse
the shipment. Afterwards | told him
that compressed air sprayers had drop-
ped and he told me that he only had
a few on hand and was not going to
reduce his retail price that season. |
believe that when everybody gets over
thinking he can enjoy low prices at
the expense of others and high prices
for himself the situation will improve.

Sell yourself. Sell your clerks and
resolve that you will sell more hard-
ware in 1922 than you did in 1921, for,
after all, no matter what station of
life we occupy or business we are en-
gaged in, it is only a matter of having
one aim or purpose with ambition and
perseverence to carry it through. In
conclusion:
You say the world
The
The
You
The

looks gloomy;
skies are grim and grey,
night has lost its quiet—
fear the coming day?

world is what you make it,
The sky is grey or blue

Just as your soul may paint it;

It isn’t the world—it is you.

Clear up the clouded vision,
Clean out the foggy mind;

The clouds are always passing,
And each is silver lined;

The world is what you make it—
Then make it bright and true,
And when you say its gloomy,
It isn’t the world—it is you.

Bonus Fdr First at Fire.

Every fire alarm in the village of
Harrison, Ohio, holds a thrill for the
residents.

On the front of the Harrison city
hall is a tin sign offering $3 reward to
the first man to get a team of horses
to the engine house in case of an alarm
the team to be used to haul the engine
to and from the fire.

It is reminiscent of days gone by
when citizens in larger towns used to
turn out at night to man the brakes
of the old hand engines.

Harrisonians say there are spirited
races sometimes between rival team
owners when even a hencoop burns
down, and the whole population turns
out to view the spectacle.

W orst thing about punctures is one
never stays close to a garage.
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FIRE WINDSTORM TORNADO
Haency

LANSING. MICHIGAN

Representing One of the

Strongest mutual Tire Ins. Groups
In United States

W ith

$21,750,000.00 Cash Assets
10,100,000.00 Cash Surplus
4.000,000.00 Cash Dividends

Paid In 1920

W e also furnish to our clients, without cost, the best insurance and engineering service

obtainable and in case of loss our own adjusters will serve you.

Strength Service, economy

ROBERT HENKEL, President
Detroit

A. D. BAKER, Sec’y-Treas. GEO. a. MINSKEY, Manager

120 Ottawa St., Lansing, Mich.
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Michigan Retail Hardware Association.
T'resident—Norman G. PoSDB, Saginaw,
Vice-President—Chas. J. Sturmer. Puri

Huyron. .
gecretary—Arthur J. Scott. Marine
reasurer—William Moore, Detroit.

Midwinter Is a Good Time For
Special Sales.
Written for the Tradesman.

Of the winter months, February is
probably the best for the holding of
special sales. This applies to all
branches of trade, but with particular
force to hardware. The reasons are
both numerous and obvious.

In the first place, business is al-
ways dull during February. 1rade
flickers fitfully throughout January,
and dies down to the mid-winter mini-
mum in the month that follows. The
necessity is greater then to take some
measures to stimulate business ac-
tivity.

Secondly, a sale can be conducted
best during periods when the regular
business in the store is light. More
attention can be paid to the sale and
the regular business does not suffer.
February is the zero month in the
trade calendar and is selected, there-
fore, as the best time to conduct
special campaigns in certain lines.

Having thus picked out the best
time, it devolves upon the hardware
dealer to select the best lines to be
featured. The rule followed by deal-
ers who carry on special sales is to
select the lines which are not called
for much in the ordinary course of
trade at that time.

It is not necessary, for instance, to
hold special sales of screen doors in
early summer or snow shovels after
the first fell of snow. The demand is
there and does not need to be brought
to the surface by special efforts. There
are other seasons, however, when
these goods are not in demand; and
then it is advisable to hold sales.

To illustrate, watch the advertising
columns of any large newspaper dur-
ing January and see how’ persistently
the dry goods and department stores
feature “whitewear sales.” The idea
is somewhat incongruous. Whitewear
does not seem a good line to feature
for sale during January frosts and
storms. That is just the point, how-
ever. There is no natural demand for
whitewear and consequently the big
stores set out to create the demand.
The working out of the same idea has
led to the vogue of February furni-
ture sales, August overcoat sales, and
other regular fixtures in the average
big store calendar.

The hardware dealer could safely
follow this plan in deciding what to
feature during February. Pick out a
number of lines which carry a good
profit but which are not actively in
demand.

Michigan

One of the first considerations would
be a sale of cutlery and silverware.
Although cutlery sells more or less
steadily the whole year round, there
are some seasons which are compar-
atively dull; and February is one
of them. Demand is keyed up to a
high pitch before Christmas and a
certain reaction sets in during Janu-
ary and February. The dealer knows
that activity will return in a short
space of time but, if he is fully awake
to trade possibilities, he will not be
content to let the demand revive of its
own accord. He will take steps to
bring it along and will bridge across
the break in his cutlery and silver
profits. The sure way to accomplish
this is to hold a special sale, featuring
the goods as strongly as circumstanc-
es will permit.

