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Soldier and statesman, rarest unison;
High-poised example of great duties done
Simply as breathing, a world’s honor worn
As life’s indifferent gifts to all men born;
Dumb for himself unless it were to God,

But for his barefoot soldiers eloquent,
Tramping the snow to coral where they trod,
Held by his awe in hollow-eyed content;

Modest, yet firm as Nature’s self; unblamed,

Save by the men his nobler temper shamed;

Not honored then or now because he wooed

The popular voice, but that he still withstood.

Broad minded, higher souled, there is but one,

Who was all this, and ours, and all men’s
W ashington!

James Russell Lowell.
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SALES TAX INEXPEDIENT.

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. It 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 Harding 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 Harding’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 mar-
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. With 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 must 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.
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THE 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.

WHAT IS MATTER WITH 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. When 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, | have read
and enjoyed your paper very much
and would not be without it. It 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 Western Michigan
territory about a quarter of a century
for mthe Hazeltine & Perkins Drug Co.,
is now on the road in Western Wash-
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 lowa,
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
;ype but winter travelers who are
orced 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. o .

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 West spent Wednesday night
at 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. B)é the way, dont
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 timers that a sec-
ond helping is cheerfully supplied for
the asking. This price reduction comes
as a pleasant surprise to the traveling
fraternity.

William 1. Millar, representing the
Mueller Furniture Co., started on Feb.
14 for an extendedltrip 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
gaplds branch of the National Candy
0.

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 of busi-

MICHIGAN

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 Ot-
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 Ot-
sego, has made no permanent plans
for the future.

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

In Appreciation of the Michigan Tradesman.

If you want to play the game
With a fair untarnished name,
And be square in all your dealings;
You can learn the way to do it
If you’re willing to pursue it,
Prompted by your better feelings—
From the Tradesman.

Would you see all sham supressed,
Would 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,
And accumulate the dimes,

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

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

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 Wawatam, equipped as it
is with all the jmodern 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. o
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-

Reuben Hatch.

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

pe_?_ple.
o0 the West 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. It is now possible to make
almost a complete circuit of the
Northern Peninsula West from St
'I\(h;na_ce_to the manufacturing town of
anistique 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 jmost-
ly cement with some gravel and the
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going is good to Iron Mountain and
Iron River. Then there is a lon
trail Westward to Ironwood an
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 West of
which is Lake Superior. Yes, Lake
Superior is ion the West 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. It 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. L :
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 Newberrz..
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 da?/.
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 '80s. About 1884
the City of St. lgnace 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 Port Arthur, where
she kept the lake open to winter
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 Wawatam 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 North shore in calm
weather it is possible to wade out a
mile or more over beautiful white
sands. Water on the South bank is
shallow for a similar distance, Ine
current, however, reaches a,speed ot
six miles an h9UF 9YQO greater
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during a Western gale, and these
things have giot 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. What
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-
Fortant town in your own State. His
ack of knowledge on the subHect is
pathetic, to say the least. While it is
true that 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 writer 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 most of those who
have lived here all their lives. In
closing, permit 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.
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Loafin
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 matter 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. Other items of expense you can
trace to them. Why, then, shouldn’t these shelf-warmers be given the same summary
treatment 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 whole story in a nut shell. This iswhy the
buyer of good merchandise is getting the business, while
the buyer of cheap merchandise is complaining.

This is why our Company has insisted all of these
years that the contents of the package should be the best
of its kind that money could buy.

This is why Worden’s goods — Quaker Brands,
Nedrow Brands and our other lines are found on the
shelves of successful merchants and are trade builders.

W orden H rocer Companyv

Grand Rapids—Kalamazoo—Lansing

The Prompt Shippers
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MOVEMENT OF MERCHANTS.

Flint—Weiner & Kroll, boots and
shoes, has filed a petition in bank-
ruptey.

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. Mclintyre &
Sons recently opened a sales office.
Their headquarters are at Pine BIuff,
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 Westminster
avenue, has filed a petition in bank-
ruptey.

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
Dubinsky), shoes and general mer-
chandise, is offering to compromise
at 30 per cent.

Royal Oak—The Mellen Wright
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 West 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 West
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.

(Johnson &
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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 & Ch. 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 Wailliam
Rice have purchased the store build-
ing and grocery stock of H. G. Price,
308 West Ludington avenue, and will
conduct the. business under the style
of Rice Bieos.

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. Ware 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 Watkins, 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
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bankrupt stock of drugs from the
trustee, E. T. Van Ostrand. Mr.
Peet conducted one of the leading
drug stores it 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 Cbh. HaS
increased its capital Stofck froiii $450,-
000 to $lofto,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 Manufacturing Co.
Detroit—The New Egyptian Port-
land Cement Co., 408 West Fort
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 Wilhelm 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.

lonia—The Michigan Porcelain Tile
Works 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—The 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-
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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 bééri fetibSéfihed
and paid in, $500 in cash and $2,000
in property.

Uédar Springs—The Eclipse Atttd
Signal Co., hfc§ oéért 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 tash 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 jifbPéjrty.

Détioit—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 a Stock tompany under thé Stiyé
of thé Chris ianiith & SdnS Bdat Cb.;
with an authorized capital stock Bf
$10;000, $8,000 6f which haS heén Sub-
scribed and paid in in cash.

Férndale—Thé Hayes-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 and sell advertising
novelties, toys, toy balloons, fete., with
an authorized capital stoék é&i $140,-
000 common and $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 important products. The local
market for live stock is regarded as
of importance to the farmers of the
territory.

000 t

Some store in town is getting the
cream of the trade in your line, and
if yours is not that, store, why isnt it?
Think it over..
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Essential Features of the
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 5¢ 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 of 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 at 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. With a light movement offer-
ings here appear to be ample, but
well posted observers declare that the
available supplies are limited and will

Grocery

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-
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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 writ-
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 West, 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 at 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 West is upward,
which gives local dealers confidence.
Lobster and crab meat 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
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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,
jbut 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 /han 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,
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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. It 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 Market 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 }J2c 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.
week’s washing.”

We only do one

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.



STATE BUREAU OF FOODS.

How the Eight Different Divisions
Property Function.*

Although | might (be laboring un-
der the pressure of stagefright, I want
you to know | 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 | worked for some time in
a grocery store. | 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, | became
so proficient that | started right in
trying to selll myself to his daughter.
Perhaps | proved a greater success
on this “specialty” than | did in mov-
ing “shelf-worn” or “feature” mer-
chandise. In any event, | 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. 1 was the third highest paid
clerk in town, drawing $8 every Sat-
urday night at 11:30. The highest
paid clerk received $12. | 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.

With all of the low prices, | 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. Whether or not
the subject is debatable—and | 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
that 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. We were made to
realize that 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

¢Paper read at annual meetin% Retail
Grocers and General Merchants’ Associa-
tion by W. P. Hartman, Director of the
Bureau of Foods and Standards, Lansing.
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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. Within 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 isnt 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 |
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 Weights 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 that 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
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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, at 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
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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 J)rincipal 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. o

ourth, if the package containing
it or its label shall bear any statement,
mdesign 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.

Within 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.

| 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, Ha-
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 mighty 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: Either 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 utmost 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 statement knowing that
it cannot be successfully contradicted.

When | lived in Pittsburgh, our
grocer delivered to us Michigan can-
ned goods; here in Michigan, our gro-
cer delivers Ohio, New York, lllinois,
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 jar young at 70.

MICHIGAN

Late Proceedings of Grand Rapids

Bankruptcy Court.

Grand Rapids, Feb. 13—On this day
were received the order of reference and

etition in_ the matter of Reed City
reamerK Co., Bankrupt No. 2049. The
matter has been referred to Benn M.
Corwin as referee, who has also been

appointed receiver. The bankrupt is a
resident corporation of Reed City and
operated a creamery at that place. The
case_is an involuntary one, so no date
of first meeting can 'be fixed until the
arrival of the ‘schedules, at which time
the date will be given here and the list
of the creditors of the bankrupt given.

Feb. 13. In the matter of Tony
Schloub, Bankrupt No., 2053, the funds
havin een furnished for the first meet-
ing of creditors, the date for the same

has been fixed by the court as March 6.
Feb. 14. On this day was received the
schedules, order of reference and adjudi-
cation in the matter of Albert E. Croft,
Bankrupt No. 2056. The matter has been
referred to Benn_ M. Corwin as referee
in bankruptch The bankrulpt is a resi-
dent of Grand Rapids and a laborer. The
schedules of the bankrupt list assets in
the sum of $200, all of which are claimed
as exempt to the bankrupt, and liabili-
ties in the sum of $787.43. The first
meeting of creditors in this matter will
be held on March 6. A list of the cred-
itors of the bankrupt is as follows:
D. O. White, Gran RaGplds ———————— $ 5.00

Steketee’s Drug Store, Grand Rap.
Dr. John Peddén, Grand Rapids
Levandowski Bros., Grand Rapids 33.67
W. Lehnen, Grand Rapids—-
Norman Cosmer, Grand Rap&ds
s

T

O. N. Watson, Grand Ra R
K. Boersma, Grand Rapids --------- .
London Furniture Co., Grand Rap. 260
Klaas Kuiper, Grand Rapids ------ 4.10
Dr. Henry Pyle, Grand Rapids _ 9.53
Harry Neéuman, Grand Rapids —_ 32.30
G. J. Hesselink, Grand Rapids | 53.37
Liberal Clothing Co., Grand Rapids 2873
Steve The Tailor, Grand Rapids

(amount not_known X ..
Geo. E. Ellis, Grand Rapids--—-— 50.00
Brummeler Van Strien Co., Grand

Rapids _(amount not known)
Rhodes Furnace Co., Grand 'Rap. 1850
Donovan Credit Clothing Co

