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Soldier and s ta te s m a n , ra re s t  un ison ; 
H igh-po ised  exam ple of g re a t d u tie s  done 
S im ply  as  b re a th in g , a w orld ’s honor w orn 
As life’s ind iffe ren t g ifts  to  all m en born ; 
D um b for h im self un less it w ere  to  God,
B u t fo r h is barefoo t so ld ie rs  e loquen t, 
T ram p in g  th e  snow  to  coral w here  th e y  tro d , 
H eld by his aw e in hollow -eyed c o n te n t;

M odest, y e t firm  as  N a tu re ’s self; unb lam ed , 
Save by th e  m en h is nobler tem p e r sh am ed ; 
N ot honored  th en  o r now because  he wooed 
T he popu lar voice, b u t th a t  he still w ith stood . 
B road m inded, h ig h e r souled , th e re  is b u t one, 
W ho w as all th is , and  o u rs , and  all m en ’s 

W ash in g to n !
Jam e s  R ussell Lowell.



The Name on the Sack is a 
Guarantee of its Contents

W hen specifying cement insist that it be the kind with the 
name—

NEWAYGO
PORTLAND
CEMENT

on every sack.

You can then be assured that this im portant part of your 
construction work is being supplied with material that has proven 
its worth, one ' t  will readily adapt itself to your job, no m atter 
what problem s 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 
dem and for the cement with a guarantee of uniform quality.

N ew aygo Portland C em ent Co.
General Offices and Plant 

Newaygo, Mich.

Sales Offices
Commercial Savings Bank Bldg., 

Grand Rapids, Mich.

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 a lw ays pays to

BUY THE BEST
Distributed by

ALL MICHIGAN JOBBERS
Packed by

OELERICH & BERRY CO. CHICAGO, ILLJ

Citizens Long Distance Service

USE

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.

CITIZENS SERVICE

C IT IZ E N S T E L E P H O N E  C O M PA N Y

StlGW-Unfi¿1 Jpr*
i

Sûiùj>ÎJ»unty ’ 1 The Package 
Preserves the Profit

*>Undir.d ‘>f Punv i
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

PROTECTION-
Your customers look to you to protect them from mistake.

When they seek to build up their health and vitality by 
yeast-eating, it is part of your duty to see that they get 
what they need—fresh yeast—Fleischmann’s—

Not some questionable yeast-preparation, largely composed 
of habit-forming drugs.

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 Franklin Sugar Refining Company
PHILADELPHIA

“ A  Franklin Cane Sugar for every useJ

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

The Fleischmann Company
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MICHIGAN TRADESMAN
(Unlike any  o th e r  p ap er .)

Frank, Free and Fearless for the Good 
That We Can Do.

Each Issue Complete In Itself.

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

Published Weekly By 
TRADESMAN COMPANY 

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

Subscription Price.
T h ree  do lla rs  p e r y ea r , if pa id  s tr ic tly  

in  adv an ce .
P o u r do lla rs  p e r  y e a r , if n o t p a id  In 

ad v an ce .
C an ad ian  su b sc rip tio n s , $4.04 p e r  y ear, 

p ayab le  in v a ria b ly  in  advance .
Sam ple copies 10 cen ts  each .
E x t r a  copies o f c u r re n t issues, 10 cen ts ; 

Is su e s  a  m o n th  o r  m ore old, 15 c en ts ; 
is su es  a  y e a r  o r m ore  old, 25 cen ts ; is su es  
five y e a rs  o r  m ore  old 50 cen ts .

E n te re d  a t  th e  Postofflce o f G rand  
R ap ids  u n d e r A ct o f M arch  3, 1879.

SALES TAX IN EXPEDIEN T.
Business leaders are now agreed 

that the revival of trade depends chief
ly on the ability of producers and dis
tributors to bring prices to a level 
corresponding to the diminished pur
chasing power of consumers. Efforts 
are accordingly being made to reduce 
the costs of production and distribu
tion to a point which will permit deal
ers to sell goods in normal volume at 
prices that will bring them a reason
able profit. As one means towards 
this end the country’s taxes must be 
substantially lowered by every prac
tical economy in government. A tax 
on sales will prove a formidable ob
stacle to the work of rebuilding the 
country’s prosperity. It will bring on 
a rise in retail prices without a cor
responding improvement in the con
sumers purchasing power. For this 
reason alone the tax would be Ob
jectionable, even if it were an equit
able and easily administered method 
of raising revenue. I t is neither.

Only those persons will welcome a 
sales tax who want a bonus at any 
oost, or who, for reasons satisfactory 
to themselves, desire that a tax on 
consumption should be brought into 
the revenue system as a means of 
eventually supplanting the present 
forms of direct taxation.

The best case formerly made for 
the sales tax  was that it should be 
introduced as a substitute for the ex
cess profits tax and for the higher 
surtaxes on income. As a device to 
provide funds for the bonus the sales 
tax would be not a substitute but an 
addition to existing tax burdens. 
•When President H arding addressed 
Congress last April he stated that he 
was not seeking to effect a shifting 
but a lifting of these tax burdens. His 
suggestions in his letter to Chairman 
Fordney last Thursday are not alto
gether consistent with his position 
last spring.

There are members of Congress 
who cynically regard the sales tax  as 
the least objectionable method of

raising the funds to satisfy the clamors 
of the illy-advised ex-service man, be
cause the people will pay this tax with
out knowing it. Even if this were 
true, such an expedient would not be 
in the interests of economy and ef
ficiency. The present methods of 
taxation, with all their defects, have 
at least the virtue of making a citizen 
painfully aware of the cost of govern
ment and insistent upon the curtail
ment of needless expenditure. It will 
be a sad day for the Republic if Con
gress ever succeeds in inventing fiscal 
devices that will effectively chloroform 
the taxpayers.

The best interests of the country's 
business and of the short sighted ex- 
service men themselves delmand that 
Congress accept President H arding’s 
alternative and postpone action on the 
bonus question for the remainder of 
this session. By the time another 
Congress convenes there is the 
promise that the whole nauseating 
campaign for a soldiers’ gratuity will 
be silenced by stern popular disap
proval.

Better quotations for farm products 
this week indicate a continuation of 
the process by which the price levels 
of different commodity groups are 
working back into' a more normal re
lation. After the holiday lull at the 
beginning of the week the grain m ar
kets opened unusually strong, as a 
result of the advances in London and 
Liverpool while our domestic ex
changes were closed, and wheat for 
May delivery made a net gain of 5)4 
cents, while corn also was about 1)4 
cents higher. Cotton on the same day 
registered an advance of about half 
a cent. W ith this showing of strength 
in the markets for primary commodi
ties, it is worth noting that the prices 
of many finished products, particularly 
clothing, dry goods, and house fur
nishings, are tending to still lower 
levels, and this, in spite of the re
peated declarations of manufacturers 
that the next movement m ust be up
ward. The February sales staged by 
department stores throughout the 
country are meeting with a good re
sponse, and tend further to establish 
the fact that there is much latent 
buying power among consumers, and 
that they will buy freely “at a price.” 
Often these prices represent no more 
than cost to the dealers and the lat
ter are coming to realize the need of 
bringing down costs of production 
and distribution to a point where a 
price that will attract buyers will also 
bring reasonable profits.

Don’t get impatient with the people 
who insist upon looking around a good 
deal before buying. Folks who are 
slow to buy are also slow to bring 
back their purchase.

TH E SUREST HOPE.
Two sales by dry goods jobbers 

during the last week—one at Cleve
land and the other at Detroit—had a 
little more than ordinary significance. 
The staple of the offerings was a va
riety of cotton goods. They were 
priced in most instances at about the 
selling agents’ figures, but, in others, 
below them. The sales were intended 
to stimulate buying on the part of 
Middle West retailers by the offer of 
real bargains in branded and other 
standard merchandise, and the re
sponse was immediate and pronounc
ed. An odd result was somewhat 
reciprocal action in the primary mar
kets, but the principal significance 
was in emphasizing the fact that 
meritorious goods can be sold in 
quantity at a price. Every such in
stance helps to confirm the belief that 
the greatest stumbling block to a 
larger volume of business is the gen
eral impression that prices have not 
yet got down to the proper levels. 
This applies to all manner of com
modities, aside from a few of the 
foodstuffs, and is especially pertinent 
as regards the cost of building ma
terials and construction upon which 
so much of industrial activity de
pends. In view of these circumstances 
the expectation of another inflation of 
prices expressed in certain quarters 
recently is seen to be not only futile 
but absurd. The surest hope for bet
ter business and in larger volume lies 
in getting down to bed-rock prices.

W HAT IS MATTER W ITH SILK?
Not only the manufacturers of silk 

goods but the merchants who deal 
in them would like to know how 
things stand with regard to the raw 
material which enters into such mer
chandise. The great bulk of raw silk 
used here comes from Japan. Nearly 
all of the output of that country is 
sold here. W hen the slump in prices 
occurred in 1920, raw silk was one of 
the first of the commodities to be 
hard hit. Values dropped suddenly 
from the artificial levels they had 
reached through speculation, and 
banks and mercantile institutions in 
Japan went to the wall. To avoid a 
catatrophe, the Japanese government 
came to the aid of the speculators and 
holders of raw silk and helped keep 
up a minimum price. A lot of the 
material was stored, and only suf
ficient was placed on the market to 
supply actual needs at the “pegged” 
price. This worked well for a time, 
but it could not be kept up. The 
financial strain was too much, espec
ially when the demand for silk goods 
began to slacken because of hard 
times. Subsequently, things improved 
a little, and the Japanese syndicate 
disposed of some of its hoarded raw 
silk to its individual members. At
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tempts since to keep up prices have 
not been very successful. A mere 
rumor of a boycott by American buy
ers recently closed the bourse at 
Yokohoma and set prices toppling. 
The sensitiveness shown gives color 
to the belief which some entertain 
that supplies of raw silk are very 
much larger than the official reports 
indicate and that it is going to be in
creasingly difficulty to keep up prices 
to the inflated levels artificially set 
by the Japanese combination.

THE SOURCE OF OUR LINEN.
Linen is scarce and high in price 

these days, mainly because Russia, the 
great flax-growing country, is no 
longer furnishing the raw material.

The American housewife wonders 
why it is necessary to send abroad to 
get good linen. Our grandmothers 
were expert with spinning-wheel and 
cottage loom, yet in this generation we 
have no such linen as is made by the 
Scottish, Irish, Belgians and French.

Cotton is the chief reason why. 
Prolific production of that vegetable 
fiber made cotton king, and flax “lost 
out” in the competition. Another rea
son is that in our country labor costs 
too much to make flax-growing profit
able.

For a very long time Scotland and 
Ireland have produced most of the 
linen used by the English-speaking 
world. The moist climate of those 
regions is favorable for bleaching. In 
former days the Irish and Scotch 
raised their own flax, but in recent 
years they have imported it in enor
mous quantities from Russia (until 
that source of supply was cut off) and 
from Belgium. Some German linens 
wear like iron, but in finish and pattern 
the Irish and Scotch are far superior. 
To be a linen designer demands an 
artistic skill not inferior to that re
quired of a designer of laces. One 
thousand dollars was the price paid 
not long ago for a tablecloth and 
twenty-four napkins in the pattern of 
which the Rape of Proserpine was de
picted.

The French and Belgians are fa
mous for their fine damask linens, 
which when finished in silk are called 
“silk damask.” That kind of weave 
gets its name from an ancient cloth of 
Damascus. The designs are exquisite; 
and in convents and schools children 
study art-lettering for napkins, table
cloths, etc.

Jerry Thibert, grocer at Iron Moun
tain, writes as follows: “As a sub
scriber to the Tradesman, I have read 
and enjoyed your paper very much 
and would not be without it. I t is 
a great help to all merchants. No 
merchant should be without it.’

The mark is now worth about a half 
cent. And the Germans sadly reflect 
that the mills of the cent grind slowly.
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Gabby Gleanings From Grand Rapids.
Grand Rapids, Feb. 21—Lloyd Max 

Mills, who covered W estern Michigan 
territory about a quarter of a century 
for ■the Hazeltine & Perkins Drug Co., 
is now on the road in W estern W ash
ington for the Luckel, King & Oake 
Soap Co., of Portland, Oregon. He 
makes his headquarters at Tacoma, 
but continues to reside at Linnton, 
Oregon. .

R. H. Randall, representing the 
James Bayne Company, is on an ex
tensive business trip which will take 
him through a portion of Iowa, 
Tennessee and Kentucky. The James 
Bayne Company is but one of several 
Grand Rapids catalogue building 
building houses with a National repu
tation for high class printing.

Michigan’s summer visitors come 
up from the Southland in all-steel 
trains and Pullman cars of the latest 
type, but winter travelers who are 
forced to patronize sleeping cars on 
the Petoskey division are not so for
tunate. A Grand Rapids salesiman,, 
when asked what route he had taken 
to Petoskey, said he had arrived on 
one of the “Roosevelts,” using that 
term because they were such rough- 
riders.

Some fresh air fiend opened a win
dow of the Park Hotel at Sault Ste. 
Marie, Wednesday night and water 
pipes were frozen as a result. The of
fice downstairs was flooded; and dam
ages to the extent of some $50 was 
charged up to  profit and loss.

Passengers on the South Shore line 
for the W est spent Wednesday night 
a t Soo Junction. The train was 
thirteen hours late, due to a freight 
car slipping into a snow bank. Twelve 
imen and one woman were unable to 
secure accommodations at the little 
hotel and made the best of it at the 
depot. While the thermometer regis
tered 17 below outside the crowd was 
made as comfortable as possible by 
a very accomlmodating ticket agent. 
Patrons of the line have hinted that 
this fellow was hardi-boiled, but like 
many others proved himself a gentle
man and in the emergency he was 
also quite diplomatic, keeping the 
bunch in good spirits and happy in 
spite of their disappointments at miss
ing connections. By the way, don’t 
pass up the eating house across the 
tracks at Soo Junction. It is all done 
over and the fare is fine and the pro
prietors have the “know-how.”

B. S. Hanson, of the Challenge Ma
chinery Co., Grand Haven, started this 
week on a trip  through the Northwest 
to Winnepeg, Vancouver, Seattle and 
down to Los Angeles. He will return 
the latter part of March by way of 
New Orleans and St. Louis. Mr. 
Hanson’s objective is a visit to all 
dealers in printers supplies and ma- 
chaniery and to push sales of the Lee 
two-revolution press and Diamond 
power paper cutters. He will accept 
carload orders.

The Belding Hotel announces re
duced prices on meals from 75 cents 
to 50 cents, beginning with breakfast 
on Feb. 13. No complaints have been 
registered regarding the quality of 
food at the Belding. While the por
tions are ridiculously small, it is un
derstood by all old tim ers that a sec
ond helping is cheerfully supplied for 
the asking. This price reduction comes 
as a pleasant surprise to the traveling 
fraternity.

William I. Millar, representing the 
Mueller Furniture Co., started on Feb. 
14 for an extended1 trip through the 
Southern states. Mrs. Millar will ac
company him. They plan to spend 
some time in Atlanta, Ga., and other 
places of interest in the South, re
turning by way of New York City, 
Philadelphia and Pittsburgh. Mr. 
Millar, prior to  last January, spent 
ten years in the employ of the Grand 
Rapids branch of the National Candy 
Co.

Business conditions at Newberry are 
not as good as usual. The mills have 
been closed for about eighteen months 
and work in the woods is almost at a 
standstill. A better bunch o f busi

ness men would be hard to find, but 
they seem to  be marking time—always 
optimistic, always boosting for their 
town and each other. Newberry is a 
pretty little place, with wide paved 
streets, boulevard lighting and sur
rounded by a good farming country. 
Under ordinary conditions the travel
er who passes up this hustling town 
is making an error for which he should 
offer no excuse to his house.

D. J. O ’Connell, manager of the 
Newberry Hotel, says he would like 
to reduce the rates at his house, but 
it would not let him get by, since New
berry is a four-day town and it is 
seldom travelers remain over Sunday. 
Meals are 75 cents and rooms $1.25 
and $1.75. Mr. O ’Gonnell himself 
seemed to be the only one complaining 
about the price or service. The rooms 
are very good and the beds clean.

Charles Rogers, for several years a 
farmer, has purchased the Hotel O t
sego, at Gaylord. He expects to put 
in a serve-self restaurant and refurnish 
the office and rooms, throughout 
William Noirot, who will retire after 
fifteen years as proprietor of the O t
sego, has made no permanent plans 
for the future.

“Scribe” Olney received a 12 pound 
pike from his old friend and fishing 
partner, D. E. Matheson, of Roscom

mon. The fish was taken at Hough
ton Lake, where ice fishing is un
usually good at this season.

Greater need for a. bridge spanning 
the Straits of Mackinac was never 
more realized than during the present 
season. Heavy ice floes have blocked 
the passage of that wonderful car 
ferry. Chief W awatam, equipped as it 
is with all the ¡modern tools for defy
ing the wrath of the elements or the 
whims of wind and wave. Passenger 
and freight traffic have been halted for 
days at a time. Service between the 
two Peninsulas is slow at best, but 
especially so during the whiter season. 
Modern though this ferry is, neverthe
less it is primitive and inadequate 
when we consider the vast expanse of 
country it as attempting to  link, the 
Lower and Upper Peninsulas, either 
of which equal an average size State 
in area. Either would be self-support
ing if separated from the other or seg
regated completely, but united they 
constitute the greatest State in the 
Union in diversity of commercial ac
tivity, farming, mining and manufac
turing.

As a playground for summer visitors 
Michigan excels all other states. Yet 
the many tourists whose pilgrimages 
have taken them to Mackinaw City 
have not yet begun the most delight
ful, interesting and pleasurable voy
age. Mackinaw City is a modest vil

lage, yet teeming with interest, for it 
held a prominent place in making 
Michigan’s history and in the advance
ment of civilization from the North. 
St. Ignace, but eight miles bevond, is 
even more historic and older by many 
years. The country roundabout is 
wonderful because of the abundance 
of rocks, rugged shore lines and 
numerous islands, in strange contrast 
to the sand plains, cedar swamps and 
jack pines which surround its sister 
city to the South. Wonderful road
ways built of rock, stone, celment or 
gravel lead in three ways from St. 
Ignace, the most traveled being that 
one which leads to the Soo locks and 
canals by way of the Snow Islands. 
Detour and Hay Lake.

Saint Marys River, with its myriads 
of small islands along the North 
shore, is even more beautiful than the 
Hudson with all its grandeur and it 
is the opinion o f the writer who has 
made both trips that a cruise of the 
Saint Marys in a motor boat is far 
more wonderful than that of the 
Thousand Islands along the St. Law
rence. Except in the main channel, 
the St. Marys is somewhat sluggish 
and, perhaps lacking in thrills which 
make the St. Lawrence so fascinating, 
but its quiet and peaceful waters, rocky 
shores and sandy beaches are soothing

and restful to one whose nerves are 
wearied from business cares, where 
the “jangle’ of the telephone or the 
trolley’s clanging has no place. Even 
to this day the country is undeveloped 
and nature unspoiled by the ruthless 
hands of man, nor has the long bony 
fingers of commerce as yet laid hold 
upon it.

By good fortune the writer s ent a 
portion of September some years ago 
on this River, cruising among the 
islands and camping at night on the 
mainland or some rocky point, fishing 
at will and taking pictures or roaming 
about fancy free. It was an experi
ence never to be forgotten and one 
no man can take without being better 
for having done so—better physically 
and mentally and with a reverence for 
God and His wonderful gifts to His 
people.

To the W est of St. Ignace a good 
road may be traveled for many miles 
along the shore. Side trips into the 
wild and uncut are fascinating, but 
hazardous. I t is now possible to  make 
almost a complete circuit of the 
Northern Peninsula W est from St. 
Ignace to the manufacturing town of 
Manistique and thence over wild lands, 
swamps and farming country to Es- 
canaba, located ion a river of the same 
name made famous by Longfellow in 
his Hiawatha. This highway is ¡most
ly cement with some gravel and the

going is good to Iron Mountain and 
Iron River. Then there is a long 
trail W estward to Ironwood and 
Bessemer, through forests uncut and 
past lakes untouched by man, or so 
to speak. From Ironwood the trail 
Northward is at the foothills of the 
Porcupine Mountains to the W est of 
which is Lake Superior. Yes, Lake 
Superior is ion the W est of Michigan 
in this Northland. No better farm 
lands can be found outdoors than 
those of Ontonagon county, where 
small grain and potatoes grow so 
luxuriously that we of the Southern 
Peninsula are unbelievers. I t is right
ly called “Cloverland.” Most of the 
land under cultivation in these parts 
is owned by Fins. There are over 
forty thousand of them on farms 
North of the Straits and they do not 
advertise. Higher graded live stock 
is raised in that country, as a whole, 
than in the Lower State and prize 
winning dairy cows are everywhere to 
be found. . ,,

Mining deposits in the iron dis
tricts are sufficient to supply the 
world for a thousand years and the 
copper mines of the extreme North 
are inexhaustible. Michigan has the 
only mines in the world where native 
copper grading 98 per cent, is found 
in great lodes. Solid copper nuggets 
of a ton or more have been raised at 
a single draft. While the mines of the 
copper country are even now very 
deep and the veins have been followed 
for miles below the bottom  of Lak 
Superior, ways are being developed 
for pursuing them still further.

While copper is the principal prod
uct of what is known as the copper 
country of Michigan, great quantities 
of silver are reclaimed by the electro
lytic process, and bar silver to the 
value of thousands of dollars are ship
ped out to the mints almost monthly. 
From the copper district of Calumet, 
Hancock and Houghton, the travel by 
automobile is good over a new road to> 
Marquette, Munising and Newberry.. 
From the latter city Eastward to the 
Soo there is a new road in building by 
way of Soo Junction. The Soo has 
been so well advertised it is not neces
sary to  mention it here. It might be 
well to add 'that Chippewa and Luce 
counties have well developed farm 
lands So it is that car ferries between 
the two Peninsulas are inadequate or 
would be if they could be brought in 
closer touch with each other and busi
ness developed!, as it will be same day. 
But the car ferry is comparatively 
new.

The Algoma, now in passenger ser
vice between Mackinaw City and 
Mackinac Island, was first used to 
tow barges laden with freight cars 
back in the early ’80’s. About 1884 
the City of St. Ignace was put into 
service as the first boat to carry both 
freight and passenger cars. As an 
ice-fighter she was about the best of 
any because she was short and could 
turn almost within her own length. 
After a few years traffic increased be
yond her carrying capacity and the 
Sainte Marie was built. The St. Ig
nace was sent to P ort Arthur, where 
she kept the lake open to w inter 
traffic until some years ago, when she 
was destroyed by fire. The Sainte 
Marie was a staunch boat but she, too, 
soon passed into the auxiliary class 
and the big Chief W awatam was built 
in recent years. The Sainte Marie is 
now used only as necesesity demands 
and several times during the present 
winter has been called into service.

A bridge crossing the Straits of 
Mackinaw is not impossible, although 
a tunnel would probably cost less 
money and would meet with greater 
favor by the railway people. The 
shortest distance is probably six miles, 
but the channel is two miles wide and 
in places over two hundred feet in 
depth. On the N orth shore in calm 
weather it is possible to wade out a 
mile or m ore over beautiful white 
sands. W ater on the South bank is 
shallow for a similar distance, ln e  
current, however, reaches a,speed ot 
six miles an h9UF 9YCO greater

In Appreciation of the Michigan Tradesman.
If you want to play the game 
W ith a fair untarnished name,

A nd be square in all your dealings; 
You can learn the way to do it,
If you’re willing to pursue it,

Prom pted by your better feelings—
From  the Tradesman.
W ould you see all sham supressed, 
W ould you learn to do your best 

As you live from day to day;
If your footsteps you would guide 
With a sense of honest pride,

In the straight and narrow way,
Read the Tradesman.
If you’d keep up with the times,
A nd accumulate the dimes,

In your business be the head one—
If you want your trade to thrive,
If you want to keep alive,

A nd don’t want to be a dead one—  
Take the Tradesman.

Reuben Hatch.
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during a W estern gale, and these 
things have got to be reckoned with 
in bridge building. Besides the Gov
ernment would demand an open 
waterway, making necessary a  bridge 
of dizzy heights and a single span 
some two miles in length.

For the enlightenment of those who 
have traveled the Northern Peninsula 
by rail it should be said that all rail
roads, for the most part like those in 
the Lower State, were built primarily 
as logging roads and traversed the 
lumbering districts where possible. 
Not the best of the Northland can be 
seen from car windows.

A great drawback to the develop
ment of the Upper Peninsula is 
propaganda on the part of that army 
of deer hunters who go from the 
Southern section each fall and early 
winter in quest of game. They have 
no further interest, seek the wildest 
of wild places and see the country 
clothed in snow and ice many days be
fore winter comes to their Southern 
homes. To them it is a desolate land, 
useful only for the one purpose, a 
place to pursue game. If successful 
they take all the law allows and hike 
for home at the earliest opportunity, 
glad to return to civilization. If luck 
is against them, they go away cursing 
the country and all that it holds. W hat 
is more they go North with a supply 
of provisions, a home-procured li
cense, home-bought ammunition and 
home-gathered duffle. Except for 
carfare they spend little or no money 
on the entire trip. Once in a great 
While some magnanimous politician 
from South of the Straits will send 
the game warden the price of a bale 
of hay to keep the deer from starving 
during the heavy snows, but this is 
indeed rare.

Another matter that has retarded 
the development of the Upper Pen
insula and its settlement by families 
South of it is the lack of instruction 
in our public schools. Geography of 
our own State should lead all else, 
yet we depend on road maps and gar
ages to direct us and these are com
paratively recent. If in your own 
family there is an eighth grader or a 
high school student, ask him the di
rection or the distance to some im
portant town in your own State. His 
lack of knowledge on the subject is 
pathetic, to say the least. While it is 
true tha t most any youngster can tell 
of the earth’s formation, draw a rough 
map of China and possibly locate with
in a thousand miles the South Sea 
Islands, he has little or no conception 
of the location of his own 'home town 
and its relation to other cities in his 
own State, unless his “old man” is 
fortunate in having a car and has 
taken him outside the county on oc
casional trips. The w riter has often 
discussed this subject with teachers 
and pupils alike and feels quite safe 
in saying that the average tourist 
from Indiana knows more about 

• Michigan than m ost of those who 
have lived here all their lives. In 
closing, perm it us to suggest that we 
get out the map of this grand old 
State of Michigan and proceed to 
cultivate an acquaintance with our 
neighbors across the Straits of Mack
inac. John B. Olney.

McMullen Bros., Cumberland, Md., 
recently held a sale. They advertised 
it extensively and were rewarded by 
very good business, although the sale 
was conducted on a strictly cash basis. 
As Cumberland is a railroad town and 
as the railroad situation was rather 
unsettled, the store decided to sacri
fice some business rather than take 
on any more credit. This policy seems 
to  be a wise one to follow at the pres
ent, with so much frozen credit still 
on hand. Some merchants have the 
idea that volume of business is all 
that matters. However, volume 
counts for nothing if it is necessary 
to wait months before collecting.

Loafing
Merchandise

If you found an employee loafing on the job, you certainly wouldn’t offer to pay 
his room-rent and then furnish him heat and light as well.

But do you know that a great many dealers are doing almost the same thing with 
certain lines of their merchandise that are no more profitable than the loafing employee?

A clerk is engaged for no other purpose than to earn new profits. You certainly 
don’t keep him just for ornament, no m atter how well groomed he may be. It is the 
profits you are after.

Just stop to think for a moment. How much difference is there between a shelf 
filled with slowly moving stock, or stock that does not move at all, and the clerk who 
is loafing on the job? Both were brought into your store to earn profits and both 
have refused to do it. Is there really any difference between the two—so far as their 
money-value to you is concerned?

You would take quick action with the loafing employee. But how about the 
shirking merchandise—the shelf-warmers that are resting so comfortably about your 
store? You are paying rent for the space they occupy. So, also, you are paying for 
the insurance that protects them from loss by fire. O ther items of expense you can 
trace to them. W hy, then, shouldn’t these shelf-warmers be given the same summary 
treatm ent that you would mete out to the loafing clerk?

The keen and successful business-man would dismiss the loafing clerk just the 
same as would you. But he also would round up the loafing merchandise—mark it 
down even below cost if necessary—and send it kiting out of the door!

He soon would have in place of the shirking clerk one who was worthy of his hire 
—one who would be willing to earn the profits. In place of the loafing merchandise, 
he also would fill his shelves with that which was in real demand—the merchandise 
that made quick profits and really was worthy of the space it occupied.

So you see that there really isn’t very much difference between the loafing clerk 
and the shelf-warming merchandise. One should be disposed of just as quickly as 
the other, if you want to get fill the profits that are coming to you.

This is the  w hole story  in a nu t shell. This is w hy the  
buyer of good m erchandise is getting the  business, while 
the  buyer of cheap m erchandise is complaining.

This is w hy our Com pany has insisted all of these 
years th a t the  contents of the  package should be the best 
of its kind th a t m oney could buy.

This is w hy W orden’s goods — Q uaker Brands, 
N edrow  Brands and our o ther lines are  found on the 
shelves of successful m erchants and are  trade  builders.

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

Grand Rapids—Kalamazoo—Lansing 

The Prompt Shippers
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MOVEMENT OF MERCHANTS.
Flint—W einer & Kroll, boots and 

shoes, has filed a petition in bank
ruptcy.

Detroit—The Castle Shoe Co. has 
filed a petition in bankruptcy it is 
reported.

Kalamazoo—A. Lipman will open a 
women’s ready-to-wear store early 
in March.

Detroit—Halpering Bros., boots and 
shoes, is reported to have filed a peti
tion in bankruptcy.

Adrian—The Tecumseh Mutual Oil 
Co. has increased its capital stock 
from $15,000 to $30,000.

Negaunec—Arneth Bros, are re
modeling their drug store and in
stalling new fixtures, shelving, etc.

Grand Rapids—F. L. M cIntyre & 
Sons recently opened a sales office. 
Their headquarters are at Pine Bluff, 
Ark.

Leroy—L. R. Eastway has purchas
ed the Shingletown store in Rose Lake 
township giving his farm in exchange 
for it.

Detroit—Nathan Kaplan, dealer in 
shoes, etc., at 1009 W estminster 
avenue, has filed a petition in bank
ruptcy.

Kalamazoo—Oscar Gumbinsky & 
Bros., paper stock dealers, have sold 
their Kalamazoo plant to the Bryant 
Paper Co.

Bad Axe—The Atwater Farmers & 
Gleaners Co-Operative Elevator Co., 
has changed its name to the Atwater 
Grain Co.

Negaunee—The Fair (Johnson & 
Dubinsky), shoes and general mer
chandise, is offering to compromise 
at 30 per cent.

Royal Oak—The Mellen W right 
Lumber Co. has opened a  branch 
lumber yard at the corner of Beverly 
and Kenmore streets.

Kalamazoo—The clothing and men’s 
furnishings goods stock of Vernon R. 
McFee has been sold at bankruptcy 
sale to Alexander Velleman,

Kalamazoo—Alfred Speyer, dealer 
in women’s ready-to-wear clothing at 
117 W est Main street, has filed a vol
untary petition in bankruptcy.

Greenville— Frank Nuciforo has 
purchased the Sugar Bowl Cafe, from 
Antonio Oliviero and will continue 
the business under the same style.

Camden—L. H. Kahle has traded 
his farm to W. H. Cook & Son for 
their store building and stock of hard
ware, taking immediate possession.

Hanover—Ben Levy, son-in-law of 
the late A. B. Sanderson, succeeds the 
A. B. Sanderson Co. in the general 
merchandise, produce, wool, fuel, etc., 
business.

Bear Lake—John Palmer, recently 
of Grand Rapids, has leased the W est 
store in the Masonic Temple and will 
occupy it early in March with a res
taurant and ice cream parlor.

Greenville—G. C. Williams has sold 
his interest in the optical business of 
Williams & Stromstra to his partner, 
I. W. Stromstra, who will continue 
the business under his own name.

Detroit—The American Importing 
Corporation, 212 Bowles building, has 
been incorporated with an authorized 
capital stock of $25,000, all of which 
has been subscribed, $9,000 paid in in 
cash and $2,300 in property.

Detroit — The Wolverine Trailer 
Sales Co., 8931 Greeley street, has in
creased its capital stack from $5,000 
to $25,000 and changed its name to 
the Wolverine Trailer Equipment Co.

Plainwell—A. L. Reese has sold a 
half interest in the hardware stock of 
A. L. Reese & Cb. to his head clerk, 
D. O. Brown and the business will be 
continued under the style of Reese & 
Brown.

Ludington—E. T. Morrison has 
purchased the interest of his partner, 
Frank J. Pierce, in the undertaking 
business of Pierce & Morrison and 
will continue the business under his 
own name.

Ludington — Phillip and William 
Rice have purchased the store build
ing and grocery stock of H. G. Price, 
308 W est Ludington avenue, and will 
conduct the. business under the style 
o f Rice Bi •os.

Jones—The creditors of the Farmers 
& Merchants bank, privately owned, 
which closed its doors several ittortths 
ago with assets of $80,00ft and liabili
ties of $70,00ft, have named Frank 
Rockwell, Newberg, trustee.

Camden—L. M. W are has purchas
ed the interest of John Randal in the 
garage and automobile accessories 
stock of Stockwell and Randal and 
the business will be continued under 
the style of Stockwell & Ware.

Jackson—-Maurice L. Griffin, re
cently of W atkins, New York, has 
purchased the grocery stock of T. C. 
Murray, 1050 Cooper street and will 
continue the business at the same loca
tion. Mr. Murray will retain his drug 
stock.

Ithaca-—P. C. Wilson, son of J. H. 
Wilson, of the Wilson-Davy Co., 
dealer in general merchandise at Clare, 
has leased a store building which he 
will occupy with a stock of men’s 
clothing, furnishings and women’s and 
men’s shoes about March 1.

Grand Haven—The Dyke-Sherk 
Auto Co. has been incorporated to 
deal in autos, accessories, parts and 
supplies, with an authorized capital 
stock of $25,000, $13,000 of which has 
been subscribed and paid in, $3,000 
in cash and $10,000 in property.

Saginaw—The Three R. Sales Co. 
has been organized to deal in autos, 
and all vehicles propelled by mechan
ical power for use on land, water or 
air, with an authorized capital stock 
of $45,000, $22,500 of which has been 
subscribed and $7,500 paid in in cash.

Saginaw—The C.. K. Seymour Cor
poration has been incorporated to 
deal in autos, auto tools, accessories, 
parts and supplies, with an authorized 
capital stock of $250,000 and 25,000 
shares at $10 per share, all of which 
has been subscribed and paid in, $10,- 
000 being in cash.

Albion—Robert C. Baker writes the 
Tradesman that the statement that 
Robert C. Baker & Co. has merged 
its grocery business into a stock com
pany under the style of the Albion 
Wholesale Grocery Co. is incorrect. 
The latter house recently took over 
the business of the Albion Merchan
dise Co., but has no physical connec
tion with Baker & Co., although Mr. 
Baker owns stock in both companies.

Allegan—William Peet, of Battle 
Creek, has purchased the L. J. Bressin

bankrupt stock of drugs from the 
trustee, E. T. Van Ostrand. Mr. 
Peet conducted one of the leading 
drug stores i t  frattle Creek for a 
number of years and, after looking for 
a location in California and other 
Western cities, as well as in Michigan, 
bought this stock as loott as he had 
looked it over and made up his mind 
Allegan was the best location Irt the 
State for an up-to-date drug storfe.

Lansing—Alfred A. MorSe, 61, prb- 
prietor of the Butler fious'e dhanrhac^ 
for twenty-foUK year's, died Sunday 
after in  illness of Several years. He 
had engaged in active business fbr 
thirty-six years when he retired in 
1920 because btf ill health. He was 
born in Ontario, Feb. 3 1861, and came 
to this State in 1886. He started in 
business as a druggist at St. Clair, un* 
der the guidance of Dr, G. J. Ward. 
From St. Clair he moved t6 Ldniing 
in 1898 ahd wiS married to Miss Nellie 
Brfertnan, jan . 19, 1904. Besides his 
wife he leaves five sisters and four 
brothers.

Manufacturing Matters.
Detroit—The Utility Compressor 

Co. has removed its business Offices 
to Adrian,

Flint—The Champion tgnitidn Co. 
has changed its name to the AC 
Spark Plug Co.

Filer City—The Filer Fibre Cb. HaS 
increased its capital Stofck froiii $450,-
000 to $l,ofto,ftftft.

Kalamazoo—The Sutherland Paper 
Co. has increased its capital stock 
from $1,000,000 to $1,150,000.

Paw Paw—The Traver, Clover & 
Beattie Co. has changed its name to 
the Paw Paw Preserving Co.

Albion—The National Spring & 
Wire Co. ha removed its business of
fices to Room 2-134 North 3044 West 
Grand Boulevard, Detroit.

Detroit—The Cass Manufacturing 
Co., 4725 Ellery street, manufacturer 
of tools, has changed its name to the 
Sterling M anufacturing Co.

Detroit—The New Egyptian P o rt
land Cement Co., 408 W est F ort 
street, has increased its capital stock 
from $500,000 to $1,000,000.

Hillsdale—Stock & Sons, will erect 
a modern addition to their flour mill, 
installing modern machinery, etc., at 
an estimated cost of $100,000.

Sturgis—The W ilhelm Furniture 
Co. is building an addition to its plant 
at an estimated cost of $50,000, which 
will be completed about July 1.

Reading—Frank Petit and Carl 
Roberts, of Fremont, have purchased 
the old creamery property and will 
convert it into an ice cream manu
facturing plant.

Lansing—The Multitool Sales Co. 
has been incorporated with an auth
orized capital stock of $20,000, $8,750 
of which has been subscribed and $1,- 
392.34 paid in in cash.

Ionia—The Michigan Porcelain Tile 
W orks has been organized with an 
authorized capital stock of $100,000, 
all of which has been subscribed and 
$10,000 paid in in cash.

Menominee—T he Menominee Val
ley Creamery Co., conducting a chain 
of creameries in this district, will 
open a creamery here the latter part 
of March. The plant will be equip

ped With the most modern machinery 
obtainable at an estimated cost of 
$3,500.

Three Rivers—The Pleasant Lake 
Marl Co. has been incorporated with 
an authorised Capital stock of $5,090i 
$2,500 of which has bêêri feübSèfihed 
and paid in, $500 in câsh and $2,000 
in property.

Üëdar Springs—-The Eclipse Atttd 
Signal Co., hfc§ oêért incorporated with 
in  iuthb'rii'ed capital stock of $10,000, 
of which arriount $4,200 has been sub
scribed and paid in, $2,100 in tàsh and 
$2,100 iri property.

Bay City—The Bay City Paper Box 
Co. has been incorporated with an 
authorized capital stock of $20,000, of 
which amount $12,000 has been sub
scribed and paid in, $8,000 in éaSh 
and $4,000 ih jifbPëjrtÿ.

Dëtioït—Kadish & Meisner, Inc., 
10 Gratiot avenue, has been incorpor
ated to manufacture and sell jewelry 
novelties, with an authorized capital 
stock of $25,000, all of which has been 
subscribed and paid in in property, 

Algonae—The C. C. Smith Boat ft 
Engine Cb. has merged its business 
into à Stock tom pàny under thë Stiyë 
of thë Chris iâniith & SdnS Bdàt Cb.; 
with an authorized capital stock Bf 
$10;000, $8,000 ôf which haS heën Sub
scribed and paid in in cash.

Fèrndale—Thé Hàyes-Daprato, Inc., 
has been incorporated to manufacture 
and sell paints, varnishes, etc., with an 
authorized capital stock of $25,000 
common and $25,000 preferred, of 
which amount $25,000 has been sub
scribed, $5,000 paid in in cash and $2,- 
000 in property.

Detroit — Thé Réx Advertising 
Novelties, InC., has béén incorporated 
to manufacturé ànd sèll advertising 
novelties, toys, toÿ balloons, fete., with 
an authorized càpital stoék ê i  $140,- 
000 common ând $60,000 preferred, 
$10,000 of which has been subscribed 
and $1,000 paid in in cash.

Saginaw—A verdict of $1,396.65 
was handed down to the Bay State 
Milling Co„ last week, against the 
Saginaw Baking Co. by a jury in Cir
cuit Court before Judge E. A. Snow. 
The suit resulted from the purchase 
of 500 barrels of floor October 1, 1920 
at $12.20 per barrel. On the delivery 
date, March 1, 1921, the shipment was 
refused and the manufacturer, accord
ing to the testimony was forced to 
dispose of the flour at $9 per barrel. 
The suit was to collect the difference 
in price.

Menominee—This city is developing 
a meat packing industry. Its  plant, 
last year, produced 729,000 pounds of 
sausage, and its total sales of this and 
other products are reported to have 
amounted to some $300,000, while it 
paid out to farmers for cattle, sheep 
and hogs some $200,000. The animals 
slaughtered at the plant included 
1,201 cattle, 2,215 calves, 2,668 hogs* 
and 291 sheep. Ham, bacon and lard 
are im portant products. The local 
market for live stock is regarded as 
of importance to the farmers of the 
territory.

0 0" 0 t
Some store in town is getting the 

cream of the trade in your line, and 
if yours is not that, store, why isn’t  it? 
Think it over..
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Essential Features of the Grocery 
Staples.

One of the most delicious of fruits 
packed in cans and in glass is the 
fresh figs of Texas. B. F. Meixell, 
sales superintendent of the Gulf Coast 
Fig Orchards Association, is now vis
iting Michigan markets with samples 
of figs in syrup. Their orchards and 
cannery are located at League, Texas, 
on the Missouri, Kansas & Texas 
Railway, their offices being at Hous
ton. These figs are prepared by re
moval of the tough skin by a special 
process and are packed in heavy syr
up. They can be used as a confection 
out of the can or jar or served with 
cream, and there is no preserve that 
will compare with them. The supply 
of these figs has been so limited in 
the past that producers have always 
been oversold, but extensive orchards 
are now coming into production and 
the demand can at least be better 
taken care of.

Sugar—There has been no change 
in refined sugar during the week. All 
refiners are on the basis of 5c for 
granulated, with the exception of one 
New York refiner, who is asking 10 
points more. The consumptive demand 
for sugar is about fair and the opin
ion seems to be equally divided as to 
whether sugar is going down or up. 
Most o f the refiners have caught up 
with the demand and can now ship 
promptly. Raws are firm, with com
paratively little offering. Local job
bers are asking 5,60c and 5.80c for 
granulated.

iTea—The market has not changed 
for the week. There has been some 
activity in green teas, 'which have 
been a little in the dumps for some 
time. All the Far Eastern markets 
for tea are firm and strong, particu
larly in Ceylon and India. Ceylon 
and India teas are selling in this coun
try very much below the cost to re
place. The general demand for tea 
is seasonably moderate.

Coffee—The market has shown 
some additional strength during the 
week. Milds are about unchanged for 
the week, with a fair demand. The 
available stock of milds in New York 
shows an increase over the week be
fore and that, of course, has not 
helped the market any. As to Rio 
and Santos grades they are all about 
on a parity with last week, speaking 
now of actual coffee a t jobbing prices. 
The option market has moved up a 
trifle during the week, but this has 
not affected to any extent the jobbing 
situation.

Canned Fruit—California packs on 
the spot are steady but are not in 
much larger demand than heretofore, 
the interest being for odd lots of the 
various grades. Prices, still range 
below the Coast values, charges con
sidered. W ith a light movement offer
ings here appear to be ample, but 
well posted observers declare that the 
available supplies are limited and will 
soon be exhausted. No radical 
changes in prices occurred. Hawaiian 
pineapple is firm and wanted, with 
stocks of sliced in sight limited. Ap
ples are steady.

Canned Vegetables—Two short
packs of canned foods are in pros
pect, judging by the reports of Cali

fornia canners, who have been de
layed several months by unfavorable 
weather in packing spinach, which 
may affect the production of aspara
gus. Cold, wet weather prevented 
spinach canning for December and 
January shipments and the February 
movement will be light. Contracts 
placed for early delivery have not 
been filled. Many of the canneries 
which produce spinach also turn out 
asparagus, and it seems likely that 
they will discontinue, or at least cut, 
their spinach pack during the aspara
gus season. Already independent 
asparagus packers are not willing to 
book contracts at discounts below 
opening prices of the larger canners. 
Some of this business has been w rit
ten, but it is hard to place now. In 
other futures the market last week 
showed some buying of new pack 
peas of standard and fancy varieties 
from the W est, up-State and in the 
South. While less than normal in 
volume, buyers are taking some 
stocks, although they want low prices, 
which the canner fails to grant but 
remains firm at his opening prices. 
Future tomatoes and corn are not in 
general demand, but the former is 
taken by some of the larger operators 
chiefly. The spot vegetable market 
last week showed a steady movement, 
but it was of a routine nature and did 
not greatly affect values, although the 
general tendency is toward higher 
levels with the advancing season and 
the growing shortage in supplies. 
Tomatoes from the South and from 
California are firm but not in more 
than ordinary demand. Standard peas 
hold firm and are scarce. Fancy lines 
are scarce. Extra standards are sell* 
ing better. Corn is firm but not ac
tive in a large way, with the demand 
centered on standards.

Canned Fish—Sardines are quiet 
and Maine canners maintain their 
prices and let business pass where it 
means a cut in f. o. b. quotations. 
Spot sales are in moderate volume, 
dealers taking mostly small lots to 
keep them going, but there is little 
advance buying. California sardines 
show no change but remain neglect
ed. Foreign sardines are affected by 
the exchange rate, which causes hold
ers of spot stocks to carry them for 
the spring market. Salmon was 
steady on spot last week in all grades 
and firm on the Coast a t former price 
levels. Buyers are still looking for 
2j^@5c discounts below Coast values, 
and when they cannot place business 
prefer to delay operations until they 
are in greater need of stocks. The 
tendency of the W est is upward, 
which gives local dealers confidence. 
Lobster and crab m eat were firm all 
week and sparingly offered. Tuna 
fish is steady but not active. Sshrimp 
shows a little improvement.

Dried Fruits—Prunes have moved 
into a better position on the spot and 
there is not the strong pressure to 
sell noticeable until recently. The 
market, however, has not improved 
to the point that Coast buying for 
immediate shipment has increased, 
especially as stocks for March and 
April movement have already been 
contracted. In  California further 
strength is shown, as independents

are following the lead of the associa
tion in withdrawing some sizes and 
grades. There steady domestic and 
foreign buying is reported. Many 
traders think that the weak point of 
the market has been passed and that 
from now on the market will be on 
the up grade as to prices, with a bet
ter jobbing and consuming move
ment. Oregon prunes on the spot 
are still quiet. Apricots are kept 
more or less inactive because of the 
shortage of the desired grades and 
the high prices demanded. Foreign 
stocks cannot be reshipped in volume 
at the present range of prices. Peaches 
are in better jobbing demand, show
ing that some buying for the spring 
is occurring. The consuming demand 
is also affected by the shortage of 
apricots and apples, which causes 
brokers to take more peaches. Apples 
also are firmer. Coast operators are 
buying up blocks in the East. Pears 
are quiet, with limited jobbing stocks 
being held. Figs are selling in fair 
volume, their low price being a strong 
appeal to buyers. Currants are weak
ened by spot offerings at less than 
the cost to import new purchases. 
This is confined to some of the weak
er sellers, but the offerings more or 
less affect the whole market. Raisins 
went through a quiet week. Business 
was mostly on the spot and in mod
erate jobbing lots.

Syrup and Molasses — Compound 
syrup is firmer and slightly higher, 
¡but the demand keeps very fair. 
Sugar syrup is dull, as it has been for 
a long time, without any change in 
price. Molasses is in fair condition 
as far as strength is concerned, but 
with a rather poor demand.

Cheese—The market is very quiet, 
with a light consumptive demand at 
prices ranging about the same as last 
week. Stocks in storage are about the 
same as they were a year ago. In 
the absence of any export demand we 
are not likely to experience any 
change in price in the immediate fu
ture.

Provisions—Everything in smoked 
meat line is in fair consumptive de
mand at prices ranging from c
per pound over last week’s quotations. 
Pure lard is firm at YzZ advance and 
lard substitutes are firm at about y2c 
advance. Consumptive demand on 
both lines very small. Dried beef, 
canned meats and barreled pork are 
steady at prices ranging about 5 per 
cent, higher /h an  they were a week 
ago.

Salt Fish—Mackerel is unchanged. 
The demand is not heavy, but neither 
are the available stocks and, there
fore, everything remains about as it 
has been. There is a little better buy
ing, which holders credit to the ap
proach Of Lent.

Makers of Underwear Adopt Standard 
Sizes.

At a meeting of athletic underwear 
manufacturers held in New York last 
week the International Association of 
Garment Manufacturers, group “A,” 
athletic underwear manufacturers’ 
division, was reorganized for the pur
pose of extending the use of the stan
dard-size guaranteed trade-mark of 
the Association throughout the trade,

for the protection of consumer, re
tailer and jobber.

A standard scale of measurements 
was unanimously adopted as the mini
mum measurements for breast, seat, 
trunk, width of leg, in-seam, and body 
length for each size of union suit. 
Each member of the group is to sub
mit promptly at headquarters, sam
ples of his garments in each size. 
These samples will be carefully in
spected by the license committee, 
which will have charge of issuing all 
permits for the use of the standard- 
size trademark.

Each member must sign an iron
clad contract with severe penalties 
for any misuse of the trademark. The 
trademark remains the property of 
the Association. I t will appear on 
each garment made in accordance 
with the standard-size provisions, in 
the form of a red seal. These seals 
will be provided by the Association 
at a price slightly in excess of their 
cost, and the money thus obtained 
will be expended to promote the use 
of properly fitting garments identified 
by the label.

Any athletic underwear manufac
turer who is prepared to live up to 
the rules governing the use of the 
trademark, and who will sign the con
tract which protects the public from 
any attempt at misrepresentation, will 
be admitted as a member. Letters 
announcing this fact are being sent to 
the trade, and it is expected that 
practically all manufacturers in the 
athletic underwear field who prefer 
to make garments that fit, will soon 
join this movement.

It was also decided to conduct an 
extensive National advertising cam
paign as soon as preliminary work 
is finished and sufficient funds have 
been collected.

Hide M arket Quiet.
Country hides are in fair demand, 

but small dealers insist upon moving 
stock frequently, as they need the 
money, and a brief period of quiet 
business has a marked effect upon 
prices. Some good lots are already 
offered at less than last sale rates, 
and a decline of ]/2c or possibly a full 
cent would not be surprising.

Calfskins and kip are in fair de
mand and stocks are moving as fast 
as car lots are accumulated. City 
skins are still in better demand than 
country, although the latter can be 
sold at suitable reductions.

Horsehides are not moving very 
well and dealers have difficulty in 
selling anything but the very best 
lots. Odd lots are without friends.

Sheepskins continue in active de
mand and sales are limited by lack 
of supplies.

The Clean Record.
“I ’m not quite sure about your 

washing machine. Will you demon
strate it again?”

“No, madam. We only do one 
week’s washing.”

In order to overcome a reluctance 
to buy you need to find out the cause 
of the reluctance, and that is where 
the ability to understand human na
ture comes in.
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STATE BUREAU OF FOODS.

How the Eight Different Divisions 
Property Function.*

Although I might (be laboring un
der the pressure of stagefright, I want 
you to know I feel perfectly at home 
among you grocers of Michigan. It 
was my good fortune as a youngster 
to spend several summer vacations 
back of the retail grocery counter and 
on the delivery wagon, and after leav
ing school I worked for some time in 
a grocery store. I know of no line 
of endeavor where an observing 
youngster has a better opportunity to 
study human nature and lay a founda
tion for life work, whether as a mer
chant, manufacturer, professional man 
or other vocation, than in the grocery 
store. \Vhile my “boss * was teaching 
me the art of salesmanship, I became 
so proficient tha t I started right in 
trying to selll myself to his daughter. 
Perhaps I proved a greater success 
on this “specialty” than I did in mov
ing “shelf-worn” or “feature” mer
chandise. In any event, I finally put 
over my sales arguments and eventu
ally we were married.

In the vernacular of the street, 
“Them was the days.” Mine was a 
small town of 7,000, comprised large
ly of retired farmers, in the heart of a 
rich agricultural region in central 
Ohio. I was the third highest paid 
clerk in town, drawing $8 every Sat
urday night at 11:30. The highest 
paid clerk received $12. I recall many 
of the common retail prices obtaining 
then, among them bread, six loaves 
for a quarter; flour 55c an eighth bar
rel sack; bacon, 3 pounds for 25c; lard,
3 pounds for 25c; eggs, around Easter 
time, 3 dozen for 25c; canned corn 
and tomatoes, 3 cans for 25c; potatoes, 
50c to 80c per bushel; ham, 2 pounds 
for 25c; crackers, 3 pounds for 25c, 
and other prices for foodstuffs, wear
ing apparel, labor, rents, etc., running 
in iabout the same proportion. A 
spirited (?) horse, red running-gear, 
rubber-tired buggy could be hired at 
any of the several livery stables at 
$1.50 to $2 for the evening. In my 
apprenticeship at clerking, $2 was half 
of my week’s wage.

