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“GOOD-BYE, GOD BLESS YOU”
I like the Anglo-Saxon speech 

With its direct revealings;
It takes a hold, and seems to reach 

’Way down into our feelings.
That some folks deem it rude, I know,

And therefore they abuse it;
But I have never found it so;

Before all else I choose it.
I don’t object that men should air 

The Gallic they have paid for,
With “Au revoir,” “Adieu, ma chere,”

For that’s what French was made for. 
But when a crony takes your hand 

At parting to address you,
He drops all foreign lingo and

He says: “Good-bye, God bless you/

This seems to me a sacred phrase,
With reverence impassioned;

A thing come down from righteous days, 
Quaintly but nobly fashioned.

It well becomes an honest face,
A voice that’s round and cheerful;

It stays the sturdy in his place,
And soothes the weak and fearful.

Into the porches of the ears 
It steals with subtle unction,

And in your heart of hearts appears 
To work its gracious function.

And all day long, with pleasing song,
It lingers to caress you;

I’m sure no human heart goes wrong 
That’s told “Good-bye, God bless you.”

I love the words, perhaps, because 
When I was leaving Mother,

Standing at last in solemn pause.
We looked at one another;

And I—I saw in Mother’s eyes
That love she could not tell me—

A love eternal as the skies.
Whatever fate befell me.

She put her arms around my neck 
And soothed the pain of leaving,

And though her heart was like to break,
She spoke no words of grieving,

She let no tear bedim her eye.
For fear that might distress me;

But, kissing me, she said good-bye,
And asked our God to bless me.

Eugene Field.
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P R E P A R E D N E S S
Health preparedness depends upon good digestion and the constant 

elimination of waste matter.

FLEISCHMANN’S YEAST, the one unrivaled fresh yeast is building 

health for its ten million users.

The same benefits can not be gained from yeast in any other form. 

Safeguard your customers by setting them straight on this point.

The Fleischmann Company

The Name on the Sack is a 
Guarantee of its Contents

When specifying cement insist that it be the kind with the
nam<

NEWAYGO
PORTLAND
CEMENT

sack.on every

You can then be assured that this important part of your 
construction work is being supplied with material that has proven 
its worth, one ?’ >t will readily adapt itself to your job, no matter 
what problems or complications may arise.

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

Newaygo Portland Cement Co.
General Offices and Plant 

Newaygo, Mich.

Sales Offices
Commercial Savings Bank Bldg., 

Grand Rapids, Mich.

Citizens Long Distance Service
Reaches more people_in_Westem Michi
gan than can be reached through any 
other telephone medium.

\ 19,000 telephones in Grand Rapids,
Connection! with 150,000 telephones in 
Detroit.

USE CITIZENS SERVICE “

CITIZENS TELEPHONE COMPANY

OELERICH & BERRY CO.

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

*  * Old Manse 
Syrup

I t  a lw a y s  p a y s  to

BU Y  T H E  B E S T

Distributed by
ALL MICHIGAN JOBBERS

Packed by
OELERICH & BERRY CO. CHICAGO, ILL«

WE HAVE CREATED 
THE DEMAND

Everybody, everywhere has been taught by 
extensive advertising that:-

Franklin Package Sugars
not only represent the standard of purity, but 
the packages mean cleanliness for the house
wife. and a big saving to you, because:-

N o  Overweight.
N o  Waste.
N o Expense for

Bags, T w ine and Labor.

The Franklin Sugar Refining Company
PHILADELPHIA

“A Franklin Cane Sugar for every use”
G r a n u la te d , D a in ty  L u m p s. P o w d e r e d ,  

C o n fe ctio n e r s, B ro w n , G o ld e n  S y r u p

{Franklin Golden Syrup ÛttK
and

Franklin Tea Sugar
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MICHIGAN TRADESMAN
(Unlike any other paper.)

Frank, Free and Fearless for the Good 
T hat W e Can Do.

Each Issue Complete In Itself.
DEVOTED TO THE BEST INTERESTS 

OF BUSINESS MEN.
Published Weekly By 

TRADESMAN COMPANY 
Grand Rapids.

E. A. STOWE, Editor.
Subscription Price.

Three dollars per year, if paid strictly 
Id ftdv&nc6«

Four dollars per year, if not paid in 
advance.Canadian' subscriptions, $4.04 per year, 
payable invariably in advance.

Sample copies 10 cents each.
Extra copies of current issues, 10 cents; 

Issues a month or more old, 15 cents; 
Issues a year or more old, 25 cents; issues 
five years or more old 50 cents.
Entered at the Postoffice of Grand 

Rapids under Act of March 3, 1879.

BETTER BUYING IN  SIGHT.
T here  is a general belief in m er

cantile circles th a t th e  p resen t m onth 
will see a renew al of activity  in buy
ing, especially on the p a rt of those 
rep resen ting  the retail trade of the 
country . M ore buyers are com ing to 
the city  and they are really  in quest 
of goods. B eyond this, they are con
vinced th at they can resell w hat they 
buy if they  buy  right. T he lateness 
of E aste r is ra th e r a help than  a hin
drance tow ard  the sale of th ings to 
wear. W eather will be an im portant 
factor in forcing  sales, but it is al
ready evident th a t, in m any localities, 
th e  disposition to buy on  the part of 
consum ers has been and is grow ing. 
P rice concessions will be a decided 
help in increasing  this disposition 
and these will have to  be of a differ
ent kind than  those m arking the end- 
of-season clearance sales. New and 
tim ely m erchandise, not the left-overs, 
sold on sm all m argins o f profit, are 
apt to take well w ith purchasers, who 
have becom e m ore critical as their 
spending m oney has decreased. T his 
the retail m erchants have discerned 
and it becom es necessary for them  
now  to resort to  th e  jobbing  m arkets 
to secure fu rther supplies. A t the 
ou tse t they  b ough t little m ore than  
m ight be considered samples. T hey 
w ere inclined to te s t out conditions. 
H aving  found th a t the demand 
prom ises to  be better than  they 
th o ugh t would be the  case, they  are 
now  prepared  to purchase  in some 
quantity , and th is  should have a 
m arked effect before long.

Some reaction  in the p rim ary  m ar
kets is bound to  follow  the renais
sance of buying by the retailers. Job
bers have been purchasing  sparingly 
because they  were not sure of the  
trend  of prices o r  of the disposition of 
the ultim ate consum er. As soon as 
they  can  get a tru stw o rth y  line on 
one o r the  o th e r of these, or, b e tte r 
still, on both, they  will move with 
m ore decision. No one w ants to  load 
up w ith a large stock of goods unlegs 
the way seems dear for an early dis

posal of them , o r  to  buy a t prices 
which are likely to  be low er later on. 
T here  is alw ays a chance to be taken, 
but p rudent m erchants do not wish 
this to be a m ere gamble. Buying 
ahead is ever a m atter of judgm ent, 
but the judgm ent has to be based on 
certain  facts and indications which 
are reasonable. W ith  conditions as 
peculiar as they  have recently  been, 
there was noth ing to serve as a guide, 
and hence the caution. T here  has 
been all along, however, a little un
easiness about this course of conduct. 
P roducers have been as unw illing to 
tu rn  out goods w ithout o rders as the 
jobbers have been to order them  w ith
out definite prospects of resale. If 
both  adhered rigidly to the course 
outlined, com plications would ensue if 
any sudden demand came in and the 
m erchandise were not forthcom ing. 
But both  sides have allowed some lee
way, and it is not considered likely 
that there will be any dearth  of sup
plies unless a g reater dem and should 
set in than  seems probable a t the 
present.

OPENING CANNED FOODS.
Did you ever try  to open a can of 

food? Did you punch a hole in the 
top of the can, wiggle the can opener 
around, leaving a jagged edge like a 
buzzsaw? Did you cut your hand and 
lose your tem per? If so, you will be 
in terested  to know once and for all 
th a t there is no need for all this extra 
effort and annoyance.

Ju s t rem ove the label from  the side 
of the can, until you can see the seam, 
which was made in form ing the body 
of the can, using an ordinary  can 
opener. Lay the can on its  side and 
puncture the can next to the seam 
with the point of the can opener, next 
to the top of the can. T hen  set in 
an uprigh t position, insert the can 
opener in the hole already o n  the 
“side” of th e  can—w orking  away from  
the seam  until you have cut around 
the can.

You will then  be able to tu rn  back 
the entire  top (or bo ttom ). If the 
can be held firmly, there  is no risk 
of cutting  the hand and you will have 
a sm ooth edge over which the entire 
con ten ts will pass w ithout being cut 
or broken.

Canned foods should be stored  in a 
dry place. If  they should becom e 
dam p—the cans will ru st and in tim e 
the ru st will eat th rough the tin. In 
th is way air will be adm itted  and the 
contents will spoil, but tinned foods 
will keep indefinitely so long as they 
rem ain herm etically  sealed. T hey  
keep simply because they are sterilized 
by heat in the cooking process. T he 
germ s of ferm entation  and decay are 
thus destroyed. B ut if the  seal is 
broken in any way—th e  air carry ing  
all such germ s is adm itted  and the 
contents will spoil in a sho rt time 
just as an^ other cooked food.

Buy Flour For Prompt Shipment 
Only.

W ritte n  for th e  T rad esm an .
One week ago to-day M ay w heat 

closed a t $1.43^-94- Y esterday  it 
closed at $1.41^-56 o r 2c down. On 
the o ther hand, cash w heat, D etroit, 
No. 2 Red, closed a week ago  at $1.40 
per bushel; yesterday the same grade 
closed at $1.44 per bushel—an  ad
vance of 4c per bushel on cash wheat. 
Toledo cash closed a week ago a t 
$1.46; yesterday it closed a t $1.46, 
same figure, so th at while futures have 
been declining, cash w heat has really 
been advancing. T his creates the im 
pression in th e  m inds of trade  th a t 
w heat is declining, While, as a m atte r 
of fact, the decline in the price of 
May wheat m erely indicates that 
traders look for low er prices a t tim e 
of con tract delivery in M ay than  
w heat is b ring ing  at the  p resen t time. 
On the o ther hand, cash wheat, w hat 
the -nr Her has to grind (he certainly 
could ;’t mill a future to be delivered 
in Mny during  M arch) is advancing.

T he general . tendency of futures, 
however, is alm ost certain  to affect 
the cash situation and the cash situa
tion on the o ther hand, will also affect 
futures, depending upon which of the  
two is in the s tronger position.

Futures declined 2c yesterday; cash 
closed lc  low er than  the  day before. 
T his condition was brough t about by 
the selling of w heat a t L iverpool in 
fairly good volume, coupled w ith fav
orable crop reports concerning the 
dom estic w inter w heat crop.

A nother thing, the  Governm ent 
crop rep o rt is to be issued to-day and 
som e of the trad ers  are o f the opinion 
it will be m ore favorable than  was 
earlier predicted; if so, undoubtedly, 
a fu rther slum p, in futures particu lar
ly, will develop and likely enough cash 
will react som ew hat also.

On the o ther hand, export sales of 
wheat and flour have been fair. L ast 
week N orth  A m erica sold 10,000,000 
bushels o f w heat and actually  ex p o rt
ed 8,470,000 bushels of w heat as w heat 
and flour.

T he dom estic m illing dem and has 
been som ew hat better. T h is favor
able condition, together with a steady 
export dem and, resu lting  in the sale 
to foreigners of reasonably  large 
am ounts of w heat for p rom pt ship
m ent, h a s  caused considerable firm 
ness in the cash  w heat situation.

P o rt stocks of G reat B ritain total 
approxim ately  4,000,000 bushels of 
w heat now, as against 20 000,000 
bushels a year ago, which indicates 
th at E ngland m ust buy m ore w heat; 
a t least, m ust take an early  delivery 
of considerably m ore w heat; she m ay 
have a lready purchased  it. I t  is, also 
stated  th a t F rance will be com pelled 
to im port betw een 15,000,000 and 20,- 
000,000 bushels of w heat before her 
new crop is harvested.

In the domestic market, receipts are

holding up p re tty  well; in fact, re 
ceipts M arch 6 were 1,433,000 bushels, 
against 1,521,000 bushels a year ago 
the sam e time. T he visible supply, 
however decreased 1,223,000 bushels.

F or the tim e being, it appears ad
visable to buy for p rom pt shipm ent 
on both w heat and flour, ra ther than 
for deferred, purchasing  in sufficient 
quantities to cover requirem ents of 
the  imm ediate future only.

Of course, it is out of the question 
to correctly  predict ju st w hat action 
w heat will take during the  next ninety 
days. E very th ing  depends upon the 
dom estic and foreign dem and and the 
actual condition of the grow ing crop. 
If one could guess the kind of w eather 
we are going to have, w hether favor
able or unfavorable to wheat, w hether 
there will be sufficient m osture o r not, 
w hether the  volume of business will 
increase o r  decrease, it would be an 
easy proposition to state  the tendency 
of w heat prices, but inasm uch as it 
is impossible to do this, predictions at 
their best are only a guess.

As sta ted  above, it appears a t the 
p resent time to be advisable to p u r
chase to  cover only early require
m ents. L loyd E. Smith.

W ord  comes from  W ashington th a t 
the P residen t’s conference on unem 
ploym ent has decided to  undertake a 
thorough study of possible m ethods 
o f  con tro lling  the business cycle. A 
special com m ittee consisting of m anu
facturers, econom ists, and rep resen ta
tives of labor has been appointed for 
th e  work. I t  is realized th a t the 
cyclical m ovem ent of business is one 
of the fundam ental causes of unem 
ploym ent. T he purpose of the  inves
tigation  will not be to find a way of 
abolishing the cycle, which seems to 
have its foundations deep rooted  in 
hum an nature  itself, but to w ork out 
practicable m ethods of m itigating  its 
extrem e effects, that is, o f preventing 
excessive inflation with its sequel of 
abrupt deflation. As one business man 
expresses it, som eth ing  perhaps can 
be done to make the cycle’s curves a 
b it sm oother.

T he per capita consum ption of 
coffee in the U nited S tates has stead
ily increased for m any years. T he 
average consum ption in the years 
ju st ended was about 12)4 pounds per 
capita, against an average of slightly  
less than  5 pounds per capita in the 
decade ending w ith 1870; 8)4 pounds 
per capita in the period 1891-1895; 9)4 
pounds per capita  in the period 1906- 
1912, and has averaged since the be
ginning o f the w ar over 10 pounds 
per capita, advancing to  12)4 pounds 
in 1921. A pproxim ately  one-half of 
the  coffee produced in the w orld is 
consum ed in th e  U nited  States.

N either the m iser nor the spend
th rift brings prosperity . P rosperity  
i$ tb *  result of financial sanity,
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Meanderings ’Mongst Michigan Mac
aroni Manipulators.

Battle Creek. M arch 7—J. L. Mac- 
Iver, Rexal representative in Michi
gan, says the Steele House, a t St. 
Johns, is the ideal country  hotel. 
T hey  m ake a charge of SI to $1.50 for 
room s and serve good meals a t 50 
cents each.

At a m eeting of about a dozen 
prom inent hotel men. held here last 
Saturday, the article I gave vou last 
week was very much com m ented on, 
w ith the alm ost unanim ous opinion 
th a t country  hotels should not a t
tem pt to run on the European plan 
but should furnish sim ple m eals 
which would enable them  to make 
such charges as would hold the busi
ness to which they are reasonably en
titled.

I am giving you here m enus ot 
three hotels, and for the benefit of 
John O lney and o thers I desire to 
state that the w ords “choice of” do 
not appear on any of them . The 
guest is entitled to an unlim ited selec
tion. _ ... .

T he W inter Inn . at Greenville, has 
recently come under the contro l of M. 
J. W elch, form erly  of the New R e
public. of Bay City, and is much talk
ed of by traveling men in that section.
I am giving vou breakfast, d inner and 
supper menus. T hese meals are all 
supplied on a basis of 75 cents each, 
are a ttractively  served and the onlv 
criticism  I could make as I explained 
to  Mrs. W elch, who is a landlady very 
m uch in evidence in the concerns of 
the Inn , is that the meals were ra ther 
too elaborate. The steaks served here 
would cost $1.25 in any city restau
ran t: _B R E A K F A S T  

F re sh  F ru i t
O ranges, B an a n a s , G rape F r u i t

S tew ed P ru n es
C orn  F lak es. P o s t . T o as tie s , G rape N u ts  

S hredded  W h ea t, Rolled O ats  
S u g a r  C ured  H am  P o rk  C hops

B acon. B roiled S h o rt S teak s  
E ggs to  O rder. S ausage  

F r ied  P o ta to e s
Corn F r i t te r s  F ried  M ush

W h e a t C akes B u ck w h ea t C akes
T o a s t to  O rder. H om e M ade F r ied  C akes 

T ea, Coffee. M ilk, P o s tu m  
D IN N E R  

V egetab le  Soup
Dill P ick les  Shredded  L e ttu c e

R o as t B eef B row n G ravy  
R o as t Loin of P o rk , Je lly , Sw iss S teak s  

M ashed  P o ta to e s  S team ed  
Stew ed T om atoes  

C arro ts  & P eas  in C ream  
V egetab le  Salad , W hite  o r R ye B read  

A pplie P ie  P u m p k in  P ie
Ind ian  Pudd ing , V an illa  Ice C ream  

T ea, Coffee, Cocoa 
S U P P E R

R ice, T om ato  Soup. R elish
B roiled S h o rt S teak s  

F r ied  S p ring  C hicken and  C ream  G ravy  
Cold M eats

P la in  F r ied  P o ta to e s  E scalloped  
S u cco tash

C o ttage  C heese, G raham  G em s 
W h ite  B read

C hocolate M elba, S auce & C ake
T ea , Coffee, M ilk, P o stu m  

All room s are provided with hot 
and cold runn ing  w ater; with bath, 
$1.75; w ithout, $1.25.

If the H otel Belding at Belding, 
attem pted  to show profits based on 
cost of investm ent, it  would not be 
able to  deliver the goods in the 
luxurious style which prevails there. 
Tom  Bracken, Jr., its m anager, 
showed me his balance sheet for 1921. 
The profits would not pay the salary 
of a bell hop. T he charge for room s 
is from  $1 up; with running  water, 
$1.25; bath, $1.75. T he building was 
built as a m em orial for the city, 
represents a very large investm ent 
and possesses every com fort and con
venience, except elevator. Meals, 75 
cents each. The breakfast, a com 
prehensive meal, is very well selected, 
and constantly  varied.

D IN N E R
N ew  E n g lan d  Clam  C how der 

S w eet P ick les
S team ed  Salm on w ith  E gg  S auce 

R o as t P r im e  R ibs  of B eef Au J u s
B ak ed  S u g a r C ured  H am  w ith  Je lly  

B aked  M acaron i and  C heese Au G ra tin  
M ashed P o ta to e s , S team ed  P o ta to e s  

J u n e  P eas , W ax  B eans  
A pple P ie , R ed R asp b e rry  P ie . C ream  P ie  

R ice P u d d in g  W hipped  C ream  
W h ite  B read . B row n B read

T e a  Coffee Milk
S U P P E R  

O y ster S tew
G rilled  Sirlo in  S teak , H am  an d  E ggs

H a m b u rg e r S teak  a n d  F r ied  O nions 
R o as t B eef H ash , A sso rted  Cold M eats  

B ak ed  a n d  F r ie d  P o ta to e s , S ucco tash

R ed R asp b e rrie s , C ake, Hot Rolls 
T e a  Coffee M ilk 

J. W . Gleason, for eighteen years 
traveling salesm an for H ow ard & 
Solon, wholesale grocers, of Jackson, 
has r e c e n t ly  acquired by purchase the 
W eaver Inn, at Albion, and restored 
the old name. H otel Albion. H e is 
m aking extensive im provem ents in the 
p roperty , w'hich is already provided 
with m odern conveniences. H is ser
vice is of the very best, and his rates, 
strictly  Am erican plan, are $3.50 and 
$4 per day, with single meals, includ
ing Sunday dinner, 75 cents each. All 
the H otel Albion m enus are prefaced 
with the announcem ent: “ If portions
served are not sufficient, please ask 
for more. No ex tra  charge.” 

B R E A K F A S T  
Fruist

O ranges, S tew ed P ru n es , G rape  F r u i t  
C ereal

O atm eal, C orn  F lak es, G rap en u ts  
Shredded  W h ea t 

M eats
H am  an d  E ggs, F o rk  Chops, S ausage  

B acon  and  E ggs, E ggs an y  Sty le 
A m erican  F r ie d  P o ta to e s  

W h ea t C akes, F re n c h  T o as t
T o as t, D ry  o r B u tte re d  

D o u g h n u ts
T e a  Coffee, Milk, Cocoa

LU N C H EO N
V egetab le  Soup S w eet P ick les

R o as t P o rk  w ith  J e rse y  S w eets  
P ig  H ocks w ith  S our K ro u t 

R ib  R o as t of B eef w ith  Brow n G ravy  
M ashed  P o ta to e s

C ream ed  C a rro ts , C abbage  Salad  
M ince M eat P ie , Apple P ie  w itli C heese 

T ea, M ilk, Coffee 
D IN N E R

P ick les  Soup C elery
T. Bone S tak e  w ith  M ushroom  S auce 

C hicken w ith  B iscu its  
B readed  P o rk  C hops 

B aked  P o ta to , S tew ed  T o m ato es  
S h redded  L e ttu c e  w ith  O nions R ings an d  

D ress in g s
P each  S h o rt C ake  w ith  W hip  C ream  

C hocolate P udd ing  
T e a  Coffee M ilk

F rank  Stevens, has a very comfy 
and scrupulously neat hotel at Fenn- 
ville, known as the Stevens House. 
E very th ing  about the place looks 
prom ising and prosperous, and com 
m ercial m en speak highly of his es
tablishm ent. The rate is $3 per day 
flat.

T he same m ay also be said of the 
Dixie Inn, at W ayland, conducted by 
E. W . Fox. H is charge is $3 per day 
or 65 cents for single meals.

The Lakeview H otel, a t Lake view, 
owned and conducted by A. Cooley, 
is exceptionally good, and gives good 
value at $3 per day w ith a single meal 
charge of 65 cents.

R obert P inkerton , M anager of the 
H otel Norm andie, D etroit, takes ex
ception to my statem ent that a hotel 
like the Rickm an, at Kalam azoo, can 
be conducted on the Am erican ^plan 
at $3 per day. I am calling Bob’s a t
tention to the fact th a t in his an 
nouncem ent in W ood’s railw ay guide 
he quotes a ra te  of $2.50, Am erican 
plan.

R. E. Lawless, of the W eaver Inn 
K enton, Ohio, evidently a regular 
subscriber to the T radesm an, w rites: 
“C ongratulations on your fine work 
in the M ichigan T radesm an.”

E dito r Stowe advises me he has re
quests to  the effect th a t the w riter 
have som ething to say about the con
duct of my own hotel, Cedar Springs 
Lodge, at Glen Lake. In a future 
issue I will a ttem pt this, m inus com 
m endatory frills.

F ran k  S. Verbeck.

Agrees With Our Characterization of 
ford.

Big Rapids, M arch 6—T he w rite r’s 
attention  was called to your article 
in the M arch 1 issue, regard ing  ford. 
You express the w rite r’s opinion so 
perfectly that it would be futile to a t
tem pt to enlarge on it. H is entire  
life, fortune and effort have been di
rected, for some tim e past, in a m ad 
effort for political preferm ent, either 
by fair m eans or foul. I t  would be a 
genuine d isaster for the great S tate 
of M ichigan to  elect to  office a man 
so uneducated, so vindicative and so 
generally  impossible. I t  is not a 
question of politics with the w riter. 
As a candidate on any ticket he would 
be ju s t  as w orthless. I com plim ent 
you on your good judgm ent and your 
courage in g iving your readers plain 
facts. ' ‘ V. A. V an H orn.

Not a Pleasant Outlook For the Rail
roads.

Grandville, M arch 7—T he outlook 
for our railroads is not the  p leasan t
est.

H ow  could it be w ith freight and 
passenger rates the highest in the h is
tory  of the business? H um an nature 
is the same yesterday, to-day and fo r
ever. W ith this human nature to  deal 
with, the peoples’ m oney becom ing 
less and less, as tim es became less 
prosperous, one m ay little wonder 
that at such a time as this, when the 
autobus is fast forging to the front, 
and everybody is tu rn in g  to find 
cheap ways of living and_ m oving 
about, and the railw ays raise their 
rates to  unheard  of lim its, th a t the 
folks who patronize steam  travel tu rn  
to cheaper m odes of conveyance.

Men and women refuse to  pa tron 
ize carryalls which they believe have 
double-crossed them  in the m atter of 
fares. W ith everything in the  food 
and clo th ing  line on the toboggan, 
wages in m any lines reduced, to have 
this im position of nearly  double fares 
th ru st upon them , is it any w onder 
that people with half way hum an feel
ing refuse to crawl in the dust at the 
feet of their supposed m asters?

W hy should railway fares go up 
after the peak of high prices in every 
o ther departm ent had taken a tumble? 
T his is a pertinen t question which 
the traveling  public would like to 
have answered. U ntil it is answ ered 
in a m anner to satisfy the A m erican 
people th at they have not been de
liberately robbed the  railways of 
Am erica will continue to suffer in

roads, the various tro lley  and inter- 
urban lines put up their rates, thus 
opening the field for m otor busses, 
which are m ultiplying all over the 
country.

Standing a t an in terurban  station a 
dozen men and wom en waited for the 
arrival of the  in terurban  car on which 
to take passage for the city. Five 
m inutes ahead of the scheduled tim e 
a m otor bus pulled up before the 
w aiting throng, opening its door for 
passengers. All save one of that 
crowd entered the bus and were 
driven away. W hen the car arrived 
one solitary passenger got aboard.

Form erly , that is, before prices were 
nearly  doubled, the cars were usually 
crowded, often standing room  only 
being noted. W hy  is it thus?

Plainly, the people refuse to be 
robbed to fill the purses of railway 
owners, g reat or small. Bus ra tes are 
nearly  a half less, which is an item 
which counts heavily in the year’s ex
penses of the o rd inary  family.

The w onder would not have been as 
great had these unheard  of ra tes been 
tacked on when everyth ing else was 
at its peak. To* wait until deletion all 
a long the line was in evidence and 
then double the passenger ra tes is 
som ething th a t grinds, and there  will 
be m ore busses running  each day 
until the g rasping corm oran ts of the 
railway corporations find their yearlv 
business cut in half. W hen this com es 
about there will be m ore w recking of 
short line spurs and the taking off of 
trains on the longer roads.

T he Pere M arquette  has taken off 
an evening train  from  Grand Rapids 
N orth, which hasn’t been curtailed be
fore in the h istory  of the road. Severalpocket for the e rro r of their ways.

Follow ing the lead of the steam
0 ,..... ......................■■■>■■■■■■......mum.... ......hiihiihiih......... ........................ """"“"“13

A Good Place
to Bring Up Children

M any G rand R apids fa th e rs  who have 
been offered la rg e r financial rew ards in 
m etropolitan  centers have been well content 
to  rem ain  here because of th e  fine environ
m ent fo r  re a rin g  children.