The methods to be employed in this
connection can be summed up in one
word: “Advertise.”

People are not likely to extend their
shopping during February beyond the
limits of sheer necessity, unless the
man who has goods to sell employs
some unusual means to break through
their indifference. The average per-
son will buy only if he feels it is to
his distinct advantage to do so and it
devolves on the dealer to prove that
such is the case.

The newspaper is one of the most
potent factors to be used in this con-
nection. The store window is also a
big help; but here the weather man
must be overcome. A well-frosted
window has no attraction for the
passers-by. If the weather is cold,
people hurry along with their faces
buried in mufflers and coat collars,
looking neither to right nor left. But
the merchant makes up what lie loses
in this way by the fact that people
stay in more during the evenings and
study the daily papers longer and more
attentively. It is through the medium
of the newspaper, therefore, that the
dealer should strive to create interest
in his February sales.

The next step is to display the goods
to the best advantage. This can be
done by appropriating a front posi-
tion in the store. A show case or two
should be utilized for the goods on
sale, flanking a table on which some
of the more popular lines could be
shown. Price tickets are an essential
feature of the special sale. Double in-
terest can be arousedlin goods which
are clearly and distinctly priced.

In the matter of price reductions, it
is impossible to set a rule which all
should follow. Some contend that it
does not pay to give any large re-
duction, urging that, by so doing, the
dealer’s ability to secure his regular
price at other times is seriously im-
paired. This may be true; but the
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Foster, Stevens & Co.
Wholesale Hardware

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

Grand Rapids, Mich.

W. M. Ackerman Electric Co.

Electrical Contractors

All Kinds of Electrical Work.
Complete Line of Fixtures.
Will show evenings by appointment.

549 Pine Avenue, N. W., Grand Rapids, Michigan
Citzens 4294 Bell Main 283

Our travelers are out with the new things in robes,
blankets, sheep lined coats and mackinaws. In the
past our line of this merchandise has always been
a strong and active one and for 1922 you will find
many fine additions.

Kindly wait until our salesman calls on you and
then look over the line. You will be glad you
waited for this.

Brown & Sehler Co.

Grand Rapids Michigan

Michigan Hardware Company

100-108 Ellsworth Ave., Corner Oakes

GRAND RAPIDS, MICH.

Exclusive Jobbers of Shelf Hardware,
Sporting Goods and

FISHING TACKLE
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fact remains that a noticeable reduc-
tion is an inducement that few people
can resist. This is one of the rea-
sons why special sales of unseason-
able goods can be made so successful.
If the fact is made reasonably plain
that the price is a special one, which
cannot be expected at any other time,
the ability of the dealer to secure the-
regular figure at all other seasons
should not be seriously interfered with.

However, this is a matter which
every dealer must settle for himself.
No dogmatic rule can be laid down.
A discount might make the sale a
brilliant success in one place and yet
prove a bad policy elsewhere.

There are a number of other lines
which could be very successfully sold

during February on the special sale
basis.  Paints, tools, dairy supplies,
laundry accessories are a'mong the

first to suggest themselves.

A certain hardware dealer arranges
one special sale every week during
February. He decided to adlopt this
policy some years ago, the compelling
circumstance being the extreme dull-
ness of trade during that month. "I
figured that I couldn’t lose,” he said.
“My clerks didn’t have much to do,
anyway, and the sales would not in-
terfere with the regular business. |
took a leaf out of ithe book of the de-
partment store and started to boom
the lines which were not selling to
any extent. The system has proven
a big success.”

He holds each sale two days, Fri-
day and Saturday. His advertising
campaign is conducted with spirit and
people attend, literally, in droves. The
revenue from these sales constitutes
over 50 per cent, of his total turnover
for the month of February. The real
point is that the goods thus featured
were formerly among his slowest
February sellers.

It is important to remember, always,
to make the most of your sale. Put
it on half-heartedly, advertise it cau-
tiously, and it will bring small im-
mediate or ultimate results. If you are
going to hold a sale, make it the sort
of sale that people will talk about, and
that will advertise the store and bring
new customers to you.

There are many by-products of a
special sale. F'or instance, the cus-
tomer attracted by some special fea-
ture is quite likely to buy some regu-
lar line as well, at the regular price.
That is Why it pays to put on at least
a few features at prices that are sure
to bring crowds of people to the store.
Use your sale to get in touch with a
lot of people who have been dealing
elsewhere.

Then, look out for prospects in
various lines—paint prospects, stove
prospects, prospects for this, that and
the other line. You won’t sell these
people now, but try to interest them,
and get their addresses, so that you
can follow them up later. In this way
your special sale, even if the immediate
profits are very small, will lay the
foundation for a lot of future profitable
business.