W ith all of the low prices, I am 
not sure that any of us would care to 
go back or have present day condi
tions reversed to  the standards of 
twenty years ago. W hether or not 
the subject is debatable—and I am not 
here to discuss it—I am convinced 
of the absolute merits of one outstand
ing fact, and that is that we boys of 
tha t period were taught to work, to 
shoulder responsibility, to  respect our 
elders and to obey the laws. The 
boys and girls then were encouraged 
to enjoy the benefits of the home fire
side, whereas to-day almost every
thing is done to educate them away 
freon the home. W e were made to 
realize tha t it was altogether honor
able to  earn an honest dollar, whether 
that meant clerking, cleaning cisterns, 
selling papers or running errands. 
To-day polished finger nails, fine 
clothes, membership in miscellaneous 
societies, dancing clubs, etc., are all

♦ P aper re a d  a t  an n u a l m ee tin g  R e ta il 
G rocers  a n d  G eneral M erch an ts ’ A sso c ia 
tio n  b y  W . P . H a r tm a n , D irec to r o f th e  
B u re au  o f F oods a n d  S ta n d a rd s , L an s in g .

too engrossing to permit the young
ster—with his or her “weekly allow
ance,” backed by the influences of 
over-indulgent parents “who don’t 
want their boy to have to work as his 
father did”—any time or desire to 
work and earn.

Now to my subject, “The relation
ship of the Bureau of Foods and Stan
dards of the State Department of Ag
riculture to the Retailer.” First, let 
me refer briefly to the new State De
partment of Agriculture, created by 
the last legislature. In this Depart
ment the activities of what had been 
some thirty odd commissions, boards 
and other groups were all brought to
gether under one head. W ithin six 
months the personnel of the payroll 
was reduced 15 per cent, and the ef
ficiency of every branch of the service 
substantially increased. There isn’t a 
single unit of the organization to-day 
but that is forming a greater service 
than obtained twelve months ago. 
Governor Groesbeck’s appointment of 
H. H. Halladay to head the Depart
ment was less a stroke of good fortune 
than one of keen judgment. The selec
tion, when made, won instant ap
proval throughout the State and I 
have no timidity, whatever, in saying 
that Commissioner Halladay’s admin
istration will yield the kind of results 
that the intelligent taxpayer naturally 
expects. Someone will be charging 
me with being Governor Groesbeck s 
messenger boy. All right. Let ’em.
I am delighted to be guilty—to have 
the opportunity—of saying a word in 
support of any man, in any office, at 
any time, who strives as diligently— 
and who has been as successful in 
his desire—as Governor Groesbeck in 
delivering maximum service and re
sults at a minimum cost.

The Department of Agriculture is 
divided into four Bureaus, naimely: 

Bureau of Agricultural Development 
Bureau of Animal Industry 
Bureau of Dairying 
Bureau of Foods and Standards 
In the Bureau of Foods and Stand

ards, we have the
Division of Chemical Laboratories 
Division of Food Inspection 
Division of W eights and Measures 
Division of Feeds and Fertilizers 
Division of Insecticides and Fungi

cides
Division of Farm  Seeds 
Division of Carbonated Beverages 
Division of Markets 
Michigan was the second State in 

the Union to enact pure food laws. 
This in 1893, twenty-nine years ago. 
Since then the laws of many other 
states and municipalities have been 
modeled after ours. The results ac
complished in Michigan and certain 
other states caused a Federal pure 
food law, enacted by Congress four
teen years after ours was in force. 
Many of our original laws have been 
amended and not a few of the laws 
as they now stand are in need of some 
relatively slight amendments to  meet 
present day conditions.

There isn’t a day but tha t the effect 
of one or more of our laws come into 
action to the direct pecuniary advan
tage of every one of you responsible 
retailers assembled here to-day.

Some merchants think of our work

only as they come in contact with 
one of our inspectors, who, in their 
case, demands that certain unsanitary 
conditions about the store be cor
rected or perhaps he condemns either 
because of adulteration, mislabeling 
or short weight some merchandise on 
the shelves which was purchased in 
good faith, or he may call attention to 
the law requiring “cold storage egg” 
labeling, the necessity of placing an 
oleomargarine sign or other regula
tions primarily intended to protect the 
purchaser, yet in the long run, giving 
a very tangible service to all reliable 
dealers by enforcing compliance with 
laws intended for the best interests 
of the public.

It is the avowed purpose of the 
Bureau at all times to work with and 
not against the manufacturer, the 
wholesaler and distributor, and the 
retailer. In other words, we seek to 
co-operate and never to antagonize 
only as in the latter case we are com
pelled to enforce compliance with the 
law. Our inspectors would far rather 
give only verbal instructions in rela
tion to the observance of our sanitary 
laws than to issue an insanitary no
tice or finally have to cause prosecu
tion to obtain the desired results. We 
would much prefer to have the owner 
voluntarily destroy short weight or 
measure devices or damaged goods of 
any kind than to have to make a 
formal seizure and cause the pro
prietor worry, cost and frequently 
severe loss of trade by taking the mat
ter into court.

In the case of foodstuffs, we are 
constantly mindful of the fact that the 
major function of our Bureau is to 
protect the health and lives of 3,366,- 
000 people. Dirt and filth breeds dis
ease. Spoiled foodstuffs, a t best, are 
unwholesome and frequently harbor 
deadly poisons.

The inspection service of our Bu
reau includes: sanitary conditions,
adulterations, misbranding, spoilage of 
green, dried or canned goods, weights 
and measures and other factors enter- 
into the manufacture and sale of food
stuffs as found in factories, ware
houses, slaughter houses, groceries, 
meat markets, bakeries, soft drink par
lors, restaurants, hotels, candy kitch
ens and all other places where food
stuffs are prepared, stored or offered 
for sale. Our work is carried on in 
the closest co-operation with the Fed
eral food authorities, and with active 
Boards of Health in various towns 
and cities.

Under the General Food Laws of 
1895—

(C. L. 6475) Sec. 3. An article 
shall be deemed to be adulterated 
within the meaning of this act:

First, if any substance or substances 
have been mixed with it so as to lower 
or depreciate or injuriously affect its 
quality, strength or purity.

Second, if any inferior or cheaper 
substance or substances have been 
substituted wholly, or in part, for it.

Third, if any valuable or necessary 
constituent or ingredient has been 
wholly or in part abstracted from it.

Fourth, if it  consists wholly or in 
part of a diseased, decomposed, putrid, 
infected, tainted, or rotten animal or 
vegetable substance or article, whether 
manufactured or not, or in the case 
of milk, if it is the product of a dis
eased animal.

Fifth, if it is colored, coated polish
ed, bleached, or powdered whereby

damage or inferiority is concealed, or 
if by any means it is made to appear 
better or of greater value than it 
really is.

Sixth, if it contains any added sub
stance or ingredient which is poison
ous or injurious to health. Provided 
that nothing in this act shall prevent 
the coloring of pure butter.

An article is misbranded when— 
(C. L., 6475) Section 3 (a).

First, if it is an imitation of or is 
offered for sale under the name of 
another article.

Second, if it is labeled or branded 
so as to deceive or mislead the pur
chaser, or purports to be a foreign 
product when not so, or if the con
tents of the package as originally put 
up shall have been removed in whole 
or in part and other contents shall 
have been placed in such package.

Third, if in package form every 
package, box, bottle, basket,, or other 
container does not bear the true net 
weight, excluding the wrapper or con
tainer, which shall be stated in terms 
of pounds, ounces, and grains avoir
dupois weight, or the true net measure 
which measure, in case of liquids, shall 
be in terms of gallons of two hundred 
and thirty-one cubic inches or frac
tions thereof, as quarts, pints, and 
ounces, or the true numerical count, 
as the case may be, expressed on the 
face of the principal label in plain 
English words or numerals, so that 
it can be plainly read: Provided, how
ever, that reasonable variations shall 
be permitted and tolerances therefor 
and also exemptions as to small pack
ages shall be established and promul
gated by the Commissioner of Agri
culture. The provisions of this sub
division shall not apply to beverages 
in glass containers.

Fourth, if the package containing 
it or its label shall bear any statement, 
■design or device regarding the in
gredients or the substances contained 
therein, which statement, design or 
device shall be false or misleading in 
any particular: Provided, That the 
provisions of this act shall not apply 
to mixtures or compounds recognized 
as ordinary articles or ingredients of 
articles of food, if each and every 
package sold or offered for sale bear 
the name and address of the manu
facturer or jobber or retail merchant 
with an established business, and be 
distinctly labeled under its own dis
tinctive name, and in a manner so as 
to plainly and correctly show that it 
is a mixture or compound and is not 
in violation of any of the foregoing 
provisions of this act. Every article 
of food as defined in the statutes of 
this State shall be sold by weight, 
measure or numerical count and as 
now generally recognized by trade 
custom, except where the parties 
otherwise agree, and shall be labeled 
in accordance with the provisions of 
the food and beverage laws of this 
State. Only those products shall be 
sold by numerical count which can
not well be sold by weight or measure. 
All foods not liquid, if sold by meas
ure, shall be sold by standard dry 
measure, the quart of which contains 
sixty-seven twentv one-hundredths 
cubic inches, providing that the pro
visions of this section shall not apply 
to fresh fruit and vegetables.

W ithin the past thirty days we have 
condemned and seized many tons of 
candy, cookies, canned goods, meats 
and other foods, and in some cases 
prosecutions have been necessary 
where it was plainly evident that the 
vendor has been deliberately mis
labeling, the merchandise spoiled and 
decayed, filthy from dust and other 
dirt, insect infested or otherwise unfit 
for human consumption. We are re
solved to clean this stuff from  the 
market and we propose prosecuting 
to the limit of every law available the 
wilful violators.

A man who knowingly sells spoiled 
food or camouflages damaged goods
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under attractive pastry or otherwise 
conceals its unsoundness is engaged 
in an unscrupulous practice detriment
al to every best interest of the public. 
He is a liability to the canning indus
try, the distributors and retailers of 
the State. In substance, he is little 
short of a potential murderer.

Every paragraph of Michigan’s pure 
food laws is of ultimate advantage to 
you expressed in the protection of 
health and lives and in dollars and 
cents. In this audience there are mer
chants who have so expressed thelm- 
selves to me within the past sixty 
days.

I am glad to see that you are go
ing to give some attention to the 
study of the sugar industry in this 
country and particularly its relation
ship to Michigan during your sessions 
this afternoon and to-night. It is high 
time that the people of the State, gen
erally, should take some notice of the 
American beet sugar industry. As a 
Nation, we only produce in continen
tal United States 24 per cent, of our 
annual consumption of sugar. We im
port from non-contiguous countries 
—Porto Rico, the Philippines, H a
waii and the Virgin Islands, approxi
mately 24 per cent. Fifty-two per 
cent, of our National consumption is 
imported from foreign countries. Here 
in Michigan we have seventeen of the 
106 beet sugar factories in the United 
States. Michigan produces approxi
mately IS pounds of every 100 pounds 
of sugar produced in this country. 
The Michigan fanmer received over 
$13,000,000 for the sugar beet crop in 
1920 and something over half that 
amount for the crop of the past year. 
The industry is m ighty important to 
Michigan and to the Nation. Like 
in many other products of the farm 
and factory, we have the choice otf 
one of two things: E ither we are to 
be protected by adequate tariff on im
ports of cheaply produced foreign 
stuff, or we discontinue the produc
tion of that commodity in this coun
try.

There is another important indus
try  in Michigan which deserves more 
of your favorable consideration in the 
future than has been given to it in 
the past. That is our canning indus
try. We have eighty-three canning 
factories in the State, putting up 
thirty-five varieties of fruits and 
vegetables, a total of 48,000,000 cans 
last year, or fourteen cans per capita 
of the State’s population, and it is 
planned to give even a closer inspec
tion during 1922. The Michigan can- 
ner is doing his utm ost to put up a 
product which is a credit to himself, 
hfis community and to the State. We 
produce better quality in fruits and 
vegetables in Michigan than is pro
duced in any other State in the Union. 
I make this statem ent knowing that 
it cannot be successfully contradicted.

W hen I lived in Pittsburgh, our 
grocer delivered to us Michigan can
ned goods; here in Michigan, our gro
cer delivers Ohio, New York, Illinois, 
Indiana and California stuff. A little 
effort to boost Michigan and Michigan 
products will yield wonderful returns 
to every inhabitant of the State.

Age is nothing but decay. A man 
may be old at 20 ¡otr young at 70.

Late Proceedings of Grand Rapids 
Bankruptcy Court.

G rand  R ap ids, F eb . 13—On th is  day  
w ere  received  th e  o rd e r of re fe ren ce  an d  
p e titio n  in th e  m a tte r  o f R eed  C ity  
C ream ery  Co., B an k ru p t No. 2049. T he 
m a tte r  h a s  been  re fe rred  to  B enn  M. 
C orw in  a s  re fe ree , w ho h a s  a lso  been  
ap p o in ted  rece iv er . T he  b a n k ru p t is  a  
re s id en t co rp o ra tio n  o f R eed C ity  a n d  
o p e ra ted  a  c ream ery  a t  th a t  p lace. T he 
case  is a n  in v o lu n ta ry  one, so no d a te  
o f firs t m ee tin g  can  be fixed u n til  the  
a r r iv a l  o f th e  schedu les, a t  w hich  tim e 
th e  d a te  w ill be g iven  h e re  an d  th e  lis t 
of th e  c re d ito rs  of th e  b a n k ru p t g iven .

F eb . 13. In  th e  m a t te r  o f T ony  
Schloub, B a n k ru p t No. 2053, th e  fu n d s  
h av in g  been fu rn ish ed  fo r th e  firs t m e e t
in g  of c red ito rs , th e  d a te  fo r th e  sam e 
h a s  been  fixed by  th e  c o u rt a s  M arch  6.

F eb . 14. On th is  day  w as received  th e  
schedu les, o rd e r  of re fe ren ce  an d  a d ju d i
ca tio n  in th e  m a tte r  of A lb e rt E . C roft, 
B a n k ru p t No. 2056. T he m a tte r  h a s  been 
re fe rred  to  B enn  M. C orw in  a s  re fe ree  
in  b an k ru p tc y . T he b a n k ru p t is a  re s i
d e n t o f G ran d  R ap ids an d  a  laborer. T he  
schedu les of th e  b a n k ru p t l is t  a s s e ts  in 
th e  sum  of $200, all o f w hich  a re  c la im ed  
a s  e x em p t to  th e  b a n k ru p t, a n d  liab ili
tie s  in  th e  sum  of $787.43. T he firs t 
m e e tin g  o f c re d ito rs  in  th is  m a tte r  w ill 
be held  on  M arch  6. A lis t of th e  c re d 
ito rs  of th e  b a n k ru p t is a s  follows:
D. O. W h ite , G ran d  R a p i d s -------- $ 5.00
S te k e te e ’s  D ru g  S to re , G rand  R ap . 5.38 
D r. Jo h n  P ed d en , G ran d  R ap ids __ 150.00 
L evandow sk i B ros., G rand  R ap ids 33.67
H . W . L ehnen , G ran d  R a p i d s -----  2.75
N o rm an  C osm er, G rand  R ap id s  — 16.03
O. N . W atso n , G ran d  R a p i d s -----  8.90
K. B oersm a, G rand  R ap ids --------- 2.50
L ondon F u rn itu re  Co., G ran d  R ap. 2.60
K laas  K u ip e r, G rand  R ap ids ------ 4.10
D r. H e n ry  Pyle, G rand  R ap id s  _  9.53
H a rry  N eum an , G ran d  R ap ids  __ 32.30
G. J .  H esselink , G ran d  R ap ids  __ 53.37 
L ib e ra l C lo th ing  Co., G rand  R ap ids  28.73 
S teve  T he T ailo r, G ran d  R ap ids

(a m o u n t n o t know n) . .
Geo. E . E llis, G ran d  R a p i d s --------  50.00
B ru m m ele r V an  S tr ien  Co., G rand

R ap ids  (am o u n t n o t know n)
R hodes F u rn ac e  Co., G rand  R ap . 18.50 
D onovan C red it C lo th ing  Co.,

G rand  R ap id s  ---------------------------  17-00
R oy H u n te r , M orley ---------------- - - -  27.00
J .  A. V an  Z oeren , G ran d  R ap id s  5.50 
D r. J .  A. B ak e r, G ran d  R ap ids __ 7.00
C hase N u rs e ry  Co., (ad d re ss  u n -

know n) _______________________—— 6*00
De K ru if  D ru g  S to re , G ran d  R ap . 2.00 
D r. U . De V ries, G ran d  R ap ids  — 20.00
M r. T u rn e r , M orley -------- - ----------  24.75
D r. Sevensm a, G ran d  R a p i d s -----  3.00
M en te r C lo th ing  Co., G ran d  R ap id s  31.50 
B u rto n  A . S p ring  Co., G rand

R ap id s  ___________________________ 100.50
H . G a lb ra ith ”" G ran d  R ap id s  — - - -  9.80
D r. G eorge W e s tra te , G rand  R ap ids  7.50 
D r. A. S. C ornell, G rand  R ap ids 37.00
E . J .  C orkery , G ran d  R a p i d s -----  27.00
M rs. B en n e tt,  G ran d  R ap id s  -----  17.00
M r. D ekker, G ran d  R ap ids --------- 13.80
W . E . R obertson , G rand  R ap id s  __ 2.50
M r. S tevens, G ran d  R a p i d s ----- - 5.20

F eb . 15. On th is  day  w ere  received  th e  
schedu les in  th e  m a tte r  of Irv in g  E .
N ear , B a n k ru p t No. 2040, w ho conducted  
a  b a k e ry  a n d  g roce ry  s to re  a t  H a r t .  The 
schedu les o f th e  b a n k ru p t lis t a s s e ts  In 
th e  su m  of $2,877.69 a n d  liab ilities  in  th e  
su m  of $4,572.08. T he  firs t m e e tin g  of 
c re d ito rs  in  th is  m a tte r  w ill be he ld  a t  
th e  office of th e  re fe ree  M arch  6. A
lis t  o f th e  c re d ito rs  o f th e  b a n k ru p t is 
a s  follow s: , ^
H a r t  to w n sh ip  (p e rso n a l ta x )  __$ 49.88
W oolson Spice Co., Toledo ---------- 179.69
S. A. C andy  Co., M u s k e g o n --------  26.75
S te in d le r P a p e r  Co., M u s k e g o n ----- 159.50
B u rro w s A dding  M achine Co.,

G ran d  R ap id s  ----------------------------  27.00
E . S to rch , M u s k e g o n --------------------- 3.85
S c h an er G ris t M ill, H a r t  13.00
V oig t M illing  Co., G ran d  R ap ids 86.90 
W atso n -H ig g in s  M illing Co.,

G ran d  R ap ids  -----------------------------136.30
H a r t  R olling  M ills, H a r t ----- ~ ------  38.75
Lew ellyn  & Co., G ran d  R ap ids  — 687.14
Ad. S idell & Co., C h ic a g o ------------ 70.67
P la n k in g to n  P a c k in g  Co., M il- 1ga1

N a tio n a l GrVcer~Co~~Grand R ap id s  865.20
P eoples M illing  Co., M u s k e g o n -----  8.70
F le isch m an n  Co., G ran d  R ap id s  — 58.66 
B. G a llag h er Co., G ran d  R ap id s  — 50.53 
H eck m an  B iscu it Co., G ran d  R ap . 68.99 
P ro c to r  & G am ble Co., D e tro it __ 69.85 
C h ap m an  & S m ith  Co., C hicago _ 32.43 
W . F . M cL aughlin  & Co., C hicago 58.25 
Roseweftl-Cook Co., D e tro it  —~  4.18
W id la r Co., C leveland ------------------ 294.40
E . J .  B ra ch  & Sons, C h ic a g o ------ 29.21
K e n t S to rag e  Co., G ran d  R ap id s  23.50
Shelby  F lo u r  M ill, S h e l b y ------------- 164.10
S ta te  S av ings  B an k , H a r t ----------
O ceana  S av in g s  B an k , H a r t  ------- 175.00
L evy-C ohn , M uskegon ----------------  93.25
H e n ry  M eyer, G ran d  R ap id s  ------ 15.27
V an  W esten b ru g g e , G ran d  R ap id s  50.00

F eb . 17. On th is  d ay  w as  he ld  th e  
firs t m e e tin g  o f c red ito rs  in  th e  m a tte r  
o f B en jam in  H . B ush , B a n k ru p t N o. 2048. 
T he  b a n k ru p t w as  p re s e n t in  p e rso n  a n d  
by  a tto rn e y , L ou is  G. S lau g h te r. C red 
ito rs  w ere  p re s e n t in  p e rson . Jo h n  H . 
T e r  A v est w as e lected  tru s te e  a n d  th e  
a m o u n t o f h is  bond fixed by  th e  re fe ree  
in  th e  su m  o f $500. A p p ra ise rs  w ere  
a p p o in ted  to  a p p ra ise  th e  p ro p e rty  of 
th e  b a n k ru p t. T he  m e e tin g  w as  th e n  
ad jo u rn e d  no  da te .

F eb . 18. On th is day  w as held the 
f ir s t m eeting of creditors in  the m a tte r 
o f Andrew & Lizzie Pelon, B ankrup t —o. 
2046. The bankrup t w as p resen t in  per

son an d  by  a tto rn e y s , Sm edley, L in sey  
& Shivel. F . E . W etm o re  w as p re sen t 
fo r c red ito rs . One cla im  w as p roved  
a g a in s t  th e  e s ta te . T he  b a n k ru p t w as 
th e n  sw orn  an d  exam in ed  by th e  re fe ree  
w ith o u t a  re p o rte r . H . R . L a tt in ,  of 
H a r t ,  w as e lected  t ru s te e ,  an d  th e  
am o u n t o f h is  bond fixed by  th e  re fe ree  
a t  $500. T he  firs t m ee tin g  w as th e n  
ad jo u rn ed  no da te .

Co-operative Store W hich Is  a Suc
cess.

Sault Ste. Marie, Feb. 21—I send 
you herewith copy of our annual 
statement for 1921.

As I note from time to time that 
you can take a pretty good rap at the 
co-operative movement, no doubt you 
would be willing to hear of their suc
cess as well as of their failures. I hope 
that you are also willing to be con
vinced that there are a few successful 
co-operatives in Michigan. I believe 
that you will agree with me that our 
last year’s showing is very good, con
sidering the declining markets. We 
have had chances to lose in our line, 
as we are conducting five stores, a 
very modern bakery with all the latest 
machinery, including an electric oven; 
also a meat market. We are looking 
for 1922 to be our banner year.

Leo LeLievre,
Manager Soo Co-Op. Merc. Ass’n.

Resources.
Merchandise in v en to ry ------ $19,795.52
Furniture and F ix tu re s -----  10,283.13
Autos—3 trucks and 1 coupe 828.18 
Real estate—main building— 15,000.00
Cash on h a n d ------------------  2,806.43
Cash in b a n k s -----------------  121.32
Treasurer’s cash --------------  75.47
Accounts receivable ----------- 18,574.71
Rents d u e ------------------------  71.50
Insurance p rep a id --------------  342.48

f !  $67,892.74
Liabilities.

Capital s to c k --------— - - — $26.168.11
Balance due on main build

ing _____________________ 10,000.00
Notes payable ----------------- 3,000.00
Accounts p ay ab le -------------- 5,393.33
Reserve ______ - —------------  8,740.64
Surplus to be distributed to 

customers ______________  14,590.66

Status of Trade Associations.
The status of trade associations fol

lowing the recent decision of the Su
preme Court will be rendered less un
certain by the publication of corre
spondence between Secretary Hoover 
and Attorney General Daugherty. For 
a time the views of these two Cabinet 
officers with regard to the legality of 
certain activities of these associations 
appeared contradictory, and this did 
not help to clear up the confusion in 
trade circles that came with the de
cision in the case of the Hardwood 
M anufacturers’ Association. The ex
change of opinions between the two

Cabinet members shows that on all 
im portant points they are in substan
tial agreement. The Attorney Gen
eral, however, makes certain reserva
tions, owing to the practical difficulty 
of determining whether a policy is 
legal until its results can be known. 
The correspondence brings out that 
m ost of the activities of trade as
sociations, such as the standardiza
tion of trade phrases and trade names, 
qualities and grades of products, and 
of cost accounting, the co-operative 
placing of insurance and of advertis
ing, the compilation of credit informa
tion, and the collection of statistics of 
production, consumption, and wages, 
are legitimate. A ttorney General 
Daugherty notes the possibility of 
using uniform costs as to any one 
item of expense as a means of price
fixing and suggests that trade associa
tions should be warned against such 
a practice. The crucial question is 
whether any co-operative activity re
sults in fixing non-competitive prices. 
If it does not, the associations may 
have a free hand.

The Employed Married Woman.
Detroit, Feb. 21—I cannot refrain 

from expressing my opinion of the 
persons who persist in “knocking” the 
married women who work, and ad
vocate taking their positions away 
from them to give to some man who 
is out of a job. I happen to be one of 
these women, having held my posi
tion for nine years. I was married 
to a widower six years ago. He has 
children, and although he has a good 
income it is not alone sufficient to 
support the children, educate them 
and also to buy a home. So I con
tinued working in order that we (might 
do these things.

Aside from the fact that I feel that 
I want to keep on working, would it 
not be preposterous for my employ
ers to let me go, who has virtually 
grown up with the business, and put 
a man in my place who has no experi
ence in this particular line, and if he 
had, would have to work here for a 
long time before he became fully ac
quainted with its details, and, what is 
more important, with the customers? 
Every business man knows that every 
time he changes help—that is, the 
more important help—he must spend 
time and money in breaking in some 
one who is new to his business.

So when we advocate “firing” old, 
trusted employes, even though they 
be women, it is well to look at the 
matter from all sides, and especially 
the side of the man who is hiring the 
help and who must stand the trouble 
and expense of breaking in the new 
man.

Married Woman Who Works.
......... .

Our Market Basket 
Calendar

Suitable for General Store 
Dealer.

Memorandum space under 
each date.

Simplified bookkeeping for 
the farmer.

Samples and prices upon 
application.

Grand Rapids Calendar Company
572-584 Division Ave. So. 

Grand Rapids, Michigan
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COST OF SERVICE RENDERED.
Certain of the problems which con

front the retailers were discussed at 
the annual meeting of the National 
Retail Dry Goods Association, recent
ly held in New York City. It cannot 
be said that any thing was disclosed 
in those discussions which was startl
ingly new. But this was simply be
cause there isn’t any such thing. The 
charge that retailers, as a body, are 
profiteers and that they resisted ef
forts to bring prices down to lower 
levels is not novel. The retailers have 
been able to make out a good case in 
their favor, although it is not denied 
that certain of their number have not 
been without fault in this respect. But 
the competitive character of their busi
ness and the absence of any possible 
price-fixing combinations among them 
are of themselves a refutation. The 
retailers are agreed, however, that the 
cost of doing business as it is carried 
on is altogether too high and makes 
necessary a larger mark-up than is de
sirable under existing conditions. Nor 
do they minimize the effect of certain 
evils for whose existence many of 
them are responsible. Among these is 
the tendency to cancel orders, on one 
pretext or another, if and when mar
ket prices drop. The resultant loss in 
such cases comes back to them in the 
higher prices which producers and 
wholesalers must demand in order to 
provide against this needless risk of 
doing business. A better code of 
ethics in this respect is called for, not 
only as a matter of honor, but also be
cause it will ultimately prove a source 
of profit.

Aside, altogether from the larger 
expenses which the retailers now have 
to meet because of high rents, in
creased wages and burdensome taxa
tion, they face a charge for service 
which is becoming more, rather than 
less, onerous. All these things enter 
into the matter of the prices which 
must be charged. At different times, 
in various portions of the country, ef
forts have been had to  make a sep
arate item of this charge for service. 
One price would be set for goods 
taken away by the purchaser and a 
higher one for such as were to be 
delivered. This practice has worked 
fairly well with a lot of chain stores, 
especially in smaller cities and where 
there is no return privilege. But it 
has not been successful in the larger 
centers except with regard to food
stuffs in what are called neighborhood 
stores. In the course of the last half 
century or so buyers have been edu
cated up to the point of insisting on 
conveniences which their forbears 
never had or desired. One store 
would vie with another in inducements 
of this kind, each seeking to outdo 
the other. The carrying away of 
parcels, even small ones, became a 
lost art, and the abuses of the C. O. 
D. and return privileges were notor
ious. W ithin the stores themselves 
were also provided many personal 
services not at all necessary to the 
selling of goods. But all these things 
meant added expense, and the prices 
charged for merchandise had to be ad
vanced correspondingly.

At any extra charge, when it is 
specified or clearly defined, the pub

lic always demurs. Even when it is 
prescribed by law it causes dissatis
faction. A familiar instance is in the 
case of the war tax on chewing gum, 
sodas and theater tickets, which pro
voked more general wrath than did 
many of the income surtaxes. The 
same was true of the so-called luxury 
taxes which added specific sums to 
the prices of certain purchases. Such 
additions had to be paid, however, 
under stress of law. If exactions of 
the kind were attempted by store
keepers to pay for added service, the 
resentment would be emphatic and 
pronounced. This is why the service 
expense item of the stores is included 
in the price instead of being made as 
a specific addition. It is a part of the 
anaesthesia, so to speak, that finds 
favor in so many business transac
tions. So long as something is not 
directly perceptible it is all right and 
can be put through. People do not 
so much object to being skinned, 
metaphorically speaking, so long as it 
is painless. The principle has long 
been familiar in the case of protective 
tariffs, which tax the public indirectly 
instead of directly, and to which it 
becomes reconciled because of this 
circumstance. But the fact remains 
that every service rendered by a store 
costs something and those who ex
pend the money must be reimbursed. 
A recognition of this should tend to 
restrain some of the uninformed 
criticism which has been prevalent of 
late. While the stores themselves 
have been responsible for much of the 
exaggerated service they sometimes 
render, it is within the power of the 
public to reduce this and at the same 
time bring about price reductions.

If one doubts that a cheap money 
movement is gaining headway in this 
country, he can find some convincing 
evidence in about two score bills 
Which have been thrown into the 
legislative hopper at Washington. 
Some of these only call for investiga
tions of this or that activity of the 
Federal Reserve Board, bu t even in 
this limited way they express dis
satisfaction with the existing financial 
system, and they are sponsored, more
over, by spokesmen for constituencies 
demanding cheaper money and credit. 
In most of these measures special fa
vors to the depressed farmers bulk 
large. There are several schemes to 
have the Government finance the 
holding of farm products and to make 
loans on farm lands at rates much be
low the market. Some of the agricul
tural bloc, for example, are support
ing a bill fixing the maximum rate of 
rediscount which the Federal Reserve 
banks may charge at 5 per cent. An
other bill calls for the funding of 
maturing Government bonds by an 
issue of paper money in amounts 
equal to the principal of the interest- 
bearing obligations, and is a reminder 
of a  similar inflationist measure spon
sored by the “Greenbackers” in the 
seventies. Past experience shows that 
Congress has generally been disposed 
eventually to yield to cheap money 
clamor and the need for the business 
community to throw its influence on 
the side of sound currency becomes 
daily ¡more apparent.

A TAXLESS BONUS.
The prospect of additional taxes to 

raise funds for paying the soldiers’ 
bonus proved to be a disturbing ele
ment in the business world during 
the past week. It was not merely 
ihe possibility of more taxes, but of 
taxes that might prove especially re
pressive to normal business activities, 
that called forth strong protests from 
al! sections of the country and from 
all classes of citizens. Meanwhile a 
simple plan for paying the bonus 
without resort to taxes has been pro
posed. It is suggested that the sol
diers be paid with a new issue of 
perfectly good money printed by the 
Government. As soon as this is paid 
out it will be spent by the recipients, 
it is said, and absorbed into general 
circulation. The spending of this 
money will bring on a big business 
boom and everybody will be happy.
It hardly needs to be pointed out that 
this method of meeting extraordinary 
demands on the public treasury has 
recently been fully tried out on the 
continent of Europe. If one wishes 
to know what measure of success has 
attended the scheme he needs only 
to study the monetary conditions in 
Germany, Austria, and Russia.

Another way of providing soldiers 
with a “taxless” bonus is through an 
issue of bonds. It is argued that by 
this means the load can be equalized, 
and the payments postponed until 
business is in better condition to stand 
the strain of additional tax levies. 
The easy conditions in the money 
market and the eagerness with which 
new offerings of gilt-edged securities 
are snapped up, are cited as indica
tions that Government borrowing for 
this purpose could be conducted on 
very satisfactory terms. This pro
posal is entirely distinct from another 
which contemplates the use of the 
foreign indebtedness to the American 
Government as a means of payment. 
There is reason to believe that the 
Government could succeed in m ar
keting bonus bonds if it saw fit to 
undertake this expedient. Such a 
procedure, however, would depress 
the price of the Federal bonds already 
outstanding and thus work injury to 
the present holders. The new issue, 
moreover, would come just at the 
time when the Treasury will have to 
undertake the refunding of a large 
part of the recent war issues, and 
would thus greatly complicate that 
necessary procedure. The case against 
the issue of bonds for the soldiers’ 
“adjusted compensation” has been 
stated convincingly by the Secretary 
of the Treasury. If such compensa
tion is inevitable, the least objection
able method of raising the funds will 
be by taxation, and such taxes should 
be devised with a view to inflicting 
the least possible damage on the 
trade and industry of the country.

GRAIN EXPORTS.
The agricultural interests of the 

United States are not alone in seek
ing governmental relief. A lowering 
of prices of foodstuffs throughout the 
world has brought agricultural dis
tress in practically all countries which 
ordinarily produce a surplus of grain 
—the United States, Canada, the Ar-

gentine, and Australia. While the 
American farmer is demanding that 
credits be extended to  Europe to en
able further buying of his grain, 
farmers there are protesting that their 
home markets are being demoralized 
by importations of cheap American 
farm products. While production has 
decreased somewhat in the surplus 
producing countries, it has increased 
throughout Europe, Russia excepted, 
and during the past year was about 
up to normal. Still consumption has 
also increased and imports up to this 
time have shown little sign of falling 
off. However, when the new crops 
from the Argentine and Australia 
reach Europe, in the early spring, ex
ports from this country will no doubt 
fall off. Our exportable surplus is 
getting low and prices are stiffening 
in comparison with those of compet
ing countries. Our trade balance 
against Europe is enormous, and her 
export trade will be a big factor af
fecting the American market.

SALARIED MAN COMES BACK.
The salaried man is apparently again 

coming into his own as a factor in
fluencing retail clothing prices. For 
several years he has been elbowed out 
of the way by wage earners on the 
one hand and professional men on the 
other. His income as a rule did not 
keep pace with the rise in prices, 
while that of the wage earners and 
professional men did. The result was 
that the retail trade catered to these 
two latter classes. The salaried man’s 
purchasing power is perhaps greater 
now than it has been since the war. 
He is the backbone of the retail cloth
ing trade and he is demanding that 
prices conform to his purse. Clothiers 
who make an appeal to the mass 
rather than to a particular class are 
setting their prices to a level to suit 
the average salaried man, according to 
many members of the trade.

It is time the business men of Cad
illac faced the situation in man fash
ion and took note of the handicap 
their city now suffers because of in
adequate hotel facilities. There is not 
a room in any hotel in Cadillac which 
is in keeping with the progressive 
spirit of the city and the prices 
charged for the wretched accommoda
tions at the McKinnon are enough to 
bring the blush of shame to the face 
of anyone but a piratical profiteer. 
Hundreds of travelers plan their trips 
so as to avoid remaining over night 
in Cadillac, because they do not pro
pose to be mulcted into paying out
rageous prices for the very inferior 
accommodations offered by the Cadil
lac hotels. It is passing strange that 
a city so' progressive in every other 
respect should tolerate a hotel situa
tion which does m ore to damage the 
reputation of the town than any other 
feature.

Advertising has eliminated the 
cracker barrel and given us the handy 
package. The cracker barrel was a 
joke while the package commands re
spect. Advertising will take you out 
of the joke class and put you up in 
the respect division, too.

About all you can do with a nickel 
is pay the preacher on Sunday.
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BOY SCOUTS IN  REVIEW .
It seems impossible that the Boy 

Scouts of America are only twelve 
years old. The record of their 
achievements suggests a much longer 
life than that. They are celebrating 
their twelfth anniversary, however, 
and they ought to know. There is a 
question: Do the boys get more
than they give or give more than they 
get? Fortunately it is quite unneces
sary to find an answer to this ques
tion. So long as they either get or 
give as they are doing, the existence 
of their great organization is more 
than justified. Older persons who re
member their own youthful days may 
be tempted to feel sorry for boys who 
are apparently leading so serious a 
life as tha t of the Boy Scouts. They 
are credited, for instance, with playing 
an important part in the 10 per cent, 
reduction last year in juvenile de
linquency. Any sympathy for them 
on this score would be wasted. If 
there is any boy who is just a little 
more of a boy than other boys, it is 
a Boy Scout. He may reverse the 
traditional picture of a boy by doing 
good, but he has a very good time 
doing it.

The difficulty is not to enroll boys, 
but to get hold of men to serve as 
scoutmasters and in other capacities. 
There are 400,000 Boy Scouts in the 
country and 120,000 men giving ser
vice in connection with their work. 
The management of the Boy Scouts 
is seizing the occasion of their twelfth 
anniversary to appeal not for money 
but for men. Any man of the re
quired qualities of head and heart has 
an opportunity far greater than he 
may have imagined. There are many 
fraternities in this country, but none 
of them is worthier of support than 
the fraternity of big brothers of the 
Boy Scouts.

of “frozen” capital represented by 
merchandise tha t does not permit of 
quick turnovers. In only too many 
instances they have been given to tak
ing chances, leaving the jobber or 
wholesaler to  stand the burden of car
rying them.

No m atter how many or how valu
able the customers you have to-day, 
if you get no new patrons, in time you 
will be out of business, your custom
ers gone.

HOSTILE.
He looked the whole world in the 

eye—with suspicion.
He smiled at everyone—contemptu

ously.
He was always open to suggestions 

—if they agreed with him.
He looked into the future—near

sightedly.
He believed in advertising—his per

sonal achievements.
He rewarded ambition—with depre

cation.

He built up an organization—devoid 
of spine.

He was well liked—when away.
He wanted production — he got 

propaganda.
His employes worked diligently— 

for their pay.
He had faith in Man—he was that 

man.
His name shall be engraved in 

granite—he has ordered a tombstone.
It is the best thing he ever did—the 

receiver told him  so.

RETAILERS’ INVENTORIES.
Retailers have been finishing their 

inventories lately and have been get
ting a fair idea of how they stand. 
They have been passing through a 
trying experience and are hopeful 
that this year will not be a repetition 
to them of the one which has just 
closed. As a m atter of fact, the end 
of 1921 found a number of them in 
different portions of the country in 
rather bad shape. While this applies 
principally to those with limited capi
tal it was not altogether confined to 
them. In some instances larger con
cerns have had to seek the indulgence 
of their creditors to enable them to 
keep going. Such aid has been will
ingly granted in cases where there is 
a reasonable chance of the business 
being salvaged. In cases where 
trusteeships have not been establish
ed to conserve the assets, extensions 
have been granted so as to enable 
debtors to tide over their temporary 
difficulties. If a rigid insistence on 
the payment of obligations when due 
had been resorted to, the close of the 
year would have witnessed a record 
crop of business failures. As a result 
of last year’s experience, the retailers 
have had impressed on them the need 
of larger margins on which to  do 
business, as well as the imperative 
necessity of keeping down the amount

The Consumer’s Interest 
In Meat Prices

The average consumer takes a 
great deal of interest in the price of 
meat.

The average retail dealer many 
times is not fully familiar with the 
cause and effect which enter into the 
determination of meat prices.

In our 1922 Year Book we have 
tried to give some information on 
this subject, which will be interesting 
to the consumer and valuable to the 
retailer.

These two questions which are 
answered are typical of the infor

mation contained in the balance of 
the book:

“W hy is porterhouse steak 50 
or 60 cents per pound or more, when 
cattle are selling for less than 10 
cents?”

“W hy is leg of lamb 30 to 40 
cents a pound or more, when live 
lambs are quoted at around 9 cents?”

Ask the Swift & Company sales
man who calls on you to send in your 
name and address for a Year Book 
or make a postal card request to us. 
W e want every retailer who will 
read the book to have a copy.

A ddress Sw ift & Company
4311 Packers A venue, U nion Stock Yards, Chicago, 111.

Swift & Company
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Some Facts About Shoe Dealers’ Sub
sidiary Lines.

W ritte n  fo r th e  T rad esm an .
If anybody feels like assuming the 

role of prognosticator, he might eas
ily enough rise up and rem ark that 
the time is coming when there will 
be comparatively few stores devoted 
exclusively to footwear lines. Some 
years ago certain progressive foot
wear dealers of the larger cities estab
lished the precedent of adding sub
sidiary lines, and year by year other 
retailers, lured by the prospect of 
adding appreciably to the total net, 
have followed his example.

If a retail shoe dealer wants to 
broaden out and take on certain lines 
other than shoes, what should be the 
nature of these subordinate lines? To 
which the obvious answer is: I t all
depends on circumstances. Each man 
will naturally have to determine this 
for himself. There are quite a num
ber of more or less intimately related 
lines; and there are no hard and fast 
rules or principles to go by.

There is no board of supervisors, 
no official arbiter or arbiters, to tell 
the retail shoe dealer how far he can 
go without infringing on the m er
chandising rights of others. A good 
many other folks, it must be confes
sed, have rather boldly infringed on 
the rights of the retail shoe dealer; 
and, as the w riter sees it, it’s every 
fellow for himself. Trade is for 
those who can get it.

Of course there are lines that seem 
more appropriate in a shoe store than 
do some other lines. And the w riter 
is firmly of the opinion that some 
lines—take leathergoods, for instance 
—may just as well be distributed by 
shoe dealers as by any other class of 
people. Leather is the basic material 
in footwear, and leather is the basic 
material in all these wares now as
sembled in the leathergoods store. 
Has the leathergoods man any more 
right to them than the shoe dealer? 
If so, how and from whom did he 
acquire this right?

I t  just came about in a natural sort 
of way. Year by year the number 
of novelties in the leathergoods line 
increased until, one day, it occurred 
to some imaginative merchant that it 
would be a mighty fine thing to as
semble all these things in one neat
little shop----- and call it a leather-
goods store. Of course it would have 
a good many things besides strictly 
leathergoods; but it would aim to 
carry pretty much everything (except 
shoes) that is made from leather. The 
shop proved instantly popular.

But suppose the the idea had occur
red to some shoe dealer, and he had 
been game enough to try  it out, is 
there any reason to believe it would 
have been any less popular? The 
writer knows of shoe stores that have 
broadened out in this way, adding to 
shoes substantially everything that is 
commonly found in a leathergoods 
store. And the experiment has been 
a success.

The tru th  is, many shoe dealers 
have been slow to realize new oppor
tunities. They have become fettered 
by tradition. They stick too closely 
to precedents. They lack adaptability, 
initiative, daring. W hy, some of them

to this day do not carry hosiery. 
Shoes they have, and rubbers, and 
everything for the feet, except socks 
and stockings. And just think, you 
can’t even properly display some of 
the finer sorts of shoes for women 
and misses unless you have stockings 
of just the right tone and material 
to exhibit along with them!

W hat is the reason for the addition 
of subsidiary lines? Or are there more 
reasons than one?

The w riter confidently believes 
there are sveeral reasons.

In the first place, subsidiary lines 
add variety, color and charm to a 
shoe store.

A store devoted to just shoes is not 
necessarily a dull and uninteresting 
place; but the appeal is naturally lim
ited in scope. Increase the number 
of your lines and you increase your 
points of contact, your sources of 
appeal. T hat thought is so elemen
tary it requires no discussion.

And there is a certain dead-same
ness about shoes, as commodities, that 
inheres in their nature as such. For 
instance, the size range is limited by 
the fixed variation in the size of the 
feet of folks who wear shoes. You 
have small sizes, narrow widths; and 
you have the out sizes in the widest 
lasts; but they are both shoes. And 
there are certain lines that are com
mon to all of them—both the oldest 
sticker on your shelves and the new
est thing in your stock room. They 
are made of leather of different fin
ishes, and some have high heels and 
some low; and there are numerous 
slight differences in other respects; 
but set an old sticker on the ledge, 
and right beside it a new last, then 
step back fifteen feet and give them 
the once over. Both shoes, and that s 
all you can make out of it.

Now that those wonderful varia- 
gated colors have been eliminated by 
Dame Fashion, there’s not much 
color any more—in just shoes. Nay, 
brother, and not much variety. Not 
much glitter and shimmer and spar
kle. Nobody has a finer appreciation 
of a beautiful, well-made shoe than 
I have. I am imply daffy about shoes.
I love even the smell of good leather. 
And when I go into the store I just 
sniff and sniff, steeping my very being 
in the aromatic flavor of the place. 
But fidelity to the truth leads me to 
confess that the store whose wares 
are limited simply to footwear, is by 
hypothesis restricted in its appeal.

I t may (and should) have smart 
interior trim s; it may have fine find
ings counters, and cases where cut 
steel and fine beaded buckles and 
other footwear jewels are displayed; 
but it lacks a certain variety, charm 
and sparkle which some other stores 
possess. And this lack can be sup
plied only by subsidiary stocks. You 
simply can’t say it in shoes alone; 
you’ve got to add the things that 
have color, snap and sparkle, before 
you can make a showing of sparkle, 
snap and color.

If our shoe stores are to be made 
more and more beautiful and a ttract
ive—and this is assuredly the tendency 
—then let us have more subsidiary 
stocks.

But that, after all, is perhaps not

the biggest and the most im portant 
reason for the addition of these lines. 
The increased profits that will accrue 
to the shoe dealer is the prime con
sideration. He can add to his lines 
without increasing his overhead. Since 
many of these lines are in contin
uous demand, there are greater turn
over possibilities in them than in 
shoes, the call of which is largely 
limited to the four seasons. More
over, the profit on many of these 
lines is appreciably larger than in 
shoes—particular shoes of the more 
staple sort. Quicker turnovers mean 
more stock with no corresponding in
crease of investment. And your 
clerks are idle perhaps half their time. 
You are giving them full pay for half 
time work. This, of course, is no 
fault of theirs. They are there to 
wait on customers, only the customers 
don’t come in. Very well, suppose 
you have full lines of varied and a t
tractive subsidiaries; then when they 
are not selling shoes, they can be 
selling traveling bags, suit cases, 
handbags, billfolds, traveling outfits, 
etc. ad extendum.

This would be a good thing for the 
sales force, for time passes rapidly 
for those who are busy.

And, when you come to think it 
over, it would be a pretty good thing 
for the dealer himself.

Better think over this subsidiary 
stock proposition. Cid McKay.

Ask about our way 
BARLOW  BROS. Grand Rapids. Midi.

jfe m e & tu
Juliet— In Stock 
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ible« McKay, 
Stock No. /CIO. 

Price $2.25.
BRANDAU SHOE CO., Detroit, Mlcb.

A. W. EHRMAN & CO. 
Accountants and Auditors 

Federal Tax Service

MARTIN DOWD, C. P. A , Mgr.
305 Fourth National Bank Bldg. 
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WHEN U THINK OF A

Business Education
THINK OF

Successful salesmanship is as much 
the ability to help people buy the 
right goods as it is the ability to sell 
them any goods.

B ookkeeping , A ccoun ting , A u d itin g , 
S h o rth an d , T y p ew ritin g , Secy. T ra in in g , 
S a lesm an sh ip , T e leg rap h y  and  E nglish  
su b jec ts . C atalogue  free .
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N ew  T erm  j E ven ing  f J a n . 30.

S13 M en 's  H -B  H a rd  P an , 
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Resists Water— Resists Wear

H-B Hard Pan shoes keep the foot of the 
outdoor man dry. A special tanning makes 
the leather water resistant. Farm ers and 
railroad men who will wear no other shoe 
grease their H-B Hard Pans regularly and 
are assured of a practically water-proof 
shoe.

HEROLD-BERTSCH SHOE CO.
Grand Rapids, Mich.

H-B Hard Pans
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Gabby Gleanings From Grand Rapids.
Grand Rapids, Feb. 21—In no way 

is the provincialism of Grand Rapids 
shown more than in the manner in 
which the sale of seats is handled 
at Powers opera house. One window 
is bad enough, but where to that 
handicap is added a green boy as 
ticket seller, who keeps a long line 
of purchasers waiting to be attended 
to patience ceases to be a virtue. In 
no place in Grand Rapids is “the 
public be damned” idea so clearly 
and brutally exemplified as at the 
box office of Powers theater.

A salesman of advertising souve
nirs recently called upon a large shoe 
manufacturer. Before seing the buy
er he had to send in his card by a 
boy. In half a minute, the boy re
turned with the card market “not 
interested.” The salesman wrote on 
the back of the card “W hat will you 
have at your booth at the next shoe 
retailer’s convention that will make 
the people stop and look at your dis
play?” Then he asked the boy to 
take the card back to the buyer. In 
another moment the boy was back 
saying, “Step this way, please.” The 
salesman got an interview, presented 
hi plan, and came away with an or
der. The plan was one he intended 
to present, but would have left w ith
out an opportunity if he had not put 
his proposition in terms that would 
interest the buyer.

The cost of carrying poorly ar
ranged samples—whether in excess 
baggage charges or in lost sales— 
may be the difference between profit 
and loss in these days of the less 
margins and more competition. Pho
tographs alone may not take the 
place of samples, but photographs 
with swatches of the goods are used 
by the Louis Stix Co. to show its 
ready-to-wear line. Using cards for 
shirt samples, one concern gets a 
large line carried in a small case. 
Loose-leaf catalogue pages are re
printed as needed and mailed weekly 
to the salesmen with bulletins. W ith 
the equipment of the Perkins Dry 
Goods Co., samples may be displayed 
in a small space or arranged to fill 
a sample room. Six six-leaf accordion 
folders weighing in all about ten 
pounds now display the complete 
lace and embroidery line of Finch, 
Van Slyck & McConville. The six 
leaves show from ninety to 100 sam
ples, which are always in sight. Sales
men of the W alter M. Lowney Co. 
carry folders with covers of the dif
ferent candy boxes for the buyer to 
looke over. Sales come more easily 
with the complete line of covers 
spread out to tempt the buyer. Sam
ple sorting bins and wrapping and 
checking tables are all grouped at M. 
E. Smith Co. The trays are alpha
betically arranged conveniently near 
the trunk storage. Salesmen of the 
International Silver Co. can easily 
carry samples of the flat ware. For 
dinner sets and other hollow ware,, 
handsome books are issued, showing 
each pattern complete.

A well-known traveling man writes 
Gabby Gleanings as follows: “I do
not beflieve the Traverse C it- U. C. 
T. secretary who recently registered 
a complaint in the Tradesman against 
the Piper House, at Manton, ever 
slept in one of the Piper beds. If he 
had, he would not have had the heart 
to write you as ¡he 'did. It is true that 
the portions at the Piper table are 
rather scanty, but everyone is given 
to understand tha t he is at liberty to 
re-order until his hunger is appeased.”

The H otel King, at Reed City, is 
turning away people frequently now
adays. The new landlord is doing 
his level best to serve the public in 
an acceptable manner. By the way, 
a half dozen travelers met at the King 
the other evening who had spent a 
night earlier in the week at Traverse 
City. They were a unit in asserting 
that the Park Place and W hiting 
hotels were both drawing the lines 
too tightly, so far as their tables are 
concerned. Instead of adding to their

menus, as they should do, _ they are 
paring them down to a point which 
makes proper dining at either hotel 
next to impossible.

An old traveler who is wise as the 
ways of the world writes Gabby 
Gleanings as follows: “I was in
Marion the other day and dined at 
the hotel conducted by Mr. McKin
non. As there was steak on t'he bill 
of fare, I ordered steak. It was so 
tough I could not eat it, so I walked 
out to the office, paid 50 cents for the 
meal I could not eat, said nothing, 
walked down the street and purchased 
a fairly good meal at a restaurant. I 
also had a very unpleasant experience 
at the Golden Hotel, at Howard City. 
Mr. Golden still charges $3.50 per day 
for accommodations worth not a 
penny over $1.50. The beds are any
thing but good' with no running water 
in the rooms, and the meals—the less 
said the better.”

A well-known traveling man writes 
Gabby Gleanings: “I spent a day at
the McKinnon House recently and 
found it cost me $7 for the very in
different service I received. I paid 
$2.50 for a poorly furnished room 
without bath, $1 for the use of a  cold 
sample room about an hour and the 
remainder for dining room service. 
The $7 did not include the tips One 
has to produce at the McKinnon in 
order to  get any kind of attention.” 

Charles P. Limbert, who suffered 
a slight stroke at Honolulu about a 
month ago, has returned to this coun 
try and taken a cottage at Los An
geles for the winter. His sister, who 
accompanied him on his trip, is with 
him on the coast. Dr. Perry Shurz 
joined the party on their arrival at 
San Francisco and accompanied his 
patient to  Los Angeles.

George H. Boyd, of the Germain & 
Boyd Lumber Co., Saginaw, passed 
through Grand Rapids last week on 
his return from the South, where he 
has spent some time visiting among 
the mills and gathering first-hand in
formation regarding the stock situa
tion and conditions in the South gen
erally. He reported that a spirit of 
•cheerfulness exists among the South
ern millmen despite the comparative
ly dull business conditions that have 
lately prevailed, the feeling being that 
when demand once opens up it will 
rapidly develop into sizable volume.