Grand Rapids -----------oem- 17-00
Roy Hunter,_Morley --- 27.00
J. "A. Van_Zoeren,” Grand Rapid 5.50
Dr. J. A. Baker, Grand Rapids 7.00

Chase Nursery Co., (address un-
known — 6*00

De Kruif Drug Store, Grand Rap. 2.00
Dr. U. De Vries, Grand Rapid 0.00
Mr. Turner, Morley -----—-- 24.75
Dr. Sevensma, Grand Rapids- 3.00
Menter Clothing Co., Grand Rapids 31.50
Burton A. Spring Co., Grand

Rapids 100.50
H. Galbraith™Grand Rapids — ---  9.80
Dr. Geor%e W estrate, Grand Rapids 7.50
Dr. A. S. Cornell, Grand Rapids 37.00
E. J. Corkery, Grand Rapids 27.00
Mrs. Bennett, Grand Rapids 17.00
Mr. Dekker, Grand Rapids --------- 13.80
W. E. Robertson, Grand Rapids __ 250
Mr. bStevens Grand Rapids-—-= 5.20

Feb. 15. n this day were received the
schedules in the matter of Irvimtqj E.
. Bankrupt No. 2040, who conducted
a bakery and grocery store at Hart.
schedulés of the bankrupt list assets In
the sum of $2,877.69 and liabilities in the
sum of $4572.08. The first meeting of
creditors in this matter will be held at
the office of the referee March 6. A
list of the creditors of the bankrupt is
as follows: N
Hart township (personal'tax) _ $ 49.88
Woolson Spice Co., Toledo ---------179.69

. A. Candy Co.,, Muskegon-- .
Steindler Paper Co., Muskegon--— 159.50
Burrows Adding Machine Co.,

Grand Rapids 27.00
E. Storch, Muskegon ---- 385
Schaner Grist Mill, Hart . 13.00
Voigt Milling Co., Grand Rapids 86.90
W atson-Higgins Milling Co.,

Grand Rapi ---136.30
Hart Rolling Mills, H art-- 38.7
Lewellyn & Co., Gran pid 687.14
Ad. Sjdell & Co., Chicago-----—---- 70.6
Plankington Packlng Co., Mil- lgal

National GrVcer~Co~~Grand Rapids 865.20

Peoples Milling Co,, Muskegon-— 8.70
Fleischmann Co., Grand Rapids — 58.66
B. Gallagher Co., Grand Rapids — 50.53
Heckman Biscuit Co., Grand Rap. 68.99
Proctor & Gamble Co., Detroit __ 69.85
Chapman & Smith Co. Chicago _ 3243
W. F. McLaughlin & Co., Chicagd 58.25
Roseweftl-Cook Co., Detroit —~ 418
W idlar_ Co., Cleveland ----------------m- 294.40
E. J. Brach & Sons, Chicago------ 29.2
Kent Storage Co., Grand

Shelby Flour Mill, Shelby----
State Savings Bank, H art----

Oceana Savings Bank, Hart -—-175.00
Levy-Cohn, uskegon  ---------— - 9325
Henry Meyer, Grand Rapids ----—-- 15.27

Van ‘Westenbrugge, Grand Rapids
_Feb. 17. On_ this day was held the
first meeting of creditors in the matter
of Benjamin H. Bush, Bankrupt No. 2048.
The bankrupt was present in person and
by attorney, Louis G. Slaughter., Cred-
itors were” present in person. John H.
Ter Avest was elected trustee and the
amount of his bond fixed by the referee
in the sum of 0. Appraisers were
appointed to apJFralse the property of
the bankrupt. he meeting was ‘then
adjourned no_date.,

_Feb. 18. On_this day was held the
first meeting of creditofs in the matter
of Andrew Lizzie Pelon, Bankrupt —o.
2046. The bankrupt was present in per-
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son and by attornve\)/s, Smedley, Linsey
& Shivel, "F. E. etmore was present
for creditors. One claim was proved
against the estate. The bankrupt was
then sworn and examined by the referee
without a reporter. H. R. Lattin, of
Hart, was _elected trustee, and the
amount of his bond fixed by the referee
at $500. The first meeting was then
adjourned no date.

Co-operative Store Which Is a Suc-

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

statement for 1921

As | 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. | hope
that you are also willing to be con-
vinced that there are a few successful
co-operatives in Michigan. | 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 inventory------ $19,795.52
Furniture and Fixtures--—-—- 10,283.13
Autos—3 trucks and 1 coupe  828.18
Real estate—main building— 15,000.00

Cash on hand ------------=-=--- 2,806.43
Cash in banks--- 121.32
Treasurer’s cash --- 75.47
Accounts receivable 18,574.71
Rents due----- 7150
Insurance prepaid-------------- 342.48
f! $67,892.74
Liabilities.

Capital stock--------— --— $26.168.11
Balance due on main build-

ing 10,000.00
Notes payable ----------------- 3,000.00
Accounts payable-------------- 5,393.33
Reserve = -——mmemeee 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
Manufacturers’ Association. The ex-
change of opinions between the two

Grand Rapids,

Cabinet members shows that on all
important 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
most 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.  Attorney 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. | happen to be one of
these women, having held my posi-
tion for nine years. | 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 | con-
tinued working in order that we (might
do these things.

Aside from the fact that | feel that
| 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
heIJ) and who must stand the trouble
and expense of breaking in the new
m

an.
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.

Qard Ryich Clarthr Grpary

572-584 Division Ave. So.
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. Within 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-
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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, but 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 jmore apparent.
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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 mar-
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-
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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 more 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 that 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.

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 matter 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
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of “frozen” capital represented by
merchandise that 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 matter 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.
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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.
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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.

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:

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

“Why 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.
We want every retailer who will
read the book to have a copy.

Address Swift & Company
4311 Packers Avenue, Union Stock Yards, Chicago, 111

Swift & Company



Some Facts About Shoe Dealers’ Sub-
sidiary Lines.
W ritten for the Tradesman.

If anybody feels like assuming the
role of prognosticator, he might eas-
ily enough rise up and remark 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: It 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 mer-
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 writer 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 writer
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?

It 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 truth 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. Why, some of them
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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!

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

The writer 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. That 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 thats
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. | am imply daffy about shoes.
I love even the smell of good leather.
And when | go into the store | 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.

It may (and should) have smart
interior trims; 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 attract-
ive—and this is assuredly the tendency
—then let us have more subsidiary
stocks.

But that, after all, is perhaps not
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the biggest and the most important
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 vyour
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 at-
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.

Successful salesmanship is as much
the ability to help people buy the
right goods as it is the ability to sell
them any goods.
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Ask about our way
BARLOW BROS. Grand Rapids. Midi.

e& tu

Juliet—In Stock
Black Kid, Flex-
iblex McKay
Stock No. 700
Price $2.25.

BRANDAU SHOE CO., Detroit, Micb.

jfe m

A. W. EHRMAN & CO.
Accountants and Auditors
Federal Tax Service

MARTIN DOWD, C.P. A, Mgr.
305 Fourth National Bank Bldg.
GRAND RAPIDS, MICHIGAN

WHEN U THINK OF A

Business Education

THINK OF

Bookkeeping, Accounting, Auditing,
Shorthand, Typewriting, Secy. Training,

Salesmanship, Telegraphy and English
subjects. Catalogue free.
(Day . i Starts
New Term j Evening f Jan. 3

S13 Men's H-B Hard Pan
i2_double Sole, standard
‘'Tew. small Hooks and
Eyelets. last No. 7. bel-
lows Tongque, lined tip.
Blucher, 6-12 --------$3.35

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.

Farmers 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 Iarﬁe 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 “What 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 with-
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 weekl
to the salesmen with bulletins. Wit
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

ounds now display the complete
ace 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 Walter 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 hins 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 Cit- U. C.
T. secretary who recently registered
a complaint in the Tradesman against
the Piper House, at Manton, ever
sIeJ)t in one of the Piper beds. If he
had, he would not have had the heart
to write you as jhe 'did. It is true that
the portions at the Piper table are
rather scanty, but everyone is given
to understand that he is at liberty to
re-order until his hunger is appeased.”

The Hotel 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 Whiting
hotels were both drawing the lines
too tightly, so far as their tables are
concerned. Instead of adding to their
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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: “lI was in
Marion the other dag and dined at
the hotel conducted by Mr. McKin-
non. As there was steak on the bill
of fare, | ordered steak. It was so
tough | could not eat it, so | walked
out to the office, paid 50 cents for the
meal | could not eat, said nothing,
walked down the street and purchased
a fairly good meal at a restaurant. |
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
GabbP\//I Gleanings: “l spent a day at
the cKinnon House recently "and
found it cost me $7 for the very in-
different service | received. | 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 gatherinﬁ first-hand in-
formation regarding the stock situa-
tion and conditions in the South gen-
erally. He reported that a spirit of
echeerfulness 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 Walter C. Jones, Ernest Stanard
and Farmers 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 matter of Palace
Lamp Co., a corporation of Benton
Harbor, the first meeting of cred-
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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 Harbor, were appointed ap-
praisers. Robert K. Witz, president
of the bankrupt, was sworn and ex-
amined by the referee and attorneys
gresent as to the property of the
ankrupt 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 matter 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 Worden Grocer Company, Lee &
Cady and Benjamin Cleenewerk &
Son, Earl A. Marcy, doing business
as a retail grocer at Kalamazoo, was
ad‘!udicated bankrupt and the matter
referred to Willard J. Banyon, referee
in bankruptcy, who was also apdpoint-
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.
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Feb. 18 In the matter 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 matter 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 $5430.56. Unless
cause to the contrary is shown, the
sale will be confirmed by the referee
within three days time.