A G rand R apids baby h as a  b e tte r  
chance of living th an  a  baby born  in  any 
o ther larg e  A m erican city. O ur in fan t 
clinics and medical inspection in  the schools 
encourage health  and v igor in  little  bodies. 
T hanks to  a  bénéficient housing code we 
have no tenem ent d is tric t, no pallid  a p a r t
m ent children, b u t rosy-cheeked youngsters 
who romp in th e ir  own law ns and gardens.

The G rand R apids child is educated in 
one of the finest school system s in  Am erica, 
W e spend $12.8G per cap ita  fo r education, 
and shall s ta r t  th is  y ea r new school build
ings costing a  million and a  h a lf dollars.

The crim e th a t  in fes ts  the  la rg e r  cities, 
and m uch of the  insidious tem ptation  th a t  
assa ils  youth elsew here, is happily  w an tm g  
here. We have no hectic n ig h t life, no vice 
d istric ts  to  sap  the m orals of the  young. 
W e have instead , churches in  every  com
m unity  w ith  th e ir  inv iting  p rogram s fo r 
young people ; we have the Y ’s and innum 
erable o ther agencies th a t  tu rn  the  energies 
of the  young in to  hea lth fu l, constructive 
p u rsu its .

A good place to  r e a r  children  is alw ays 
th e  best place to  live.

G ifa n d  R a p id s
"A ¿ o o d  p la ce  to  liv e *
ADVERTISING CLUB OF GRAND RAPIDS
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spur linos are to be taken up entirely, 
all on account of lack of business. I t  
certain ly  does seem th a t the bus and 
truck ing  people are cu tting  deeply 
into the business of the steam  roads.

In  a g reat m easure the big railw ays 
are solely to  blame. Once the bus 
and tru ck  lines becom e established it 
will be no easy m atter to  p ry  them 
loose again at the  behest of any rail
way o r com bination of such. Once 
upon a time the tru n k  line railw ays 
held a m onopoly of traffic, and even 
then they were not half as hoggish 
as they  have been later w ith such a 
rare  chance to  find them selves ou t
bidden and outclassed by the m otor 
busses.

T he people would be less than hu
m an did they refuse their pa tronage to  
those traffic folks who offer them  like 
convenience with the steam  roads at 
a t least one-th ird  less rates.

T h e  railw ays of A m erica are facing 
the g reatest crisis in their history. 
H ow  they will meet this crisis de
pends on the feeling of the m anage
m ent. If they continue to  ignore the 
righ ts of com m on hum anity and con
tinue their gam e of gouge it will not 
be surprising  that before m any m oons 
some of these high and m ighty Sam 
sons of com m erce are driven into the 
hands of receivers.

I t  is not a p leasant outlook from  
any q u arte r from  which we view it. 
T he N ation  needs the railw ay arteries 
and will not give them  up w ithout a 
struggle. T he various bus and truck  
lines m ay be convenient, yet tl. y can 
never quite fill the place of steam  
roads from  N o rth  to South, and from 
ocean to ocean. I t is to  be hoped 
those in au tho rity  will cease their 
gam e of gouge before it is everlasting
ly too late, and get back to old rates 
and a safe and sane m anagerial 
policy. I t is never safe nor sensible 
to com m it suicide to g ratify  spite.

W hatever the wage scale m ay have 
to  do w ith the raising  of railway 
rates, with th a t the public has no th ing 
to do. T he rail com panies m ust and 
should m anage their own in ternal af
fairs in such a m anner as to lead to 
the best results for them selves and 
the traveling  public.

T he m ultiplication of auto trucks 
and autom obiles has a deep influence 
on the conditions in the world of rail
way traffic. T here  is an earnest com 
petition beginning righ t here, and this 
com petition, instead of decreasing 
with the passage of tim e, is destined 
to increase righ t along. W hat effect 
it m ay have for the good or ill of the 
public rem ains to  be seen.

H ow ever, by foolishly kicking 
against the pricks, the railways are 
only dam aging th e ir prospects for fu
ture success. Old Tim er.

Vocational Education in the Public 
Schools.

Lansing, M arch 7— I am in receipt 
of your request for a copy o f 'th e  talk  
I am asked to give at the Retail Dry 
Goods A ssociation at Flint. I t  will 
not be possible for me to send you a 
copy as I shall not speak from m anu
script. I shall discuss the question 
of vocational education in the public 
schools, part-tim e schools, evening 
schools, and particu larly  the question 
as to w hether th e  fundam entals of 
salesm anship m ay well be tau g h t in 
secondary vocational schools. I shall 
take the position th a t in our high 
schools we should give courses in con
nection w ith the  com m ercial depart
m ent in elem entary  econom ics and 
elem entary psychology and on this 
base a course in the  fundam entals of 
salesm anship. I th ink  the tim e is 
near when this type of instruction  
will be given in all our com m ercial 
schools and particu larly  where the 
com m ercial departm ent is connected  
w ith a good high school. O ur schools 
are so organized that it can be done 
easily and certainly there is a demand 
for it w hich the public school m ust 
m eet. _____ W alter H. French.
Old M other H u b b a rd  w en t to  th e  c u p 

b oard
To g e t a  y e a s t-c a k e  fo r h e r  b read ; 

B u t w hen  she g o t th e re , th e  cupboard  
w as b a re —

I t  w as  in  th e  h o m e-b rew  in s tead .

Constructive Optimism the 
Determining Factor

Those merchants who realized, with the 
start of 1921, that easy times had passed and 
buckled down to work with a well laid plan 
have much to be thankful for. It will take 
real, up-to-date merchandising to win out in 
1922. The revival of business is going to 
bring out an era of competition in which 
only the fittest can survive. The determin
ing factor in the fitness of each individual 
concern will be the capacity of the man at 
the head of the institution to meet the 
changed conditions with more effective busi
ness methods.

Never has there been a time when con
structive optimism on the part of every in
dividual was so vitally essential to our busi
ness welfare. We have behind us the worst 
of business years. We have ahead of us— 
what? The next two or three months may 
not be up to our expectations, but if we are 
con s t ru c t i v e ly  optimistic, we will carry 
through, and before 1922 is past we will see 
the dawning of good business conditions.

W o r d e n  Q r o c e r  C o m p a n y

Grand Rapids—Kalamazoo—Lansing 
The Prompt Shippers
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MOVEMENT OF MERCHANTS.
M ontgom ery—P. A. B arr has en

gaged in the produce and feed busi
ness.

D etro it—T he Dixie Lum ber Co. has 
decreased its capital stock from  $200,- 
000 to $1,000.

F lin t—W iener & K roll, boots and 
shoes, are reported  to be offering to 
com prom ise a t 20 per cent.

M ontgom ery—H. C. Carl, of Cam
den, has engaged in the wholesale 
produce and poultry  business.

E scanaba—T he H elena L and & 
L um ber Co. has increased its  capital 
stock from  $20,000 to $100,000.

Pew am o—Leo J. Fedewa has sold 
his fuel business to C harles P iggott, 
who will continue the business.

Pontiac—Fire destroyed the C. E. 
D ePuy & Co. grain and feed elevator, 
entailing a loss of about $10,000.

Chelsea— Fire destroyed the g ro
cery stock and dam aged the store 
building of H inderer Bros. M arch 2.

Ovid— E. C. B aker has rem odeled 
his shoe store, installing  new shelving, 
etc., and redecorating  it th roughout.

P ontiac—W hitfield, W alter & M ar- 
cotte, wholesale grocer, has changed 
its name to W hitfield, W alter & D aw 
son.

Ithaca— Carroll Betts, recently  of 
Alma, has purchased the bakery of 
C. H . R asor, tak ing im m ediate pos
session.

Saginaw—T h e  K erry  & W ay Lum 
ber & M anufacturing  Co. has increas
ed its capital stock from  $100 000 to 
$ 200,000.

L aingsburg—V oelker & Peran  have 
purchased the hotel and will open it 
as soon as it has been rem odeled and 
refurnished.

Royal Oak—T. J. Jackson, conduct
ing Ye Bootery, a t a m eeting of the 
cred ito rs, offered to com prom ise at 
35 per cent.

W akefield — T he F irs t N ational 
B ank will erect a m odern, fireproof 
bank build ing  as soon as the plans 
can be com pleted.

Spring Lake—T hieves entered the 
dry goods and shoe store of Sam 
Falls and carried away stock valued 
a t m ore than  $300.

Union City— E llsw orth ’s South Side 
Grocery will open a m eat m arket as 
soon as the addition to  its business 
block is completed.

D etro it—T he W . E. Canton Co., 
dealer in clothing at 1535 W ashington 
Blvd., has increased its capital stock 
from $25,000 to  $75,000.

P o rtlan d —F. A. W heeler, of De
troit, has purchased the jew elry and 
silverw are stock of Cardy & Foland, 
taking im m ediate possession.

T ekonsha — H ow ard  U pston has 
sold his m eat m arket and g rocery  
stock to E. E. Abel & Son w ho will 
consolidate it with their own.

D etro it—T he Shop of D urst, boots 
and shoes, has filed a petition in bank
ruptcy  and is offering to com prom ise 
at 20 per cent, it is reported.

C harlotte  — T he C om m unity W et 
W ash  L aundry  has taken over the  
p lan t of the C harlotte Steam  L aundry  
and will consolidate it w ith its own.

Jackson— H. M. D ickinson has 
rem oved his g rocery  sto re  and meat 
m arket to  2101 E ast M ain s treet from 
the co rner of Main & G orham  streets. 

B urr Oak—T he R ichardson Home

O utfitters ,of Sturgis, has opened a 
furniture store in the  Gilson block, 
under the m anagem ent of John  P o r
ter.

H illsdale—O ra E w ers, of Camden, 
has traded his hom e in Camden and 
his farm  for the Almo grocery  stock 
and store  building, tak ing im m ediate 
possession.

H om er— C harles H odges, recently  
of Jackson, has leased the H om er 
H ouse and will open it for business 
as soon as it has been rem odeled and 
redecorated.

Fow lerville—J. C. D ingm an has 
sold his hotel and livery barn  to Fred 
H aist, recently of A ltona, who has 
taken possession and will continue 
the business.

K alam azoo—Joseph  E hrm an has 
leased the store a t 214 N orth  B ur
dick street and will occupy it w ith 
a cigar and tobacco stock and pool 
room , April 1.

C harlotte— George and Glenn Sm ith 
have taken over the billiard room  and 
cigar stand of Page & Lam b and will 
continue the  business under the  style 
of Sm ith Bros.

Ionia—T he Builders Supply Co. 
has been incorporated  with an a u th o r
ized capital stock of $40,000, $30,000 
of which has been subscribed and 
paid in in cash.

E scanaba— Fire dam aged the store 
building and stock of wom en’s ready- 
to-w ear c lo th ing  of F rank  V. G reen
law, 914 Ludington street, entailing 
a loss of about $20,000.

Iro n  M ountain— O laf Rian has 
leased a store in the U nited S tates 
National Bank building and will oc
cupy it April 1, w ith a stock of ba
zaar and sporting  goods..

Grand Ledge—George Van H orn  
has sold his m eat m arket to F red  
Vail and T om  Landenberger, who will 
continue the business under the style 
of Vail & L andenberger.

D ow ling—Jo h n  S. M ason, recently 
o f K alam azoo and Donald W righ t, of 
Climax, have purchased the general 
store of F ran k  W itw orth  & Son and 
will take im m ediate possession.

P o rtlan d —R oy W . Dawdy has p u r
chased the in terest of his partner, C. 
D. T om y, in the clothing stock of 
Tom y & Dawdy and will continue 
the business under his own name.

Jackson—M rs. Bernice Sash and 
R. E. A dam s have engaged in the 
shoe business in the sto re  adjoining 
the Fam ily T h ea tre  building, under 
the style of the Fam ily T h ea tre  Shoe 
Store.

Grand Ledge—W illiam  H . Davis, 
who recently  purchased the W est 
E nd Grocery, will erect a m odern 
brick store building on the site he 
now occupies as soon as the plans 
can be drawn.

C harlo tte—W addell & Boyer have 
sold their m eat m arket and bu tcher’s 
equipm ent to  Del Rose and Allen 
H ow ard , recently  o f D eW itt, who will 
continue the business under the style 
of R ose & H ow ard.

D e tro it—T he B artle tt M usic Co., 
234 S ta te  street, has been inco rpor
ated w ith an authorized  capital stock 
of $10,000. all of which has been sub
scribed, $1,040 paid in in cash and 
$5,737.23 in p roperty .

Jackson—The Hub Produce Co., 
wholesale dealer fit 321-323 Michigan

evenue, has opened a b ranch house a t 
H illsdale, under the m anagem ent of 
George Salter, form erly  credit man 
in the Jackson house.

D etro it—T he A m erican Soda Foun
tain & S tore F ix ture  Co., 5110 L o r
raine avenue, has been incorporated  
with an authorized capital stock of 
$1,000, all of which has been sub
scribed and paid in in property.

Grand Ledge—T hom as L andenber
ger of St. Jo h n s and F red  Vail of 
D etroit, have form ed a copartnership  
and purchased the m eat m arket of 
George Van H o rn  and will continue 
the business a t th e  same location.

B attle  Creek—T he L oom is-H alla- 
day Co. has been organized to  deal 
in general m erchandise, w ith an au 
thorized capital stock of $10,000, of 
which am ount $5,000 has been sub
scribed and $3,000 paid in in cash.

Jackson—Blaine T ay lo r and W il
liam F isher have purchased  the Up- 
T o-D ate  F ish  M arket and will con
tinue the business at the same loca
tion, 155 E ast C ortland street, under 
the style of the Jackson Fish M arket.

W oodland— Claude Sabin has sold 
his in terest in the W oodland M eat 
M arket to  H om er Sawdy and the 
business will be continued under the 
style of Raffler & Sawdy. Canned 
goods o f all kinds have been added 
to the stock.

M ason— R. C. D art & Co., form erly  
in the  loan business, have opened a 
private bank. T he com pany will not 
solicit com m ercial business at present 
although it will handle savings ac
counts, paying the sam e rate of in
terest as the o th e r two banks.

I'e lch—T he Advanced Industrial 
Supply Co., a Chicago corporation , 
has leased 40 acres of land here, upon 
which a large deposit of delom ite is 
being developed. I t is a very h:gh 
grade and is used in m aking fireproof 
shingles, roofing and in stucco work.

Manufacturing Matters.
H illsdale—T he H illsdale K nee P an t 

Co. has changed its nam e to the  H ills
dale M anufacturing  Co.

H illsdale—A. W . B orton  is rem od
eling his bakery, installing  a m odern 
p late glass front, new m achinery, etc.

River Rouge—T he G reat Lakes E n 
gineering W orks has increased its 
capital stock from  $600,000 to $1,500,- 
000.

D etro it — T he D iam ond Pow er 
Specialty C orporation  has changed its 
name to the In terna tional Soot B low
er Co.

Paw  Paw —T he T raver, Beattie & 
Clover C anning Co. has been reor
ganized under the style of the Paw  
Paw  Preserv ing  Co.

G rand Rapids—T he Lubetsky-K lei- 
ner C igar M anufacturing  Co., 109 
Campau avenue, N. W ., has changed 
its  nam e to L ubetsky B ros. Co.

D etro it—T he M ichigan R adiozone 
Co. has been incorporated  w ith an 
authorized  capital stock of $20,000, 
$2,000 of which has been subscribed 
and paid in in cash.

K alam azoo—T he K itchell C onstruc
tion  Co. has been incorporated  w ith 
an authorized  capital stock of $5,000, 
all of which has been subscribed and 
paid in in p roperty .

K alam azoo—T he K alam azoo P aper 
Box Co. has purchased a site upon

which it will erect a $200,000 p lan t 
as soon as plans and specifications 
can be decided upon.

D etro it—T he M etropolitan  B aking 
Co., 6448 G rand Avenue, has been or
ganized with an au thorized  capital 
stock of $3,000, all of which has been 
subscribed and paid in in cash.

H olland —  T he U nited  F urn itu re  
Factories Co. has been incorporated  
with an authorized  capital stock of 
$50,000, all of which has been sub
scribed and $13,000 paid in in cash.

D etro it—T he All M etal Valve Co., 
1406 K resge Bldg., has been incor
porated  with an authorized capital 
stock of $200,000, all of which has 
been subscribed and  $20,000 paid in 
in cash.

B enton H arb o r—T he H ill Ice 
Cream  Co. has been incorporated  w ith 
an authorized  capital stock of $35,000 
com m on and $25,000 preferred, all of 
which has been subscribed and paid 
in, $25,000 in cash and $35,000 in p ro p 
erty.

H ancock—T he Italo-A m erican  T oy 
& N ovelty  M anufacturing  Co. has 
been incorporated with an authorized  
capital stock of $75,000, of which 
am ount $40,000 has been subscribed, 
$6,000 paid in in cash and $18,000 in 
p roperty .

B enton H arb o r—T he Coal L am p 
Co. has been incorporated  to  m anu
facture and sell coal carbide lamps, 
w ith an authorized  capital stock  of 
$15,000 p referred  and 500 shares, $10,- 
000 of which has been subscribed and 
paid in in property .

C heboygan—M rs. F rances Sm ith 
has sold her ice cream  m anufacturing  
p lant and confectionery stock to  the  
F reem an D airy Co., of F lin t, which 
will continue the business. T he com 
pany has plants in Cadillac, Petoskey, 
Mt. P leasant, Bay City and Saginaw .

D etro it—T he A m erican Stam p & 
Stencil W o rk s has m erged its busi
ness into a stock  com pany under the 
style of the Am erican S tam p & Sup
ply Co., w ith an authorized capital 
stock of $3,000, all o f which has been 
subscribed and paid in, $1,100 in cash 
and $1,900 in p roperty .

L ansing—Judge Charles B. Colling- 
wood h as gran ted  the petition of the 
d irectors of the W alton  M illing Co. 
for dissolution and has directed 
Joseph G erson, tem porary  receiver, to  
continue to conduct the business 
which he m ust dispose of w ithin the 
year. T he creditors are to  file claim s 
against the  com pany.

Some time ago L ow enherz B ro thers 
of Columbus, Ga., inaugurated  w hat 
is term ed a “cost tab le” and are ob
tain ing  good results from  the plan. 
E very  T uesday and F riday  some 
special article is taken from  the  regu
lar stock, usually  retailing  a t $1 to 
$1.50, and placed on the “cost table” 
for sale during  that particu lar day a t 
the actual wholesale cost. On the 
day before, announcem ent of th e  a r
ticle selected for the “cost tab le” ap
pears in the  advertising. W hile this 
kind of a sale resu lts in itself a m one
ta ry  loss, experience has show n th at 
it a ttrac ts  people to  o ther counters 
with resu lting  purchases.

D on’t sit down in the  m eadow and 
w ait for th e  cow to back up and be 
m ilked—g <3 a fte r the cow.
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E ssen tia l F ea tu res  of th e  G rocery  
Staples.

T he B ureau of C hem istry of the 
United S tates D epartm ent of A gricul
ture  is m oving to  ascertain  to  w hat 
an extent the use of the w ords “Maine 
S ty le” on the labels of canned corn 
is descriptive o r m isleading in th at 
it leads people to believe th a t the 
canned corn is grow n or prepared 
in the S tate of Maine. T he w ording 
is descriptive, because the corn is not 
grow n in Maine and is likely to  be 
substitu ted  for Maine packed corn, 
w hereas it is usually inferior to  corn 
canned in Maine. T he labeling law 
does no t require th a t it be stated  on 
private labels in which sta te  the  corn 
is packed.

T he N ational W holesale G rocers 
Association has sent out a question
naire to  m em bers asking their views. 
It should not be necessary, as the 
vote will undoubtedly  be th a t the 
“appearance of evil should be avoid
ed’ ass well as the intention.

M odern canning factories no t only 
put up fresh, clean food, but the  can 
itself is first sterilized by w ashing 
with live steam  before the food goes 
in. A fter the  fruits, vegetables or 
o ther products are put in the can, the 
can is sealed air tigh t, and it is then  
th at the food is cooked. T he sealed 
cans w ith fresh food inside them  are 
put into re to rts  and cooked a t a high 
heat and under steam  pressure  until 
the contents are sterilized. T he can 
is never opened a fte r cooking until 
it is opened in the kitchen of the 
consum er, miles aw ay and m aybe 
m onths later, but it opens up a lm ost 
as fresh and tender as the  day it was 
taken from  the field.

Canned fruits and vegetables are 
taken d irect from  the fields o r o r
chards when they are in the righ t 
condition of m aturity , and it is but 
a few hours until they  are prepared, 
canned, and cooked. W th in  th ree  or 
four hours from  the tim e the food is 
g row ing on the stalk  o r vine the 
g reater p a rt of it is cooked and safely 
stored in the warehouse. A small 
p a rt may be allowed to  w ait longer 
than the above minim um, bu t seldom  
longer than  the day’s run, for each 
day’s picking is put up before be
ginning a new.

T he consum er gets fresh fru it and 
vegetables in the w in ter m on ths in
stead of being lim ited to  a d iet of 
dried apples, sa lt pork  and hom iny. 
He is indebted to  the canner fo r fresh, 
health-giving food fifty-two weeks in 
the year.

Canned corn has been sitting  in 
the seats of the  hum ble fo r som e 
time, bu t has gained courage. T he 
corn canner who th o u g h t th a t all the 
w holesale g rocers were m urderously 
disposed to  stay, kill and destroy  the 
entire canning industry , has go t back 
his smile and is using it on the buyer 
who offers him  80c for standard  can
ned corn  f. o. b. cannery  and is stan d 
ing pa t a t 90c and th ink ing  about 
m aking it th ree  figures instead  of two.

Sugar— New Y ork  refiners are a 
little stronger in their view s and  quo* 
tations. One still quotes granulated  
a t 5.10c, b u t th e  o th ers  have advanced 
to  $5.15c and  5.20c. Local jobbers 
hold g ranulated  a t 6c for cane and 
5..80c fo r beet.

T ea—T he m arket continues firm. 
Advices received in th is coun try  from  
the prim ary  m arkets during the past 
week reported  a very stro n g  condi
tion there  and th is m arket, being 
som ew hat sensitive, has responded. 
L ondon exchange is stronger, which 
also affects our m arkets. T h ere  has 
been a dem and during  the week for 
green teas, Ceylons and Javas, w ith 
prices steady to  firm. T he aggregate  
dem and is not very heavy, but there 
is a good enquiry every day, w ithout 
any particu lar speculative demand. 
T ea should be good p roperty  a t p res
ent prices.

Coffee— Coffee has show n little 
weakness during the week, although  
jobbing  prices will probably  show no 
change. T h e  m arket for all varieties 
of Rio and Santos coffee rem ains 
about unchanged from  last week’s 
basis, outside of a sligh t fractional 
decline in Rio 7s. T he general jo b 
bing price in roasted  coffee will show 
no change a t all. T h is includes Rio 
and Santos, also milds.

Canned F ru its— C alifornia fru its  on 
the spot are firm in spite of the very 
dull dem and. T he rem ainder of the 
canned goods list show s no p a rticu 
lar change.

Canned V egetables—T om atoes are 
rang ing  in prices from  $1.55@1.60. 
T he m arket for tom ato  pulp is easy 
and in  buyer’s favor. T om atoes 
should be good p roperty  if they were 
any th ing  bu t tom atoes, which never 
act quite as expected. T he dem and 
for peas is now p re tty  general, on ac
count of expected crop shortage. Spot 
asparagus is quite noticeably short.

Canned F ish—Salm on has been very 
active, but w ithout any change in 
price. F ro m  the  V^est comes the 
news th a t the tax  w hich the S tate of 
W ash ing ton  expects to  im pose on 
m erchandise M arch 1 is to  be im 
posed on all m erchandise in storage 
on th a t date. T h is adds 2}^c per 
dozen to  pink and chum  salm on and 
6c to  red A laska and medium reds. 
H o lders out there  are expecting buy
ers to  pay this and, no doubt, will 
add it to  their prices by advancing 
all g rades of A laska salm on even 
m ore than  enough to  take, care of it. 
W h eth er they  can get by w ith this 
rem ains to  be seen. T he  dem and for 
salm on is only fair. Sardines are dull, 
w ith m ost o rders for very small lots 
Im ported  sardines are  a little  firm er 
on account of advanced exchange.

D ried F ru its—Prunes have advanc
ed about lc  per pound a t least. P ra c 
tically  all the weak holders of prunes 
are cleaned up and the whole prune 
situation is very  firm. T he buyers 
who go t in rig h t w hen prunes were 
cheap stand  to  m ake a very good 
turn-over. T he spot situation  is ju s t 
now quite excited. C urran ts are  feel
ing som ew hat b e tte r fo r the week and 
p re tty  soon will about reach the  re 
placem ent level. T hey  have been be
low th is fo r som etim e. R aisins are 
firm er and m ore active and show  no 
particu lar change fo r the  week. 
Peaches and aprico ts are sh o rt and 
strong .

Cheese—T he m arket is som ew hat 
firmer on fancy stock. T he  supply is 
ra th e r sm all on strictly  fancy old 
cheese and gradually  decreasing, a t

prices ranging about J4@ lc per pound 
higher.

P rov isions—T he m arket on lard is 
very firm at this time, quotations 
having advanced about lc  per pound 
over a week ago, due largely to  an 
increase in the consum ptive demand. 
T he m arket on lard substitu tes is also 
very firm, there  being an acute sh o rt
age in cottonseed oil, from  which th is 
p roduct is m anufactured. P rices have 
advanced about 1 J^c per pound. T he 
m arket on smoked m eats is som ew hat 
higher, different sty les having ad 
vanced 1 !/ 2@2 c per pound during  the 
last few days. T he m arket on dried 
beef is lc  per pound higher, due to  
an increase in the consum ptive de
m and and a m oderate supply. T he 
m arket on barre led  pork  and canned 
m eats rem ains steady a t unchanged 
prices.

Salt F ish— M ackerel has show n 
some dem and during  the week, ow
ing to the opening of Lent, but prices 
show no change. T he m ackerel sit
uation has been continuously  firm for 
some time on account of light supply.

Review of the P roduce M arket.
Apples—W agner, G reenings, Spys, 

Baldwins and R ussets com m and $9@ 
10 per bb l.; cooking apples, $8 per 
bbl. Box apples from  the C oast com 
m and, $3.50@4 for Jo n a th an s and 
Spitzenbergs.