At the same time, avoid tricky slo-
gans, that involve deceit. Such an-
nouncements as “Going out of busi-
ness” when you are doing nothing of
the sort are sure, in the long run, to
shake the public confidence. Try

MICHIGAN

rather, to develop some new and or-

iginal stunts that will attract attention

by their novelty. . o
Victor Lauristoti.

Manufacturing Matters.
Detroit—The Hi-Powev Tool
poration has been incorporated to
manufacture and sell machine tools,
etc., with an authorized capital stock
fo $75,099 preferred ard 15,000 shares
at $1 per share, of which amount
10,000 shares has bee i subscribed and
paid in in property.

p etroit_The Frank Products Co.
has been incorporated to manufac-
ture, sell and deal in beverages, syr-
ups, flavors and extracts, with an
authorized capital -stock of $100,000,
of which amount $84,000 has been
subscribed, $10,000 paid in in cash
and $30,000 in property.

Adrian—The Anchor Concrete Ma-
chinery Co., of Pock Rapids, lowa,
incorporated at $100,000, is Adrian’s
newest industry. The factory build-
ings and site were purchased from
the Adrian Steel Casting Co. Ma-
chines for producing blocks, bricks
and cement will be made.

Iron Mountain — Iron  Mountain
hopes to soon have a brass and iron
foundry in operation. A site has
been procured and money is being
raised to finance the venture which
is being headed by B. C. Chatfield, of
Escanaba, a founder of experience.
These concerns use iron and copper
and wilt help along in the manufac-
turing business of Iron Mountain.

Muskegon—The Gray Iron Foun-
dry Co. and the Alamo Heating Co.,
both of Muskegon have been working
on a partnership agreement for about
a year in the manufacture of furnaces
and other foundry products. They
have now formed a new corporation
with a capitalization of $10,000, to
operate under the corporate name of
the Gray lron Foundry and Furnace
Co.

Midland—The toy plant of the H.
P. Manufacturing Co. was sold at
auction Jan. 26 for a second time.
Roland P. Place, former president
and manager, again bid in the bank-
rupt property at $44,000, of which
$40,000 is to assume a mortgage of
this amount against the plant, and
$4,000 for the plant itself. As in the
case of the first sale, the approval of
George Marston, referee in bankrupt-
cy, is necessary to confirm the sale.

perry—After three months’ vaca-
tion the Perry Glove and Mitten Co.
shas reopened its factory with the
usual force of help. 1he traveling
salesmen recently commenced their
work throughout the various states,
two from Perry, A. G. Watkins tak-
ing the State of lowa and M. Rann
the State of Nebraska. The annual
meeting of the stockholders was held
Monday night. The reports given
were satisfactory, and a good run of
business is looked forward to for
the coming year.

Tecumseh—The new hydro-electric
power plant at this place is now in
operation. This plant provides light-
ing and power for Tecumseh, Deer-
field, Britton, Ridgeway, Holloway
and Petersburg, as well as to farm
patrons on forty miles of rural cir-

Cor-
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cuits. The capacity of the plant is
325 horse power. It is owned by the
William Hayden Milling Co. and the
current provided is sold to the Te-
cumseh Electric Co., which will han-
dle this energy in addition to that
produced by its own hydro-electric
and steam power plant at Tecumseh.

The early bird catches the worm;
the late empoye gets the squirm.

Sand

Nothing as Durable
Nothing as Fireproof
Makes Structures Beautiful
No Painting
No Cost for Repairs
Fire Proof
Weather Proof
Warm In Winter
Cool In Summer

Brick is Everlasting

Grande
Rapids

Saginaw Brick Co., Saginaw

Jackson-Lansing Brick Co.,
Rives Junction

Brick Co., Grand

We are making a special offer on
Agricultural Hydrated Lime
in less than car lots.

A. B. KNOWLSON CO-
Grand Rapids Michigan

SIDNEY ELEVATORS

Will reduce handling expense and «peed

ap work—uwill make money for yon. Easil
inatailed. Plans and inatruictiona aent wit

each elevator. Write stating requirements,

she platform
wanted, aa well aa hmgbt. We anil PO*

giving kind machine an

a m-ne* saving orice.
Sidney Elevator Mnfg. Co.,

Chocolates

Package Goods of
Paramount Quality
and
Artistic Design

Wm. D. Batt
FURS

Hides
Wool and Tallow

Agent for the
Grand Rapids Steam
Ground Bone Fertilizer

28-30 Louis St.
Grand Rapids, Michigan

Sidney, Ohio
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1 A A Stranberry Plants $ 9

VFV 10 BrEns—0 ShilQk: Jm

both postpaid anywhere at proper plant-
ing time. Send Now. We have 50 other
varieties of strawberries; also small
fruits, shrubs, trees, evergreens, etc. Free
Catalog of everything to plant. Our Re-
duced Prices will pay you to answer this
adv. Write today to
THE ALLEGAN NURSERY,
Box 29, Allegan, Mich.