GRAND RAPIDS
KNITTING MILLS

Manufacturers
of
High Grade
Men's Union Suits
at

Popular Prices

Write or Wire

Grand Rapids Knitting Mills
Grand Rapids, Mich.

Be Economical

No. 1006

WEAR
ORE MILEAGE
SHOES

More, miles perdollar!
More smiles per milej

FREE—Our New Cut Service

Write for new cut sheet showing new series of
illustrations for newspaper ads. Very striking.

Will bring business.

Read now. Ask for it.

Our salesmen will soon call on dealers.

On request from those not stocking our line
we will instruct salesmen to call and show it.

Good seller.

Very popular.

HIRTH-KRAUSE CO.

Tanners— Shoe Manufacturers
GRAND RAPIDS, MICHIGAN
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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,
Mayor 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.
We 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.

| desire to add my bidding to that
of the Mayor. You are indeed wel-
come and It is my earnest hope that
this important meeting will be fraught
with profit to all of us. It will help
to make us better business peOJ)Ie
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. . o .

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 | 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. It has
been an interesting studv of the va-
rious hobbies that our business has
been subjected to in the oast few
years. | 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?;
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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 ﬁer 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.

We will all admit that during the
past year those of us who played
even have made money. It 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 diplomac
in collection of his account in suc
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-
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teous. Just a few weeks ago the
Merchants Bureau of the Chamber of
Commerce, an organization of retail
business men in Lansing, conducted a
Merchants’ 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 mer-
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
| 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. Why do you see the heads
of so many larger institutions being
let out and new men taking their
places? | am reminded of a conver-
sation | 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

February 22, 1922

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. What they wanted now
was a man from another factory who
would bring new ideas into their
factory. . i
Geritlemen, 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, | 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-
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ficult problem to operate 100 per
cent., yet if a fair percentage is at-
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 matter that will be
brought to your attention before you
pass judgment on either the parties
involved or myself, as | can assure
you that with all the facts in my pos-
session | 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 at-
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
ou work under this condition to the
imit 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 supdplement 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 at-
torney arrived at 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 statements in his adver-
tising. After a little correspondence
with this merchant, no further com-
plaints were made. L

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

At another town the packers ar-
bitrarily declined to pay -cartage
charges from cars to store. This
matter is not yet settled, but we are
%etting the help of the officers of
the National Association in our ef-
forts to show the packers that 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 that much saving. _

Some of our members got involved
with the Creasey Corporation and in
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some cases | recovered their money
and notes. In other cases they re-
fused to return the money and even
went so far as to place the matter 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.” Un-
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. _

At 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 that 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 Attorney Gen-
eral at Washington 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
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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 matter 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. It 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 | can assure you that these men
do notgive 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 | would su%gest 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 at 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. | trust that every member of
the Association will not pass another
week until the?/ 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 that 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

ou.
y 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:
Balance on hand Feb.
21, 1921 * 386.64
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Balance on hand Feb. 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.”
It 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 instrument of measure. A person
who fully understands the gas or
electric meter also knows that they
are practically accurate in their op-
eration.

It is equally true that the insured,
who has carefully and impartially
studied the makeup of his insurance
rate and the reasons therefor, is gen-

RADESMAN

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, “With 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.

When 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
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amount of value subject to taxation
Jithout 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 of
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, or a watch factory, and view
its many details of operation without
increased respect for those who have
mplanned, 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. That is,
the rate paid varied only according to
a few inclusive classes based almost
entirely on three factors: first, con-
struction, whether brick or frame; sec-
ond, occupancy, classed as non-haz-
ardous. hazardous or extra hazardous;
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and third, whether under or outside
of fire department protectio T
conditions offered practica@ Uﬁ
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, at least, one good re-
sult, in that 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 pro-
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 or 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.

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. When 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. It is claimed
that by this manner of procedure ex-
penses and fees frequently do not ex-
ceed 2 per cent, of the assets, whereas
in a court action the fees often eat
up fully one-fourth of the estate.

Most evening gowns seem next to
nothinar.

FIRE I

CONCURRENT

with any standard stock policies
that you are buying.

The Net Costis 3000 L eSS

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

WM. N. SENF, Secretary-Treas.

SAFETY SAVING SERVICE

Class Mutual Insurance Agency

“The Agency of Personal Service"

ri"LSS MUTUALS ABB LEADING MUTUALS. Because they limit their lines
ANA r¥ JE£ N (LASSES. ResultinB in WIDE DISTRIBUTION o! rite
LOW LOSS RATIO, and MINIMUM EXPENSE.

WE REPRESENT CLASS MUTUALS THAT SAVE

Hardware. Implement and Sheet Metal Dealers 60% J M * .
Garages. Blacksmith Shops. Harness and Furniture Stores 40%.

Drug Stores, Shoe Stores. General Stores, and Hotels 30% to 60%.

ARE YOU INTERESTED IN THESE SAVINGS? Are yompremlums paying
you a THIRTY to FIFTY PER CENT DIVIDEND? Ifte | B »TO to »««
to see that they do, by placing your Insurance with THIS AGENCY.

C. N. BRISTOL A. T. MONSON H. G. BUNDY
FREMONT M I CHIGAN

Grand Rapids Merchants Mutual
Fire Insurance Company

Economical Management
Careful Underwriting, Selected Risks

Policy holders whose policies have been issued since Jan. 23, 1922, will
be accorded 30 per cent, return premium at the end of the year, instead
of 25 per cent., as heretofore.

Affiliated with the
Michigan Retail Dry Goods Association,

OFFICE 3» HOUSEMAN BLDQ.

«"Fm>

M,CH’

MICHIGAN SHOE DEALERS

Mutual Fire Insurance Company
LANSING, MICHIGAN

Maintains Its 30%

Dividend Record

By careful selection of risks
By sound and conservative management
By thorough mutuality

Courteous and prompt attention to all enquiries.

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

N S POLICIES ARE
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Proceedings of Grand Rapids Bank-
_ruptc¥ Court.

Grand Rapids. Fob. 6—On this day were
received the schedules, order of reference
and adjudication in_bankruptcy in_the
matter ‘of William T. P. Spooner, indi-
vidually and as a co-partner, operating
under the name of Dorman-Spooner Co.,
Bankrupt No. 2050. The matter has been
referred to Benn M. Corwin as referee.
The bankrupt is a_resident of the ugy
of Grand Rapids. The individual sched-
ules of the bankrupt list assets in the
sum of |1,550, of which the sum of $550
is claimed as exempt to the bankrupt,
and liabilities in the sum of $2,84550. A
list of the creditors of the bankrupt in-
dividually is as follows:

Old National Bank. Grand -

Benne_ht Fuel & Ice Co., Grand

Ranids 2JWJ
Himes Coal"Co., Grand Rapids _ 65.00
A. B. Knowlson Co., GrandRap. 32.au

Consolidated Tire Co., Grand
Rapjds -------mmmoocemeoeeo— - — -
Chanpc”jer Motor Sales Co., Grand
Ra%ids 47-°°
Roseberry=-Henry Efectric Co.,
Grand RapidS§--—-------m--moo— 14.00
The schedules of the bankrupt as a
partner of the Dorman-Spooner Co. list
assets in the sum of $114.40 and labili-
ties in the sum of $2,695. A list of the
creditors of the partnership is as follows:
Holland A. Dorman, Grand R%f' $ ¢b.oo
Marquette Lumber Co., Gran

Reiman-Seabrey Co., New York $387.00
G. R. Varnish Co., Grand Rapids 65.00
Mich. Finishing Co., Grand Rapids 45.00
L. Victor Seydell, Grand Rapids __ 90.00
Brander-Oost & Douma, Grand
sﬁﬁﬁ%‘é?_smke Co., Grand Rapr_lrds 13.00
Old National Bank, Grand Rapids 160.00

The first meeting of creditors in this
mfatter will be held at the office of the
referee _on Marc . .

Feb. 7. On thIhS (]iay were received the
schedules  in the matter of Muskegon
Commercial BOdY Co., Bankrupt No.
2013. The schedules of the bankrupt list
assets in the sum of $1,837.80 and lia-
bilities in the sum of $3,728.76. ine
first meeting of creditors In this matter
has been set for March 1. A list of the
creditors of the bankrupt is as follows.
Internal Revenue Dept., Grand

apid (amount unknown)
Charles t7' Thunfors, Muskegon *800.00
De Arcy Spring Co., Kalamazoo — 180.19
Charles” Taylor, Coopersville--—--—-—-- 33U.82
Bloch Coal Co., Mus e?on ————— ré
A. L. Holcomb Co., Grand Rapids 5029
C. M. Hoef & Co.r Chicago-- 345.52
H. Rubinsky, Muskegon -----

Murphy Varnish Co., Chicago 6.40
Danie]s Book Shop, Muskegon-—- 22.80
American Varnish Co., Chicago — 35.80
Brunswick-Balke-Collander Co.,
Chicago i
Durableg Varnish Co., Chicago — 13.50
Muskegon Knitting Mills, Muske- 4

Muskegon Awning <50, Muskegon 15.86
Muskegon Print Shop, Muskegon

Gel H. Shoup, Muskegon ------------ 83-52
Chas. A. Witt, Muskegon -----------
Electric Service Co., Muskegon __  7.40
Oslund Brothers, Muskegon ----—--—- 28.1i
Kuizenga & Whipple, Muskegon — 450
W. E. Dyer, Muskegon - »»0
J. E. Bouwsma, Muskegon --
Ashtabula Bow Socket Co., Ashta-

ula, OhiQ --memmmmmmmemcoeoee - — - - - 3820

b Ohio -
McMullen Machinery Co., Grand

ShAw-Walker~~Co., Muskegon ___ H-28
Grassinau Brothers (address not

tated) -mmmeem —cmeeeceeeo- -
M?axa %_flz_'ne, Muskegon ---

W. D. ard'%/ Co., Muskegon
Muskegon Rag & Metal Co.,
Muske%on
R(')\%ers oiler & Burner Co.,
uskegon - - ,3.78
Joseph N. Smith, Detroit ------------ 11-71