B agas—Canadian, $2 per 100 lbs.
B ananas—7c per lb.
B eets—$1.25 per bu. for old and 

$2.50 per ham per for new Texas.
B u tte r—T he m arket is a trifle firm

er, due to an increase in the buying 
for im m ediate use. T he receipts of 
strictly  fancy b u tte r  are somewihat 
ligh ter and while there  is not a sh o rt
age of th is particu lar class of goods, 
they are in b e tte r supply. T here  is 
a fairly active dem and fo r b u tte r and 
we look for a continued firm m arket 
in the im m ediate future. L ocal jo b 
bers hold ex tra  cream ery a t 35c in 
63 lb. tubs for fresh and 33c for cold 
sto rage; 36c for fresh in 40 lb. tubs. 
P rin ts, 35c per lb. Jobbers pay 15c 
for packing stock.

Cabbage—$3.75 per 100 lbs. for 
hom e grow n; $2.50 per 75 crate  Cali
fornia; $2.65 per 75 crate F lorida.

C arro ts—$1.25 per bu. for old and 
$2.25 per ham per for new Texas.

Cauliflower— California, $3.75 per 
case of one dozen heads.

Celery— Florida, $5.25 per crate  of 
4 to  6 doz. stalks.

Cucum bers—Illinois and Indiana 
hot house com m and $3 per doz. for 
fancy.

E g g s—Local buyers pay 20@21c 
for fresh. No one has sta rted  pu tting  
eggs in cold storage, bu t sto ring  will 
p robably  s ta r t w ithin a week o r ten 
days.

Grape F ru it—P resen t quotations on 
F lorida  are as follow s:
36 _____________________________ $4.00
46-54 _____________    4.25
64-70-80 _________________________ 4.75
96 _______________________________4.50

Green O nions— Shalots, 75c per 
doz. bunches.

L em ons—Sunkist are now quoted
as follow s:
300 size, per b o x _____________ $7.00
270 size, per b o x ------------------ - 6.00

240 size, per b o x ________________6.00
Choice are held as follows:

300 size, per box _______________$6.50
360 size, per b o x ________________5.50

Lettuce-—H o t house leaf, 20c per 
lb.; Iceberg from  California, $6.50 per 
crate.

O nions— California, $9.50 per 100 lb. 
sack; hom e grown, $9 per 100 lb. 
sack; Spanish, $4 per crate.

O ranges—All grades have advanced 
again, this tim e 50c per box. Fancy 
Navals are now held as follow s:
90 and 100 ____________________ $7.50
150, 176 and 200 _________________7.50
216 ____________________________  7.50
252 ____________________________  7.50
288 ______________    7.00
324 ____________________________  6.50

Choice Navels sell for 50c per box 
less than  fancy.

F loridas are held a t $7 per box. 
D ealers have to keep F loridas in 
stock, because some consum ers will 
not touch a California orange so long 
as they can get a F lorida  orange.

P arsley—60c per doz. bunches.
Peppers— Florida, $1.25 per basket.
P iep lan t—20c per lb. for Southern  

hot house.
P ineapple—$7 per crate for Cubans.
P o ta toes—T he m arket is weak. L o 

cally potatoes are selling a t $1.10 per 
bu.

P o u ltry —T he m arket is unchanged. 
Local buyers pay as follows for live:
L ight fowls _____________________ 16c
H eavy fowls ____________________ 25c
L ight C h ic k e n s ----------------------------16c
H eavy Chickens, no s t a g s ---------25c

R adishes—90c per doz. bunches for 
hom e grow n ho t house.

Spinach—$2.50 per bu. for F lorida.
Squash—$2.75 per 100 lbs. for H u b 

bard.
Sweet P o ta to es—Kiln dried Georgia 

com m and $2.25 per ham per.
T om atoes—$1.25 per 6 lb. basket 

from  California.

R eorganization  of M. P iow aty  & Sons.
At the annual m eeting of M. P io

waty & Sons, held a t South Bend, 
Feb. 28, the follow ing d irectors were 
elected: Carl and W illiam  J. P iow aty, 
Chicago; Ralph O. T ucker and E. M. 
T reusch, Grand Rapids. A t a subse
quent m eeting of the directors, the 
follow ing officers were elected:

President— Carl Piow aty.
V ice-P resident— E. M. Treusch.
Secretary-T reasurer and General
M anager— Ralph O. Tucker.
I t was decided to  rem ove the head

quarte rs of th e  corporation  from  
South Bend to  Grand Rapids, where 
it was for several years until tran s
ferred  to  South Bend about six 
m onths ago. T his m eans th a t the 
m anagem ent of the six houses of the 
corporation  in this State— Grand R ap
ids, Lansing, Owosso, M uskegon, 
Saginaw  and Jackson—will be direct
ed from  th is m arket.

Mr. T ucker was connected w ith the 
local house in various capacities from  
M arch 1, 1913, to  M arch 1, 1921, when 
he re tired  to engage in o ther business. 
H e  now  comes back to the organiza
tion in the capacity of General M an
ager of th e  paren t corporation , thus 
assum ing duties which his past ex
perience has fitted him  to discharge 
w ith satisfaction and profit.

mailto:1.55@1.60
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Gabby Gleanings From the Upper 
Peninsula.

Iron  M ountain, M arch 6— Captain 
H oatson, of Calumet, has some w on
derful pictures of a pair of deer taken 
near his camp in Keweenaw county. 
H e followed the anim als several miles 
and sho t them  repeatedly with a 
telephoto lens. T he best picture is 
o f  the tw o deer in th e  middle of the 
road with snow piled high on both 
sides, a typical w inter scene.

John  Baird has prom ised the N o rth 
ern Peninsula sportsm en five tim es 
the  num ber of tro u t fry  for the com 
ing season th at has ever been sent 
them  before. T his is because they 
have organized so many sportsm an’s 
clubs in the N orth . Several men 
prom inent in conservation w ork are 
of the opinion that trou t fry is an ex
pense not w arranted  and th a t finger- 
lings alone should be planted in the 
N orthern  stream s. As one m an said, 
these fry come to us when our stream s 
are a t flood tide, m uddy and filled 
with snow w ater. T he fry is so sm all 
and so helpless—little m ore than  ju st 
alive— that m illions of fishes m ust 
certain ly  die during  the first three or 
four days.

In  the election a t Iron  M ountain 
last week the proposition for a new 
charter was rejected, which m eans 
defeat for G. E. K ingsford, the  man 
who secured the ford p lant for his 
tow n th rough  friendship for H enry  
ford. In  com m enting on this election 
the Iron  O re of Ishpem ing says 
ra th e r pointedly: “Now that H enze is 
to be the m ayor, we suppose he will 
want the buildings of the tow n valued 
according to the cubic con ten ts of 
the chim neys, and the lots according 
to  the  length of the grass. Som etim es 
vo ters do rem arkable things, rem ark 
able for their foolishness. K ingsford 
actually  b rought the ford p lan t to 
Iron  M ountain and the place into 
prom inence. P reviously Iro n  M oun
tain was generally  looked upon as a 
“dub,” with little in the future. K ings
ford, through his standing with H enry  
ford, secured the ford mill and body 
plant, jum ped real estate m any  tim es 
in value over night, b rough t o ther in
dustries there, and then  the people 
kick him. Not the wise ones, or the 
good ones, bu t the  short-sigh ted  ones 
th a t usually are against good govern
m ent, or, really, against governm ent 
of any kind. A nd there w ouldn’t be 
much satisfaction in being m ayor of 
such a representation . T he election 
sim ply shows the fickleness of the hu
m an family and their ignorance of 
th ings th a t would be to  their advan
tage. K ingsford will not feel so bad
ly over the result as will his friends, 
as his defeat saves him  a lot of extra 
w ork and w orry .”

T here  is very little a ttrac tion  in 
Negaunee these  long w inter days ex
cept the B reitung H otel, which so 
m any travelers make for on S atu r
day. Sunday space is a t a premium . 
Good m eals and w arm  room s, with 
clean linen, draw  crowds from  both 
E ast and W est. T here are no frills, 
no fancy dishes, no jazz music—just 
the plain, simple fare o f  a country 
hotel at a price that is sa tisfactory  to 
the patrons.

I t  took a heap of w ork to put the 
Clifton H ouse, in M arquette, in its 
p resen t condition. Some said it 
couldn’t be done, but L andlord  Sams 
and his wife have put the old place 
in good order. B oth room s and meals 
are satisfactory.

Both the night and day clerk a t the 
M illiman H otel, in Iro n  M ountain, 
are very accom m odating and in every 
way w ithin their pow er a ttem pt to 
serve the public as becom es clerks in 
a first-class hotel. Few  o ther virtues 
of the  M illiman, if any there  be, are 
seldom  m entioned am ong travelers. 
One m orning last week a guest asked 
the w aiter for a clean bill of fare, as 
the one handed him  was besm eared 
w ith egg yolk. She replied th a t the 
one he had was good enough and 
w hat was his order. In  considerable 
heat he answ ered th a t the breakfast 
he contem plated would cost $1 and 
he w anted to  retain  his appetite. A n

o th er copy o f the bill, slightly  less 
soiled, than the first was handed him 
o r ra th e r slam m ed down in fron t of 
him.

Some of the fellows are com plain
ing a t the charge for room s in the 
Delta, a t Escanaba. Several travelers 
are eating a t o th er places, too, claim 
ing they do not like the fare. It 
would be hard to operate the  Delta 
for a less rate, judg ing  from  the size 
of the arm y of em ployes hanging 
about the place where they are fed. 
daily. ’Tis said there is one employe 
for every guest.

T he old tim ers will be pleased to 
learn that the once-popular Douglass 
House, at H oughton, has been sold 
and closed for repairs and renovating. 
John  M ann is out and we fellows are 
righ t glad of the riddance.

T he M ichigan Oil Com pany is to 
be organized shortly  for the purpose 
of sinking a num ber of wells in a 20,- 
000 acre area a t Seul Choix Point. 
T he com pany has acquired the  ser
vices of a driller who will begin op
erations about the middle of April. 
T here  will be tw o com panies w orking 
in this same locality, both bent on the 
same mission. It would be surprising  
if, in addition to  its m any o ther 
natural advantages, N orthern  M ichi
gan should develop oil fields which 
rival those of Texas. T he geological 
reports on the subject, as tabula ted  for 
that locality, are encouraging.

Jo h n  B. Olney.

We Must Cut Prices To the Quick.
Grandville, M arch 7—T here are 

three im portan t conditions th a t m ust 
be b rought about before any th ing  like 
prosperity  can come again to  the 
U nited States.

Rail ra tes m ust come down, wages 
m ust be cut to norm al, prices all along 
the line m ust be reduced and a gener
al leveling up all a long the  o th er end 
of the line and so get in w hack with 
th ings in general. H ow  to b ring  th is 
about is w hat constitu tes the sta tes
m anship of the hour—a statesm anship 
sadly lacking up to the presen t time.

One year of Congress h asn ’t en
hanced good times to any perceptible 
extent. W hile adm itting  th at a lot 
of gaseous tom foolery  has been c rush 
ed away, there  is m uch yet in the 
offing th at should be a t once crushed 
under foot to  m ake room  for a little 
necessary legislation along sane and 
sensible lines.

The im m igrant W estern  land 
scheme, advocated at the opening of 
Congress, was easily laughed into the 
discard as a scheme w orthy  the brain 
of an inm ate of bedlam. T here were 
o ther ideas which proved of little 
value except to pass th e  tim e of a 
daw dling C ongress, while the people 
waited under the shadow of im pend
ing disaster. T he naval reduction 
program  panned out th e  real goods, 
and has proved a feather in the head
dress of the Am erican eagle, as well as 
a laurel in the  crown of an adm inis
tration  which has perm itted  a year to 
go by w ithout repealing the A dam son 
law, which is the basic cause of all 
our troubles. Business can never be
come norm al until this m ost infam ous 
act of the W ilson adm inistration  is 
sponged off the books forever.

As soon as the o ther vaudeville rub 
bish is out o f th e  way, C ongress m ay 
get down to doing business w orthy  
of its high calling. If  not, then  the 
sooner its m em bers are called home 
the better and a new m em bership 
elected to do business.

O ne of the m ost senseless ideas 
was th a t of a sales tax  to  raise 
revenue for the  paym ent of a soldiers 
bonus. T he idea of adding to  our al
ready enorm ous N ational debt for the 
sole purpose of m aking p re tty  p res
ents was som ething too ridiculous to  
even appeal to  th e  good sense of 
eighth grade school children, m uch 
less to  th e  serious consideration of 
grow n m en supposedly capable of 
m aking  laws to  govern a g reat N a
tion like ours.

W e are fast getting  rid  of this 
w rack and should soon get dow n to 
the  hardpan of sound com m on sense 
in our legislation. When the situa-
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Home Calendar (

Printed in beautiful sepia | 
Brown. |
Used very extensively by | 
Lumber Dealers.
Will be pleased to send price | 
and samples on application. |

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

Grand Rapids, Michigan |
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C O N F I D E N C E
is the foundation  of business— a m utual confidence existing 
betw een buyer and  seller is essential to  any satisfactory 
transaction.

A n d  confidence is the grow th of years— the child of fair d ea l
ing and  the father of success.

It is because w e realize so well these facts th a t w e have, 
th roughou t th e  years, so jealously guarded  the unvarying 
quality  of our m erchandise and  have m ain ta ined  the  highest 
s tan d ard  of business ethics.

O ur rew ard  is th a t today , th roughout the state, there is con
fidence in the  nam e of Judson  G rocer Co. which m akes our 
business relationships a  source of constan t pleasure.

J U D S O N  G RO CER CO.
GRAND RAPIDS MICHIGAN

Wilmarth show cases and store fixtures in West Michigan’s biggest store

In Show Cases and Store Fixtures 
Wilmarth is the best buy—bar none.

Catalog—to merchants

W ilm arth  S how  Case C om pany
1542 Jefferson Avenue Grand Rapids, Michigan
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tion is studied in all its bearings it 
m ay be found necessary for tariff 
enactm ents of a protective nature, 
com m ensurate w ith the  necessities of 
our m anufacturing  industries now so 
long ru sting  in idleness.

Do som ething to  make the wheels 
go round. T hrow  no m ore m oney to 
the  birds. W aste no m ore precious 
tim e d iscussing chim erical ideas which 
b rin g  only jeers and hatred  in their 
wake. Build up and cease to  tear 
down. Get down to brass tacks with 
big heads and clean bodies. L egis
late in a sensible m anner ra ther than  
agitate  theories th a t make for dis
tru s t and expensive exploitation of 
the people.

There_ need be no m inim um  wage, 
no m axim um  wage, but read justm ent 
to meet the crying conditions of the 
hour. Cut, cut, cut if need be all 
a long  the  line. Get into alignm ent 
w ith com m on sense m ethods and then 
laugh to see how  glibly the  wheels 
will begin to turn .

No legislator should stick and 
haggle for pe t ideas in tariff schedules. 
L ook the  situation squarely in the 
face and act as the good sense nature  
gave you dictates.

Rail freights, fares and wages need 
cu tting  th rough  the middle. T he 
sooner this is done the  sooner light 
will dawn in the East. T h ro ttled  w ith 
high freights, the  m anufactu ring  and 
producing public is handicapped to  its 
death. T his is an outrageous state  
of affairs and should not be perm itted  
to any longer exist. T he bull m ust be 
taken by the horns and flung if the 
N ation  is again to come to  th e  front 
with renewal of p rosperity  and hap
piness.

C ongress has m uch to  answ er for. 
I t  has the m aking o r breaking of the 
N ation, and the people who elected it 
should, and surely will, hold it to a 
strict accountability  of its stewardship.

T here  is a plain way o u t of our N a
tional troubles if we as people choose 
to follow  it. T he w ars betw een cap
ital and labor have been prolific of 
m uch that has cost us trouble. The 
interference of a paternal governm ent 
w ith the laws governing individual 
m ovem ent and business life has also 
been productive of m uch th at has been 
detrim ental to  N ational g row th  and 
business prosperity .

T here  is a break  in the clouds 
which, if we heed, will fetch order 
out of chaos and b rin g  the Nation 
back into the old ways of prosperous 
business life. Supply and demand 
m ust rule, instead  of Governm ent in
terference w ith the righ ts of indi
viduals. Give business a  chance. H igh 
prices have ruled long enough. M any 
staple articles are a ltoge ther too  high; 
a lm ost as high, in fact, as a t the peak 
of prices a t th e  close of the ka iser’s 
war. T here  is som ething w roim  in 
an econom ic po licy ' which perm its 
such inequalities in our system  of liv
ing.

T here  are certain ly  shackles to 
break; shackles which have paralyzed 
all ou r industries and still th rea ten  to 
m ake tim es worse, instead of better.

W e have had enough of war, either 
in business or on the  battle  field 
where m en m eet in th e  struggle for 
suprem acy. Peace hath  her victories 
no less renow ned th an  war. The 
v icto ry  th ro u g h  force o f a rm s was 
long ago w on; th e  victory  for com 
m ercial p rosperity  is yet to be con
quered. Cut, cut, cut until the jade 
winces is the only way—let us begin 
a t once. Old T im er.

Quick To Catch On.
D uring a conversation an Irishm an 

and a Jew, the Irishm an asked how  it 
was th a t the Jew s were so wise.

“Because,” said the  Jew , “we eat a 
certain  kind of fish;” and he offered 
to sell one fo r $10.

A fter pay ing  his m oney, the  Irish 
m an received a sm all dried fish. H e 
b it into it, then  exclaim ed: “W hy, th is 
is only a sm oked h e rring .”

“See?” said th e  Jew , “You are ge t
tin g  wise already."

W hy  the Six Cylinder C ar I s  Ideal.
E l Cajon, Calif., M arch 2— I note 

the sta tem ent in the T radesm an that 
the P ackard  M otor Car Co. proposes 
to discard its twin six. T hat was to 
be expected sooner o r later. T he tw in 
six car has served the  purpose for 
which it was introduced or, ra ther, it 
has failed to  do so. B ut it has proved 
the fallacy of m ore than six cylinders 
to produce the results for which m ulti
ple cylinders was originally  made. The 
type lasted longer w ith them  than 
was expected by those who know. 
But I think th is was due prim arily  to  
the w ar and the developm ent of that 
type for aeroplane work.

C onstant to rque from  the im pulses 
of explosion is all that is needed to 
get rid of vibration and produce the 
m axim um  of pow er per unit of dis
placem ent. T he elim ination of what 
m ight be called “back pressu re” in all 
verticle types of in ternal com bustion 
m otors, by prov id ing  large exhaust 
openings, was the m ost im portan t dis
covery, since the six cylinder was in
troduced . E ngineers soon discovered 
that too m uch m ultiplication of cylin
ders failed to accom plish the results 
they were after. E igh t cylinders are 
a lm ost as m uch of a m istake as 
twelve. All over six are superfluous.

W hen P ackard  w ent from  four to 
six, they fell down on th a t type, 
principally, I think, because they  did 
not believe in it and made no effort 
to  overcom e their difficulties. Four 
years they fought the six and failed. 
Cadillac did likewise. T o avoid em 
barrassm ent they accepted the W hite 
type of eight, ra th e r than  to  adm it 
that they were all w rong  oh the six. 
P robably  no o ther concerns could 
have made even a m ark  in the indus
try , w ith either th e  eight or twelve. 
In  m y opinion bo th  P ackard  and 
Cadillac m ade a  m istake th a t checked 
their p rogress. But P ackard  was 
chaffing under P ierce progress, and 
Cadillac, under Leland m anagem ent, 
were envious of Packard.

P ierce had them  “buffaloed” and 
both m ade a bad move, as I saw it 
then and still see it.

T he rep o rt th a t ford bought L in
coln in o rder to “vent his spite” looks 
feasible to those who are fam iliar with 
the fight H en ry  made for the Senate, 
or ra th e r the  fight m ade against him 
by the N ew berry  in terests. H enry  
Joy, who prom oted the Packard  
financing, when D etro it in terests 
took it from  W arren , Ohio, got the 
N ew berrys and the A lgers interested, 
and in the early  days Jo y  regarded 
ford’s policies as foolish, as did m ost 
all the rest of us. M any of th e  pion
eer men in the young industry  felt 
that ford was a dream er, w ith im pos
sible visions, and few failed to say so. 
H enry  was to ld  by his. best friends 
th at he should get into the “licensed 
band w agon” and support the efforts 
being made to corra ll the Selden so- 
called basic paten t and pay his share 
of the royalty , thus enabling the As
sociation of L icensed M anufacturers 
to control, indirectly, the autom obile 
production  and steer it clear of m is
takes that h ad  been m ade in the bi
cycle industry . H en ry  did not believe 
in tru sts  or near-trusts. H e regarded 
his early  p ioneer w ork  and th a t of 
D uryea, H aynes, O lds, W in ton  and 
som e o thers as of as m uch value as 
th a t of Selden’s. T he ridicule he m et 
w ith did not serve to  soften  his a t
titude tow ard  the p rom oters o r  the 
m em bers of the  L icensed Association, 
as we called it for short. M em bers 
were ordered  to place no  agencies 
with ford dealers and to  divorce 
agents who had  the ford  or find o thers 
who would be loyal to  the  Associa
tion. T . B. Jeffrey, who m ade the 
R am bler, and w ith whom  I was as
sociated for several years in the  bi
cycle business, was also an “ou tlaw .” 
He, too, felt as ford did, bu t was 
clever enough to  rem ain neutral.

Suit was b rough t against fo rd  who 
doggedly fought the validity  of Sel
den’s claim  to a  finish and beat it. 
I t  is easy to  understand  and believe 
that ford would feel m ore o r less 
spiteful tow ard  m ost m em bers o f the 
o rgan ization  w ho did th e ir best to

th ro ttle  him in the days of his stru g 
gles. But his present bed fellows 
were indirectly  associated w ith a con
cern that was a “charter m em ber” of 
th at organization. F rom  w hat I have 
know n of H enry  ford he is not a 
spiteful or vindictive man. Therefore. 
I am loathe to believe the rum or that 
“spitew ork” was the prim e reason for 
his purchase of the Lincoln.

To my mind he purchased because 
it was a darned good buy, for him. 
It seems to me a very logical move, 
for him  fa  make. He gets into the 
“upper c lass” at o ther people’s ex
pense. T here  is room  for him in the 
$2500 to $3000 class. Several of his 
old-tim e opponents are there now and 
he can give them  a taste of lively 
com petition. He will be on the ag 
gressive with his Lincoln, while he 
has always been on th e  defensive with 
his ford. I can also see o ther than 
sentim ental reasons for his becom ing 
identified with the high grade m ar
ket. Personally . 1 do not think he 
has made any  m istake. I can, how 

ever, see where the old Lincoln deal
ers will feel th a t it will be a m istake 
to follow the announced policy of 
placing w ithout restriction , the L in
coln, with m ost ford agents.

J. E lm er P ra tt.

H e ’ll Come Back T o  the T radesm an 
, Fam ily.

W ritte n  fo r th e  T rad esm an .
Sold his m ercantile business and 

going on to a farm , he tu rns over his 
unexpired subscription to the T rades
man to his successor, and proposes 
to  go w ithout the paper. W ell, he 
needs a rest and he’ll have to  apply 
his mind m ost assiduously to his new 
ventures, but by and by he’ll miss 
the T radesm an as a home m agazine, a 
digest of N ational and world events 
and a guide for the farm er as to  m ar
kets and transporta tion  problem s.

Minion.

Municipal and Provincial Bonds
M ichigan m unicipals are abou t as safe and  satisfactory an 

investm ent as you can find.

T hey are G eneral O bligations of Townships, Counties and  
Cities in M ichigan th a t you know  all about.

T hey  will pay  you 4 % %  to  6%, free of all tax  in M ichigan 
and  are readily  m arketable.

W e buy  entire issues of M ichigan M unicipals and  due to 
our location are  undoub ted ly  ab le to  offer our clients the 
cream  of the  M ichigan M unicipal offerings.

We own, offer and recommend: 

Michigan Tax-Free

$ 2,000 Arenac County ______________
$ 1,000 Isabella county __________________ è
$12,000 Jackson county Gen. Ob. _________6
$18,000 Jackson county Gen. Ob. _________6
$10,000 Jackson county Gen. Ob. _________6
$25,000 Jackson county Gen. Ob. _________6
$12,000 Jackson county Gen. Ob. _________6
$ 250 Kalamazoo county _______________ 6
$ 100 Kalamazoo county __________
$ 200 Kalamazoo county _______________ è
$ 500 Odessa &  Berlin Tp. (Ion ia ) ___514
$ 200 Van Buren county _______________6
$ 2,000 W akefield township ______________ 6
$ 3,000 Wakefield township ______________ 6
$ 3,000 W akefield township ______________ 6
$ 900 Cass county ______________________6
$ 4,100 Cass county ______________________6
$ 700 Cass county ______________________6
$ 200 Cass county _____________________ I  6
$ 2,700 Cass county ______________________6
$ 4,200 Cass county _____________________ I  6

Rate M aturity Price Yield
51/? 1929 $100.00 5.50%
6 1923 100.71 5.50%
6 1924 102.32 4.90%
6 1925 103.57 4.80%
6 1027 105.51 4.80%
6 1928 106.69 4.75%
6 1929 107.59 4.75%
6 1925 101.09 5.60%
5% 1926 100.00 5 %%
6 1927 101.72 5.60%
514 1922 6.00%
6 1930 101.91 5.70%
6 1932 104.09 5.50%
6 1933 104.35 5.50%
6 1934 104.60 5.50%
6 1926 101.77 5.50%
6 1927 102.60 5.40%
6 1928 103.04 5.40%
6 1929 104.05 5.30%
6 1930 104.85 5.25%
6 1931 105.32 5.25%

General Municipals

$ 2,000 Camp 
$ 4,000 Camp

City, Va. (Gen. Ob.) __•---- 5 'A 1946 96.71
county, Texas __  ___ -  -  5 j£ 1924 99.07
county, Texas ____ .—  5*/S 1925 98.65
county, Texas _ _ ____ -  51/a 1926 98.25
county, Texas ___  _ -—  514 1927 97.87

5.75%
6.00%
6.00%
6.00%
6 .00%

Canadian Provincials

$ 1,000 Province

of Saskatchewan ______ _ 514 1946 100.00
of Ontario ___ ________ -  5'/? 1937 100.00
of Ontario _______ .  6 1925 101.09
British Columbia .  6 1926 101.06

of Ontario _ 6 1927 101.72
British Columbia _ 6 1925 101.00

D etailed  Circulars on Request.

T elegraph  or T elephone O rders a t O ur Expense.

5.50%
5.50%
5.60%
5.70%
5.60%
5.70%

3 IO  FO RD B U IL D IN G , 
D ETRO IT, M IC H .

RRIGAN
INVESTMENT BANKERS

GRAND RAPIDS SAVINGS BLDG. 
GRAND RAPIDS, MICH.
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TIME TO RIGHT ABOUT FACE.
Unless the officers and expounders 

of the law right about face and begin 
to dem onstrate that men who sin 
m ust be punished — and punished 
properly—we m ight as well concede 
th a t law is a m ockery and th a t the 
enforcem ent of law is a joke. O nly a 
lim ited num ber o f exam ples need to  
be quoted to establish the tru th  of 
this g loom y conclusion.