LimeBrickSigns of the Times

Are

Electric Signs

Progressive merchants and man-
ufacturers now realize the value
of Electric Advertising.

We furnish you with sketches,
prices and operating cost for the
asking.

THE POWER CO.
Bell M 797 Citizens 4261

Store and Window

AWNINGS

made to order of white or khaki

duck,
plain and fancy stripes.

Auto Tents, Cots,

Send for

Chairs,
booklet.

CHAS. A. COYE, Inc.
GRAND RAPIDS, MICHIGAN

Etc.

“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
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Cardinal Rules For the Purchase of
Hardware.*
Several generations past, in the

State of New York, when my gre'at
grandfather was a boy attending dis-
trict school he studied a geography
containing a description something
as follows: “The territory of Michi-
gan is a vast waste of swamps and
sand dunes. Aside from scattered
military posts it will never be in-
habited except by wild beasts and wild
savages”—and here v.e are.

The distribution of hardware has
been a potent factor in the develop-
ment from the condition depicted in
the ancient geographers chronicle to
the commonwealth of to-day.

In addressing you it must be under-
stood that | am not speaking as a
large or notably successful buyer, but
am confining myself to the impres-
sions gathered from experiences as
clerk, manager ani proprieior of a
small business catering to a territory
large in area but sparsely populated.

In the established order of things
buying is the merchant’s first contact
with the sequence of events placing
merchandise with the consumer, and
a review of the past years brings to
mind several factors that | believe
have a bearing on the proper buying
of hardware.

Why do we buy? To sell and make
a profit? No, that isn’t it; we buy
to supply human needs, to make our
patrons happy and prosperous, and
the selection of merchandise should
be governed by the needs of the peo-
ple we serve.

When debating whether to buy or
not to buy an article under considera-
tion | ask myself the question “will
it be useful to someone who deals
with me?” and the answer decides.

Any article of merchandise that will
not contribute to the comfort or pros-
perity of a customer is destined to a
long rest on the back shelf.

The individual characteristics of
our customers influence our purchases.
To illustrate; the carpenter wants a
high grade handsaw but the average
farmer wants a moderate priced one
for occasional use and to lend to
friend neighbor, but when Mr. Farmer
wants a crosscut saw or an axe, some-
thing to use all day and several days
in succession he wants the best.

The duck hunter wants a high base
shell with a heavy load of smokeless
powder and chilled shot but there is
a demand for a lighter and cheaper
load for smaller game.

When do we buy? We study our
territory, anticipate the need before
the other fellow is aware of it, order
in time to have the goods when the
need arises, and often educate the cus-
tomer to the need.

Forest fires in the fall mean a heavy
demand for barb wire the following

spring; no education needed, natural
demand.
Several farmers have been using

dynamite in 1921. More cleared land;
room for hay loaders and new tillage
implements. Educational campaign is
now under way.

While developing the new market it
is worth while to get around and look

. *Paper read at annual meeting Mich-
igan %etall Hardware Association by W.
. Felton, Engadine.

michigan

at things from the other fellows point
of view and let bim do a little of the
educating.

Regarding the logical source of sup-
ply, certain special lines are well ob-
tained from the manufacturer but the
bulk of the country merchants busi-
ness fares best with a responsible job-
ber. There are several fine jobbing
houses doing business in our State,
but it is wise for the little fellow to
concentrate and make his account
worth while to somebody.

| do not open an account unless
satisfied that pleasant relations will
follow.

In making purchases two attitudes
should be available for instant use,
a receptive one for the traveler repre-
senting the regular source of supply,
and a bomb-proof one for the tramp
specialty chap who wants to load you
to the limit and drift on, sending a
stranger to collect.

The travelers with good houses are
high grade men, and are the country
merchants’ most useful friends. Meet
them half way and they give their
best freely. The nature of their train-
ing equips them to be educators and
missionaries, and they make good in
the hardware world.

Price is not as important as proper
selections. In dealing with a good
house the price takes care of itself
automatically, therefore, | believe in
keeping attention centered on the
choosing of goods to maintain a nor-
mal stock, adding such new items as
the trade will assimilate, appraising
each article at its intrinsic worth.

Did you ever go into a store owned
by a fellow who is continually shop-
ping around for low prices without
seeing a lot of mis-bought, unsalable
stuff, acquired because the price was
made to appear low? | have a sample
or two in my stock. Have you any?
If not, accept my congratulations.

A reputation as a price shark causes
the salesman to feature a few specials
at the expense of essenetial items and
perhaps some time some fellow may
be tempted to raise a notch in order
to have a concession. Isn’t it more
satisfactory to have the salesman
ready to quote his best price the first
time? #

In sporting goods, cutlery, paint
and some other lines it seems wise to
confine purchases to one line as nearly
as possible, getting better turnover
and avoiding stock duplication. It is
easy to become familiar with one line
but too many are confusing. The one
line plan gives the trade better service
at less cost, and simplifies buying.