Subway Photo Shop, Muskegon __ 4.60
Muskegon Art Glass Co., Muskegon 204.08
G. anyard. Muskegon — ——  24.20
A. F. Burch Co., Grand Rapids— -50
Peoples Hardware Co., Muskegon 104.35
Schuitema Electric Co., Muskegon 3.15
Nichols & Cox Lumber Co., Grand

Rapids 50-°°
Muskegon Lumber & Fuel Co.,
Muskegon 405.27

Shadholt & Boyd lIron Co., Mil- .
RanRts y b4 Oi

Hackley National” Bank, Muskegon 300.00
Towner Hdwe. Co., Muskegon — 280.40
On this day also was held the adjourn-
ed first meeting in the matter of Stod-
dard Construction Co., Bankrupt No.
2026. The bankrupt a&peared by P. A.
Hartesvelt, attorney. . Thomas Ward,
Homer Freeland, attorneys, were pres-
ent for creditors. Additional claims were
proved against the estate. Appraisers
were appointed. The meeting was then
adjourned without date. i

eb. 8. On this day were received the
schedules, order of ‘reference and ad-
udication in the matter of Claude V.
amp and Freeman O. Hamp, individ-
ually and as partners, operating under
the ‘'name and style of Hamp Auto Sales
Co., Bankrupt No. 2052. The matter has
been referred to Benn M. Corwin as
referee. The bankrupts are residents of
Cadillac and conducted a general garage
business in that city. A “custodian has
been apﬁomted by ‘the court and pos-
session has been taken of the assets of
the estate. The schedules of the bank-
rupt list assets in the sum_of $4,427.75,
of which the sum of $1,000 is claimed as

The first meetin
in this matter will be held on Feb. 21

A list of the creditors of the bankrupt

illac, labor-—

Fred C. Wetmore, trustee, Cadillac 479.98

c 300.0
Beckley AVaisto_n Co., Chicago— 125.57
Cadillac Plumbing .

164.46
Peoples Savings Bank, Cadillac —1,25
American Stafe 5.00

Bank, Cadillac —
Saginaw_ Mirror Wks., Saginaw —
Victor Oil_ Co., Cleveland

Dent Chemical CTo., Grand Rapids
Sun_'Co., Toledo 00
Cadillac, Mich, Cream Co., Cadillac 850
Cadillac. Evening News, Cadillac _ 141
Brunswick-Balk-Collander

Chicago Sanitar

Northern Machine Co., Cadillac —
Tish-Hine Co., Grand Rapids —
Tish Auto Supply Co., Grand Rap.
Lomer Armoure

[T D _
Battery Co., Cadillac
Brown & Sehler Co., Grand Rapids 16
Cummings Bros., Flint - 257
Erickson” & Olmsted, Charlevoix ,,
Standard_Oil Co., Grand Rapids
W arren Refining Co., Cleveland __
Vacuum Qil Co,, Chicago
Flickenstein Visible Gasometer
Co., Grand Rapids -
Heystek Co., Grand Rapids -
Lee Tire & Supply Co., Grand
Rapids . —_—

Corp.,_Chicago
General Motors Aé'ceptance Corp.,

On this daypwere received the

chloub, Bankrupt No. 2053.
referred to Benn M. Corwin

The bankrupt is a resident
of Grand Rapids and a furniture finisher
The schedules of the bankrupt

in the sum of
From the fact that there are no
that are not claimed
as exempt to the bankrupt, funds have
been written for before the first meeting
of creditors will
of such funds,

assets in the estate

the first meeting
A list of the creditors of
?

R:apids _$ So.lu
C. Foshes, Grand Rapids— 150.U0
i 36.00

) Grand Rap. 48.00
1as
W urburg Dry Goods Co.,

the bankrupt is as_follow
American Legion,

William Kuss, X
Butterworth Hospital,

Conroy Coal Co., Grand Rapids —
H. Dettler. Grand Rapids
llImer-Dykman Fuel Co., Grand

d -
dgoodT’Grand Rapids —

. Trompen & Co. Grand
ema-Timmer Fuel Co., Gran

ids
léett Hospital”, Grand Rapids—
, Grand Rapids —

eeting of creditors
Newman Azkoul, Bankrupt No. 2045. The
t was present in_person and by

) Claims were al-
The creditors failing to be pres-
ent and elect a trustee, the referee ap-
pointed Frank V. Blakely as such and
placed the amount of his bond
X bankrupt was then
sworn_and examined without a reporter.
The first meeting of creditors was then
adjourned no date.

llard, attorney.

Azkoul, Bankrupt No. 2045, an offer has
or the entire assets of

X the Grand Rapids
Store Fixture Co., of,
inventory and appraisal
court list the property at $509, out of
which the exemptions” of the bankrupt,
in the sum of $250 must be taken.
sale of the assets pursuant to the offer
here mentioned will be held at the office
of the referee Feb. 22. All interested are
0 be present at that time.
On this day were received the

Thurman & Co., Bankrupt No. 1955. The
schedules have been filed b
tioning creditors the default of the
i At present all that
_in these schedules
of the creditors and the ;mounts owing
to each of them. list of the creditors
of the bankrupt is as follows:

S. H. Anderson, Grand Rapids —$1,529.18
o Milling Co., Charlevoix 576.9
. Atlas, Grand Rapids
. C.H. Bull, Grand Rapids —
Tom Brown, Chicag -

R. Bauchus, Grdand Rapids —

.6

ity, Ark. — 9,158.9
apids 296.50
Earl W. Clark, Grand Rapids —

1o

Roy Beery, Junction C
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Callard, Lansing ---------------
Fuller, Holland

. Giffels, Grand Rapids—
Graham, Grand Rapids —
n Glathart, Grand Rapids
tt Hatch, Grand Rapids—
Huizenga, Holland — _-—-
uskin Jones, Grand Raptds—
Kimes, Grand Rapids-—-

Sworme

1a
e

o)
V3

Mills, Grand Rapid
Mange, Lowell --
McPherson, Grand
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Oormo

3

—
=z
<o
o
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. New, Grand Rapids-
O’Brien, Grand Rapid
B. Preston, lonia--—--
S. Rogers, Grand Ra£ S _
Stehouwer, Grand Rapids
above represent tradin

lances as of May 5, 1921).

B. Smith, Grand" Rapids-——
R. Siegel, Grand Rapids-—
M. Standish, Grand Rapids —
1. Stimson, Grand Rapids-—-
er J. Stewart, Cadillac-

Stutsan, Chicago -------------

IOH4=
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wonS
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Steketee, Grand apids-
lickenmeyer, Grand Rapids
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. Watts, A ltQ ---------m- - mmmmmnn
Milling Co., Charlevgix---—-
Dinsmore, Grand Rapids —
Electric Mills, Allegan —
Howe, Grand Rapids —
goolvoord. Hamilton ------
a

o Co
=3
>~a
<

nr Krekel, Grand Rapids
C. Ray, Williamsburg------------
on, Grand Rapids—-
d Townsend, Pewamo —
an Buren, Grand Rapids
. r Molen, Grand Rapids _
James P. Warh. Harvard --——--
R. G. Anderson, Grand Rapids
(44 shares of stock left for sale)
Miss Caroline Dickinson, Grand
Rapids (16 shares of stock left
for sale) i
arl F. Bruce, Flint --
k Barringer, Flint
W. Cathcart, Flint
Fogarty, Flint --
Goldstéin, Flint-
B. Johnson, Flint
v

TVSOIrWIND
o0

e
Y

m<m
=2
20
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. F. int — -~
aulding  Milling Co., Ortonville
olas Redding, Flint - —
Rosenzweig, Flint
R. Scott, Flint ----
_Y_Schumaker, Flint -
illiam_Schumaker, Flint -
. E. Thompkins, Flint -

H. Visschers, Flint --
Al. Vilwock, Chicago
Mrs. Wolcott, Flint ----

TSVOWZTO
o ®=

319.00
Irving L. Young, Flint-- --- 1.369.60
265.47

John™ Washer, Flint

J. Shepner, i
Iter F. Brandeiss, |
5/ CB McGrayne, Flint
A

ogm
2o

ohrner, Saginaw -
B. Bliss, Saginaw ---
H. Beardslee, SaN?maw-

Cavanaugh,
S. Carlson, Saginaw ----
Kramer, Saginaw -
E. Clampitt, Saginaw -
ben C. Eddelman, Saginaw —
s

moes>P>

e
o

o>
Sc°

. Fox, Saginaw
enderson, ~Saginaw
ax Hirshbirg, Saginaw

H. Hillman, Saginaw --- -
0.

=ss
TT

B. Jennison, Bay City —
W. Kinney, Saginaw --- -
D. Kimble, Saginaw ---
n

oo
S

[
or

h
ichigan Bean Co., Saginaw —
A. Newland, Midland--

M. Orr, Saginaw --------
H. Trier, Saginaw
Tausend, Saginaw --—- -
C. White, idland -
B

PP MOZ
3 -

—~0O =

r
rt
Il above balance due on gen-
trading account on ay
5, 1921)

@
o
2P0 2"

Following are stocks paid for and or-

dered transferred by clients:
A. E. Fish, Grand” Rapids -—$ 57843
M. H. Luce, Spring Lake------------ .
J. H. Reichart, Grand Haven — 6,081.00
H G. Waigle, Pewamo ------------- 600.87
Robert A. Willeys, Grand Rapids 2,196.37
Peter De Boe, Grand Rapids — 547.80
Oscar Hirth, Grand Rapids--—---—-
Chas. J. Kindel, Grand Rapids — 1,037.04
C. E. Rowlader, Woodland ------ 962.78
Sanford P. Wilcox, Grand Rapids 2,645.34
gName unknown), Muskegon — 13,636.10
tephen P. Hagel, Goodrich — 11,267.35
lolia Lobiller, St. Louis, Mo ---1,381.00
J. Shepner, Flint --- 411.