Take the case of H arrison  Parker, 
for instance—a sw indler who plunders 
his victim s in sums of millions, a self 
confessed perju rer, a m an whose w ord 
is not w orth  5 cents in any tribunal in 
the land. Yet he walks the streets of 
Chicago a free man, instead of going 
to Joliet, where he belongs. T he poor 
devil who steals a loaf of bread  to 
feed his starv ing  wife and children 
gets six m onths in the house of co r
rection ; b u t the m an who sells m il
lions of dollars of w orth less stock to 
people who can ill afford to stand the 
loss goes scott free and is hailed by 
thousands of deluded people as a 
m arty r to the cause of co-operation. 
P a rk er has no m ore conception of co
operation in its proper sense than  a 
hen has of ethics, bu t he has tw anged 
the co-operative strin g  so long th a t 
thousands of ignoran t dupes dance to 
his m usic and continue to  purchase 
blue sky in chim erical en terprises 
which exist only in the fertile brain 
of the irresponsible prom oter.

T ake the  case of the no torious Ved- 
ders, who filched $200000 from  the 
farm ers in a dozen different localities 
w ith which to sta rt alleged co-opera
tive stores under the style of the 
U niversal S tores C orporation. N early  
every penny of the m oney which came 
into his hands was squandered  o r 
“appropria ted” to his own use, yet no 
one has ever sw orn out a com plaint 
against him  and to-day he lives in 
luxury on the  best street in Cleve
land, enjoying his illy go tten  gains, 
secure in the belief th a t he will never 
be molested.

Like Parker, his proper place is be
hind the bars, bu t there is little  likeli
hood of his ever getting  there  because 
the M ichigan Securities Com mission 
winks a t his career of pillage and 
plunder while he plans new schemes 
to  defraud the unwary.

T ake the case of T ravis, of Plain- 
well. W ithou t leave or license, he 
Inveigled 600 farm ers into purchasing  
stock in his sw indling scheme. H e 
snapped his finger a t the M ichigan 
Securities Commission and proceeded 
to  rope in the  gullible grangers, ap
paren tly  w ithout a th o ugh t of the 
consequences which should follow 
such crim inal practice, if th e  law is 
enforced, as it should be. H e used the 
m oney of his bucolic victim s as 
though it were h is own and now finds 
h im self $100,000 short. H ow  much 
o f this shortage he has diverted to 
his own uses has not been fully de
term ined, bu t enough facts have come 
to the surface to justify  the sta te
m ent th at the p roper place for T ravis 
is behind the b a rs  a t Jackson. Any 
one of his 600 victim s can probably 
put him  there by m aking com plaint 
to  the p rosecuting  a tto rney  of Alle
gan county, but so far no one has 
had  the  keen sense o f justice to  in
te rru p t T rav is’ career with a term  at 
the penitentiary.

W hy this laxness in punishing 
crime? W hy put a prem ium  on 
crim inal practices by  p e rm ittin g  the 
crim inal to escape punishm ent and 
flaunt his illy go tten  gains in the 
faces of h is victims? W h at good is a 
Securities Com mission if it perm its 
such violations of the law  to go un
punished?

A few years ago  the Securities Com 
m ission licensed the  W illiajns Iron  
Co. to sell a large am ount of stock in 
an alleged iron mine near Ishpem ing. 
T here was never a mine there—only a 
prospect and a m ighty poor one at 
that. No developm ent work of any 
consequence has ever been under
taken. Yet th e  Com m ission perm itted  
a brokerage house in D etro it to  sell 
a large am ount of this bogus stock 
and the Com m ission has never punish
ed the sw indlers, nor has the D etro it 
Stock E xchange ever expelled these 
crooks from  m em bership in th at o r
ganization. W hat is this but pu tting  
a prem ium  on dishonesty and sw ind
ling tactics? H ow  can such m ethods 
be construed in any o th e r light by 
any m an o f in tegrity  and uprightness? 
Is it any w onder th at sw indlers snap 
their fingers a t the officers of the law 
and the so-called courts of justice 
when they  see how easy it is to  com
mit crime and get away w ith it?

U nder existing conditions, about 
the only incentive to stay honest and 
decent is the fear of an accusing con
science. T his fear is not suficient in 
m any cases, as hundreds of recent 
occurrences bear testim ony.

U nless officers of the law righ t 
about face and becom e prosecutors 
in all that the term  implies, we m ight 
as well go back to  the days of old, 
when every m an was a law unto him 
self and the m alefactor had to  ac
cept such punishm ent as the victim  
sought to inflict.

T he past year has been, relatively 
speaking, one of th rift. T he end of 
the dow nw ard sw ing of the business 
cycle alw ays show s people reducing 
their living expenses. L uxuries are 
discarded; necessities are  m ade to  go 
farther w herever possible; ten an ts  
m ove in to  cheaper lodgings; houses 
and apartm en ts are shared by two or 
m ore families. T h is m eans, for the 
tim e being, curtailed  dem and for 
m any products, a slackening of in 
dustry , low er wages, and unem ploy
m ent. I t  appears then  th a t business 
has fallen in to  a vicious circle of de
pression, ju st as before the b reak in 
prices it had fallen into a vicious 
circle of inflation and speculation. It 
is no t surprising, therefore, th a t there  
should be a declaim ing som etim es 
against a th rif t th a t appears to  stifle 
business, and th a t “buy now ” m ove
m ents in various form s should be in
augurated . N evertheless, a w ay out 
of the  trouble  eventually appears. T he 
very  th rif t th a t some have denounced 
helps to  keep savings deposits intact. 
T he tem porary  slow ing down of b u si
ness resu lts in low er in te rest rates, 
and banks have funds to  help b ring  
about a revival of real trad e  activity . 
T he situation thus com es in tim e to  
apply its own corrective, and the  cycle 
by gradual and a lm ost im perceptible 
degrees takes its upw ard trend. T here  
is reason to  believe th a t we are  now 
in the midst of such developments.

ABSURD MISCALCULATIONS.
I t is w orth  noting  that, w ith the 

sale a t auction last T hursday  of arm y 
wools, the G overnm ent is finally out 
of the business, having disposed of 
the last of its holdings. At the time 
of the arm istice these holdings 
am ounted to the large to ta l of 525,- 
000,000 pounds in spite of the lavish
ness shown in the m anufacture of 
huge and unnecessary stocks o f w ool
ens for the arm y and navy. T he ab
surd m iscalculation made in W ashing
ton as to  the num ber of pounds of 
wool required per man, to  which a t
tention was called at th e  tim e by the 
T radesm an, led not only to the ac
cum ulation of needless stocks of the 
raw  m aterial, but also the stin ting  of 
its use for civilian purposes in m ost 
ridiculous ways. It is only by  good 
fortune th a t the loss on the surplus 
am ounted to  as little as 15 per cent. 
T he new series of auction sales of 
wool in London will begin next T u es
day and will be watched w ith some 
in te res t in view of the tendency to 
ward lower prices elsew here noticed. 
The consum ption of wool in dom estic 
mills in January  was about 62,000,000 
pounds, grease equivalent, which was 
a decrease from  D ecem ber. Since 
then  th e re  has been less activity in 
these mills, p a rt of it due to the lack 
of o rders from  m anufacturing  c lo th
iers who are having a con troversy  
with their em ployes. E xports of 
woolens dropped in January  to  about 
one-half of w hat they were th e  m onth 
before. T he slum p in shipm ents 
abroad of w earing apparel was quite 
pronounced in January .

COTTON PROSPECTS.
So far as recent quotations have 

show n, it appears to be difficult to 
hold up the prices of cotton at recent 
levels and unlikely th a t they  will go 
higher unless an exceptional and 
wholly unexpected dem and should sud
denly set in or prospects for the new 
crop tu rn  out worse than  any one 
anticipates. As to demand, th ere  does 
not seem to be the prom ise o f much 
increase either from  abroad or at 
home. Foreign purchases are not 
holding up, and the strikes and cu r
tailm ents in dom estic m ills do not 
offer much encouragem ent tow ard  
greater consum ption here. Specula
tion on the effects o f the  boll weevil 
on the com ing crop continues. T he 
o ther day th ere  was m ade public a 
report from  B. R. Coad, o f the A g
ricultural D epartm en t’s B ureau o f E n 
tom ology, who is stationed in the 
labora to ry  a t T allulah, La. H e  m ade 
an exam ination o f m asses of Spanish 
m oss and, from  the num ber of living 
weevils he discovered, came to  the 
conclusion that the ravages o f the bug 
were likely to  be very great this year. 
H e advised th a t the acreage devoted 
to cotton should be reduced. As 
against this, however, some pre tty  
good frosts have come since the ex
am ination was m ade and  p lan ters 
W est of the M ississippi have deter
m ined to p lan t a larger area to  co tton  
in th at territo ry . W h at m ay confirm  
them  and o thers in such a  determ ina
tion is that it will pay to  raise cotton 
a t the prevailing  prices and there  is 
likely to  be a larger dem and for the 
article next year. In  th e  goods m ar
ket the last week has been, in gen

eral, devoid of strik ing  features. Sales 
of sheetings were bette r, m ainly due 
to calls from  the bagging trade  and 
certain p rin tc lo th s sold in ra th e r a 
spotty  way w ithout m aterial change 
in prices. A fair trade is also passing  
in certain lines of finished fabrics. In 
hosiery the main happening was the 
pricing  of lines by  the largest of the 
m anufacturers. T he new figures are 
slightly above those of last year.

DONt ITeTa  p e t t y  t h i e f .
A news item from  Pontiac reads

as follow s:
F o r raising a check for $3 to  $13.50, 

John  S tors was sentenced to  six 
m onths in D etro it house of co rrec
tion. He said he intended the ex tra  
m oney for his wife and baby in Can- 
ada.

John  S tors is evidently a p lain fool 
—to secure $10 by forgery  and th ink  
he could get aw ay with it.

E rnest W ellm an, of Grand Rapids,
obtained $101,000 from  the banks of 
Grand Rapids by forgery  and now 
has his freedom  on a $10,000 bail
bond.

F. D. T ravis, of Plainwell, filched 
$150,000 from  W estern  M ichigan 
farm ers by selling them  stock in a 
com pany which had not been approv
ed by the M ichigan Securities Com 
mission, dissipated m ost of the  p ro 
ceeds and walks the stree ts  of Plain- 
well a discredited man, with the jail 
s ta ring  him in the face, but no action 
as yet on the p a rt of any of hs vic
tim s to  put him behind the bars.

V edders filched $200,000 from  the 
farm ers of M ichigan to  be used in the 
s ta rtin g  of chain stores. E very  penny 
was lost and absorbed by Vedders, 
who walks the streets of Cleveland 
a free m an, p lanning fu rth er con
quests.

H arrison  P ark er num bers his vic
tim s by thousands and his p lunder
ing by m illions, but no one has yet 
m ade any move to  force him to pay 
the penalty.

W hen we note how big m alefactors 
rake in hundreds of thousands by 
crim inal practices and escape punish
m ent, and how men who steal $10 are 
prom ptly railroaded off to penal in 
stitutions, the inference the average 
man m ust necessarily draw  is th a t 
it does not pay to  be a petty  thief. 
In  o ther words, if you propose to  
em bark on a crim inal career, steal a 
plenty, so you can pay adro it law yers 
big fees and have enough left to  
com prom ise w ith the  men you have 
wronged, if need be, to  secure im m un
ity from  punishm ent. T he T rades
m an is not offering th is as advice— 
far from  it. I t  is sim ply sta tin g  a 
conclusion which m ust find a coun
te rp a rt in the conclusion of o ther and 
abler m inds who w atch the trend  of 
the tim es and deplore the  frequency 
w ith which g reat offenders against 
law and decency are able to  accom 
plish their nefarious p u rposes and yet 
enjoy im m unity from  paying the pen
alty. ______

Sw itzerland’s annual fair has now  
reached its sixth year and will be the 
trade event of th e  little  republic at 
Basle, A pril 22 to  M ay 2. T h is ex
h ib ition  serves all b ranches of Swiss 
industry. T he fair is confined strict
ly to  Sw iss exh ib ito rs and goods 
manufactured in Switzerland.
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How Much Need For Speculation 
In The Grocery Business?

This short message to the grocers of America will not at
tempt to answer directly the question written as a heading of 
this advertisement.

However, the following remarks may cause many alert grocers 
to consider the question as ‘ 'food for thought.

Every grocer has his own opinion as to the business policy he 
should follow. Some are wise—some unwise. Otherwise there 
would be no failures. That must be admitted in view of Brad- 
street’s report that 30% of business failures during the past ten 
years were due to inefficiency.

The grocer who buys unknown, or unadvertised, or poorly 
advertised goods, may or may not know it—but he is speculating.
And these are days when no good business man can afford to 
speculate with the unknown.

The total absence of the elements of speculation in connection 
with the sale of POSTUM CEREAL,
INSTANT POSTUM, GRAPE-NUTS and 
POST TOASTIES make these four well- 
known and well-advertised food products as 
safe a purchase in the grocery line as Govern
ment bonds in the financial field.

Year-’round advertising plus highest 
quality, guarantee quick and profitable 
turnover on every package of Postum,
Grape-Nuts and Post Toasties.

Postum Cereal Company, Inc.
Battle Creek, Mich.
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T he E xpansion of the R epair Business 
W ritte n  fo r th e  T rad esm an .

T w o things have com bined to  lift 
th e  repair business out of the m ud
flats of pettiness and give to it the 
rank of a real business enterprise; 
namely, the introduction of m achinery 
and the installation of business m eth
ods.

T he m odern repair shop w ith its 
electrically driven, up-to-date m achin
ery is quite a different proposition 
from  the old-fashioned shoe cobblers’ 
m ausoleuim. In  m arked contrast with 
the  old cobbler’s way of doing things 
is the crisp, straight-to-thc-point busi
ness-like atm osphere of the m odern 
repair shop.

W hether it is a shop em ploying twq 
men or tw enty  men, the w ork is so 
planned as to elim inate waste m otions, 
prevent the expensive loss of valuable 
tim e betw een operations, and speed up 
the day’s ou tpu t of finished jobs to 
last degree consistent with careful 
work.

H ere is the way one very efficient 
little  repair shop classifies the w ork 
for its own convenience:

1. Rubber heels only.
2. H eels rebuilt.
3. H eels and rubber half-soles.
4. Heels and half-soles.
5. Half-soles.
6. W hole-soles.
7. Rips.

*8. M iscellaneous.
T he m an who receives the work 

exam ines the shoes, sta tes the charges 
for all needed repairs, tells when work 
may be expected—if it is not a hu rry  
job, which, o f  course, has the righ t of 
way—issues call ticket in duplicate 
and m akes himself as agreeable as he 
know s how. A nd just here the w riter 
will pause to say that the shoe re
pairer ought to  be civil and courteous 
and accom m odating. I don’t care 
how  m uch he knows about shoes, 
shoem aking, leather, fiber and repair 
processes, nor how skillful he is as a 
w orkm an, he has no earth ly  righ t to 
be a boor. I know  some repairers of 
the old school—m en well on in years 
who learned the trade in the old 
country  and a*e excellent workm en in 
their line, who break down and fail 
m iserably in their personal contact 
with custom ers in the shop. T hey 
talk  and act like old m an Grum p on  
an off day. T hey  are ungracious, un
accom m odating, and, a t tim es, so 
sour and snappy one w onders how 
patrons can to lerate them  at all. T he 
only answ er is, of course, com petition 
in their respective localities is p rac
tically nil, or they  wouldn’t get any 
business a t all.

B ut these men are exceptions. N ow 
adays the a ttention  one receives in a 
repair shop is all that could be ex

pected. W hen one com es in w ith a 
parcel under his (o r her) arm , (os
tensibly a pair of shoes), some one 
comes forw ard w ithout a m om ent’s 
delay, passes the time o f day, and at 
once picks up the parcel (which by 
this time has been deposited on the 
counter), and alm ost in a jiffy the 
transaction  of receiving the w ork, 
sta ting  the charge, issuing the call 
ticket and telling when the w ork will 
be finished, is completed. No long- 
draw n-out conversation apropos the 
weather. T his is a m odern repair 
shop run on  strictly  business p rin 
ciples. T he m an back of the busi
ness is not interested in peddling gos
sip (e ither private or political) and 
he is entirely  too busy to waste your 
tim e and his own w ith fine-spun 
theories.

Gradually the repair business is 
getting  away from  retail shoe dealers. 
M ore and m ore this business is being 
rounded up and controlled by men 
who are devoting them selves exclu
sively to this one th ing—-repairing 
shoes.

Some dealers are glad of it, as it 
leaves them  free to  specialize in the 
m erchandising of new shoes; o thers 
die hard, and dislike to adm it th at

The im portance of quick turnovers 
becomes m ore evident when we stop 
to analyze the various item s o f waste 
and expense involved in slow tu rn 
overs.

To the shoe dealer investm ent 
money is a source of profit which, in 
turn , depends upon the am ount of 
goods in stock and the length of time 
they m ust be carried before they are 
sold a t a profit. Now it is obvious 
th a t to speed up sales and secure two 
turnovers, instead of one, w ithin a 
given period is ju st the same as 
doubling your stock w ithout increas
ing your investm ent. Since many, if 
not indeed, the m ajority , of shoe deal
ers are borrow ers, the interest-saving 
made possible by reason of quicker 
turnovers is an item of consequence.

Q uicker and m ore complete tu rn 
overs mean cutting  to  the m inim um  
your m ark-dow n losses, for losses 
through m ark-dow ns m ust be a t
tributed  to  slow turn-overs, 
the repair w ork is going largely  into 
o ther hands.

Some of the big m etropolitan shoe 
sto res m aintain their own repair de
partm ent. T hey  em ploy the best men 
they can get, retain  only those opera
tives who are willing and able to co
operate with the  departm ent, and 
system atize their w ork  so as to  run 
profitably. Such a repair departm ent 
becom es an asset to  the store  ra th e r 
than  a liability. T he head of the re
pair departm ent reports the same as

any o th er departm ent head, and he 
is expected to  m ake a creditable show 
ing a t the  end of the  m onth, quarte r 
and year. T h is he understands per
fectly, and extends him self according, 
for the tenure of his job depends up
on his m aking good.

W here the sto re  is large enough to 
justify  such a departm ent, and where 
the m anagem ent is able to  find the 
righ t so rt of a m an to  be responsible 
for the work, a repair departm ent is 
a m ighty  good th ing  for the store.

T he w riter know s of two o r three 
big stores w here such repair depart
m ents flourish. T hey prove real 
draw ing cards. In these stores the 
efficiency of the repair departm ent is 
played up strongly. Salespeople are 
encouraged to solicit repair work. 
T he com fort, durability  and o th er

m erits of rubber heels are talked by 
th e  sales force. A fter new shoes have 
been b ough t and paid for, the  ad
visability of having the old pair 
mended is broached. R eferences are 
made in the new spaper advertising

J f e m e ô a u
Juliet—In Stock  
Black Kid, F lex 

ible, McKay, 
Stock No. 700. 

Price $2.25. 
BRANDAU SHOE CO., D etroit, Mich.

Ask about our w ay  
B A R LO W  BROS. Grand Rapids, Mich.

This business was built on 
H-B Hard Pans

H E R O L D -B E R T S C H  has been m aking shoes for 
over a quarter of a century. Included in our line 
now are many fine dress shoes. But our business 
was built on the H -B  Hard Pan. The reputation  
this S U P E R  SH O E gave us was the direct cause 
of our growth and expansion. Dealers who found 
the H -B  Hard Pan a wonderful value came to have 
confidence in our entire line. W e have thousands 
and thousands of loyal dealers who have been 
selling the H -B  Hard Pan as long as they have 
been in business. They w ill continue to sell it as 
long as they stay in business. Send for catalog.

HEROLD-BERTSCH SHOE CO. 
Grand Rapids, Mich.

GET R E A D Y  FOR E A S T E R  
A P R IL  16

T oo  few shoe dealers have m ade am ple p repara tions for 
E aster trad e  w hich ought to  s ta rt ab o u t A pril 1. W e have  sev
eral exceptionally  a ttrac tive  num bers for the E aster season. 

W rite  for illustrations and  prices.

H I R T H - K R A U S E  C O .
Tanners—-Shoe Manufacturers

GRAND RAPIDS, MICHIGAN
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to the high quality  of their respective 
repair departm ents.

This, of course, cannot be done in 
the sm all shoe store, nor can it, as a 
rule, be done by the m erchant hand
ling o th er lines along w ith  shoes. T he 
volum e of business possible to such 
dealers is not large enough. If  they 
solicit repair work, it is tu rn ed  over 
to  sdm e repairer w ho does the  work, 
the dealer receiving for his pains a 
certain  com m ission or percentage.

T h a t is all righ t if your repairer is 
dependable. If  not, he can easily 
enough double-cross you by slip
shod and indifferent w ork, thus d ivert
ing your custom ers to  himself. This 
calls to mind the experience of a 
shoe repair man in a Middle W estern 
city. T h is young fellow had a well- 
equipped shop in a good location, and 
had built up a fine business on the 
basis of honest dealings and excep
tionally  good service. The ow ner of 
the shop was not himself a practical 
repair man. Oh he did sim ply little 
jobs, to be sure; but the m achine 
w ork was hired. He employed one 
operative. T his m an struck  for high
er wages, and the ow ner of the shop 
let him  go, and em ployed a cross
eyed Greek. T his Greek was a 
schemer. H e im m ediately began 
tu rn ing  out inferior work. I t  looked 
p re tty  good to  s ta rt with, but it quick
ly went w rong  w hen the shine wore 
off. A nd when the owner of the shop 
was not in this Greek was the limit. 
H e was as cross and mean as a bear. 
But som ehow  he fooled the boss. And 
the  business speedily went to pot. 
T he ow ner of the shop d idn’t know 
w hat had happened. T he Greek 
m ade him  a proposition when the 
business had apparently  hit rock  b o t
tom, and the shop owner took him up. 
T he Greek got the shop for consider
ably less than  it was w orth, and the 
erstw hile ow ner was ou t—double- 
crossed by the wiles of a fellow who 
w anted the business cheap.

T he shoe dealer who handles re
pairs a t all, should see to it that the 
w ork is well done, and th at the charge 
is not excessive. Good m aterials 
should be used, and all w ork should 
be of a dependable sort. In  o ther 
words, give the people service in this 
respect ju st as though they were com 
ing in to  buy a new pair of high 
priced shoes. A ny lapse of service 
with respect to repairs reacts against 
you and hu rts you.

T he shoe repair business in this 
country  is on the increase. People 
have acquired the  habit of v isiting the 
repair shop. Substantial and well-to- 
do people (both m en and wom en) are 
no t asham ed to have their shoes re
paired; and, in view of the new high 
price levels which apparently  m ust 
obtain from  th is tim e on, it would 
seem  that th e  repair shop is going to 
becom e m ore and m ore popular.

But don 't get into the gam e unless 
you are p repared  to  p lay it right.

Cid M cKay.

Operating Expenses in Retail Shoe 
Stores.

T his bulletin  which is the seventh 
th a t the H arv ard  B ureau of Business 
R esearch has published on the retail 
shoe business gives the results of com 
plete reports on the cost of doing

business in 1920 adjusted  to  the Bu
reau’s standard  profit and loss form, 
received from  th ree  hundred and 
ninety-seven retail shoe stores. These 
stores were located in fo rty -th ree  
states, in Canada, and one in Hawaii.
O f these stores two hundred  and four 
were located in cities w ith a popula
tion less than 50,000; fifty-two sto res 
were in cities w ith a population be
tween 50,000 and 99,000; ninety-nine in 
cities w ith a population from  100,000 
to 699,000; and forty-tw o in cities 
w ith over 700,000 population. In  this 
bulletin  high, low, and comm on 
figures for operating  expenses in 1920 
are sum m arized for the trade a s  a 
whole and also for the stores grouped 
according to the Federal Reserve dis
tric ts and according to their volum e 
of net sales. Similar com parisons are 
made for g ross and net profit and for 
stock-turn. T he changes th a t took 
place in the ratio  of operating  ex
penses and profits to sales in the  year 
of depression, 1920, as com pared w ith 
the year of prosperity , are pointed 
out. Finally, several tables are given 
on such subjects as cash discounts, 
re tu rn s and allowances, and financial 
figures.

Lizard Skin Leather.
T he Island! of Ceylon, which sent 

peacocks, m onkeys and baby ele
phants to K ing Solom on, for that 
m onarch’s zoo, is rem arkable for a 
varied and in teresting  fauna. One of 
the oddest of its anim als is a huge 
lizard, called the cabrogoya, Which 
a tta ins a length of four and one-half 
feet.

The cabrogoya is a very handsom e 
reptile beautifully m arked, and its 
skin when tanned affords a tough 
leather of excellent w earing quality 
and w aterproof. I t  is used for m ak
ing w om en’s shoes and, with the idea 
of in troducing  it in this country  for 
that purpose, specimen 'hides have re
cently been sent to our D epartm ent 
of Com merce by the A m erican Con
sul a t Colombo.

Rainbow Shoes.
T he la test fashionable shoes in 

London and Paris are of all the colors 
of the rainbow , m ost strik ing  to the 
eye. B right blue and red, som etim es 
w ith uppers of con trasting  hues, are 
favored for street wear. One shoe 
m anufacturer offers boots w ith fur- 
trim m ed tops for women. A nother, 
R ussian “gaun tle t footgear,” w ith red 
silk tops and laced w ith red ribbons. 
A nother, red boots w ith crisscross 
straps finished with paste-diam ond 
buttons. A fourth , paten t-leather 
shoes ornate w ith red and green de
signs. Shoe heels of im itation to rto ise  
shell, o r set w ith am ber or m other-of- 
pearl, are novelties. Some of the 
wom en’s boots have 'hand-painted 
toes.

He Had a Fellow Feeling.
A m em phis law yer en tered  his con

dem ned client’s cell: “W ell,” 'he said, 
“good news a t last.”

“A reprieve?” exclaim ed the p rison
er eagerly.

“No, but your uncle has died leav
ing you $5,000, and you can go to 

• your fate w ith the  satisfying feeling 
th a t the noble efforts of your law yer 
in your behalf will not go unrew ard
ed."

MICHIGAN TRANSIT COMPANY
Incorporated  under the laws of the  S tate  of Illinois

CAPITAL STOCK— $500,000 
— consisting of—

2500 Shares 7% Cumulative Preferred Stock—Par Value 
$100 Par Share

2500 Shares Common Stock—Par Value $100 Per Share
This Company began business June 1, 1918, and during its first 

thirty-one months of operation it showed very substantial earnings. 
For the purpose of buying additional boats and additional dock 
property, the Company is offering for sale a small block of Preferred 
and Common Stock.

This Company has now reached the stage in its operations where 
it can be said that the security of an investment in its stock is beyond 
question. The Michigan Transit Company serves a very important 
section of the State of Michigan, and during the long summer months 
it has the benefit of the heavy resort traffic from Chicago to Ludmg- 
ton and all points on the Michigan coast.