George S. Cortis, Chicago repre
sentative of the Von Platen-Fox Co., 
of Iron Mountain, is receiving the 
congratulations of his friends in the 
looal lumber trade of his fortunate 
escape from serious injury in an au
tomobile accident that occurred one 
day last week. Mr. Cortis was driv
ing down town from his Oak Park 
home in his Studebaker car when a 
Yellow taxi coming in the opposite 
direction collided with him. The re
sult was disastrous for the Studebaker, 
but fortunately Mr. Cortis escaped in
jury.
Proceedings of the St. Joseph Bank

ruptcy Court.
St. Joseph, Feb. 13—In the matter 

of W alter C. Jones, Ernest Stanard 
and Farm ers and Merchants Bank of 
Jones, a co-partnership, the first 
meeting of creditors was held at Cass- 
opolis and Frank Rockwell, of Jones, 
was elected trustee. His bond was 
fixed at the sum of $10,000. Loomis 
K. Preston, St. Joseph, George C. 
Harvey of Constaine, and Isaac 
Shurte, of Cassopolis, were appointed 
appraisers. The receiver, L. J. 
Mathews, acting under the orders of 
the Circuit Court of Cass county, 
prior to the bankruptcy proceeding, 
made report as to the assets and 
probable dividend to be paid credit
ors. From Mr. Mathews’ report it 
is doubtful if unsecured creditors will 
receive over 15 or 20 cents on the 
dollar. The bankrupts were examin
ed and the meeting continue to March 
10, at the referee’s office for the 
further examination of the bankrupts.

Feb. 14—In the m atter of Palace 
Lamp Co., a corporation of Benton 
H arbor, the first meeting of cred

itors was held at the court house at 
St. Joseph and Frank H. Platt, of the 
former place, was elected trustee, his 
bond being fixed at the sum of $500. 
Loomis K. Preston, St. Joseph, H. A. 
Furber and Howard Newland, of 
Benton H arbor, were appointed ap
praisers. Robert K. W itz, president 
of the bankrupt, was sworn and ex
amined by the referee and attorneys 
present as to the property of the 
bankrupt estate and his examination 
continued for three weeks.

Feb. 15. In the matter of Louie J. 
Bressin and Roscoe D. Schad, a co
partnership, and Louie J. Bressin, in
dividually, bankrupt, of Allegan, the 
trustee’s report of sale of the assets 
of the bankrupt estate to William H. 
Peet, of Battle Creek, in the sum of 
$5,326 was considered. There being 
no objections to the same an order 
was entered by the referee confirm
ing the sale. The trustee’s report of 
exempted property was filed and the 
trustee directed to file his second re
port and account preparatory to de
claring a first dividend.

Feb. 16. In the m atter of James 
G. Hanover, of Glendora, the inven
tory and report of appraisers was 
filed showing property of the! appraised 
value of $2,356.71, of which amount 
$879.50 was claimed as the bankrupt’s 
exemptions. The trustee also filed 
report of sale showing property sold 
for the sum of $876.50.

Feb. 17. Based upon the petition 
of W orden Grocer Company, Lee & 
Cady and Benjamin Cleenewerk & 
Son, Earl A. Marcy, doing business 
as a retail grocer at Kalamazoo, was 
adjudicated bankrupt and the matter 
referred to W illard J. Banyon, referee 
in bankruptcy, who was also appoint
ed receiver. The referee made an 
order appointing William Maxwell, 
of Kalamazoo, custodian; also an or
der for the bankrupt to prepare and 
file his schedules for the purpose of 
calling a first meeting of creditors at 
Kalamazoo on March 9.

Feb. 18. In the m atter of George 
W. Merriman, bankrupt, of Hartford, 
the adjourned first meeting of cred
itors was held at the referee’s office 
and the trustee’s second report and 
account, showing total receipts of 
$87,962.70 with disbursements of $44,- 
232.50, was considered and approved 
and allowed. There being sufficient 
funds on hand to declare a second 
dividend of 20 per cent., it was deter
mined that such second dividend be 
declared and ordered paid within ten 
days from date. The meeting _ was 
then adjourned for a period of ninety 
days.

In the m atter of Vernon R. McFee, 
bankrupt, of Kalamazoo, the trustee 
filed a report showing the sale of the 
assets to Alexander Velleman, of 
Kalamazoo, for $4,500. The property 
was appiaised at $5,430.56. Unless 
cause to the contrary is shown, the 
sale will be confirmed by the referee 
within three days time.

G R A N D  R AP ID S  
KNITTING M ILLS
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of
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Men's Union Suits 
at

Popular Prices

W rite or W ire

Grand Rapids Knitting Mills 
Grand Rapids, Mich.
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BAY CITY CONVENTION.

Full Text of the First Day’s Pro
ceedings.

The twenty-fourth annual conven
tion of the Retail Grocers and Gen
eral Merchants Association of Mich
igan convened at Bay City yesterday 
afternoon. The convention was call
ed to order by Charles H. Schmidt, 
President of the Bay City Associa
tion, who then turned the gathering 
over to the State President John Af- 
feldt, Jr., of Lansing. After an in
vocation by Rev. A. J. Mackenzie, 
M ayor John Dean made the address 
of welcome. The response to the 
address was by William McMorris, 
as follows:

Friendliness has always been the 
motto of our local association and 
I want that spirit to permeate the 
whole convention. That is really the 
spirit of Bay City, as the Mayor has 
so eloquently told you, and so we 
hope that those few of you who may 
regard yourselves as strangers with
in our gates will feel before your 
leave taking that you have found gen
uine friendship here. We hope that 
it will be lasting, too, and we hope 
that you will find it often convenient 
to come to Bay City.

The grocers and meat dealers are 
the vital assets of any community. 
W e are much more important than 
we feel and it is really a fine thing 
that we don’t feel this importance, 
for it might tend to make us ob
noxious to our fellows. Rather we 
feel the situation as a responsibility 
and should try  to do our duty to our 
fellow man in that spirit of duty.

I desire to add my bidding to that 
of the Mayor. You are indeed wel
come and it is my earnest hope that 
this im portant meeting will be fraught 
with profit to all of us. I t will help 
to make us better business people 
and most of all it will help to broaden 
our spirits and make us cherish the 
value of friendship.

The annual address of President 
Affeldt was then read, as follows:

My report this year as President 
of this Association will be very brief. 
In place of your President and Sec
retary doing all of the talking at this 
convention, we are going to sit back 
and listen and try to steer the ship 
straight.

Our time this year is limited, owing 
to the fact that we could not get this 
hall until late this afternoon and not 
until just a few days ago or until 
after our programme was completed 
were we told that we would have to 
adjourn our meeting at 11 o’clock 
Thursday morning. Therefore, we 
have made all arrangements to go 
through with our work with as little 
delay as possible.

In  the past several conventions we 
have always been fortunate in having 
all of the speakers we desired who 
could tell us something about the 
grocery and canned goods business, 
but never before have we had the 
pleasure of listening to a representa
tive of our big meat packing indus
tries. But this year, if I mistake not, 
this will be one of the real treats of 
the convention—listening to an ad
dress on the problems of the meat 
industry.

Each year as we attend these con
ventions we imagine that the year we 
have iust passed through has been 
one of the most trying ones of_ our 
career, but we little know what is in 
store for us the coming year. I t  has 
been an interesting studv of the va
rious hobbies that our business has 
been subjected to in the oast few 
years. I  remember how a few years 
ago, competitors vied with one an
other in advertising to the public the 
fact that everything the customer 
bought at that store was purchased 
under the most sanitary condition?;

we would spend money to make our 
places the most sanitary. Then the 
past few years business came to us 
so fast that all we could do was to 
take in the money, giving little re
gard to the consumer. Then our next 
problem was how to get the goods 
that we had ordered from the jobber 
and manufacturer—that we had pur
chased and on which they were try 
ing to give us 50 per cent, delivery— 
possibly because the price was going 
up and possibly it was because they 
could not get the goods themselves. 
Then, suddenly, after we had our 
shelves pretty well stocked, like a 
bolt out of the blue sky prices began 
to decline and we found ourselves 
loaded with high priced goods and 
no customers to take them off our 
hands. Then when business came to 
a standstill we kidded ourselves—be
cause everybody else was doing it—

John Affeldt, Jr., President

in harboring the thought that to get 
back to normal we must be optimistic 
and talk optimism. Then we found 
that even optimism did not bring in 
the customer. Then we began to 
preach that we must buy, buy what 
we needed so that the factories 
would again start turning their 
wheels, which would give the labor
ing man a job. He, in turn, would 
receive money for his labor which, 
eventually, would come back to us. 
Now they are advocating for every
body to go to work and work hard 
and not to shirk on the job, so that 
every penny received for certain work 
may be money well earned. A year 
from now we will see what _ results 
this new method has accomplished.

W e will all admit that during the 
past year those of us who played 
even have made money. I t is not an 
uncommon thing each night to pick 
up the paper and read of failures and 
bankruptcies in business, which have 
been due to the tightening of money 
and improper extensions of credit. 
The business man of to-morrow must 
watch his credits as never before and 
in extending credits he must use tact 
and diplomacy, so as not to affront 
his prospective customer and after 
credit has been extended he again 
must use the same tact and diplomacy 
in collection of his account in such 
a way that the customer will pay his 
bills and still not be offended, be
cause you all know that what we all 
want now is customers. Then, also, 
the successful business man of to 
morrow must be a real salesman. A 
few years ago we could hire clerks 
who could sell goods, regardless of 
their ability, because everybody had 
money and could not get rid of it fast 
enough. The larger stores are to-day 
spending more money to educate their 
clerks in the art of salesmanship than 
ever before. They realize that to 
hold a customer their clerks must 
give service and at all times be cour

teous. Just a few weeks ago the 
Merchants Bureau of the Chamber of 
Commerce, an organization of retail 
business men in Lansing, conducted a 
M erchants’ Institute for one week. 
This was a school of instruction for 
proprietors and clerks conducted 
every night. On Monday night we 
had a big banquet, at which we had 
636 clerks and proprietors. Tuesday, 
Wednesday and Thursday we con
ducted the school in the circuit court 
rooms and Friday we again had a big 
banquet, at which time we had nearly 
500. This Institute cost the m er
chants of Lansing about $2,000, all of 
which was expended to instruct their 
salesmen in the art of salesmanship.

This has been a year of retrench
ment. The wise business man to suc
cessfully carry on his business the past 
years has found that he must cut 
every corner of his expenses. By that 
I do not mean that to reduce his ex
penses, he should necessarily do it by 
reduction in wages, but by a careful 
inventory of stock on hand and his 
outstanding accounts, confining his 
buying as much as possible to goods 
that are rapid turnovers. At times it 
has been very hard for the retailer, 
for 1 do believe in the past twelve 
months we have had more salesmen 
call upon us than in any like period 
since having been in business. But 
to be at all times Courteous to the 
salesman has been one of the retail
er’s greatest assets.

The successful business man and 
clerk of to-morrow must be men of 
new ideas. W hy do you see the heads 
of so many larger institutions being 
let out and new men taking their 
places? I am reminded of a conver
sation I had a few weeks ago with 
the management of one of our larger 
factories at home, at which time we 
discussed the changing of their super
intendent. He said their superintend
ent was a good man—they had no 
fault to find with him—but he had 
worked up to the job in the same

shop, he had gotten into a rut, think
ing this was the way the plant had 
always been run and successfully, so 
why adopt new ideas? But, he said, 
let him accept a job as superintendent 
in some other factory and he would 
be a great success. In another fac
tory he would have the benefit of his 
several years of experience in this 
factory and would have new ideas for 
his new job. W hat they wanted now 
was a man from another factory who 
would bring new ideas into their 
factory.

Gentlemen, that is exactly the idea 
of this convention. We are gathered 
here these three days to listen to men 
who have made a success of business 
to exchange ideas and to gather 
new ones. It is needless to say that 
we may not all agree upon everything 
that is said here this week, but our 
aim is the same—to make our busi
ness better and help our fellow men 
to better their business.

Owing to adverse conditions and 
the increased cost of traveling, your 
officers have found it necessary to 
use great care in reducing the over
head of the State Association. There
fore, our efforts have been directed 
to carrying on the work mostly by 
correspondence, rather than by trav
eling to various towns and cities. 
However, we have had two meetings 
of the Board of Directors and your 
President has found it necessary to 
make one trip to Cadillac in the in
terest of the Association and, inci
dentally, to address the local Asso
ciation there.

In closing, gentlemen, I sincerely 
trust that each and every one of you 
gathered here will go home feeling 
that you have been well repaid for 
the three days spent at this conven- 
tion. ' , .

Secretary Bothwell then read his 
annual report as follows:

The first duty of any association is 
to safeguard the interest of its mem
bers and while it is sometimes a dif-

Petoskey Portland Cement
A Light Color Cement

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

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

Petoskey Portland Cement Co.
General Office, Petoskey, Michigan
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ficult problem to operate 100 per 
cent., yet if a fair percentage is a t
tained some good will have been ac
complished.

In enumerating some of the work 
of my office druing the past year, per
mit me at this time to suggest that 
as members you take time to ana
lyze some of the m atter that will be 
brought to your attention before you 
pass judgment on either the parties 
involved or myself, as I can assure 
you that with all the facts in my pos
session I am not able to solve some 
of the problems sufficiently to enable 
me to give you an intelligent idea of 
the underlying meaning of some of 
the questions.

The year .has been a busy one and 
the work has assumed such propor
tions that the Association should have 
a full-time Secretary in order that 
his attention may not be divided.

Efficiency can only be attained 
through continual and undivided a t
tention. It is imperative that you as 
members back up the work of your 
officers and board of directors with 
your earnest co-operation and prompt 
payment of dues, which are sufficient 
only for the necessary running ex
pense. In this connection let me re
quest that you give special attention 
to the financial part of the report, and 
then ask yourself the question, could 
you work under this condition to the 
limit of your ability.

The year we are just entering 
should be one filled with positive re
sults for the good of you as merchants 
and your customers through you. 
Your Congressman, your Represen
tative and Senator need your sugges
tions to help them in framing laws 
that will be just, fair and equitable; 
laws that will be fraught with the 
principle of American liberty and 
freedom; laws that do not favor one 
class while penalizing another; laws 
that will be workable in themselves 
without the necessity of other laws 
to supplement them ; laws that may 
be understood by any one of com
mon intelligence, so that in case of 
violation, the violation may be cnarg- 
ed as willful instead of passed over as 
a misunderstanding.

In order to illustrate, let me say 
that about one year ago one of our 
members called me over long distance 
phone on Saturday night, stating that 
he was subpoenaed to be in court 
at 10 o’clock on Monday for ques
tioning as to cost and selling price 
of goods; when the prosecuting a t
torney arrived a t the court house he 
found both Mr. E. W. Jones and my
self in the court room, with the result 
that no court was held that day, and 
so far as my information goes, none 
has been held since in that town for 
the questioning of grocers.

In  another town the health depart
ment was imposing a license fee on 
the grocers for inspecting scales and 
sanitary conditions and after appear
ing before the city commission with 
a committee of merchants of the city,

• the fee was removed, as it was unfair, 
unjust and paid only by those who 
wished to avoid trouble.

At another town one merchant was 
using unfair statem ents in his adver
tising. After a little correspondence 
with this merchant, no further com
plaints were made.

At another town advertising was 
being used that was a violation of 
Federal regulations. A copy was sent 
the Federal T rade Commission and 
no further complaints were had.

At another town the packers a r
bitrarily declined to pay cartage 
charges from cars to store. This 
m atter is not yet settled, but we are 
getting the help of the officers of 
the National Association in our ef
forts to show the packers tha t their 
action is unjust, due to the fact that 
the cartage charge was included in 
their invoice price and by pushing 
that expense on the dealer the pack
ers made tha t much saving. _

Some of our members got involved 
with the Creasey Corporation and in

some cases I recovered their money 
and notes. In other cases they re
fused to return the money and even 
went so far as to place the m atter in 
the hands of local attornies to force 
payment of the notes, but with an 
explanation of the facts to the attor
nies they refused to enter suit, and 
as the Creasey Corporation has re
cently sent out letters to some of 
those who have refused to pay their 
notes, of a very conciliatory type it 
would seem that they are doubtful 
of the wisdom of forcing collection. 
Let me say, however, if you are a 
member, get in touch with the Sec
retary, without delay.

For a number of years past it was 
not necessary to urge you to buy 
goods. The question was how to get 
all you wanted. That condition has 
changed, however, and it is the task 
of the salesman now to “force sales,”

J. M. Bothwell, Secretary

rather than just “take orders.” U n
der this method it is wise to be care
ful in giving orders that dealings be 
confined to wholesalers and manufac
turers of established reputation in 
order that you can get proper adjust
ment of any deal that may be wrong 
or the result of a mistake.

A t another town, a telling cam
paign is being put on to show the 
people the difference between a chain 
store and an independent merchant. 
The effort has brought howls from 
the chain store manager and a fellow 
hardly ever squeals unless he is hurt. 
In  justice to your city tha t produces 
your living, it is your duty to protect 
it against encroachments of chain 
stores and mail order houses.

Don’t say it can’t be done. Remem
ber the old rhyme, “If at first you 
don’t succeed, try, try  again. Time 
will bring you your reward, try again. 
All that other folks can do, why with 
patience cannot you? Only keep this 
rule in view, try, try  again.”

You know for many year the pack
ers have enjoyed the privilege of dis
tributing groceries along with their 
meats, and in this way getting the 
advantage of the regular wholesaler,' 
but united action on the part of the 
wholesaler caused the A ttorney Gen
eral at W ashington to get busy, with 
the result that the packers discon
tinued the practice of their own ac
cord.

For many years the National Bis
cuit Company has practiced a system 
of discounting that seemed to many 
retailers to be unfair. The result is 
that an investigation is now going on 
before the Federal Trade Commission 
to determine the fairness of their 
methods. This action was brought 
about by the retailer.

For several years the public press

Teller Hospital
DR. T. N. ROGERS, Prop.
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Chronic Diseases

Rheumatism, Neuralgia, Neuritis, Bright’s Disease 
and Diabetes

Oroficial Surgery, Including Rectal

PROSTATIC TROUBLE CURED W ITHOUT TH E KNIFE

High Blood Pressure and O ther Reflex Troubles 
Cured by  the Teller M ethod

296 South Gratiot Ave. 
MOUNT CLEMENS, MICH.
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have been very urgent in their meth 
ods of blaming the retailer for the 
high cost of living, with the result 
that a joint commission has been ap
pointed composed of members of the 
Senate, the House and the National 
Association of Retail Grocers and ac
tual figures will be available for the 
public at an early date. This could 
not have been done had it not been 
for the action of the retailers them
selves in urging the m atter on Con
gress. The president of the National 
Association spent three and one^half 
hours on the stand before the Com
mission.

We need laws, State and City, to 
enable the officers to operate with 
the assurance that they are doing so 
legally and it should not be very dif
ficult for retailers to have as strong 
an organization as any union of men, 
in order that they may operate more 
to the advantage of those engaged 
in business and with no disadvantage 
to the consumer.

Organized effort on the part of the 
railroads made traveling expense so 
high the past year that it was not 
possible to do any great amount of 
traveling, and it is my hope that some 
method will be evolved at this ffieet" 
ing whereby sufficient income will be 
provided in order that expansion 
work may be more ardently pushed 
and to those who are here, let 
say that you should see to it that 
every merchant in your town is a 
member in good standing, the advan
tage to them is not only of a legisla
tive nature, but is also of a financial 
nature and many of those who are 
now members are saving in actual 
dollars and cents more than its costs.

The work of this office is only the 
public expression of your President, 
Vice-President and board of directors 
and as these are busy men they 
should have the hearty and loyal sup
port of every member in their efforts 
to produce results. I t is to be hoped 
that the members this year will bring 
to the attention of the officers any 
problem that may seem hard to solve, 
for I can assure you that these men 
do not give their time and thought to 
the kind of ornaments they are going 
to wear, but they carry their orna
ments on the inside of a head that 
thinks in concrete facts and that finds 
solutions to most vexing problems.

As already stated, railway and hotel 
expense was prohibitive the past 
year and for that reason the secretary 
did not make personal calls, few new 
members have been added, but with 
a membership of some 1200 there is 
still much work to be done in order 
that the remaining 2500 retail food 
dealers of Michigan may become fa
miliar with association work.

The death of our worthy Vice-Pres
ident, Mr. Seager, was a decided loss 
to the work of my office, as it was 
always possible to get his counsel 
and advice without delay, because of 
the fact that he resided in the same 
city, and I would suggest that what
ever place may be the home of the 
Secretary, that it should also be the 
home of a member of the Board.

Mr. E. A. Stowe, of the Michigan 
Tradesman, has a t all times used the 
columns of his valuable publication 
in exposing unworthy schemes and in 
boosting the Association spirit and 
has repeatedly urged me to use the 
columns of the Tradesman at any 
time. I trust that every member of 
the Association will not pass another 
week until they see that the Trades
man is a weekly visitor at their store.

To the manufacturers and jobbers 
who have assisted in our work by 
their membership, a list of whose 
names you will find in the Year Book, 
let me say tha t good business is built 
on reciprocal relations and it is but 
fair that you should keep this list 
of names before you when you are 
in need of such goods as these han
dle, and in this way show your ap
preciation of those who are ready 
and willing to co-operate with you

in improving conditions under which 
you are doing business.

To the members let me say that we 
are apt sometimes to forget that the 
power of an Association is greater 
than an individual and as you are 
loyal in your support of the Associa
tion, let it work for you when you 
need the extra strength it can give
you.

To the officers, let me convey my 
appreciation of the way they have 
granted me the freedom of action that 
is pleasing to a Secretary, yet it has 
been gratifying to have a full repre
sentation at our meetings to discuss 
the problems that have been of in
terest to all concerned.

The annual report of Treasurer 
Schmidt was as follows:
B alance  on h a n d  Feb .

21, 1921 ______________* 386.64
C ash  received  from  J .  t 9 s i s 4<>M. B othw ell ------------2,131.8.» $2,518.49

D isb u rsem en ts  by  C heck
S h erm an  R ogers  -------- flou.uu
N atio n a l G rocers  B u lle tin  11.50
H en ry  P opesh ill ------------ 4.o0
W . H . J a s p e r  ----------------
C R  Bell ______________ 1-80
Jo h n  A ffeld t & S o n s -----  6.75
C. H . S chm id t --------------- 12-46
S ta u d a c h e r  B r o t h e r s -----  4.95
J o h n  H . R a u w e l l ------------ 2.70
N a tio n a l B u lle tin  --------  6.00
A. L . L eo n ard  --------------- ^-.uu
B ouldry  & T u c k e r  --------  4.95
R a th sb u rg  & S c h o o f -----
J .  H . H o lc o m b --------------- ” .¿8
A. L in stro m  ----------    ’ .b6
L onge, W akefield  & Co—  2-80
P a c k a a rd  V a n O s s ----------  °-40
D. L . L azelle  - - - - -----------  o
W . G. L onge & Sons - - - -  10.20
N a tio n a l A ssociation  of

R e ta il G rocers  -----------
J o h n  A ffeldt, J r .  ------------ 6.14

C h arle s  W e l lm a n -----------  »-oo
A. R. M erld ith  --------------- 2-9"
D av is  & Co. _----------------  5.96
Jo h n  A ffeld t, J r .  ----------- 109.53
A very  K enyon  --------------- jj-ix
P e rc y  F . S c h n e l l -----------  15-00
A. J .  D e h n ---------------------
J o h n  R um m el — - ----------
H a rr iso n  Supply  H ouse  _ 4.57
H . W . S im pkins ----------  2.15
Jo h n  F lo rin  -------------------  ®.»u
Jo h n  A ffeld t & S o n s -----  6.60
D ykes G rocery  --------------- '•"X
B. W . L ong  ------------------ ".so
W . J .  B row n  ----------------  *>.io
Loeffler B ros. --------------- 6.60
D. C. P r o c h o w --------------- 2.zo
A. H irsc h b erg  --------------- ¿-XX
E . E . W akefield  ------------ •’•■’0
Geo. S p a th e lf  -------- -------  “-XX
Jo h n s to n  & H u b b a r d ---------------  5.70
J a s .  T e n n a n t ------------------
C. J .  Cook —-----------------  2.io
H . L . H u b b a r d ---------------
Jo h n  A ffeldt, J r . ------------ 7.14
C h arle s  W ellm an  --------- 8-“X
j .  H . R anw ell --------------- •=»
E . W . R e ith m eie r --------- 12.8«
J .  F . & G. W . W a i l e ---------------- 9-90
E . W . Jo n es  ------------------ 2.io
V . C. B o m b e r s k i------------ ¿-“x
C has. W ellm an  --------------- “-ix
f :  M yT o t h w ; i i ~ : : : : : : : ~-i.76ii5  $2,462.69

B alan ce  on h a n d  F eb . 21 --------  $55.00

Fire Insurance Rates in the Making.
In the Spring of 1919, the United 

States Chamber of Commerce recog
nized insurance as a department of 
business meriting its concern by estab
lishing a “Department of Insurance.” 
I t is undoubtedly a fact that, like 
transportation and taxes, the business 
of fire insurance concerns almost 
every other business, but that, unlike 
transportation and taxes, it is very 
little studied and understood by these 
other business to which it is so im
portant.

Insurance rates, like gas and elec
tric light bills, are always viewed with 
suspicion and for similar reasons, that 
is, the recipient is not familiar with 
the instrum ent of measure. A person 
who fully understands the gas or 
electric meter also knows that they 
are practically accurate in their op
eration.

I t is equally true tha t the insured, 
who has carefully and impartially 
studied the makeup of his insurance 
rate and the reasons therefor, is gen

erally satisfied that it pretty nearly 
measures the fire hazard of his risk.
It is for this reason that intelligent 
enquiry in regard to insurance rates 
is always welcomed, because when 
the public fully informs itself, friction 
and criticism decrease, and, as the 
Pennsylvania Legislative Investiga
tion Report states, “W ith the public 
fully informed on the subject of fire 
insurance, much, if not all, the com
plaint and criticism would disappear.” 

There is no other contract of such 
importance that is accepted with so 
little scrutiny, and when it is remem
bered that very much of the system 
of business credit is really based on 
the insurance contract, it must be ad
mitted that this unquestioned accept
ance of an often unread contract, at 
least indicates a faith which can only 
result from general reputation, a con
dition which, to say the least, is not 
uncomplimentary to the usual conduct 
of the business.

W hen one is asked who fixes the tax 
rate in his city, the natural reply is 
the Board of Assessors. Further 
thought, however, will clearly show 
that the function of the Board of As
sessors is only clerical, and that, in 
reality, the tax rate is determined by 
the level on which the taxpayers 
themselves require the municipality to 
be maintained, as fixed by the city 
officials, elected as their representa
tives. There is a very strong analogy 
between the making of the rate of 
taxation and rate insurance, although 
the former is far less complex than the 
latter.

The tax rate is assessed on the

amount of value subject to  taxation 
,/ithout attempting to apportion it ac
cording to service rendered, and the 
man with no children pays the same 
amount per dollar for schools as the 
man with a large family. The real 
estate owner pays the same for both
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fire and police department support as 
the person whose taxable property is 
solely jewelry and cash, although the 
services of the fire department are 
only needed by the first, and the 
police department by the second.

The income tax law with its differ
ent rates of assessment, based on sup
posedly proper proportions of the 
amount to be raised from varied 
sources and amounts of income, ap
proaches slightly toward what is re
quired in fixing insurance rates, and 
the difficulty in framing the income 
tax law so as to raise the required 
National budget and be reasonably 
fair and workable, affords a little light 
on the difficulty and complexity of 
fairly distributing the insurance tax 
in the making of rates. Perhaps there 
is no more complete analogy between 
the two processes than in the satisfac
tion, or rather dissatisfaction, with 
which the public usually views its 
tax rate and its insurance rate.

The budget which the insurance 
companies have to raise consists o>f 
first, the expense of doing the busi
ness, and second, the value of insured 
property destroyed by fire. The first 
of these factors is a fairly fixed 
amount. The second is variable, and 
to a very great extent can be con
trolled by the insured themselves, and 
it is on this account that the insured 
can largely control the rate at which 
insurance may be bought, as statistics 
dearly  show that much more than 50 
per cent, of tlhe fire loss is due to 
easily preventable causes.

Thus, the business of fire insurance 
consists in the collection of small 
amounts from the many who are in
sured, and the payment, to the rela
tively few who suffer loss by fire, of 
comparatively large amounts, to make 
good such loss under the limits of the 
insurance carried. This necessitates 
the fixing of a rate per hundred dol
lars of insurance which the insured 
must contribute to  the fund from 
which losses and expenses are paid, 
and it is worth while to consider how 
many details are involved, and how 
complex a question it is which must 
be solved in order to arrange the 
measure by which the insurance rate 
can be determined.

Fair and impartial investigation of 
any business always results in a bet
ter feeling toward such business. No 
one can visit an industry, such as a 
telephone exchange, a large textile 
plant, o r a watch factory, and view 
its many details of operation without 
increased respect for those who have 
■planned, systematized and adminis
tered its business, nor without clearer 
understanding of why those who avail 
themselves of the services or product 
of the industry must pay a price 
which, without some knowledge of the 
processes involved, may have seemed 
excessive.

In the early days of the insurance 
business the amount of premium paid 
depended almost . wholly on the 
aftnount of value insured. T hat is, 
the rate paid varied only according to 
a few inclusive classes based alm ost 
entirely on three factors: first, con
struction, whether brick or frame; sec
ond, occupancy, classed as non-haz- 
ardous. hazardous or extra hazardous;

and third, whether under or outside 
of fire department protection. These 
conditions offered practically no in
centive for the insured to improve the 
details of his construction, to safe
guard the hazards of occupancy, or 
for municipalities to  increase the ef
ficiency of the protection.

The very excessive burning rati© (in 
1920 fire cost 15,000 lives and $500,- 
000,000) in this country must be 
credited with, a t least, one good re
sult, in tha t the high rates required to 
meet losses made the amount of in
surance premium paid such a sum 
that individual insurers began to con
sider how it could be reduced, and, on 
account of this, the specific rate for 
the individual risk, instead of the class 
rate, came into existence. If the man 
with a fraime risk of hazardous occu
pancy improved his building by pro
tecting the vertical openings, such as 
stairways and elevators, and safe
guarded the special hazards of his 
process, and was located in a city with 
especially good protection, he cer
tainly became a more desirable risk 
and might be even safer than 8 brick 
building, dirty, and with unprotected 
stairways, located under poorer p ro
tection, with, perhaps, a less hazard
ous occupancy but not being safe
guarded. Such being the case, his 
rate ought to be less, but under the 
class system it was higher.

Under these conditions, it is clear 
that insurance might be profitably of
fered on the best risks in each class, 
at less than the average o r class rate, 
and competition of this nature soon 
necessitated the fixing of- a specific 
rate on each risk, in each class, based 
on its individual fire hazard, these 
specific rates so arranged as to pro
duce the required premium for the 
class. C. M. Goddard.

OUR FIRE I N S . POLICIES ARE 
CONCURRENT

with any standard stock policies 
that you are buying.

T he Net Cost is 30%  L e ss

Arbitration Versus Litigation.
A new scheme for avoiding the 

heavy expenses of bankruptcy pro
ceedings is being tried out by the 
National Association of Credit Men. 
The plan provides for commercial ar
bitration and is offered as a substitute 
for court action. Various trade or
ganizations are already making con
siderable progress in handling cases 
of insolvency in a manner which is 
proving much more satisfactory to all 
concerned than when the usual legal 
procedure is followed. W hen a debtor 
is known to be in difficulties a com
mittee from his trade organization is 
appointed to take over his business 
and assets and either liquidate the 
estate or carry on until the crisis is 
passed. The committee is made up 
entirely of non-creditors, and it does 
not tolerate any sort of special pref
erences to  individual creditors. Set
tlement under this plan cannot be 
made, of course, unless all the credi
tors assent, but their chances are 
usually better than they would be in 
a free-for-all scramble for assets in 
bankruptcy proceedings. I t is claimed 
that by this manner of procedure ex
penses and fees frequently do not ex
ceed 2 per cent, o f the assets, whereas 
in a  court action the fees often eat 
up fully one-fourth of the estate.

Most evening gowns seem next to 
nothin or.

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

WM. N. SENF, Secretary-Treas.
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Economical Management 
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ALBERT MURRAY, Pres. L  H. BAKER, Sec’y-Treas.
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Proceedings of Grand Rapids Bank
ruptcy Court.

G ran d  R apids. Fob. 6—On th is  d ay  w ere  
rece iv ed  th e  schedu les, o rd e r o f re fe ren ce  
an d  ad ju d ica tio n  in b a n k ru p tc y  in th e  
m a tte r  of W illiam  T . P . Spooner, in d i
v idua lly  a n d  a s  a  c o -p a rtn e r , o p e ra tin g  
u n d e r th e  n am e of D o rm an-S pooner Co., 
B a n k ru p t No. 2050. T h e  m a tte r  h a s  been  
re fe rred  to  B enn  M. C orw in a s  re fe ree . 
T h e  b a n k ru p t is  a  re s id en t of th e  c ity  
o f G rand  R ap ids. T he  ind iv idua l sch ed 
u les of th e  b an k ru p t l is t  a s s e ts  in  th e  
sum  of |1,550, o f w hich  th e  sum  of $550 
is  c la im ed  a s  e x em p t to  th e  b an k ru p t, 
a n d  liab ilities  in  th e  sum  of $2,845.50. A 
l is t  of th e  c red ito rs  o f th e  b a n k ru p t in 
d iv idua lly  is  a s  follows:
Old N a tio n a l B an k . G ran d  -

R ap ids --------------------------  *2’2£XeXB e r t K enyon, G ran d  R a p i d s -----  630.00
B en n e tt F u e l & Ice  Co., G rand

R an ids        ZU.UU
H im es C oal" Co., G ran d  R ap ids _ 65.00
A. B. K now lson Co., G ran d  R ap. 32.au
C onso lidated  T ire  Co., G rand

R apids ----------------------— - - — - 27-°°
C h an d ler M otor S ales Co., G rand

R ap ids _______________- - - - - _____ 47-°°
R o se b e rry -H e n ry  E lec tr ic  Co.,

G ran d  R a p i d s ----------------— -----  14.00
T he  schedu les o f th e  b a n k ru p t a s  a

partner of the Dorm an-Spooner Co. l is t
a s s e ts  in  th e  sum  of $114.40 an d  la b i l i 
tie s  in  th e  sum  of $2,695. A lis t of th e  
c re d ito rs  of th e  p a r tn e rs h ip  is a s  follows: 
H olland A. D orm an , G rand  R ap . $ ¿b.oo 
M arq u e tte  L u m b er Co., G rand

R eim an -S eab rey  Co., N ew  Y ork  $387.00
G. R . V a rn ish  Co., G ran d  R ap ids  65.00
M ich. F in ish in g  Co., G ran d  R ap ids  45.00 
L . V ic to r Seydell, G ran d  R ap ids __ 90.00
B ra n d er-O o st & D oum a, G rand

R ap ids  --------------- - - — - - - - - - - r r -S erfling-S inke  Co., G ran d  R ap ids 13.00 
Old N a tio n a l B an k , G ran d  R ap id s  160.00 

T he  firs t m ee tin g  of c re d ito rs  in  th is  
m a t te r  w ill be held  a t  th e  office of th e  
re fe ree  on M arch  1. .

F eb . 7. On th is  day  w ere  received  th e  
schedu les in  th e  m a tte r  of M uskegon 
C om m erc ial B ody Co., B a n k ru p t No. 
2013. T he  schedu les of th e  b a n k ru p t l is t  
a s s e ts  in  th e  sum  of $1,837.80 a n d  l ia 
b ilities  in  th e  sum  of $3,728.76. i n e  
firs t m ee tin g  o f c re d ito rs  In th is  m a tte r  
h a s  been  s e t  fo r M arch  1. A l is t  of th e  
c re d ito rs  of th e  b a n k ru p t is  a s  follows. 
In te rn a l R evenue  D ept., G rand

R ap ids _______ (a m o u n t unknow n)
C harles  t 7 ' T h u n fo rs , M uskegon *800.00 
De A rcy  S p ring  Co., K alam azoo  — 180.19
C h arle s  T ay lo r, C o o p e r s v il le -------- 33U.82
B loch Coal Co., M uskegon - - - - - r j -  
A. L . H olcom b Co., G ran d  R ap ids  50.29
C. M. H oef & Co.r C h ic a g o -------  345.52
H . R ub insky , M uskegon ---------------
M urphy  V arn ish  Co., C h ic a g o -----  6.40
D aniels  B ook Shop, M u s k e g o n -----  22.80
A m erican  V a rn ish  Co., C hicago — 35.80
B ru n sw ick -B a lk e -C o llan d er Co.,

C hicago ------------------- ------------------ i ,
D u rab le  V a rn ish  Co., C hicago — 13.50 
M uskegon K n ittin g  M ills, M uske- 4()

M uskegon A w ning <5o., M uskegon 15.86 
M uskegon P r in t  Shop, M uskegon 8.50
Gel H . Shoup, M uskegon ------------ 83-52
C has. A. W itt, M uskegon -----------
E lec tric  S erv ice  Co., M uskegon __ 7.40
O slund B ro th e rs , M uskegon --------- 2 8 .li
K u izen g a  & W hipple, M uskegon — 4.50
W . E . D yer, M uskegon --------------- »-»0
J .  E . B ouw sm a, M uskegon -------- 1UU.UU
A sh tab u la  Bow  Socket Co., A sh ta -

bu la , Ohio ---------------------- -— - - -  38.20
M cM ullen M ach inery  Co., G rand
Sh^w -W alker~~Co., M uskegon _ _ _  H-28
G rass in au  B ro th e rs  (ad d re ss  n o t

s ta te d )  -------- ------------------------------ 8,S S
M ax L ane , M uskegon ------------------ »3.82
W . D. H a rd y  Co., M u s k e g o n -------  62.89
M uskegon R ag  & M etal Co.,

M uskegon ----------------------------------
R ogers  B oiler & B u rn e r  Co.,

M uskegon ----------------------------------  ,3.78
Jo sep h  N . S m ith , D e tro it ------------ 11-71
Subw ay  P h o to  Shop, M uskegon __ 4.60
M uskegon A rt G lass Co., M uskegon 204.08 
G. V. P a n y a rd . M uskegon — ——  24.20
A. F . B u rch  Co., G ran d  R ap id s— -50 
P eop les H a rd w are  Co., M uskegon 104.35 
S ch u item a  E lec tr ic  Co., M uskegon 3.15 
N icho ls  & Cox L u m b er Co., G rand

R ap ids  ---------------------------- —-------  50-°°
M uskegon L u m b er & F u e l Co.,

M uskegon ----------------------------------  405.27
S h ad b o lt & B oyd Iro n  Co., M il-

W3illkG6     ___________ lb4 .O i
H ack ley  N ational” B ank , M uskegon 300.00 
T o w n er H dw e. Co., M uskegon —  280.40 

On th is  d ay  a lso  w as he ld  th e  a d jo u rn 
ed  firs t m ee tin g  in  th e  m a tte r  o f S to d 
d a rd  C o n stru c tio n  Co., B an k ru p t No. 
2026. T he  b a n k ru p t a p p ea red  by  P . A. 
H a rte sv e lt,  a tto rn e y . M. T h o m as  W ard , 
H o m er F ree lan d , a tto rn e y s , w ere  p re s 
e n t  fo r c red ito rs . A dd itiona l c la im s w ere  
p roved  a g a in s t  th e  e s ta te .  A p p ra isers  
w ere  ap po in ted . T he  m ee tin g  w as th e n  
a d jo u rn ed  w ith o u t d a te .

F eb . 8. On th is  d a y  w ere  received  th e  
schedu les, o rd e r o f re fe ren ce  a n d  a d 
ju d ica tio n  in  th e  m a t te r  o f C laude V. 
H am p  a n d  F ree m a n  O. H am p , in d iv id 
ua lly  a n d  a s  p a r tn e rs ,  o p e ra tin g  u n d e r 
th e  nam e  a n d  s ty le  o f H am p  A uto  Sales 
Co., B a n k ru p t No. 2052. T he  m a tte r  h a s  
b een  re fe rred  to  B enn M. C orw in  a s  
re fe ree . T he  b a n k ru p ts  a re  re s id en ts  of 
C adillac  an d  conducted  a  g e n era l g a ra g e  
b u s in ess  in  th a t  c ity . A cu sto d ian  h a s  
been  ap p o in ted  by  th e  c o u rt a n d  p o s
session  h a s  been  ta k e n  o f th e  a s s e ts  of 
th e  e s ta te .  T h e  schedu les o f the b a n k 
ru p t  l is t  a s s e ts  in  th e  sum  of $4,427.75, 
of which the sum  of $1,000 is claimed as

ex em p t, a n d  liab ilities  in  th e  sum  of 
$4,935.83. T h e  firs t m ee tin g  o f c red ito rs  
in  th is  m a tte r  w ill be held  on F eb . 21.
A lis t o f th e  c re d ito rs  of th e  b a n k ru p t 
is a s  follow s: .  _
C ity  o f C adillac, t a x e s ------------------$ 21.48
E d B u rk e , C adillac, l a b o r -------------  205.00
S idney  M iller, C adillac, l a b o r -----  67.50
Clyde C uddeback , C adillac, lab o r 118.45 
F red  C. W etm ore , tru s te e , C ad illac  479.98
F ra n k  Jo h n s, C ad illac  ____________ 300.00
B eck ley  AValston Co., C h ic a g o ----- 125.57
C adillac  P lu m b in g  & H tg . Co.,

C ad illac  ---------------------------- —- —  10.58
D ru ry -K e lly  H dw e. Co., C ad illac - 48.14
L o ttie  Loffit, C adillac  _____________ 80.00
F ra n k  Jo h n s, C adillac  ------------------164.46
P eoples S av ings  B an k , C ad illac  —1,250.00 
A m erican  S ta te  B an k , C ad illac  — 15.00
S ag inaw  M irro r W ks., S ag inaw  — 13.39
V ic to r Oil Co., C leveland _______  18.90
E conom y P lum bing  & S h ee t M etal

Co., C ad illac  ____________________ 11.57
D en t C hem ical Co., G rand  R ap id s  57.30
S un  'Co., T o le d o ___________________ 25.00
C adillac, M ich. C ream  Co., C ad illac  8.50 
C adillac  E v en in g  N ew s, C adillac  _ 141.69 
B ru n sw ick -B a lk -C o llan d e r Co.,

D e tro it ___________________________ 264.12
C hicago S a n ita ry  R ag  Co., C hicago 12.33 
O akley  C hem . Co., N ew  Y ork  C ity  8.38 
N o rth e rn  M achine Co., C ad illac  — 22.50 
T ish -H in e  Co., G ran d  R ap id s  —  33.00 
T ish  A uto  S upply  Co., G rand  R ap. 14.53 
L o m er A rm oured  T ire  Co., N ew

C astle , Ind . ------------------------- - - — 31.73
M cConville, B a t te ry  Co., C ad illac  3.00 
B row n & S eh le r Co., G rand  R ap ids  160.00
C um m ings B ros., F l i n t ------------------257.21
E rick so n  & O lm sted , C harlevo ix  „  5.00
S ta n d a rd  Oil Co., G rand  R ap id s  _ 30.00 
W arre n  R efin ing  Co., C leveland  __ 85.80
V acuum  Oil Co., C h ic a g o -------------  50.00
F lick en s te in  V isible G asom ete r

Co., G ran d  R ap ids  --------------------- 91.40
H e y stek  Co., G ran d  R ap ids -------- 110.21
Lee T ire  & S upply  Co., G rand

R ap id s  .______ ———————————— o.uo
T em m e S p rin g  C orp., C hicago _—- 26.59 
Sherw ood H a ll Co., G rand  R ap id s  10.74 
G eneral M otors A ccep tance  C orp.,

D e tro it __________________________ 548.72
B ouch B ros ., B ig  R ap ids -------- — 119.15

F eb . 9. On th is  day  w ere  received  th e  
schedu les, o rd e r  of re fe ren ce  an d  a d 
ju d ic a tio n  in  th e  m a tte r  o f T ony  
Schloub, B a n k ru p t No. 2053. T he  m a tte r  
h a s  been  re fe rred  to  B enn M. C orw in 
a s  re fe ree . T h e  b a n k ru p t is a  re s id en t 
of G ran d  R apids a n d  a  fu rn itu re  fin isher 
by  tra d e . T he  schedu les  o f th e  b a n k ru p t 
lis t  a s s e ts  in  th e  sum  o f $200, a ll of 
w hich  a re  c la im ed  a s  e x em p t to  th e  
b an k ru p t, an d  liab ilities  in  th e  sum  of 
$723.25. F ro m  th e  fa c t  th a t  th e re  a re  no  
a s s e ts  in  th e  e s ta te ,  th a t  a re  n o t c la im ed  
a s  e x em p t to  th e  b a n k ru p t, fu n d s  hav e  
been  w rit te n  fo r before  th e  firs t m ee tin g  
of c re d ito rs  w ill be called . U pon th e  
a r r iv a l  o f su ch  funds , th e  firs t m ee tin g  
w ill be called . A  lis t of th e  c re d ito rs  of 
th e  b a n k ru p t is a s  follow s: ? „  . .
A m erican  L egion, G ran d  R ap ids  _$ So.uu 
D r. J .  C. F o sh es, G ran d  R ap id s— 150.UO
W illiam  K uss, C h ic a g o ----- ———  36.00
B u tte rw o rth  H o sp ita l, G rand  R ap . 48.00
Siegel’s, G rand  R ap id s  ------------------- i!*-00
W u rb u rg  D ry  Goods Co., G rand

R ap id s  ---------------------—------—  J®-””
D onovan C lo th ing  Co., G ran d  R ap. 31.00 
H e rp o lsh e im er Co., G ran d  R ap ids 54.00 
C onroy Coal Co., G rand  R ap id s  — 17.00
G. H . D e ttle r. G rand  R a p i d s --------  33.00
W ellm er-D y k m an  F u e l Co., G rand

R ap ids  ____ - ____________________ 4.uu
Abe HeadgoodT’ G rand  R ap id s  —— 4.75
D r. W . D. L ym an, G rand  R ap ids  75.00 
J .  N . T rom pen  & Co., G ran d  R ap. 14.00 
B u lte m a-T im m er F u e l Co., G rand

R ap ids    50.00
B lo d g e tt Hospital", G ran d  R ap id s— 4.75 
E rn e s t  A. P ran g e , G ran d  R ap id s  — 48.00 

F eb . 10. On th is  d ay  w as he ld  th e  firs t 
m e e tin g  o f c re d ito rs  in  th e  m a tte r  of 
N ew m an  A zkoul, B a n k ru p t No. 2045. T he 
b a n k ru p t w as  p re s e n t in  pe rso n  a n d  by  
J .  R . G illard , a tto rn e y . C laim s w ere  a l 
low ed. T h e  c re d ito rs  fa ilin g  to  be p re s 
e n t  a n d  e lec t a  tru s te e , th e  re fe re e  a p 
po in ted  F ra n k  V . B lakely  a s  su ch  a n d  
p laced  th e  am o u n t o f h is  bond in  th e  
sum  of $500. T h e  b a n k ru p t w as  th e n  
sw orn  a n d  ex am in ed  w ith o u t a  re p o rte r . 
T he  firs t m ee tin g  o f c re d ito rs  w as  th e n  
a d jo u rn e d  no da te .

F eb . 11. In  th e  m a tte r  o f N ew m an  
A zkoul, B a n k ru p t No. 2045, a n  o ffer h a s  
been  received  fo r th e  e n tire  a s s e ts  of 
th e  b a n k ru p t. T he  o ffer is in  th e  sum  
of $125 a n d  m ade  by  th e  G ran d  R ap id s  
S to re  F ix tu re  Co., o f G ran d  R ap ids. T he  
in v en to ry  a n d  a p p ra isa l on file in  th e  
c o u rt l is t  th e  p ro p e rty  a t  $509, o u t of 
w hich  th e  exem p tio n s  o f th e  b a n k ru p t, 
in  th e  sum  of $250 m u s t be  ta k e n . T he 
sale  of th e  a s s e ts  p u rs u a n t to  th e  o ffer 
h e re  m en tioned  w ill be he ld  a t  th e  office 
of th e  re fe ree  F eb . 22. All in te re s te d  a re  
re q u e s te d  to  be p re s en t a t  th a t  tim e.

F eb . 11. On th is  d ay  w ere  rece iv ed  th e  
schedu les  in  th e  m a tte r  o f A llen G. 
T h u rm a n  & Co., B an k ru p t N o. 1955. T he  
schedu les h av e  been  filed by  th e  p e ti
tio n in g  c re d ito rs  in  th e  d e fa u lt o f th e  
b a n k ru p t so to  do. A t p re s e n t a ll th a t  
is  av a ilab le  in  th ese  schedu les  is  a  l is t  
o f th e  c re d ito rs  an d  th e  ¿ m o u n ts  ow ing  
to  each  o f th em . A lis t  o f th e  c red ito rs  
o f th e  b a n k ru p t is  a s  follow s:
S. H . A nderson , G ran d  R ap id s  —$1,529.18
A rgo M illing Co., C h a r le v o ix -----  576.93
H . A. A tla s, G rand  R a p i d s -------  1,257.52
D r. C. H . B ull, G ran d  R ap ids  —  200.10
Tom  B row n, C h ic a g o ------------------ 939.64
G. R . B au ch u s, G rand  R ap id s  — 53.86
S. B u m ste in , Toledo ____________ 392.65
R oy  B eery , J u n c tio n  C ity , A rk . — 9,158.91
W . D . C arew , G ran d  R a p i d s ____ 296.50
E a r l  W . C la rk , G ran d  R ap id s  —. 5.25

C has. C allard , L an s in g  --------------- 371.80
M. E. F u lle r , H o l l a n d ___________ 734.21
H . L . F oo te , G rand  R a p i d s -----  1,532.44
W . C. G iffels, G rand  R a p i d s -----  4.70
W . S. G rah am , G rand  R ap ids — 578.67
H e rm a n  G la th a rt, G ran d  R ap ids 359.79 
H a r r ie t t  H a tch , G ran d  R ap id s— 156.65
A. J .  H u izen g a , H olland  — _-----  968.59
J . R usk in  Jo n es , G rand  R ap id s— 3,526.90
B . C. K im es, G rand  R a p i d s -----  886.76
L. Belle M aste rs , G rand  R ap ids 2,637.37 
E . P . M ills, G rand  R a p i d s --------  439.29
D. G. M ange, Lowell ------------------ 257.40
J . C. M cP herson , G rand  R ap ids  _ 350.68
(N am e un k n o w n ), M u s k e g o n ----- 11,416.92
N en ry  J .  N ew, G ran d  R a p i d s -----  722.03
T hos. O’B rien , G rand  R ap ids — 711.07
T h ad  B. P re s to n , I o n i a -------------  2,342.03
C has. S. R ogers, G ran d  R ap ids _ 2,011.91 
H e n ry  S tehouw er, G ran d  R ap ids 25.16

(All above re p re s e n t tra d in g  
ba lan ces  a s  o f M ay 5, 1921).