In conclusion, allow me to submit
a little code of ethics, which for con-
venience we will call the country mer-
chant’s creed:

I will buy what my customers need
to make them prosperous and happy,
selecting the highest quality consistent
with their purchasing ability.

I will provide insurance for my cus-
tomers and myself by buying from re-
liable sources, thereby having redress
in those rare instances where the
quality of merchandise is disappoint-
ing.

I will promote the welfare of my
patrons by leading them to a knowl-
edge of better merchandise and cheer-
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ful service, that all may profit there-
by.

The traveler is my friend. | will
not limit the value of his presence to
the gains computed in dollars, but
will greet him with a spirit that will
cause him to enter my store with a
smile, and rejoice there to arrive.

My Association is my inspiration in
prosperity and my refuge in adversity.
I will read my hardware bulletin dili-
gently, attend each convention, con-
tribute my mite when opportunity of-
fers and shout aloud my appreciation
of the privilege of membership there-
in forever.

Mutual Relations of Hardware Dealer
and Banker.*

The present period of depressed con-
ditions brings to our minds the im-
portance of careful deliberation by
this convention of all matters which
are of vital interest to the industry in
which we are engaged. During the
unusual prosperity of the recent war
period and for a time following, all
business and commercial activities be-
came badly inflated. The optimistic
attitude which spread over the world
finally collapsed from its own weight,
starting with the panic of the silk in-
dustry in Japan in 1920 and what fol-
lowed in rapid succession is now only
history with which we are familiar. It
is not my purpose to ‘'talk of the past.
The water which has gone over the
dam cannot be utilized to help re-
store a commercially sick world to
normal conditions. Many new condi-
tions are arising and we should trim
our sails to cope with them. One im-
portant lesson which has been taught
us by the war activities and that is the
value of co-operation and at this ime
| want to drive home to you fellow
hardware dealers this point that you
cannot do a shrewder thing than to
cultivate a spirit of free understanding
and co-operation with your banker
and as a result there will be immense
benefits not only to the banker and
yourselves but also to the community
in which you reside. Will the banker
co-operate? Surely he will if he is of
the modern type.

The banking fraternity seems to
have attained the distinction of being
in class one in the business world.
Now where does the hardware fratern-
ity stand? | say a close second and to
get the best results from this coopera-
tion you should be frank and candid
with your banker. Let him know your
true financial condition and then de-
mand of him to give you the financial
aid you really need and are entitled
to. If you have a successful business
record back of you you are a reason-
ably safe risk. You are engaged in
merchandising necessities and things
that enter into the constructive
phases of our economic life and the
upbuilding and advancement of our
social and commercial being. Your
merchandise in the main is liquid and
moves on from your shelves and ware-
houses to the channels of commercial
and agricultural developments. You
and your vocation represent the bul-
warks of stability. Your hardware
insurance companies have found you
*Paper read at annual meeting Mich-

igan Retail Hardware Association by E.
. Foster, of Grass Lake.
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to be safer risks by 50 per cent, than
many other classes of merchants and
when you have enlisted your banker to
give you the financial support that
your business requires then set your
jaw on the proposition and stay by
the ship and prove what kind of leath-
er you are made of. Have confidence
in yourselves and confidence in the
future. We are the only Nation on
the globe that is on a strictly gold
basis having a money system so sound
that when the financial structure of
the countrty was threatened in the re-
cent past proved its ability to serve all
the demands that were made upon it.
Now with our splendid currency sys-
tem and with all our great natural re-
sources and granting that international
affairs will at least partially right
themselves industrial America will
surely emerge from the siding on to
the main track towards former pros-

perity, surely none of us can doubt
that. Now fellow hardware men
there is work that you can do be-

sides selling hardware and making
money. Do something for your fel-
low men and strike back at the un-
scrupulous solicitors and promoters
who sap the community of the re-
sults of the peoples’ thrift and enter-
prise by selling them stock of doubt-
ful value. When these conditions are
relieved ,they will have more money to
buy needed merchandise and pay their
bills besides add to their bank deposits.
Here is where you can work to the
financial betterment of your whole
community and do it in a whole-
hearted way. Some class of business
men should take this stand and why
not you. You can do this by urging
carefulness and caution at every op-
portunity. You again can perform a
master stroke in the way of giving aid
to stop the drift on the open sea of
increasing taxation. No one should
be more interested than you in this
movement. Your property is entirely
exposed and surely will have to stand
for its full quota. What stand are
you going to take towards having an
amendment to the Constitution enact-
ed prohibiting the further issuing of
tax exempt securities. Do you realize
that there are now ten to twelve bil-
lion of tax exempt securities out-
standing. Do you realize the moral
effect this will have on our people un-
less it is discontinued? Then, gentle-
men, use your influence to have this
condition corrected .