D. C. MacGrayne, Flint
William F. Burton, Flint
W alter F. Brandes, Flint-
el W. Clark, St. Johns
fred C. Chatters, Flint
B. Fox, Flint

rl F. Wegener, FElint
bert S. Angel, Saginaw
r

OITIOO“>I

has. H. Hemmum, Saginaw —
Ralph I. Jackson, Saginaw --

Cornelius_Kelly, Saginaw -
Russell G. Meyer, Saginaw -—

734.21
Foote, Grand Rapids— 1,53

- 886.76
elle Masters, Grand Rapids 2,637.37
i - 439.29

337.99
T. Stead, Grand Rapids — 2,66%.85

Thomas, Holland --------- 1,034.31
. Wallace, Grand Rapids —10,9256;.47

.37
. K. B. Furgeson, Saginaw — 2,395.80
-~ 432.60

. 29.26
C. Licken & Co., Shebewaing 4,091.36
g 682.38
--- 5,882 «2

enjamin, Saginaw ------------meeoeeee

has. W. Wellard, St. Johns — 4,2%2200

420.05
ence Benjamin, Saginaw — 2,697.25
Gr'_l|ff|tlr_1|, Saginaw  --------------me- L0

February 22, 1922

Russell S. Pope, Bay C ity - 678.14
E. P. Rau, Saginaw -------- 442.10
Barbara L. Remer, Saginaw 318.15
J. D. Swartliout, Saginaw - 2,390.00

Chris Schafer, Saginaw --—--—--——--- 442.10
J. T. Wylie, Saginaw
Agnes B. Wylie, Saginaw
Nelson G. Myer, Saginaw --- .10
Frank H. Wobeg, Saginaw — —  350.00
The following ‘are unpaid bills at Sagi-

naw:
Michigan State Telephone C o.-——-$27.20
Valley Home Telephone Co. --—---

Lawford Theater Adv. Service — 59.95
Sa_lglnaw News Courier 68.16

he following are unpaid bills at Flint:
Postal Telegraph Co. -$ 1.09
The Flint Printing Co. 7.50
Genesee Bank Bldg. --- 3.25

Standard Statistics, Co. -- 75.00

Flint Saturday Night 34.80
Michigan State Tel. Co 67.03
Consumers Power Co. 8.79
Flint Daily Journal --- 20

-- 49.

The following are unpaid bills at Grand
Rapids:

Consumers Ice Co.
Consumers Power Co.
Grand Rapid sHerald
Ponce De Leon W ater
Western Union Tel. Co.
. S. Investor
Grand Rapids €ss
Grand Rapids News -
Michigan Trust Co. -
Citizens Telephone Co. --
Michigan State Telephone Co. — 70.55

—————————————— 2.15
Standard Statistics, Co. --- 56.40
Mills-Broderick Printing Co. 48.35
Corringan_ CO. -------m--m-mmoeee 3.6l

Chicago Board of T
Rand,” McNally & C
Y. M. C. A

Standard  Statistics
Y. W. A

. . . 150.00

The first meeting of creditors in this
matter will be held at the office of the
referee March 2.

“Feb. 13. 'On 'this day was held the
first meeting of creditors in the matter
of William "F. Hornsby, Bankrupt No.
2042. The bankrupt was present in per-
son and by attorney, Clare G. Hall. No
creditors 'were présent or represented.
No claims were proved. No trustee was
elected, and an order made confirming
the exemptions to the bankrupt. The
estate was then closed by the several
formal orders for that purpose and will
immediately be returned to the district
court as a no-asset case.

On_ this day was also held the first
meeting of creditors in the matter of
Clarence M. Saunders, Bankrupt No.
2041. The bankrupt was present in per-
son and by attorney, Homer Freeland.
Earl Munshaw was present for creditors.
Claims were allowed. The bankrupt was
then sworn and examined without a re-
porter. Burton Saunders was chosen as
trustee and the amount of his bond fixed
by the referee at $500. No appraisers
were appointed from the fact that it ap-
peared that all the assets of the estate
were certain notes and book accounts
receivable, of which some were of doubt-

ee--69.26ul value and most of which are not_in

the State of Michigan. The first meeting
was then adjourned no date.

_ Feb. 13. On this day was held the sale
in the matter of Willys Light System,
Bankrupt No. 2015. The bankrupt was
not present or represented. The trustee
was present in person. Bidders were
present in person. The stock in trade,
except certain lamps and a cover not
contained in the inventory, was soid_to
the Prindle-Matthews Co. for $325. The
fixtures were sold to the Grand Rapids
Store Fixture Co. for $325. Claims were
allowed against the estate. The meeting
was then adjourned no date.

Model Advertisement For Pay Up
Week.

PAY UP!
There is no one thing that will go

12560 far to put business back on its feet

as the prompt payment of debts. This
applies to debts of every sort from
the biggest to the smallest.

lit is the load of debt that 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

------Z-;L--Sﬁo-bgart to restore prosperity to the

Nation.



February 22, 1922 MlCHlGAN TRADESMAN

The Finest Towels
of the
Greatest Towel Manufacturer

HE complete Cannon line includes every kind of
Scotton huck and turkish towel. Cannon Towels
always represent the finest values that you can buy.

For Cannon Towels are made of high-quality cot-
ton. They are bleached and finished by a Cannon
process that 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 at prices that 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-mark label on every package— look ine clackage of genu-
for it. the blue trade-mark on

thewrapper. Lookforit.
Cannon Towels are distributed only through job-

bers. Write your jobber for prices and complete
information.

CANNON MILLS, Inc.,55Worth Street, New York 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 | 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
important 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.

| do not refer, at present, to the re-
making of men. That is another sub-
ject. | 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
—ijwork. In work lies the salvation of
nations and individulas.

Work used to be an individual mat-
ter. But individual work nowadays is
not very effective. Working 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

MICHIGAN

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?n, 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. 1| 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

TRADES MAN

CADILLAC
STATE BANK

CADILLAC, MICH.

Capital.... .. $ 100,000.00
Surplus.......cce.... 100,000.00
Deposits (over)-+ 2,000,000.00

We pay 4% on savings

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

RESERVE FOR STATE BANKS

February 22, 1922

BRANCH OFFICES

Madison Square and Hall Street
West Leonard and Alpine Avenue
Monroe Avenue, near Michigan
East Fulton Street and Diamond Avenue
W ealthy Street and Lake Drive
Grandville Avenue and B Street
Grandville Avenue and Cordelia Street
Bridge, Lexington and Stocking

Trustees— A Hundred Years
Ago and To-day

In 1822, a man of foresight selected, as wisely as he
might, a friend or relative to manage his affairs after his

death. If this individual

trustee was conscientious, he
assumed a burden of responsibility often-times

heavy.

If he was dishonest, his appointment meant loss, sorrow
and frequently calamity to the heirs of the estate. In-
efficiency was often as serious in its results as dishonesty.

In 1922, fewer and fewer people appoint individual

trustees.

More and more often the
placed with a corporate institution—the modern

responsibility is
trust

company—which is known to be worthy and which is
authorized by law to act as a trustee.

This Company has administered many trusts,
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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 didnt hope to make much
of themselves because they realized
they had only ordinary abilities.” |
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 worth-
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, f0' 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, | 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. When 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—what 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. |
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
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himself a most satisfying record of
achievement.

The great danger, however, is that
in the making of the individual man,
the more important 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 | think there is too much
individualism in the world. | grow
impatient when one man imagines
himself great enough to do all the
thinking for his fellow men. | 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 important 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-
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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 | have worked very hard.
Sometimes | have thought that | en-
joyed play above everything else.
Sometimes | have thought that I thpr-
oughly disliked to work. But | have
found that whenever | attempted just
play, | grew very tired of it. And
now when the time has come that |
had planned 1 should be playing, |
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 | 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 yiou 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 dont believe in being a failure. |
don’t believe any man needs to be a
failure, if he has normal health and
normal intelligence. But | would not
expect any man to succeed in any
business if he did not go about it
seriously. So | 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. Wealth 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 mean giving something for
nothing. It really is a synonym for
the highest efficiency. And | 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 that responsi-
bility by making the most of what we
are. No one can make the most of
himself and disregard everybody else.
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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. It 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.

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_ropounded in a recent issue of the

radesman may get down from the
stand and | 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 or almost any hour where
you stand, .

A certain retailer had the best pat-
ronized store in a town of 5000 peo-
ple. He was very popular. His goods
were very dependable. His 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 merchant just knew he was
making money. And then one da%/ he
began to think. It 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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noon where he could do more think-
ing. He thought and figured and
figured and thought far into the night.

What 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.

gfhe 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 gystem 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 merchant 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. Other-
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 i, you
are not able to get the benefits which
our prosperity entitles you to. At
east once a month you should deter-

Fenton.
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mine with accuracy how much you
have added to or subtracted from
gour net worth. This can be done only

y 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
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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. When 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 inventor%/ 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. 1t developed, however, that 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 %ross profit down to 43 per cent,
on the cost, but only 30 per cent, on
his sales. His expenses were 33 per
cent.,, or 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.

is 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.
It will be recalled that several months
ago Governor Harding pointed out
that many 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.  Our 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 may 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 War 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 Which Face the Tin
Shop.
W ritten for the Tradesman.