The Management of the Company is made up of men who have 
absolutely demonstrated that they can very successfully operate a 
water transportation company. The future of the Michigan Transit 
Company is a very bright one, and an investment in its stock should 
prove to be decidedly substantial, both from the standpoint of safety 
and from the standpoint of dividends.

Information will be furnished upon request, without any obliga
tion to the one inquiring.

F. A. SAW ALL COMPANY,
313-14-15 Murray Building,

Grand Rapids, Michigan.
G entlem en:

I am  in terested  in an investm ent in the M ichigan T ran sit Com-

PanJ\V ithou t any obligation on my part, send me full particu lars 
regard ing  the Com pany.

Y ours tru ly ,

N am e__

A ddress.

FIRE TORNADO

BETTER INSURANCE
A T

LESS COST
During the year 1920 the companies operating thromgh

The Mill Mutuals Agency
paid more than $4,000,000 in dividends to their policy 

holders and $6,300.000 in losses.

How do they do it?
By IN S P E C T IO N  and SE L E C T IO N

Cash Assets Over $20,000,000.00

W e C om bine
STRENGTH and ECONOMY

T H E  MILL M U T U A L S
A G EN C Y

120 W. Ottawa St. Lansing, Michigan
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F I N A N C I A L !

Business Signs More Hopeful Than 
For Many Months.

Business signs lately have nearly  all 
been of a hopeful nature, so that senti
m ent th roughout the U nited States 
has taken a distinctly  favorable turn. 
L ooking over the im m ediate business 
foreground, th e  miost notably  hopeful 
sign is to-day to be found in the im
proved m arkets for agricultura l p ro d 
ucts. T he advance here has lately car
ried farm  prices to  the highest level 
since the 1921 crops were harvested, 
and has m easurably relaxed the p res
sure  of hard tim es in the W est, ju st 
when th a t section was view ing the  
p rospect m ost gloomily.

T he buying power of m ore than 
fifty m illion people is affected by the 
level of agricultura l prices, and 
changes in that buying power, either 
dow nw ard or upward, m ust necessar
ily find a very d irect reflection in the 
business volume and profits.

I t  does not hold, of course, th a t the 
buying pow er of the entire ag ricu ltu r
al W est has increased proportionately  
to  the rise in farm  prices. The farm er 
is still heavily in debt and realizes 
th a t am ong his first obligations is the 
m eeting of his long-extended loans. 
N evertheless, it goes w ithout saying 
th a t the changes which have occurred 
have contributed  an im portan t in
cident to remove the m ost serious con
trib u to ry  influence in the  curren t 
trade depression, namely, paralyzed 
buying power. Careful observers of 
business tendencies repeatedly pointed 
out during  the early part of the win
te r th at the mere low level, in dollar 
values, of what the farm er had to sell 
was not the  only distressing consid
eration in the coun try ’s trade situa
tion. W h at was for a long tim e of 
large significance as a trade deterrent 
was the d istressing  m aladjustm ent 
which came about in the process of 
post-w ar deflation, in which prices of 
what the agricultural producer had to 
sell fell very m uch further than the 
prices of w hat he had to buy. One 
of the m ost confusing aspects of the 
country’s econom ic situation since the 
period of deflation began has all along 
been found in the inequality of prices 
in the different com m odity g roups, 
and inasm uch as circum stances lately 
made it clear that m anufactured p rod
ucts could not be expected at once to 
drop m uch lower, all in terests were 
reconciled to  the conclusion th a t the 
only m ethod by which the farm er 
could be expected to buy those p rod
ucts lay in th e  process of advancing 
agricu ltu ra l prices.

T he process has now stra igh tened  
out to some degree the m aladjustm ent 
of prices in the com m odity m arkets; 
hence, if its goiod effects are no t nul
lified by a dow nw ard reaction , and if 
it leads to no m ore than  a m oderate

and gradual recovery  in th e  coun try ’s 
purchasing  power, it will give an im
petus to  business th a t has long been 
waited for. O f course, it would not 
do to count too much on a speedy and 
expansive trade boom  because of th is 
single influence. T he individual grain 
producer, although he still has a large 
part of last y ear’s corn crop for sale, 
and a large num ber of hogs, has al
ready sold the bulk of his wheat, a 
recent estim ate placing the quantity  
of that grain rem aining on the farm s 
at little more than 17 per cent, o f last 
year’s entire  crop. Hence, the farm er 
will not gain as extensively and im
m ediately by the current price trend  
as he m ight have done had the ad
vance come earlier in the season. 
Then there is the ever-present pos
sibility of a reaction in prices, for so 
spectacular a rise as th a t which oc
curred  cannot go on indefinitely, and 
m ight even be followed by a sharp de
cline. M oreover, w hat was referred to 
in an earlier parag raph  m ust be kept 
in mind, namely, that the farm er is 
heavily in debt, and a prim ary  duty 
which confronts him is the reduction 
of his debt and the m aking of a new 
start, so far as he can, with a  clean 
balance sheet.

An increasingly healthy  banking 
situation, an advance in high grade in
vestm ent issues, an im provem ent in 
the international exchanges, and re 
p o rts of changing econom ic and polit
ical conditions abroad have con tribu t
ed with the incidents already m ention
ed to give a new tone to  business sen
tim ent. M oreover, there is the as
surance that actual im provem ent has 
occurred  in business. V arious trades 
show expanding volume, and the load
ings of freight cars on the coun try ’s 
railroads according to the latest re
ports, are 14 per cent, higher than at 
this tim e 1921. In o ther recent years 
there was a continuous decrease in 
railroad loadings from  D ecem ber to 
this date. T his year there has been 
a continuous-increase.

Generally speaking, developm ents 
with a bearing  on the business future 
show th at there  has been at least a 
tem porary  tu rn  for the better, in 
finance and industry  as well as agri
culture. M ost, people are inclined to 
in te rp ret the favorable developm ents 
as decidedly , encouraging, and p e r
haps because the  wish is fa ther to the 
thought, they are accepting them  as 
an indication th a t an era of m ore 
prosperous tim es for the  entire  com 
m ercial establishm ent of the country  
is ahead. I t was certain  th a t sooner 
or la te r the tim e would com e when 
the forces driving in the direction  of 
hard  tim es would lose their s treng th  
and would be replaced by o ther 
forces driving in a new direction. The 
forces which have had contro l of busi-

WE OFFER FOR SALE 
United States and Foreign Government Bonds

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

HOWE, SNOW, CORRIGAN & BERTLES
401-6 Grand Rapids Savings Bank Bldg., Grand Rapids, Mich.

Fenton. D a\is6B oyle
BONDS EXCLUSIVELY 

MICHIGAN TRUST BUILDING
Chicago GRAND RAPIDS Detroit

First National Bank Bldg. Telephone« \ eSnmEfmia Congrats Building

CADILLAC 
STATE BANK

CADILLAC, MICH.

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

We pay 4%  on savings

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

RESERVE FOR STATE BANKS

B R A N C H  O F F IC E S
Madison Square and H all Street 

W est Leonard and Alpine Avenue 
Monroe Avenue, near Michigan 

East Fulton S treet and Diamond Avenue 
W ealthy  Street and Lake Drive  

Grandville Avenue and B S treet 
Grandvllle Avenue and Cordelia Street 

Bridge, Lexington and Stocking

Doubly Insured
The larger part of m any estates takes 

the form of life insurance.

Careful men make sure th a t the life in
surance money they  leave for the care of 
the  fam ily is properly placed w ith  a reput
able and experienced T rust Company— 
where it cannot be lost through ex trava
gance and unwise investm ents. Safe
guard your insurance by establishing a 
Life Insurance Trust.

Let our officers explain 
the plan to you.

Brand RapidsTrust Hdmpany

GRAND RAPIDS, MICH.
O T T A W A  A T  FOUNTAIN BOTH PHONES 4391
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ness and  financial affairs for m ore 
than  tw o years have been of unm is
takable pow er and have driven the 
coun try  th ro u g h  a long siege of h a rd 
ship; b u t to  judge by presen t signs 
m any of these forces have spent their 
s tren g th  and are being replaced. Con
sequently  there  is a g row ing  confid
ence th at the prom ises of im prove
m ent have m ore than  tem porary  sig
nificance.

T he w onderful recuperative power 
of m ankind, and the ability of nations 
to rise ou t of chaos, are po in ts which 
have been dwelt upon by the h is to r
ians of every great w ar; the  recent 
em phatic change in the direction  of 
econom ic affairs streng thens th e  con
viction th a t the experience o f the  
p resent is not to be different from  th at 
of the past. T ak ing  the  larger view, 
there  is no m istake about the change 
which is tak in g  place. T he altered  
position of the in ternational exchang
es does not, of course, lead even the 
m ost sanguine op tim ist to the  assum p
tion th a t th e  fundam ental factors 
which were responsible for the chaos 
of the past tw o  years have been en
tirely  moved. C urrencies and prices 
abroad still rem ain unstabilized, debts 
and  indem nities rem ain to  be ad
justed , old gold m oorings are  far 
from  being  regained, p roduction  and 
tran sp o rta tio n  are far from  being  o r
ganized, artificial trad e  b a rrie rs  con
tinue to separate raw  m aterials from 
industrial areas and industrial areas 
from  their m arkets, and the uncertain 
ty  of m any foreign political organiza
tions operate as before. Yet when 
all th is is said, there  still rem ains 
solid ground for satisfaction in all th a t 
is going on. T ak in g  th e  banking 
view, a lthough him self not a banker, 
Julius H . B arnes, in an address be
fore the New Y ork  C hapter of the 
A m erican In stitu te  of Banking, said:

“W e m ay rejoice to-day th a t we 
m ay soon not be alone in ho ld ing up 
the  standard  of honest currency 
values, for it is clear to  see th a t Great 
B ritain , the hom e of financial sanity, 
is rising  to  i ts  feet, b leeding and 
bruised , to be sure, b u t clearly rising, 
to stand shortly  beside us in the re
building of a w orld  com m erce th a t 
rests solely on financial in tegrity , in 
practice and in standard . T he p ro g 
ress is clear a lso in  th is  d irection of 
financial sanity  by France and Italy , 
and the nightm are of financial delu
sions is clearly  lifting from  even the 
new ly-established dem ocracies of E u 
rope.”

All th a t goes on, and th a t con
tribu tes to th e  advance in the foreign 
exchanges and  to  the enhancem ent in 
th e  value of th e  securities o f the 
sound E uropean  states, sheds a new 
ligh t on th e  question of E u rope’s 
stability  and on  the  question of the 
ultim ate settlem ent o f the in ternation
al debts. T here  is no t a person  in 
the U nited  S tates who did n o t hear, 
over and o v er during the  p ast few 
years, prophecy o f E u rope’s break
down socially, and of its bankruptcy  
financially. P ro phesy  of dire happen
ings stiffened an  A m erican im pulse to 
hold aloof from  coun tries oversea, 
and to  oppose continued extensive 
in ternational cred it operations.

F ears  a re  no longer en terta ined  
th a t E urope’s civilization m ay  su r

render to bolshevism , and confidence 
is being  restored  th at the dislocations 
of trade and finance will in the course 
of tim e be corrected. I t  will be in te r
esting  to  study the effect upon A m eri
can sentim ent of all th a t is now  go
ing on. In  w ork ing  back to  norm al, 
financial ad justm ents, revisions and 
com prom ises will have to  be made 
abroad in o rder th at the  burdens of 
reconstruction  m ay be the m ore read
ily borne. T he Genoa conference 
next m onth, succeeding the W ashing
ton conference, will have a bearing  
on these th ings, and its outcom e, if 
successful will unquestionably  lend 
im petus to  the forw ard  m ovem ent 
which is now  under way. How ever, 
for the  presen t it is sufficient to  note 
th a t the signs of the tim es po in t to a 
w orking back, on th e  p a rt of E u 
rope’s people, to  social sanity  and 
financial in tegrity . M ore th an  g rad
ual p rogress we who look upon events 
from  this side o f  the ocean cannot ex
pect. Few  of us, indeed, six m onths 
ago, would have though t th a t to-day, 
in sum m ing up, we could have said 
even so m uch as that.

A drian—T h e  R eiber-K olz Co., m an
ufacturer of spotlights, has been re 
organized, w ith W alte r  G. W hite, of 
Blissfield, as principal stockholder, 
and president and general m anager. 
O th er officers are: Joseph M. Vogel, 
vice-president; Gorden W hite, tre a s 
urer, and W allace Angell, secretary. 
W illiam  F. Shepherd, F . W . R eiber 
and A lbert J. K olz form  the rem ain
der of the board  of d irectors . In  
p repara tion  for renew ed production  
the com pany recently  entered  into 
con tracts w ith a Cincinnati concern 
fo r the  delivery of 10,000 spotlights 
w ith a ttachm ents, and w ith the U nited  
E lectric  Com pany fo r a large  quan
tity  of the steel pa rts  w hich go into 
the Perfecto  light.

BUY
SAFE

BONDS

ESTABLISHED 1853

Through our Bond De
partment we offer only 
such bonds as are suitable 
for the funds of this bank.

Buy Safe Bond« 
from

The Old National

Grand Rapids National City Bank
CITY TRUST & SAVINGS BANK

ASSOCIATED

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

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

Combined Capital and Surplus --------------
Combined Total D ep osits-----------------------IS’i S ’iSnoo
Combined Total Resources --------------------  13,157,100.00

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

ASSOCIATED

INSURANCE IN FORCE $85,000,000.00

WILLIAM A. WATTS 
President

RANSOM E. OLDS 
Chairman of Board

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

Organized Assistance—
The cares of property have weighed dowm many 
men after their labor in amassing it.

Consider then what that burden would do to a 
frail widow, wholly unaccustomed to the work. 
You should not make her your Executor.

You, Mr. Business Man, may have a pretty de
cided idea as to what is the proper way to handle 
your affairs. With what success could your wife 
assume your heavy responsibilities?

Better provide now for a responsible Trustee cor
poration, a Trust Company, to take over your 
affairs by your own appointment.

Call at our office and get the Booklet,
“What you should know about Wills 

anil the Conservation of Estates.”

“ Oldest Trust Company in Michigan”

JWitmSwTifflST
COMPANY 

G rand R apids, M ichigan
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Proceedings of the St. Joseph Bank
ruptcy Court.

St. Jo seph , Feb . 27—In  th e  m a tte r  of 
K arl A. M arcy , of K alam azoo , b a n k ru p t, 
th e  schedu les o f th e  b an k ru p t w ere  filed 
show ing  th e  following c re d ito rs  an d  a s 
s e ts  h e re in a f te r  n am ed :

P re fe rre d  a n d  Secured .
C ity  T re a s u re r  __________________$ 82.00
F o rb es  C onklin, K alam azoo  ___  30.00
C larence G ille tte , K a la m a z o o ___ 1,012.50
J .  W righ t T u x b u ry , K alam azoo_ 808.00

$1,932.00
U nsecu red  C red ito rs . 

C leenew erk  & Son, K alam azoo $1,350.00
W orden G rocer Co., K alam azoo  622.88
L ee & C ady, K alam azoo  ________ 002.30
K osberg  & H itte r, D e t r o i t _____  507.40
T hom pson  B a t te ry  Shop, K a la 

m azoo _________________________ 11.80
B oom how er A uto  S upply  Co.,

K alam azoo  _____________________ 31.25
P ro c to r G am ble Co., D e t r o i t ___  59.00
A rbuck le  B ro th e rs , C hicago ___  45.00
M. A. D eBolt, K a la m a z o o _____  61.95
Jo h n  H . S w isher & Son, N ew ark  300.00
J .  D. Koszell Co., P eo ria  _____  91.20
T o ttie  C ig a r Co., D e tro it _____  360.00
M ax C lick, P h ilad e lp h ia  _______  143.00
S ta n d a rd  Oil Co., G rand  K apids 37.15
W h ac k e r B irk  Co., C h i c a g o __  1,702.43
W . A. Coom bs M illing Co.,

K alam azoo  ____________________ 23.81
B ay u k  B ro th e rs , D e t r o i t _______  128.96
K ling  P ro d u c t Co., D e t r o i t ____  1,594.17
K alam azoo  B eef Co., K alam azoo  46.20
V elvet Gum Co., S ag inaw  _____  38.00
B itro se  C om pany, M ilw aukee __ 104.65
S tra u b  B ro th e rs , T rav e rse  C ity  30.58 
lla n s e lm a n  C andy Co., K alam azoo  1.40 
R. E . R odda C andy  Co., S ag inaw  27.30
R. E . F a ir , K alam azoo  _______  154.05
A rm o u r & Co., K a la m a z o o _____  3.85
Jo h n so n  1’a p e r  Co., K alam azoo_ 32.59
R osw ell Cook & Co., D e t r o i t___  ' 52.15
B  & B C ig a r Co., K a la m a z o o ___  14.80
A. W . W alsh  Co., K a la m a z o o _ 38.55
V andenberge  B ros., K alam azoo_ 6.90
W atso n -H ig g in s  M illing Co.,

G rand  R ap ids __________________  42.00
T ay lo r P roduce  Co., K alam azoo  58.77
Cornw ell Co., K alam azoo  _____  13.00
M. E . M ahr C igar Co., K alam azoo  5.51 
M ichigan L ig h t Co., K alam azoo  14.15
C onsum rs  P o w er Co., K alam azoo  1.56 
K alam azoo  V ulcan izing  Co., K a la 

m azoo _________________________ 200.00
Glen M atthew s, K alam azoo  _____  5.51
H om e S av ings  B ank , K alam azoo  1,740.00

$10,303.81
A sse ts.

R eal e s ta te  _____________________$1,800.00
B ills, p rom isso ry  n o tes  and  s e 

c u ritie s  ________________________ 20.00
S tock  in  tra d e  __________________ 5,500.00
C arria g e s  a n d  o th e r  v e h ic l e s __  3,500.00
M achinery , tools, e tc . __________ 1,800.00
D eb ts due on open a c c o u n t s _ 828.87
l ’o licies of in su ran ce  _________  1,000.00
U nliqu ida ted  c la im s _____________ 300.00
M oney in b ank  an d  e l s e w h e r e _ 3.25

' P ro p e r ty  c la im s to  be ex cep ted_ 2,053.50

$16,805.62
F eb . 28. In  th e  m a tte r  o f th e  V ic to r 

T ru ck  Co., S t. Jo sep h , b a n k ru p t, the  
tru s te e  filed h is  final re p o rt an d  acco u n t 
show ing  to ta l re ce ip ts  of $4,762.43 an d  
d isb u rsem en ts  of $1,745.25, leav ing  b a l
an ce  on h an d  o f $3,017.18. T he final 
m ee tin g  o f c red ito rs  w ill be called  in 
fifteen  days  fo r the  pu rpose  o f d eclaring  
a  firs t a n d  final d iv idend, p ay ing  th e  a d 
m in is tra tio n  expenses  a n d  closing  the  
e s ta te .  c.

In  th e  m a tte r  o f W a lte r  C. Jones , 
E rn e s t  S ta n d a rd  an d  F a rm e rs  & M er
c h an ts  B an k  o f Jo n es , a  co p artn e rsh ip , 
b a n k ru p t, th e  tru s te e  e lect, F ra n k  R o ck 
w ell, o f N ew berg , C ass coun ty , h a s  de-

clined  th e  ap p o in tm e n t a s  tru s te e  an d  
an  o rd e r h a s  been m ade  by  th e  re fe ree  
req u estio n  c red ito rs  to  show  cause  on 
o r before M arch  4 a t  th e  a d jo u rn ed  firs t 
m ee tin g  of c red ito rs  w hy U. S. E by, 
fo rm er P ro b a te  Ju d g e  of C ass co u n ty  
an d  w ho re p re sen ts  a  m a jo rity  of the  
c re d ito rs  in n u m b er an d  a m o u n t o f 
c la im s, shou ld  n o t be ap p o in ted  tru s te e .

M arch  1. In  the  m a tte r  o f Sam  K ö n ig s
berg , b a n k ru p t, of K alam azoo, an  o rd e r 
w s m ade calling  the  firs t m ee tin g  of 
c red ito rs  a t  th e  re fe re e ’s  office on M arch  
13 for th e  pu rpose  of p ass in g  upon the  
t ru s te e ’s final re p o rt a n d  acco u n t, the  
d ec la ra tio n  a n d  p ay m e n t o f a  final d iv i
dend  an d  th e  p ay m en t o f a d m in is tra tio n  
ex penses. C red ito rs  a re  d irec ted  to  show  
cau se  w hy  a  ce r tif ic a te  should  n o t be 
m ade  by the  re fe ree  recom m end ing  the  
d isch a rg e  o f th e  b a n k ru p t a n d  w hy th e  
tru s te e  should  be a u th o rized  n o t to  in 
te rp o se  ob jec tions  to  th e  d isch a rg e  of 
tile b a n k ru p t.

In  th e  m a tte r  of A lfred  Speyer, b a n k 
ru p t, K alam azoo , schedu les w ere  filed 
show ing  th e  follow ing c red ito rs :

Secured .
N o rth w este rn  M u tu a l L ife In su r. $1,135.00

U nsecu red .
N ew  Y ork  C ity.

A dler D ress  C om pany  _________ $ 54.50
A lliance Im p o rt Co. ___________  22.75
A m h e rs t K n ittin g  M ills _______  150.00
A vedon & A vedon ______________ 203.00
B la u n er B ro th e rs  ______________ 810.93
L . B e r g e r ________________________  66.00
B u ch b e rg  Axel & H ess in g  ___  52.80
M. W . B rick  Co. ______________ 150.00
B ossak  & Co., __________________ 175.00
C ohen B r o t h e r s __________________ 100.00
C olum bia K n itt in g  M ills _______  153.75
Colony H o siery  M ills ____________ 39.00
D eutz  & O rten b e rg  ____________ 144.25
S am uel A D rub in  ______________ 100.00
W m . F isch m an  _________________ 332.75
L ouis F e in  ______________________ 250.00
G oldstein  & A u e r ________________ 500.00
G oldsm ith  J ro c to r  M ills _______  375.90
A lb e rt H a rr is  __________________ 50.00
G oldm an & K lein ______________ 16.75
H irb ro  D ress  Co. _______________ 33.00
Ja lk o ff B ro th e rs  ________________ 971.33
J .  Jo ro sto ff & Sons ____________ 118.00
A K lein  & C om pany  ____________ 64.50
L e sse r B ro th e rs  ________________ 100.00
L  & T  S h ir t  Co. ________________ 108.00
L ifsh itz  & Jac o b s  _______________ 695.00
Maix L o v e tt ____________________ 231.25
M ax M ayer _____________________ 75.00
M ajestic  C loak Co. ______________ 761.50
M ontag  & S tru m e y e r __________ 225.00
M arcella  B louse Co. ____________ 50.00
M onarch  D ress  Co. ______________ 300.00
M arv in  D ress  Co. ______________ 13.75
M ark s-L e d ere r Co. _____________ 27.00
R osenberg  B ro th e rs  ____________ 300.00
S. R oth  & C om pany  ____________ 200.00
Jo sep h  R o th b a rd t Co. __________ 63.50
R av en h u e  D ress  Co. ____________ 36.00
S ta r  S k ir t  Co. __________________ 340.45
A S ch w artz  & C o m p a n y _______  263.60
S ch u lm an  B ro th e rs  ____________ 726.50
S u p erio r K n itt in g  M ills ________ 223.23
A. H . S ch ech n er ________________ 25.00
S in g er & Sons __________________ 401.75
W m . S in g er & Bro. ____________ 270.00
M. S te rn  & Co. _________________ 23.00
Todd & M ondshein  ____________ 50.00
V enice C ostum e Co. ____________ 49.00
W ellm ade W a is t  Co. ___________ 286.75
W iz D ress  C om pany ____________ 200.00
W a rn e r  W a is t C om pany  ________ 34.19
W ein ste in  N ovick  Co. ___________ 36.75

C hicago:
J .  L . A pfelbaum  ________________ 154.78
C ap lan  & C om pany  _____ ._____  50.00
F ried  & R ibback  ________________ 40.50
M aurice  H irsh  & C o m p a n y ___  575.00
I. G. H e lle r _____________________  15.00
Illino is  D ress  C o . ________________ 37.00
L ess B ro th e rs  __________________ 1,000.00

Fourth National Bank
Grand Rapids, Mich.

United States Depositary

Savings Deposits

Commercial Deposits

3
Per C ent Interest Paid on 

Savin gs Deposits 
Compounded Sem i-A nnually

3 &
Per Cent Interest Paid on 

C ertificates o f D eposit 
Left One Year

Capital Stock and Surplus

$600,000
WM. H. ANDERSO N, President LAVANT Z. CAUKIN, V ice President

J. CLINTON BISHOP, Cashier
HARRY C. LUNDBERG, A ss’t  Cashier ALVA T . EDISO N, A ss’t  Cashier

Grand Rapids Merchants Mutual 
Fire Insurance Company

Economical Management 
Careful Underwriting, Selected Risks

P o licy  ho lders  w hose policies h av e  been  issu ed  since  J a n .  23, 1921, w ill be 
accorded  30 p e r c en t, re tu rn  p rem ium  a t  th e  end  of th e  y ear, in s te ad  o f 25 
p e r  cen t., a s  h e re to fo re .

O p era tin g  E x p en ses  D uring  1921 ______________________________________  19.4%
L oss R atio  _____________________________________________________________  19.3%
S u rp lu s  o v e r re - in s u r in g  re se rv e  p e r $1,000 in su ra n ce  c a rrie d  n e t _ $8.94
In c rea se  of n e t cash  b a lance  d u rin g  1 9 2 1 ______________________________$10,621.64
D ividend to  p o l ic y -h o ld e rs _____ _ _ __  30%

Affiliated w ith the
Michigan Retail Dry Goods Association,

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

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.

OUR FIRE INS. POLICIES ARE 
CONCURRENT

with any standard stock policies 
that you are buying.

T h e  N et C ost is 30% Less
Michigan Bankers and Merchants Mutual Fire Insurance Co. 

of Fremont, Mich.

WM. N. SENF, Secretary-Treas.

SAFETY SAVING SERVICE

Class Mutual Insurance Agency
“ T he A gency of Personal Service”

CLASS MUTUALS ARE LEADING MUTUALS, Because they limit their lines 
to PARTICULAR CLASSES, Resulting in WIDE DISTRIBUTION of risks, 
DOW LOSS RATIO, and MINIMUM EXPENSE.

W E REPRESENT CLASS MUTUALS THAT SAVE
Hardware, Implement and Sheet Metal Dealers 50% to 60%.
Garages, Blacksmith Shops, Harness and Furniture Stores 40%.
Drug Stores, Shoe Stores. General Stores, and Hotels 30% to 50%.
ARE YOU INTEREST ED IN THESE SAVINGS? Are your premiums paying 
you a THIRTY to FIFTY PER CENT DIVIDEND? If not, then it is up to you 
to see that they do, by placing your insurance with THIS AGENCY.