In conclusion, let me again suggest
the value of closer co-operation be-
tween each merchant and his banker.
I urge you to take an active part in
politics. |1 do not mean politics of
the old hide bound variety but of the
modern type. Now is the time for
real constructive action. Forget per-
sonal interests occasionally and make
some contribution towards the solution
of your local problems. Your mem-
bership in this splendid association
places you in the ranks of progressive
merchants. Business and society
needs men as never before with strong
characters who will lead in the fight
for that which is just and right. Let
each one of us say here and now |
will be such a leader in my commun-
ity. Thereby you become a stabilizer
of good citizenship in your locality.



Two Fundamental Stumbling Blocks
To Prosperity.

Chicago, Feb. 14—That undeniably
autocratic body, the Interstate Com-
merce Commission, has issued another
edict to the effect that an interurban
railroad line, operated entirely in one
State, must not

maintain a lower
freight rate than an interstate rail
line running parallel therewith, said

troley line being arbitrarily ordered
to advance its rate at once, because of
competition with the stronger organ-
ization. .

Secretary Hoover simultaneously

announces that there will be no reduc-
tion

in freight rates on coal until
April 1 when the coal year ends.
The announcement frankly was

“made for the purpose of stimulating
buying and storage by railroads and
other industries to meet an expected
coal strike.

Queer logic, that: To the layman
possessing average common sense it
would seem that a radical rate reduc-
tion would be the most logical and
quickest method of producing the ef-
fect desired—the buying and storing
of this commodity.

Representatives of the steel indus-
try, appearing last week before the
Interstate  Commerce Commission in
connection with the investigation into
transportation rates, renewed their
demand that the 40 per cent, increase
in freight rates ordered in 1920 be re-
moved. Most of the witnesses, all
men of large business experience, ex-
pressed the opinion that the present
high freight levels constituted the
ehief obstacle to a return to business
prospe,rity. . .

“It is the maladjustment of prices
and service charges which continue to
force the existing depression,” was the
concensus of opinion.

Recently the Detroit, Toledo &
fronton railroad announced a sub-
stantial reduction in rates on coal and
bther commodities, as well as pas-
senger fares. The I. C. C. promptly
knocked the project in the head, with
the simple but unsatisfying announce-
ment that such a cut would result in
hardship to competing lines.

For several weeks | have been in
touch with commercial lines as well
as commercial men in this city, and
while I find a much more cheerful
feeling over the business outlook than
at any time during the past eight
months, there prevails the feeling that
the I. C. C. is the chief stumbing block
to a revival of prosperity. _

It was believed the tardy action of
Congress in declaring the war to be a
thing of the past, would mean a
restoration of constitutional rights to
the public and an excuse for transpor-
tation lines to bring their charges
down to a living basis, but between
the rulings and actions of the I. C. C.
and the U. S. Railroad Labor Board,
there is little hope of any immediate
results from such Congressional ac-
tion.

OTwo meetings of business associa-
tions which | have attended lately,
the Rotarians and Supreme Council of
Illinois U. C. T., were prolific with
discussion of transportation matters
and many prominent speakers laid
much emphasis on the fact that unless
rates were radically reduced and at
once there would be no noticeable re-

action in industrial and commercial
condjtions. .
Primarily, the fuel condition was

spoken of as a 'menace to the resump-
tion of manufacturing. One promin-
ent coal operator stated that his mines
had a producing capacity of 100 cars
per day, that the sidetracks at every
rail line station between Chicago' and
his shipping point showed hundreds
of idle coal cars in storage which
would be kept constantly moving but
for the excessive charges, which were
absolutely prohibitive. His mines
were without production and many of
his customers were installing oil burn-
ing apparatus for self preservation.
Others attested to the deploragle
conditions in the live stock and other
agricultural commodities. The rail-

roads, when appealed to, referred them
to the I. C. C. and U. S. Labor Board.

One individual stated that his bust-
ness connections had made it almost
obligatory for him to make fortnightly
trips to New York. He had continued
this custom until last fall, although
dreading the trips in deluxe trains in
empty Pullmans. He finally discover-
ed that he could utilize the telephone
at a considerable saving of time and
expense and suggested that others do
likewise. .

Ex-Congressman Sohl in a talk be-
fore the U. C. T. facetiously remarked
that he believed the public still had
one privilege left them—the right of
petition. He had suggested on one
other occasion that petitions be gen-
erally circulated, asking Congress to
legislate the two boards mentioned
out of existence. Speaking of the ef-
fort being made at this time by the
various commercial associations to
secure through action of Congress a
milage book at a reduced rate, he be-
lieved that even if such legislation was
finally successful, it would, undoubted-
ly, be nullified by the I. C. C.