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.
Other 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.
It becomes a case of “all going out
and nothing coming in.”

A firm in a city of 25000 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.

It 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
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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 that 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.

With 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. What 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 thisiis 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. When 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. |
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 such”d-such a firm 4*4
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the work on such-and-such a roof-
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 ritten for the Tradesman.

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. Without exaggeration, it is con-
ceded by those familiar with condi-
tions that 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 Metro-
olitan Insurance Co., of its policy-
olders 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 traé;edy 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-
fermg industrially beyond imagination
and description.  We would be in the
rnidst of panic and poverty that would

TRADESMAN

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 Ppresent
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.

REFRIGERATORS
for ALL PURPOSES

Send for Catalogue

No. 95 for Residences

No. 53 for Hotels, Clubs,
Hospitals, Etc.

No. 71 ror Grocery Stores
No. Si for Meat Markets
No. 75 for Florist Shops

McCRAY REFRIGERATOR CO.

2244 Lake St., Kendallvllle, Ind.

Chocolates

Package Goods of
Paramount Quality
and
Artistic Design

Sand Lime Brick

Nothing as Durable
Nothing™ as Fireproof,
Makes Structures Beautiful

No Painting
No Cost for Repairs
Fire Proof
W eather Proof
Warm In Winter
Cool In Summer

Brick is Everlasting

Grande
Rapids

Saginaw Brick Co., Saginaw

Jackson-Lansing Brick Co.,
Rives Junction

Brick Co., Grand
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Signs of the Times
Are

Electric Signs

Progressive merchants and man-

ufacturers now realize the value
of Electric Advertising.
We furnish you with sketches,

prices and operating cost for the
asking.

THE POWER CO.
Bell M 797 Citizens 4261

Store and Window

AWNINGS

made to order of white or khaki
plain and fancy stripes.

Auto Tents, Cots, Chairs,
Send for booklet.

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

duck,

Etc.

We are making a special offer on

Agricultural Hydrated Lime
in less than car lots.

A. B. KNOWLSON CO

Grand Rapids Michigan

Sranany Aats $ 9

v iV lin Enrkiartrs— 100 Senator Owl*»  Jm

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

Wm. D. Batt
FURS

Hides
W ool and Tallow

Agent for ths
Grand Rapids Steam
Ground Bone Fertilizer

28-30 Louis St.
Grand Rapids, Michigan

SIDNEY ELEVATORS

Will reduce handling expense and mend
npwork—will make money for yen. Easily
installed. Planaand instructions sentwith
each elevator. Write stating requirement»,
giving kind machine mm life platform
wanted, as weu aa hamt. We u4ll quote
a Mman; saving price.

Sidney Elevator Mnfg. Co., Sidney, OhIQ
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Man Has Little Show
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
ar

In Divorce

e.

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.

Mast 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
marria%e she would be put into the
old-fashioned stocks or be deprived
of the benefits accruing from the mar-
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 hsepines_s.
G. W. Smith.

Women 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. | may speak
of myself as representative of a %pe
—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. .

/e may have little opportunity to
meet such of our “independence” that
friendly yet impersonal attitude we
are apt to acquire (somewhat as a
Erotection) may prevent. We may
ave many acquaintances, yet may
know few men in such a way as might
lead into friendshig) or love. Men
seem half afraid of us, thinking our
“independence” has Kkilled 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,
at courtship launched as it all too
often is by the exercise of coquetry,
petty deceit and wiles.

e Americans have faced and solv-
ed many problems well. In this vital
one we might come to more sane
ideas of adjustment. Where do we
need the beauty of music and Kkin-
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.
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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-

rgspondent referred o DabRX)e %%?fiks

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. | do not
mthink 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 | 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 | 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. 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
consideration 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.

February 22, 1922

ANNUAL FINANCIAL STATEMENT
Grand Rapids Merchants Mutual

Fire Insurance Company

Affiliated with the
Michigan Retail Dry Goods

Association
OFFICERS b i
JOHN N. TROMPEN, Grand Rapids - resident
CHAS. P. LILLIE, Coopersville— Sacrelaie Fresident
JOHN DE HOOG, Grand Rapids - ] Yol gasure!
JASON E. HAMMOND, Lansing - — g
BOARD OF DIRECTORS o
IX M. CHRISTIAN yW0sS0
PAUL HOEKSTRA Grand Rapids
ANTHONY KLAASSEN Lach
F. E. MILLS ansing
1. B SPERRY - Port Huron
). VANDEN BERG Grand Rapids
HOME OFFICE, 319-320 Houseman Bldg.
Grand Rapids, Michigan.
ASSETS DECEMBER 31, 1921
. .$13,504.29
Liberty Bonds ¥
Mortgg’ge Loan on Real Estate : 4003388
War Savings Stamps -— 50.00
Uniform Printing ompany—Stock -- - 505829
Money on Hand "and in Certificates of Deposit - P1l044
Accrued Interest on Liberty Bonds ------------ 132275
Earned Dividends on Re-Insured policies 1'948.10
Furniture and Fixtures, and Ford Car - 214771
Premiums in course of collection z'ﬁﬁ
Re-Insuring premiums due us
Total _$30,402.68
LIABILITIES
Re-Insurance unpaid -----------mmommoemeeeee — i’00000
Unpaid losses -- '>X7n7
Miscellaneous bills 50!00
President’s?salary 205.00  4,483.39
Directors Fees -
Net Total Assets **5,918.79
Re-Insuring Reserve ~
Total Surplus — $18,693.97
Operating Expenses during 1921 --------e--e-eeeeeeeeeee iq 3%
Los?1 ratio 0 @1 004 04
Cash Assets December 31, 1920 7
INCOME 1921
Pr{emiums atIBuretau R;ates
erest o nvestments — —emeeooeseeee-o— - —
Lnrom FEe-Innsurivng rEompanies, losses and adjustments — 4,857.94
Commissions Received - !
State Fire Magshall regortln% 10SS€S  ---mmmmmmmmmmmomo oo 020n, 54 986 86
Increase In Value of Liberty B 0N ds------mrmmm-memmmmmeeemmmeeeen 1,022.11

Total

*66-971'80

DISBURSEMENTS

Advertising. Printing & Stationery

Office*Expense”~Clerk_ hire, teInghone, and telegraph-——
Michiganinspection Bureau & R. G. Dun Co-Service--—

Net Cash Balance

Refunds Dividends on cancelled” policies

. Attorney Fees - ni2 11
Automobile and traveling expense -----------emmmseeeeeeeeeeoeoon 133 20
Adjustment of losses 9.15<x42
Fire losses paid Vrs w
Directors’ fees and expense 4224 00
Officers’ salaries 430"00
Office rent --—-------- 7114
Miscellaneous” expense 22.90
Commission Paid -—-- - 1S 4qgn’gE
Premiums to Re-insuring companies ---------------mm-mmmommeemn * g9jgg

Total Assets per $1,000 Insurance carried NET -------m-m-mmm

SURPLUS OVER REINSURANCE RESERVE PER $1,000

INSURANCE CARRIED NET

$8.94

THE STRENGTH OF AN INSURANCE COMPANY IS THE AMOUNT

OF ITS SURPLUS PER THOUSAND.

Business jr|]1 force December %‘%st, 1920

New Business written 'in 19 N

~1'291°nnn 00

Cancel.™?! i S S S d

r - - ~ ~

Business in force December 31st, 1921

,221,uwmiu

882-9” -00

Amount Re-Insured

Net amount carried

*i700)!565.00
-$2,090,400.00

At the annual meeting held January 20 1922 it was decided to pay 30 per
cent, dividend on all business written "g"EN ~President.-

JOHN DE HOOG, Secretary-Treasurer.

»Including $296,333.00 of undesirable dwelling house and
business.

household goods
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GEORGE WASHINGTON.

He Laughed Heartily 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
Washington 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 Washington had en-
trusted to the young Frenchman for
a reconnaissance.

Again at Valley Forge they saw
Steuben, Washington, Knox, Greene
and Sullivan and the soldiers with
faces lightenedland '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.

It 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. What our nascent politics
were at this time is best told by an
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Englishman, in Rudyard Kiplings
literary photograph, “Brother Square-
toes.” That inimitable picture-story
reveals George Washington 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 Wayne to save our
Northwest.
Even closer testimony, which we

have heard from the lips of witnesses,
shows that the keynote of Washing-
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 Wash-
ington, after smiling manifold greet-
ing to his fellow worshippers, put
Lady Washington 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
Washington’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, at-
tending, loved nothing better, when
the press of visitors had subsided,
than to allure Washington 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 Washington
“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
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indeed he often did! We are not ab-
solutely sure that Washington was
so very different from Lincoln in re-
freshing himself with a good story
and a little joke. Certainly both men
knew that “a merry 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.

15
For cowards, sneaks, shirkers and
fractional Americans, Washington’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.

Boost your city, boost your friend.
Boost ‘the Iod%e that you attend.
Boost the street on which you’re dwelling,
Boost the goods that d>/ou are selling.
Boost the people ’round about you,
They can get along without you,

But success will quicker find “them,

If they know you are behind them.
Boost “for every forward movement.
Boost for every new improvement,
Boost the man” for whom you labor,
Boost the stranger and thé neighbor.
Cease to be a chronic knocker.

Cease to be a progress blocker;

If you’ve made your city better,
Boost it to the final letter.

Speak wellofyour city

Dangetout occupationa and hard
working condition* pravail in
many cities* But Grand Rapid*
employment i* largely in clean
daylight factorie*. at taek* of
»kill instead of monotonou* rout-
ine.

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.

While 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.
work less than 150 days.

| he coal miners, for instance,
But Grand Rapids employ-

ment is for the most part continuous.

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

The men in many cities must 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.