Id a  B. S m ith , G rand  R a p i d s -----  180.30
Sol R. S iegel, G rand  R a p i d s -----  238.40
E . M. S tan d ish , G rand  R ap ids  — 638.74
H . I. S tim son , G rand  R a p i d s -----  476.49
S pencer J .  S te w a rt, C a d i l l a c -----  179.53
O. L . S tu tsa n , C hicago -------------  337.99
A lfred  T . S tead , G ran d  R apids — 2,667.85 
H aro ld  S tek e tee , G ran d  R ap id s- 366.67 
O. S. S lickenm eyer, G ran d  R ap id s  953.21 
Geo. H . T hom as, H o lland  --------- 1,034.31
E. A. W allace, G ran d  R ap id s  —10,965.47
W . H . W a tts , A l t o ----------- --------- 466.97
A rgo M illing Co., C h a r le v o ix ----  „
S. M. D insm ore, G rand  R ap id s  — 180.25
H an d y  E lec tr ic  M ills, A llegan  — 18.76
B u r t  A. H ow e, G rand  R ap ids  — 946.66
L. A. Coolvoord. H am ilto n  ------ 269.82
H e n ry  G. K rekel, G ran d  R ap ids  532.04
G. C. R ay , W il l ia m s b u rg ------------ 9-60
J o h n  S en tion , G rand  R a p i d s -----  H8.0U
R aym ond  T ow nsend , P ew am o — 452.07
Jac o b  V an  B uren , G rand  R ap ids  1,047.62 
J .  V an d er M olen, G ran d  R ap id s  _ 284.50
J am e s  P . W arh . H a rv a rd  --------  200.00
R. G. A nderson , G ran d  R ap ids

(44 sh a re s  o f s to ck  le ft fo r sa le )
M iss C aro line  D ickinson, G rand  

R ap ids  (16 s h a re s  of s to ck  le ft 
fo r sa le ) —

E a rl F . B ruce, F lin t ------------------l . J f f - f f
J a c k  B arr in g e r , F lin t  --------------- 3,826.25
E t ta  W . C a th c a rt, F lin t  -----------  123.37
C has. F o g a rty , F lin t  ------------------ 32.60
A. L. G oldstein , F l i n t ----------------  224
Jo h n  B . Jo h n so n , F lin t  -------------  306.57
C. D avid  Jo h n so n , F lin t  ------------5,561.35
W a rd  B. K itch en , F lin t  — ——  1,601.87 
Jo h n  K im m ell, W ay land , N . Y. — -348.96
R. M offitt, F lin t ------------------------ 300.70
Sam  M offitt, F lin t --------------------- 409.30
Seal M orse, F lin t ----------------------  360.50
D an iel S. N eal, F lin t  ----------------  1.889.15
C has. F . P a rr is ,  F lin t  --------------- 714.90
P au ld in g  M illing Co., O rtonv ille  297.35
N icho las R edding, F lin t  -----------  409.55
B en  R osenzw eig , F lin t -------------  821.55
G. R. S co tt, F lin t  --------------------- 432.65
R oy S ch u m ak er, F lin t  --------------  359.18
W illiam  S ch u m ak er, F lin t --------  390.75
F . E . T hom pk ins, F lin t ------------ 414.98
H . V issche rs, F lin t ------------------1.290.75
Al. V ilw ock, C hicago ------------------ 801.35
M rs. W olco tt, F lin t  -------------------  319.00
Irv in g  L . Y oung, F l i n t --------------- 1.369.60
J o h n  W ash e r, F lin t  -------    265.47
F . J .  S hepner, F l i n t -------------------  405.00
W a lte r  F . B randeiss , F l i n t ---------------------  69.25
D aly  C. M cG rayne, F lin t  --------- 418.20
A. J .  B o h rn e r, S ag inaw  ------------ 474.62
A. B. B liss, S ag inaw  --------------- 1.483.ol
W . H . B eardslee , S a g in a w --------- 291.14
J . A . C av an au g h , M idland -----  5,363.00
R. S. C arlson , S a g in a w --------------- 109.32
E d. C. K ram er, S a g in a w ------------- 1,129.65
A. E . C lam p itt, S a g in a w ------------ 1,022.40
R uben  C. E ddelm an , S ag in aw  — 3.37
M rs. K . B. F u rg eso n , S ag inaw  — 2,395.80
W . H . Fox, S ag inaw  ------------------ 432.60
W . H en d erso n , S ag inaw  ------------ 278.60
M ax H irsh b irg , S ag inaw  --------  724.13
G. H . H illm an , S ag inaw  ----------- 1,129.65
Geo. B. Jen n iso n , B ay  C ity  —-—  858.91
L . W . K inney , S ag inaw  ------------ 454.28
R. D. K im ble, S ag in aw  -----------  29.26
Jo h n  C. L icken  & Co., S hebew aing  4,091.36 
M ichigan B ean  Co., S ag in aw  —  682.38
D. A. N ew land , M id la n d ----------- 5,882 «2
E . M. O rr, S ag inaw  -------------------  731.96
Jo h n  H . T rie r, S ag inaw  ----------- 1,1XS’i2
A. L . T au sen d , S a g in a w ------------ »3-b6
A rth u r  C. W h ite , M idland -------  1,706.05
R o b ert B en jam in , S a g i n a w -------------------- 12.50

((A ll above b a lan ce  due on  g e n 
e ra l tra d in g  a cco u n t on  M ay 
5, 1921)
Follow ing  a re  s to ck s  p a id  fo r a n d  o r 

de red  t ra n s fe rre d  by  c lien ts:
A. E . F ish , G ran d  R ap ids  ----- $ 578.43
M. H . L uce, S p rin g  L a k e ------------2,391.74
J .  H . R e ich a rt, G ran d  H av en  — 6,081.00
H  G. W aigle, P ew am o -------------  600.87
R o b ert A. W illeys, G ran d  R ap id s  2,196.37 
P e te r  De Boe, G ran d  R ap ids  — 547.80
O scar H ir th ,  G ran d  R a p i d s -------  3,996.75
C has. J .  K indel, G ran d  R ap id s  — 1,037.04
C. E . R ow lader, W oodland  ------ 962.78
S anfo rd  P . W ilcox, G ran d  R ap ids  2,645.34 
(N am e u n k now n), M uskegon  — 13,636.10 
S tephen  P . H agel, G oodrich — 11,267.35 
Io lia  L obiller, S t. L ou is, M o . ------- 1,381.00
F . J .  S hepner, F l in t  ------------------  411.30
H ilb e rt M orey, F lin t  ------------------ 698.00
D. C. M acG rayne, F lin t  ------------ 418.80
W illiam  F . B u rto n , F lin t  --------- 139.10
W a lte r  F . B ran d es , F l i n t ----------  68.05
H ie l W . C lark , S t. J o h n s  --------- 698.00
A lfred  C. C h a tte r s , F l i n t ------------ 205.65
J . B. Fox , F lin t  ------------------------  146.76
C has. W . W ellard , S t. J o h n s  —  4,218.00
C arl F . W eg en er, F lin t  -------------  66.80
R o b ert S. A ngel, S ag in aw  -------  420.05
F lo rence  B en jam in , S ag in aw  — 2,697.25
H . G riffith, S ag in aw  -----------------L076.10
C has. H . H em m um , S ag in aw  — 18.95
R alph  I. Jac k so n , S a g in a w ---------------------  860.18
C ornelius Kelly, S a g in a w ------------ 417.55
R usse ll G. Meyer, Saginaw - —  442.10

R usse ll S. Pope, B ay  C i t y -------  678.14
E . P . R au , S ag in aw  -----------------  442.10
B a rb a ra  L . R em er, S a g in a w -----  318.15
J . D. S w artlio u t, S ag in aw  -------  2,390.00
C hris  S ch afe r, S ag inaw  ------------  442.10
J . T . W ylie, S ag in aw  _________  1,474.00
A gnes B. W ylie, S ag inaw  --------  2,996.00
N elson G. M yer, S a g in a w ------------ 442.10
F ra n k  H . W obeg, S ag inaw  — —- 350.00

T he follow ing a re  u n p a id  b ills a t  S ag i- 
naw :
M ich igan  S ta te  T e lephone  C o . ----- $27.20
V alley  H om e T elephone  Co. --------  6.85
L aw fo rd  T h e a te r  A dv. S erv ice  —  59.95
S ag inaw  N ew s C o u r i e r _________  68.16

T he following a re  u n p a id  b ills a t  F lin t:
P o s ta l T e leg rap h  Co. ------------------- $ 1.09
T he F lin t  P r in tin g  Co. ----------------  7.50
G enesee B an k  B ldg. --------------------- 3.25
S ta n d a rd  S ta tis t ic s  Co. ---------------- 75.00
F lin t  S a tu rd a y  N ig h t ------------------34.80
M ichigan S ta te  T el. Co. ---------------67.03
C onsum ers  P o w er Co. ------------------  8.79
F lin t D aily  Jo u rn a l ---------------------- 49.20

T he  following a re  u n p a id  b ills a t  G rand  
R ap ids:
C onsum ers Ice Co. ---------------------- $ 6.24
C onsum ers P o w er Co. ------------------ 25.52
G rand  R ap id  sH e ra ld  ------------------ 52.95
Ponce De L eon W a te r  Co. --------  5.50
W este rn  U nion Tel. Co. --------------- 20.45
U. S. In v es to r ____________________ 48.75
G rand  R ap ids  P re s s  --------------------- 52.65
G rand  R ap ids N ew s ---------------------  42.90
M ichigan T r u s t  Co. --------------------- 7.50
C itizens T elephone Co. --------------- 76.40
M ich igan  S ta te  T elephone Co. — 70.55
B ixby  Office S upply  Co. --------------- LOO
Z. E . G rav es  -------------------------------  2.15
S ta n d a rd  S ta tis tic s  Co. --------------- 56.40
M ills-B roderick  P r in tin g  Co. -----  48.35
C o rrin g an  Co. ------------------------------  3.60
C hicago B o ard  of T rad e  ------------- 150.00
R and , M cN ally & Co. ------------------ 19.00
Y. M. C. A. ______________________100.00
S ta n d a rd  S ta tis t ic s  Co. --------------- 76.90
Y. W . C. A. ______________________150.00

T he firs t m ee tin g  of c red ito rs  in  th is  
m a tte r  w ill be held  a t  th e  office o f th e  
re fe ree  M arch  2. ,

F eb . 13. On th is  day  w as he ld  th e  
firs t m ee tin g  o f c re d ito rs  in  th e  m a tte r  
o f W illiam  F . H ornsby , B a n k ru p t No. 
2042. T he b a n k ru p t w as p re s en t in  p e r
son a n d  by a tto rn e y , C lare  G. H all. No 
c re d ito rs  w ere  p re s en t o r re p re sen ted . 
No cla im s w ere  proved . N o tru s te e  w as 
e lected , a n d  a n  o rd e r m ade  confirm ing 
th e  ex em ptions  to  th e  b a n k ru p t. T he 
e s ta te  w as  th e n  closed by  th e  sev e ra l 
fo rm al o rd e rs  fo r th a t  pu rpose  a n d  w ill 
im m ed ia te ly  be re tu rn e d  to  th e  d is tr ic t  
c o u rt a s  a  n o -a s s e t  case .

On th is  d ay  w as a lso  he ld  th e  firs t 
m ee tin g  of c re d ito rs  in  th e  m a t te r  of 
C larence M. S au n d ers , B an k ru p t No. 
2041. T he  b a n k ru p t w as  p re s e n t in  p e r 
son  an d  by  a tto rn e y , H o m er F ree lan d . 
E a rl M unshaw  w as p re s e n t fo r c red ito rs . 
C laim s w ere  a llow ed. T he  b a n k ru p t w as  
th e n  sw orn  a n d  ex am in ed  w ith o u t a  r e 
p o rte r. B u rto n  S au n d e rs  w as  chosen  a s  
tru s te e  a n d  th e  am o u n t o f h is  bond  fixed 
by th e  re fe ree  a t  $500. No a p p ra ise rs  
w ere  ap p o in ted  from  th e  fa c t  t h a t  i t  a p 
p ea red  th a t  all th e  a s s e ts  o f th e  e s ta te  
w ere  c e r ta in  n o te s  a n d  book acco u n ts  
receivab le , o f w hich  som e w ere  of d o u b t
ful va lue  an d  m o s t o f w hich  a re  n o t in  
th e  S ta te  o f M ichigan. T he  f ir s t m ee tin g  
w as th e n  a d jo u rn ed  no da te .

F eb . 13. On th is  d ay  w as he ld  th e  sale  
in  th e  m a tte r  of W illys L ig h t S ystem , 
B an k ru p t No. 2015. T he b a n k ru p t w as  
n o t p re sen t o r  re p re sen te d . T he  tru s te e  
w as p re s en t in  person . B id d ers  w ere  
p re s en t in  person . T he s to ck  in  tra d e , 
ex cep t c e r ta in  lam ps a n d  a  cover n o t 
con ta ined  in  th e  in v en to ry , w as  soid to  
th e  P rin d le -M a tth e w s  Co. fo r $325. T he  
fix tu res  w ere  sold to  th e  G rand  R ap ids 
S to re  F ix tu re  Co. fo r $325. C laim s w ere  
allow ed a g a in s t  th e  e s ta te .  T h e  m ee tin g  
w as th en  ad jo u rn e d  no da te .

Model Advertisement For Pay Up 
Week.

PAY U P!
There is no one thing that will go 

so far to put business back on its feet 
as the prom pt payment of debts. This 
applies to debts of every sort from 
the biggest to the smallest.

lit is the load of debt tha t is keeping 
business slow and mostly all of us 
hard up.

Credit is an excellent thing for 
everybody, when properly used. We 
have extended credit liberally in the 
past and expect to do so in the future, 
but one of the costs of credits is the 
settling of all debts at certain periods.

Conditions are not what we would 
like to see them  now, but we have 
this to console us— they might be 
worse.

If you owe us an account or note 
and can settle it in full this month, 
we will appreciate it. If you cannot 
pay us in full, call on us just the same 
and pay us all you can and make 
definite arrangements for payment of 
the balance.

In doing this you will be doing your 
part to restore prosperity to  the 
Nation.



I

Iol?

*

»

t

I
1

I

F ebruary  22, 1922 M I C H I G A N  T R A D E S M A N 17

The Finest Towels 
of the

Greatest Towel Manufacturer

SH E  complete Cannon line includes every kind of 
cotton huck and turkish towel. Cannon Towels 

always represent the finest values th a t you can buy.

F o r Cannon Towels are made of high-quality cot
ton. They are bleached and finished by a Cannon 
process th a t gives each towel an exceptionally fine 
appearance. Cannon Towels are unusually absorbent.

Cannon huck and turkish towels are suited to the 
most carefully appointed homes— yet you can sell 
them a t prices th a t will appeal to every woman. 
Cannon Towels will increase your towel sales with 
generous profit to  you.

Cannon Towels are made by the Cannon Manufac
turing  Company, the largest producer of towels in 
the world. They come packed one dozen turkish 
and two dozen huck towels to  a bundle, with the blue 
Cannon trade-m ark label on every package— look 
for it.

package o f genu
ine Cannon Towels has 
the blue trade-mark on 
the wrapper. Look for it.

Cannon Towels are distributed only through job
bers. W rite your jobber for prices and complete 
information.

CAN NO N  M IL L S , Inc., 55 W orth S tree t, New Y ork City

CANNON TOWELS
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The Greatest Business in the Universe 
To-day.

There are a few businesses that 
really deserve to be called great. It 
is my privilege to be associated with 
one of the truly notable business or
ganizations of America. But big as 
the General Motors Corporation is, it 
is not to be compared in importance 
with the greatest business in all the 
world—not the biggest business in 
this city, nor the biggest business in 
this State, but the biggest business in 
the world.

“The greatest enterprise in the 
world for splendor, for extent,” says 
Emerson, “is the building of a man.” 
And it is of the business of building 
men that I wish to speak. Creative 
passion can manifest itself in no high
er way than in the manufacturing of 
men whose business it is to express 
themselves completely in service to 
their neighbors.

“Tell me,” said an inquisitive re
porter to P. D. Armour, “what are the 
three chief causes of your success?” 
And the great meat master answered. 
“The first is men; the second is Men, 
and the third is Men.”

Never in history has it been more 
im portant to mankind than now, that 
better men be made. So never has 
the business of making men been so 
vitally essential to the welfare of all 
mankind as it is to-day.

I do not refer, at present, to the re
making of men. That is another sub
ject. I am confining my thoughts 
now to the actual manufacture of 
men from the raw material. It may 
be that the raw material just now is a 
little tougher to handle, more refrac
tory than normal. But that only makes 
it the more important to master the 
manufacturing process, and to perfect 
the completed product. The world 
needs better men. More good men 
must be produced, no matter how 
scarce the material may seem to be 
or how difficult it may be to turn out 
the finished product.

The world is in a bad way. All 
kinds of remedies have been proposed. 
A lot of them have been tried on the 
sick patient, and the world has nearly 
died from the remedies. A lot of 
theories and experiments have been 
proposed and practiced. Finally we 
have come back to the good old fash
ioned specific for the ills of mankind 
—¡work. In work lies the salvation of 
nations and individulas.

W ork used to be an individual mat
ter. But individual work nowadays is 
not very effective. W orking has be
come a business. So organized busi
ness, not individual doctors, must be 
depended upon to cure us all. And 
in this greatest business, tht* making

of men, we must recognize the neces
sity of organization, so that we may 
work in common, to increase individu
al efficiency by the multiplication of 
effort through teamwork.

Every business machine, however, 
must be made of individual cogs and 
parts. The imperfection or weakness 
of any part limits the efficiency of the 
whole. The machine builder, there
fore, while keeping in mind at all times 
the idea of the composite structure, 
painstakingly perfects the man in 
each individual part.

The business of making men natur
ally involves two distinct phases or 
processes. The first is the making of 
a particular man. The second is the 
making of men, or society that we 
call mankind.

The making of a m?tn, the building 
of the individual, is a personal job. 
That is, each of us is the personal 
factor in his own man-u-factory. No 
one else can make me a different man 
than I ’m willing to be made. No one 
can make of you a particular kind of 
man unless you co-operate in the 
process.

Sometimes people are inclined to 
think that because an individual seems 
to be gifted at birth with particular 
talents, the man of merely ordinary 
natural ability can never hope to be
come an extraordinary man. But his
tory is full of proofs that contradict 
the idea that men are born great, and 
cannot achieve pre-eminence without 
the birthright of genius.

Business is a serious thing. So this 
business of making of yourself the 
man you want to be must be under
taken with determination, and an ear
nest purpose to do the hard work nec
essary to succeed in business. The 
first business of every man should be, 
not to make money, not to achieve 
fame, not to earn mastery of his fel
lows; it should be to develop earning 
power, to build the right foundation 
for success, to train himself into the 
strength of a master man. Money is 
a certain consequence of developed 
earning power; the towers of success 
will not fail to rise if the foundation 
is broad and sound; strength will be 
recognized, and need not be exerted in 
battle. If it is real, other men will 
give it respect.

I do not understand how some men 
approach their life careers so careless
ly and lightly. I have known hun
dreds of men who seemed never to 
have a thought beyond the present. 
It is very hard for me to comprehend 
how any person of intelligence can be 
satisfied with such a life. Of course, 
people of that sort never get any
where. The first wind of trouble 
blows them over into failure. They 
neyef t^k? life seriously until they

CADILLAC 
STATE BANK

CADILLAC, MICH.

C apital................ $  100,000.00
Surplus...............  100,000.00
Deposits (over) - • 2,000,000.00

W e 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.

BRANCH O F F IC E S
M adison S q u are  and  H all S tr e e t  

W es t L eonard  and  A lpine A venue 
M onroe A venue, n e a r  M ichigan 

E a s t F u lton  S tre e t and  D iam ond A venue 
W ea lth y  S tr e e t  and  L ake D rive 

G randville  A venue and  B S tr e e t  
G randville  A venue and  C ordelia S tr e e t  

B ridge, L ex ing ton  and  S tock ing
RESERVE FOR STATE BANKS

Trustees— A Hundred Years 
A g o  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 w orthy and which is 
authorized by law to act as a trustee.

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

I t 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 describ ing  th is  serv ice  w ill be m ailed  to  
you a t  y o u r re q u e st, o r th e  officers of th is  C om pany 
will be g lad to  co n fe r w ith  you a b o u t y o u r specia l 
problem  If you will call a t  o u r offices.

IrRAND RAPIDSTRUSTf!liMPANY

GRAND RAPIDS, MICH.
O T T A W A  A T  FOUNTAIN BOTH PHONES 4391

WE OFFER FOR SALE 
United States and Foreign Government Bonds

Present m arket conditions make possible excep
tionally high yields in all Government Bonds.
W rite us for recommendations.

HOWE, SNOW, CORRIGAN & BERTLES
401-6 G rand  R apids S av in g s  B ank  Bldg., G rand  R apids, M ich.

Consult Us Before Buying Bonds!
Established 1880

IJaine, ptebber $c ©ornpanp
1212 Grand Rapids Savings Bank Bldg.

GRAND RAPIDS. MICH.
Boston New York Chicago
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face serious difficulties, although 
sometimes troubles are the making of 
men.

I want to refer again to the ordinary 
person, as distinguished from the so- 
called genius. A great many friends 
of mine have come to me and said 
that “they didn’t hope to make much 
of themselves because they realized 
they had only ordinary abilities.” I 
always say to a man of this sort. 
“You only need to use what you have 
to get everything that you want. But 
you must know how to make the 
most effective use of your capabilities, 
and you must learn to want w orth
while things.

Down through all the ages has come 
the duty to succeed—to make good. 
No one has the right to do less than 
his best. Then only can he claim 
full justification for his existence. The 
Creator accepts no excuses for failure. 
Every personal quality, and every op
portunity to succeed that a man has, 
must be used, fcO' entitle him to the re
wards of success. He owes not only 
to himself and to his fellows, but also 
to God, the obligation of developing 
his utmost capability.

As a boy, I used to delight in read
ing the story of Robinson Crusoe. He 
was a very wise man. The pages of 
literature tell us that he was one of 
the greatest of teachers, the greatest 
of preachers, the greatest of philos
ophers. Robinson Crusoe taught us, 
and still teaches us, a lesson that no 
man who would achieve success, who 
would have complete happiness, dare 
leave unremembered. W hen he was 
thrown upon the shores of that lonely 
island, a few shreds of clothing cling
ing to his body, a few pieces of wreck
age strewing the beach—w hat did he 
do? He used what he had to get what 
he needed.

Of the materials at hand he built a 
raft upon which he brought to short 
load after load from the battterefd 
old hulk. He might have flung him
self face downward on the sand, 
cursed his Creator, and starved to 
death. But, because he had an ideal, 
because he had a definite goal, because 
he knew what he wanted, and adjusted 
his means to his end—used what he 
had to get what he needed—he lived. 
To save his life—the first ideal of all 
men and all women—was his first 
great thought.

Later, when the torture squad of 
savages came ashore with a prisoner, 
his ideal became higher, and he ex
pressed himself in service which 
brought him a neighbor—his man 
Friday. And because he saved him
self and because he saved Friday, he 
was able to  act as chairman of the 
reception committee to welcome the 
crew of the big ship that carried him 
back to civilization.

Yet there are people, with the les
son of Robinson Crusoe familiar to 
nearly all lof us, who despair of mak
ing anything out of themselves. I 
have very little patience with them. 
If any man in normal health, with 
an ordinary brain, is determined to 
make himself a really great man, and 
sets about it in a thoroughly business
like way, he can match the success of 
Robinson Crusoe, and can build for

himself a most satisfying record of 
achievement.

The great danger, however, is that 
in the making of the individual man, 
the more im portant business of mak
ing men, of building a better mankind, 
will be lost sight of. The part can
not be greater than the whole. But 
there are some men who seem to think 
that nothing in the world is important 
excepting their individual careers.

Selfishness will flaw the perfection 
of any individual. It will prove a fatal 
fault in the business of making men. 
He who would become a master of 
men, must first master the service of 
mankind.

Sometimes I think there is too much 
individualism in the world. I grow 
impatient when one man imagines 
himself great enough to do all the 
thinking for his fellow men. I pity 
the individual who feeds upon his 
own pride until he becomes bloated 
with self-assurance and egotism. 
There are men who have attempted 
to make over other men, and who 
have applied in the process certain 
business principles that temporarily 
seem to accomplish success. But men 
are not made permanently in such a 
fashion.

Leadership is a vital necessity to 
the happiness and progress of the 
world. The disasters and confusion 
that have overtaken mankind in recent 
years, have been due largely to false 
leadership, or lack of leadership. It 
is a most im portant part of the busi
ness of making men that the world 
make new leaders, for leadership has 
been lost because leaders have been 
lacking.

In every business, time and prac
tice result in improvement of the 
product. So in this business of mak
ing men of to-morrow, we certainly 
shall turn out better and better men, 
and some of them will be such excep-

INSURANCE IN FORCE $85,000,000.00

WILLIAM A. WATTS 
President

RANSOM E. OLDS 
Chairman of Board

M E R C H A N T S  I iTKE IN S U R A N C E

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

Stretching Life—
Length of days is not given to everyone. A 
useful life can be extended, however, by the 
fruition of plans. Tentative plans can be tried 
out by putting property belonging to you under 
Trust agreement. Upon proving these plans, your 
Will can provide for their continuance.

You can plan beneficences, and your Trustee 
can administer them, entirely through the lives 
of your dear ones. After they are through with 
it, the property can be passed on for the benefit 
of still others.

Let us sit down with you and talk it over.

Call and get our new  Booklet:
“ What you should know  about Wills 

and the Conservation of Estates.”

Oldest Trust Company in Michigan

M ichiganTr dst
COMPANY 

Grand Rapids, Michigan

Grand Rapids National City Bank
CITY TRUST & SAVINGS BANK

ASSO CIA TED

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 D ep osits----------------------- 10,168,700.00
Combined Total Resources _____________  13,157,100.00

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

A SSO CIA TED
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tionally fine and high grade examples 
of men that we shall take them for 
leaders, and confidently pattern after 
them.

I have played a great deal in my 
lifetime, and I have worked very hard. 
Sometimes I have thought that I en
joyed play above everything else. 
Sometimes I have thought that I thpr- 
oughly disliked to work. But I have 
found that whenever I attempted just 
play, I grew very tired of it. And 
now when the time has come that I 
had planned I should be playing, I 
find myself working harder than ever, 
and enjoying it increasingly every day.

I don’t believe that there is any 
greater fun in the world than business, 
and I am sure no pleasure can equal 
the delight to be had in the two-fold 
business of making a man of one’s 
self, and making mankind better. So 
I am not proposing to you, in relation 
bo the business of making men, any
thing that you will find drudgery if 
you really get into your blood the love 
of business.

If you find life dull and uninterest
ing, if you are dissatisfied with your
self and with what you are accom
plishing, you are missing the finest 
thing about work, which is love of 
work. If yto<u do not enter into the 
spirit of man-making, if you do not 
delight in the business of using what 
you have, to get what you want, you 
will be a failure in the man-making 
business.

I  don’t  believe in being a failure. I  
don’t believe any man needs to be a 
failure, if he has normal health and 
normal intelligence. But I would not 
expect any man to succeed in any 
business if he did not go about it 
seriously. So I would not expect an 
individual to make a success of man
making, unless he tackled it in a busi
nesslike way, and really made a busi
ness of making himself a successful 
man. And the greatest good any man 
can do is to express himself complete
ly in service to his fellows.

The man who is greedy for money 
doesn’t get rich. The man who strains 
for fame, doesn’t reach it. The man 
who ruthlessly strives for mastery, is 
not the conqueror. W ealth comes to 
the man who serves best. Fame like
wise is the reward of service. Recog
nition of mastery is accorded to the 
man who proved himself the best ser
vant.

Service, then, must be the principle 
ingredient to  be combined with the 
raw material of man, if a  successful 
product is to be turned out by the 
manufacturing process. The founda
tion of the business of making men, 
must be the purpose to render genu
ine service to mankind.

Service is a misunderstood word. 
It does not mean slavish catering; it 
does not m ean giving something for 
nothing. I t really is a  synonym for 
the highest efficiency. And I have 
often defined efficiency as “responsi
bility met.” The business of making 
men is a responsible business. Each 
of us is responsible to himself, and to 
his fellowmen. We are not efficient 
men unless we meet tha t responsi
bility by making the most of what we 
are. No one can make the most of 
himself and disregard everybody else.

No one can be efficient.without rela
tion to others. We can meet our re
sponsibility to ourselves and to our 
fellows only through efficiency in ser
vice.

So we get to the foundation of the 
business of making men. I t is simply 
true service. Service is self-reward
ing, and so need not be selfish in or
der to accomplish success.

The most valuable asset of any busi
ness is its personnel. Men are more 
valuable than money, for money has 
no power in itself, no intrinsic value. 
Money is useful only when used. Men 
make money valuable by what men 
add to money. Money itself is inert 
and worthless. They even are talking 
nowadays of abolishing it altogether, 
because money has proved so impotent 
by itself.

Here we have in the United States, 
the greatest stock of money ever ac
cumulated by a nation, yet we are in 
business distress. Our allies in the 
recent war are threatened with busi
ness disaster by the flood of mere 
money poured in upon them by Ger
many. Only the vanquished nation, 
whose money is worthless in the for
eign exchanges, is prosperous in busi
ness. We have had an object lesson 
in the comparative unimportance of 
money. We must be blind if we do 
not see that the business of making 
men, rather than money, is the great
est business in the world.

If America could make another 
Roosevelt to-day, that one man would 
be worth more to our country jfian 
billions of dollars. If in Europe, there 
could be made a Lincoln, regeneration 
would succeed revenge. Civilization 
would be united and start anew along 
the path of progress, instead of halt
ing in discord and the quarrels of 
hate.

noon where he could do more think
ing. He thought and figured and 
figured and thought far into the night.

W hat was he up to?
He was hunting for the profits 

which he “just knew” he was making.
He couldn’t  find them.
He oould find plenty of records of 

money taken in and money paid out. 
His books showed every indication of 
a healthy business—a business that 
should bring in satisfactory profits.

But where were the profits?
Next morning before banking hours 

—he couldn’t wait until 9 o’clock— 
he entered the side door and had a 
heart-to-heart talk with the cashier, 
his friend.

“Bring in your books and I ’ll have 
Bill look them over,” said the cashier.

Bill looked the books over. And 
he found where the profits were go
ing.

The merchant had been figuring his 
percentage of gain on a wrong basis. 
And for several years this is how the 
profits had been shoveled out of the 
window.

The trouble was soon remedied. A 
real system of book-keeping was in
stalled in the store. Thereafter the 
profits not only were gained, but 
could be found any time. The better 
system radiated its influence through 
all branches of the business, making 
it more profitable than ever before.

But this m erchant sacrificed many 
thousands of dollars to his improper 
system of keeping his accounts.

Lucky it was for him that he got to 
thinking about it soon enough. O ther
wise his prosperous business would in 
time have been wrecked.

Anyway, he was not making a fair 
profit. And what is the use of de
voting time, energy and talent to a 
business that does not pay?

Your chief concern is your net 
profit. Either you are making a profit 
or you are not. And unless you know 
exactly what gain you are making 
from day to day, you are working 
blindly. Perhaps you are doing very 
well. But unless you know it, you 
are not able to get the benefits which 
your prosperity entitles you to. At 
least once a month you should deter

mine with accuracy how much you 
have added to  or subtracted from 
your net worth. This can be done only 
by a real system of book-keeping.

Of course, every man operating a 
store knows he has to keep books. 
But not every man knows that his 
book-keeping is not reliable—that it 
does not tell him the whole truth 
about his business.

The right kind of books, properly 
kept, enable a man any time to find 
if anything is wrong—and to apply

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

THAT SELLS IT."

We consider our Service 
organization second to none in 

Michigan.

Consider this when you buy your 
NEXT CAR.

W E SELL

Pierce-Arrow

Franklin

Oldsmobile

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

Our business, as the inheritors of 
civilization, is to make ourselves better 
individually, and to make mankind 
better. Our business is to raise the 
standard of mankind, and to develop 
as examples of future standards, lead- 
eers who shall stand out because of 
their qualities of mind, and heart, and 
spirit. Norval A. Hawkins.

The Necessity of Good Book-keeping 
Methods.

Sandusky, Feb. 21—You merchants 
who can not answer the questions I 
propounded in a recent issue of the 
Tradesman may get down from the 
stand and I will undertake to give you 
a little friendly discourse on the value 
of keeping books—not only the value 
but the necessity of keeping the kind 
of books which will enable you to 
tell any year, any month, any week, 
any day o r almost any hour where 
you stand.

A certain retailer had the best pat
ronized store in a town of 5,000 peo
ple. He was very popular. His goods 
were very dependable. H is clerks 
were very courteous. His service was 
very prompt.

All this made his store the busiest 
store in town. Each day was appar
ently better than the one before— 
more money coming in.

This m erchant just knew he was 
making money. And then one day he 
began to think. I t is a good thing 
for a merchant to think. Thinking 
gives him a better head. And a bet
ter head is a  more certain guide to 
better profits. Well, this merchant 
thought and thought. Then he tied 
up some of his account books in a 
bundle and went home for the after-
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correct methods before it is too late.
The owner of a moderate sized 

store sold one year $50,000 of mer
chandise. W hen he took his inven
tory on Jan. 1, he discovered that his 
net worth was $6,816 less than the 
year before. All through the year 
this man had been headed towards the 
rocks. But his inventory was ab
solutely his first hint that he had not 
been doing a prosperous business.

An expert accountant who analyz
ed his business found his expenses 
amounted to 33 per cent, on sales. Of 
course, nobody needed to tell this man 
that 33 per cent, on sales was far 
higher than most stores can afford. 
He knew that as well as anybody. But 
he didn’t know it was costing him 
that much.

His was a case of presuming with
out knowing.

He said, in talking over his troubles, 
that his gross profit averaged 65 per 
cent, over the cost price. He hadn’t 
the slightest doubt that this figure was 
enabling him to gain a generous 
profit. I t  developed, however, tha t the 
65 per cent, did not allow_ for freight, 
which on account of being a great 
distance from the wholesale bouses, 
averaged about 22 per cent, on the 
cost of his merchandise. This brought 
his gross profit down to 43 per cent, 
on the cost, but only 30 per cent, on 
his sales. His expenses were 33 per 
cent., o r 3 per cent, more than his 
gross profits; so it is easy to see where 
his net worth went.

This man is a good loser. He is 
working hard to recover. But a mer
chant'is working under a considerable 
difficulty when he hais suffered such 
a push down hill.

His difficulty was caused by not 
knowing his cost of doing business. 
He would have known this had he 
kept the right kind of books.

J. W. Ennest.

Role of Country Banks.
There seems to be a tendency for 

the farmer folk now to shift some of 
their criticism of the credit situation 
from the Federal Reserve Board to 
the local banks of their communities. 
I t will be recalled tha t several months 
ago Governor H arding pointed out 
that m any country banks which were 
rediscounting with the Federal Re
serve Board were relending to far
mers and cattle raisers alt a profit of 
from 33 to 66 per cent. The high 
rate which the farmer had to  pay was 
not due to the policy of the Reserve 
Board, he said, but to the practice of 
local banks of discounting farm paper 
at rates of from 8 to 10 per cenlt. The 
small banks, on the other hand, have 
justified such rates on the ground of 
the great risk involved in agricultural 
loans. O ur attention was recently 
called to the fact that in one country 
town of some 20,000 inhabitants, 
every bank last year declared a divi
dend of from 15 to 20 per, cent. The 
farmers of the vicinity complained 
that stockholders of the banks were 
the only people in that community 
who were making any money. This 
case m ay not be typical, but it may 
be one of the sort which were recently 
brought to the attention of the Presi
dent, and caused him to  authorize a 
sweeping investigation by the Treas
ury Department of how the funds ad
vanced by the Government through 
the W ar Finance Corporation are be
ing used by the country banks.

Truth is a  shining light in the busi
ness firmament, but a cheerful liar 
behind your counters is a two-to*-one 
business getter over a grouchy pur
veyor of 18-karat truth.
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Some Problems W hich Face the Tin 
Shop.

W ritte n  fo r th e  T rad esm an .
The management of the tinshop is 

a problem that worries many hard
ware dealers. They find it difficult to 
keep accurate account of material and 
time. During slack seasons, the de
partment becomes a serious drag on 
the business. Tools, ladders, etc., are 
left around and speedily disappear. 
O ther causes contribute to the wor
ries met with in the conduct of a 
tinshop and help to create the losses 
so often experienced.

The remedy lies in the adoption of 
a rigid system of checking up time 
and material and in canvassing for 
business to keep the department going 
through the seasons of the year which 
are bound otherwise to be slack. If 
no effort is made to stimulate busi
ness during the winter months the 
proprietor will soon find that he is 
getting little in the way of returns for 
the salaries he must continue to pay. 
I t becomes a case of “all going out 
and nothing coming in.”

A firm in a city of 25,000 has a 
complete and satisfactory system of 
management. The firm has an ex
tensive business and employ about 25 
men in the tinshop all the year round. 
They are fortunately situated to do 
tinning work, as this city is a con
siderable industrial center. A large 
share of this factory work goes to 
this particular firm and, as this is mot 
confined to any season, they run full
handed right along.

This business was worked up by 
paying close attention to factory 
needs and keeping closely in touch 
with the manufacturers. The firm 
is now in a position to carry out 
thoroughly and expeditiously any va
riety of tin work required in an in
dustrial plant.

I t is quite apparent that, with such 
a large connection, the necessity has 
been felt for some system to keep 
track of the stock. The plan followed 
is to have everything kept in charge 
by a stock-keeper. Access to the sup
plies can be had only through ap
plication to him. He keeps it under 
lock and key. On starting out in the 
morning, each employe goes to the 
stock-keeper and gives a list of what 
he will require. He has to sign for 
this. If he brings anything back to 
the shop, he hands it over to the 
stock-keeper and receives credit for 
same. The stock used is then made 
tip and charged to the job on which

the man was engaged. If fresh sup
plies are needed, the men on the job 
cannot go back to  the shop and take 
what they need. They have to se
cure the material in the same way.

All the supplies used on any con
tract are then entered up and charg
ed.

The stock-keeper looks after tools 
and ladders in pretty much the same 
way. When a ladder is taken out for 
use at a certain house, the fact is en
tered in a “call-book.” When the 
men report tha t they have finished 
the work, the rig is sent to get the 
ladder, tools and whatever material 
is left over. By consulting the “call 
book” it is possible to find where all 
tools and ladders are and it is prac
tically impossible to  lose track  of 
anything of that description.

With such a large staff a thorough 
time checking system is necessary. 
Each man on starting out in the 
morning is supplied with a card which 
he is required to fill out. On this 
card, each hour is shown, divided into 
quarters; so it is possible to tell al
most to a minute how much time was 
spent on each job during the day. The 
men sign their cards at night and turn 
them in to the member of the firm 
in charge of the department. The 
time and the material are taken from 
these records and charged against 
each job.

So' much work is done in one fac
tory that the firm keeps two of their 
men there practically all the time. 
These men report at the shop first 
thing in the morning, secure the ma
terial they will require for the day, 
sign for it, get time cards, and then 
repair to the factory. At night they 
call back, hand in their cards and re
port progress to the head of the de
partment. Generally, also, they in
dicate about what they will need to 
have the next day. The bulk of the 
work done in this factory is in putting 
up “blowers,” guards, etc.

The firm referred to states that it 
has found the system thus outlined 
satisfactory in every way, and that 
it is able to keep track of every 
foot of pipe and practically every 
minute of time, so that no losses are 
experienced.

W ith the smaller firm in the large 
city, or the firm in the small com
munity, small town or country vil
lage, system may not seem so neces
sary; yet it is none the less esseential 
to profitable operation of the tinshop.

One small town merchant who de
clares himself a believer in the tin 
shop has devised his own methods of 
meeting the incidental difficulties. In 
his experience the tinshop has, he 
states, helped the hardware business
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and, considered by itself, has earned 
good money. Nevertheless, he ad
mits the incidental difficulties; and 
most of these, he considers, relate to 
the workmen. Not that workmen are 
hard to secure—though this has quite 
often been the case, for efficient men 
—but rather that in a small place 
there is so much time between jobs 
during which the men’s wages go 
steadily on.

In a place of moderate size the be- 
tween-job-time cannot be prevented.
It is doubtful if it can be entirely 
avoided in large cities; but in towns 
of average size there are bound to be 
such quiet periods. W hat is to  be 
done to keep the expenditure in such 
seasons from more than eating up the 
profits on the various jobs?

One thing, according to this mer
chant, is to remember those slack 
seasons when figuring on a job. The 
profit secured from that job has got 
to do something toward offsetting the 
expenses in the slack times.

There is another way of providing 
for the expenses of the tin shop dur
ing the quiet days. The men, though 
not working on any outside job, yet 
need not be idle. They can be kept 
busy on pails and stovepipe. Of 
course there is a slight objection to 
this—for this is the work set aside 
for the long period of winter inac
tivity—nevertheless, work on pails at 
any time is hardly work wasted. In 
a small community linked up, as is 
this one, with the lumbering trade, 
there is never much trouble disposing 
of pails. To lumbermen alone who 
want hand-made, serviceable pails and 
are willing to pay a good price for 
them, this merchant disposes of a 
good part of his men’s mid-job work.

But this i is just a way of providing 
for the expenses and making a fair 
profit. The big profit comes from the 
jobs, and from what the jobs mean. 
This merchant, for instance, declares 
that one of the greatest benefits his 
firm derives from their tin-shop is its 
assistance in selling stoves.

“Stoves, with us ,are never alto
gether quiet,” stated 'the hardware 
dealer, referring to this point. “We 
sell them in summer and winter, and 
I know that our tinshop helps us 
achieve this result. Our men, work
ing on various buildings, learn where 
stoves are needed. W hen we oversee 
the work, we find this out, and we 
speak of our stoves. Thus are pros
pects interested. Then people know 
we are accustomed to put up stove 
pipes and to do similar work. Per
haps we have served them in that 
way, and as a result they naturally 
think of us when they think of stoves.

“We always install our stoves. I 
believe it is the right way. If people 
put them up themselves the stove may 
not work properly, and then the 
stove is held responsible, and the firm 
that sold it.”

In this merchant’s experience roof
ing is a large and growing business, 
and is helped by the operation of the 
tin shop. Galvanized roofs, of course, 
could hardly be handled by men who 
are not prepared to put them  on. But 
the sale of other roofings is also help
ed by the tinshop. People come to 
know that su c h ^ d -su c h  a firm 4*4

the work on such-and-such a r o o f -  
news of this sort travels fast in mod
erate-sized communities. So the pub
lic comes to think of this particular 
firm when it thinks of roofing; and 
naturally they consult the firm, no 
matter what class of roofing interests 
them. It is then for the dealer to 
suggest the material he considers best 
suited to the particular building.

Victor Lauriston.

Would We Know Normalcy If We 
Saw It?

W ritte n  fo r th e  T rad esm an .
In the talk about a return to nor

malcy we have noticed that much is 
said about the pre-war level and that 
statistics are often compared with 
those of the year 1914 in order to 
prove or discover our progress toward 
normalcy.

Most people, in their desire for 
normal times, are thinking of the full
est measure of prosperity, not re
membering that normal times have 
their full share of undesirable features. 
They have no reason to expect again 
the boom of war time when America 
was selling from two to ten times as 
much of her products to European 
countries as in the period before the 
war, and buying abroad only a small 
portion of the usual amount.

So when we reach normal pre-war 
conditions, shall we know of the fact? 
Here are some statistics of the years 
1913 and 1914. Seems to us very 
much like those we have been reading 
in current publications for the past 
six months:

During the year from Sept., 1913 
to Sept., 1914, there were more idle 
cars on side tracks in this country 
than ever before. There were 18,280 
failures in 1914, the worst record as to 
numbers in our history, only exceed
ed in amount of liabilities by the year 
1893.

The miost careful surveys showed 
that where there was one man un
employed in 1913-14 there were two 
unemployed during the winter of 1914- 
15. W ithout exaggeration, it is con
ceded by those familiar with condi
tions tha t one out of every five bread 
winners was unemployed. This un
employment was concentrated in cities 
primarily, but the small towns and 
villages also felt the shock and found 
it necessary to organize relief meas- 
ures.

An official canvass in Philadelphia 
showed 200,000 men unemployed; the 
house-to-house canvass of the M etro
politan Insurance Co., of its policy- 
holders in New York, thrifty people 
ordinarily, gave the basis for an esti
mate of 357,000 men and women out 
of work in the entire city. The la
bor organizations in New York City 
estimated that 472,102 were either out 
of work or on part time. In Chicago 
in January, the municipal markets 
commission estimated 189,866 iout of 
work. A Cleveland survey in Decem
ber showed 61,000 unemployed. The 
city charities in Philadelphia estimat
ed that Philadelphia’s unemployed 
numbered 175,000.

Every industry in this Nation to 
day that is enjoying even a nonmal 
degree of prosperity derives that pros
perity from the awful tragedy that is 
now devastating the world.

The war in Europe has been a 
calamity to the race beyond human 
conception, but it has been the in
dustrial salvation of this country. Our 
prosperity is entirely created by that 
indescribable . tragedy. But for the 
war this Nation would to-day be suf
fering industrially beyond imagination 
and description. We would be in the 
rnidst of panic and poverty that would

make the days of ’93 and ’97 look like 
greatest prosperity by comparison.

When the millions of men now in 
the armies of Europe turn from pur
suits of war to the pursuits of peace, 
when they leave the battle fields and 
return to the workshop and the mill 
and the mine and the farm. When 
these millions burdened with debt and 
struggling with poverty, when they 
cease to buy from us munitions of 
war when they cease to  buy from us 
the things that they eat and wear, 
when they begin to produce and pro
duce more cheaply than ever before, 
when this mighty host become com
petitors instead of customers then we 
will witness an industrial invasion of 
this country that will surpass all for
mer industrial wars as the ’present 
war in Europe surpasses all others of 
history.

These words written in 1915 or 
1916, show what “normal prosperity” 
means. We are still living on the 
prosperity forced upon this country 
by the war. No one can tell what our 
condition will be when a full re-ad
justment comes. E. E. Whitney.
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Man Has Little Show In Divorce 
Court.

Detroit, Feb. 14—To say that the 
courts propagate more divorces than 
any other one agency would come 
near hitting the nail on the head. It 
seems to be established among judges 
that men should be punished whether 
they are guilty of wrong or not; if 
the woman wants to swear that they 
are.

Some courts invariably give wom
en the advantage, even though they 
themselves are the transgressors. 
Every woman who is informed knows 
that she can go into certain courts 
and get a divorce for almost any 
cause whatever. Women even get 
married with that idea in mind. One 
judge went so far as to make the as
sertion that it would not be proper 
to grant a divorce without “soaking” 
the man, although there was no evi
dence against the man; the woman’s 
own lawyer testified that he could get 
not evidence against the man; that 
every one spoke well of him, yet the 
woman got the divorce and alimony 
besides, although the woman had 
more property and earned more 
money. , ,

Most cases are not properly heard. 
The judge takes it for granted that 
the woman tells the truth. The de
fendant is given little or no chance 
to tell his side or the counter claims 
are ignored. If a woman knew that 
if she did not behave herself after 
marriage she would be put into the 
old-fashioned stocks or be deprived 
of the benefits accruing from the m ar
riage, better dispositions would be 
shown in the home.

Judges should punish where punish
ment is needed, irrespective of sex 
or social position. It is no crime 
for people to have different disposi
tions, and when they find it out and 
they cannot get along together, let 
them separate, but be friends and not 
try to see which one can cut the 
other’s throat first. This world is a 
beautiful place when looked at 
through the glasses of happiness.

G. W. Smith.

W omen and Home Life.
Cadillac, Feb. 14—One of your re

cent correspondents echoes opinions 
expressed by an old man some years 
ago while speaking of misfit marriages 
he had known. He advocated a “bu
reau” where record was kept of 
“subjects,” their characteristics, tastes, 
ambitions, ideals of love, home, etc. 
Those in charge, people of knowl
edge, great sympathy and under
standing of human needs, to effect 
the acquaintance of those suited to 
each other. To romantic youth that 
sounded quixotic, but travel, study and 
observation bring me, at thirty, to 
see much of sense in it. I may speak 
of myself as representative of a type 
—the professional woman. _ Our 
work is useful, it may be delightful 
and intensely absorbing, but a severe 
taskmaster, leaving little leisure for 
social or recreational life in the com
pany of congenial minds.

V/e may have little opportunity to 
meet such of our “independence” that 
friendly yet impersonal attitude we 
are apt to acquire (somewhat as a 
protection) may prevent. We may 
have many acquaintances, yet may 
know few men in such a way as might 
lead into friendship or love. Men 
seem half afraid of us, thinking our 
“independence'’ has killed all home 
instincts. True, we value our individ
uality, and our self-development has 
made us rebel, as must true men who 
value the sacredness of their possi
bilities for loving and home-making, 
a t courtship launched as it all too 
often is by the exercise of coquetry, 
petty deceit and wiles.

We Americans have faced and solv
ed many problems well. In this vital 
one we might come to more sane 
ideas of adjustment. W here do we 
need the beauty of music and kin
dred arts more than in the home as 
part of the family life? If, as a peo
ple, we Americans are to rise to the.

highest development of our splendid 
gifts and our responsibilities, we must 
learn to find out recreations more in 
the exercise of our own talents m 
the home and in community life, both 
of which need such men as your cor
respondent referred to above speaks. T? D M ̂  n oil

Advertisement Respectfully Declined.
Newark N. J., Feb. 18—Will you 

kindly send us your advertising rate 
card, as we would like to advertise 
our coffee and mayonnaise in your 
publication. ...

American Grocers Society, inc.

Grand Rapids, Feb. 21—I am in re
ceipt of your letter of Feb. 18, stating 
that you would like to advertise in 
the Michigan Tradesman. I do not 
■think it wise to accept your advertise
ment for two reasons:

In the first place, you have never 
filed copies of your papers with the 
Secretary of State and are not au
thorized to do business in Michigan. 
Any sales you might make in our 
State would be contraband, so far as 
your ability to enforce payment there
for is concerned.

Furthermore, you have not availed 
yourselves of the opportunity to se
cure recognition for your stock sales
men from the Michigan Securities 
Commission. Not only that, but you 
have actually violated the law by per
mitting salesmen to enter the State 
and solicit subscriptions to your 
stock in the face of your promise to 
the Commission that you would not 
do this until you had first obtained 
official recognition and approval.

I, therefore, deem it wise to decline 
your advertising, because I do> not 
think you have a proper conception 
of the rights and duties of foreign 
corporations and the relation they 
sustain to the people of other states 
in which you undertake to do busi-

The fact that you exhibited bad 
faith in your dealings with the Securi
ties Commission by sending men into 
the State to sell your stock after you 
had solemnly agreed not to do so 
until you had complied with the re
quirements of the Commission leads 
me to believe that your code of ethics 
is not such as would appeal to the 
average merchant. If you would be 
dishonest with State officials, what 
assurance have I that you would deal 
fairly and honestly with merchants 
who might be attracted by your ad
vertisement, providing it was admitted 
to our columns? E. A. Stowe.

A good bank account is not the 
most necessary thing in putting in 
successful window displays. Expens
ive materials need not enter into the 
con sideration of plans. Ordinary 
wall paper will be found very good 
foundation for the background, es
pecially. A Kalamazoo store window, 
for example, the background is cov
ered with wall paper in a pattern hav
ing a wide stripe. A set of three 
panels is placed on the upper half of 
the background. Diamond shaped 
panels of cardboard are fastened on 
the side walls. A false background 
can be made of wall board covered 
over with the striped wall paper, 
three panels in the upper part of the 
background cut out and the false 
background placed in front of the 
permanent background at least six 
inches. This will permit the placing 
of some suitable decoration, such as 
a shallow basket or flower box, in the 
central opening and will produce an 
extremely attractive and artistic win
dow setting.

There is no such animal as a good, 
sound investment which pays fabulous 
returns.

A N NU A L FINANCIAL STATEM ENT
Grand Rapids Merchants Mutual 

Fire Insurance Company
Affiliated with the 

Michigan Retail Dry Goods 
Association
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GEO RGE W A SH IN G TO N .

He Laughed H eartily and He Loved 
Children.

The superior power of picture and 
portraiture over that of the printed 
page in forming our opinions as to 
persons and events is undeniable. Yet 
the real result is that of an impression 
rather than the actuality of either 
fact or truth. Moreover, impressions 
are not science. Hence the thought
ful seeker after both the specific fact 
and the basic reality will be satisfied 
only with the testimony of honest wit
nesses and of contemporaneous rec
ords, if these be obtainable. An art
ist’s conception, being a subject of in
terpretation, is at best a substitute 
for truth.

Now in one sense it is unfortunate 
that he whose birthday, not only we 
but, we may say, the civilized nations 
celebrate on this day is thought of 
chiefly, indeed in the popular mind 
almost wholly, from marble statues 
and such accessible portraits as those 
found on the postage stamp. Triumphs 
of art and civilization as these are, 
they yet give an impression of cold
ness and even austerity in the tem
perament of Washington.

Happily there are those still living 
among us who from childhood grew 
up with an entirely different impres
sion of the Father of His Country. 
This was because they heard about 
W ashington from those who had 
seen and talked with him. To these 
witnesses he was not only an august 
personage but also a winsome speci
men of humanity. Among those Penn
sylvania Swiss and German people 
who first applied this affectionate title 
to the commander-in-chief of the Con
tinental Army there were little girls. 
Two of these,' at Barren Hill in 1778, 
were delighted to see Lafayette so 
skillfully save from a superior force 
of Hessians and redcoats the regi
ments which W ashington had en
trusted to the young Frenchman for 
a reconnaissance.

Again at Valley Forge they saw 
Steuben, W ashington, Knox, Greene 
and Sullivan and the soldiers with 
faces lightened1 and 'made happy by 
the French Alliance. The girls always 
remembered the loot of their home 
eatables by the scowling, hungry Ger
man mercenaries, but even more the 
geniality of a great soldier who loved 
young people.

I t was no mystery, therefore, that 
When later in the National capital, 
Philadelphia, from 1790 to 1800, and 
especially from 1790 to 1795, these 
little maids, now grown to be young 
ladies and well schooled, were able to 
reaffirm their first impressions. They 
were then daughters of a popular inn
keeper whose guests were members 
of Congress and the French emigres, 
then numerous in America. They 
have handed down impressions that 
are still vivid in the minds of their 
descendants. The two were in the 
glad, white robed throng of maidens 
who in 1789 strewed flowers and sang 
carols of welcome to the first Presi
dent of the young republic as he rode 
Northward from Mount Vernon to as
sume office. W hat our nascent politics 
were at this time is best told by an

Englishman, in Rudyard Kipling s 
literary photograph, “Brother Square- 
toes.” That inimitable picture-story 
reveals George W ashington as worthy 
of the title also of Father of True 
Americanism.

August as he was in his personality 
the first President was far from being 
always “as solemn as eternity.” Indeed 
there are those who heard from audi
tors and spectators at the time of his 
happy mien, unchanged before a com
pany at the dinner table even when 
the news came to him of the awful 
defeat of St. Clair at the hands of the 
British aided by savages on the fron
tier. Not a sign of cloud, or wrath, 
or bitter disappointment marred that 
face ever smiling to little children and 
friends. Only when in his private 
room, after the banquet was over and 
the guests dismissed, did that volcanic 
temper—ever under superb control— 
burst forth. Yet even in that hour 
this lover of truth and justice de
clared that he should not condemn 
the veteran General and his comrade 
of the Revolution until he heard the 
defeated man tell his own story. Only 
then did he supplant St. Clair with 
the cool headed, unquailing, unsleep
ing Anthony W ayne to save our 
Northwest.

Even closer testimony, which we 
have heard from the lips of witnesses, 
shows that the keynote of W ashing
ton’s life, in its constant tenor, was 
not only unselfish devotion to his 
country but also amiable, joyous 
achievement. The little girls of Bar
ren Hill of 1778, when in the Phila
delphia of 1795, were wont to slip out 
of the Lutheran Church on Sundays 
and walk over the then green fields to 
Christ Church to see President W ash
ington, after smiling manifold greet
ing to his fellow worshippers, put 
Lady W ashington in his carriage. 
This was done with that charming 
courtesy which is still upheld as the 
American model of both habit and 
fine manners toward women. In 1824 
the little girls of 1778, now grand
mothers, welcomed Lafayette as he 
rode down Chestnut street. In the late 
forties and early fifties, over “Revo
lutionary cake”—'baked hastily on a 
griddle as in old days, when Hessians 
were too active to allow slow oven 
work—we children were told of 
W ashington’s laughter and his en
joyment of fun and jokes.