These remarks were followed by the
passing of suitable resolutions, pro-
viding for the preparation and circulat-
ing of petitions asking for the abolish-
ment of the Interstate Commerce
Commission.  Such petitions to be
first submitted to President Harding
in the ho‘pe that he will so change the
personnel of the Commission that the
public will have simple justice in the
consideration of their demands. If
such presentiment proves futile, then
pressure is to be brought to the leg-
islate body in the hope of relief.
W hether or not the public desire to re-
turn to the days of the early 90’, when
rate cutting and discrimination were
frequently indulgences, remains a
problem, but the results cannot prove
much more disastrous than we receive
under the present regime. Occasion-
aly we used to hear of some institu-
tion unfortunatey located at a non-
competitive point being put out of
business by discriminating practices,
but, on the other hand, general pros-
perity prevailed and capital for rail-
road building and improvements was
not lacking.

Railroad officials have divergent
opinions as to the effect of a restora-
tion of railway charges to a pre-war
basis. President Underwood, of the
Erie, recently stated in an interview
that if permitted to do so, he would
favor re-eestablishing passenger rates
at 2 cents per mile, believing such ac-
tion would sufficiently stimulate that
class of traffic and prove a financial
benefit to his organization.

The president of a Michigan rail-
road, when propounded the interroga-
tion as to whether a radical reduction
in rates would not prove beneficial,
said that, so far as the general public
were concerned, there was no doubt as
to the effect, but that from the stand-
point of the transportation companies
it was problematical. If the reduced
rates could be placed on trial, he would
favor the experiment, but that the
great trouble would come when, in the
event of failure to provide sufficient
revenue, the public were again asked
to stand for an advance.

A return to normal conditions is
profoundly 'hoped for. The I. C. C.
and U. S. Labor Board are not pro-
ducing satisfactory results or promot-
ing public confidence. On either hand
we have dissatisfied transportation of-
ficials, employes and shippers. And
then there is the public, being sacri-
ficed between them.

But the public are reasonable and,
while disposed tee be argumentative,
have shown by their state legislative
actions that they do not desire to be
served at a loss. Why not, then, take
their claims under consideration, at
least, and possibly give them a try
out?

At a recent banquet given to ex-
President (now Chief Justice) Taft,
at the Drake Hotel, Chicago, so far
as he could ethically do so, one speak-
eer expressed the belief that the states

should be permitted to resume their
internal sovereignity and authority, es-
pecially in the handling of public util-
ity problems. i B

Now that we see manifestations ot
returning prosperity, when every
boost helps, why not ask for a resump-
tion of state control of every means of
transportation? W. H. lIstler.

A South Dakota farm owner has
offered to rent his farm in a novel
manner. He states that he will rent
the 160 acres to a tenant on the sole
condition that the tenant shall turn
over to him one turkey for each acre
of land contained in the farm. Tur-
keys sold by the land owner during
the closing weeks of 1921 brought him
from $8 to $10 each, and he figures
that he will receive good rent for his
land if the tenant will agree to furnish
him in the fall of 1922 one turkey for
each acre in the farm. And he be-
lieves that by this method he would
be getting the “long end” of the bar-
gain with his tenant.

The poultry and egg dealer is not
only in a business that will “last for-
ever,” but he is rendering a real ser-
vice to the farmer who produces the
eggs and poultry and to the citizen
who buys them for consumption. The
farmer of the future that does not lean
hard upon the cow and the chicken
will not only be unsuccessful, but,
many think, will “go broke.
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Corporations Wound Up.
The following Michigan Corpora-

tions have recently filed notices of
dissolution with the Secretary of
State :

Lakewood Theater Co., Detroit.

Gem Toothpick Co., Adrian.

Northway Motor & Mfg. Co., De-
troit.

Battle Creek Garbage Co., Inc., Bat-
tle Creek.

Owosso Bronze Bearing Co., Owos-
s0.

Morgan Packing Co., Traverse City.

Weeks Motor Repair Go., Grand
Rapids.

Stoepel Realty Co., Detroit.

Truesdell Marble & Granite Co.,
Port Huron.

Romeo Heights Land Co., Royal
Oak.

Wi ilson Shoe Co., Detroit.

Farmers Creamery Co., Lucas.

Lunde Clothing Co., Ludington.

Ajax Enameling & Foundry Co.,
Battle Creek.

Loud Lumber Co., Charles.

A man arrested at Davenport, lowa,
in connection with four incendiary
fires, is reported to have confessed
membership in a nationwide organiza-
tion composed of union officials to
destroy property in order to provide
work for laborers and mechanics, to

National
Selling Service

Rain

ATIONAL BISCUIT COMPANY adver-

ltising renders a high-class selling

) ervice.
«al»

It promotes repeat business
for evtry grocer that carries National

Biscuit Company Goods.

Back of National Biscuit Company
advertising is National Biscuit Com-
pany quality. A full line of National
Biscuit Company products in the
famous N. B. C. Trade Mark pack-
ages means business expansion and

steady sales.

National Biscuit Company products
are continuously growing in popular
favor with the women of the country
who have proved National Biscuit
quality and service for themselves.

national

biscuit

COMPANY
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The Dry Goods Dealer Should Ad-

vertise More.
Written for the Tradesman.