Our

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.

jfand

Rapids

M good piace to Uve*
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Michigan Retail Dry Goods Association.
President—J. W. napg, Lansm%.
First Vice-President—Geo. T. ullen,

ASecond Vice-President—H. G. Wesener,
ASecretary-Treasurer—Fred Cutler, lonia.

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 that 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 statement 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 West 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
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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.
When the merchant 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 |
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
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indeed and we are very anxious to
keep it that way. .

Since sending out our Bulletin No.
13, | 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

Washington to sit in a conference on
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the dates that she was expected to be
in Kalamazoo.

We are Eleased 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.

Your Customers will Compliment You on the size of Principle Dress Shirts.
This is another reason why you should become interested in Principle Dress

1 Shirts.

o—oo

rianiel T.Patton €rCompany
Grand Rapids.Michigan - 59'63 Market Ave. NW.
The Men'sFurnishing Goode House of Michigan
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MARKET LETTER FEB. 20, 1922

After thoroughly covering the New York market and find-
ing Cotton and Wool advancing along with agricultural and
farm products, such as wheat, corn, hogs, etc., we are of the
opinion that a merchant should buy his staple wants for nearby
delivery at this time, in order to get delivery. This will be
more true if business is good during the Spring season when

the demand 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 WHOLESALE ONLY at lowest
prices prevailing and DELIVER THE DAY THE ORDER IS

RECEIVED.
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SPRING UNDERWEAR

Now is the time to buy Spring Underwear—
while lines are still complete.

We carry such well known brands as, Setsnug
—Verna—Lawrence—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 rtir
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. Jacksan, (Smith & Company) Flint.

Jason E. Hammond,

Mgr. Michigan Retail Dry Goods

Association

Merchants Will Be the Goats.
W ritten for the Tradesman.

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. It 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?

While 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 merchant
to more accurately keep account of
what his window sales cost him.

MICHIGAN
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PRICES CURRENT ON STAPLE DRY GOODS.

List prices corrected before going to
against changes.

press, but not guaranteed

Columbia, Darks 16% 42x36 Meadowbrook . 2 76
utOBIeached Muetln_s. 16% Columbia, Lt. Short* 14 X3 enox _>00
Fruit of the Coom 199% Columbia, DK. Shorts 18% 42x36 Standar_d— 316
B 18O —o= I A Eints Grers B oods
......... - 0
Gpbot Indian Hd. SF. 12 Manchester 80xsog|_t 18% 36V\',%0|H§{3;'nt1°”§eﬁg 7%
Big Injun--—- 13% Manchester 80X80 Dk ﬁ% NO 75, 50 in. Storgm
Lonsdole - 8 Scout, 64x60, Lights 87%
Hope - - 1]  SCOut, 64X60, Darks. 1% g >e19%0, som—storm
36 in. Indian Head — Shlrtlngs---- Serge
33 in. Indian Head ~ Reds 11 407in7 JuTliards Pla 1 32%
54 in. Ind. Head L.F Outrngs and Cantons. 50 in. Julliards Pla. 2 00
Unbleached Muslins. ZCYaShmeUrebl (IZI el 6120, 950 in. French
in. Unble. Canton
Plaz 09% ]igglpgnpemnf b %;2;%] K %,rg?e,e"_S’t. ofm 7%
utin ights o
1921 nghthut?ngs T 12% 2216, 60 Tim. Storm. .
2%  Appleileece Shaker 14% _Serge 1 22%
70 Scotchdown Shaker= 16  56_in.. Silvertone
40 In. 96A -—-— 12% Appledown Shaker — 16 Coatlngl_ 00
Wide Sheetings. White Shaker 11% D R N ‘Tricotine ,, 1 65
Peppereli Unblea.  Blea 26 in. Whrte Shaker 12% Care\et Warp.
10?2 o &3 Daisy Cloth -----—- 15 Peerless hite
i i—— 1 &3 1931 Dark Outlngs— 15 Peerless, Colors - 50
8- H ~ 4449 Draperies and Cretonnes. ~ Diaper Cloth.
Less & neflone % Hamilton Twill-—— 16 B n. 18
€ss er cen Blea, PDresden Fy. Drapery 18 £ mn. — 1R
qulim nbéga- I‘udoDr F’ cy Drapery 620 gz in. 12
- FAD @ mmmmmmmmomeme .
9- 66 Westmorbland Creto. 16 27 in 160
8- 4 _60 gg Fancy Silkoline — — 16% 30 in._____— — 176
--------------- 44 Stratford Cretonne— 16 Blankets.
Less 6 per cent. 3544 D. B. Scrim—-  13% Nashua Cotton Felted
Pillow Tubing. 8177 Curtain Net — 36 54x74. G. W.T 160
12 in. Seneca-- 8342 Curtain Net — _62% el T
1 4039 M 20 60x76, G. W.T .1 66
8&7 aqu'Se“e-_-_-_-_-_SO 64x76, G. W.T . 1 60
0 Dragon Drapery 66x80, G. W.T . 2 0
33% 36 in. Art Cretonne— 72x80. G. W.T . 2 16
%8% 36 in. Elco Tapestry- 30 79%84, G. W.T .—— "280
31% Linings and Cambrics. Catlln Cotton Felted
33% Tico D Satine--—--—-- 20 54x74, G. W. T . 132%
No. 40 Blk. Satine - 16% 60x76, G. W.T 1.42%
. 40 No. lSOWFtnte IS_atrne _ %ég? g%g , (é W¥ %28
40 in. Qumebaug ----- 80 0 ercaline — (] . G A
: DD_Black Satine — 25 64x80, G. W.T . 1.60
enims, e e ek Salp Elilned Sdure oy 7B, 6. E i
— 0 aidan oomer Sa Q :
%ég Blue Denim —17 36 in. Printed Satine 60 Notions 05
Shifels D II-m179 s ohd WahCsar. o 1225-F Boston Garters 2 28
8 o0z. Canvas % ) i Rubber Fly Swatters 90
Armbur ACA Tick, Maritas Oil Cloth. erM
[ IO A — 506  5- 4 W hit berts Nee: — 260
%‘vor Is, AEA T|cl_<|_ o %5 6- 4 Mossarcs‘s{ rk- Need! _Perlng
ey, 5ok S, &4 Blue Figure 310 Sieel Pins, S C. 300 42%
Amoskeéag, A — *8%  All oil Ioth sofd net cash, & PIPnSs S & 300 7o
Cambrics and Longcloths no disco Brass Pins, M. ¢ 300 86
Berkley. 60 Cambric 21% Fla s, Dos
Berkley, 60 Nainsook 21% 9 Dos. Coats T d — 29
Beikley 100 Nalnsk 30, 16x24 in. Spearheads 132% Clarks Mile-End" Td. 59
Big glory, & Gamp. 18/  18x30 in. Spearheads 190 J. J. Clarks Thread: 56
Diamond  Hill, Nain, Tt 24x36 in. Spearheads2 % GDIHSR/(l)TO#Qh Hairnets
Diamond Hill, 16% 3x5 ft. Reliance Prt. 70 Gainshorough"Hairets
Reliance Prt. 1 30
Reliance Prt. 1 90 Per Box
Reliance Pr 290 R. M. C. Crochet Cot. 75
Reliance Prt. 4 25 B-4 Clarks Crochet C. 90
. Defiance Swd 2 00 Silkine Crochet Cotton 90
. Defiance Swd. 2 76 Sansilk Crochet Cot. 65
0 Defiance Swd. 3 60 Dexters’ Knitting
Ginghams. 8x12 ft. Defiance Swd. 6 20 Cotton. W hite 1 60
________________ » 10x15 ft. Defiance Swd 8 00 Dexter’s Knittin
%oire' dcu Nord—-—-" 20 6x9_ft. Sterling Wool 7 60 Cotton_r_ Blk., col’d—1 76
Red Rose - THp  BXI2 Tt Sterllng WooIGll 50 Allies™ Tarn, bundIePoeur?g
E\a}greqtlvglagcs — 15 No. 7 Muslin Flags - 7 20 F|e'50h9{gd Kglkeerdns 2
ﬁg‘oﬁgseagtsmp'es — |1? Sheets and Pillow Cases. Flershers 'Spanis
Lowe Chevr ts, 32 in. 15 63x90 PequotBIea— 16 85 rsted, balls 226
Bates 32 iN e 02% 63X99 Pequ Ble FI? ers Germantown
Treffan 82 in. ----- 72x90 PequotBIea— 173 ephyr, — 330
B. M. C. Seersucker 18% 72x99 PequotBlea._ 19 00 Fleishers Saxony, ba. 330
Kalburnie 32 in.— 22% 81x80 PequotBlea— 18 86 Fl\e\;sohrergd thnaltlesd _ o
Jacq??fe"”g sn. — % g0 Standard——15 00 Flgishers ’Sgo” > 66
i TisSpe % gy Utles Coses "0 5 Heaher balls__- 29
Ree}lnvélelzgl Zearr)rﬁté{/ay_ %80/(? 45x36 Peguot Plain — 4 66 Ironweave Handkfs— 90

Prints and Percale*. 530 Beduot S TR

46x36 Pequot S. S. — 6 66
Columbia, Lights — 15 Less 5%
Ladies'
Ladles’ Underwear. hose,

Vellastic. Fleeced union suits.
HN-LS or DN-ES-—- Reg. sizes 14 50

Rit Dye So0ap --------—m-
Brxby Jet Oﬁ Paste- 135
Bixby Brown Paste — 1 36

220 needle combed yarn
seamed back

Ladies” 220 needle mere hose with
440 needle rib.