C. N . BRISTOL A. T . MONSON H. G. BUNDY
F R E M O N T ,  M I C H I G A N
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M orris, M ann & R eilly  -------------  40,00
S te in  & Salom on ______________  800.00
H . S ch u m an  & B ros. --------------- 964.25

(Cleveland:
K ra u se  B ied erm an  Co. -------------  22.50
L azerick  B ro th e rs  --------------------- 217.00
Pollack  C loak & S u it Co. --------- 154.75
M m e. R enau l ___________________ 217.68
Selm an B en jam in  Co. -------------  75.00
M ax W erth e im  __________________ 50.30
S u p erio r K n ittin g  M ills ----------- 223.23
C. K w nyon  & Co., B r o o k ly n ----- 255.00
B ers te in , B aum  D aC osta , P h ila 

d e lp h ia  ________________________  798.25
P h ilad e lp h ia  K n ittin g  Mills,

P h i l a d e lp h ia ___________________ 503..50
Jaco b s  B ro th e rs , B altim o re  -----  150.00
H . H a r r is  & C om pany, St. P a u l 120.00 
K au n , Schoenbrun , T ig e r Co.,

S t. L ou is  _____________________ 50.00
N ew ton  A nnis, D e tro it _________  250.00
B ae r & P o lan sk y , D e tro it _____  605.50
H  & B M arks, D e t r o i t __________ 150.00
A n th o n y  W a is t C om pany, F t .

W ayne  ________________________  70.00
L evy  & R ice, L a  F a y e tte  ______  32.00
R id en o u r G a rm en t Co., Sou th

B end __________________________  113.84
C ora  B. Speyer, K a la m a z o o -----  600.00
A n n a  Speyer, K alam azoo  _____  2,267.78
K alam azoo  N a tio n a l B ank , K a la 

m azoo _________________________  2,300.00

T o ta l ___________________$23,953.79
A sse ts .

S tock  in tra d e  ________________;._$3,500.00
D eb ts  due on open a c c o u n t -----  6,000.00
S tock  an d  bonds ------------------------  50.00
M oney in  b a n k __________________  325.00

$9,875.00
A n o rd e r w as m ade , calling  th e  firs t 

m ee tin g  of c red ito rs  a t  K alam azoo  on 
M arch  14, for th e  pu rpose  of p rov ing  
c la im s, th e  e lection  of a  tru s te e ,  the  
ex am in a tio n  o f th e  b a n k ru p t a n d  the  
tra n s a c tio n  of su ch  o th e r  business  a s  
m ay  p roperly  com e before  th e  m ee ting .

M arch  2. In  th e  m a tte r  of th e  V ic to r 
T ru ck  Co., b a n k ru p t, S t. Jo sep h , a n  o r 
d e r w as  m ade by  th e  re fe ree , calling  th e  
final m ee tin g  of c re d ito rs  a t  th e  la t te r  
p lace on M arch  17 fo r th e  pu rpose  of 
p ass in g  upon th e  t ru s te e ’s final re p o rt 
a n d  acco u n t, th e  p a y m e n t of a d m in is tra 
tion  expenses  a n d  th e  d ec la ra tio n  a n d  
p ay m e n t of a  firs t a n d  final d iv idend. 
C red ito rs  w ere  d irec ted  to  show  cause  
w hy  a  certific a te  shou ld  n o t be m ade by 
th e  re fe ree  recom m end ing  th e  d isch a rg e  
of th e  b an k ru p t, an d  w hy th e  tru s te e  
shou ld  be a u th o rized  n o t to in te rp o se  
ob jec tions  to  th e  b a n k ru p t’s d isch a rg e .

M arch  3. B ased  upon the  p e titio n  of 
th e  O lney N a tio n a l B an k  of H a rtfo rd , 
E d g a r  S m ith  an d  E d w a rd  F in ley , o f th e  
sam e  p lace, W illiam  M. T rav e r , engaged  
in  th e  can n in g  business , w as a d ju d g ed  
b a n k ru p t an d  th e  m a tte r  re fe rred  to 
R eferee  B anyon , w ho en te re d  a n  o rd e r 
d ire c tin g  th e  b a n k ru p t to  p re p a re  a n d  
file schedu les fo r th e  pu rpose  o f calling  
a  firs t m ee tin g  o f c re d ito rs  a t  P a w  P aw  
on M arch  22. T he p e titio n  filed a g a in s t  
T ra v e r  a lleged  th a t  he h ad  a s s e ts  of 
$160,000 a n d  liab ilities  o f n e a r ly  $200,- 
000, of w hich  am o u n t $47,000 is secu red . 
G eorge R . D a te r , V ic e -P re s id en t o f K idd - 
D a te r -P r ic e  Co., o f B en ton  H a rb o r, an d  
w ho h a s  been  a c t in g  a s  tru s te e  fo r th e  
p a s t  fo u r m o n th s , w as  ap p o in ted  r e 
ce iv er by  th e  D is tr ic t  Ju d g e  upon filing 
a  bond in th e  su m  of $25,000 to  be a p 
p roved  by  th e  re fe ree .

M arch  4. In  th e  m a tte r  o f W a lte r  C. 
Jo n es , E rn e s t  S ta n a rd  a n d  F a rm e rs  an d  
M erch an ts  B an k  o f Jo n es , b a n k ru p t, th e  
ad jo u rn e d  firs t m ee tin g  of c re d ito rs  fo r 
th e  h e a r in g  on co n te s ted  c la im s a n d  th e  
e x am in a tio n  of th e  b a n k ru p t w as  held  a t  
th e  c o u rt house, S t. Jo sep h . U . S. E by, 
o f C assopolis, w as e lected  tru s te e , filing 
bond  in  th e  su m  o f $10,000, w hich  w as 
ap p ro v ed  by th e  re fe ree . T he  b a n k ru p ts  
w ere  ex am ined  an d  th e  m ee tin g  c o n tin 
ued  fo r th ir ty  days.

In  th e  m a tte r  o f J a m e s  G. H an o v er , 
o f G lendora , th e  ad jo u rn e d  firs t m ee tin g  
of c re d ito rs  w as held  a t  th e  re fe re e ’s 
office a n d  th e  t ru s te e ’s firs t re p o r t  an d  
acco u n t, show ing  re c e ip ts  of $665.20 a n d  
a n d  no  d isb u rsem en ts , w as  ap p ro v ed  a n d  
allow ed. A d m in is tra tio n  expenses  w ere 
o rd e red  p a id  to  da te , a n d  a  firs t d iv idend  
of 15 p e r  c en t, d eclared  an d  o rd e red  pa id  
on o r  before  te n  days  from  d a te . T he  
tru s te 'e ’s re p o r t  of ex em p ted  p ro p e rty  
w as confirm ed a n d  th e  m ee tin g  a d jo u rn ed  
w ith o u t day.

Late News Items From Michigan’s 
Metropolis.

D etroit, Feb. 28—R. B. P itts , sh irt 
m anufacturer, has m oved from  113 
S tate street to  509 S troh  building.

T he W est U nity  P o u ltry  & E gg  Co. 
W est U nity, Ohio, is a partnersh ip  
betw een Clarence J. Chandler of De
tro it and N orm an J. A pt of W est 
Unity, Ohio. F o r th e  last four years 
it has been conducted under the  style 
of George B. Bond, A gent, but since 
Jan . 1, the nam e has been changed 
to the  W est U nity  P o u ltry  & E g g  Co., 
although the in terested  parties are the 
same as before. T hey  rep o rt receipts 
of 150 cases of eggs per week, which 
is about half as m uch as for th is tim e 
last year. T hey  expect very m aterial 
increases sh o rtly  and will ship about 
600 cases in F eb ru ary  and  around 4,-

000 cases in "March. T hey will be for
w arding in carlo ts about the  last of 
February . T hey believe they ought 
to be able to buy eggs from  the pro
ducers as low as 20c in M arch and 
April and also th ink  that the egg 
crop will be about 20 per cent, more 
than  ■ last y ear’s. T hey are getting  
2,000 pounds of poultry  per week, but 
dress only in N ovem ber and Decem 
ber.

E dw ard J. Soest, since 1905 a dry 
goods m erchant with the A. W . 
Koenig com pany, 2601 G ratiot avenue, 
a t Chene street, died a t his home, 
5331 Seminole avenue, a t 6 a. m. Sat
urday, of heart disease. H e was 50 
years old. M r. Soest was born in 
D etroit, and m ade this city his home 
th roughou t his life. H e was associat
ed, a fter the death of Mr. Koenig, 
with- P e ter H ubbard . H e was in te r
ested in a num ber of business ventures 
and was a d irector of the Rialto 
theater.

T he annual m eeting of stockholders 
of th e  T heisen T ru n k  Co. was held 
a t their offices, 3326 Scotten avenue, 
on Friday, Feb. 24, and a re -organ iza
tion of the corporation  was effected. 
T he officers elected w ere: A lbert P. 
Ternes, P residen t and General M an
ager: A lbert Lutticke. V ice-President; 
P. J. C urrier, T reasu re r; Jo h n  J. 
Theisen, Secretary. T he form er gen
tlem en are pioneer business men of 
the city, Mr. T ernes being P residen t 
and General M anager of the T ernes 
Coal & L um ber Co. and W ater Com
m issioner of the city of D etroit. Mr. 
L utticke is P residen t of the A lbert 
L utticke Co. An appropriation  of 
$50,000 was voted to cover purchase 
o f  new equipm ent, renovation  of fac
tory, office and display room s, as well 
as the purchase of raw  m aterial p re
para to ry  to  an extensive production 
program . No dividend was declared, 
as it was felt th a t the surplus funds 
available would be  dem anded by the 
proposed p rogram  of expansion.

In  the near future the S tores M u
tual P rotective  A ssociation of the R e
tail M erchants B ureau will give a din
ner to sto re  detectives and superin
tendents of retail firms, m em bers of 
the A ssociation. T his is th e  second 
“get to gether” dinner of store detec
tives held since the organization’ was 
form ed in Septem ber and is follow ing 
o u t a policy laid down at th at time. 
T hese m eeting are proving very valu
able inasm uch as the s to re s’ superin
tendents and detectives are enabled to 
get an insight into the w orkings of 
the P rotective  A ssociation as well as 
learn w hat is being accom plished. The 
representatives of the various sto res 
can also exchange inform ation  which 
is o f g reat value not only  to them 
selves but to their firms as well. John 
Dow ney, m anager of the S tores Mu
tual Protective A ssociation, will re
view some of th e  resu lts obtained by 
the o rganization , and will subm it data 
which will be of in terest relative to 
the elim ination of the shoplifting evil 
in D etroit. W onderfu l resu lts have 
been obtained since the S tores M u
tual P ro tective  A ssociation began to 
function. P a rtic ipating  stores have re 
ported that losses have been reduced 
to a m inim um. O ne store  reported  
that their losses had been the sm allest 
since they  opened for business in D e
tro it som e fifteen years ago. W ord 
has gone out to o ther cities th a t D e
tro it is a  very bad  tow n  for the p ro
fessional shoplifter to  operate in. The 
association therefore  is no t only ge t
ting  resu lts from  actual apprehension 
of crim inals and prosecution  of same, 
but it acts also as a  preventative of 
crime. Convictions have been secured 
in 90 p e r cent, of the cases prosecuted 
in th e  courts since the S tores M utual 
P rotective  A ssociation began to func
tion.

Detroit—The D. E. Meyer Co., 
3750 Woodward avenue, auto rebuild
ing, etc., 'has increased its capital 
stock from $2,500 to $50,000.

M ary  had a  little curl 
That hung beside her ear

But when she went to bed it hung 
Upon the chiffonier.

A Real Opportunity 
Is Offered

In the Dividend Paying Securities
of the

NUT GROVE BUTTER COMPANY
The SECOND LARGEST PRODUCERS 

of Nut-Butter and Margarine
Class “ A " is P R E F E R R E D  as to A SSETS A N D  D IV I 
D E N D S , bearing 8% dividend and participating to 10% 
R E S E R V E  F U N D — full paid and non-assessable.
Class “ B ”—‘fu lly  participating in management and d iv i
dends a fter 8% has been earned on Class “ A ”— full paid 
and non-assessable.

Exempt from Normal Federal Income Tax.

OPERATING THREE FACTORIES
The Company operates three factories, geographically located 

for superior distribution in Detroit, Mich., Providence, R. I., Syra
cuse, N. Y.

TH E DEMAND FOR NUT GROVE BUTTER
The demand for Nut Grove Nut Butter has increased enormously, 

and its output is only limited by its manufacturing facilities. The 
company has many orders on hand, upon which they are making 
daily shipments.

Among the brands manufactured by them are Nutto, Golden 
Hue, Silver Spread, Nut Grove, Liberty, Palestine, Nut-O-Gold, 
Country Club, White Valley, Higgins Country Roll, Nut Glow and 
others. They also manufacture under private labels for the largest 
distributors in the United States, and two brands of naturally tinted 
Nut Butter—the ONLY company doing so—under a secret process.

STATISTICS
The Nut Butter business in this country is still in its infancy. 

Government statistics show that the consumption in the United States 
of all oleomargarine and nut butter is only 3.71 lbs. per capita, while 
in Great Britain it is approximately 22 pounds per capita; Norway 
and Sweden approximately 26 pounds, and Denmark and Holland, 
two of the finest and largest butter producing countries in the world, 
28 pounds per capita, while in Germany it is 45 pounds per capita.

In 1908 the oleomargarine sold in this country consisted of only 
81,530,566 lbs.; in 1914, 144,302,750 lbs.; in 1918, 332,000,000 lbs.; and 
in 1919, 371,000,000 lbs. Comparative figures for the same months 
of 1919 and 1920 show an increase in the use of oleomargarine of 
about 20%, while the increase for the same months in the strictly 
nut butter shows an increase of about 70%, thereby clearly indicating 
that the nut butter is increasing more than three times as fast as 
oleomargarine and other butter alternatives in general.

RECORD OF SALES AND EARNINGS 
From Sept. 13

1917 1918 1919 1920 1921 (Approx.)
$298,586.54 $815,336.26 $1,088,482.69 $1,381,046.25 $2,250,000.00

THE COMPANY HAS PAID 10% on CLASS A and 4% on 
CLASS B at present price offering on every dividend paying period, 
including the most recent one of February 15, 1922.

THE COMPANY IS EXPANDING 
NOW IS YOUR OPPORTUNITY

AUTHORIZED CAPITAL
8%-10% Class A (Par $10.00) ------------------------------------- $1,000,000.00
Class B (N o Par) ___________________ ____________ 150,000 Shares

WE OFFER
30,000 Shares 8%-10% Class A Stock 

30,000 Shares Participating Class B Stock
OFFERED—in Blocks of j \  ¿¡¡JJJ class B \ $15’00 Per Block

Purchases may be made either for cash or partial payment plan.
Write To-day For Detailed Information

NATIONAL INVESTMENT CORPORATION 
Murphy Building Detroit, Mich.
G E N T LEM EN ':

W ith o u t a n y  ob liga tion  on m y p a r t  sen d  m e fu ll p a r tic u la rs  reg a rd in g  
N u t G rove B u tte r  Co.

N am e ---------------------------------------------------------------------------------------------------------------

Address ---------------------- ------------------------------------------------------------------------

SPECIAL
FEATURES
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TH E  AMERICAN FARMER.

Real Situation Which Confronts Him 
at Present.

Chicago, M arch 7—T he farm er to 
day is in the position of a m anufac
tu rer who ran his p lan t full force and 
full tim e and produced moire goods 
than  the m arket could absorb.

I t  is no t the fa rm er’s fault th a t he 
overproduced, because a  year ahead no 
one could fo rete ll the breakdow n of 
distribution  and econom ic forces, 
caused by the overstrain  of w ar ex- 
C6SS6S •

T he farimer has only one turnover a 
year, and once sta rted  in  a year’s op
eration  he m ust go through. H e p ro 
duced his c rops of 1919 and 1920 a t 
the h ighest costs ever know n and 
to o k  his losses. T h a t he was p ro 
d u cing  an excess of produots th a t 
would break the selling price below 
cost w as apparent last year, but still 
he had to  go through.

A t th is tim e food prices are below 
replacem ent costs in the corn belt, 
where 75 per cent, of our year’s food 
supply is produced and the  fu ture of 
our agriculture  hinges to-day on these 
costs and prices com ing nearer to 
gether when the profit and loss on the 
1922 crop is figured. So m any factors 
en ter into th is situation th a t it is a 
question w hether the 1922 crop will 
show a loss or a reasonable profit, and 
on this question m ore than  any o ther 
one th ing  hinges th e  re tu rn  of general 
p rosperity  in th is  country.

In  taking up the  con tro lling  factors 
in the situation, if seem s to  m e th a t 
the key logs in the iam  are largely 
in the tow n and not on the farm.

People on the stree t ask me, “H ow  
about th e  farm er?” I answ er, “H ow  
about the town? T he farm er is go 
ing ahead and will pu t in his 1923 
crop a t a profit if you give 'him a 
chance, bu t w hat are you folks in 
tow n going to do?”

T ow n folks are hold ing back in their 
read justm ent of m anufacturing  and 
d istribution and finance. W hile rail
road freight rates are  still on the w ar 
basis, the  farm er has been building 
m ore roads than  ever before. W hile 
com m on labor on street cars and milk 
drivers, for instance, are still draw ing 
$50 a week, the farm er’s helper has 
accepted a 50 per cent, cut and is still 
cheerfully  a t w ork. Chicago’s fiasco 
in th e  building trad es w ith the Landis 
aw ard  fought desperately by  ty ran 
nical labor dem agogues is no t settled 
largely because Chicago new spapers 
are afraid to  tell the tru th  in the  tee th  
of organized 'labor, any m ore than  
they dare tell the  tru th  about retail 
profiteering.

My poin t is th a t the farm er has de
flated m any m onths ago and th a t 
tow n people are hanging on  like grim  
death even though  thousands of idle 
men and wom en w alk the  streets or 
crow d the cheap movies. M eanwhile 
our daily new spaper editors are not 
doing their duty in educating public 
sentim ent and aw aking the  public to 
the  seriousness of the situation. W ith  
every sym ptom  calling  for a m a jo r op
eration  th ey  are recom m ending a be
nign oil trea tm en t and gentle m assage 
fo r the patient, rely ing  on natural 
causes and  “com plete re st” to  w ork 
the  m iracle of restoration .

W e have 40 per cent, of Am erican 
railroads heading into th is town and 
th e  ablest ra ilroad  men in the w orld 
are in Chicago. “W.e are  held back 
by  G overnm ent interference,” they  
say. T he G overnm ent in tu rn  is held 
back on account o f a public opinion 
th a t is not talked to  in plain E nglish 
by our new spapers. M eanwhile w ar 
freight ra tes are restric tin g  com m erce 
and trade in every line.

F o r instance, I  know  a  big wool 
g row er who sold his clip for 27 cents 
(B oston) last fall; he got 13 cents and 
the  ra ilroads go t 14 cents pe- pound. 
T here  is a po in t W est of the M issis
sippi where th e  freight rate  com es up 
to a 50-50 basis o n  grain shipm ents to 
Chicago— th at is, th e  p roducer gets 
50 cents for his food and the railroad

gets 50 cents for hau ling  it—and this 
point is about the cen ter of th e  su r
plus food supply region of Am erica. 
And the freight ra te  schedule of Sep
tem ber, 1920, put th e  A rgentine 1,000 
miles nearer New York, says H erb ert 
H oover. T hen o u r congressm en put 
on an em ergency tariff because they 
were afraid in an  election year to 
tackle the real w rong, the railroad 
pay roll. And these  railroad m en ask 
me, “W hen is th is farm er going to 
sta rt to  buy?”

P erhaps the gam e is too  sm all for 
me to  roast the pe tty  retailer or even 
the m any b ig  retail profiteers o f the 
loop, but let’s take a crack  a t  the 
laundrym an.

I have been pa tron izing  one laundry 
for twenty-five years. L ast week I 
paid them  30 cen ts to wash a shirt. 
T he farm er has to  p lant, cultivate and 
harvest 100 hills of corn to  produce 
a  bushel of corn to sell for 30 cents.
I pay 6 cents for a collar. The 
farm er would have to  look after 
tw enty  hills of corn, spring, sutmmer 
and fall to  get a collar washed at this 
laundry.

W e, who are in terested  in agricul
ture, m ust take  our hats off to  the 
efficient m odern laundry  m an. H e 
stan d s closer to the city banker and 
can borrow  m oney on a bette r basis 
than the farm er and he can deliver his 
p roduct by  ford o r parcel post and 
avoid excessive freight bills. H e can 
be a  m em ber of a golf club and enjoy 
the delightful “daylight saying h ours” 
of a sum m er afternoon whie the  farm 
er has to  let the hired m an off at 5 
o’clock—6 p. m. daylight saving—and 
then w ork him self until sundow n to 
keep his 30 cent corn grow ing, and 
after supper milk his kine by  lan tern  
light. No w onder the boys d idn’t 
w ant to go back to the farm  a fte r the 
war.

And the laundry  m an pulls up a t the 
curb on the way back  from  the golf 
club and asks me when the farm er is 
“going to  begin buying again .” It 
m akes me ho t under m y 30 cent laun
dered sh irt and stiff 6 cent collar.

One Chicago banker told m e that 
he was carry ing  $44,000,000 in loans 
to im plem ent people, who have yards 
filled w ith m achinery they cannot sell. 
And they never can pay these loans 
until these m achines are tu rned  into 
m oney. I did no t ask  th is banker 
how m uch m oney he is loaning to 
farm ers to buy this m achinery, bu t I 
th o ugh t about the Illinois crop of
1921 th a t  b rough t nearly  $700,000,000 
of new w ealth  to  th is State. T here 
is no doubt th a t these  farm s need 
every piece of this m achinery  th a t is 
going to  rust in the m anufactu rers’ 
yards. A gricu ltu re  is underm anned 
and is dependent on m achinery. And 
it is underm achined a t this m om ent to 
a degree not know n in 40 years. The
1922 crop will be reduced a t least 10 
per cent, for w ant of this m achinery. 
T his m eans a loss of $70,000,000 in 
crop m oney  in. Illinois th is  year th a t 
could be saved by a plan of adequate 
ru ral credits.

T he banker will tell me th a t com 
m ercial bank  m oney is not available 
for the farm er, ¡but a  B oard of T rade 
official rem arked  to  me th e  o ther day 
th a t the b o ard  w as carry ing  a  ‘hun
dred m illion w heat.” T he financing 
of this “operation” a t p resen t p rob
ably is calling for ju s t about enough 
m oney to  finance the buying of 
enough farm  m achinery  to  save the 
crop loss predicted and to  clean out 
th e  overstocks of the im plem ent peo
ple. . ,

T h e  banker has been financing the 
com m ercial situation for several_ years 
and has done about as good a job  as 
any of us, b u t w hy does he n o t take 
the farm er into his sheltering  fold? 
H as not sufficient time elapsed, with 
its unprecedented calam ities, for them  
to realize the enorm ity  of the  fiction 
of one Federal Reserve B oard  th a t 
th rew  the  fa rm er’s crop of 1920 on 
the skids and s ta rted  a period  of de
flation m ore rapid than  was neces- 

ry?
O ur city bankers w ill tell you th at

a conservative b u t adequate system  of 
financing is necessary for every busi
ness except farm ing. T hey  pass the  
farm er over to his co u n try  banker to 
borrow  on an old-fashioned personal 
basis of sho rt tim e note of hand or 
land m ortgage. A griculture has a 
bonded indebtedness th at is negligible 
and a w orking capital inadequate for 
any going business. H ence the  farm 
er m ust rush 70 per cent, of his wheat 
to  m arket w ithin 90 days to make the 
“fall crop m ovem ent” and lose his 
legitim ate profit on his year’s work.

A few years ago I tried  to help a 
young mian b o rro w  $5,000 from  a 
bank in Chicago to help buy a part in
terest in a farm  in Illinois. H e had 
been paying 6 per cent, in terest and 
2 p e r cent, com m ission to a country  
bank in Iowa. No local bank we 
called in w anted such a loan. “W e 
are not p repared  to  finance such an 
undertak ing ,” they said. But I had 
no difficulty in bo rrow ing  the $5,000 
on some colla teral that was hardly a 
th ird  m ortgage on a public u tility  and 
to-day th is co lla teral is w orth about 
25 p e r cent, o f w hat it  was five years 
ago.

An Illinois farm er who ow ns 147 
acres of land unincum bered w rote me 
this week that his local bank would 
not loan him $2,000, and asked my 
advice. I told him to w rite to Mr. 
M eyer at W ashington. Red tape!

T he farm ers’ security  is the best, 
and yet Chicago bankers of ^ large 
vision are asking m e every day, “W hat 
is the farm er not buying.”

T o  pass the solution of financial 
problem s up to our ‘law m akers is 
like dishing out a cure-all patent 
medicine to a pa tien t who needs the 
wise family doctor. O ur farm  finance 
is a business proposition and our 
bankers m ust handle it or it never will 
be handled. The Federal F arm  Loan 
System  has loaned $400,000,000 since 
1917, bu t has now eight tim es as m any 
applications as it can take care of. 
Secretary  Mellon is reported  to have 
said th at only $150,000,000 of bonds 
shall be sold this year. T hese loans 
are not available for w orking capital 
and allusion is m ade to them  to show 
how inadequate they are in com m on 
with o th e r special m easures like the 
em ergency tariff, w heat buying, etc. 
B ankers are fighting the  federal farm  
land system  as an invasion of their 
business. L e t’s say it is, b u t w hat are 
our bankers, w ith all their associa
tions and organizations, doing to p ro
vide adequate far/m finance m achin
ery?

Again we hear th a t the farm er 
hasn’t the m oney. T he m oney he made 
in the war has been dissipated. R ich
ard  Spillane says th at afte r the  war 
the farm ers were robbed of $2,000,- 
000,000 by fly-by-night oil stock men, 
fake packing house and mail order 
p rom oters and o ther sw indlers. I t  
was the g reatest sw indling o rgy  in our 
history. Four hundred m illions of 
L iberty  bonds were exchanged for 
w orthless stocks, fifty m illions in 
Ilinois alone estim ated  by one au 

thority. T his would have been checked 
at least if our bank ing  organizations 
in Ilinois were teaching sound finance 
w ith anyw here as near the efficiency 
that o u r farm  bureau and institu tes 
are teaching production and conser
vation to the w ealth producers on 
Illinois’ m atchless acres.

The farm er will begin buying again 
when his corn  and pork  dollar is 
w orth  som ewhere near the c ity  m an’s 
dollars. In  the m eantim e he is en
joy ing  this fine w inter, w ith a well 
stocked cellar—the o ld-fashioned kind 
we rem em ber as a boy with potatoes 
and apples and lots of canned fru it— 
there  is a penty  of eggs this open 
w eather and chickens and m ilk, and 
the talk ing  m achine in the parlo r 
m akes pleasant the long w inter even
ings. T hree  or four dozen eggs will 
fetch the necessary week’s grocery  
supply at the store.