At his receptions, given at the Ex
ecutive Mansion on Arch street—not 
then a White House, but of Philadel
phia red brick—these young ladies, a t
tending, loved nothing better, when 
the press of visitors had subsided, 
than to allure W ashington off into a 
corner, and with innocent chaff and 
by telling him their stories to make 
him laugh. So far from the Ameri
can girls’ pleasantry, repartee and 
jokes “coming by slow freight”—as 
our Chauncey says of our British 
oousins—the man George W ashington 
“caught on” easily and laughed heart
ily. Indeed that dignified form often 
bent and turned to enjoy what the 
merry maidens said. If, as one of 
them declared, a certain man emi
nent in law had “a face like a hick
ory nut,” why should not the Father 
of His Country smile with them, as

indeed he often did! We are not ab
solutely sure that W ashington was 
so very different from Lincoln in re
freshing himself with a good story 
and a little joke. Certainly both men 
knew that “a m erry heart doeth good 
like a medicine.”

Does any one need to tack a moral 
to an affidavit? Must one burden 
one’s testimony with a preachment? 
The simple fact, the every day tradi
tion of an average American house
hold, carries its own philosophy. The 
man who laughed heartily and who 
loved children—as Washington Irving 
also bears witness—was worthy of all 
contemporaneous honor and even 
more of our later plaudits. We can 
safely follow the example of one 
whose inspiring influence and steady
ing example give no hint of withering.

For cowards, sneaks, shirkers and 
fractional Americans, W ashington’s 
wrath nevear showed signs other than 
of those which we associate with the 
lightning that blasts a tree with de
struction. For the brave, the inno
cent, the faithful, his was a smile 
never to be forgotten.

Frank Stowell.

Boost.
B oost yo u r city , boost yo u r friend . 
B oost th e  lodge th a t  you a tte n d .
B oost th e  s t re e t  on w hich  yo u ’re  dw elling, 
B oost th e  goods th a t  you a re  selling . 
B oost the  people ’ro u n d  a b o u t you,
T h ey  can  g e t a long  w ith o u t you,
B u t success  w ill q u ick e r find them ,
If th e y  know  you a re  beh ind  th em . 
B oost fo r ev ery  fo rw ard  m ovem ent. 
B oost fo r ev ery  new  im provem en t, 
B oost th e  m an  fo r w hom  you labor, 
B oost th e  s tra n g e r  a n d  th e  ne ighbor. 
C ease to  be a  ch ro n ic  knocker.
C ease to  be a  p ro g ress  b locker;
If yo u ’ve m ade  y o u r c ity  b e tte r , 
B oost i t  to  th e  final le tte r .

Speak well of your city

D an g e t o u t  o cc u p a tio n a a n d  h a rd  
w o rk in g  co n d itio n *  p r  a v a i l  in  
m a n y  cities*  B u t G ra n d  R apid*  
e m p lo y m e n t i * la rg e ly  in  clean  
d a y lig h t fa c to r ie *. a t  ta e k *  o f  
» k il l in s te a d  o f  m o n o to n o u * r o u t
in e .

A Good Place to Work
Grand Rapids is a city of steady jobs. Less unem

ployment has existed here the past year than in any 
other large city in the United States. W hile immense 
plants have stood icile and nread lines formed in many 
industrial centers, scores of local factories have oper
ated full time, and not a few over-time.

This is not a seasonal job town. In some indus
tries a period of peak production is followed by weeks 
or months of idleness. I he coal miners, for instance, 
work less than 150 days. But Grand Rapids employ
ment is for the most part continuous.

Note, too, tha t Grand Rapids factories pay the 
highest wages of any furniture center in America.

The men in many cities m ust spend hours daily in 
crowded cars going to and from work. But thousands 
of our citizens live within easy walking distance of 
their plants and thus have more time for leisure. O ur 
Saturday afternoon holiday is unknown in many plants 
elsewhere. The city has won national recognition for 
the remarkable social and recreational programs car
ried on by the workers themselves in scores of our 
factories.

Many factors contribute to the enviable reputation 
Grand Rapids enjoys of being one of the most desirable 
cities for work in the United States.

j f a n d  R a p id s
nA g o o d  p ia ce  to  U ve*
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i lI  í  DRY GOODS, f  g »  

FANCY GOODS NOTIONS! ¡

M ichigan R etail D ry Goods A ssociation . 
P re s id e n t—J . W . K napp , L ansing .
F i r s t  V ic e -P re s id en t—Geo. T . B ullen ,

^ S e c o n d  V ic e -P re s id en t—H. G. W esener,
^ S e c re ta ry -T rea su re r—F re d  C u tle r, Ion ia .

Stories Told At the Dry Goods Con
vention.

Secretary Wallace in his recent ad
dress before the National Retail Dry 
Goods Association endeavored to 
explain why the farmers persist in 
looking to the Government for relief, 
and pointed out tha t the Government 
was largely to blame for excessive in
flation. In this there is a grain of 
truth; inflation was a by-product of 
the war, and for our part in the war 
the Government—that is, the Ameri
can people through their chosen 
agents—was directly responsible. It 
does not follow, however, that because 
the Government’s action helped make 
prices rise the Government assumed 
the obligation to keep them at their 
war-time level, and the secretary’s 
point that “Governmental agencies 
were in part responsible” for deflation 
is not well taken. Even if the Aimeri- 
can Government had maintained an 
attitude of strict neutrality through
out the period of hostilities prices 
would have been inflated, just as they 
were in Switzerland, Holland and 
other neutral countries. In like man
ner, this country would also have suf
fered severely from the pains of de
flation, just as the former neutrals 
have done, if it had kept out of the 
conflict. The statem ent that Govern
ment agencies precipitated excessive 
deflation has been dinned into the ears 
of the farmers by politicians and 
cheap agitators for months and it is 
not altogether reassuring to find a 
Cabinet officer also voicing such views.

Just what the recent improvement 
in the price of corn means to the far
mers of the Middle W est is indicated 
by a story related by a St. Louis mer
chant attending the meeting. A Miss
ouri farmer had raised 20,000 bushels 
of corn. Not content with prices 
earlier in the season, he held back 
from selling until the need of ready 
cash finally forced him to seek a mar
ket for some of the product. By that 
time the buyers in his town had taken 
all the corn that they could handle. It 
was necessary, then, for him to haul 
his corn to town, load it in cars and 
consign it to a grain dealer in St. 
Louis. After deducting transporta
tion costs and commissions, he had 
just eight cents for each bushel sold. 
Out of this eight cents is supposed to 
come all his expenses of production. 
Since this occurred corn has risen 
about 9 centst and if he sells more 
to-day he will have more than twice 
as much money left in his hands after

paying marketing costs. It is evident, 
however, that even the present price 
will leave him pretty much in the 
woods.

It was pointed out by another dele
gate to this convention that the far
mers were not the only ones who 
were losing money. Retailers have 
also lost heavily, but they have made 
less fuss about it. On the other hand, 
it was admitted that the positions of 
the farmer and the merchant in the 
matter of losses from price recessions 
were not wholly comparable. The 
former has a distinct advantage with 
his four or five turnovers a year as 
compared with one for the farmer. 
W hen the m erchant has goods that 
are not moving he can put a price on 
them that somebody will find attrac
tive and turn the proceeds of the sale 
into other goods that can be handled 
at a profit. The farmer must take his 
loss, then wait another year until he 
has a new crop, which he hopes that 
the weather and the market will en
able him to dispose of at a profit. 
Nevertheless, there are many lines of 
goods on which merchants, too, have 
not been able to  make any money 
for quite a while. The head of one of 
New York’s leading department stores 
told the dry goods men at their con
vention that for five years his con
cern had made no profit on shoes and 
that there was very little, if any, profit 
in gloves and clothing.

Additional Features For the Flint 
Convention.

Lansing, Feb. 21—Our members 
will be pleased to know that our mem
bership list is constantly increasing 
and that since Jan. 1, 1921, we have 
added about fifty new members. Con
sidering the fact that 1921 was a very 
disastrous year for dry goods mer
chants who have had their troubles 
with the declining market and expen
sive overhead, we are not disheartened 
if some members have been a little 
slow in paying their annual dues. To 
tell the truth about the matter, some 
twenty or thirty  of our members have 
been considerably tardy about paying, 
but when the manager has time and 
opportunity to call upon them, the 
usual excuse and explanation is made 
and we feel that such excuse and ex
planation is entirely justified and I 
am not blaming our members for cut
ting expenses in every direction.

This part of the bulletin therefore, 
is directed to such members for the 
reason that we are soon to hold our 
convention in Flint and o-ur Secretary- 
Treasurer, Mr. Cutler, is very anxious 
to make a satisfactory report as to the 
collection of finances. The month of 
January being the inventory month 
and many of our members having 
been to market, some December and 
January dues are in arrears. Please 
read this paragraph carefully and if 
the suggestion applies to  you in
dividually, kindly let us hear from you. 
The balance on hand in the Treasury 
at the present time is very satisfactory

indeed and we are very anxious to 
keep it that way.

Since sending out our Bulletin No. 
13, I have been in communication with 
the chairman of our Program  Com
mittee, Mr. Jackson. He has been 
very helpful and efficient in the secur
ing of speakers and the making of 
plans for the convention. Our Presi
dent, Mr. Knapp, has just returned 
from New York and has gone over 
the convention outline.

Since sending out our last bulletin 
we have added to the list F. E. Parker, 
general manager of the Merchants 
Credit Bureau of Detroit. His topic 
will be The Elimination of the Com
munity Dead-Beat. Our Michigan 
merchants who attended the New 
York convention also heard the ad
dress by Miss Isabel Craig Bacon on 
Retail Selling and got her promise to 
come to Flint. Miss Bacon, you will 
remember, was on our Kalamazoo 
program, but was ordered officially to 
W ashington to sit in a conference on

the dates that she was expected to be 
in Kalamazoo.

We are pleased also to announce 
that the subject of Busting the City 
Limits, or The Co-operation of Far
mers and Merchants will be discussed 
by our member, John C. Toeller, of 
Battle Creek 'Hiose who know Mr 
Toeller realize that this will be a

We are manufacturer! of

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

CORL-KNOTT COMPANY,
Corner Commerce Ave. and

Island St.
Grand Rapids, Mich.
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Principle Shirts are made BIG.
Y our C u sto m ers  w ill C om plim ent You on th e  size o f P rincip le  D ress S h ir ts . 8 
T h is  is  an o th e r  re a so n  w h y  you shou ld  becom e in te re s te d  in  P rin c ip le  D re ss  |

61 S h ir ts .

r i a n i e l  T. P a t t o n  €r C o m p a n y
Grand Rapids.Michigan -  5 9 '63  M arket Ave. N.W.

The Men's Furnishing Goode House of M ichigan
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MARKET LETTER FEB. 20, 1922
A fter thoroughly covering the New York m arket and find

ing Cotton and W ool advancing along with agricultural and 
farm products, such as wheat, corn, hogs, etc., we are of the 
opinion that a  m erchant should buy his staple wants for nearby 
delivery at this time, in order to get delivery. This will be 
m ore true if business is good during the Spring season when 
the dem and is large and especially if buying generally is 
further postponed and the strike in the Eastern Cotton Mills 
continues.

Our suggestion in order to merchandise at a profit at this time 
is to buy small and often and let us be your source of supply

Grand Rapids Dry Goods Co.
We sell quality merchandise AT W HOLESALE ONLY at lowest 
prices prevailing and DELIVER TH E  DAY TH E ORDER IS 
RECEIVED.
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SPRING UNDERWEAR
Now is the  tim e to buy Spring Underwear— 
w hile lines are  still complete.
W e carry  such well know n brands as, Setsnug 
—V erna—Law rence—Navicloth—B. V . D., 
and Sphinx.
Come in and look our goods over or let us submit samples.

Quality Merchandise — Right Prices — Prompt Sendee

PAUL STEKETEE &  SONS
WHOLESALE DRY GOODS GRAND RAPIDS, MICH.
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real substantial contribution to r,tir 
program. Also under the head of Re
ports of Committees, our Director, L.
G. Cook, of Jackson, will present for 
the consideration of the Association 
the subject of The Standardization of 
Order Blanks. Our next bulletin will 
discuss this matter more fully and we 
will enclose with it some samples for 
the information of our members.

Please do not neglect the matter of 
securing hotel accommodations in 
Flint for the night of March 8. If 
you need any assistance in this mat
ter, kindly send your request to Glenn 
R. Jackson, (Smith & Company) Flint.

Jason E. Hammond,
Mgr. Michigan Retail Dry Goods 
Association

M erchants W ill Be the Goats.
W ritte n  fo r th e  T rad esm an .

This is a pretty good time for those 
who oppose the “sales tax” as a 
means of financing the proposed sol
dier bonus—or any other demand 
upon the National Treasury—to make 
their attitude known to Congress, 
with a thoughtful expression of their 
views. For anyone who has given 
the idea no personal thought it is 
time to give it some attention—es
pecially the manufacturers, who will 
first make the contribution to the 
Treasury, and the dealers who will 
pass it on in turn to the ultimate con
sumer.

The proposed tax has one apparent 
—note the qualification—strong rec
ommendation. I t seems an easily 
applied source of revenue and drafts 
into the Government’s service the 
mercantile trade as unofficial collector 
thereof, but it is likely to rise up to 
confound its proposers and enactors, 
as it would be quite sure to pester 
those called upon to enact its pro
visions.

Having but recently repealed a so- 
called “luxury” tax.” Congress would 
be putting itself in rather an anoma
lous position in now enacting a tax 
on necessities instead.

A fundamental of all taxation should 
be its justice—a distribution of its 
burdens according to ability to pay. 
Not upon one’s needs, but upon his 
possessions.

It seems rather a fanciful theory 
that a return to industrial and com
mercial normalcy is to be promoted 
by taxing at the fountain-head the 
well-spring of industrial activity and 
carrying that burden along through 
the several turnovers to the buying 
public, which appears to need en
couragement rather than handicaps.

If a profits tax is discouraging to 
industry and commerce, what would 
a sales—or consumption—tax be?

W hile the consumer may be the 
burden bearer in the final analysis the 
manufacturer and the intervening 
commercial units will be the goats 
to drag the burden to its final desti
nation!

Think it over. H. M. Royal.

Chas. A. Stevens & Bros., of Chi
cago, use a daily report for their win
dow trimmer which shows charges 
to the various departments for the 
window space. Each space shows at 
once how much the buyer will have 
to spend for bis department per day. 
This scheme is one that could be well 
put into effect, even in the Smaller 
stores, as it will enable the m erchant 
to more accurately keep account of 
what his window sales cost him.

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

against changes.
Bleached Muetlns.

Auto _____________ -  16%
F ru it of the Loom __ 19%
B r a v o ______ — — — 16
Cabot , — ---------  IS
14 in. Indian Hd. S.F. 26
Big I n j u n ---------------  13%
Lonsdole ----------------  18
Hope ---------- - - —- —  1 |
36 in. Indian H ead —
33 in. Indian H ead __
54 in. Ind. H ead L.F. *

Columbia, D arks —  
Columbia, L t. Short* 
Columbia, Dk. Shorts 
Ana. P rin ts , Greys — 
Am. P rin ts , Ind igo-. 
M anchester 80x80 Lt. 
M anchester 80x80 Dk. 
Scout, 64x60, L ights 
Scout, 64x60, D arks. 
S h i r t l n g s ---------------

16%
14
15%
10
10%
18%
19%
14
15%
09

42x36
42x36
42x36

Meadowbrook .  2 76
L e n o x ______ _ > 00
S ta n d a r d ___ — 3 16

57%
87%

Blea.
66
66
66
60

! $
82%
33%
26%
80

Unbleached Muslins.
P l a z a ___  09%
96A 36 i n . ___________12%
Black H a w k --------------13%
G iant ---------------------  12%
40 in. E x p o sitio n -----  14%
40 In. 96A ------   12%

Wide Sheetings. 
Peppereli Unblea. Blea.
1 0 - 4 ________  63 68
» - 4 ________  49 63
8- 4 H ___ 44 49
7- 4 _ 40 44

Less 6 per cent. 
Pequot Unblea.
1 0 - 4 __________ 60
9- 4   66
8- 4 _60
7 - 4 --------------- 44

Less 6 per cent.
Pillow Tubing.

12 in. S e n e c a ----------
16 in. S e n e c a ----------
12 in. Peppereli —
45 in. P e p p e re l i-----
36 in. E d w a rd s-------
42 in. Indian Head —
42 in. C a b o t -----------  31%
45 in. C a b o t------------  33%
42 in. P e q u o t --------38
45 in. Pequot --------  40
40 in. Q uinebaug----- 80
Denims, Drills and Ticks. 
220 Blue Denim . —  18%
240 Blue D e n im ----- 17
260 Blue Denim -----  16
Steifels D r i l l -------- 17%
8 oz. Canvas ———  i*% 
Armour, ACA Tick,

8 o z . --------------- —  ¿5%
Cordis, ACA T ick — 26 
W arren  F ancy  T ick 35 
Thorndyke Fy. Sat. 37%
Amoskeag, ACA -----  *8%
Cambrics and Longcloths. 
Berkley. 60 Cam bric 21% 
Berkley, 60 Nainsook 21% 
Berkley 100 N alns’k  30 
Old Glory, 60 Camb. 18% 
Old Glory, 60 Nain. 18% 
Diamond Hill, N ain. 16% 
Diamond Hill, Camb. 16%

77 Longcloth --------  «%
81 L on gclo th --------J*
84 L on gcloth -------- }•%

7001 L ongcloth --------
7002 Longcloth -.------  }»%
7003 L ongcloth -------- i;%
7004 Longcloth - — — 24%

Ginghams.
A. F . C. --------------- - ”
Toile du N o r d --------  20
Red Rose -------------- },*%
D an River —-----------
Everett Classics -----  15
Amoskeag Staples — 18 
Haynes Staples i f
Lowe Cheviots, 32 in. 15
B ates 32 i n . ---------  02%
Treffan 82 in. - - - - -
B. M. C. Seersucker 18%
K alburnie 32 i n . -----  22%
Jacquelin, 32 in. —  40
GUbrae, 32 i n . --------  45
32 in. Tissue ----- —  * 2%
Manville Chambray .  16% 
Red Seal Zepheyr —  18%

Prints and Percale*. 
Columbia, L igh ts — 15

Reds - ___ — -----   11
Outings and Cantons.

Cashm ere Twill -----  15
27 in. Unble. C anton 14 
100 F lannelette —  12% 
1931 O uting L ights _ 13% 
1921 L igh t Outings _ 12% 
Appleileece Shaker __ 14% 
Scotchdown Shaker -  16 
Appledown Shaker — 16 
24 in. W hite Shaker 11% 
26 in. W hite Shaker 12%
D aisy Cloth -------—  15
1931 D ark  O utings — 15
D raperies and Cretonnes.

Hamilton T w i l l -------16
Dresden Fy. D rapery 18 
Tudor F ’cy D rapery 20
Nu D r a p e --------------86
W estm oreland Creto. 16 
Fancy Silkoline — — 16% 
S tra tfo rd  Cretonne— 16
3544 D. B. S c r im -----  13%
8177 C urtain  N et —  36 
8342 C urtain  N et —  62%
4039 M a rq u is e tte ----- 20
D ragon D r a p e r y ----- 30
36 in. A rt Cretonne— 26 
36 in. Elco T apestry - 30

Linings and Cambrics.
Tico D S a t in e -------- 20
No. 40 Blk. Satine -  16% 
No. 1 W hite Satine _ 14% 
No. 50 Percaline —  16% 
DD Black Satine — 25 
S atin  F inished Satine 87% 
R aidan t Bloomer Sat. 42% 
36 in. P rin ted  Satine 60 
W indsor Cambric —  09 
Parkw ood W ash Sat. 67%

M aritas Oil Cloth.
5- 4 W hite __3 10
6- 4 Mossaics _2 95
6-4 Blue F igure -----3 10
6-4 W hite _________ 4 10
All oil cloth sold n e t cash, 
no discount.

Flags.
Dos.

16x24 in. Spearheads 1 32% 
18x30 in. Spearheads 1 90 
24x36 in. Spearheads 2 96 

Each
3x5 ft. Reliance P r t . 70 
4x6 ft. Reliance P r t . 1 30 
5x8 ft. Reliance P r t . 1 90 
6x9 ft. Reliance P rt. 2 90 
8x12 ft. Reliance P r t . 4 25 
4x6 ft. Defiance Swd. 2 00 
6x8 f t. Defiance Swd. 2 76 
6x9 ft. Defiance Swd. 3 60 
8x12 ft. Defiance Swd. 6 20 
10x15 ft. Defiance Swd 8 00 
6x9 ft. S terling Wool 7 60 
8x12 ft. Sterling Wool 11 50 

Gross
No. 7 Muslin F lags -  7 20 

Sheets and Pillow Cases. 
63x90 Pequot Blea.— 16 85
63x99 P equot Blea.— 17 35
72x90 Pequot Blea.— 17 35
72x99 Pequot Blea.__19 00
81x90 P equot B lea—  18 86
81x90 S ta n d a r d ------15 00
42x38% U tica C ases- 4 15 
42x36 Pequot P lain  — 4 32 
45x36 Pequot P lain  — 4 66 
42x36 P equot S. S. — 6 32 
46x36 P equot S. S. — 6 66 

Less 5%

Wool Goods.
36 in. H am ilton, All 

Wool S torm  Serge 
No. 75, 50 in. Storm

Serge ___________
No. 4040, 60 in. Storm

Serge ___________1 10
40 in. Ju lliards Pla. 1 32% 
50 in. Ju lliards Pla. 2 00 
6120, 50 in. F rench

Serge _________— 1 50
K S, 36 in. S torm

Serge ___________  87%
2216, 60 in. Storm

Serge ___________ 1 22%
56 in. Silvertone

Coating __________2 00
D R N Tricotine „  1 65 

C arpet W arp.
Peerless, W hite _____  46
Peerless, C o lo r s___- 50

Diaper Cloth.
18 i n . _______________ 1 15
20 i n . _______________ 1 25
22 i n . ___________ —  1 26
24 i n . _______________ 1 46
27 i n . _______________ 1 60
30 i n . ____________—  1 76

Blankets.
N ashua Cotton Felted.

54x74, G. W. T . _____ 1 60
60x76, G. W . T . _____ 1 66
64x76, G. W . T . _____ 1 60
68x80, G. W . T . _____ 2 00
72x80, G. W . T . _____ 2 16
72x84, G. W . T . _______2 80

Catlln Cotton Felted.
54x74, G. W . T . ___ 1 32%
60x76, G. W . T . ____1.42%
60x80, G. W. T . ____1.60
64x76, G. W. T . ____1.60
64x80, G. W. T . ____1.60
70x80, G. W. T . ____1.90

Notions.
Dos.

1225-F Boston G arters 2 26 
Rubber F ly  S w atters 90 

P e rM
Roberts Needles —  2 60
Stork  Needles _—  1 oO

P e r  Box
Steel P ins, S. C. 300 42% 
Steel P ins. M. C. 300 45
B rass P ins, S. C. 300 76
B rass P ins. M. C. 300 86

Dos.
Coats T h r e a d ___ —  59
Clarks M ile-End Td. 59 
J .  J .  Clarks T hread- 56 
Gainsborough H airnets

D. Mesh __________ 1 00
Gainsborough H airnets

S. Mesh __________  80
P e r  Box

R. M. C. Crochet Cot. 75 
B-4 Clarks Crochet C. 90 
Silkine Crochet Cotton 90 
Sansilk Crochet Cot. 65 
D exters’ K nitting

Cotton. W h i t e ____ 1 60
D exter’s  K nitting  

Cotton, Blk., col’d— 1 76 
Allies’ T arn , bundle- 6 60 

Pound
Fleishers K nitted

W orsted, s k e i n s __2 00
Fleishers Spanish

W orsted, balls ___  2 26
Fleishers Germ antown

Zephyr, balls _—  3 30
Fleishers Saxony, ba. 3 30 
F leishers K nitted

W orsted, b a l l s _—  2 26
Fleishers Scotch &

H eather, b a l l s ____ -  2 66
Dos.

Ironweave H andkfs—  90
R it Dye S o a p -----------  80
Bixby J e t  Oil P as te -  1 35 
Bixby Brown P aste  — 1 36

Ladles’ Underwear.
Vellastic Fleeced union suits.

HN-LS or D N -E S ----- Reg. sizes 14 50
Ex. s i z e s ____ — ————— -— —  ! •  w

Fleeced vests and pants. Vesta 
HN-LS. DN-ES. LN-NS, Beg. Si*. 8 26

Ex. Sizes —--------- ---- — -----— f  9?
Pants, AL open or closed Reg. SL 8 26

Ex. S i z e s --------------- ---------------- » 99
Union suits, 11 pound rib,

DN-ES or LN-NS, Reg. Sizes — 10 00 
Ex. S i z e s ______________________ 11 00

Men’s  Underwear.
Hanes shirts and d ra w ers----------- \  69
Hanes union suits - . ------------------ - 14 oo
Black Label High Rock shirts and

drawers —- - -—------- - •  M
Red Label High Rock shirts and

draw ers ,, irM— ■ ■■■■■«■  -----  f  ™
Black Label High Rock union suits 16 90 
Red Label High Rock union suits 16 50 
14 pound combed union su it wltn

Cooper c o lla r e tte ---------------------- I f  00
Heavy all wool union suit — ---------  35 00
18 pound part wool union su it —  i s  oo

Hosiery—Misses and Ladles.
Misses 300 needle combed hose, 

bxd. 1 doa. $2.25 on 7 rise 10 fall 66 
Boys’ 3 lbs. on 9, extra clean yarn 

on 8 (R 1 0 F 5 )-------------------------- 2 26

Ladies' 220 needle combed yarn
hose, seam ed  b ack  — - ------— £ "u

Ladies’ 220 needle m ere, hose w ith 
440 needle rib . top fashion seam
in b ack  ----------------     |  “f

Ladies’ fleeced hose, hem t o p -------- z
Ladies’ fleeced hose, rib. top — —  3 00 
Ladies’ fleeced hose, rib . t o p -------- a 26

Hosiery— Men’*.
Men’s 176 Needle Cotton C ut Toe 31 00 
Men’s  200 needle full combed yarn

hose ...... , , .............. ■ —  1 w
Men’s 220 needle full mere, hose — 2 60 
Men’s  240 needle fiber silk hose —  4 50
Men’s pure silk hose - — - - - - --------- § oo
Nelson’s Rockford socks, bdls. -------1 20
Nelson’s  Rockford socks, bdls. --------1 *0
Nelson’s  Rockford socks, b d l s .-------- l  oo

Infants Hosiery.
Cashm ere, Silk Heel and  Toe,

60 p e r  c en t. Wool -------------------- 4
In fan ts’ Cotton Hose 1*1 R i b -------- \
In fan ts’ M ercerized lx l  R i b -----------2 00
In fan ts’ F ibre and W ool Hose - - - - - - ° 50

Boys’, Misses and Ladles’ Hosiery. 
Misses l x l  Cotton Ribbed Hose

$1.25 on 7 R. & F. 6c 
Boys’ 2x1 Cotton Ribbed Hose

3 $2.25 on 8 R. 16c, F . 5o

Men’s Sweaters.
H eavy all wool rope o r shaker kn it

for m e n _____________________ _ 4 00
Wool slip overs for m en (respun) __ 2 60 
Men’s fashioned all wool shakers — 6 00 
Men’s % Cardigan stitch , according 

to quality, each  ________  3 00 to 4 60
L ad les’ S w ea ters .

Style entering  into price, l t  is impossible 
to give specific quotations, bu t sw eaters 
th a t m ay readily be sold can be had  in 
a  variety  of styles and  com binations from 
$3.00 to $5.00 each.

B ath in g  S u its  fo r S p rin g  D elivery .
Men’s  all pure worsted, p l a i n -----  22 50
Men’s all pure w orsted w ith chest

stripes — ______________ 27 00 to 33 00
Ladles’ all pure w orsted, p l a i n __  26 00
Ladies’ all pure worsted striped  and 

color com binations -______ _ 27 00 up
A th le tic  U nderw ear F o r S pring .

B.V.D.’s, No.01, Men's union su its 12 62%
Seal Pax, No. 10, union s u i t s _10 60
M en's 72x80 Nainsooks, m ay be

had a t ________________  7 25 to 9 00
Men’s  Soisettes, highly m ercerized

a t  _____________________________ 12.50
Men’s  No. 150 “H allm ark '' 72x80

Nainsook ____________________ $ 9 75
Men’s  64x60 N a in so o k s_______  6 60
Men’s 84 Square N a in s o o k s___  9 00
Men’s Fancy N a in so o k s______  8 75

W ide and Medium Stripes.
B. V. D. S h irts and Drawers,

Sh irts ________________________  6 87%
D raw ers _____________________  7 25

B. V. D. A thletic Style No. U-101 12 62%
U-D Y outh’s  B. V. D . _________  8 60
Boys’ “H anes” No. 756, 72x80,

Nainsook Union S u i t s _______  7 25
Boys’ “H anes” No. 856, 72x80,

Union S u i t s ________________ — 6 25
Boys’ 64x60 Union S u i t s __ -__ -  5 00
Boys’ 72x80 Union S u i t s ______ — 6 25

Men’s and Boys’ Cotton Underwear for
Spring.

Men’s E gypt Balbriggan Shirts
and D raw ers —______________ —$ 4 60

Men’s E gypt Balbriggan Union
Suits __________________________ 7 50

Men’s  E gypt Ribbed Union Suits 8 00 
Lawrence Balbriggan S h irts and

D raw ers _______________________  7 50
Men's Cotton Ribbed Union

„Suits, Egyption ______________  8 50
M en's Combed Yarn Cotton Union

Suits, Egyption ________________ 12 00
Boys' Balbriggan Union Suits,

Egypt __________________________ 4 50

Men’s Dress Furnishings.
Slidewell collars, linen or s o f t ___ 1 60
Neckwear 2 10, 3 75, 4 50, 6 00. 7 60 9 00
Flannel n ight sh irts  _____________10 60
Dress pants ____________  22 50 to 48 00
Mufflers ________________  12 00 to 19 60
Dress sh irts  _____________ 8 00 to 48 00
Laundered stiff cuff sh irts , 80 sq.

percale _________—_-__ - - - - - - -  16 60
P resident and  Shirley suspenders — 4 60

Men’s Work Furnishings.
M ackinaw s _______________ 7 00 to 16 00
D uck  co a ts  ___________________ —  3 00
Sheep c o a t s ______________  7 00 to 12 50
No. 220 overalls or j a c k e t s ____ - — 12 00
No. 240 overalls or j a c k e t s____ _ 10 00
No. 260 overalls or j a c k e t s ___ —  8 87%
Stiefel rope stripe, W abash stripe 

Club or Spade overall o r jacket,
2 seam , tr ip le  s t i t c h e d ------------   13 50

C overall k h ak i ___________________  24 00
C ottonade  p a n ts  _________  16 50 to  21 00
Black sa teen  work s h i r t s ----------- 8 37%
N ugget blue cham bray w ork sh ir ts  8 00
Golden Rule work s h i r t s ____ ____  7 60
Piece dyed work s h i r t s --.----------- 6 50
B e s t Q u a lity  w ork  s h i r t s _ 9 00 to  13 50
C h erry  V alley  flannel s h i r t s ----- 23 50
Buffalo flannel s h i r t s --------------  39 00
D om et flannel s h ir ts  --------------------- 8 75
Standard  flannel sh irts  —— -------- 22 00
H a rd in g  flannel s h i r t s --------------- 19 87%
W ork suspenders _____   2 25
Shirley Police or X Back work Sus. 4 50

Boys’ Furnishings.
K nickerbockers __________-  6 00 to 15 00
M a c k in a w s ______________  4 26 to 8 60
Overalls, Brownies, etc.   6 60 to 9 00
Y ouths’ W abash Btripe overall —  10 25
C o v e ra ll_________________— - - - —  10 60
S tandard  flannel s h i r t s ___________16 60
68x72 dress s h i r t s ________________  8 50

Caps and Umbrellas.
Black sa teen  shop cap, do*. —___ 1 00
Dress caps, m en’s, doz. 7 60 to  19 60
D ress caps, boys’, doz.    7 25 to  10 26
Men’s & Ladies’ U m brellas 10 60 to  48 00
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Cheese Shortage Six Million Pounds.
Of the three leading dairy products 

—butter, American cheese and con
densed milk—cheese has weathered 
the storm of this winter’s depression 
with the least loss to holders of the 
surplus. Original owners of the June 
and July make were able to realize 
a profit, but the fall cheese went into 
the boxes at such high cost that so 
far holders on the average have hard
ly been able to break even, carrying 
costs considered. But there has been 
no bad break in held cheese and the 
present reserve of fancy cured stock 
is light in relation to recent years.

On January 1 Bureau of Markets 
report indicated a total stock of stor
age cheese of 27,642,000 pounds, which 
was 6,376,000 pounds short of last 
year’s January 1 holdings. The Feb
ruary 1 report is not yet available, but 
it is probable that it will show a short
age of at least 4,000,000 pounds—prob
ably a greater shortage. Stocks in 
the public warehouses of the four 
large markets showed a reduction of 
1,921,519 pounds during January 
against a reduction of 2,691,932 pounds 
last January. Last year’s larger re
duction was due to export buying of 
Canadian cheese held in bond here. 
During November and December the 
interior and country warehouses made 
a more rapid reduction of stocks than 
the warehouses of the four large mar
kets and this was probably also the 
case during January. If so the lighter 
January reduction in the four mar
kets this year will be offset and the 
shortage in the entire country might 
still exceed 6,000,000 pounds on Feb
ruary 1.

The relatively high prices ruling on 
fresh cheese in relation to butter and 
case condensed milk will probably 
stimulate a liberal early make of 
cheese. Last year it was necessary to 
;drop to an export basis to  clear our 
surplus of April and May cheese and 
it is probable that English markets 
will set the peg in values again this 
spring.

Early Vegetables From  Mexico.
The first new tomatoes of the 1922 

season are appearing in Northern 
markets. They come from the State 
of Sinaloa, in Mexico. Arizona is 
bounded on the South by Sonora. The 
next Mexican State South of Sonora 
is Sinaloa, which, like Sonora, is a 
coast state, fronting on the Gulf of 
California. I t has an ideal climate for 
raising all kinds of garden truck, with 
a sandy soil highly suitable for the 
purpose.

Not very long ago American cap
ital was struck with the idea that 
extra-early vegetables might be profit
ably grown in Sinaloa, for shipment

to the North in winter. F irst experi
ments were made with tomatoes, and 
have already proved very successful.

The enterprising Sinaloa tom ato 
gets up early; in fact, it is ready to 
be picked off the vine in the first days 
of January. Thus it can get ahead 
of the Florida tom ato by two months, 
and is able to reach Northern markets 
four months in advance of the first 
tomatoes from California and Texas.

During the season of 1921 were 
shipped 923 carloads of tomatoes from 
Sinaloa to the United States. The 
prospect is that the total of shipments 
will be much greater from January to 
June of the present year.

Having made such success with to
matoes, those interested in this horti
cultural enterprise are turning their 
attention to other vegetables, such as 
peppers, eggplant, peas, cucumbers 
and garlic. A few experimental ship
ments of cantaloupes were made from 
Sinaloa last spring, and money returns 
were so satisfactory that a much 
larger area has been planted with 
melons for this season. Shipments 
will begin February 20, and the har
vest completed before the first Calif
ornia cantaloupes appear on the mar
ket.

Bean T hat Is  a Cow.
Cultivation of the soy bean has de

veloped in China to  suoh an extent 
that it now represents the principal 
agricultural industry of that country. 
Immense areas of the great plains of 
Southern Manchuria are devoted to 
this crop. The world’s demand for 
soy beans is steadily increasing, and 
China’s export of them bids fair soon 
to surpass in value that of its silk out
put. There are more than 1000 va
rieties of soy beans, from which an 
experiment station at Kung-chu-ling, 
in Southern Manchuria, has chosen 
one as the best of all. I t is nearly 
spherical, yellow in color and of the 
bigness of a small pea. A yield of 
22 per cent, of oil is obtained from it. 
The soy bean yields milk and butter 
(or products equivalent for table use), 
as well as a great variety of other 
edibles, including a famous sauce. 
Taken all in all, the five-ounce bean 
is one of our most versatile vegetables.

The steady increase in our cheese 
imports is a measure of the increasing 
competition to which domestic manu
facturers of foreign types of cheese 
are again being subjected after several 
years of free sailing. In 1918 we im
ported 7,562,044 lbs. of cheese; in 1919, 
11,332,204 lbs.; in 1920, 15,993,725 lbs.; 
and in 1921, 26,866,404 lbs. But we 
still have a long way to go before we 
equal the volume of the pre-war 
years.

MAKES
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Wisconsin’s Cheese Grading Plan. 
The continued postponements that 

have been announced regarding the 
enforcement of the cheese grading 
and branding rules devised by W is
consin State officials indicate the seri
ousness of the difficulties that have 
been encountered in perfecting a plan 
which would meet the approval of the 
industry and embody the ideas of those 
back of the movement. It is now an
nounced that there will be no further 
postponements and that the grading 
rules will take effect without fail on 
February 13. We have not yet re
ceived a copy of the rules as finally 
decided upon but we understand that 
the object is to force the grading and 
branding with the proper grade of all 
cheese produced in the State. The 
grading is to be done in part by State 
inspectors but most of the cheese will, 
of necessity, be graded by Wisconsin 
dealers as they are brought from the 
factories to the warehouses. Most 
Wisconsin factories are not equipped 
to hold cheese for any length of time. 
Shipments must be made weekly or 
oftener to the dealers, and as a result 
much cheese reaches the dealers when 
less than a week old.

The question arises, how can the 
ultimate quality of green, uncured 
cheese be determined by the cheese 
dealer with certainty? True in many 
cases the finish, texture and flavor of 
a week old cheese give a clue to the 
quality of that cheese after curing. 
But there are many cases where 
cheese apparently without defect when 
three to seven days old develops taints 
or some other objectionable character
istic during curing. And in such cases 
either the branded grade would have 
to be changed or the cheese would 
go out to the distributing trade mis
branded, and far more likely to in
jure the reputation of Wisconsin than 
if sold without designation as to State 
of origin or quality.

How serious this difficulty will be 
in the practical application of the new 
grading plan can only be determined 
by experience. I t is sure to cause 
some trouble, though this may be more 
than offset by the beneficial influence 
of branding the initially defective 
cheese as such.

Sawdust Packing a Success.
The remarkable development of the 

drum Emperor grape industry, with 
redwood sawdust as a feature of the 
packing has been th e  source of a 
great deal of comment. To compete 
with Almeria grapes grown in Spain 
and packed in cork dust in small bar
rels California has adopted the drurn 
and now supplies the late fall and 
holiday markets with Emperor grapes 
and to some extent California grown 
Almeria fruit. Experiments in pack
ing and shipping began in 1910. By 
1916 356 cars were shipped and in 
1920 515 cars were handled.

During the earlier years of the saw
dust packed drum grape shipments, 
redwood sawdust entirely was used, 
this being rather plentiful in Califor
nia. It was treated and dried out and 
run through a drum machine to wear 
off all sharp points and rough edges 
on the particles so that the tender 
skin of the grapes would not be cut 
by the packing. Redwood sawdust

prepared in this way was found to be 
entirely satisfactory and absorbed the 
moisture and tended to keep the ber
ries apart so that they carried and 
stored satisfactorily. During the last 
couple of seasons, however, owing to 
the inability of some of the packers to 
get redwood sawdust, experimentation 
with spruce sawdust for the purpose 
was carried on, and it has been de
veloped that the spruce sawdust is 
just as good as the redwood for the 
purpose. It has even been found that 
there is some preference for the spruce 
sawdust, because of the contrast which 
the light sawdust gives against the 
dark grapes, when the packages are 
opened, in the appearance of the pack
age. This makes packing in spruce 
sawdust preferred by some buyers.

Fortune in Cheese.
A company is now being formed in 

Paris, largely with American capital, 
for the purpose of salvaging $10,- 
000,000 of bar and specie gold and 
$11,000,000 of negotiable Chinese scrip 
from the wreck of a Dutch vessel 
torpedoed by the Germans in 1915. 
The gold was in process of being 
smuggled to America and was con
cealed in 5,000 Dutch cheeses. The 
head of the present enterprise is an 
American named Mathers, who is di
rector of the Laffite Salvage Co. of 
Havre. The story of the booty aboard 
the wreck was brought to him recently 
by a one-legged Americane whose 
name he withholds and who was 
aboard the vessel when it was sub
marined. The American, according 
to the story, started from China early 
in 1916 in the employ of German 
agents to collect both the scrip and 
gold in Amsterdam. He was guar
anteed 2 per cent, if he delivered it in 
the United States. It was he who 
bought the cheeses and concealed the 
gold therein. The vessel was sunk 
not far from the British coast, but 
well outside territorial water, and in
asmuch as the gold was contraband, 
the present would-be salvagers main
tain it would be theirs by right of 
discovery.

How It Is Done.
Little Harold on his first visit to the 

farm was very anxious to find out how 
everything was done, most of all how 
milk is obtained; so he followed his 
uncle to the barn. He watched the 
feeding, watering and milking with 
round eyes; and when his aunt asked 
him at supper if he found out how 
uncle got milk from the cow, he con
vinced her he had.

“Sure,” he said; “uncle gave the 
cows a drink of water and some 
breakfast food, then he drained their 
crank cases.”

T W O  P R O F IT S
E v e ry  sale  o f V an  D u zer’s  E x t ra c ts  

b rin g s  you  tw o  
profits—a n  im m ed
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c reased  p a tro n a g e .
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PROBLEMS GROCERS FACE.

How Present Day Difficulties May Be 
Surmounted.*

The problems of peace are greater 
and harder to realize than the prob
lems of war. In the name of patriot
ism and to please some of our citizens 
and organizations it was easy to up
set and to demoralize every economic 
condition that has been developed 
since our civil war. For years these 
conditions have been accepted as 
standard and were Changed only and 
governed by new inventions which 
revolutionized old methods, the wants 
and whims of our people and the high
est law of the universe, the law of 
supply and demand. It took only a 
few months of war to upset all these 
economic conditions and substitute 
for them unnatural, untired, man-made 
substitutes which could never stand. 
A condition such as this we have 
never faced before, but it has left us 
all, from producer to consumer dis
satisfied. Each class has accused the 
other of being the cause of our pres
ent condition and this accusation has 
been greatly fostered by a lot of 
agitators and a large portion of our 
newspapers whose desire was to make 
something sensational. Our faith in 
the American people is supreme, how
ever, and from this condition of chaos 
must come a condition of general sat
isfaction before we as a people can 
prosper and return to normal. Condi
tions are looking better and the peak 
of our unrest seems to have passed. 
Much of the inflation of business has 
been charged off, heavy losses have 
been taken and men seem more ef
ficient and willing to work. We are 
beginning to realize that our strength 
lies in our unity, that neither capital 
nor labor can prosper alone, tha t not 
one class but all classes must be con
sidered when we want real prosperity, 
and we as retail grocers must be sure 
that in this great work of re-organiza
tion, we give full consideration to all 
others.

It is the part we must play in this 
process of reconstruction, together 
with some of the causes of the present 
dissatisfaction, that I wish to discuss. 
We as business men m ust claim no 
superiority over other people. We 
must claim nothing but a fair return 
for the labor and capital invested. Let 
me say that I include the farmer and 
laborer in this class. They are not 
all who have lost during the past 
year. If you think so just take a 
look at the balance sheets of our most 
necessary factories, wholesale houses 
and retail stores. Contrary to the 
custom and practice of most others, 
we as retailers of food products were 
allowed no advances of goods on 
hand to cover the declines of the past 
two years. Of all occupations it 
seemed that we occupied the worst, 
the next to  the public and the one the 
average person was most willing to 
abuse. We had to bear the sins of 
all who handled our goods before us 
and our position was one of unpleas
antness. You well remember those 
days, how you tried to explain your 
situation of helplessness and n©' one

•P a p e r  re a d  a t  an n u a l co n ven tion  R e ta il 
G rocers  a n d  G eneral M erch a n ts ’ A ssoc ia
tio n  by  J o h n  A. L ake , o f P e to sk ey .

seemed to believe you, even when 
handing out goods at less than re
placement value. You were pleased 
when the masses of our people be
gan to  realize that the real trouble 
lay beyond you and before the price 
of your goods could return to normal 
everyone, from producer to consumer, 
must contribute their part.

W hat makes the price of goods keep 
up so is the question tha t you are 
asked every day. It is easily answered 
by a plain statement of facts. Where 
goods come nearly direct from pro
ducer they are very reasonable. We 
need only to refer to such articles as 
meats, flour, sugar and bulk goods to 
prove this statement. On the other 
hand, where they are transported far 
and are packed in small packages of

John A. Lake.

tin or glass they are subject to much 
loss in packing and handling and re
quires so much labor they are still 
high and will continue to be so until 
the causes of this excess cost are re
moved. Some others are high with
out a visible explanation of cause. We 
retailers should not push the sale of 
this class of goods, as they generally 
are not among the necessities of life 
and we should endeavor to give value 
received in each transaction if pos
sible. We should also understand that 
the prices of food products have de
clined faster than anything else, as our 
best authorities agree tha t a  decline of 
over 40 per cent, on the average has 
taken place since the high point of 
July, 1920. Some goods are even 
cheaper than before the war.

Let us consider the causes of goods 
not returning to normal prices gener
ally as fast as they should: The one 
we think of first is transportation and 
it is the one against which we are 
making the least headway. H. J. 
Haskell, ex-President of one of our 
Middle W est universities and editor 
of the Kansas City Star, stated be
fore the Michigan State Teachers As
sociation at Detroit in 1920 while dis
cussing the high costs, that before the 
war if the freight and express bills of 
our country were added together and 
divided by the number of families in 
the United States the result would be 
equal to one-fourth of the average 
family’s income, and he produced 
figures to prove this statement. If 
that were true then, it is higher now. 
We retailers all know the cost of

local shipments and how much it adds 
to the cost of goods. I t  compels 
many things tha t should be every day 
food for the mass of our people to 
become luxuries, even for the well- 
to-do. The products of one section of 
our country are denied to  those of an
other except at prices which the aver
age person cannot pay. California 
and Florida fruits have more than 
doubled since the increase in trans 
portation and are now practically pro
hibitive, except at points where car- 
lot shipments are received. In the 
winter they must be shipped by ex
press. It costs $1.25 to bring a box of 
oranges or grape fruit from  Grand 
Rapids to Petoskey. T hat is 12 cents 
per dozen on 126 size oranges and 
nearly 2*^c each on grapefruit of 54 
size. Other things are in like pro
portion. Remember, also, that we feel 
only the local freight directly. Most 
goods are handled rfom three to five 
times in the process of gathering to
gether manufacturing and distribution. 
It is plain, therefore, that unless re
lief comes soon many things must dis
appear from our markets on account 
of the excessive costs of transporta
tion by the time they reach the con
sumer.

Taxation also is one of the chief 
causes of a wide margin between the 
producer and the consumer, because 
all taxes must be earned somewhere 
between the raw and finished product 
or on it during the process of its 
handling. This tax question becomes 
more apparent when we realize that 
the same article muSt be taxed many 
times. Farms, factories, warehouses, 
wholesalers, retailers and transporta
tion companies m ust each add their 
mite to meet taxation. If we add our 
National, State, county, city, school 
and other taxes together we will have 
from $75 to $100 per capita, accord
ing to the location, for each person in 
the United States. This is from $300 
to' $400 for each family of four per
sons, or more than one-fourth of our 
National earning power. W hat won
der that taxation adds to  our cost of 
production? Is it not time some taxes 
were reduced?

Class or bloc legislation of any na
ture is created for a selfish purpose 
and generally has a disastrous effect 
upon the consumer. The system in 
our State or National politics of com
pelling a legislator to sell his soul to 
some organization in order to be 
elected is deplorable and cannot result 
in benefit to  the mass of our people. 
This system keeps any self respecting 
man out of our law making body and 
permits selfish interests to produce 
wasteful, unbusiness like, selfish laws 
which are a handicap to reasonable 
manufacturing or distributing process 
in order to favor a certain few. Such 
laws greatly add to cost. The wise 
free statesman should aid in removing 
every obstacle from the channels of 
business and allow the freest possible 
flow of produce from producer to con
sumer. Let us remember when we 
see a political candidate backed by 
certain interests he should generally 
be defeated by the mass of our people.

The questions of labor, coal, pack
ages and the present overhead of all 
businesses might be analyzed in the

same way as the questions already 
handled, but I shall return to the 
problem in which we are mostly in
terested—that of the retail grocer and 
meat dealer—as it is those businesses 
tha t we ourselves must improve and 
he who acts quickly and wisely stands 
by far the greatest chance of survival 
and success.

The old system of producer, manu
facturer, wholesaler, retailer and con
sumer must return generally, if we 
want a decline in the finished product. 
Such a system is by far the most econ
omical on the majority of our goods. 
Only in local conditions can any of 
these be dispersed with economically. 
It is foolish to believe that people 
trained for one dlass of labor can do 
all others with equal efficiency and to 
attem pt to do so would be to return 
to the stone age, when man made all 
he had and did not have much. If 
farms, factories and transportation 
companies were all co-operative, we 
would have a second Russia and with 
equal success. Those wanting such a 
condition, however, do not want their 
business, but some one else’s, co-op
erative. If we study the co-op
erative movement we will notice that 
all are acting in the interest of self 
and the consumer is not considered.
I do not say that in places the co
operative movement has not been a 
necessity, in order to find an outlet for 
that section’s produce, but it was be
cause some drowsy old fossil of a 
business man was asleep, instead of 
looking ahead to the welfare of his 
own business. Hired management 
can never compete with private owner
ship in efficiency and any good wide 
awake business man has nothing to 
fear through co-operative competition. 
Special privileges should be denied 
any person or organization and co- 
operation should be put in its true 
light as a business investlment. As 
such, I do not blame any man for 
making the investment. He will ex
pect no special privileges and will 
want a fair return on his investment. 
That is just what we as retailers ask— 
and nothing more.

The argum ent that there are too 
many retailers in the United States 
for economic purposes is true. I agree 
with the statements of one of our suc
cessful wholesalers when he said that 
the automobile and the increased dis
tance people go to market would elim
inate a great many of these within the 
next few years. At present there are 
about 350,000 retail grocers in the 
United States serving on an average 
of about sixty-five fajmilies each, with 
average sales of about $12,000 each 
year. It must be remmebered that 
many of these are small country 
stores, conducted by the family with 
almost no expense except hauling 
their goods from some railroad. It 
would be practically impossible for a 
small suburban store to exist on those 
figures if conducted by no other help 
than the owner. The successful small 
town o r city store employing help 
must have sales far in excess of these 
figures to exist with a profit. The 
argument of excessive numbers also 
applies to all classes of business ex
cept monopolies. W hen we consider 
that we have six million farms in the
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United States, 'that only 7 per cent, of 
these employ permanent labor and 90 
per cent, employ none at all, we still 
see readily that the retail grocer and 
meat business is not all that exists in 
small hands. I believe that it is de
cidedly better for the people as a 
whole if wealth and power remains 
scattered. Concentration of business 
in great volume con only take place 
at the expense of the small community 
and it reflects against the markets, 
land values, taxes and that commun
ity’s life.

The wholesaler is the man next to 
the retailer and the one from whom 
we buy most of our goods. There 
are about 3,500 wholesalers in the 
United' States, serving on an average 
of a little over 100 retailers each. Their 
total sales are about $5,000,000,000 
yearly or a little less than the Gov
ernment taxes of 1921. More whole
salers are necessary because of high 
local freight than formerly in order 
to give us the shortest possible local 
haul. They gather together the prod
ucts of the world, buying most of 
these near their source, a thing we 
could not do with efficiency. Our 
wholesaler must be a man of good 
judgment, business ability and thor
oughly understand the retailer’s prob
lems if he succeeds. He is an econ
omic necessity. His savings on 
freight, buying in large lots, holding 
and redistributing the distant prod
ucts which we could not do except at 
excessive investments and his ability 
to djuge better more than justify his 
existence from an economic stand
point alone. It becomes our duty to 
give our local jobber the preference 
in our buying, if conditions are equal, 
as they know our wants better, are 
more responsible and loyal to us and 
share with us the responsibility of our 
local community, including taxes. Let 
us remember that profits sent outside 
of our city, county and State are lost 
to our comimunity. The jobber, like 
ourselves, must come back to a busi
ness basis and reduce expenses. Let 
us aid him by receiving his salesman 
as promptly as possible, treating him 
in a business like way, require no ex
tra service, live up to his business 
terms, especially paying our bills on 
time. It is to our interest to do this.

Perhaps an inventory of ourselves 
should be taken before discussing the 
details of our business. Do we like 
the 'business? Have we had the neces
sary training? Have we ample cap
ital? How is our credit at the bank? 
Have we patience, tact, executive 
ebility, watchfulness, neatness and 
honesty? These questions we may 
well ask ourselves. If our answers 
are in the affirmative, our diances of 
success are fair and we may succeed, 
but let us remember that over 90 per 
cent, fail or quit business because of 
non-success. Sheer individual ability 
to manage a business wisely is our 
only chance of success and that can 
not be accomplished if we are lacking 
in qualifications. If you have been in 
business for some years and have 
made no marked success, you had bet
ter quit. I t  may save w hat you have.