Xow that the writer has stated the
general topic for this week’s letter
to the Tradesman, it suddenly occurs
to him that this is a whale of a sub-
ject. Obviously there are many
phases of it w'hich cannot be touched
upon at all in a two-column article.
All the writer can hope to do is to
hit a few high places.

And let me remark just here that
the high places the writer hopes to
hit are such as may be of interest and
profit to the small advertiser, rather
than the large. The dry goods busi-
ness of the larger towns and cities
is principally controlled by the big
department stores. And they are
consistent and expert advertisers.
Many of them have a high-class ad-
vertising man on the job. Each year
there is a certain definite sum agreed
upon as an advertising appropriation.
The campaign includes, possibly, the
street car cards and various direct
mail approaches, in addition to the
newspapers. Campaigns are laid out
weeks ahead. There is usually a rich
and varied scheme of special sales.
These are played up conspicuously in
big half or full page announcements.
And the changes are rung on the
various departments—suits, millinery,
blouses, coats, yard goods, white
goods, furniture and furnishings,
china and glassware, hardware, books,
toilet goods and accessories, men’s
and boys’ furnishings, etc., etc.

All of which is perfectly fine, but
wherein is the small dry goods deal-
er profited by analyses of such am-
bitious programmes? He is a dealer
in a small town and he has a small-
town establishment. He cannot em-
ploy an expert advertising man at a
fancy salary. He must write his own

copy. And he cannot make a big
appropriation for advertising pur-
poses. The business will not stand

itt. He must do his advertising on a
necessarily limited scale. And yet he
wants to advertise as much as he
can.

Naturally, there are some difficul-
ties in the way of small dry goods
dealers” advertising. These should
be frankly recognized.

First, there is a difficulty implicit in
a comparatively small store devoted
to many different lines. If the stock
was not so diffuse; if all the capital
was invested in men’s or women’s
wearing apparel, in footwear, or in
foodstuffs, it would be easier to adver-
tise. But just consider the variety
of merchandise comprehended under
the phrase “dry-goods.”

Not only that, but consider their
familiarity—I had almost said com-
monplaceness; thread, muslins, edg-
ings, needles and pins! What new
word can anybody hope to say about
such things? About so many things
the dry goods dealer has in stock one
can claim neither the charm or nov-
elty, the appeal of style, nor the
romance of the unusual. The thread
is just thread; probably the same good
old O. N. T. that grandmother used
to use; and needles and pins are just
pins and needles!

But the situation isn’t as bad as it
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might first appear. There are new
things as well as old. And maybe
back of the commonplace articles,
there’s a human-interest story. It might
be interesting and encouraging to sit

down some time and make a list of

all the different lines you carry,
which, in your judgment, could be
effectively advertised. And | am
rather inclined to think you would
include muslins in this list. Of course
muslins is an old story. But it is in-

teresting to study and compare the
different finishes of muslins of dif-
ferent grades, or even of the alleged

same grade. The difference is not
in the threads and not in the loom,
but in the weavers operating the
looms.

What you want to work into your
advertising copy is just good selling
points. Why did you buy this or that
line, from such and such a house,
rather than competitive lines which
you knew about? Maybe there was
little or no difference in price, but
one appealed to as being better than
the other. Get the points that in-
fluenced you into clear-cut form and
use them in your advertising. If
they were weighty enough to influence
you, they’ll also influence others.

Because a certain commodity or
line seems rather familiar and com-
monplace you are not to suppose that
nothing of a new and interesting na-
ture can be said concerning it. The
houses from which you buy things
will be glad enough to help you to
find fresh and interesting methods of
advertising the commodity or line to
your trade.

The difficulties of advertising ef-
fectively stocks of the small dry goods
store is in part physical. That is,
your newspaper office is not always
equipped with suitable type face, bor-
ders, etc. Your paper, it may be, is a
small weekly or semi-weekly publica-
tion, and the man that sets the ad-
vertisements isn’t as clever at the
work as he ought to be; but if you
would talk the matter over with him
—and maybe so show him some good
model newspaper announcements clip-
ped from some big city paper—per-
haps you might stimulate him to try
to get out of the rut and set your
advertisements in better style.

Another physical limitation, is that
your newspaper announcements must
be smaller in size than the more ef-
fective big city store advertisement.
But after all there is a qualitative, as
well as a quantitative, standard. Not
mere bigness alone makes a strong
appeal; it is what you say, and how
you put it. The good advertiser can
overcome, to some extent, this phys-
ical difficulty inherent in the smaller
sized announcement. Make every
statement tell. Strive for much in
little; and above all, for fresh and
original ways of putting things.

This means that your copy should
be carefully written. You are a busy
man, of course, and have ever so
many things to look after personally.
And you must write all this advertis-
ing copy—usually at spare moments,

and in a very hasty manner. You are
not satisfied with it yourself. You
know it could be better. You wish

it