Some tow n foks say the farm er is 
sore and has “dug in .” N oth ing  was 
ever fa rth e r from  the tru th . T o quote 
the “board” again, we’ll say, “he’s s it
ting  p re tty .” N obody is o u t of work. 
O ld clo thes are a badge of honesty  
and respectability  in the country. 
T here  is p len ty  to  eat and  no lack of 
reading m atter w ith  books, new s
papers and good farm  journals.

And m eanwhile again th e  farm er is 
th inking and talking. H is m otto  in 
life is this, “w hat is good for the 
whole com m unity is good for the 
farm er, no m ore, no less,” bu t he is 
aw aking to  the fact th a t he can hold 
his own at home, a t Springfield o r at 
W ashing ton  w ith any o th er “in terest” 
and he proposes to have his say from  
now on.

And we are all “sw eating ou t after 
the past w ar carnival of high prices 
and ex travagant buying and profiteer
ing. I t  is not a p leasant process this 
“sw eating ou t,” ¡but we m ust get the  
poison out o f our system s before we 
can enjoy business health  again. P e r
haps we business m en are  sw eating  
m o st of all. Certain classes of labor 
call sweet persp iration  and o thers 
sweat not at all. But sw eat ro e s  w ith 
labor down on the farm , m aking real 
labor safe and  pleasurable while in 
tow n it is a lost a r t in m any crafts. 
T he farm er has been sw eating  nicely 
down home and the doctor reports 
th a t the pa tien t will be out this spring  
as good as ever. H e will be a new 
man, clear-eyed and resolute, when he 
puts the plow  in the back fo rty  in 
April to take up his job of feeding 
the  w orld in 1922. Perhaps a lo t of 
city m en will have to  ge t o u t on the 
street out of a job  before they  will 
s ta rt a sweat. B urridge D. B utler, 

Publisher P ra irie  Farm er.

D etro it—T he M emo M anufacturing  
Co., 2153 W est W arren  avenue, has 
been incorporated  to  m anufacture 
and sell articles m ade of wood, m etal, 
etc., w ith an au thorized  capital stock  
of $10,000, of which am ount $5,000 has 
been subscribed, $3,000 paid in  in cash 
and $1,000 in  p roperty .

W e have ava ilab le a  choice supply  of h igh-grade 

GOVERNMENT, MUNICIPAL and CORPORATION BONDS
bearing  in terest from

5% TO 7%
W rite for our m onth ly  offering list.

ESTABLISH ED 1880

|Jam e> p te b b e r  & © om jm njj
1212 GRAND RAPIDS SAVINGS BANK BUILDING

GRAND RAPIDS, MICHIGAN
BOSTON n e w  YORK CHICAGO
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Chipso has earned its place 
in the P  & G family!
EH IPSO  is winding up its first year as a full-fledged Procter & 

Gamble Product. It has proved every claim we made for it 
—and thousands of leading grocers are finding it a most desirable 
product to sell.

Chipso is for washing machines—the most efficient soap for this 
purpose—yet it is a good general cleanser as well.

Are you overlooking the new washing machine soap business?
Start with Chipso and be sure of the maximum returns from this 
field.

A
Cincinnati, Ohio

Branches
Atlanta
Baltimore
Boston
Chicago
Cleveland

Dallas 
Detroit 
Kansas City 
Los Angeles 
Memphis

Minneapolis 
New Orleans 
New York 
Philadelphia 
Pittsburgh

San Francisco 
Seattle 
St. Louis 
Syracuse

Send mail Orders fo nearest address

1422 Washington Boulevard, Detroit, Mich.
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ADVOCATES A COMMISSION.

Take the Tariff Out of Party Poli
tics.*

[In  defining w hat its position would 
be on various econom ic subjects in 
the first issue of the T radesm an, 
nearly  th irty -n ine  years ago, this 
sta tem ent occurs: “Believing that
the tariff is a business question and 
should not, therefore, be made the 
football of party politics, as at pres
ent, the Tradesman will advocate that 
the tariff question be referred to a 
non-partisan commission, empowered 
to prepare a schedule in harmony 
with the needs and necessities of the 
business and industrial interests of 
the country, such schedule to be re
vised from time to time to meet 
changing conditions or great emerg
encies. To the Tradesman this seems 
to be the greatest question which now 
confronts the American people.” F o r 
th irty -n ine  years the T radesm an has 
persistently  and consistently  advo
cated this idea. I t  is in te resting  to 
note th at th is plan has found favor 
w ith the executive head of the M ich
igan Retail D ry Goods A ssociation.]

Again I have the honor and pleas
ure of calling to  order this the sev
enth sem i-annual cçnvention  of the 
M ichigan Retail D ry Goods Associa
tion. I t  is, indeed, with g reat pleas
ure th a t I recall the seven splendid 
conventions we have held.

T he first convention was held at 
B attle  Creek, the second a t Lansing, 
the th ird  a t Grand Rapdis, the fourth 
a t Saginaw, the fifth at D etroit, the 
sixth a t K alam azoo and this, the sev
enth, in F lint, one of the splendid 
industrial cities of M ichigan.

T his convention m arks the end of 
ano ther six m onths’ experience and 
grow th. T he splendid co-operation 
of the m em bers of the A ssociation 
and the g reat w ork our M anager, J. 
E. H am m ond has done, make this, 
the M ichigan Retail Dry Goods As
sociation, one of the best of its kind 
in the U nited States. No organ iza
tion of any kind has a righ t to  exist 
if it does not function in the right 
direction. M eeting together as m em 
bers and talk ing  over m atters p e rta in 
ing to  our own business necessarily 
resu lts in the conclusion th at the in
terests of our com m unity are best 
served by honest and square deal
ing; in fact, the righ t kind of a m er
chant knows and feels th at the only 
way to  get desired results for the 
uplift of our craft is by gaining public 
confidence, that the  public may see 
the real tru th . T he organization  
which stands for a square deal is the 
one which will g row  and be w orthy 
of the m em bership of every m erchant.

I challenge anyone or any m em ber 
of the S tate or N ational G overnm ent 
to point to any one single act during 
our existence as an Association where 
we have combined to stifle com peti
tion or tried to contro l prices. W e 
can go before our own townspeople, 
our S tate and N ational G overnm ents 
with clean hands and hearts. N ot 
alone that, but we can also show that 
it is the tru th  when we sta te  that we 
are organized to prom ote th at which 
is best and of m ost value to  our town, 
S tate and Nation. W ith  the spirit 
of a square deal we are m aking and 
we can m ake the M ichigan R etail Dry 
Goods Association a factor in the 
bette rm en t of com m ercial activities 
in our g reat S tate and country. The 
in terests of the buying public should 
always be the for.-most thought. W e, 
as an A ssociation, should recom m end 
and live up to  the best and m ost 
econom ical m ethods of conducting 
business and in this way''■be able to

•A ddress o f P re s id e n t J .  AV. K n ap p  
before F lin t conven tion  of Mi.chlKan Re* 
ta il  D ry  Goods A ssociation .

serve our custom ers on as low a p e r
centage of cost as is consistent w ith 
a solvent, going business. I wish to 
quote H enry  ford. T here  have been 
m any reports of the underly ing  prin 
ciples Mr. ford has used. H ere  he 
himself gives the facts in an interview  
which appeared in System :

“T he m echanical w orking out of 
our creed is constantly  changing. W e 
are continually  finding new and be t
te r  ways of pu tting  it in to  practice, 
but the principle we have not found 
necessary to  a lter, and I cannot im ag
ine how it m ight ever be necessary to  
a lte r it, because I hold th a t it is ab 
solutely universal and m ust lead to 
b e tte r  and w ider life for all of us. If  
I did not th ink  so I would not keep 
working, for the m oney I m ake is 
inconsequent. M oney is useful only 
as it serves to  forw ard  by practical 
exam ple the principle th a t business is 
justified only as it serves, th a t it m ust 
alw ays give m ore to  the com m unity 
than  it takes away, and th a t unless 
everybody benefits by the existence 
of a business, then  th a t business 
should not exist. One who fears the 
future, limits his activities. Failure 
is only the opportunity  m ore intelli
gently to  begin again. T here  is no 
disgrace in honest failure; there  is 
disgrace in fearing  to  fail. W h at is 
past is useful only as it suggests ways 
and m eans for progress. W hoever 
does a th ing  best ought to  be the one 
to  do it. I t  is crim inal to  try  to  get 
business away from  an o th er m an— 
crim inal because one is then try ing  
to  lower for personal gain the con
dition of one’s fellowmen, to  rule by 
force instead of by intelligence. W ith 
out a profit business canot extend. 
T here  is no th ing inherently  w rong 
about m aking a profit. W ell-con
ducted business enterprises cannot 
fail to  re tu rn  a profit; but profit must, 
come and inevitably will, as a rew ard 
of good service. It cannot be the 
basis. I t  m ust be the result of se r
vice.”

Mr. ford is certainly righ t when 
he sta tes business w ithout a profit 
cannot extend and th a t w orking for 
m oney alone is not the righ t spirit.

A w ell-conducted business cannot 
fail to  re tu rn  a profit.

Mr. H oover has said regard ing  the 
trade associations, the existence of 
which he advocates: “ I desire to
say th a t I have always taken the 
view point th a t no body of men could 
com bine in the form s of a trade o r
ganization and do any act o r th ing  
forbidden by law if they were u nder
taken by them  outside of a trade  o r
ganization. T he Association m ust 
not be as a m ask to hide unlawful 
purposes.”

In this Mr. H oover is absolutely 
right. Up to  this very hour we can 
take g reat pride as m em bers of the 
M ichigan Retail D ry Goods Associa
tion. O ur good nam es as honest and 
sincere business men have been under 
suspicion and in every case we have 
shown th a t the accusations of p ro f
iteering were m ost unjust as well as 
untrue. T he report of the H avard  
Bureau of Business Research showed 
th a t the profits of 266 representative 
retail dry goods sto res in various 
parts of the country  averaged only 
1.8 per cent, profit.

T he year ju st passed will long be 
rem em bered because of the hard 
problem s which were up to  be solved. 
All retailers, both  large and small, 
come in con tact with deflated con
ditions and, as a rule, the sm aller re 
tailer suffered m ost. I fear the end 
is not in sight.

T hese are certainly tim es which tes t 
the stuff of m en in executive posi
tions. M any executives who made 
rem arkable records during  the soft 
years are now faced w ith an entirely  
new set of problem s. You know 
w hat I mean. Success came com 
paratively easy on a rising m arket. 
B ut success to-day is a ste rner m atter. 
T he tim es dem and harder work, new 
ideas, m ore intensive th o ugh t and 
scientific planning, I predict notable

successes will g row  out of the  
efforts of these strenuous tim es—not 
only business successes, bu t individ
ual successes, and th a t these will be 
lasting  successes—the solid, w ell-knit 
kind— not the m ore rapid looser 
g row ths of the past few years.

No branch of our N ation’s com 
m ercial system  is on a m ore com peti
tive basis than  the retail business. 
T he effort to  keep up volum e has 
m ade com petition keen and harder 
than ever, w ith the result th a t it is 
im possible to  contro l prices. Com pe
tition plays a prom inent p a rt in fixing 
prices. I t  is ju st as true  th at com pe
tition of the “cut th ro a t” type creates 
prices th a t are unfair, bo th  to  the 
m erchant and the consum er. Being 
an artificial ou tgrow th  of the  ab n o r
mal business situation now existing, 
values of th is kind cannot be pe rm a
nent and, therefore, tend to  defeat 
the efforts of all fa r-th ink ing  busi
ness men to  stabilize prices. O ne of 
the main troubles has been th a t m any 
retailers, becom ing nervous, have de
cided th a t their only salvation lies in 
increasing their sales volume, and try  
to obtain th is increase either by sell
ing m erchandise below cost, a t cost 
o r w ith a gross profit added th a t is 
not enough to  equal the  overhead ex
pense. I t  is not hard to  see where 
such re ta ile rs a re  heading, for it is 
evident th a t the  m ore they sell, the 
m ore they lose, and it is plain they 
cannot contnue th a t m ethod of bo o st
ing sales very  long.

T here  is ano ther side of the ques
tion which is w orthy  of comm ent, and 
th a t is th at re ta ilers of the “cut 
th ro a t” type are  not only hu rting  
them selves, but are m aking it diffi
cult for o ther m erchants to  do busi
ness, because of the unreasonable and 
difficult com petition their fictitious 
values create. F u rth e r than  that, they 
are hu rting  consum ers by leading 
them  to believe th a t prices are p e r
m anently  low er than  they  really  are. 
As m erchants, we feel the bo ttom  has 
not been reached. Low er prices can 
alone come th ro u g h  low er costs of 
labor, tran sp o rta tio n , ren ts , supplies 
and, above all, low er taxes, down the 
whole line and th a t m eans iocal, S tate 
and Federal. W e w ant prices high 
enough to  m ake wages consistent with 
the standard  of A m erican living.

R ecent Conventions.
I had the g reat pleasure and o p por

tunity  of a ttend ing  the N ational Re
tail D ry Goods convention, held in 
New York, Feb. 8 and 9, and also 
the In te rs ta te  M erchants Council 
convention held in Chicago Feb. 15 
and 16. T hey w ere tw o splendid con
ventions. T he  convention of the N a
tional R etail D ry  Goods A ssociation 
was som ething on the o rder of the 
th ree-ring  circus. In  fact, there  were 
several m eetings going on a t the 
same time, all of which were very 
in te resting  and beneficial. T he In 
ters ta te  M erchants Council, in Chi
cago, was a w onderful success in 
many ways and I only reg re t that 
every m edium  and sm all sized m er
chant in our line in the  country  was 
not there. T he program  was espec
ially favorable to  the m edium  and 
sm aller sto res and the g reatest feature 
of the convention was the  sp irit and 
desire on the part of those m erchants 
who were there  to  get all of the in
form ation possible. R ichard H. W eb 
ber, P residen t of the N ational Retail 
D ry Goods Association, in his open
ing address spoke of the w onderful 
w ork which has been accom plished 
during  the  past year by the  efforts 
of the  N ational R etail D ry  Goods 
Association. T here  is no question 
of the appreciation of the m erchants 
of the U nited  S tates of the w onderful 
and great w ork done by the N ational 
R etail D ry  Goods A ssociation and, 
like m any organizations, th is work 
has principally and m ostly been done 
by a few of its m ost earnest and en
thusiastic  m em bers. T he welcom e 
address of E dw ard E. Gore, P resident 
of the Chicago Association of Com 
m erce, a t the In ters ta te  convention

was characteristic  of this w onderful 
organization. In  m y estim ation it is 
the g reatest association of its kind in 
the world and the sp irit show n and 
expressed th rough  Mr. Gore of the 
desire of the Chicago Association of 
Com merce to  b e tte r the com m ercial 
conditions was splendid and very 
com m endable, P residen t Paul Davis, 
in his address, “W hat the In ters ta te  
M erchants Council m eans to Retail 
M erchants,” was full of good advice.
I can not understand why any m er
chant can not take the tim e to  a t
tend these m eetings w henever possi
ble for 1 firmly believe th a t the m ore 
often m erchants get to gether the 
b roader and be tte r they becom e and 
1 also feel that the m erchants, gen
erally  speaking, have com m enced to 
realize that it is absolu tely  necessary 
for them  to become b e tte r acquainted 
by m eeting their fellow business men 
m ore often. E very  tow n or city in 
this coun try  of ours of any conse
quence has its local organizations such 
as the Kiwanis, R otarian  and L ions 
clubs, also its C ham ber of Com merce. 
These arc splendid and necessary o r 
ganizations, yet the g reat w ork th a t 
is done, both  S tate and N ationally, 
m ust be done by S ta te  and N ational 
organizations. I t  is a m atter of rec 
ord w hat the M ichigan Retail D ry 
Goods A ssociation has accom plished 
in 'S ta te  legislation. In  fact, I often 
think th a t we as m erchants individ
ually do not appreciate, nor can ap 
preciate, w hat has been done by our 
S tate organization , and I am quite 
sure in seeking the p roper legislation 
we have not alone benefited ourselves, 
but have done a g rea t good to  our 
S tate a t large. T he passing  of vic
ious laws are a m enace to  a com m un
ity and very often a leg isla to r thinks 
or feels th at he is doing the righ t 
thing , but when he takes th is m atter 
up w ith an organization  they very 
often show him th a t his ideas are  all 
w rong and extrem ely  selfish. I also 
believe th a t m any poor laws are pass
ed sim ply because the m otive back 
of them  is narrow  and the one who 
proposes it is badly inform ed o r not 
inform ed as he should be.

Group M eetings.
I wish here to say a few w ords as 

regards our group m eetings. O w ing 
to  the necessary absence from  the 
S ta te  the g rea ter p a rt of last year, I 
was able to  a ttend only a few of them , 
but those I did a ttend  w ere beneficial 
and pleasing beyond m easure. T here  
isn’t any question but th a t when busi
ness men m eet to gether as they 
should and talk  over their affairs they  
get a real benefit and are m ade b igger 
and b e tte r m en for the experience.
I will go fu rther and sta te  th a t every 
com m unity where we have held these 
group m eetings has received untold 
benefit, not alone th a t the m erchants 
who attended had a be tte r view point 
as regards retailing, but were b e tte r  
business men in their com m unity.

Insurance.
A t the annual m eeting of the insur-. 

ance com pany held in Grand Rapids, 
Jan. 20, the d irectors were happy and  
pleased w ith the show ing m ade d u r
ing the past year. T he rep o rt of the 
Secretary  and T reasu re r show ed th a t 
the losses and expenses of the  year 
were less than  40 per cent, of the 
prem ium  income and th at a very sub
stan tia l am ount of new insurance had 
been added to  the insurance in force. 
I t  was voted to  direct the  m anage
m ent to  pay a 30 per cent, dividend 
on all business w ritten  a fte r Jan. 23, 
1921. T he m any p resen t policyhold
ers understood the need of paying 
this dividend and fo r the benefit of 
all our m em bers will sta te  th a t our 
insurance com pany uses the M ichigan 
standard  policy, charges the M ichi
gan policy ra tes and prom ises to  re 
turn  to  the policy holders 30 per cent, 
a t the expira tion  of the policy period. 
T he tim e has arrived when we can 
feel ju stly  proud of the record show n 
by the insurance com pany and there  
is no question bu t w hat this com pany 
has beejn g reatly  benefited by adding
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Towels to please 
every kind 

of a customer

Each package of gen
uine Cannon Towels has 
this trade-m ark label 
(in  blue) on the wrap
per. Look fo r it.

CANNON M IL L S, Inc., 55 Worth Street, New York City

■  E R E  is a line of towels so com
plete that it fills every possible 

towel requirement. For the Cannon 
line ranges from kitchen towelings to 
every size of huck and turkish towel.

These towels appeal to every class 
of customer. They are suited to the 
finest homes. And you can sell them 
at prices within the reach of all.

Cannon Towels offer the greatest 
values that you can buy. Compared 
price for price, they are closer in 
weave, heavier in weight, and higher 
in quality than any other cotton towels

made. Cannon Towels are all made 
from high-grade cotton yarns. They 
are bleached and finished by a special 
process that was originated by Cannon 
chemists. This process gives the 
towels an exceptionally good appear
ance. You will like their careful 
put-up.

Cannon Towels are made by the 
Cannon Manufacturing Company— 
the world’s largest producer of towels. 
They are distributed only through 
jobbers. I t  will pay you to write your 
jobber today for samples, prices and 
complete information.

CANNON TOWELS
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to  its board  of d irectors som e of the 
leading m em bers of our A ssociation. 
T here  has been a m ovem ent on foot 
to  discredit the kind of insurance we 
are  prom oting, but the splendid show 
ing m ade and the steady grow th  of 
the idea of m utual fire insurance is 
such th a t these efforts are  very feeble 
and do no harm . In  fact, every criti
cism  m ade acts as a boost to  the 
com pany. T he length  of tim e taken 
to  investigate and w ork out the m u
tual insurance plan as a p a rt of oui 
organ ization  is tim e well spent. W e 
now can tru thfu lly  say that it is a 
decided success and we recom m end 
it.

A dvertising.
U nder the  general head of selling 

expense comes advertising. I t  has 
been righ tly  said th a t “stopping ad
vertising  to  save m oney is like stop 
ping a watch to  save tim e.” I t  is by 
no m eans advisable for the re ta iler 
to  reduce or discontinue his advertis
ing in o rder to  reduce expenses. If 
any econom y in th a t direction m ust 
be used, it should lie in the em ploy
m ent of sm aller space and a m ore 
careful choice of the medium s. S tore 
advertising  counts only when honest. 
Every  a le rt business m an knows the 
im portance of the custom er s faith  in 
him  and in his m erchandise. H e will 
do every th ing  in his pow er to  gain 
and retain  this faith. R ight here, it 
m ight be well to  tu rn  the spo tligh t 
upon th a t g rea tes t of all salesmen, 
advertising. I t  m ust be tru th fu l to  
the core. So im portan t is th is tru th  
in advertising  idea th a t in m ost o f the 
la rg e r cities we have B etter Business 
B ureaus whose sole duty it is to  w atch 
and investigate advertising  and to  
see th a t the advertiser lives up to  
the le tter of it. T h is is one of the 
best th ings which can happen to  a 
city and to  each individual m erchant. 
In  fact, if a city is not large enough 
to  m ake a full tim e B etter Business 
B ureau practical, then  the m erchants 
should arrange  for a P a r t  T im e B u
reau. U ntru thfu l, bad advertising  
harm s not only the store  which does 
it, bu t every retailer. You --cannot 
fool the  public all the tim e and the  
news of un tru th fu l advertising  will 
spread like wild fire. T he public 
loses faith. T he result is th a t the 
m erchant who does the u n tru th fu l 
advertising  and every o ther m erchant 
is in the  eyes of the public a profiteer. 
T h ere  is no doubt th a t un tru th fu l 
advertising  by a few m erchants helped 
b oost the  w ord “profiteer” upon all 
m erchants. F o r exam ple, a m erchant 
advertised a 25c or 50c article fo r a 
nickel. C ustom ers came in crow ds 
(th e  m ore th a t come, the w orse it is 
fo r the m erchant). T hese people are 
given dangerous food for thought. It 
never occurs to  m ost people th a t the 
article  m ay be sold a t a loss. T he 
logical a rgum ent which runs th rough  
their m inds is “ If he m akes m oney 
when he sells for a nickel, how  much 
does he m ake when he sold it a t the  
regu lar price?” Som etim es th is class 
of advertising  is intentional, som e
tim es it is g ross carelessness. T oo  
often, the  w riting  of advertisem ents 
is left to  the new spaper or to  some 
person  who has m any duties and who 
considers advertising  the least of 
them . T he  sm all m erchant especially 
often underestim ates the im portance 
of advertising. W e have m uch to  
overcom e, because a lam entable p ro 
portion  of bad, un tru thfu l, confusing 
advertising  w ith its exaggerated  
claim s has found room  in our new s
papers. T he tim e has arrived when 
we as an organization  m ust p ro test 
against d ishonest advertising.

Sales E ducation.
A nother m atte r which I wish to  

b ring  before your a tten tion  is the 
desirability  of th is A ssociation in 
te resting  itself definitely in the  m ove
m ent tow ard  education fo r retail 
sales people, bo th  in the, schools and 
in the  sto res them selves W e should 
stand firmly behind this m ovem ent 
and use our influence to  p rom ote such 
education in M ichigan. I t  is of vital

im portance to  us bo th  as m erchants 
and as citizens; as m erchants because 
we stand to  benefit directly  by it; 
as citizens, because as it concerns the 
schools, it is an effort to  send young 
people into the w orld trained  fo r a 
chosen occupation, thus elim inating 
from  our industrial and com m ercial 
life much of the w aste which now 
com es from  the  unguided efforts of 
untrained boys and g irls  to  find a 
job suited to  their abilities. T hese 
youths m ust have jobs, though  they 
have no idea w hat they are  best fitted 
for. W e hire some of them ; they  do 
their experim enting  on us and only 
too  often they are misfits so th at 
bo th  we and they are losers. T h a t 
m eans social and econom ic loss.

I have said th a t as m erchants we 
shall benefit directly . L et us see how 
tra in ing  in the schools will help us, 
for, incredible as it seems, some m er
chan ts still need to  be convinced. 
T hey  th ink  good salespeople are born 
and not made, so they  try  out a girl 
as I have ju st suggested  and if she 
doesn’t prove to  be one of those 
m iraculously born  to the a rt, they 
fire her and try  ano ther. S trange 
they don’t see th a t w herever there  
are  retail selling courses the public 
schools are doing this sifting fo r us 
and saving us the expense. Then, 
too, the young wom an who comes in
to  a store  ’having studied salesm an
ship, textiles, o ther kinds of m er
chandise, etc., and having practice 
a t the sam e tim e in a store, is as well 
seasoned to  the job  when she is hired 
as though she had already been w ith 
you a year. In  fact, she has had 
m ore than  you probably could have 
given her in a m uch longer period of 
time.

W hat shall we say about train ing  
classes in the sto res them selves? Ju s t 
th is: T he education of our sales
people fo r their job m eans first, in
creased business and second, decreas
ed expense. L et us look a t the first 
proposition , increased business. A 
course in salesm anship will help every 
reasonably good salesw om an to  m ake 
ex tra  sales; the  study of her m erchan
dise will m ake her m ore intelligent 
about it and she will thus win the 
confidence of her custom ers. T he 
discussion of sto re  problem s and the 
ideals presented  in class will lead her 
to  give m ore interested, m ore cour
teous service and she will thus win 
m ore custom ers for the store, ex tra  
sales and m ore custom ers. E nough

T h a t point was easy, you will all 
agree. Now fo r the second, decreased 
expense. T he study of one’s job  leads 
to  g rea te r  in te rest and con ten tm ent 
in it and therefore  to  perm anence. 
T hat, of course, decreases expense by 
lessening labor tu rnover. E ducation  
will develop a m ore responsible sales
force requiring  less supervision— 
lessening supervision decreases ex
pense. I t  will a lso develop g reater 
loyalty. A loyal salesforce is less 
likely to  *be wasteful and m ore likely 
to  be w atchful of the  in te res ts of the 
sto re . T hese  too, are facto rs in de
creasing  expense.

F o r all these reasons it is sound 
business for the  m erchant to  set about 
tra in ing  his own salesforce and p ro 
m oting  education fo r retail selling in 
the  schools. W hen tra in in g  is re
quired fo r a job, the job becom es 
m ore dignified and a ttrac ts  a be tte r 
class of labor. W hy is it th a t office 
help so often look down on the sa les
force? Is it  because offi'ce w ork  re 
quires a h igher m entality  than  sales
m anship? N ot a t all, bu t because we 
have dignified it th ro u g h  com m ercial 
courses in high schools and business 
colleges, while we have been conten t 
to  take untrained g irls into o u r sell
ing  force.