The kind of store you run must de
pend on you, your capital and your 
location. Grocery stores can be di

vided into service stores and cash and 
carry. Hoth have their places. If 
you run a service, store you must con
tend wisely with credits and service. 
Deliveries should be made at stated 
times and not haphazardly and credit 
should be extended with great care. 
Cards should be used, filled out and 
taken care of on all applications for 
credit. If the applicant has a doubt
ful record, why take a chance? If you 
take them, they should be compelled 
to settle in full at stated times, not 
exceeding a month, and statements 
should be mailed to all to develop 
promptness. All service should be 
studied carefully and none rendered 
that will not yield a profit. Your de
livery service can handle your freight 
and if you have not a general delivery, 
two or more stores should- unite for 
economical purposes. If you handle 
this service carefully it will cost you 
from 2 to 5 per cent, of your business. 
That includes lost accounts, interest 
on your accounts, wages to delivery- 
man, car upkeep and all other charges. 
People generally want these services 
and are willing to pay for them.

The cash and carry store is success
ful generally only in cities of 10,000 
people or over and then only in favor
ed locations, such as close to factories 
employing many men or where traffic 
is heavy. They are generally com
pelled to handle private brands or 
goods of lower quality than a service 
store in order to show a margin.

The selection of our stock is of the 
greatest importance. Short buying, 
is by far the best method, as it takes 
less capital, saves deterioration, stor
age, insurance, taxes and interest 
charges. No store should buy more 
goods than will enable them to dis
count their bills. If it is necessary 
to do so at certain times of the year, 
go to the bank and borrow  it, but dis
count your bills and do so on time. 
The quality you buy must depend on 
the location and trade you enjoy. 
Mark your goods carefully with cost 
and selling price and learn to display 
them neatly for goods well displayed 
are half sold. Your selection of fruit 
and vegetables should be as complete 
as possible and bought in small 
enough quantities to avoid waste. 
Neat windows, properly arranged, are 
a great factor in selling your goods 
and give the person who enters your 
store a favorable or unfavorable opin
ion of the same.

The earning power of your store 
will depend upon you. Cut rates and 
profiteering are alike, disastrous to 
business. The cost of goods, includ
ing freight and drayage, plus all over
head, plus a fair margin, should be 
your motto. No business is handled 
closer than the retail grocery or meat 
business and investigations show an 
earning of about 2 per cent. This is 
a small margin to break on. Some 
goods are handled at a loss. Some 
have great waste in handling. Both 
losses must be covered by a profit. 
Therefore, study your own store, try 
it out, classify the volume of different 
goods purchased, make as many lines 
pay as possible and be sure you carry 
the margin to ultimate profit.

We as retailers must run our own 
business and figure our own profits.

The margin must be figured on the 
same base as the expense account, 
which is the resale price. We face a 
serious problem on some nationally 
advertised goods at present and that 
is on such goods as flakes, starch and 
numerous other articles where the 
wholesale price is 95c per dozen. In 
cities where freight is delivered, we 
can just slide through. In country 
places where cartage and freight is 
added, it is different. For example, 
a m erchant buys a case of three dozen 
flakes at 95c per dozen. The freight 
and cartage is 25c per case or 8 cents 
per dozen. That gives you a cost of 
$1.03 per dozen and you sell them at 
10 cents each. You then make a little 
over 14 per cent, or less than the aver
age cost o f idtoing business. Gentle
men, this country merchant is our 
brother. His problems are our prob
lems. Before this convention ad
journs we should take steps to handle 
this problem and in case it cannot be 
handled, let us sell something else. 
Many of the manufacturers of cereals 
have also taken a stand in not reduc
ing war prices, which is abominable. 
Their goods should disappear from the 
market. We should cease to be their 
tools for exploiting the public, even 
if their goods are Nationally adver
tised. Let us wake up, search for 
something to take their place and give 
the public value received.

The selection of our derks has been 
a serious problem the last few years, 
but better days are ahead. A clerk 
is a representative of our business and 
most of our business is with the 
housewife. If we wish the best re
sults we will employ only honest, 
hustling, young fellows whose morals 
and language are above reproach. A 
clerk who will take advantage of a 
customer will take advantage of an 
employer. Both are deceptions. Smok
ing and gossip have no place in busi

ness, and we should train our help to 
be on time. Such help costs more, 
but they are worth it and I doubt if 
any firm ever made a success by hir
ing incompetent o r cheap help.

Our expense account the coming 
year will need constant attention. Cut 
out every useless expense and drain on 
your business. You know how it has 
increased since the war began. The 
war is over now. We and all other 
businesses must return to normal and 
that means reducing expenses. Watch 
each item closely, reducing when pos
sible, but no reduction should be made 
that sacrifices efficiency.

Our occupation must command our 
own respect and we should so con
duct our business as to compell others 
to respect it. Our labor and capital 
invested should bring us the same 
financial rewards as that of other busi
nesses. Under no condition should 
we permit it to become the doormat 
of other occupations, but we must de
mand! and prove that we are entitled 
to the same self respect. To do so 
we must consider our vocation worthy 
and a direct opportunity to serve so
ciety. We must see that all parties 
are directly benefited by the exchange 
of our goods. We must make no suc
cess that is not founded on the high
est justice. We must make friends, 
for true friends are aimong the great 
assets of any business. We must add 
to our community’s life and see to it 
that our community is better because 
we have lived. If this be our objec
tive and we take a firm constructive 
business like hold of the helm we have 
nothing to fear. Let us as retailers 
not put off until to-morrow what we 
should do to-day. For to many of us, 
to-morrow may be too late.

Most of the things that are put off 
until to-morrow should have been 
done yesterday.

FLOUR
Aristos Ceresota 

Fanchon 
Barlow’s Best 

Red Star
Everyone of the above brands are 
trade winners for the live merchant

J U D S O N  G R O C E R  CO .
GRAND RAPIDS MICHIGAN
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Sidelights on Hotels in Eight Towns.
Alma, Feb. 21—Charles Whiteside, 

who has been traveling representative 
for Heath & Milligan, Chicago, in the 
Traverse City district for the past 
decade, discovered that Cedar, a live 
little town a dozen miles W est of 
Traverse City, needed a hotcl._ He 
found a building which met his re
quirements, transformed it with a 
comfortable, home-like affair, and is 
now running the Hotel Whiteside, al
ready in good repute with the road 
fraternity. His rate is $2.50 per day; 
$1 for a comfortable, furnace heated 
room, and 50 cents each for meals, as 
good as you can find anywhere for 
much more money. He deserves a 
good patronage and is receiving it.

Some time ago a Tradesman cor
respondent severely criticized the H o
tel Piper, at Manton. Such criticism 
was not deserved, as this very com
fortable, steam heated establishment 
is well conducted and scrupulously 
clean. Their rate is $3 per day, even
ly divided: 75 cents for room and 75 
cents for the meals, which are cer
tainly well cooked and served liberal
ly.Cadillac is not so fortunate in its 
hotel representation. It certainly 
needs a large, well-conducted hotel 
and I believe if some live, hotel man 
with a little capital would go there, 
he could secure financial backing from 
local business men sufficient to build 
something which would be a credit.

The New Russell House, at Cadillac, 
up to its capacity (forty rooms) is 
giving satisfacation. Its prices are 
right and Mr. and Mrs. M. B. Curtis 
are doing good team work. They con
duct it on the European plan, but have 
a cafe which is maintained at fair 
charges for services.

However, Cadillac restaurants are 
nearly all charging too much for ser
vice. I might say their scale of prices 
is easily 50 per cent, too high. Some 
day some bright individual will strike 
the key note by establishing a res
taurant with moderate prices and lay 
the present owners on the shelf for 
keeps*

At Reed City, J. G. Booth, is con
ducting the Hotel King, with quite 
evident satisfaction to his guests. The 
building, which is of brick construc
tion, has quite a number of rooms 
with running water and all are steam 
heated. The meals are also well 
spoken of and the rate is $3 per day 
for board and lodging.

Mt. Pleasant is fortunate in the 
possession of two good hotels, both 
of which do an excellent business. 
The H otel Bennett, conducted by 
Dave T. Foley, is of brick construc
tion, well provided with modern com
forts, and conducted on the European 
plan. Recently Mr. Foley, installed 
three public shower baths for the use 
of his guests. His dining room is 
conducted by outside parties and gives 
service at reasonable charges. Mr. 
Foley has been in the hotel game but 
a short time, but he is up to the 
minute in his ideas and will be suc

c e ss fu l. Almost every salesman in 
Central Michigan enjoys the acquaint
ance of C. W. Bosworth, who co
operates with his estimable wife in 
conducting the “Pleasant House of 
Mt. Pleasant”—The Park Hotel. This 
well-known and old-established insti
tution is worthy of more than passing 
mention. It has modern rooms, with 
running water, several of which are

provided with baths. All are well 
cared for and attractive. The unique 
feature of the Park, however, is it$, 
excellent meals. While the hotel is 
run on the Eureopean plan at rates 
ranging from $1.25 to $1.75, its charge 
for meals are so moderate that one 
has no just cause for criticism. I 
might add that their fried cakes are 
as popular among the traveling fra
ternity as the celebrated corned beef 
hash served by the Bancroft Hotel, 
Saginaw. A luncheon for 65 cents 
with unlimited selection is served. 
The evening meal, served a la carte, 
is reasonable in price, and so popular 
that it enjoys the patronage of a large 
local constituency.

The W right House, at Alma—Mrs. 
Mary Brearley, proprietor, and C. V. 
Calkins, manager—is a house of 
seventy-five rooms, far in advance f 
the town and is not profiteering. It 
is run strictly on the American plan, 
with rates ranging from $3.50 to $4.25 
per day. All meals are 75 cents, and 
travelers may check out for any meal, 
receiving credit for the actual meal 
charge. Single meals, 75 cents each.

Recently a statement was made in 
the Tradesman to the effect that Alma 
barbers were profiteering to the ex
tent of charging 50 cents for a hair 
cut and 25 cents for a shave. This 
is an error. Two shops charge 40 
and 20 cents, respectively, and the re
mainder 35 and 15 cents.

Frank S. Verbeck.

Frequent Mistakes Made By Travel
ing Salesmen.

W ritte n  fo r th e  T rad esm an .
Not long ago a salesman appeared 

who was selling a special brand of 
lubricating oils. He traveled by auto, 
covering about 300 miles per week, 
returning home every Saturday. W hen 
he had finished his “ready-made” line 
of arguments, showing the superiority 
of his brand of oil, he turned to re
lating his experience with other 
brands. It thus developed that he 
never carried a reserve of lubricating 
oil for his own car, not even for the 
one week away from home, but had 
to depend in emergency on any oil 
he found at the dealers. There was 
one, and only one, other brand than 
his own which was nearly as good, 
and he could usually get that. O ther 
times he had to take inferior brands.

The question naturally arises: If
the brand of oil he sold was really 
superior, saving his engine, saving 
wear on bearings, saving gasoline, 
saving so frequent and difficult clean
up up, why did he not always carry 
a quart or more in reserve?

The answer is apparent. W hen a 
salesman carries a new line of goods 
or finds a merchant who does not 
carry that line, he has all new ground 
to work on and usually has a stock 
of arguments suitable for the case. 
But when he is carrying substitute 
brands of goods he must convince 
the merchant of their superiority 
over the brands already handled.

Many, many times tjie salesman 
knows the uselessness of attem pting 
to do that when old standbys are in 
stock. So his first move is to work 
upon greed. He assumes that that is 
the weak point of every man in mer
chandising. In other words, he as
sumes that the dominating motive of 
the merchant is gain and more gain, 
and that few merchants seek first to 
give their customers the best value 
possible for their money, consistent 
with safe merchandising.

The asides and the confidential 
pointers are often nothing less than 
an insult to the merchant’s intelli
gence, as well as to his honor. “You 
tell the people this piece of goods 
is better than the old brands and 
they’ll fall for it. You can put it 
over because they know you are 
honest.”

“Yes,” replied the merchant. “My 
customers at least think I am honest 
and I do not intend to do anything to 
undeceive them—provided they are 
deceived, as you intimate. You call 
me honest and offer me a bribe to 
be dishonest. I suppose you think I 
am a fool. The same to you. Good 
day.” E. E. Whitney.

Oscar D. House, dealer in fancy 
and staple groceries at 516 Potter 
street, Kalamazoo, writes the Trades
man as follows: “By our renewing our 
subscription, you will know we are 
well pleased with the paper and hold 
its publisher in very high esteem. 
T hat the Tradesman may continue its 
successful publication for many years 
to come with E. A. Stowe’s hand at 
the helm, is the earnest wish of Mr. 
and Mrs. O. D. House.”

If you want to use a business-get
ting scheme bear in mind that nothing 
appeals to the public quite as strongly 
as getting something for nothing.

C U S H M A N  H O T E L
P E T O SK E Y , M ICHIGAN

T he b e st Is none too good fo r a t ired  
C om m ercial T rav e le r.
T ry  th e  CUSHM AN on y o u r n e x t tr ip  
and  you will feel r ig h t a t  hom e.

CODY HOTEL
GRAND RAPIDS

I ,  .  T r,Q  < 91.50 up without bath 
A 1  ̂|2.50 up with bath

CAFETERIA IN CONNECTION

HOTEL WHITCOMB
St. Joseph, Mich.

European P lan
H eadquarters for Commercial Men 

m aking the Tw in Cities of
ST. JO S E P H  AN D  BEN TO N  H A RBO R
Remodeled, refurnished and redeoor- 

ra ted  throughout.
Cafe and C afeteria in connection 

where the best of food is ob
tained a t  m oderate prioes. 

Rooms w ith runn ing  w ater $1.50, w ith 
p rivate to ilet $1.75 and $2.00, w ith 

private ba th  $2.60 and  $$.00.
J .  T . T O W N SE N D , M anager.

PARK-AMERICAN
HOTEL

Near G. R. & I. Depot

Kalamazoo
European Plan $1.50 and Up

ERNEST McLEAN, Manager

Western Hotel
BI G RAPIDS, MICH.

Hot and cold running water in 
all rooms. Several rooms with 
bath. All rooms well heated and 
well ventilated.

A good place to stop.
American plan. Rates reason

able.
W ILL F. JENKINS, Manager.

Beach's Restaurant
Four doors from Tradesman office

Q U A L I T Y  THE B E S T

3 Short Blocks from Union Depot and Business Center

HOTEL BROWNING
MOST MODERN AND NEW EST IN  

GRAND RAPIDS
ROOMS with Duplex Bath $2.00; With Private Bath $2.50 or $3.00

HANNAFORDS  
NEW CAFETERIA

9-11 Commerce Ave., or 
45 Monroe Ave.

For The Past 10 Years 
Prop, of Cody Hotel Cafeteria
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Items From the Cloverland of Michi
gan.

Sault Ste. Marie, Feb. 21—S. G. 
Wilson, of Pickford, who operates a 
line of trucks and autos between the 
Soo and Rudyard and Cedarville and 
Hessel, is figuring on putting on a 
daily stage service extending to St. 
Ignace for both passengers and 
freight. This will be a great con
venience, not only to tourists, but for 
commercial travelers who will find it 
much better than depending on the 
railroads. Air. Wilson is going to 
Hibbing, Virginia, Duluth and other 
places to study the operatoin of mo
torized freight and passenger service 
operating between those towns and 
will come back prepared to give satis
factory service. Mr. Wilson has 
built up a reputation for dependability 
which is an advanced guaranty of his 
success in the new venture.

A number of prominent business 
and professional men are availing 
themselves of the abundant supply of 
snow this winter and are enjoying 
the winter sports. Skiing parties 
seem to be the proper exercise and 
appeal especially to the brain work
ers. Sunday’s hike on which H. E. 
Fletcher, Cashier at the Soo Savings 
Bank, was host, was made without 
any special incident with the excep
tion that two of the parties, Isaac De
Young, civil engineer, and A. J. Eaton, 
city clerk, outdistanced the bunch and 
broke all previous records on the 
home stretch. A few miles from the 
Soo refreshments were served, which 
consisted of soft drinks, sweets and 
cigars. O ther skiing expeditions mak
ing the trip through Canada reported 
much hardship in going through the 
blizzard which swept this vicinity 
Sunday morning. George Bailey, one 
of the chief guards, landed the party 
in his division safely on the American 
shore without any serious mishaps.

“Silence is golden when you cannot 
think of a satisfactory answer.”

The population of the Soo has been 
increased somewhat over 400 during 
the Federal court session which is 
being held here. All of the hotels are 
doing a “land office” business and 
Proprietor Sheriff Swartz, located on 
the city square adjacent to  the court 
house, has sixty-three boarders, which 
is the largest number in the history 
of the city jail. The sheriff has been 
obliged to increase his feeding ca
pacity and it is understood that the 
dorm itory is somewhat crowded. 
From the comments of some who are 
stopping at the “Swartz H otel” they 
are entirely satisfied with the service 
and the menus and have had no oc
casion to seek better quarters.

W. L. Saunders, President of the 
Cadillac Lumber & Chemical Co., was 
a visitor here last week, looking over 
the property which was purchased 
for the site of the new buildings and 
yards for the company. The tract 
comprises approximately 125 acres 
and is situated a little East of the 
tannery. The merchants in the neigh
borhood of the new factory are al
ready making improvements and en
larging their places of business and 
getting ready for the harvest that is 
in store for them during the process 
of building the new factory.

“The man who is always telling you 
how much he does for others will 
bear watching.”

F ort Brady broke into the movies 
last week. Pictures of the Post are 
to be distributed soon through the 
Pathe News. Pictures taken this 
week show them at work and at play, 
way up here in the “Frozen North.” 
Drilling, hiking, as well as military 
maneuvers, are to be shown. The 
success in making the picture will be 
due much to the co-operation of Col. 
Binford, of the Post, and “Ken” 
Eddy, assisted by John Manse, who 
made the pictures for the Pathe.

The American Soo hockey team 
suffered two defeats by Eveleth last 
week, so we are going to put the soft 
pedal on the shouting for our home 
team.

“A doctor says jazz is a germ. Well, 
the air is catchy.”

W ord just reached the Soo that the 
new high school at Pickford was 
burned to the ground last night. The 
building was practically new and the 
loss will be a sad blow to the village 
which is one of the busiest country 
towns in Cloverland.

The Savoy, one of our leading res
taurants, changed hands last week. 
The new proprietors are George Ni- 
kolopoulas, Sam Mouroufis and Jim 
Mouroufis. They come here from 
Marquette and are well and favorably 
known, having had years of experi
ence in the business and were form er
ly proprietors of the DeLuxe cafe 
at Marquette. The Savoy is in one 
of the best locations of the city and 
has been a success under the former 
management of John Plackas and 
George Thanapoulas and Theodore 
Plackwas. They have made their 
stakes and are going to live in re
tirement for the present, but it is 
hoped that they will continue to 
make the Soo their home. They have 
built up an enviable reputation dur
ing their business career of which 
they can feel justly proud.

William G. Tapert.
Gabby Gleanings From Grand Rapids.

Grand Rapids, Feb. 21—Mr. and 
Mrs. J. E. McLaughlin, formerly of 
Grand Rapids, are reported to be con
ducting a good eating house at Grant, 
where three kinds of meat, several 
side dishes and choice of pastry are 
served—all for 50 cents.

E. Kuipers and G. D. Koning, of 
Grand Rapids, have bought the drug 
stock at Grant from  C. Reese and 
have already taken possession. They 
will conduct the business under the 
style of the Grant Pharmacy.

First sign of spring and prosperity: 
A window in one of the Grand Rapids 
street cars was found washed to-day 
so it was possible to read a street 
sign on the corner as the cars passed 
by.

Frank N. Rinehart, grocer at 
Sparta, O. B. W atson, cutter, and a 
struggling lad named Leo Nicholia, 
all had birthdays last Friday. Mrs. 
W atson improved the occasion to pro
vide a sumptuous repast for all three 
and their families, which was regarded 
as a praiseworthy act by the business 
men of Sparta.

Guy W. Rouse (W orden Grocer 
Company) left to-day for New York, 
where he will spend three or four 
days calling on business associates 
and correspondents.

Ed. D. W inchester, buyer for the 
W orden Grocer Company, sailed from 
New York last Friday on one of the 
boats of the United Fruit Co. for a 
trip to Havana, Jamaica, Costa Rica 
and Panama. He will be twenty-two 
days on the ocean. The buying is be
ing attended to  in the meantime by 
G. Ralph Clark, buyer for the Kal
amazoo branch of the Worden Grocer 
Company.

J. H. Hagy, notion buyer for the 
Hazel'tine & Perkins D rug Co., is 
spending a couple of weeks in New 
York, placing orders for fall and holi
day goods for his department.

Who says we are not fast approach
ing normalcy? On Michigan avenue, 
Detroit, you can get a  hair cut for 
25c. At the drug stores in Grand 
Rapids you can buy an ice cream soda 
for a dime. In Muskegon 25c will let 
you carry away three pairs of socks. 
A t the McKinnon House in Cadillac 
(Attention Mr. Frank Verbeck), for 
5c you can get a good cup of coffee 
and by laying down another nickle 
you can get a plate of bread and 
butter. The conductors on the street 
cars in P o rt Huron, Benton H arbor 
and St. Joe collect but 5 cents to 
ride anywhere on the lines. I t is pos
sible to get a good shine in Grand 
Rapids for a nickle. Now come on, 
some of you growlers, and confess 
tha t better times are coming.

Say, fellows, we did not tell you 
anything last week about the You-See- 
Tea Club. The fact is that we have

not at any time told you very much 
about it. We can’t tell you all the 
good things. It is positively neces
sary for you to attend the luncheon 
that is being served each Saturday at 
12:30 in dining room A of the As
sociation of Commerce to fully ap
preciate this Club and the future pos
sibilities of it. It is not a Grand Rap
ids affair, but the starting of a Na
tional club for members of the United 
Commercial Travelers and their 
friends. The idea is in its infancy 
and there are now four or five clubs 
started. Can you bring your im
agination up to the point of the ulti
mate number of these clubs which 
will be going, because the order of 
United Commercial Travelers has 
very near 600 local councils in the 
United States, with a total member
ship running way over 100,000.

The lunch Saturday, Feb. 11, was 
very interesting from the fact that we 
had with us E. B. Schumacher, Sec
retary-Treasurer of Cadillac Council 
of Detroit, who gave us a fine talk 
along the lines of forming these You- 
See-Tee clubs. It was in the fertile 
brain of Mr. Schumacher that the 
idea originated. Look a t our Rotary, 
Kiwanis and other kindred clubs. Each 
and every one of them were started 
by just a little bunch of fellows— less 
than twelve in any one of them—and 
just see what a membership they 
have now. If you are a member of 
any one of these clubs and away from 
home, it is always very easy to get 
in touch with friends at their noon 
luncheons.

W ith the membership of our or
ganization and the near 600 local coun
cils throughout the country, what are 
the possibilities of the You-See-Tee 
club. It is the intention to entertain 
the ladies about once a month and 
Saturday, Feb. 18, was the first ladies 
day. Believe me, it sure was a hum 
dinger. Airs. H. A. Gish gave some 
of her fine readings, which were thor
oughly enjoyed by every one (yes, 
she toted Harvey along with her) and 
our good friend, Ellis Ryan, member 
in good standing of Cadillac Council, 
gave a good talk. Ellis said he would 
not have been there had it not been 
ladies day, and he does like to mingle 
with the ladies, and he will do his 
best to be with us every ladies day. 
Ellis will come if he can, and if he 
cannot come, he will try  and send A. 
G. McEacheron, also a member in 
good standing of Cadillac Council. 
Now, fellows of the U. C. T., if you 
are in the city Saturday, Feb. 25, meet 
the bunch at the Association of Com
merce not later than 12:30. Every 
fellow entering the dining room after 
12:30 will immediately be tackled by 
the Sargeant-at-Arms and it will cost 
you a fine of one dime. The commit
tee expects to have a man who can 
give us some good points on the in
come tax proposition.

Clarence J. Farley, President of the 
Grand Rapids Dry Goods Co., spent 
last week in New York, placing or
ders for spring and summer goods.

Representatives of the Michigan 
State Pharmaceutical Association, 
Michigan Drug Travelers Association, 
Ann A rbor Retail Druggists Associa
tion and the University of Michigan 
will have a get-together meeting to 
discuss the plans for the State con
vention on March 17. The State con
vention will be held in Ann Arbor 
on June 6, 7 and 8.

Secretary W. H. Lawton, of the 
Association, has a capital plan for 
attending the State convention of the
M. S. P. A. and M. P. T. A. this 
summer in Ann Arbor. H is idea is 
to have auto routes made up through
out the State, so that each group will 
have an itinerary, gathering recruits 
on the way and making regular pro
cessions into Ann A rbor We don’t 
know whether you would call such 
gathering autos “flocks,” “bunches” 
or “corps,’ but anyway, each group 
would have a repair man with them 
and everything for the comfort and 
safety of the passengers would be 
taken care of. I t  has been the cus

tom of the Grand Rapids Retail 
Druggists Association at its outings 
to have a repair man bring up the 
rear of the procession and this has 
worked out well. W hen in Ann A r
bor, there will be a caretaker in 
charge and each auto will be checked 
in and out. Mr. Lawton thinks it 
would be a good thing to offer prizes 
to the man who brings his family the 
greatest distance in an auto. This 
may be all right, but Lou Middleton, 
who is in the walking class, thinks 
they ought to supplement this by 
offering a prize to the man who trav
els the farthest distance on foot.

Orville Hoxie, of Grand Rapids, is 
running for Supervisor of Kent 
county.
Lowe* Costs Versus Higher Prices.

By almost imperceptible degrees a 
complete change has taken place since 
last winter in the attitude of the 
retail trade toward prices. A year 
ago dealers were asking, “W hen will 
prices go up again?” To-day they 
are asking, “How can I adjust my 
costs to present prices?” In other 
wo^ds, there was an unwillingness 
last year to accept the unpleasant fact 
that prices had receded to a perman
ently lower basis, and a belief, forti
fied by a  wish, that they would re
bound nearly to their war-time levels. 
Many dealers for this reason refused 
for a time to take their losses. Later 
developments were sufficient to con
vince them that the only way to do 
business is to offer goods at prices 
that will attract the buyer. The knife 
has accordingly been plunged in deep
ly, and the operation has sometimes 
been painful, but those who have not 
flinched from this process have been 
able in many cases to sell more goods 
than they did when prices were at the 
peak. In some lines of dry goods and 
clothing profits during recent months 
have been negligible. The significant 
fact, however, is that retailers are 
looking to lower operating costs 
rather than advancing prices as a 
means of placing their trade again on 
a normal basis. There is no indica
tion that they take the talk of “second
ary inflation” very seriously.

Our Advice Is To Go Slow.
Kalamazoo, Feb. 21—We have been 

solicited by a gentleman representing 
the American Grocer Society, Ltd., of 
Cleveland, Ohio, to purchase a mem
bership in their Society at a cost of 
$200. In return, they agree to render 
service such as can not be duplicated 
by other jobbers, namely, a certain 
discount, which enables the merchants 
to compete with the chain stores. We 
simply listened to the agent and told 
him we would look into the matter. 
In the meantime we would like to 
ask you for information regarding 
this Society, if you at least are able 
to do so, as we do not intend to go 
into a thing without first finding out 
about them. They claim they have 
about 25,000 merchants doing business 
with them. M. Ruster & Sons.

The Tradesman has repeatedly 
warned its readers to go easy in deal
ing with this concern, because it has 
no license to do business in Michigan 
and is violating the so-called “blue 
sky law” in soliciting subscriptions 
for membership on stock in the com
pany. For more detailed information, 
see article on page 24 of this week’s 
issue entitled Advertisement Respect
fully Declined.

Putting the G in genius. You start 
it with W  and follow with O-R-K.
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M ichigan B oard of P h arm acy . 
P re s id e n t—Ja m e s  E . W ay, Jack so n . 
Sec’y  a n d  T re a s .—C harles  S. Koon.

M Director* o f D rugs  a n d  D ru g  S t o r e s -  
H  H . H offm an , S an d u sk y ; O scar W . 
Gorenflo, D e tro it; Ja c o b  C. D ykem a, 
G rand  R ap ids; J .  A. S k in n er. C edar

SPM arch E x a m in a tio n  S ession—G ran d

^ k r y aE ? a & a U o f  i l l i o n - D . t r . l t .
J a n . 17, 18 an d  19.

Purified Petroleum Benzin.
In some of the preparations of the 

U. S. P. in which it is desirable to 
defat the drug before submitting it to 
final extraction, we are directed to 
use ether, while in others we are di
rected to use purified benzin. In ac
tual practice when the latter is speci
fied, I ha’ve found that a well-washed 
petroleum benzin answers all the re
quirements. It has been my practice 
to wash the benzin with a solution of 
sodium bicarbonate for the first wash
ing and pure water for the second
washing.

For one gallon of benzin I use a 
wash water of four ounces of bicar
bonate of soda, dissolved in one gal
lon of water. The two liquids are 
put into a two gallon washing bottle 
and shaken frequently during a period 
of six hours. The mixture is then 
allowed to stand for such time as is 
necessary for the two liquids to sep
arate completely. The alkaline solu
tion is drawn off, care exercised not 
to allow any of the oily, soapy layer 
which lies between the two liquids to 
escape through the lighter upper layer 
of benzin. After the separation has 
been accomplished, the bottle is care
fully cleaned and the benzin mixed 
with a gallon of pure water. This 
mixture is agitated at intervals during 
six hours and separation effected as 
before.

Benzin purified in this way will be 
found to  answer the requirements for 
defatting drugs for use in the manu
facture of U. S. P. preparations.

F. W. E. Stedem.

Oxygen Talcum Powder.
The active agent of the so-called 

“oxygen talcum powders” is sodium 
perborate, which on contact with 
moisture evolves oxygen. In its 
simplest form* an oxygen talcum 
powder may be made as follows:
Talcum ------------------------------ 19 ozs.
Sodium P e rb o ra te -----------------1 oz-
Perfume to suit.

The talcum and perborate should 
be in very fine powder, should be well 
mixed with the perfume, and the mix
ture should be passed through a fine 
sieve.

Any of the other formulas for bor- 
ated or violet talcum powders may be 
used, but the mixture should not con
tain more than about 5 per cent, of 
the perborate. In the case of the

borated powders, the perborate should 
replace the boric acid to make an 
oxygen powder.

Extracting a Cork.
One of the m ost puzzling things in 

the world is to get a cork out of a 
bottle. Nevertheless, it can be done 
easily enough, if you know how. Im 
merse the bottle in cold water for a 
few minutes, without allowing any of 
the fluid to enter. Then take a hat
pin and poke with it until you have 
succeeded in impaling the smaller end 
of the cork. This accomplished, you 
can pull the cork up in the lower part 
of the bottle neck, though you cannot 
get it out. Nlow immerse the bottle 
in ho t water and presently the cork 
will fly out of its own accord, forced 
out by the expansion of the air inside. 
The way it works is quite surprising 
and affords an interesting lesson in 
physics. The performance may be 
facilitated somewhat by greasing the 
inside of the bottle neck.

Tar Shampoo Liquid.
1. Green o r soft s o a p -------------12 ozs.

Potassium ca rb o n a te_____  2 ozs.
Oil of tar _______________  2 drs.
A lco h o l___________________ 16 ozs.
W ater, to m ak e____________ 64 ozs.
Mix all and dissolve; let stand a

few days and filter.
2. Pine T ar ______________  2 ^  ozs.

Linseed oil, r a w _________27 ozs.
Caustic p o ta s h __________  6 ozs.
Alcohol ______________ 3 ozs.
W ater __________________ 30 ozs.
H eat the ta r and oil to 60 deg. C., 

dissolve the potash in the water, mix 
with alcohol, and add this solution 
gradually to the oil and tar mixture, 
stirring constantly meanwhile. Con
tinue the heat until the oil and tar are 
thoroughly saponified; then add water 
to make one-half gallon of liquid.

Sunburn Cream.
Hydrous wool f a t -------------------1 oz.
Liquid paraffin --------------------- 2 drs.
Sol. peroxide of h y d ro g en ----- 3 drs.
Oil of rose, sy n th e tic ________ 5 dps.

Mix the lanolin and liquid paraffin 
in a warm m ortar incorporate the 
solution of peroxide of hydrogen, 
then add the oil of rose synthetic.

This makes an excellent toilet lan
olin; it  should be used sparingly and 
rubbed in well.

Dressing For Canvas Shoes.
French chalk,
Flake White,
Zinc oxide, of e a c h ________ .80 Gm.
Gum a c a c ia ________________ 10 Gm.
Carbolic a c id _______________  10 Gm
W ater, a sufficient quantity.

A great deal has .been said about the 
weather—but very little has ever been 
done about it.

Abolish Alarm Clocks and Lessen 
Crime.

W ritten  for the Tradesm an.
The alarm clock is a disturber of 

the peace, a destroyer of health and 
happiness, an instrument of torm ent 
and a robber. It ought to be banish
ed from every “home” at least. Even 
though an individual may choose it 
as an ally to help him in his course 
of impairing his usefulness in the 
world, he should not be allowed to 
install such a mechanism where it can 
inflict injury upon others.

No doubt the world would have 
been better off if such a thing as an 
alarm clock had never been known. 
We wonder if the inventor when a 
boy was one Who tormented his sis
ters, his smaller brothers and his 
schoolmates, and, not having had his 
fill of tormenting, he must needs in
vent something to torm ent all human
ity. W hy any man should deliberately 
set in operation something intended 
to rob him of that which he needs 
most and at the time when he most 
needs it is beyond the comprehension 
of one who does not understand our 
unnatural methods of living.

An alarm clock is a senseless thing. 
I t  cannot be depended upon to call a 
second time, as m other does or dad 
might do, if a person does not re
spond to its first call. We are re
minded tha t there is a so-called “re
peat” alarm  clock which can be set 
to repeat or not, as desired, and if 
one forgets to adjust it for a  repeat 
he ignores the first and only call and 
dozes a half hour While waiting the 
minute for the second alarm. An
other bad habit acquired.

The brain of man is like a  dynamo. 
In waking hours it is constantly send
ing forth energy; in sleep it is being 
recharged. To interrupt this process 
and send a man to his day’s work 
without a complete restoration of 
energy is as foolish and as likely to 
result in harm to  others as to replace 
a dynamo or battery in its usual place

of furnishing power when it is only 
partly recharged. Thus we become 
criminals.

An alarm clock to  notify people of 
bedtime would not be objectionable. 
For children, a musical rendition 
might detract their attention from 
books or games and be a fitting prep
aration for rest. Older members of 
the family and guests at a little later 
hour might be reminded of the proper 
time to break off conversation or 
gaimes.

Many will say we cannot get along 
without alarm clocks. People said 
they could not get along without 
whisky, who have since been convert
ed from the error of their ways and 
are grateful therefor. Supposing that 
in most people’s lives there are times 
when they must arise before the usual 
hour and dare not go to sleep without 
some plan to waken them a t the 
proper time, that does not justify any
one in staying out or staying up late 
when not necessary and then call on 
the alarm clock to rectify their ir
regularities—Which it never really 
does.

Abolish the morning alarm clock, 
plan to get needed sleep and awaken 
rested and at peace with the world, 
and go forth to the day’s duties with 
courage and smiles; instead of rising, 
irritated, belligerent, complaining, 
scowling or cursing, because nature in 
her blessed ministrations has been de
feated by the din of an alarm clock.

E. E. Whitney.

To-day.
I ’ve s h u t th e  door on  y e s te rd a y —

Its  so rro w s a n d  m is ta k es ;
I ’ve locked w ith in  i ts  g loom y w alls  

P a s t  fa ilu res  a n d  h e a r ta ch e s .
A nd now  I th ro w  th e  k ey  a w ay  

T o seek  a n o th e r  room ,
A nd fu rn ish  i t  w ith  hope an d  sm iles 

A nd  e v e ry  S p rin g tim e  bloom .

N o th o u g h t sh a ll e n te r  th is  abode 
T h a t  h a s  a  h in t  o f pa in ,

A nd E nvy , M alice a n d  D is tru s t  
S ha ll n e v e r e n tra n c e  g a in .

I ’ve s h u t th e  door on  y e s te rd a y  
A nd th ro w n  th e  k ey  a w ay — 

T o -m o rro w  ho lds no fe a rs  fo r m e,
S ince I  h av e  found  to -d ay .

V iv ian  Y eiser L a ram o re .

A  COUGH DROP 
OF EXCEPTIONAL 

MERIT

Order Direct of Us 
or Your Jobber

M E N T H O L -H O B E H O U N D

COUGH DROPS

Manufactured by NATIONAL CANDY CO., INC.
PUTNAM FACTORY

GRAND R A P I D S ..................................................................MICHIGAN

O  r * W  H a i d a r
w w » G jod io  vtA i/em d'*  

. Di s t r i b u t o r sX CIGAR CO
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A Futile Policy.
There are signs which indicate that 

the trade of being a professional la
bor leader is on the wane. For a long 
time it was a soft and profitable trade. 
It had many perquisites in the way 
of profits on the side, and of political 
honors and public office with salary.

W hen the maximum salary allowed 
to a labor leader is no greater than 
the wages of his trade, and when the 
work required to be performed is at 
least as difficult as that of the craft, 
there will be a reasonable expectation 
of enlisting men who will work for 
the cause rather than for the salary.

It is only human nature for labor 
leaders to shape their policies in the 
direction of making sure their own 
jobs. Hence the labor leader seeks 
to create the impression that his own 
services are indispensable. He is the 
Moses who volunteers to stand be
tween the taskmasters and the op
pressed, for a consideration. By con
tinually stirring up strife he keeps 
alive the impression that the emer
gency calls for every man to  stick by 
the guns. The Chinese have a cus
tom of hiring doctors, not to cure 
them, but to keep them well. They 
pay the doctor only so long as good 
health lasts. W hen sickness comes 
it is evidence that the doctor has 
neglected his task and, forthwith, his 
pay stops. Nobody ever heard of ap
plying that principle to labor leaders, 
but why not do it? Let it be or

dained that, with the beginning of 
any strike, the pay of every union of
ficial stops. It seems foolish for 
workers to pay men to persuade them 
to strike.

W hen a strike is on the worker 
loses his pay. W hy should not the 
union official lose his pay also?—San 
Francisco Journal.

An Inspiration To Every Newspaper 
Man.

Last week’s issue of the Michigan 
Tradesman clicked the counter on 
2,000 issues of tha t sterling publica
tion, under the management and ed
itorial control of E. A. Stowe, a not
able record. No publication which 
comes to our desk is more thorough
ly  read or contains more valuable in
formation, and its timely and fear
less editorial comment is an inspira
tion to every newspaper man who 
reads it. The Tradesman is the fore
most publication in its line in the 
United States, which means in the 
world, and we hope its virile editor 
may wield his trenchant pen for many 
years to come. He has well earned 
a rest, but he doesn’t need it or want 
it, and he is happiest when busy at 
his desk guiding the destinies of the 
publication, which is the mercantile 
gospel of the merchants of Michigan 
and of many other states.—Nashville 
News.

This disarming means a good* deal 
if a square deal; if not, a new deal.

STAPLE SUNDRIES
Under present conditions the retailer will do well to buy

only staple merchandise, of any sort, and this particularly
applies to sundries. Keep your shelves well filled with sun-
dries which sell themselves such as:

Safety Razors Popular Books
W riting Paper Candy

Pens Tooth Brushes
Perfumes Rubber Goods
Nail Files Shaving Soaps
Face Powders Razor Blades
Lather Brushes Pound Paper
Razor Strops Typewriter Supplies

Toilet Soaps Pencils Inks Etc.

Hazeltíne & Perkins Drug Co.
G r a n d  R a p i d s ,  M i c h i g a n

O N E OF T H E  B E ST  AND MOST C O M PL E T E  L IN E S OF

ART CALENDARS AND NOVELTIES
IS BEIN G  SH O W N  BY

The Calendar Publishing Co,
G. J . H A A N , P re s id e n t and  M anager

1229 Madison Ave., S. E. Grand Rapids, Michigan
C ltz . P hone 31040

Wholesale Drug Price Current
Prices quoted are

A cids
B oric (P ow d.) __ 17%@ 25
B oric  ( X t a l ) ____ 17 %@ 25
C arbolic _______  3 0 0  36
C itric  ___________ 6 0 0  65
M u ria tic  _________3%@ 8
N itr ic  __________ 9© 15
O xalic _________  2542 30

nominal, based on market the day of issue.
Tinctures

S u lphuric  ______ 3 % 0 8
T a r ta r ic  _________ 4 0 0  50

Ammonia
W ater, 26 deg. — 10© 18
W ater, 18 d e g ._8%® 13
W ater, 14 deg. __ 6%@ 12
C arb o n ate  ______ 22© 26
Chloride (G ran) 100 20

Balsams
C o p a ib a _________ 6001 00
F ir  (C a n a d a )__ 2 600 2 75
F ir  (O re g o n )__  60© 80
P e ru  ___________ 2 50@3 00
T olu  ___________1 0001  20

Barks
C assia  (o rd in a ry ) 2 5 0  30 
Cassia (Saigon) 500 60 
S assafras (pw. 55c) 0  50 
Soap Cut (powd.)

3 5 c ___________  150 20

B erries
C u b e b __________ 1 5001  75
F i s h _____________25© 30
J u n ip e r  __________ 7 0  15
P r ic k y  A sh _____  © 30

E x tra o ts
L icorice  ________  60© 65
L icorice  pow d. — 70© 80

F low ers
A rn ic a  _________  75© 80
C ham om ile  (G er.) 40© 50 
C ham om ile B om  7 5 0  1 25

G um s
A cacia , 1 s t _____ 6 0 0  55
A cacia , 2 n d ____ 45© 60
A cacia , S o r t s __20© 25
A cacia , pow dered  3 0 0  35
A loes (B a rb  Pow ) 25® 35
A loes (C ape P ow ) 30® 35 
A loes (Soc. P ow .) 70© 75
A safo e tid a  _____  65© 75

Pow . _______  1 00© 1 25
C am phor ■_____  1 2001  25
G uaiac  __________ © 75
G uaiac , pow ’d_ ©1 00
K ino ___________-  ©  75
K ino, po w d ered - 0  85
M y r r h __________ 0  70
M yrrh , pow dered  0  75
O p i u m ________ 9 0 0 0 9  40
O pium , pow d. 10 25010 60 
O pium , g ra n . 10 25© 10 60
S hellac  __________ 8 5 0 1  00
Shellac  B leached  9 0 0 1  05
T r a g a c a n t h ___  3 75 0 4  25
T ra g a c a n th , pw . 3 0 0 0  3 50 
T u r p e n t in e _____  25© 30

Insectic ides
A r s e n i c --------------  09© 20
B lue V itrio l, bbl. 07% 
B lue V itrio l, le ss  8© 15 
B o rd eau x  M ix D ry  14© 29 
H ellebore , W h ite

pow dered  ____  20© 30
In se c t P o w d e r_40© 70
L ead  A rsen a te  Po. 16© 28 
L im e a n d  S u lp h u r

D ry  _________ 09%@23%
P a r is  G reen  ___  36© 46

L eaves
B u ch u  ________ 1 75@1 90
B uchu , pow dered  @2 00
Sage, b u l k _____  67© 70
Sage, % l o o s e _72© 78
Sage, pow dered_55© 60
S enna, A l e x .__  1 4 0 0 1  50
S enna , T i n n . ___ 30© 35
Senna , T inn . pow  35© 40
U v a  U r si _______ 20© 25

Oils
A lm onds, B itte r ,

t r u e _______  10 50@10 75
A lm onds, B itte r ,

a r tif ic ia l ____ 2 50@2 75
A lm onds, Sw ete,

true  _______-  1 0001 25

A lm onds, S w eet,
i m i t a t i o n _ 6001

A m ber, c r u d e _ 2 0002
A m ber, rec tified  2 2502
A nise _________  1 2601
B e r g a i r o n t ____ 8 0008
C a jep u t _________1 50© 1
C a s s i a _________ 2 2502
C as to r -------------  1 3201
C ed ar L e a f ___ _ 1 6001
C itro n e lla  _______ 85@1
C lo v e s _________  3 2503
C ocoanut ______  25®
Cod L i v e r _____ 1 15© 1
C ro ton  _________ 2 2502
C o tto n  S e e d ___1 1001
C ubebs _______  9 50©9
E ig ero n  -----------  4 0004
E u c a ly p tu s  -----  75 @1
H em lock, p u re -  1 5001  
J u n ip e r  B errie s  3 2503  
J u n ip e r  W ood 1 5 0 0 1
L a rd , e x t r a ___  1 2501
L a rd , No. 1 ------- 1 1001
L a v e n d a r  F low  6 0006  
L a v e n d a r G a r’n  1 7502
L em on __________1 50@1
L in seed  Boiled bbl. @ 
L inseed  bid less  1 0001  
L inseed , raw , bbl. 0  
L inseed , raw , less  9801  
M u sta rd , tru e  os. 0 2  
M u sta rd , a rtif il, oz. 0
N e a t s f o o t_____ 1 15© 1
O live, p u r e ___  3 7504
Olive, M alaga,

y e l l o w ----------  2 7603
O live, M alaga,

g re e n  _____  2 7503
O range, S w ee t 5 0 0 0 6  
O riganum , p u re  0 2
O riganum , com ’l 1 00@1
P e n n y r o y a l ____ 2 5002
P e p p e rm in t _ — 3 7504
R ose, p u r e _ 12 00016
R o sem ary  F low s 1 5001  
Sandalw ood, E .

1. ________ 10 60010
S a ssa fra s , tru e  1 75@2 
S a ssa fra s , a r t i ’l 1 0001
S p e a r m in t_____  4 5004
S p e r m _________  2 4002
T a n s y ________ 10 50©10
T a r, U S P  _____  50®
T u rp en tin e , bbl. — 0  
T u rp en tin e , less  1 0001  
W in te rg reen ,

le a f _________  7 00@7
W in te rg reen , sw ee t

b irch  _______  3 7504
W in te rg re e n  a r t  80©1
W orm seed  ___  6 5006
W o rm w o o d_ 18 00018

00
25
50
60
25
75
60
56
75
10
50
35
25
50
20
75
25
00
75
50
75
45
20
25 
00 
75 
93 
08 
91 
06 
75 
50 
30 
75

00

00
26 
50 
20 
75 
00 
00
75

76 
00 
25 
76 
60 
75 
65 
93 
08

25

P o tassium
B icarb o n ate  -----
B ich ro m ate  _____
B rom ide ________
C arb o n a te  --------
C h lo ra te , g ra n ’r  
C h lo ra te , powd.

o r  x ta l  ______
C yanide ________
I o d i d e _________ 3
P e rm a n g a n a te  — 
P ru ss a te ,  yellow  
P ru ss ia te ,  re d —  
S u lp h a te  —-------

35® 40 
15© 25 
35© 45 
30© 35
23® 30

16© 25 
35© 50
8704 03 
35© 55 
45® 55 
65© 75 
40® 50

52® 60 

42© 50

Roots
A l k a n e t ________  0  60
Blood, p ow dered - «0© 60
C alam us _______  35® 75
E lecam p an e , pw d 25© 30 
G en tian , pow d—  20® 30
Ginger, African, m_

p o w d e re d _____  23® 30
G inger, J a m a ic a  ' ■  
G inger, Jam aica,

pow dered  -----  ----
G oldenseal, pow . 6 0006  40
Ipecac , p o w d ._ 2 7503  00
L icorice  ------------ 40© 45
L icorice , pow d. 25© 30
O rris , pow dered  30® 40
P oke , pow dered  30© 35
R h u b arb , pow d. „@7 j?® 
Rosinwood, powd. 30© 35
Sarsaparilla, Hond.

ground —— — 1 2501 49 
Sarsaparilla Mexican,

g r o u n d -----------  © 80
S q u i l l s _________  36® 49
Squills, powdered 800 70
Tumeric, powd. 160 20
Valerian, powd. 600 90

Seeds
A n i s e __________
Anise, powdered
Bird, I s _______
C a n a r y ------------
Caraway, Po. .26
C a rd a m o n ____ 1
Celery, powd. .35 . 
Coriander pow. .25
Dill ____________
F e n n e ll_________
F l a x ______________
F lax , g r o u n d -----
F o en u g reek  pow.
H em p ____________
Lobelia, Powd. —  
M ustard, yellow 
M ustard, black —
P o p p y  ----------------
Q uince _________
R ape  ____________
S a b a d i l l a _______
S u n flo w e r______ 7
W orm  American 
W orm  L evant 2

Aconite ________ 0 1  86
Aloes __________ 0 1  86
A rnica ________ - 0 1  59
Asafoetida -------- 0 3  90
Belladonna ____ ©1 35
Benzoin _______ 0 2  40
Benzoin Comp’d 0 3  15
Buchu _________ 0 3  16
Cantharadles __ 0 8  00
C a p s ic u m ______ 0 2  30
Catechu _______ 0 1  60
Cinchona ______ 0 2  10
Colchicum _____ 0 2  00
Cubebs ________ 0 3  00
D igitalis _______ 0 1  80
Gentian _____  _ 0 1  40
Ginger, D. S . _ ©1 80
Guaiac _________ ©2 80
Guaiac, Ammon. 0 2  50
Iodine __________ © 95
Iodine, Colorless @1 50
Iron, c l o .__ _ ... 0 1  50
Kino ___________ 0 1  40
M yrrh  . . .. @2 50
N ux  V o m ic a ___ @1 50
O pium  __________ ©3 50
Opium, C a m p ._ © 86
O pium , D eodorz’d @3 50
R h u b arb  _______ ©2 00

Paints
L ead , red  d ry  _ 12% 012%  
L ead , w h ite  d ry  12%®12% 
L ead, w h ite  oil 12%012%, 
O chre, yellow  bbl. @ 2
O chre, yellow  less 2 % 0  6
P u tty  ___________  5® 8
R ed V en e t’n  A m . 3%@ 7
R ed  V en e t’n  E n g . 4© 8
W h itin g , bbl. ___  0  4%
W h itin g  _______  5%@ 10
L. H . P . P rep . 2 5 0 0  2 76 
R ogers P r e p ._ 2 5002  75

M iscellaneous

A cetan a lid  _____ . 55® 75
A lum  ______ _— 0 80 12
Alum , powd. and

g ro u n d  ______ _ 09® 16
B ism u th , S ubni-

tra te  ______ 2 68®2 85
B orax  x ta l o r

pow dered  ___ 7%@ 13
C an th a rad es , po 1 5004 00
C a lo m e l_______  1 2 7 0 1  41
C apsicum  ______  4 0 0  45
C arm ine  ______  6 0 0 0 6  60
C assia  B u d s ___  8 0 0  49
Cloves __________ 50® 55
C halk  P re p a re d  16® 18
C hloroform  ____  66® 77
C hloral H y d ra te  1 3501  85
Cocaine _____  9 25010 25
Cocoa B u t t e r ___50® 75
C orks, lis t, less  40®50%
C o p p e r a s _______  3® 10
C opperas, Pow d. 4© 10 
C orrosive Sublm  1 0501  22
C ream  T a r t a r __ 37© 45
C u ttle  bone -----  55© 75
D ex trin e  _______  04® 15
D over’s  P o w d er 3 60 0  4 00 
E m ery , All N os. 10® 15 
E m ery , P o w d ered - 8© 10 
E psom  S alts , bbls. © 3% 
E psom  S a lts , less  4%® 09
E rg o t, pow dered  1 7 5 0  2 00
F lak e  W h i t e ___ 16© 20
F o rm aldehyde , lb. 14© 20
G elatine  _____  1 40@1 60
G lassw are, less 55%. 
G lassw are, full case  60%. 
G lauber S a lts , bbl. @03% 
G lauber S a lts  less  04® 10 
G lue, B row n — 21© 80 
G lue, B row n G rd 12 % ® 20
Glue, W h ite  ___  ’25® 35
Glue, W h ite  G rd . 30© 35
G lycerine _______  21© 35
H ops ___ ___— — 65® 76
i o d i n e _________  5 5 8 0  6 04
Iodoform  _____  6 55 @7 00
L ead  A ceta te  — 18 0  25
L y c o p e d iu m ___  2 0002 10
M ace ____ - _____ 7 6 0  80
M ace, pow dered  9 5 0 1  00
M e n th o l_______  7 50© 8 00
M o r p h in e _____  7 7 6 0  8 80
N u x  V o m ic a ------ @ 30
N ux  V om ica, pow . 23® 30 
P e p p e r b lack  pow. 32@35 
P ep p e r, w h ite  _  40© 45 
P itch , B u rg u n d y  10® 15
Q u a s s i a ___ ——  12© 16
Q uinine -------------  82
R ochelle S a lts  — 30
S acch arin e  ---------
S a lt P e te r  --------- 11
Seid litz  M ix tu re  30
Soap, g reen  -----  15.
Soap m o tt cas tile  22%6 
Soap, w h ite  c as tile

case  ___________  0 1 7  50
Soap, w h ite  c as tile

less, p e r b a r _____ 0 1  85
Soda A s h _____ 05© 10
Soda B ica rb o n a te  3% @10
Soda, Sal ---------- 2%i
S p ir its  C am phor <
S u lphu r, r o l l -----  046
S u lp h u r, Subl. — 4% (
T a m a rin d s  --------- 256
T a r t a r  E m etic  — 70< 
T u rp en tin e , V en. 506 
V an illa  E x . p u re  1 606 
W itch  H aze l — 1 476 
Z inc S u lp h a te  — 066
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GROCERY PRICE CURRENT
These quotations are carefully corrected weekly, within six hours of mail

ing, and are intended to be correct at time of going to press. Prices, however, 
are liable to change at any time, and country merchants will have their orders 
filled at market prices at date of purchase.