A "y

top fashion seam

Flge(cedgl\;eests—and ants Vesta . Ladied? #ee'c"e'a“'ﬁb';'é" hem top - AT
HN-LS. DN-ES. LN-NS, BEQ Si*. 8 25 Ladies’ fleeced hose, rib. top —— 300
PaEn)Sts M_ open or “closed Reg “SL '8 26 Ladies” fleeced hose, rib. top az

Un'(l’zni( Ss‘s'észrers_r\r Resng rib iy Men’s 176 N?:dsrlfré;ttﬁoinzut Toe 31 00

Reg. 'Sizes — lO 00
Ex. Sizes 100

Men’s Underwear.

Hanes shirts and drawers ——————————— \ 69
Hanes union suits - . ----------------- 4o Men's
Black Label Hrgh Rock shirts and
drawer: —-- M
Red Label Hrgh Rock shirts and
draw i— sma@ ----—- f ™

Black Label High Rock unjon suits 16 90
Red Label HI% Rock union suits 16 50
14 pound combed union suit wltn
Cooper collarette-----------------mmmee 1f 00
Heavy all wool union suit — --------- 35 00 |
18 pound part wool union suit — Is 00

Hosiery—Misses and Ladles.

Misses 300 needle combed hose,

bxd. 1 doa. $225 on 7 rise 10 fall 66
Boys’ 3 Ibs. on 9, extra clean yarn

on 8 (R10F5)--mmmmmmmmmmomemmoee- 2

oys’,
Missés x|

Nelson’s Rockford soc

Nelson’s Rockford socks bdlg

Infants Hosiery.
and Toe,

Cashmere Srlk HeeI

er Woo

ants gse 1* i

ants’ &ercerrzed EI‘xJ[ JF&lﬂ;\

Infants’ Fibre and Wool H
Misses an

Cotton Rrbbed
$1.25 o

Mﬁns 200 needle full combed yarn

ose w
Men’s 220 needle full mere hose — 2 60
Men’s 240 needle fiber silk hose — 4 50

pure silk hose
Nelson’s Rockford socks

Ladles

o Hosie_ry
n7 R & F. 6C
Bogs 2x1 Cotton$§bl%bed léioqse 16¢, F. 50
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Men’s Sweaters.
Heavy all wool rope or shaker knit
or'men
Wool slip oVers for men (respun)__ 2 60

Men’s fashioned all wool shakers:— 6 00
Men’s % Cardigan stitch, accsordlng

to quality, each 4 60
Ladles’ Sweaters.
Style entering. into price, It is impossible

to”give specific quotatlons but sweaters
thal may readily be sold can be had in
a variety of styles and combinations from
$3.00 to” $5.00 each.

Bathing Suits for Spring Delivery.

Men’s all pure worsted, plain----— 22 50
Mens aII pure worsted’ with chest

ripes 27 00 to 33 00
Ladles all | pure worsted, plain 26 00

Ladies’ all pure worsted strrped aﬁ
color combinations - 7 00 up

Athletic Underwear For Sprlng

B.V.D.’s, No.01, Men's_union suits 12 62%
Seal Pax, No. 10, unjon suits 10 60
Men's 72x80 Nainsooks, may

had at
Merss SOI eties, highly me rcerlzed

a
Men’sT No. 150
Nainsook $975
Men’s 64x60 NaiNSO0KS 6 60
Men’s 84 Square Narns—k—oo 5 9 00
Men’s Fancy Nainsooks 8 75
Wide and Medium Stripes.
B. V. D Shirts and Drawers,
Shir 6 87%

D
D Atnletrc Style No. U-I01 12 62%
U D You h B. V. 8 60

,\Y “Hanes” No. 756, 72X80
alnsook Unlon Suits 7 25

0 900

12.50
72x80

Hallmark

Bo s Hanes No. 856, 72x80,
Suns — 625
Boys 64x60 union suits__-_ - 500
Boys’ 72x80 Union Suits_— — — 625
Men’ and Boys’ Cotton Underwear for
Spring.

Men’s E t Balbriggan Shirts

and Drgayp 99 —$ 4 60
Mrén’_st Egypt Balbrlggan union

uits

7 50
Men’s EQypt Rjbbed Unjon sujts 8 00
Lawrence albriggan Shirts and

Draw 7 50
Men's Cotton Rrbbeu onion

Suits tio

Men's (‘}omge/cﬁJ Yarn Cotton Union
Suits, Egyption
o:ys Balbriggan

12 00
gnion SUits,

4 50

Men’s Dress Furnishings.

Slidewell collars, linen or soft

160
Neckwear 2 10, ?F]?E% 4 50, 6 00. 7‘6()1 9 00
s

Flannel night shir
Dress pan 0 4800
Muffle 12 00 to 1960
Dress shifts . 8 00 to 4800
Laundered stiff ¢ TT Shirts, 80 sq.

percale __ — - ------ 16 60

President and Shir ey suspenders — 460
Men’s Work Furnishings.

Mackinaws 7 00 to 16 00
Duck coats — 300
Sheeg coats o 12 50
20 overalls or jackets -— 12 00
No. 240 overalls or Jackets _ 1000
No. 260 overalls or jackets — 8 8%
Stiefel rope stripe,” Wabash™ stripe

Club or Spade overall or jacket,

2 seam, triple stitched--—=-----—- 3 50
Coverall khaki 24 00
Cottonade pants fo 21 00

Iac sateen wWork SHITTS----------- 3%

Igget blye chambray Work shirts _800

Rule work shirts___ 7 60
Prece dyed work shirts-- === 5
Best Quallty waork shlrts_ to 1350
Cherr alley flannel shirt 23 50
Buffalo flannel shirts------- 39 00

Domet flannel shirts ------
Standard flannel shirts — - 2
Harding flannel Shirts--------mm---
Work susFen ers

Shirley Police or X Back work Sus. 450
Boys’

Knickerbockers
Mackinaws 426 to 860
Overalls, Brownies, etc. 6 60 to 9 00
Youths’ Wabash Btripe overaII — 110 25

Coverall -
16 60
8 50

Furnishings.
- 6 00 to 15 Q0

Standard flannel shirts
68x72 dress shirts -

Caps and Umbrellas.

Black sateen shop cap, do*._—
Dress caps, men’s, doz.
Dress caps, hoys’, 'doz
Men’s & Ladies’ Umbrellas

100

60 to 19 60
25 to 10 26
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 1report 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. It 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

MICHIGAN

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

The enterprising Sinaloa tomato
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 tomato 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 That 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. It is nearly
spherical, yellow in color and of the
bigness of a small pea. A vyield 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 Ibs. of cheese; in 1919,
11,332,204 Ibs.; in 1920, 15,993,725 Ibs.;
and in 1921, 26,866,404 Ibs. But we
still have a long way to go before we
equal the volume of the pre-war
years.
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IDEAL
BREAD

MAKES

THE

7*” FLOUR

ASK YOUR GROCER FOR

IDEAL
SPREAD

MAKES
THE

JUST ARRIVED CARLOAD NEW CROP JAPAN TEAS.
SAMPLES AND PRICES MAILED UPON REQUEST.

Mf.ivt<torageCompany

GRAND RAPIDS* BATTLE CREEK
lyl/iolesale
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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 Wis-
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. It 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 the 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
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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 5000 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.”

TWO PROFITS

Every sale of Van Duzer’s Extracts
rings you two
profits—an immed-
late profit and an-
other in the form
of good-will and in-
creased patronage.

Van Duzer’s
CERTIFIED
Flavoring Extracts
are unexcelled for purity and strength.
Discriminating housewives know they
can always rely on Van Duzer’'s—that
there are” no better extracts made.

Van Duzer Extract Co. sP mm
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An all year ’round fruit

DELICIOUS
NUTRITIOUS
WHOLESOME

Sold only by

The Vinkemulder Co.

GRAND RAPIDS, MICH.

Domino Cane Sugar products, protec-
tively packed in convenient sized cartons,
bags and cans, have won the preference
of hundreds of thousands of women be-
cause of their uniform cleanliness and
exceptional high standard of quality.

They are most profitable for you to sell
because they save all the time and mate-
rials ordinarily wasted in weighing and

wrapping.

And because the confidence

which women have in the good name
“Domino” is reflected in steady, repeating
sales of all Domino Cane Sugar products.

American SugarRefining Company

“Sweeten it with Domino”

Granulated, Tablet, Powdered, Confectioners, Brown,
Golden Syrup

You Make
Satisfied Customers

when you sell

“SUNSHINE”
FLOUR

Blended For Family Use

The Quality Is Standard and the
Price Reasonable

Genuine Buckwheat Flour
Graham and Corn Meal

J. F. Eesley Milling Co.

The Sunshine Mills
PLAINWELL, MICHIGAN

Vg

GRAND RAPIDS. MICH.

Merchant
Millers
Onned by Mercharts

Products sold by
Merchants

Brand Recormended
by Merchants

Packtd In SAXOLINPaper-lined
Cotton, Sanitary Sacks
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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, that 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 | wish to discuss.
We as business men must claim no
superiority over other people. We
must claim nothing but a fair return
for the labor and capital invested. Let
me say that | 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

*Paperread at annual convention Retail
Grocers and General Merchants’ Associa-
tion by John A. Lake, of Petoskey.
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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 that 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 that 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 West 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
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local shipments and how much it adds
to the cost of goods. It compels
many things that 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. That 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 must 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. What 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
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same way as the questions already
handled, but | 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
that 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
attempt 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’, 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.
| 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 investiment. As
such, | 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 argument that there are too
many retailers in the United States
for economic purposes is true. | 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 or 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. When 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. | 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. It may save what you have.

The Kkind of store you run must de-
pend on you, your capital and your
location. Grocery stores can be di-
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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.
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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 merchant 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 of 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-
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ness, and we should train our help to
be on time. Such help costs more,
but they are worth it and | doubt if
any firm ever made a success by hir-
ing incompetent or 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 w