A D V A N C E D
B rick  Cheese 
L onghorn  Cheese 
C anned P um pkin  
D u rk ee ’s S alad  D ressing  
A prico ts
H olland H erring

D E C L IN E D
Low neys Cocoa 
Jelly  G lasses 
F ru it  J a r s  
C ocoanut

AMMONIA 
A rc tic  B rand 

16 oz., 2 doz. In car to n .
p e r  d o z . ____________1 "5

I  X  L . 3 doz.. 12 oz. 4 50 
P a rso n s , 3 doz. sm all 6 30 
P a rso n s , 2 doz. m ed. 5 00 
P e rso n s , 2 doz., lge. 6 70

A X L E  G R EA SE

BAKING PO W D ER S 
C alum et, 4 oz., doz. 97% 
Ja lu m et, 8 oz., doz. 1 96 
Calum et, 16 oz. ,doz. 3 35 
Calum et, 5 lb., doz. 12 76 
C alum et, 10 lb., doz. 19 00
K. C.. 10c, d o z . -----  95
K. C., 20c, d o z . ------ 1 85
1C. C., 26c, d o z . -----  2 35
K. C., 5 lb ., d o z . -----  7 00
Queen F lak e , 6 oz. — 1 35 
Queen F lak e , 50s, k eg s  13 
Queen F lak e , 100s, k eg  12
Royal, 10c, d o z . --------  95
Royal, 6 oz., doz. — \  70 
Royal, 12 oz., doz.__ 6 20
Royal, 5 lb . —-------- - #1 *®
R um ford, 10c, doz. — gjj 
R um ford, 8 oz., doz. 1 85 
R um ford, 12 oz.. doz. 2 40 
R um ford, 5 lb ., doz. 12 60 
Ryson, 4 oz., doz. — i  36 
Ryson, 8 oz., doz. __ 2 26 
R yson, 16 oz., doz. 4 06 
R ocket, 16 oz., doz. 1 25

BLU ING
Jen n in g s  C ondensed P ea rl 

C -P -B  “ Seal C ap ’
3 doz. C ase ( 1 5 c ) ------- 3 75

b r e a k f a s t  f o o d s  
Cracked W heat. 24-2 4 85 
C ream  of W h ea t - —-  \  {j® 
PilU bury’s  B est Cer 1 |  70 
Q u ak er Puffed R ice-- 6 45 
Quaker Puffed W heat 4 80 
Quaker B rfs t B iscuit 1 80 
Q uaker Corn Flakes 2 80
Ralston P u r i n a --------4 00
R alston Branzos -------2 70
R alston Food, large — 3 60 
R alston Food, sm all— 2 90 
Saxon W heat Food — 4 80 
Shred. W heat B iscuit 4 35 

Post's Brands.
G rape-N uts, 24b -----
G rape-N uts, 100s -----  -  --
Postum  Cereal, 12s _  8 25 
P o s t T o as tie s , 36s — 2 85 
P o s t T o as tie s , 24s — 2 85

BROOM8
S ta n d a rd  P a r lo r  23 lb . 5 50 
F an cy  P a rlo r , 23 lb —  7 00 
E x  F a n c y  P a r lo r  25 lb 8 60 
E x . F ey , P a r lo r  26 lb  9 00
T oy  ________________— 2 00
W hisk, No. 3 ---------- 2 26
W hisk. No. 1 ------------ * 00

BRU SH ES
S c ru b  „ „

Solid Back. 8 in. ------ 1 60
Solid Back. 11 in. —  1 76
Pointed E n d s ------------ 1 26

Stove
____________ 1 19
___________ 1 26

. 90

. 1 25 

. 2 00

8 80 
2 76

CA N N ED  FR U IT . 
A pples, 3 lb. S ta n d a rd  1 76
A pples, No. 10 -------- 6 00
A pple Sauce, No. 2_ 2 3> 
A pple S auce, No. 10_ 9 00 
A prico ts , No. 1 1 9002  00
A pricots, No. 2 _______ 2 25
A prico ts , No. 2% 2 2503  60
A prico ts , No. 10 9 00013 50
B lu eb errie s , No. 2 _3 00
B lu eb errie s , No. 10— 13 00
C h errie s , No. 2_3 0003  50
C herries, No. 2% 4 0004 96
C h errie s , N o. 1 0 ____ 18 00
L o g an b erries , No. 2 — 3 00
P each es , N o. 1 --------- 1 85
P each es , No. 1, S liced 1 40
P each es , No. 2 --------- 2 75
P each es , No. 2%, M ich 2 60 
P eaches , 2% Cal. 3 00 @3 76 
P each es , No. 10, M ich 7 75 
P each es , N o. 10, Cal. 10 50 
P ineapp le , 1, sllc . 1 60® 1 75 
P ineapp le , No. 2, Blic. 2 76 
P ineapp le , 2, B rk  sllc. 2 25 
P ineapp le , 2%, sliced  3 25 
P in eap p le , N o. 2, c ru s . 2 25 
P in eap ., 10, c ru s . 7 00@9 00
P e a rs , No. 2 _________3 25
P e a rs , N o. 2% -------   4 25
P lu m s, No. 2 —_— __ 2 25
P lu m s, No. 2% ---------- 3 00
P lu m s, No. 10, W a te r  2 60 
R asp b e rrie s  No. 2, b lk . 3 25 
R h u b arb , N o. 10 ------- 6 25

C A N N E D  F IS H .
C lam  C h’der, 10% oz. 1 35 
C lam  Ch., No. 3 3 00@3 40 
C lam s. S team ed , No. 1 1 76 
C lam s, M inced, N o. 1 2 50 
F in n a n  H ad d ie , 10 os. 3 80 
C lam  Bouillon, 7 oz._ 2 60 
C hicken  H add ie , N o. 1 2 75 
F ish  F lak es , sm all _  1 36 
Cod F ish  C ake, 10 oz. 1 86 
Cove O y sters , 5 oz. — 1 36 
L obsters , N o. %, S ta r  4 50 
L o b ste r, No. %, S ta r  2 75 
S hrim p, N o. 1, w e t — 2 10 
Shrim p, N o. 1, d ry  — 2 10 
S h rim p , No. 1%, d ry  4 00 
S a rd 's , % Oil, k . 4 2504  76 
S ard ines , % Oil, k ’le ss  3 76 
S a rd in es , % Sm oked 7 00 
S ard ines , % M us. 3 7 6 0 4  75 
Salm on, W arre n s , % s 2 75 
Salm on, W arre n s , 1 lb  4 00 
Salm on, R ed  A laska-— 2 85 
Salm ond, M ed. A la sk a  2 00 
Salm on, P in k  A la sk a  1 45 
S a rd in es , Im . %, e a . 10028 
S a rd in e s  Im ., %, ea . 25 
S a rd in es , C al. — 1 7602  10 
T u n a , %, A lbocore — 90
T u n a , %, N e k c o ----- 1 «5
T u n a , %, R eg en t __ 2 25

C A N N E D  M EA T. 
B acon, M ed. B ee c h n u t 2 70 
B acon, L ge. B ee c h n u t 4 50 
B acon, L a rg e , E rie  — 3 00 
B eef, N o. 1, C orned __ 2 70 
B eef, No. 1, R o as t __ 2 70 
B eef, N o. % E ag le  Sli. 1 30 
B eef, N o. %. Q ua. sli. 1 90 
B eef, N o. 1, Q ua. sli. 3 25 
B eef, N o. 1, B ’n u t, s li. 5 70 
B eef, No. %, B ’n u t  s li. 3 16 
B ee fs teak  & O nions, I s  3 35 
Chili Con C a .  I s  1 35 0 1  46 
D eviled H am , % s —  2 20 
D eviled H am , % s —  3 60 
H a m b u rg  S te a k  &

O nions, No. 1 ------- 3 16
P o tte d  B eef, 4 oz. —  1 40 
P o tte d  M eat, % L ibby  50 
P o tte d  M eat, % L ibby  90 
P o tte d  M eat, % R ose 85 
P o tte d  H am , G en. % 2 15 
V ien n a  S aus ., N o. % 1 36 
Veal L oaf. M edium  _2 30

D erby B ran d s  In G lass.
Ox T ongue , 2 l b . ___ 19 60
Sliced Ox T ongue, % 4 60 
C alf T ongue , N o. 1— 6 45 
L am b  T ongue , W h . I s  6 00 
L am b  T ongue , sm . s li. 2 25

Shoe

BUTTER COLOR 
Dandelion, 25c size — 2 86 
Nedrow, 3 oz., doz

CAN DLES  
E lectric L ight, 40 lbs. 12.1
Plum ber. 40 lbs. -------- 12.8
Paraffine, 6 s ------------ 14%
Paraffine, 1 2 s ________ 14%
V tf e k in g _______

Lunch Tongue, No. 1 6 00 
Lunch Tongue, No. % 3 65
Deviled H am , % ----- 3 00
V ienna Sausage, sm. 
V ienna Sausage, Lge.
Sliced Beef, s m a l l_
Boneless P igs Feet, pL 3 15 
B oneless Pigs Feet, q t. 6 50 
Sandwich Spread, % 

Baked Beans.

1 80 
2 90 
1 86

2 25

2 50 Beechnut, 16 o z . ___ 1 36 
1 16

12.1
12.8

Clim atic Gem, 1 8oz. 
Frem ont, No. 2 _

90 
1 16 
1 16

14%
14%
40

1 61
1 00

V an Camp, M e d .___ 1 30

CA N N ED  V E G E T A B L E S .
A sp arag u s .

No. 1, G reen  t i p s __ 4 00
No. 2%. Lge. G r. 3 7604  60 
W ax B eans, 2s 1 3503  76
W ax  B eans, No. 1 0 _6 00
G reen B eans , 2s 1 6004  76
G reen B eans, No. 10_6 00
L im a  B eans, No. 2 G r. 2 00 
L im a  B eans, 2s, S oaked 95 
R ed K id., No. 2 1 3 0 0  1 65 
B ee ts , No. 2, w h. 1 6002  40 
B eets , No. 2, c u t  1 25 0 1  75 
B eets , N o. 3, c u t 1 4 0 0 2  10 
C orn, No. 2, S t. 1 1001  35 
C orn, No. 2, E x -S ta n . 1 65 
C orn, N o. 2, F a n  1 6 0 0  2 25 
C orn, N o. 2, Fy . g la ss  3 25
C orn , No. 10 _______ 7 25
H om iny , N o. 3 1 1 5 0 1  35
O kra , N o. 2, w h o le _1 90
O kra, No. 2, c u t ___ 1 60
D eh y d ra ted  V eg Soup 90 
D eh y d ra ted  P o ta to e s , lb  45
M ushroom s. H o t e l s __35
M ushroom s, C h o i c e _45
M ushroom s, S u r  E x t r a  65 
P eas , No. 2, E .J .  1 26 0 1  80 
P e a s , No. 2, S ift.,

J u n e _________  1 6002  10
P eas , No. 2, E x . S ift.

E . J .  ------------ 1 90 0 2  10
P eas , E x . F in e , F ren c h  32
P u m pk in , N o. 3 ___ 1 60
P u m p k in , No. 1 0 ___3 75
P im en to s , %, e ac h  15018
P im en to es , %, e ach  _ 27
Sw ’t  P o ta to e s , No. 2% 2 15
S a u rk ra u t,  No. 3 ___ 1 80
S ucco tash , No. 21 6 0 0  2 35 
Succo tash , No. 2, g la ss  3 45
S p inach , N o. 1 _____ 1 35
Sp inach , N o. 2 1 4501  76 
S p inach , N o. 3 2 1002  86
S pinach , N o. 10 ___ 8 00
T om atoes, No. 2 1 4 0 0 1  66 
T om atoes , No. 3 1 8 5 0  2 25 
T om atoes , No. 2, g la ss  2 86 
T om atoes , N o. 10 ____6 00

C A TSU P.
B -n u t, L a rg e  ________2 95
B -n u t, S m a l l ________1 80
F raz ie rs , 14 o z . ______2 26
L ibby , 14 oz. _______2 90
L ibby , 8 oz. _________1 90
V an C am p, 8 o z . ___ 1 90
V an  C am p, 16 oz. __ 3 16 
L illy  V alley , p in t  __ 2 95 
L illy  V alley , % P in t  1 80

C H ILI SA U C E.
Sn ider, 16 o z . _________3 60
S n ider, 8 oz. _________2 35
L illy  V alley , % P in t  2 40

O Y STER CO CK TAIL.
S n ide rs , 16 o z . _____ 3 50
S n ide rs , 8 oz. _______2 35

C H E E S E .
R o q u efo rt ___________  90
K ra f t  Sm all t i n s ___ 1 40
K ra f t  A m erican  _____ 2 75
Chili, sm all t i n s ___ 1 40
P im en to , sm all t in s  -  1 40 
R o q uefo rt, sm all t in s  2 26 
C am em b ert, sm all t in s  2 25
B rick  ___________________22
W isconsin  F la ts  _______25
W isconsin  D aisy  _______25
L o n g h o rn  _______________25
N ew  Y ork  ______________27
M ichigan F u ll C ream  — 23
S ap  Sago ---------------------- 48

C H E W IN G  GUM
A dam s B lack  J a c k ------- 65
A dam s B loodberry  ------- 65
A d am s C alif. F r u i t ------- 65
A dam s C h ic le ts  _________65
A dam s Sen S e n ------------- 65
A dam s Y u c a ta n  ------------65
B eem an ’s P ep s in  ______65
B eech n u t _______________70
D oub lem in t _____________65
J u ic y  F r u i t  ____________65
S a p o ta  G um  ------------- 1 25

JS pearm in t, W rig ley s  — 65 
»3pic-Spans M xd F la v o rs  65
W rig ley ’s  P - K  ______ _ 65
Zeno ____________________65

CH O CO LA TE.
B ak e r, C araca s , % s — 35
B ak e r, C araca s , % s _ 33
B ak e r, P rem iu m , % s _35
B ak e r, P rem iu m , % s _32
B ak e r, P rem iu m , % s _32
H ersh ey s , P rem iu m , % s 35
H ersh ey s , P rem iu m , % s 36
R unk le , P rem iu m , % s_ 36 
R unk le , P rem iu m , % s_ 38 
V ien n a  S w eet, 2 4 a ____X 75

COCOA
B ak e r’s % s _____________40
B ak e r’s  % s ____ - _____42
B u n te , Vr,a _____________43
B u n te , % lb. ---------------- 35
B u n te , lb. ____________32
D ro s te ’s D u tch , 1 lb .— 9 00 
D ro s te ’s  D u tch , % lb. 4 75 
D ro s te ’s D u tch , % lb. 2 00
H ersey s , % s ___________33
H ersh ey s , % s ___________28
H uy ler __________________36
Low ney, % s  ___________40
L ow neys %s ___________40
L ow ney, % s ---------------- 38
Low ney, 5 lb. c a n s ----- 31
V an H o u ten , % s _______75
V an H o u ten , % s _______75

COCOANUT
%s, 5 lb. case  D u n h am  50
%s. 5 lb. c a s e __________48
^ s  & % s. 16 lb . case  49
B ulk , b a rre ls  ________ 20
96 2 oz. pkgs., p e r case  8 09 
48 4 oz. pkgs., p e r  case  7 00

C L O T H E S L IN E
H em p, 50 f t ................— 1 60
T w isted  C otton , 60 f t. 2 00
B ra ided . 50 f t. _____ 2 90
Sash  Cord _________ 4 00

C O F F E E  RO ASTED  
Bulk

Rio __________________ 15%
S an to s  ________  18023
M araca ibo  ______________24
Mexican ---------------------- 36
G u a tem ala  _______________26
J a v a  an d  M ocha ---------39
B o g o ta  _________________ 26
P e a b e rry  ________________24

McLaughlin’s XXXX 
M cL augh lin ’s  X X X X  p a c k 
age  coffee is  sold to  r e ta i l 
e rs  only . M ail a ll o rd e rs  
d ire c t to  W . F . M cL au g h 
lin & Co., C hicago.

Coffee E xtracts
N. Y., p e r  1 0 0 _______ 11
F r a n k ’s 250 p ack ag es  14 50 
H u m m el’s  60 1 l b . _09%

CONDENSED MILK
E ag le , 4 doz. _______9 00
L eader, 4 d o z . ______ 6 50

MILK COMPOUND 
H ebe, T all, 4 doz. __ 3 70 
H ebe, B aby , 8 doz. — 3 60 
C aro lene, T a ll, 4 doz. 3 40 
C arolene, B aby  _______3 35

EVAPORATED MILK 
C arn a tio n , T all, 4 doz. 4 50 
C arn a tio n , B aby , 8 dz 4 40
E v e ry  D ay, T a ll ____ 4 50
E v e ry  D ay, B a b y ___ 3 30
G oshen, T a ll _________4 25
G oshen, G allon ---------- 4 25

O a tm a n ’s  D undee,
ta ll, 48s _____________4 50

O a tm an ’s D undee,
baby , 96s ---------------- 4 40

P e t, T a ll _____________4 50
P e t,  B a b y ___________ 3 30
S ilver Cow, T a ll ____ 4 50
S ilver Cow, B ab y  —  4 40
V an  C am p, T a ll ------- 4 50
V an  C am p, B a b y ----- 3 30
W h ite  H ouse , T a ll — 4 25
W h ite  H ouse , B aby  _ 4 00

CIGARS
Worden Grocer Co. Brands 

H arveste r Line.
Kiddies. 100s ______  37 50
Record B reakers, 50s 78 00
Delmonico, 5 0 s__   75 00
Panatella , 5 0 s _____  76 00
Favorita  Club, 50b _ 95 00
Epicure, 50s ___    95 00
W aldorfs, 50s _____ 110 0Ö

The L a Axora Line.
A greem ents, 6 0 s __   68 00
W ashington, 6 0 s __  76 00
Biltmore, 50s, wood 95 00

Sanchez & H aya Line 
Clear H avana C igars made 

in Tam pa, Fla.
Specials, 50s _____  75 00
Diplomatics, 5 0 s _ 95 00
Bishops, 5 0 s _______ 115 00
Rosa, 50s _________  125 00
V ictoria T i n s ______ 116 00
N ational, 6 0 s _____  130 00
Original Queens, 60s 160 00 
W orden Special. 26s 186 00

W ebster C igar Co. 
P laza, 50s, Wood — 95 00 
Coronado, 50s, T in — 95 00 
Belmont, 60s, Wood 110 00 
Tiffany, 50s, Wood—125 00 
St. Reges, 60s, Wood 125 00 
V anderbilt, 25s, W d 140 00 
Ambassador, 26s, W  170 00

G arc ia  & Vega—Clear 
H a v an a

N ew  P a n a te lla , 100s 37 50 
lg n a c la  H ay a  

E x tra  F an cy  C lear H a v an a  
M ade in T am p a , F la .

D elicades, 50s ______115 00
P rim eros, 50s _______140 00
Q ueens, 25s ________180 00
P erfec to , 2 6 s ________ 185 00

S ta r l ig h t B ros.
L a Rose De P a r is  L ine

C oquettes , 50s _____  65 00
C aballe ros, 5 0 s ______  70 00
Rouse, 60s __________116 00
P e n in su la r  C lub, 25s 150 00
C hicos, 25s ______ 150 00
P a lm as, 2 5 s ________ 176 00
P e rfec to s , 2 5 s _— 195 00

R o sen th as  B ros.
R. B. L ondres, 50s,

T issu e  W ra p p e d _ 68 00
R. B. Inv inc ib le , 60s,

Fo il W r a p p e d ___  70 00

U nion M ade B ran d s  
FI O v ertu re , 60s. foil 75 00 
Ology, 50s __________ 58 00

O ur N ickel B ran d s
N ew  C urrency , 100s_ 36 00
L ioba, 1 0 0 s _________  35 00
E v e n tu a l, 50s _____  35 00
L a  Y ebana , 2 5 s _____  37 50

C heroo ts
Old V irg in ia , 100s — 23 50 

S tog ies
H om e R un , 60, T in  18 60 
H a v a n a  G em , 100 w d  26 00

J. J . Bagley &  Co. Brands. 
M ayflow er, 16 oz., d7 16 00

P. Lorrilard Brands. 
P io n ee r, 10c, doz. — 96
T iger, 10c, doz. ____ 96
T iger, 50c, doz. ____ 4 80
W eym an Bruton Co. Brand 
R ig h t C ut, 10c, doz. 95
W -B  C ut, 10c, doz. — 9*

PLUG TOBACCO. 
American Tobacco Co. 

Brands.
A m er. N avy , 10c, doz. 96 
A m er. N avy , per plug 64 
Jo lly  T a r , 24, per plug 16 
Gold Rope, 10c, doz. 96 
B oot Jack, 15c, doz. 1 44 
P ip e r  H eidsieck, 10c 96
P ip e r  H eidsieck , 20c_ 1 92 
S p ear Head, 10c cu ts 96 
S p ea r Head, per plug 64 
S q u a re  Deal, per plug 64 
S ta n d a rd  N avy , 8, pig 64 
T ow n T a lk , per plug 56
Liggett &  Myers Brands.
C lipper, p e r  p lu g  ____ 66
Chops, 10c, doz. ____ 96
D rum m ond  N a t. L . 15c 1 44 
H oney  D ip T w is t, 10c 96
G ran g e r T w is t, 10c, dz. 96 
H orse  Shoe, p e r p lug  74 
J . T . B rig h t, p e r  p lu g  66 
J .  T . Sm ooth , p lu g - 24 
J .  T . R . a n d  R ., p lu g  24
K in g  P in , p e r  p l u g _ 32
K ing  P in , 10c c u ts , ea  08 
M aste rp iece, p e r  p lug  41 
P icn ic  T w is t, 10c, doz. 96 
P u re  G rape, 10c, doz. 96
S ta r , p e r  p l u g ___—  76
U ncle Sam , 32 10c c u t  2 56

5 50
6 00

C IG A R E T T E S.
One E leven , 20, P la in  
B eech n u t, 20, P la in  — . 
H om e R un , 20, P la in  6 00 
Y ankee G irl, 20, P la in  6 00
S unsh ine , 20, P l a i n _6 00
R ed B an d , 20 P la in , „  6 00
N ebo, 20, P l a i n _____ 7 00
C am els, 20, P l a i n ------7 60
R elu, 20, P la in  ---------- 7 80
L u ck y  S tr ik e , 10 & 20 7 50 
S w ee t C aporal, 20, pL 7 75 
W in d so r C astle  F a g  20 8 00 
C hesterfield , 10 & 20, 7 50 
P ied m o n t, 10 & 20, PI. 7 50
S p u r, 20, P l a i n ---------7 50
S w eet T ips, 20, P la in  7 50 
Id le  H o u r, 20, P la in  — 7 50
O m ar, 20, P la in  ---------9 50
F a lk s  H a v a n a , 20, PI. 9 75 
R lch m 'd  S C u t, 20, pi. 10 00 
R ich m ’d 1 C ut, 20 ck . 10 00 
F a tim a , 20, P la in  — 9 60 
H e lm ar, 20, P la in  — 10 60 
E n g lish  O vals, 20 PI. 10 60 
T u rk ish  T ro p ., 10 ck  11 60 
L ondon L ife , 10, co rk  11 60 
H e lm ar, 10, P la in  — 11 60 
H e rb e r t  T a rry to n , 20 12 25 
E g y p tian  S tr .,  10 ck . 12 00
M urad, 20, P l a i n ------15 60
M urad , 10, P la in  —  16 00 
M urad , 10, co rk  o r  pi. 16 00 
M urad , 20, co rk  o r  pi. 16 00 
L uxury  10, co rk  —  16 00 
M elachrino , No. 9, 10,

co rk  o r  p la in  ------- 16 00
M elachrino , N o. 9, 20,

c o rk  o r  p l a i n ------16 00
M elach’o, N o. 9, 10,S t 16 60 
M elach 'o , No. 9, 20, S t  16 50 
N a tu ra l,  10 a n d  20— 16 00 
M arkaroff, N o. 15, 10,

co rk  ___________-  13 3®
P a ll M all R d., 20, pi. 17 00 
B enson  & H edges, 10 20 00 
R am eses, 10, P la in  — 17 60 
Milo V io le t 10, Gold 20 00
D eities, 10 ----------------21 00
Condex, 10 _________  22 00
P h ilip s  M orris , 10 — 20 00 
B ren in g  Own, 10, PI. 28 00
A m bassado r, 10 ------  28 00
Old 76, 10 o r  50 ------  37 60
B enson  & HedgeB _

CIGARETTE PAPERS.
R iz L a  C roix, W h., dz. 42 
Rlz L a  W h e a t Br., 100 7 60 
R iz T am  T am , 2 dz fo r 87 
Zig Zag, per 100 —  7 25

TOBACCO—FIN E CUT.
L iggett & Myers Brands 

H iaw atha, 10c, doz.— 96
H iaw atha, 16 oz., dz. 12 30 
Red Bell, 10c, doz—  96
Red Bell, 35c, doz—  3 60 
Red Bell, 75c P ails dz. 7 40 
Sterling, 10c, doz. — 96
Sweet Burley, 10c, dz. 96 
Sweet Burley, 45c foil 4 25 
Swt. Burley, 95c D ru. 9 46 
Sweet Cuba, 10c, dz. 96 
Sweet Cuba, 45c, doz. 4 25 
Sweet Cuba, 95c Pail 9 45 
Sweet Orange, 10c, dz 99

Scotten Dillon &  Co. Brand 
Dan P atch , 10c, doz. 96 
Dan P atch , 16 oz., dz. 7 70
Ojlbwa, 10c, doz. _ 96
O jibw a, 8 oz., doz._3 85
O jibw a, 95c, d o z . ___ 8 50
Ojibwa, 90c, d o z .___8 00
Sweet Mist, 10c, doz. 96 
Uncle Daniel, 10c, doz. 96 
Uncle Daniel, 16 oz. 10 20

Scotton, Dillon & Co. 
Brands.

B race r, p e r p l u g ___  88
C ream  De M enthe, 10c 96
P each ey , p e r p l u g ___  64
S trongho ld , p e r p lu g - 64 
Y ankee G irl, p e r  p lug  56

P. Lorrilard Brands. 
C lim ax, 10c tin s , doz. 96 
C lim ax Sm ooth , p lu g  72 
C lim ax T h ick , p e r  p lu g  72
R ed C ross, 10c c u ts_ 06
R ed C ress , p e r  p lu g  48

R. J . Reynolds Tobacco Co, 
Brands.

A pple, 5 lb. B u tt,  lb. 72
C aram el T w is t, p e r  lb. 80 
G rave ly  S uperio r, 10c 96
H um b u g , p e r  l b . ___ 1 32
K ism et, p e r l b . ______1 06
L ib e r ty  B ell, p e r  lb . 65
M arita n a , 15c Foil, dz. 1 44 
M ickey T w is t, p e r  lb . 72

John J . Bagley & Co- 
Brands.

M aple Dip, p e r  p lu g — 66

SMOKING TOBACCO. 
American Tobacco Co.

Brands.
B an n e r, L. C., 10c, dz. 96 
B an n er, L. C., 40c, dz. 3 84 
B lue B o ar, 25c F o il 2 28 
B lue B oar, 30c V ac  tin  2 76 
Bob W h ite , g ra n ., 10c 96
B ull D u rh am , 10c, dz. 96 
D rum , G ran ., 10c, dz. 96 
F iv e  B ros. 10c, doz. 96 
G ian t, L. C., 10c, dz. 96 
G ian t, L . C., >30c, dz. 2 88 
G ian t, L . C. P a ils , dz 6 84 
G arrick , 30c F o il, dz. 2 70 
im p e ria l Cube Cut, 30c 2 88 
L u ck y  S tr ik e , R. Cut 1 53 
M yrtle  N av y  P lu g  C ut 96 
M yrtle  N av y , 16c P o . 1 44 
N av y , G. & A ., 10c — 96
N ig g er H a ir , 10c, doz. 96 
N ig g er H a ir , P a ils , dz 8 40 
N ig g e r H ead , P . C 10c 96
Old E n g lish , C. C. 16c 1 63 
P ee rle ss , L. C., 10c_ 96
P ee rle ss , L. C., 35c dz. 3 36 
P ee rle ss , L. C. P ails 7 44 
R ob R oy, L. C., 10c 96
R ob Roy, L. C., 40c 3 84 
R ob R oy, L. C.. pails 8 40 
S w ee t M aple S c rap , 96 
So ld ier B oy, L. C., 10c 96
Soldier B oy, L. C., pail 7 32 
T uxedo , G ran . 15c fo il 1 44 
T uxedo , G ran ., 17c, dz  1 53 
T uxedo , Gran. Cut

plugs, 8 oz. t in s  __ 6 72
Y ale M ix., 15c v ac . tin  1 46
L iggett &  Meyers B reads.
B ria r  P ipe , doz. --------  96
C uban  S ta r ,  L. C., lOo 96 
C uban  S ta r , P a ils , dz. 6 90 
C orn C ake, G ran . 5o 48
C orn C ake, G ran ., 10c 96
C orn C ake, G ran ., 25c 2 46
C orn C ake, G ran ., 60c 4 86
D u k e’s  M ixture, 10c_ 96
G lad H an d , L. C. 10c 96
G row ler, L. C., 10c_ 96
G row ler, L. C., 25c— 2 69
G row ler, L. C., 50c_ 6 06
L a T urka, P lug C. 15c 1 44 
N oon H o u r, L. C., 10c 96
O, U., G r. Cut P .. 10c 96
O. U.. C. P., 90c J a r s  9 00 
Pilot, Long Cut, 26c 2 60 
P low  B oy, 10c, doz. 96 
Plow Boy, 70c P ails 7 40 
S u m m ertim e , 10c, dz. 96 
Sum m ertim e, SOo, dz. S 96
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S um m ertim e , 65c P a ils  6 60 
S w eet T ip  Top, 10c, dz 96 
V elvet, C u t P lug , 10c 96
V elvet, C u t Plug , tin e  1 53 
V elvet, C u t P lug i 8 o*. 6 13 
V elvet,..C . Pi.-,. 16 d2. 19 81 
Yüm Turn , 10c, dfctz. 96 
Turn Yum , 70c pa ils  6 80

P. bfiriiiirc i’g B ratids. 
f ieeck h u t , Scrap , doz. 96 
B u t? , L. C., 10c, doz. 06 
B uzz, L . C., 36c, doZ. 3 30 
BuZS^ E . Ç-, 80c, doz. 7 90 
C hips, P . C,, 10c, doz. 96

Sbrap , d o z ._ 96
S l$g, c i i t  P ., 10c, do$. 96

Bnlon  L eader, IQc t ip  96 
piop  L eader, 50c tin  4 80 
U pipp 1/eader, $1 t in  9 60 

U nion L eader, 10c, dz. 96 
U nion L eader, 15c, dz. 1 44 
W a r P a th , 35c, doz. 3 35

S co tten  Dillon Co. B rands  
D an  P a tc h , 10c, doz. 96 
D illon’s M ix tu re , 10c 96
G. O. P ., 35c, doz. __ 3 00 
G. O. P ., 10c, doz. __ 96
Loredo, 10c, doz. __  96
P each y , Do. C ut, 10c 96
P£9,fc)iy sefräpi fOc,,dz. 96 
P en in su la r , 10c, doz. 96 
P en in su la r , 8 oz., dz. 3 00 
Reel C u t P lug , 10c, dz 96 
U nion W ork m an  Scrap ,

10c, doz. _________  96
W ay  U p, 10c, d o z ._ 96
W ay  Up, 8 oz., doz. 3 25 
W ay Up, 16 oz., doz. 7 10 
W ay Up, 16 oz. pa ils  7 60 
Y ankee G irl S crap , 10c 96

P in k erto n  T obaeco Co. 
B rands,

A theficftp  S ta r , lOc, dz 96 
B ig 9, C iip., 10c, doz. 96 
B ück Shoe Scrap,. 10c 96
P in k e rto n , 30c, dqz. 2 40 
Báy C ar. Scrap , 10c, dz 06
Pinch l i i t  Scrap , Í0c 96
Red M an S crap , doz. 96
Red H orse  S crap , doz. 96
J .  J . B ägiey & Co. B rands.
B road leaf, 10c _____  96
B uck in g h am , 10c, doz. 96
B uck in g h am , 15c tin s  1 44
Gold Shore, 15c, doz. 1 44
H azel N u t, 10c, doz. 96
K leeko, 25c, d o z . ----2 40
Old Colony, PI. C. 17c 1 53
OÍd Crop, 50c, d o z ._4 80
R ed B and , S crap , 10c 96
S w eet T ips, 15c, doz. 1 44
W ild F ru it ,  10c, doz. 96
W ild F ru it ,  15c, doz. 1 44

Indep en d en t Snuff Co. 
B rands.

N ew  F a c to ry , 5c, doz. 48 
N ew  F a c to ry  P a ils , dz 7 60

S ch m id t B ros. B rands  
B ig h t B ros., 10c, dqz. 96 
B ig h t B ros., P a ils , dz. 8 40

R. J .  R eynolds T obacco Co. 
B rands.

G eorge W ash in g to n ,
10c, doz. ----------------  96

Old R over, 10c, doz. 96 
O ur A d v e rtis e r , 10c, 96
P r in ce  A lbert, 10c, dz. 96 
P r in ce  A lbe rt, 17c, dz. 1 53 
P r in ce  A lb e rt, 8 oz.

tin s , w ith o u t p ipes _ 6 72 
P r in ce  A lbe rt, 8 oz.

a n d  P ip es , doz. — 8 88 
P r in ce  A lb e rt, 16 oz. 12 96 
S tu d , G ran . 5c, doz. 48 
W hale , 16 oz., doz. __ 4 80

Block Bros. T obacco Co. 
M ail P ouch , 10c, doz. 96
F a lk  T obacco Co., B rands. 
A m erican  M ix tu re , 35c 3 30 
A rcad ia  M ix tu re , 25c 2 40 
C h am pagne  S p ark le ts ,

30c, doz. __________ 2 70
C h am pagne  S p a rk le ts ,

90c, doz. __________8 10
P e rso n a l M i x t u r e ___ 6 60
P e riq u e , 25c, p e r  dob. 2 25 
S erene  M ix tu re , 16c dz 1 60 
S e ren e  M ix tu re , 8 oz. 7 60 
S e rene  M ix tu re , 16 oz 14 70 
T a re y to n  L undon  M ix

tu re ,  50c., d o z . ___ 4 00
V in tag e  B lend, 25c dz. 2 30 
V in tag e  B lend, 80 tin s  7 50 
V in tag e  B lend, $1.55 

tin s , d o z . ___________14 70

S u p e rb a  T obacco Co. 
B rands.

S am m y B oy S crap , dz 96 
C igar C lippings 

H a v an a  B lossom , 10c 96
H a v an a  B lossom , 40c 3 95 
K n ick erb o ck er, 6 oz. 3 00 
L ieb e rm an , 10c, doz. 96 
W. O. W ., 6 oz., doz. 3 00 
R oyal M ajor, 10c, doz. 96 
R oyal M ajor, 6 oz., dz. 3 00 
R oyal M ajor, 14 oz. dz 7 20

L a ru s  &  Bro. Co.’s B rands. 
E d g ew o rth  R ead y  R u b 

bed, 17c T i n s -------- 1 62
E d g ew o rth  R ead y  R u b 

bed, 8 oz. tin s , doz. 7 00 
E d g ew o rth  R ead y  R u b 

bed, 16 oz. tin s , dz. 14 50 
E d g ew o rth  S liced P lug ,

17c tin s . doz. _______1 62
E d g ew o rth  S liced P lug ,

35c tin s , doz. ----------3 55

W eym an B ru ton  C o.'s  
B rands.

C en tra l U nion, 15c, dz. 1 44 
Shag, 15c T ins, doz. 1 44 
Sbfifi, 15c P ap e rs , doz. 1 44 
D ill's  Bes.t, 10C, a p i. 1 
D iii’s B es t G ran ., 16fc 1 54 
D ill’s B est, 17c T in s  1 62

Snuft.
C openhagen, 10c, ro ll 64
Sfeai B landeniftg , 10p 64
Seal G oteborg , 10c, ro ll 04 
Seal Swe. R apee, 10c 64
Seai N orkopping , 10c 64
Seai N orkopping , 1 lb. 85

CO N FEC TIO N E RY
stick candy

Bäiiä
S ta n d a rd  ________ _ 14
Ju m b o  W rap p ed  —  16 , 
P u re  S u g a r S tick , 600’s  4 20

M ixed C andy
P a ils

K in d e rg a rte n  _______ 17
L ead er ______________ 14
X. L. O. _____________14
F ren ch  C ream s _____ 16
Cam eo ______________ 18
G rocers ___ - _________11

ßäHcp Chocolates.
5 lb. B oxes 

B itter-sw eets. A ss’ted  1 75 
Choc M arshm allow  D p 1 55 
M ilk C hocolate  A A — 1 90
N ibble S tick s  _____ 2 00
P rim ro se  Choc. ____ 1 20
No. 12 Choc. _______ 1 60
C hocolate N u t Rolls _ 1 80

Gum D rops
P a ils

A n i s e --— ....----------- 17
R a s p b e r r y ___ ^ „ — -17
O ränge G U m S ----------- 17
B u tte rsco tc h  Je llies  _ 18 
F a v o r i t e _:—__—  20

Lozenges.
P a ils

A. A. P ep . Lozenge? 15
A. A. P.ink L ozenges hA. A. Choc. L ozenges 16

Î7M otto H e a r ts  _ —  —
M alted M ilk Lozenge? 

H ard  Goods.
20

L em on D rops _______ 17
O. F . H o rehound  D ps 17
A nise S q u ares  _____ 17
P e a n u t S q u a r e s _____ 18
H orehound  T a b l e t s _18

Pop C orn Goods. 
C rack e r J ac k , P r iz e  5 95
C heckers P r iz e  ____ 5 95

Cough D rops

M enthol H o rehound

FA R IN A C EO U S GOODS 
B eans

M ed. H an d  P icked  „  06
CfU. L im as _________  10
B row n, Sw edish ----- 08
Red K idney  —----------- 07%

£dr»n*|
25 1 lb. p a c k a g e d ----- |  2,9
B ulk , p e r  100 l b s .__ _ 06%

H om iny
P e a rl, 100 lb. sack  __ 5 25 

M poaronl
D om estic, 1,0 lb. b o x — 1 00 
D om estic, b roken  o b is .. 08 
G oiden Age. 2 doz. — 1 90 
F o u ld ’s, 2 doz., 8 oz. 1 80 

P ea rl B arley
C h es te r -- ------------------4 80

,. PedS
Scotch .,, lb. _________ 06
S plit, lb. —  09

Sago
E a s t  In d ia  ----------  — 07

T apioca
P e a rl, 100 lb. sack s  — 07 
M inute, 8 oz., 3 doz. 4 05 
D ro m ed ary  In s ta n t — 3 50 

FISH IN G  TA C K L E  
C otton  L ines

No. 2, 15 f e e t _______ 1 15
Nb. 3, 16 f e e t _______ 1 60
No. 4, 15 f e e t _______ 1 §0
No. 5. 15 f e e t _______ 1 95
No. 6, 15 f e e t ________ 2 10

L inen L ines
Sm all, p e r  100 y a rd s  6 65 
M edium , p e r 100 y a rd s  7 25 
L a rg e , p e r 100 y a rd s  9 00 

F lo a ts
No. 1%. p e r  g ro ss  wd. 5 00 
No. 2. p e r g ross, wood 5 50 
No. 2%, p e r  gro. w ood 7 50 

H ooks— K lrhy
Size 1-12, p e r 1.000 „  1 05
Size 1-0, p e r 1.000 — 1 20
Sjze 2-0. p e r  1.000 __ 1 45
Size 3-n, pe r 1.000 __ 1 65
Size 4-0. p e r 1.000 2 10
s ize  5-0, p e r 1.000 __ 2 45

t l n l o i s
No. 1, p e r  g r o s d _____  65
No. 2. p e r  g r o s s _____  80
No. 3. p e r  g t o s s _____  90
No. 4. pPr g r o s s ____ 1 20

F R U IT  JA R S 
M ason, p ts ., p e r g ro ss  7 15 
M ason, cits., p r  g ro ss  8 40 
M ason, % ga l., g ro ss  11 50 
Idea l G lass Top, p ts . 8 70 
Id ea l G lass Top, q ts . 10 50 
Idea l G lass Top, % 

gallon  ______________13 60
G E L A T IN E

Cox’s  1 db’Z., l a r g e _1 90
Cox’s  1 doz., s m a l l _1 25
Jello-O , 3 doz. ______ 3 45
K n o x ’s S park ling , doz. 2 25 
K n o x ’s  A cidu’d, doz. 2 25
M inute , 3 doz. ----------4 05
N elson’s  -----------------   1 60
O xford  ______ ip— - J i  76
P ly m o u th , W h i t e __ ..
W au k esh a  __________

G R A N U L A TED  LYE. 
W an d ers .

Single case s  -----

} 40

cases
cases

5 15 
5 04 
4 95 
4 8710 cáse? „ r_-.  ____ -,

% cases, 24 to  c a s e .  2 60
C H L O R IN A T E D  LIM É.

Single cases, c a s e __ _ 4 60
2% cases, case  _____ 4 48
5% cases, case  ______4 40
10 cases, case  ______ 4 32
% case, 25 can s  to  

case , c a s e ___________2 35

H ID E S AND P E L T 8  
H ides

Gfeeft, No. 1 _
G reen, No. 2 
C ured , No. 1

, ,  08
^  07
:— 08%

C ured, No. 2 ________ 07%
C alfsk in , g reen , No. 1 12
C alfsk in , g reen , No. 2 10% 
C alfsk in , cu red , No. 1 13 
C alfsk in , cu red , No. 2 11%
H orse, No. 1 ________ 3 00
H orse , N o. 2 ________ 2 00

P e lts
Old W o o l ________  50@ 75
L am b s ___________  50@ 75
S h earlin g s  ________10@ 25

T allow

NUTS.
W hole

A lm onds, T e rreg o n a_22
I. X . L .. s. s . ________ 30
F a n c y  m ixed _______ 21
F lb e rts , S icily  ______ 16
F ilb e r ts , N a p le s _____ 16
P e a n u ts , V lrg in a  ra w  09% 
P e a n u ts , V if. ro a s te d  11 
P e a n u ts , Jum bo , ra w  11 
P e a n u ts , Ju m b o , r s td  13
P ecan s , 3 s t a r ______ 22
Fec&hs, Ju m b o  _____ 80
W ain u is , M aftchurian  27 
W aln u ts . S o ren td  35 

Sa lted  P e a n u ts
F an cy , No. 1 -----------10
Ju m b o  _______________21

Shelled
Almonds - ___________50
P e a n u ts , S pan ish ,

125 lb. b ag s  — ----- 08%
F ilb e r ts  __________ 90
P e c an s  _____________ , 75
W aln u ts  ____________ 75

O LIVES.
B ulk, 2 gal. k e g ----- 3 00
B ulk , 3 gal. k e g ----- 4 25
B ulk , S ga l. k e g ----- 6 75
Q u a rt, ja r s ,  dozen — 5 00 
4% oz. J a f ,  p la in , dz. 1 35 
5% oz. J a r ,  pi., doz. 1 60 
10 oz. J a r ,  p la in , doz. 2 35 
16% oz. J a r ,  PI. doz. 3 50 
3% oz. J a r . ,  s tu ffe d . 1 45
8 oz. J a r .  S tu ., doz. 2 40
9 oz. J a r ,  S tuffed , doz. 3 50 
12 oz. J a r ,  S tuffed , dz 4 50

P E A N U T  B U T T E R .

P rim e @4%
No. 1 ______________ @3%
No. 2 @3

Wool
U nw ashed , m edium  22@25

P a ils No. 5. p e r  gfosS ____ 1 00 U nw ashed , r e j e c t s _ @18
. 17 

17
No.
No.

6.
7,

p e r  g ro ss  ____
p e r g ro ss  ____

2 Ó0 
2 60

F in e  ____________ —- @25

. 17 No. 8. p e r  g ross ____ 3 75 RAW  FU R S.

. 18 No. 9. p e r  g ro ss  ____ 5 20 S kunk .

. 18 No. 10, p e r  g ro ss  ___ 6 75 N o. 1 b lack  ___
No. 2 sh o rt s t r i p e __

3 75 
2 75

5 95 
. 5 95

FLA VO RIN G  EX T RA C T8 
Jen n in g s  

P u re  V an illa

No. 3 n a rro w  s tr ip e_
No. 4 b ro ad  s t r i p e _

M ink.

1 75 
75

Boxes 
1 30

S m ith  B r o s .  *— — 1 50

CRlSCG
36s. 24s a n d  12s.

L ess  th a n  5 case  —  20
F iv e  case s  ------------------10%
T en  c a s e s ___________ 19
T w en ty -five  cases  —  18% 

6s a n d  4s.
L ess  th a n  5 cases — 19%
F iv e  case s  ____________18%
T en c a s e s _____________18%
25 c a s e s ______________18

COUPON BOOKS 
50 E conom ic g rad e  — 2 50 
100 E conom ic g rad e  — 4 50 
500 E conom ic g rad e  20 00 
1,000 E conom ic g rad e  37 50 

W here  1,000 books a re  
o rd e red  a t  a  tim e , sp ec ia l
ly  p r in t  f ro n t co v er is  
fu rn ish ed  w ith o u t ch arg e .

CREAM  OF TARTAR  
6 lb. boxes ---------------- 46

D R IED  FRU ITS  
Apples

E v a p ’d C hoice, blk . — 18 
A prico ts

E v a p o ra te d , Choice —  30
E v ap o ra ted , F a n c y ------35
E v ap o ra ted , S lab  ---------26

Citron
10 lb. box _____________40

Currants
P ack ag e , 15 o z . ------------- 18
B oxes, B ulk , p e r  lb. — 18

Peaches
E v ap . Choice, U npeeled  16 
E v ap . F a n c y , U npeeled  18 
E v ap . F an cy , P ee led  — 20 
B a k e rs ’ S p e c i a l ------------- 15

Peel
L em on, A m e r ic a n -------- 26
O range, A m erican  ------- 27

R aisin s
Seeded, b u lk  ________16
Seeded, 1 lb. pkg .. — 18%
Seedless, b u lk  ---------20
Seedless, 1 lb, pkg . — 24

California Prunes 
90-100 25 lb. boxes __@10 
80-90 25 lb . boxes —@10%
70-80 25 lb. boxes — @11
60-70 25 lb. boxes —@13
50-60 25 lb. b o x e s __ @14
40-50 25 lb. b o x e s __ @16%
30-40 25 lb. boxes — @18

T urpeneleas  
P u re  Lem on

P e r  Doz.
7 D ram  ______________1 35
1% O unce __________ 1 75
2 O u n c e _______________2 75
2% O u n c e _____________3 00
2% O u n c e _____________3 25
4 O u n c e _______________5 00
8 O unce _____________8 50
7 D ram . A s s o r t e d ____1 35
1% O unce, A sso rted ___1 90

V an D uzer
V anilla , L em on, A lm ond, 
S traw b e rry , R asp b e rry , 
P ineapp le . P e ach , O range, 
P ep p e rm in t & W in te rg re e n
1 ounce in  c a r t o n s __ 2 00
2 ounce in  c a r t o n s ___3 50
4 ounce In c a r t o n s ___6 75
8 ounce _____________ 13 20
P in ts  _________________26 40
Q u a rts  _______________51 00
G allons, each  _______ 16 00

FLOUR AND FEED  
V alley  C ity  M illing Co. 

L ily  W hite , % P a p e r
sac k  _______________8 90

H a rv e s t  Q ueen, 24% 8 90 
L ig h t L o af S p ring

W h ea t, 24%s _____ 9 60
R oller C ham pion, 24% 8 50
Snow  F lak e , 2 4 % s ___7 40
G rah am  25 lb. p e r  cw t 3 60 
Golden G ra n u la ted  M eal,

25 lbs., p e r  cw t., N  2 60 
R ow ena P a n c ak e  C om 

pound, 5 lb. s a c k _4 20
B u ck w h ea t Com pound,

5 lb. s a c k ___________4 20

W atso n  H ieg tn s  M illing 
Co.

N ew  P e rfec tio n , %s_ 8 60 

Meal
G r. G ra in  M. Co.

B olted  ________________2 25
G olden G r a n u l a t e d _2 45

Wheat
No. 1 R e d ___ i _______1 29
No. 1 W h ite  _________1 26

Oats
C arlo ts  ______________45
L ess  th a n  C a r lo t s ___ 48

Corn
C arlo ts  ________________60
L ess  th a n  C arlo ts  ----- 65

Hay
C arlo ts  _______________18 00
L ess  th a n  C a r l o t s _ 22 00

Feed
S tre e t C ar F e e d __  28 00
No. 1 C orn  & O at F d  28 00
C racked  C orn  _____  28 00
C oarse  C orn M e a l_ 28 00

No. 1 la rg e  ___________9 00
No. 1 m edium  _____ 7 50
No. 1 sm all __________6 00

Raccoon.
No. 1 la rg e  ___________5 00
N o. 1 m e d iu m _________3 50
N o. 1 s m a l l ___________2 50
W in te r  ______________2 00

M uskra t.
W in te r  ________________2 25
F a ll ___________________1 50
K it ts  _________________ 10

H O RSE RADISH
P e r  doz., 7 o z . ________1 25
JE L L Y  AND PR E S E R V E S
P u re , 30 lb. p a i l s ___ 2 60
P u re , 7 oz. A sst., doz. 1 35 
P u re , 15 oz. A sst., doz. 2 00 
B uckeye, 22 oz., 2 doz. 4 25 
O. B ., 15 oz., p e r doz. 2 40

JE L L Y  G LA SSES 
8 oz., p e r doz. _________34

M ATCHES.
B lue R ibbon, 144 box. 7 55 
S ea rch lig h t, 144 box. 8 00 
Safe  H om e, 100 boxes 5 80 
Old P a l, 144 boxes — 8 00 
R ed S tick , 720 lc  bxs 6 50 
R ed S tick , 144 b x s _5 75

S a fe ty  M atches.
R ed  Top, 5 g ro . case  5 75 
Sociable, p e r  g r o . ----- 1 00

M INCE M EAT.
N one Such, 3 doz. — 5 35 
Q uaker, 3 doz. case  — 4 00 
G utches, 3 doz. case  4 00 
L ibby  K egs, W et, lb. 25

M OLASSES.
New O rleans

F a n c y  O pen K e ttle  —  60
Choice __________________48
Good ____________________36
F a ir  ------------------------------ 30
S tock  ___________________25

H a lf b a rre ls  5c e x tra  
M olasses in  C ans.

R ed  H en , 24, 2 lb. __ 2 60 
Red H en , 24, 2% lb. 3 25 
R ed H en , 12, 5 lb. — 3 00 
R ed  H en , 6, 10 lb. — 2 90 
G inger C ake, 24, 2 lb. 3 00 
G inger C ake, 24, 2% lb  4 00 
G inger C ake, 12, 5 lb. 3 75 
G inger C ake, 6, 10 lb. 3 50 
O. & L . Spec., 24, 2% 5 50 
O. & L . Spec., 12, 5 lb. 5 25 
O. & L . Spec., 6, 10 lb. 5 00 
Duffs, 24, 2% Screw  C. 6 50 
D uffs, 6, 10, Screw  C. 5 35 
Dove, 36, 2 lb. W h. L . 6 60 
Dove, 24, 2% lb W h. L  6 30 
Dove, 12, 5 lb. B lue L  4 70 
Dove, 6. 10 lb. B lue L  4 45 
P a lm e tto , 24, 2% lb. 4 60

Bel C ar-M o B rand  
S oz., 2 doz. in case  2 40
24 1 lb. palls  _______ 4 00
12 2 lb. pa ils  ----------- 4 00
5 lb. pails , 6 in c ra te  4 55
25 lb. pails  _________ 13
50 lb. tin s  ___________12%
PE TR O LE U M  PRO D U CTS 

Iron  B arre ls  
P e rfec tio n  K erosine  —12.4 
Red C row n G asoline,

T a n k  W agon  -------- 21.1
G as M achine G asoline 39.5 
V. M. & P . N a p h th a  23.2
C ap ito l C ylinder ------- 45.2
A tlan tic  R ed  E ng ine  25.2 
W in te r  B lack  ------------- 15.7

(polarine
Iron B arre ls.

M edium  L ig h t ---------- 57.2
M edium  h eav y  ---------- 59.2
H eav y  _________________62.2
E x tra  h e a v y ___________67.2
T ran sm iss io n  Oil ------- 57.2
F in d ,  4 oz. c ans , doz. 1.65 
F ino l, 8 oz. c ans . doz. 2.25 
P a ro w ax , 100, 1 lb. — 8.2 
P a ro w ax , 40, 1 lb. — 8.4 
P a ro w ax , 20, 1 lb. — 8.6

S em dac, 12 p t. c an s  3 10 
S em dac, 12 q t .  c an s  4 50 

P IC K L E S  
M edium  S our 

B arre l, 1,200 c o u n t —
H a lf  bb ls., 1300 c o u n t 17 50 
5 gallon  k eg s  —3 00@6 50 

S w eet Sm all
16 Gal., 1600 _______  28 00
16 G al.. 2880 -----------  32 00
5 Gal., 500 --------------- 13 50

Dill P ickles.
1800 Size, b b l s . -------- 17 60
2400 Size, b b l s . ---------19 50

P IP E S
Cob, 3 doz. in  bx  1 00@1 20 

PLA YIN G  CARDS
No. 90 S te a m b o a t----- 2 75
No. 808, B icycle -------4 50
P ic k e tt  ---------------------- 3 50
C ongress ------------------- ® 00

POTASH
B a b b itt’s  2 doz. ------- 2 75

F R E S H  M EA T8.
Beef.

T op S tee rs  a n d  H e ife rs  13 
Good S te e rs  a n d  H e ife rs  12 
M ed. S te e rs  & H e ife rs  10 
Com. S te e rs  & H e ife rs  08 

Cowe.
T op --------------------------------10
Good ________   09
M edium  ____    — 08
Com m on ________________06

Veal.
T o p __ — —*------------------15
Good ______— -— — —  14
M edium  _________  12

Lam b.
Good ---------    26
M edium  _________________24
P o o r ___________________ 22

Mutton.
Good ____  14
M edium  _________________12
P oor —_______________ 10
H eav y  h o g s ___________10
M edium  nogs — 13
L ig h t h o g s -- ------  —  13
Sow s a n d  s ta g s  —— 10
LoitlS —_____ - _______19
B u t t s -- ---„ -----    18
S h o u ld e r s -- ------- ---------16
H am s ________ _— — 24
S p a re rib s  _______ - —-  12%
N eck bones _________05

PROVISIONS 
B arre led  P ork  

C lear B ack  __ 23 O0@24 00 
S h o rt C u t C lear 22 00@23 00 
C lear F am ily  27 00@28 00 

Dry S a lt M eats 
S P  B ellies — 13 00@15 09 

L ard
80 lb. t u b s ____ad v an ce  %
P u re  in  tie rce s  13%@!4 
C om pound L a rd  13%@14
69 lb. t u b s ____ad v an ce  %
50 lb. t u b s ____ad v an ce  %
20 lb. p a i l s ___ ad v an ce  %
10 lb. p a i l s ___ ad v an ce  %

5 lb. p a ils  - ___ advance  1
3 lb. pa ils  ....___ad vance  1

S ausages
B ologna _______ ___ .— 12
L i v e r _____________ 12
F ra n k fo r t  ___________-  16>
P o rk  _____________ 18@20*
V eal __________________11
T ongue ______________ H
H eadcheese  __________ 14

Sm oked M eats 
H am s, 14-16, lb. 27 @31 
H am s, 16-8, lb. 27 @31 
H am . d ried  beef

se ts  ___________38 @39
C alifo rn ia  HStos 16 @17 
P icn ic  Boiled

H am s _________30 @32
Boiled H a m s _42 @46>
M inced H am s — 14 @15*
B a c o n ___________20 @43>

Beef
B oneless ___  24 00@26 00
R um p, n e w _ 25 0O@26 00

M ince M eat
C ondensed No. 1 car. 2 00
C ondensed B ak e rs  b rick  31
M oist in  g la ss  ---------- 8 00

P ig ’s F ee t
% bb ls. _____________ ? 15
% bb ls ., 35 l b s . ----------- 4 00
% bbls. ---------------------7 00
1 bbl. ________________14 15

T ripe
K its , 15 lbs. _______  90'
V. bbls., 40 l b s . _______ 1 60’
% bbls., 80 l b s . ----------- 3 00

C asings
H ogs, p e r lb. -----------  @42
B eef, ro u n d  s e t ----- 14@26
B eef, m iddles, s e t— 25@30 
Sheep, a  skein  1 75@2 00 

U ncolored O leom argarine
Solid D a iry  ------------- 22(fi>24
C o u n try  R o l l s _____ 22@24

RICE
F a n c y  H ead  -------------  08
Blue R ose ___  5% @06
B roken  _______________ ®4

RO LLED  OATS 
S tee l C ut, 100 lb. sk s. 3 25 
M onarch , 90 lb. sac k s  2 60 
S ilver F lake . 90 lb. sk . 2 60 
Q u ak er, 18 R eg u lar — 1 80 
Q uaker, 12s F am ily  — 2 65 
M others, 10s, F am ily  -  2 80 
S ilver F lak e , 18 R eg. 1 45 
S ilver F lak e . 10 F am . 1 85 

SALAD D RESSIN G  
D u rk ee ’s la rg e , 1 doz. 6 75 
D u rk ee ’s m ed., 2 doz. 7 35 
D u rk ee ’s  P icn ic , 2 dz. 3 35 
S n id e r’s la rg e , 1 do*. 3 50 
S n ide r’s sm all. 2 do*. 2 36 

SA L ER A TU S
A rm  an d  H a m m er — 3 75 

SAL SODA
G ran u la ted , bbls. ----- 2 25
G ran u la ted , 100 lbs c s  2 50 
G ran u la ted , 36 2% lb. 

p ack ag es  --------------- 2 60
COD F IS H .

M iddles ---------------------- 16%
T ab le ts , 1 lb . P u re  — 23 
T ab le ts , % lb. P u re , „

doz. ------------------------- 1 40
W ood boxes. P u re  ------- 24
Im peria l, "Wood boxes 16
W hole  Cod --------------- 12

H olland H erring
S ta n d a rd s , kegs  ------------80
Y. M., K egs ---------------- 90

H errin g
K  K  K  K , N o rw ay  — 20 00
8 lb. p a ils  -------------   1 40
C u t L unch  --------------- 95
B oned, 10 lb. boxes — 15 

L ake  H errin g
% bbl., 100 l b s . -------- 6 35

M ackerel
T ubs, 50 lb. fan cy  fa t  9 50
T ubs, 60 c o u n t -------- 6 25

W h ite  Fish
M ed. F an cy , 100 lb | — 13 00
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8 A UT
M ed. No. 1, B b l s .___ 2 70
M ed. No. 1, 100 lb. bg  90 
F a rm e r  Spec., ?0 lb. 92
P a c k e rs , 56 lb . --------  56
B locks, 50 lb . ----------  62
B u tte r  S a lt, 280 lb bbl. 4 60 
B ak e r  S a lt, 280 lb. bbl 4 25
100. 3 lb . T a b l e ---------6 30
60. 6 lb. T a b l e ---------- 6 80
30, 10 lb. T a b l e _____ 6 65
28 lb. bags, b u t te r  __ 50

Mortons
‘ • m  r u n h »«*^

Salt
arPflOH)

P e r  case , 24 2 lbs. — 2 40 
F iv e  case  lo ts  -------- 2 30

SE E D S.
A nise  ________________23
C araw ay  ------------------14
C an a ry , S m y rn a  ----- 09
C ardom on, M alab a r 1 20
C elery  ---------------------- 24
H em p, R u ss ian  -------- 09 Vi
M ixed B ird  ---------------13%
M u sta rd , y e l l o w -------12
P oppy  ---------------------- 18
R ape  ________________14
D u rk ee 's  B ird , doz. — 1 20 
F re n c h ’s  B ird , p e r dz. 1 40

SH O E  B LA C K EN IN G .
2 in  1, P a s te , doz. — 1 35 
E . Z. C om bina tion , dz. 1 35
D ri-F o o t, doz. _____ 2 00
B ixbys, Doz. ----------- 1 35
S hinola, doz. -----------  85

STO V E PO L ISH . 
B lack lne , p e r  doz. __ 1 35 
B lack  Silk L iquid , dz. 1 40 
B lack  Silk P a s te , doz. 1 25 
E n am a lin e  P a s te , doz. 1 35 
E n am a lin e  L iqu id , dz. 1 35 
E  Z L iquid , p e r  doz. 1 40
R adium , p e r  d o z . ----- 1 85
R isin g  Sun, p e r doz. 1 35
654 S tove E nam el, dz. 2 85 
V ulcanol, No. 5, doz. 95 
V ulcanol, No. 10, doz. 1 35 
Stovoll, p e r  doz. -------3 00

SOAP.
Am. F am ily , 100 box 5 75
E xport, 120 box -------4 95
F lake  W hite , 100 box 4 90 
F els  N a p th a , 100 box 5 60 
G rdm a W h ite  N a. 100s 5 3.0 
R ub  No M ore W h ite

N a p th a , 100 box — 5 50 
S w ift C lassic, 100 box 4 90 
20 M ule B orax , 100 bx  7 55
W ool, 100 box ---------- 6 50
F a iry , 100 b o x ------------6 00
J a p  R ose, 100 b o x ----- 7 85
P a lm  Olive, 144 box 11 00
L av a , 100 box ---------- 4 75
Pum m o, 100 box -------4 85
S w e e th ea rt . 100 box _ 5 70 
G randpa  T a r , 50 sm . 2 40 
G ran d  P a  T a r , 50 Lge 4 0> 
F a irb a n k  T a r , 100 bx  4 00
T rilby , 100, 12c ------- 8 50
W illiam s B a rb e r  B ar , 9s 50 
W illiam s M ug, p e r doz. 48

P ro c to r  & G am ble.
6 box lo ts , a sso rte d

Ivo ry , 100 6 oz. -------- 7 00
Iv o ry  Soap F lk s ., 100s 8 50 
Ivo ry  Soap F lks ., 50s 4 36
L enox, 140 c a k e s ----- 5 50
P . & G. W h ite  N a p th a  5 75 
S ta r , 100 N o. 11 cak es  5 75 
S ta r  N ap . P w d r., 100s 3 90 
S ta r  N ap . P w d r., 24s _ 5 76

T rad e sm a n  B ran d . 
B lack  H aw k , one box 4 60 
B lack  H aw k , five bxs 4 25 
B lack  H aw k , te n  bx s  4 00

Box c o n ta in s  72 cakes. I t  
Is a  m o s t re m a rk a b le  d ir t  
an d  g rea se  rem over, w ith 
o u t in ju ry  to  th e  sk in .

W A SH IN G  PO W D ER S. 
Bon A m i P d , 3 dz. b x  3 75 
B on A m i C ake, 3 dz. 3 25
C lim aline, 4 d o z . ----- 4 20
G randm a, 100, 5 c ----- 3 90
G randm a, 24 L a rg e  — 4 00
Gold D ust, 1 0 0 s ---------- 4 00
Gold D u st, 20 L a rg e  — 4 30
G olden Rod, 24 ______ 4 25
J in x , 3 d o z . ___________4 50
L a  F ra n c e  L au n , 4 dz. 3 70
L u s te r  Box, 54 --------  3 75
M iracle Cm, 4 oz. 3 dz. 4 00 
M iracle  C., 16 oz., 1 dz. 4 00 
Old D u tch  C lean . 4 dz. 4 75
Q ueen A nn, 60 o z . _2 40
R inso , 100 o z . _________6 40
R ub  N o M ore, 100, 10.

oz. ________________-  4 06
R ub  N o M ore, 100, 14

oz. __________________5 75
R ub  N o M ore, 18 L g . 4 50 
S po tless  C leanser, 48,

20 oz. _______________4 00
S an i Flush, 1 doz. 2 25

Sapolio, 3 doz. _______3 15
Soapine, 100, 12 oz. _ 6 40 
Snow boy, 100, 10 oz. 3 90
Snow boy, 24 L a r g e _6 60

Snow boy L a rg e  1 free  6
Speedee, 3 d o z . _____ 7 20
S u n b rlte , 72 d o z . ___ 4 00
W y an d o tte , 48 ______ 6 60

C L E A N S E R S.

IT C H E N  
L E N Z E R

80 can  cases, 34.80 p e r case

SP IC E S .
W hole Spices. 

A llspice, J a m a ic a  — @12
Cloves, Z an z ib a r _____@42
C assia , C an ton  _______@16
C assia , 5c pkg., doz. @40
G inger, A frican  ___ @15
G inger, Cochin _______@22
M ace, P e n a n g  _______@70
M ixed, No. 1 _________@22
M ixed, 5c pkgs., doz. @45
N u tm eg s, 70-80 ---------- @30
N u tm eg s, 105-110 —  @25 
P ep p e r, B lack  _______@15

P ure  G round In Bulk
A llspice, J a m a i c a ----- @15
Cloves, Z an z ib a r _____@55
C assia , C an ton  _______@25
G inger, A f r i c a n -------- @22
M u sta rd  ______________@31
M ace, P e n a n g  ------------@75
N u tm eg s ______________@32
P epper, B lack  ________@20
P ep p er, W h ite  _______@29
P epper, C ayenne  ------- @32
P a p rik a , S pan ish  —  @42

Seasoning
Chili P ow der, 1 5 c ----- 1 35
C elery Sa lt, 3 o z . -----  95
Sage. 2 oz. --------------- 90
O nion S a l t ___________1 35
G arlic  ________________1 35
P onelty , 3% oz. ----- 3 25
K itchen  B o u q u e t ----- 3 25
L au re l L eav es  --------- 20
M arjo ram , 1 o z . ----------------  90
Savory , 1 oz. _______  90
T hym e, 1 oz. ------------ 90
T u m eric , 2% oz. -----  90

STARCH
Corn

K ingsfo rd , 40 l b s . ----- 11%
P ow dered , b ag s  ----- 03
A rgo. 48 1 lb. pkgs. — 3 76
C ream , 4 8 - 1 __________4 80
Q u ak er, 40 1 ------------- 6

Gloss
A rgo, 48 1 lb. p k g s—  3 76 
A rgo, 12 3 lb. pkgs. — 2 74 
A rgo, 8 6 lb. pkgs. —  3 10
S ilver G loss, 48 I s _11%
E las tic , 64 pkgs. ___ 5 35
T ig er, 48-1 _________ 2 85
T ig er, 50 lbs. ______ 05%

SY R U PS
Corn

B lue K aro , No. 1%,
2 doz. ____________1 93

B lue K aro . No. 5, 1 dz 2 45 
B lue K aro , No. 10,

% doz. ____________2 25
R ed K aro , No. 1%, 2

doz. _______________ 2 09
R ed K aro , No. 5, 1 dz. 2 85 
Red K aro , No. 10. % 

doz. ________________2 65
M aple F lavo r.

K aro , 1% lb., 2 doz. _ 3 95 
K aro , 5 lb., 1 doz. __ 6 15

M aple and  Cane
K an u ck , p e r  g a l . ___ 1 50
S u g a r B ird , 2% lb.,

2 doz. ____________ 9 00
S u g a r B ird , 8 oz., 4

doz. ______________12 00

M aple.
Jo h n so n  P u r ity , Gal. 2 50 
Jo h n so n  P u r ity ,  4 

doz., 18 oz. _____ 18 50

S u g a r S yrup .
D om ino, 6 5 lb. c an s  2 50 
B bls., bu lk , p e r ga l. 30

T A B L E  SA U CES.
L ea  & P e rr in , la rg e_5 75
L ea  & P e rr in , sm all_3 35
P e p p e r  _______________1 60
R oyal M in t _________ 2 40
T o b a s c o ___ . . . ___ g 75

Sho Y ou, 9 oz., doz. 2 70
A -l,  l a r g e ____________6 76
A -l, sm all ---------------- 3 60
C ap ers  ________________1 80

T E A .
Jap a n .

M edium  ___________ 32@35
Choice ____________ 37043
F a n c y  _____________ 54 @57
No. 1 N ibbs __________ 58
1 lb. pkg. S if tin g s  —  16 

G unpow der
Choice ________________ 28
F an cy  ____________ 38@40

Ceylon
P ekoe, m edium  _____  33
M elrose, fa n cy  --------- 66

E nglish  B re a k fa s t
Congou, M edium  ---------- 28
Congou, C h o ic e _____35@36
C ongou, F a n c y  ------- 42@43

Oolong
M edium  ______________ 36
Choice ________________ 45
F a n c y  _________________ 50

T W IN E
C otton , 3 p ly  c o n e ___  35
C o tton , 3 p ly  b a l l s ___  35
W ool, 6 p ly  ------------------18

V IN EG A R
C ider, 40 G r a i n _____ 28
W hite  W ine, 40 g ra in  17 
W h ite  W ine, 80 g ra in  22

O akland  V in eg ar & P ick le  
Co.’s B ran d s.

O akland  A pple C ider — 30
Blue R ibbon C o r n ------22
O akland  W h ite  P ick lin g  20 

P a c k ag e s  no ch arg e .
W ICK IN G

No. 0, p e r g r o s s -----  60
No. 1, p e r g r o s s -----  85
No. 2, p e r  g r o s s ----- 1 10
No. 3, p e r  g r o s s ----- 1 85
P eerle ss  Rolls, p e r  doz. 45 
R ocheste r, No. 2, doz. 60 
R o ch este r, No. 3, doz. 2 00 
R ayo, p e r doz. --------- 90

W O O D E N W A R E
Baskets

B ushels, n a rro w  band ,
w ire  h an d le s  -------- 1 76

B ushels , n a rro w  band ,
wood h a n d l e s _____1 85

B ushels , w ide b an d  — 1 90 
M arked , d rop  han d le  75 
M arket, s ing le  h and le  80
M ark et, e x tra  -------- 1 35
Splin t, la rg e  ----------- 9 00
S plin t, m edium  -------- 8 50
S plin t, sm all _______ 7 00

C hurns
B arre l. 5 ga l., each  _  2 40 
B arre l, 10 g a l., e ac h — 2 66 
3 to  6 ga l., p e r  ga l. — 16

Egg C ases
No. 1, S ta r  C a r r ie r  5 00 
No. 2, S ta r  C a r r ie r  — 10 00 
No. 1, S ta r  E g g  T ra y s  4 50 
No. 2, S ta r  E g g  T ra y  9 00

Mop S tick s
T ro jan  s p r i n g ------------2 00
E clip se  p a te n t sp rin g  2 00 
No. 2, p a t. b ru sh  hold  2 00 
Ideal, No. 7 _________ 1 90
9 lb. Cot. M op H ead s  1 40 
12 lb. C ot. M op H e ad s  1 80

P a lls
10 q t. G a lv a n iz e d -----2 40
12 q t .  G a lv a n iz e d -----2 60
14 q t. G a lv a n iz e d -----3 00
12 q t. F la r in g  Gal. Ir .  6 75
10 q t .  T in  D a i r y ----- 5 00
12 q t. T in  D a i r y ------6 50

T rap s
M ouse, wood. 4 ho les — 60 
M ouse, wood. 6 holes — 70
M ouse, tin . 5 h o l e s ----- 65
R a t, w o o d ____________1 00
R a t, sp rin g  ---------------1 00
M ouse, sp rin g  ----------  30

T u b s
L a rg e  G alvan ized  —  8 50 
M edium  G alvan ized  7 00 
Sm all G alvan ized  — 6 50

W ash b o ard s
B an n e r Globe ------- __ 5 75
B rass , S ingle ------- __ 6 75
G lass, S ingle --------__7 00
Double P e e rle ss  — 8 25
Single P e e rle ss  ----- 7 50
N o rth e rn  Q ueen __ 6 25
U n iv e rsa l ________ __ 7 50

W indow  C leaners
12 In. ____________ 1 65
14 in . _____________ 1 85
16 i n . ______  - - 2 30

W ood Bowls
13 in . B u tte r  _____ 6 00
15 in. B u tte r  _____ 9 00
17 in. B u tte r  ____ ___18.00
19 in. B u tte r  ____ __ 25.00

W R A P PIN G  P A P E R  
F ib re , M anila, w h ite  06%
No. 1 F ib re  _________07%
B u tc h ers  M a n i l a ____06
K ra f t  ________________09

Y EA ST CAKE
M agic, 3 d o z . _______ 2 70
S u n ligh t, 3 d o z ._____ 2 70
S un ligh t. 1% d o z . __ 1 36
Y east F oam . 3 d o z ._2 70
Y eas t F o am , 1% doz. 1 35

Y EA ST—C O M PR E SSE D
Fleischm an, per doz, 28

Love Stays With Such As Can Keep 
It.

W ritte n  fo r th e  T rad esm an .
The woman who is not happy 

clutched my arm impulsively and ex
claimed:

“Oh, what wouldn’t I give to be 
loved like that!”

“Aren’t you? Well, why aren’t you?”
This was what I wanted to say, 

what perhaps I ought to have said. 
But I didn’t. I think perhaps I nod
ded; but I said nothing.

The man and woman standing in 
front of us, just out of hearing, in 
the railroad station where we were 
waiting for an arriving friend, had 
written all over their faces and man
ner the label, “A happy married 
couple.” There was nothing remark- 
jable about their appearance; they 
were just an ordinary, middle-class 
American man and wife, talking 
quietly as they waited for a train. 
When the time came for her to go 
the husband looked down at her with 
a smile, kissed her good-bye, and 
watched her until, with a parting wave 
of her hand, she disappeared through 
the gateway. Then he turned to leave 
the station, but as he reached the 
exit he looked back at the door 
through which she had gone, smiled 
again as if some trace of her spirit 
still lingered there, and then went out 
into the crowded street.

Then it was that my friend clutched 
my arm and said with great intensity:

“W hat wouldn’t I give to be loved, 
like that!”

Ever since I have been thinking 
about that little commonplace episode, 
and always I come out with the same 
answer. If I am not lovable, I have 
no right to complain that I am not 
loved. My friend who is not happy 
would like to be beloved, but she is 
not willing to pay the price. H er life 
is devoted to a restless search for her 
own comfort, her own amusement. 
She wants the people about her— 
mother and father, husband and chil
dren, and friends—to bend every in
terest to her ups and downs of mood 
and taste and physical enjoyment. 
She would like to have Prince Charm
ing always kneeling at her feet, or in 
large, dramatic ways laying down his 
life for her. That kind of grasping 
always comes back with empty fingers.

She is loved far more than she 
thinks she is, but it is characteristic 
of self-centered people that they do 
not appreciate what they have. To 
recognize the love tha t is given to 
you you have to see it through the 
eyes of your own love. I t is true— 
more is the pity!—that we can be the 
beneficiaries of love without recogniz
ing it or giving in return; love is in

deed sometimes showered upon un
deserving heads.

Marriages, real ones, no doubt are 
made in heaven, but they have to be 
carried out on earth, and life on earth 
is made up of little things, happening 
one after another in the course of 
commonplace days between and in
cluding Sundays. Happiness in mar
riage, like happiness in any other re
lation of life, has to express itself in 
the many small things of life. And in 
the long run there cannot be any real 
happiness anywhere without love.

More than that, however much you 
may be beloved, you cannot realize 
it unless you love in return. The sat
isfaction of love is not in receiving 
but in giving. The love that gives is 
the love that brings knowledge, of its 
return. Indeed. I think that kind of 
love gives without any bargaining 
spirit, without demanding any return.

As I think over the men and women 
whom I know who somehow have 
failed to keep the love with which 
it seemed they began their life to
gether, I cannot recall any case in 
which the reason is not quite plain 
upon the record. In every instance 
one of them has ceased to  be or to 
do that which once earned love. Some
times both have failed.

There are people who seem to have 
been born naturally lovable; they go 
about collecting other people’s love 
without effort and without deserving. 
Few of US' have tha t gift. Most of us 
have to work for it. You can pump 
water up hill, although, even so, you 
have to have a reservoir to make it 
stay there. But mutual love is like 
electricity. It requires a completed 
circuit. You oould see in the faces of 
that couple in the railroad station that 
each gave and each took back the gift 
an kind. Each loved and because he 
loved recognized the love that re
turned.

You have no right to complain that 
you are not “loved like that,” unless 
you are not only “loving back,” but 
doing everything in your power to 
earn it—by being lovable.

Prudence Bradish.
(Copyrighted, 1922.)

The Unconquerable Soul.
O u t of th e  n ig h t th a t  covers m e,

B lack  a s  th e  p it from  pole to  pole,
I th a n k  w h a tev e r  m ay  be 

F o r m y u n conquerab le  soul.

In  th e  fell c lu tch  o f c ircu m stan ce  
I have  n o t w inced o r c ried  aloud.

Tinder th e  b ludgeonings of chance  
M y h e ad  is  bloody b u t unbow ed.

B eyond th is  place of w ra th  a n d  te a rs  
Loom s b u t th e  H o rro r  of th e  Shade,

A nd y e t th e  p a ss in g  of ¿ h e  y e a rs  
F in d s  a n d  sh a ll find m e u n a fra id .

I t  m a tte r s  n o t how  s tra ig h t  th e  ga te , 
H ow  ch arg ed  w ith  p u n ish m e n ts  th e  

scro ll;
I am  th e  m a s te r  of m y fa te ;

I am  th e  c ap ta in  o f m y soul.
W illiam E. Henley.
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Opinions of Expert on Lincoln Car 
Situation.

El Cajon, Calif., Feb. 15—The re
duction in the price of the Lincoln 
car ought to make it the best buy 
now on the market at from $3,000 to 
$4,000; $3,300 will yield a good manu
facturing profit, considering the price 
ford has acquired the assets. There 
is no doubt a considerable quantity 
of material available for making up 
cars such as had been planned for a 
year’s production. All this material 
has cost practically nothing, and when 
you take into consideration the fact 
that a finished Lincoln could not 
have cost over $2,000 at the shipping 
room door and that uncompleted 
cars would not represent more than 
$1,200 each, to which you must add 
cost of tires and labor (not over 
$500) you have the approximate cost 
of a ford-Lincoln, “Leland-built,” un
der the re-organization of the outfit.

Three thousand three hundred is 
just $100 more than I calculated the 
car, under new conditions, could be 
sold for a profit to the new outfit 
if the receiver received less than nine 
million. From the new list price a 
25 per cent, reduction must be calcu
lated, to get the probable price the 
factory will get for its next years 
production. In my opinion, every 
dollar the new organization gets in 
return for each car over $1,700 will 
be clear profit, with the possible ex
ception of the cost of administration 
of the business.

By the time all this material has 
been made up and sold, the ford 
methods will be in full sway, and if 
Henry ford can’t duplicate the “Lin
coln-built” product, with all that per
fect make-ready, and the class of 
tools I am sure Henry Leland must 
have been equipped with, for $1,700, 
including selling and administrating 
costs, I am no guesser.

W ith 150 selling organizations in 
the field already, doing an average 
of a car each per month (an extreme
ly low estimate) the sale of at least 
1800 cars is assured for the first 
twelve months. If the ford-Lincoln 
don’t clear up over one and a quarter 
million on that $8,000,000 investment 
during 1922, I shall be very greatly 
surprised. And the season for them 
may be no better than 1921 at that; 
it ought to be better.

During this first year, which must 
be a cleaning up one, it will be cheap
er to complete every car just as was 
contemplated than it would be to 
make changes. Therefore, the prod
uct ought to be the equal of all that 
has gone before. As a “buy’ for real 
service it looks goods to me at the 
price set for touring cars. The en
closed jobs are still too high. The 
spread between the best Sedan body 
and the best touring body that can 
be made, as a stock proposition, 
should not exceed $275 and $250 will 
cover it if an equal number of each 
are produced.

Should the public take the above 
cold blooded view of the new ford- 
Lincoln outfit, the sales will be in 
excess of probable production.

If the public do not support the 
organization with a liberal patronage 
I shall feel they have no confidence 
in the merger of interests involving 
representative of extremes in policies 
as in this case.

Those who know the men, know 
that Henry ford is for all that spells 
“cheap,” while Henry Leland is for 
all that spells quality, regardless of 
cost or expense. His “extravagance,” 
as most his old associates have called 
it, has wrecked, financially, every con
cern he has had the management of, 
except the Cadillac, and it came very 
near putting them on the rocks.

Henry Leland has always been ex
travagant in his “tooling up” expense, 
in the belief that perfect tools in the 
hands of ordinary mechanical hands 
eliminate the human element of error 
and produce perfect or near-perfect 
results. I always agreed with him on

that point, but I never did believe in 
the men who designed and engineered 
his product. Had he tried out the 
product of his designers and proved 
its correctness, before tooling up and 
then followed the ford policy of stick
ing to a good thing as long as he 
could increase sales, his success 
would have been sure. But as soon 
as he saw something he believed in, 
he assumed his judgm ent to be in
fallible, and at once spent hundreds 
of thousands on make-ready, before 
knowing the product was right and 
free from defective design.

Henry ford will never stand for 
expensive tooling up for changes in 
present design, if it has proved satis
factory from a service and selling 
point. He will find some way to 
produce cheaper by high efficiency 
factory methods. Henry Leland will 
have hard work to adjust his ideas to 
those of ford’s. Things will go all 
right until the end of the clean-up 
of present inventories. Then I im
agine friction may result, if Henry 
M. is alive or if ford stills rules, but 
if the two sons are it, no telling the 
result. Ford is about 60, while H. M. 
must be nearly 20 years his senior. 
W. C. L. is about 40 to 45, while 
Edsell is under 30. If the older heads 
should pass out, the younger ones 
will not remain bed-fellows long.

This modern co-operative spirit of 
helping one another, or rather the 
strong helping the weaker in times 
of stress, is more or less selfish or 
business-like. Business men long 
since learned that it would be far 
less expense to extend a helping-hand 
to a sinking fellow merchant in times 
of depression than to have the m ar
kets demoralized for months by bank
rupt or fire stocks.

I remember William L. Smith (un
der whom I got my early commercial 
training) of Smith, Bridgeman & Co., 
of Flint, advocating this policy th ir
ty-five years ago. It was always one 
of Geo. K. Birges’ ideas, and I recall 
how he wanted to save the Thomas 
Auto Co., but Clifton, the ultra-up
right, religious, was opposed, and for 
no reason except jealousy. Durant 
was another who would go to the 
aid of unfortunates in the belief that 
the preventing of failures had a bene
ficial effect on the stock m arket of 
the industry. W hen he started to 
build up General Motors, he saved 
Welsh, Oldsmobile, Oakland, Elmore 
and others, by merging them and 
thus avoiding the ill effect failures 
would have on financial sources.

J. Elmer P ratt.

Gracious Tribute To Late Partner.
E. Kuyers and F. L. Longwood, 

who have conducted a general store 
at Grant for the past seven years un
der the style of the Kuyers-Long- 
wood Co., have dissolved partnership, 
Mr. Kuyers retiring. The business 
will be continued by Mr. Longwood 
under his own name. In announcing 
the change in the local newspaper Mr. 
Longwood pays the following gen
erous tribute to his late partner:

He was a great fellow. He was my 
partner. He stood by me in all my 
business deals. He helped me get the 
money. He shared the risks. He was 
a great man to talk things over and 
help with a word or two of timely ad
vice. He was partner and I was busi
ness manager, and so he never dic
tated to me, but it was a great help 
just to have him around and get his 
opinions on things. Some times we 
made money, and then he was glad as 
well as I, and sometimes we lost in a 
deal, and then wihat a partner he was! 
He never put on a sour face or sug
gested that I ought to have done dif
ferently. He took his share of the 
loss and his share of the blame as 
well, even though the blame was all 
mine. We made money, he and I to
gether. A iman could not help it with 
such a partner as he.

FO R  SA L E  IN  D E T R O IT  — DRY 
GOODS S T O R E  A ND LOCATION, w ith  
a  fou r a n d  a  h a lf y e a r  lease  a t  re a so n 
ab le  re n t, o n e -h a lf  o f block w ith  60-foot 
fro n tag e  by  51 ft. deep, 12% ft. ceiling. 
N E W , M ODERN an d  in th e  G rand  R iver 
A venue d is tr ic t,  in  a  th ick ly  popu la ted  
ne ighborhood  w ith  A m erican  people. R e 
m a in d e r o f block is  occupied  by  one of 
D e tro it’s la rg e s t g ro ce ry , m e a t a n d  d ru g  
s tre s . S tock  e n tire ly  new , an d  $4,000 
to  $13,000 w ill hand le  it. F o r  fu r th e r  
in fo rm atio n  w rite  M. A. W illiam s, 4366 
T irem an  Ave., D e tro it. 663

B u sin ess  P a r tn e r  W an ted —H av e  a  
dan d y  t ire  an d  acce sso ry  b usiness. D id 
$33,000 cash  la s t  y ea r , co u n ty  s e a t  tow n. 
N eed a  p a r tn e r  to  ta k e  ac tiv e  a n d  fin an 
cial in te re s t. R equ ire  $7,000 to  $8,000. 
P re fe r  tire  o r b a tte ry  ex p ert. T h is  w ill 
b e a r  s tr ic te s t  in v estig a tio n . A ddress No. 
664, c a re  M ichigan T rad esm an . 664

W an ted —To buy  g e n e ra l s to ck  in  live 
tow n. N o t to  exceed  $10,000. A ddress 
No. 665, c a re  M ichigan T rad e sm a n . 665

I hav e  $1,000 to  $50,000 to  in v e s t in 
m erch an d ise  s to ck s . W h a t have  you to 
offer. W rite  o r  w ire  W . K laassen , 354 
So. D ivision, G rand  R apids, M ich. 666

W an ted —L ad y  co rse tie r re  to  ta k e  
ch arg e  a s  m a n a g e r  an d  b u y e r o f the  
c o rse t d ep a r tm e n t. M u st have  e x p e r i
ence an d  recom m endations. O ur s to re  
is loca ted  in  a  M iddlew est c ity  of a  
h u n d red  th o u san d  in h a b ita n ts . P lease  
rep ly  to  M ichigan T rad esm an , Box. 667.

667

F o r  Sale—G eneral s to ck  an d  fix tu res  in 
sm all tow n. $4,000. A ddress  No. 668, 
care  M ich igan  T rad esm an . 668

D ry  Goods S tock  W an ted —A ny one 
h a v in g  a  good d ry  goods s to ck  ($10,000 
to  $25,000) w ho w ishes  to  conso lidate  it 
w ith  a  la rg e  d e p a r tm e n t s to re  in live 
tow n 5,000 people shou ld  w rite  to  Box 
669, care  M ichigan T rad esm an . 669

FO R  SA L E —STO CK  O F G E N E R A L  
M E R C H A N D ISE . C oun ty  sea t, p opu la 
tion  3,500. Splendid  schools, chu rches , 
e tc . Y early  sale  over $50,000. $10,000
cash  can  hand le  th e  b u siness . F o r  p a r 
tic u la rs , ad d re ss  C lay  H . B u rn e tt,  G irard , 
K an sa s . 67°

G eneral S tock  W an ted —W ill tra d e
m odern  s ix -f la t a p a r tm e n t w ith  a ll im 
p ro v em en ts  fo r c lean  s to ck  m erchand ise , 
an y  size. W ill p ay  difference in  cash . 
A ddress B. R u b en stien , 4167 B elv idere, 
D e tro it, M ich. 671

M ea t M ark e t—O p p o rtu n ity  of a  life 
tim e  to  g e t m e a t m a rk e t o u tfit com plete. 
E x ce llen t m a n u fa c tu rin g  W isconsin  city , 
su rro u n d ed  by  fine s to ck  ra is in g  co u n try . 
All s e t  to  s tep  r ig h t  in  an d  do b u siness . 
W ill sell a b o u t o n e -th ird  co st o f new  
eq u ipm en t. If in te re s ted , s tep  lively. 
I t ’s  a  b ig  sn ap . P a r tic u la rs ,  w rite  A. R. 
H en sle r, 671 L ake  Ave., B a ttle  C reek, 
M ich. Bell phone No. 131M. 672

F o r Sale— A b ak ery , soda  fo u n ta in  an d  
g ro ce ry  com bined, in  a  n ice tow n in 
N o rth e rn  M ichigan. A ddress  No. 673, 
c a re  M ichigan T rad esm an . 673

F o r  Sale—M eat m a rk e t a n d  g ro ce ry  
do ing  a  good b u sin ess , lo ca ted  n e a r  a  
s tr in g  o f lak es  in  S o u th e rn  M ichigan. 
W ill sell a ll o r p a r t .  A ddress  N o. 653, 
care  M ich igan  T rad esm an . 653

F o r  Sale—G rocery  s to re  an d  co ttag e  
com bined, a t  W olfe L ake , Jack so n , M ich. 
L a rg e  icehouse full of ice for sale to  c o t
tag e rs , 2% lo ts, fix tu res  an d  bu ild ings 
good ace ty lin e  p la n t in good shape . F in e  
su m m er proposition . All for $2,800. A d
d ress  E. D avis, 601 N ew  Y ork  S t., J a c k -  
son, M ich. __________658

F o r Sale—C onfectionery  bu sin ess  in 
live tow n of 1,200. Only s to re  o f its  
k ind  in tow n. W ell e s tab lish ed  trad e . 
M ust sell on acco u n t of poor h ea lth . F . 
M. L oder, R eal E s ta te  E xchange , H om er, 
M ich. 661

R E B U I L T
CASH R EG ISTER  CO., Inc.

Dealers In
Cash Registers, Computing Scales. 
Adding Machines, Typew riters And 
Other Store and Office Specialties. 
122 N. W ashington, SAGINAW, Mich. 
Repairs and Supplies for all makes.

1000 le tte rh e a d s  o r envelopes $3.75. 
C opper Jo u rn a l, H ancock , M ich. 150 

W ill pay  cash  fo r w hole s to re s  o r  p a r t  
s to ck s  o f m e rch an d ise— L ouis L ev insohn , 
S ag inaw , M ich. 998

F o r  Sale—M an u fac tu rin g  bu ild ing  a t  
P o r tlan d , M ich. 12,000 sq u are  fee t floor 
space . $2,500 cash . W rite  A. A. M eeth, 
P o r tla n d , M ich.______________________ 648

F o r  Sale—30 lb. c ap a c ity  scale , p ra c 
tica lly  new . $100. D ickery  D ick, M us- 
kegon, Mich._________________________ 649

W an ted —To buy  n ea rly  new  g ro ce ry  
re fr ig e ra to r . M ust be good size, an d  in 
f irs t-c la ss  cond ition . W rite  descrip tion  
a n d  p rice . W ise & Sw itzenberg , A lle
gan , M ich. 645

Bell Phone 596 Cltz. Phone 61366
JOHN L. LYNCH SALES CO.

SP E C IA L  S A L E  E X P E R T 8  
E x p e rt A dvertis ing  

E x p e rt M erchandising  
209-210-211 M urray Bldg. 

GRAND RAPIDS, MICHIGAN

P a y  sp o t cash  fo r c lo th ing  an d  fu rn ish 
ing  goods stocks . L. S ilberm an , 274 E a s t  
H ancock , D e tro it. 566

If  you a re  th in k in g  of go ing  in to  b u s i
ness , selling  ou t, o r m ak in g  a n  exchange , 
place a n  a d v e r tis em e n t in  o u r  business 
ch an ces  colum ns, a s  i t  w ill b rin g  you 
in  touch  w ith  th e  m an  fo r w hom  you a re  
looking—T H E  B U SIN E S S MAN.________

S alesm en—P rofitab le  s ide  line. C arry  
sam ples  in  pocket. A ddress C opper J o u r-  
n a l, H ancock . M ich._________________ 574

F o r Sale—C ash  re g is te rs  a n d  s to re  fix
tu re s . A gency fo r S ta n d a rd  com pu ting  
sca les. D ickery  D ick, M uskegon, M ich.

643

E x ch an g e—280 ac res , 8-room  house, 
b a rn s , silos, o rch a rd , e tc . W an t s tock  
of goods o r b u sin ess  p ro p erty . D eCoudres, 
B loom ingdale, M ich.________________ 655

ONLY b lack sm ith  an d  w agon shop in 
th e  tow n, all tools necessa ry , good fa rm 
in g  co u n try , on t ru n k  line, doing  good 
b u siness . M ust be sold a t  once, fo r cash  
o r m a rk e tab le  p aper. A ddress W . B.
Pool, L u th e r , M ich._________________656 _

G rocery  S to re  a t  O naw ay—O w ner r e 
tir in g  o f old age. S to re , house, ice 
house a n d  o th e r  bu ild ing . All fo r $2,500 
cash . F red  Y eager, O naw ay, M ich. 654

SECOND-HAND SAFES
We are always in the market for second-hand 

safes.
Send us detailed description, including date of 

purchase, name of manufacturer, inside and 
outside measurements and general appearance 
and we will make you an offer.

GRAND RAPIDS SAFE CO.
GRAND RAPIDS, MICH.
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Both Wheat and Flour in Strong 
Position.

W ritte n  fo r th e  T rad esm an .
During the week just passed wheat 

has scored an advance of c per
bushel, reaching new high marks for 
the crop.

Liverpool has advanced 35c per 
bushel in the past three weeks and the 
tendency still appears to be upward.

Argentine and Winnipeg have, also, 
shown strength right along, so our 
domestic m arket is in line with world 
markets and no material reduction 
from present prices is to be expected 
unless the crop news should take a 
radical turn.

Bullish reports are still coming in. 
The Kansas crop has had no moisture 
and weather reports indicate there 
will be little, if any, rainfall within the 
next week or ten days in that section.

The weather has been particularly 
unfavorable for the crop in the Cen
tral States and, undoubtedly, material 
losses have been sustained, although 
to just what extent the wheat has suf
fered will not be known until the ice 
conditions have cleared up and plant 
growth is renewed in the spring.

The estimates on the Argentine crop 
now are 156,000,000 bushels, or 31,- 
000,000 less than last year. The 
Australian crop is short 30,000,000 
bushels, compared to a year ago, and 
it now appears that 750,000,000 bushels 
of wheat for the United States will be 
a big crop, based on the condition of 
winter wheat and the estimates on 
spring seeding. However, it is still 
too early to get a really accurate line 
on this.

B. W. Snow, crop expert of the 
Bartlett-Frazier Co., in commenting 
on winter wheat crop conditions, says: 
“I have refrained from making any 
statement concerning the Kansas 
wheat crop, because it is unsafe to 
draw positive conclusions at this 
stage of development. I am receiving 
daily reports from special observers 
in different parts of the State, and 
while they continue to be very dis
couraging, I regard it as too early to 
justify any definite statement covering 
the State. In my whole experience, 
however, I have never known such 
general agreement among observers 
as to the critical position of the Kan
sas crop in the W estern third of the 
State. There is still chance for im
provement, but perfect weather con
ditions will be needed to nurse a 
plant of such weak vitality.”

Present prices are fully warranted, 
based on the present outlook. In 
fact, if as much damage has actually 
been done as stated, $1.50 wheat will 
certainly look cheap. It is a crop 
news market and will be for sometime, 
as neither the domestic or foreign de
mand is excessive; although, both are 
improving, on flour particularly.

We can see no reason for a change 
in policy of buying to cover four or 
five weeks’ requirements. This ap
pears to be far enough ahead to pur
chase, as it will protect the trade 
against resales and probably show 
them a market profit on the transac
tion and, on the other hand, would 
not cause the purchaser material loss
es in event more favorable crop news

should develop and a reaction to a 
little lower basis set in.

It will pay the trade to watch the 
crop news. Additional damage will 
result in considerably higher prices; 
improved conditions will cause some
what of a decline. However, both 
wheat and flour are in an exceptionally 
strong position, and the sources of 
information covering crop conditions 
are thoroughly reliable, indicating ma
terial damage has been actually done. 
This, together with a dwindling world 
surplus, as indicated by Broomhall’s 
statement o f a week or ten days ago, 
indicates American wheat is going to 
be in excellent demand.

Lloyd E. Smith.

Review of the Produce Market.
Apples—W agner, Greenings, Spys, 

Baldwins and Russets command $9@ 
10 per bbl.; cooking apples, $8 per 
bbl. Box apples from the Coast com
mand, $3.50@4 for Jonathans and 
Spitzenbergs.

Bagas—Canadian, $2 per 100 lbs.
Bananas—7c per lb.
Beets—$1.25 per bu.
Butter—The make of fresh butter 

continues to be liberal for the season. 
Stocks of storage are considerably in 
excess of what they were a year ago. 
The market is steady on the basis of 
present quotations. The consump
tive demand is increasing to some ex
tent. We do not look for any fur
ther decline at the moment. Prices are 
ranging considerably under a year 
ago. We are likely to experience a 
decrease in the production and if we 
do have any change in price it is like
ly to be a slight advance. Local job
bers hold extra creamery at 34c in 63 
lb. tubs for fresh and 32c for cold 
storage; 35c for fresh in 40 lb. tubs. 
Prints 24c per lb. Jobbers pay 15c 
for packing stock.

Cabbage—$4 for home grown; Cali
fornia, $3 per crate of about 75 lbs.; 
Texas, $4 for 100 lbs.

Carrots—$1.25 per bu.
Cauliflower—California, $3.75 per 

case of one dozen heads.
Celery—California, $11 per crate of 

6 to 7 doz.; Jumbo, $1.20 per doz. 
stalks; Florida, $6 per crate of 4 to 
6 doz. stalks.

Cucumbers—Illinois hot house com
mand $3.50 per doz. for extra fancy 
and $3 for fancy.

Eggs—The market price has re
ceded 7@8c per dozen during the past 
week. Local dealers now pay 25@26c 
for fresh. The receipts are increasing 
as the season advances and the prices 
depend considerably on weather con
ditions. The consumptive demand is 
absorbing the supply on arrival.

Grape Fruit—Florida stock sells as
follows:
36 ____________________________$4.50
46-54 __________________________4.75
64-70-80 _______________________ 5.00
96 ____________________________ 4.50

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

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

Lemons — Present quotations of 
Sunkist are as follows:
300 size, per b o x ------------------- $7.50
270 size, per b o x ------------------- 6.50

240 size, per box --------------------- 6.50
Choice are held as follows:

300 size, per box --------------------$7.00
360 size, per box --------------------- 6.00

Lettuce—H ot house leaf, 15c per 
lb.; Iceberg from California, $6.50 per 
crate.

Onions—California, $9.50 per 100 lb. 
sack; home grown, $9 per 100 lb. 
sack; Spanish, $4 per crate.

Oranges—Fancy California Navels 
have advanced 25c per box. Present 
quotations are as follows:
90 and 100 ___________________ $6.75
150, 176 and 200 ________________ 6.75
216 __________________________6.75
252 ________________________  6.75
288 ________________________  6.25
324 ________________________  5.75

Choice Navels sell for 50c per box 
less than fancy.

Parsley—60c per doz. bunches.
Peppers—Florida, $1.25 per basket.
Pineapple—$9 per crate for Cubans.
Potatoes—The market is weak. Lo

cally potatoes are selling at $1.40 per 
bu.

Poultry—The market is stronger 
and higher. Local buyers pay as fol
lows for live:
Light fowls ____________________ 16c
Heavy fowls ___________________ 25c
Light C h ickens_________________ 16c
Heavy Chickens, no s t a g s -------- 25c

Radishes—85c per doz. bunches for 
home grown hot house.

Spinach—$2.50 per bu. for Florida.
Squash—$2.75 per 100 lbs. for H ub

bard.
Sweet Potatoes—Kiln dried Georgia 

command $2.25 per hamper.
Tomatoes—$1.50 per 6 lb. basket 

from California.

Corporations Wound Up.
The following Michigan Corpora

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

Twin Falls Land Co., Iron Moun
tain.

Berrien Sand & Gravel Co., Benton 
Harbor.

Michigan Poultry Farm, Lansing.
Swisher Grocery Co., Ann Arbor.
Strand Photo Play Co., Flint.
Princess Mfg., Co. Flint.
W. H. Sink Co., Detroit.
Old Colony Land Co., Detroit.
M. A. Hayward Co., Detroit.
Fenn Realty Co., Detroit.
Riverside Land Co., Jackson.
Grand Rapids Wicker Novelty Co.,

Grand Rapids.
Adrian-Wolverine Oil Co., Adrian.
N. E. Hubbard Co., Battle Creek.
Roseland Realty Co., Detroit.
New H'aven Elevator Co., New

Haven.
Northwestern Detroit Land Co., De

troit.
Abbey-Scherer Co., Detroit.
Mosser Drug Co., Detroit.
Dr. Lape Veterinary Co., Adrian.
Rex Plating W orks, Detroit.
Melvic Enameling Co., Detroit.
Lillteton & Graham, Bad Axe.
Barnes Printing Co,. Royal Oak.

Liquidation of Farm Wages.
Along with the better prices which 

farmers are now receiving for most 
of their products the constantly low
ering costs of production should also 
be taken into account. Cheaper auto

mobiles and gasolene are a minor 
factor, but the recent cut in the prices 
of tractors will prove a big help. 
Even more im portant has been 
the sweeping decline in the cost of 
farm labor. According to statistics 
recently compiled by the Department 
of Agriculture, farm wages in the 
United States fell approximately 37 
per cent, during 1921. I t is pointed 
out that this decline has not neces
sarily lowered the standard of living 
of farm labor, inasmuch as it is large
ly offset by the reduction in the prices 
of the foodstuffs which this kind of 
labor usually buys. While retail 
prices of food dropped only 27 per 
cent, during the year, the farm labor
er generally buys his staple supplies 
from his employer at approximately 
wholesale rates, and the average de
cline of wholesale prices is estimated 
at 40 per cent. While the pay of 
farm labor has declined more rapidly 
than that of industrial workers, there 
is little likelihood at present of labor
ers being drawn from the farms to 
the manufacturing centers, as the 
supply of workers in these districts 
already exceeds the demand.

Cowardly Forms of Blackmail.
Kalamazoo, Feb. 21—The greatest 

business boom in the history of the 
United States is but a few weeks 
ahead. Are you prepared for it? Have 
you replenished your stock? How 
about your plans for securing help? 
Are you going to add to your word
ing force now that labor is cheap ana 
plentiful, or are you going to wait 
until it is scarce and wages higher? 
Think this over, and don’t get caught 
short-handed with men or material 
when the boom starts.

“Do your own stuff.” You were 
capable and brainy enough to build 
up your own business; now run it 
yourself, and don’t he kidded by a lot 
of self-appointed “experts.” Two 
years ago they mulcted you out of 
thousands of dollars under the 
specious plea of “fighting the peril of 
bolshevism.” To-day they are graft
ing off you to fight this so-called un
rest! Investigate these “experts” and 
you will find that 99 per cent, of them 
could not make good in the newspaper 
game, so they turned to publicity 
work and welfare. They have not 
only frightened you into turning over 
thousands of dollars, but they are 
virtually running 90 per cent, of the 
business in the United States and 
have actually set up a super-govern
ment and by systematic patriotic 
blackmail are costing you twice as 
much in contributions to  their various 
“causes” as it costs to  maintain our 
real government.

The more cowardly form of black
mail is either for some so-called 
charity or for relief of the ex-service 
men. No m atter ihow much you feel 
that this is simply a “gyp” pure and 
simple, you do not wish to place 
yourself on record as withholding 
your aid, although you know deep in 
your heart that at the most but 10 
per cent, of your money will reach 
the point for which it is solicited. 
Look up most of these agencies that 
are always seeking contributions and 
you will find that they are conducted 
for personal reason more than for the 
benefit of those for whom they are 
intended. F. L. Elliott.

Escanaba—L. K. Edwards, Inc., 
has been incorporated to deal in 
autos, accessories, parts, supplies, 
oils, gasoline, etc., with an authorized 
capital stock of $50,000, all of which 
has been subscribed and paid in in 
cash. The business will be conducted 
at 601 Ludington street.



Why not control 
in your town, the 
exclusive sale of 

the finest line of teas 
and coffees in the 
country?

Write us about 
our SOLE AGENCY

Chase & Sanborn
CHICAGO

PIR£ TORNADO

BETTER INSURANCE
A T

LESS COST
During the year 1920 the companies operating thromgh

The Mill Mutuals Agency
paid more than $4,000,000 in dividends to their policy 

holders and $6,300,000 in losses.

How do they do it?
By INSPECTION and SELECTION

Cash A ssets O ver $20 ,000 ,000 .00

W e Combine
STRENGTH and ECONOMY

T H E  M IL L M U T U A L S
AGENCY

12« W. Ottawa St. Lansing, Michigan

ASK YOUR JOBBER FOR

Hart Brand Canned Foods
HIGHEST QUALITY

Our products are packed at seven plants in Michigan, in the finest fruit and vegeta 
belts in the Union, grown on lands close to the various plants: packed fresh from the fields 
and orchards, under highest sanitary conditions. Flavor, Texture. Color Superior.

Qualify Guaranteed

The HART BRANDS are Trade Winners and Trade Makers
Vegetables—Peas, Corn. Succotash. Stringless Beans. Lima Beans. Pork and Beans. Pumpkin. Red 

Kidney Beans. Spinach, Beets, Saur Kraut, Squash.
Fruits:—Cherries. Strawberries. Red Raspberries. Black Raspberries. Blackberries. Plums. Pears. Peaches.

W. R. ROACH & CO., Grand Rapids, Mich.
Michigan Factories at

HART, KENT CITY, LEXINGTON, EDMORE, SCOTTVILLE, CROSWELL. NORTHPORT



What about the
| G A S O L I N E
i you use?
== T p  VERY motorist knows that all gasoline is not alike: You have reason-
=E JC# able assurance that the quality of most gasoline sold under a well
EE known trade name will remain constant, but trouble creeps in where you
|1  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
H deliberately tampered with his product. What we do mean to say is that
H gasoline varies according to the methods used in its manufacture, and the
E= raw material from which it is made.
H This company on account of its immense resources can truthfully say
H the Red Crown Gasoline never varies, except as seasonable changes call for
H variation.
EE It is also well to consider that the gaso line to which you have your car-
11 buretor adjusted may not even be on sa le  in the next town or state, that too
H is a source of annoyance.
EE So we say, what about your gasoline? Is it always the same, and can
§§ you buy it everywhere?
H Red Crown Gasoline can be bought everyw here. Once your car-
§= buretor is adjusted to Red Crown there need never b e  any necessity for
=E changing, because Red Crown can b e  bought every  few blocks in the city
| |  and every few miles in the country, wherever you go, and its quality never
EE changes.
E= It is a universal fuel.

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

CHICAGO U. S. A
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