H ere  is the situation . W e need 
m ore business. W e need a b e tte r 
salesforce to  help us ge t it. W e can 
tra in  the  people already w ith  us and 
look to  the  schools to  help us in re 
plenishing our force w ith  trainled 
w orkers. F o r  the  public believes in

vocational education to  such an ex
ten t th a t a Federal Board has been 
created to prom ote it and the G overn
m ent has prom ised financial aid to 
any sta te  or town which will e stab 
lish such courses.. Surely we, as 
m erchants, should be the first to  see 
the m ost benefits to  be derived from  
such courses and the  m ost active in 
tak ing  advantage of this offer of the 
Governm ent.

Farm ers Dem and C onsideration.
W e, as business men, m ust back 

th is demand.
Jam es R. H ow ard, P residen t of the 

Am erican F arm  Federation  Bureau, 
made the follow ing sta tem ent in an 
address before the N ational Retail 
D ry Goods A ssociation: “O ur con
clusions are exactly  the same as 
yours. In  o ther w ords the farm ers’ 
troubles and ideas of solution are the 
same as the business m an’s. T he 
farm ers are confronted  w ith perp lex
ing reconstruction  problem s and I ad 
vise them  to accept these problem s 
gladly. T he very fact th a t they are 
difficult to  m eet is in itself encourag
ing. O nly th a t which is w rought by 
g rea t effort is w orth  the having and 
we will em erge from  our p resen t d i
lem m as b e tte r from  the struggles 
which have been necessary. R econ
struction  problem s have shown that 
we m ust all w ork tog eth e r and the 
sooner we recognize th a t each de
pends upon the o ther, the easier the 
task and the g reater the resu lt.” 

E very  effort should be m ade on 
the p a rt of the business m an to  help 
the farm er. T he farm er needs us in 
a business way and by a com bination 
of effort we would rem ove certain  
prejudices which work to  our m utual 
disadvantage.

T he Tariff Problem .
I t  seems to  me th a t one of the 

m ost im portant steps in the g reat 
w ork of reconstruction , which hence
fo rth  will be the suprem e task of the 
w orld, is the rem oval of the tariff 
b a rrie rs which are everyw here re 
ta rd ing  trade activity and p e rpetuat
ing nationalistic  rivalry and resen t
m ent. I t  is adm itted  that the present 
so-called em ergency tariff law was 
hastily  devised and th a t its principal 
schedules were fram ed w ith a view 
of “pro tec ting” certain  w ar-spaw ned 
industries or “w ar-babies,” as they 
were once called, ra th e r than  to  con
serve the legitim ate com m ercial in
terests of the country. C ongress 
knows th is and the people know _ it. 
I t  is th is as m uch as any th ing  which 
is keeping prices up and preventing  
A m erica from  tak ing  advantage of its 
boundless and unique opportunities to 
benefit itself and help E urope, for 
E urope unassisted m ust continue a 
bad custom er, buying little, paying 
slowly. I t is a vicious circle, which 
our e rro rs  have done much to estab 
lish.

L ong before the w ar m any of our 
leading statesm en and econom ists 
pointed out th at a policy of extrem e 
high tariffism  was incom patible w ith 
A m erican com m and of w orld m ar
kets. I t  is now nearly  twelve years 
ago that P residen t T aft in advocating 
Canadian reciprocity  policy declared: 
“W e m ust recognize th at the tim e for 
the  Chinese wall has gone. Before 
an industry  receives pro tection  now 
it m ust dem onstra te  the need of th at 
p ro tection , and it m ust not ask for 
m ore pro tec tion  than  it needs.” New 
and no tew orthy  words, were these! 
A confession, first, th a t a Chinese 
wall had been m aintained in this coun
try , and, second, th at industries had, 
in fact, received p ro tection  w ithout 
dem onstra ting  (heir need and had 
sought and secured m ore pro tection  
than  was justified—a condition which 
exists in the U nited  S ta tes a t the 
p resen t time.

It is my sincere conviction th a t the 
resu lts  of the w ar have m ade inevit
able a com plete change on the  p a rt 
of the  U nited  S ta tes in regard  to  
foreign trade. E verybody knows, of 
course, th a t we entered  the w ar a 
g rea t deb tor N ation and th a t we end

ed the w ar the g rea tes t c red ito r na
tion in the w orld, w ith some eleven 
billions due us from  E uropean  coun
tries, upon which in te rest m ust be 
paid. T his change in ou r re la tions to  
the rem ainder of the w orld creates 
a large question. I t  m arks one of the 
m ost sudden and revo lu tionary  tran s
form ations in the h isto ry  of the 
world.

T he new tariff m ust be w ritten  
neither by pro tection ist fanatics nor 
by special in te res t lobbies concerned 
only w ith particu lar clauses of the 
different schedules. T here  m ust be 
a tariff policy th a t is inspired by 
long-visioned statesm anship , and th a t 
is in harm ony w ith the longings of 
plain citizens in all countries fo r in
ternational co-operation.

T he business of m aking the tariff 
in detail is certainly a  m ost m on
strous and iniquitous perform ance. 
T his rem ark  is by no m eans m eant 
as a criticism  of those who hold sin
cerely to  the doctrine th a t reasonable 
tariff ra tes are necessary to  equalize 
certain  g laringly  d isproportionate  
labor costs in th is coun try  and the  
old w orld. But the p resen t em er
gency tariff law was no t m ade from  
this standpoint, o r from  the  m ore 
obviously legitim ate standpo in t of 
sound taxa tion  and the  production  
of G overnm ent revenue. I t  was m ade 
chiefly, if not solely, for the purpose 
of satisfying the voracious dem ands 
of a few lusty “w ar-babies.”

I t  is a self-evident tru ism  th a t 
fu ture tariffs m ust be built upon a 
scientific study of industries and their 
needs, as related  to  in ternational 
production  and d istribution . N o th 
ing could be so d isastrous as to  enact 
a tariff upon the old w ho-cared-for- 
abroad p ro tection  lines. W e are not 
in possession of the  facts for a proper 
revision. N either of the existing p a r
ties a t the p resen t tim e is a fit in s tru 
m ent for sound tariff legislation. B ut 
in due course of tim e the public m ust 
revise its own tariff, on the basis of 
scientific study and carefully  verified 
inform ation. T h a t is not so visionary 
as one m ight thnk- T he Republican 
m ajo rity  in Congress, if it_ rises to  
the height of its opportunities, can 
lead us safely tow ard  a non-partisan , 
business-like ad justm ent of our tariff 
policy by referring  the w hole m atte r 
to  a special body of experts w ho will 
deal w ith it in a broad, scientific and 
tho rough ly  disin terested  way. T he 
m ost enlightened of o th er nations 
have adopted th a t plan. I t  is clearly  
up to  us to  do our p a rt in the eco
nom ic resto ration  of the world. T he 
day of national isolation and Chinese 
wall tariffs .is over. T h e  hope of 
civilization depends on m aking the 
world as free and safe fo r com m erce 
as we have tried  to  m ake it for de
m ocracy.

I would suggest th a t we, the  M ich
igan Retail D ry Goods A ssociation, a t 
th is convention s ta r t a N ation-w ide 
m ovem ent to  c reate  a com m ission 
consisting  of sound and reputable 
busihess m en w ho w ithout fear in 
their hearts, w ill act fo r the best 
in te rests of our g rea t country , re 
gardless of political parties.

The Success Family.
T he father of success is w ork. T he 

m other of success is am bition.
T he oldest son is  com m on sense.
Some of the o ther boys are per

severance, honesty, thoroughness, 
foresight, enthusiasm , and  co-opera
tion.

T he o ldest daughter is character.
Some of her sisters are cheerfulness, 

loyalty, courtesy, care , econom y, sin
cerity, and harm ony.

T he baby is opportunity .
Get acquainted w ith the  “old m an” 

and you will be able to  get along 
p re tty  well w ith  th e  re st of the  fam 
ily.
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“A little^better than the best”

PAMICO
CLOTH

Several years’ continuous test of PAMICO CLOTH 
(in weave similar to the well-known panamas) absolutely 
proves that it is unsurpassed, if equalled, by any of the 
somewhat similar cloths on the market for strength of 
construction, uniformity of weave, beauty of colorings and 
nicety of put-up.

We recommend PAMICO CLOTH without the slightest hesitation to 
every buyer who is seeking the largest values.

Many of the leading jobbers can now supply PAMICO CLOTH at 
yery attractive prices in standard colors and Sport Shades, such as Pink, 
Sky, Canary, Topaz, Ecru, Tan, Turquoise, Lavender, Burnt Orange, 
Coral, Raspberry, Rose, Reseda, Jade, Jockey Red, Cardinal, Copenhagen, 
Cadet, Silver Grey, Golden Brown, Emerald, Navy, Midnight Blue, and 
Black and White.

If not found, do not accept substitutes, but write or wire us and we 
will see that your order is promptly filled.

If you have not received swatch book showing all these colorings, we 
will be glad to mail one on request.

PAMICO CLOTH is Woven, Dyed and Finished by the

PACIFIC MILLS
T h e Largest M anufacturers in the  W orld  
of P rin ted , D yed, B leached, C otton  G oods,
C o tton  W arp , and  A ll-W ool D ress G oods.

L A W R E N C E ,  M A S S .
Dover, N. H. Columbia, S. C.

L A W R E N C E  &  C O .
Selling Agents

89 Franklin Street, Boston, Mass. 24 Thomas Street, New York

Branch Houses
Philadelphia Chicago St. Louis San Francisco London, England



22 M I C H I G A N  T R A D E S M A N March 8, 1922

RETAIL STORE ACCOUNTING.

It Will Place Merchants on Different 
Basis.*

T here  has been a very general ten 
dency in the past am ong retail mcr- 
chants to conduct their business with- 
ou t an adequate system  of account
ing. T he result has been th a t the 
m erchant is unable to price his goods 
intelligently  and to conduct his busi
ness upon sound principles. Conse
quently , his p rogress in business has 
been in alm ost a direct ratio  to  his 
p rogress in proper accounting  m eth
ods, for w ithout them  he does not 
know when he can meet com petition
in prices. .

Bankers and o ther creditors are also 
paying m ore and more attention  to the 
accounting  m ethods used by the m er
chant to whom  they extend credit. 
U nless the accounting m ethods are 
correct, so th a t the statem ents offered 
exhibit true  conditions o f operations 
and financial standing, they are w orth 
less. T he banker can not extend to 
him  the full credit to which he is en
titled  and th e  possible expansion ot 
the 'business is thereby  limited. M ore 
liberal term s will be given the  m er
chant who keeps his books in a way 
that enables him  to show the banker 
o r creditor a t any time just how his 
business is progressing. A m erchant 
who can show progress will, unques
tionably, receive m ore consideration 
w ith the same am ount of assets than  
one who can not. Even if he  is suc
cessful, b u t can not show  it because 
of his bookkeeping m ethods, the bank 
will not consider him  a desirable 
credit risk. .

F o r instance, the m atter of m aking 
proper provision for depreciation on 
stock, buildings and fixtures is a very 
im portan t consideration to the banker 
and the books should be so a rranged  
as to  show  the am ount of these p ro
visions. , , ,

T o  allow your book-keeper to  de
vise your system  is to  have a new 
system  each tim e you change book
keepers, and the loss of all of your 
past data, which is of inestim able 
value in m aking your plans for the 
future. T o  perm it m anufacturing  s ta 
tioners to  install free s"stem s in o rd er 
to sell their goods m ay be likened_ to  
the prize package w ithout the prize. 
T hey are as useful as are the  fifty- 
seven varieties of paten t medicines, 
each of which is guaranteed  to  cure 
all hum an ills. A wise m an will seek 
a physician when ill. Likewise, a wise 
m erchant will adopt a system  p repar
ed by men especially trained  in th at 
work. T he standard  system  of ac
counting  as adopted by the National 
Retail D ry Goods Association recen t
ly was p repared  by certified public ac
countan ts of stand ing  and specialists 
in retail accounting. T his system  has 
been so arranged  th at it will serve the 
sm all m erchant equally as well as the 
large departm ent store. I t  will give 
the sm all m erchant an opportunity  of 
com paring his expenses with stores of 
th e  same size o r  w ith any o ther stores. 
T his is w orth  a g reat deal to  the 
m erchant in keeping h is expenses 
down to where they  belong  and en
ables him  to m eet com petition if he
wishes.

A  suggested  chart o f  accounts taken 
from  th e  standard  system  of account
ing  and the accom panying financial 
and operating  sta tem en ts has been 
prepared  to  m eet th e  requirem ents of 
the  sm all m erchant. You will, of 
course, understand  th a t m ore accounts 
m ay be added to  th is chart as condi- 
tions m ay require. T he best system  
of accounts for any business is one 
w hich furnishes the  inform ation de
sired for th e  successful m anagem ent 
of the  business w ith the least am ount 
of effort. T he system  being uniform  
in <all th e  s to res w hich adopt it, an 
intelligent com parison and  analysis of 
expenses and differences can be m ade. 
Differences in  item s under those cir
cum stances reflect differences in con- 
ditions and not only differences in ac-

•Paper read at Flint meeting of Mich
igan Retail Dry Goods Association by 
T. D. Blanke, C. P. A., of Grand Rapids.

counting  classification, and when any 
particular item s o f expense are being 
discussed, all will have the sam e un
derstanding as to  w hat it covers. W e 
will be talk ing  in the same accounting  
language.

In  the chart of accounts and form s 
here presented no departm entalization  
is provided for in o rder to p resen t the 
system  in its m ost simple form . Most 
of the stores here represen ted  will 
probably not wish to  go into m ore de
tail than the accounts shown.

In o rder to price his goods proper
ly, a m erchant m ust know his over
head expenses. • W ith  a proper ar
rangem ent of his accounts, the per
centage of overhead m ay be easily ob
tained. Goods which are not priced 
high enough to  cover this percentage 
are actually  sold a t a loss, as m any of 
us have realized the past year or two, 
no tw ithstanding we are all considered 
profiteers if we should believe some of 
the new spaper reports.

At the last convention o f the N a
tional Retail D ry  Goods Association 
a large sum of m oney was voted to 
presen t the tru th  to  the  public th rough  
the new spapers as to the dry  goods 
and departm ent store prices, profits 
and cost o f doing business. It has 
been felt th at the reason the  re ta iler 
has been made the goat of every 
politician in recent years who wished 
to im press the public th a t he was on 
their side, was the re ta ile r’s own 
fault in not being able to defend him 
self. H is books of accounts were so 
poorly kept th a t he could neither 
prove nor disprove any of the state
m ents so made, even though  he knew 
them  to m isrepresent the facts.

W ith  the adoption of the system  of 
accounting subm itted facts and figures 
will be presented to refute these  m is
leading statem ents and the sm all m er
chant will require but fipur books of 
account to operate i t:  journal, cash 
book, invoice book and ledger. Sales 
tickets and credit tickets are used for 
recording sales and sales re turns.

F rom  these books an operating  
statem ent and balance sheet also com 
parative sta tem ent of expenses, should 
be prepared  ait definite periods, in o r
der to p resen t the resu lts  in a com
prehensive form .

The ord inary  tw o-colum n stock 
form  jou rnal can  be used. The open
ing entry, when tran sfe rrin g  to  the 
new system , would be inven tory  of 
the assets and liabilities.

T h e  cash book  is for the recording 
of all cash transactions. T he left 
hand o r debit side is for record ing  
receipts and colum ns should be head
ed, as follows, in th e  order nam ed: 
Date, nam e of account, description, 
ledger folio, accounts receivable, cash 
sales, general accounts and to ta l net 
receipts. T he rig h t hand o r credit 
side is for record ing  paym ents and 
these colum ns should be headed: date 
nam e of account, description, check 
No., ledger folio, discount on purchas
es, accounts payable, general accounts 
and net d isbursem ents.

T he to ta l cash receipts of each day 
should be deposited daily in the  bank 
and all paym ents m ade by check. The 
am ount w ith w hich the custom er’s ac
count is to  be credited should be en
tered in th e  accounts receivable col
umn. A ny receipts o ther than  from  
custom ers, o r fo r cash sales, should 
be entered  in th e  general accounts 
column. A t the  close of each day the 
sum of the  daily to ta ls of th e  first 
th ree  colum ns should be extended in 
the net receipts column. T he item s in 
the general accounts colum n should 
be  separately  posted to  the credit of 
the proper custom ers’ accounts. A t 
the close of each m onth  the  footings 
of the  accounts receivable and cash 
sales colum ns should  be credited to 
the general ledger accounts: and the 
net receipts colum n posted to  the 
debit of cash account in  the  general 
ledger.

All paym ents for expense item s, 
o ther th an  pe tty  cash, should  be en
tered  on the cash  book  as th e  checks 
are made, and  then posted to  the 
proper accounts. A t the end of each 
m onth  all expense invoices for the  
m onth  should be paid in o rd er th a t

expenses will be charged to  the 
p roper m onth.

Such m inor item s of petty  cash dis
bursem ents for which it is not p rac
tical to make checks should be treated  
as follow s: A check should be made 
for an am ount sufficient to cover petty  
disbursem ents for a certain period. At 
the end of th at period the cashier 
should m ake up his pe tty  cash sta te
m ent, supported by receipts, a t which 
time a check will be draw n for the 
exact am ount of the statem ent, thus 
b ringing the petty  cash fund back to  
the original am ount. T h is check 
should be entered in the cash book in 
the regu lar way, charging the various 
expense accounts, as show n by the 
petty  cash statem ent. A t the close of 
each day the  net am ount of disburse
m ents should be extended into the 
colum n headed net disbursem ents.

I t  will be necessary  to post the 
items in the  accounts payable colum n 
separately  to the credit of the proper 
accounts in the accounts payable 
ledger. All item s in the general ac
counts colum n should be separately 
posted to the debit of the p roper gen
eral ledger accounts. A t the close of 
each m onth  the footings of the  ac
counts payable colum n is posted to  the 
debit of the accounts payable account 
in the general ledger, and the footings 
of the discount and net disbursem ents 
colum ns are posted  in the general 
ledger to the credit of d iscounts and 
cash accounts respectively.

The balance per cash account in the 
general ledger o f th e  preceding m onth 
added to the net receipts to  date, less 
net disbursem ents to  date, gives the 
available bank  balance.

T he invoice book contains the rec
o rd  of the invoices o r  m erchandise 
purchases only and should contain the 
follow ing headings: Date of entry,
date of invoice, num ber of invoice, 
from  whom  purchased, ledger folio 
and am ount of invoice. Postings are 
m ade d irect from  this book into the 
purchase ledger and a t the  end of 
each m onth the to ta l is carried  to the 
debit of m erchandise purchases and to 
the  credit o f accounts payable in the 
general ledger.

Should it be d e s irab le '  to  depart
m entalize th e  business, it will be nec
essary to use a m ore e laborate  form  of 
invoice book, show ing the am ount of 
purchases by departm ents.

T he accounts in the general ledger 
should be arranged, as follow s:

1. General accounts.
2. A ccounts w ith trade  creditors.
3. A ccounts w ith custom ers.
T he general accounts should be a r

ranged in th e  order show n in the bal
ance sheet and the accounts payable 
and accounts receivable should be a r
ranged alphabetically, using p refer
ably a  loose leaf ledger.

W here the business is large enough 
to w arran t doing so, it is advisable to 
use th ree  ledgers, a general ledger, a 
purchase ledger and a custom ers’ led
ger, with con tro lling  accounts of the 
purchase ledger and custom ers’ ledger 
in the general ledger. T he balances of

the purchase ledger and of the  cus
tom ers’ ledger, o r of these sections of 
the ledger if only one book is used, 
m ust agree with the balances of 
the accounts payable account and ac
counts receivable account in the gen
eral ledger section.

F or the purpose of com paring  ex
penses and percentages, a m onthly and 
yearl3r sum m ary will be found very 
useful. T he one prepared  has been 
arranged  with colum ns for sales, both 
cash and credit, and total, and a col
umn for each of the  fourteen natural 
divisions of expense, as recom m ended 
in the standard  ch art of accounts. 
These expenses have been arranged  in 
the o rder of their im portance and pro
vide for all expenses o f  the business. 
Even th e  largest stores will use these 
fourteen divisions of expense and no 
more. T hey  m ay be fu rther sub
divided and  grouped according to de
partm ents, but com parisons as be
tween stores will always be m ade on 
the basis o f the  fourteen items.

T he figures for th is  statem ent are 
taken from  the ledger, a t the close of 
each m onth, so th a t the record will 
give the to ta ls from  the first of the 
year to date as well as the m onthly  
totals.

T he am ounts for m aking up the 
operating  statem ent can be had from  
the ledger and from  th e  tria l balance, 
and it is compiled w henever an in
ventory  is taken. If  a store  is oper
a ted  on the retail inven tory  m ethod 
it is m ade up each m onth, or, as in 
the larger stores, each week. A phy
sical inventory  should be taken at 
least once each year. T he basis of 
th is inventory  should be cost, less a 
conservative deduction for obsolete 
and shelf-w orn goods. The inventory 
a t th e  beginning of the period is that 
carried forw ard from  the end o f the 
previous period.

T he m ost in teresting  feature of the 
proposed operating  sta tem ent is the 
fact th at it does not show gross profit. 
T h is for the reason th at in the past 
a com parison betw een the g ross profit 
o f  a m erchant and a  m anufacturer 
showed th a t the m erchant, as com 
pared to  the m anufacturer, was ap
paren tly  m aking an unreasonable 
profit. In  a com parison of the opera
tions of th e  two, it will be found th at 
the expenses of th e  store are to  the 
m erchant w hat m anufacturing  expens
es are to  the m anufacturer, and yet 
the m erchant does no t deduct his 
store expenses before show ing gross 
profit while the m anufacturer charges 
up m anufacturing  expenses first, and 
then show s gross profit. T h is com 
parison has probably  had a g reat deal 
to do w ith giving the  public the im 
pression th a t the m erchant is a profit-
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 SIDNEY ELEVATORS
Will redact handling expense and speed 
■p work—will make money for yon. Easily 
installed. Plans and instructiona sent with 
each elevator. Write staring requirements, 
giving kind machine aim I¡ft r i p n  
wanted, as well as bdgnt. WewWtpmte 
a money saving price.

Sidney Elevator Mnfg. Co., S idney, Ohio

Ryzon
BAKINS 
POWDER

Order 
from your 
jobber today.

Not merely baking 
powder but increaaed 
leavening power.
The special process 
of m anufacture is 
the reason.

RYZON is an im
provem ent over 
o l d - f a s h i o n e d  
powders. It has 
more raising pow
er, is a  slow, steady 
raiser. It retains 
its full strength to 
the last spoonful.
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Ten Reasons for Buying

eer, and is a m ost unfair com parison. 
The standardization  com m ittee, th e re 
fore, elim inated the word “gross 
profit,” and show  but one profit, net 
profit. You m ay figure your gross 
profit for your own benefit and satis
faction, but the public should not 
be confused by show ing gross profit 
figures in addition to the  net profit.

T he balance sheet o r  financial sta te 
m ent should be made up o f  the  same 
date as the operating  statem ent. A 
suggested balance sheet is here shown, 
with ,the  accounts a rranged  in their 
logical sequence. T here is no need of 
going into an explanation o f the ac
counts them selves, inasm uch as the 
text on book-keeping procedure is 
very com plete and tho rough ly  covers 
this subject.

Niot included in a general discus
sion of an accounting  system , yet of 
very great im portance is the  subject 
of proper purchase control. P u r
chases should be contro lled  by the 
volume of sales and the  stock on hand 
the first of the year, and apportioned 
m onthly  according to how 'the m er
chandise had been received in the  past. 
Purchase a llo tm ents should be m ade 
up for a period of six m onths and a l
lowed as the m erchandise should 
come in so as to take care of seasonal 
trade, such as E aster and the  early  
sum m er goods. If  the purchases in 
one m onth should exceed the a llo t
m ent, then that am ount will be de
ducted from  the next m on th ’s allot
ment, or vice versa. Should a buyer 
fall down on his sales and no t m ake 
his expected am ount of sales on w hich 
the original allotm ent was based, his 
allotm ent should be cut down in the  
same ratio , or increased if the actual 
sales exceed the expected sales. 
W here m erchandise is placed for fu
tu re  delivery it is charged against the 
allo tm ent of the m onth  in which it is 
to be delivered, even though for some 
reason it had to  be shipped im m edi
ately. In th is  way the am ount of 
m erchandise com ing in will be regu
lated by the am ount of sales, and the 
inventory  can be increased o r de
creased as desired. T he records are 
usually based upon re ta il figures be
cause a buyer should know  at the time 
he places his o rder how m uch he can 
retail those goods for. T he tim e to 
figure the percentage of m ark-up on a 
purchase is when it is being ordered, 
if you wish to control your m ark-up. 
T he sales and inventory, under the 
re ta il inventory  m ethod being re
ported  at retail, it is much m ore con
venient also to  carry  the o rd ers  placed 
at retail. I t  also prevents e rro rs in 
calculating th e  open to buy to have 
all figures com ing to  the m erchandise 
office on th e  same basis. O ther than 
this, there  is no reason why purchase 
o rd ers  should be retailed.

U ndoubtedly in the near future the 
National Retail D ry  Goods A ssocia
tion, a t its office in New York, will 
make provision for assisting  any m em 
bers who wish to  install the newly 
adopted standard  system  of accoun t
ing so th a t m em bers will be able to 
w rite to  them  for advice.

D uring  the  tim e that the S tandard
ization C om m ittee of th e  C ontro llers’ 
Congress, of which T was a m em ber, 
was w orking on th is  program , splen
did co-operation and assistance was 
given us by certified public account
ants especially by  E rn st & E rn st, who 
have since made it possible to  put it 
into effect and are backing it very 
s'tnomgly. T hey have very kindly of
fered to ’reduce th e ir charges to a 
point th at will enable even the sm all
est retailer to call upon them  in m ak
ing an installation  and not find the 
charges excessive. F rom  my past 
experience, I am sure th a t it saves 
m oney to get only accountan ts who 
are p roperly  qualified and equipped to 
do this kind of work.

W e are certain  that if we cg,n get 
this system  adopted by a large num ber 
of stores, that we can give Secretary  
H oover and o ther G overnm ent offi
cials such facts th at the obnoxious in
vestigations we have been experienc
ing in the past few years will be elim
inated. It is up to th e  m erchan ts to 
prove th e ir case. T- L. Blanke,

U N I T E D
J—They are built for quality, 

rather than quantity produc
tion.

2— Each truck is given indi
vidual attention to insure un
interrupted use*

3— A U N ITE D  size is built to 
fit the transportation require
ments of building contractors, 
road builders, manufacturers, 
merchants, moving and trans
fer companies—for every line 
of business, large or small*

4— Each U N ITED  body is built 
to the individual specifications 
of the purchaser, when so de
sired*

5— Our outlet for used equipment 
enables us to make maximum 
allowances*

T R U C K S
6— Our special time payment plan 

makes it easy for those to 
whom deferred payments is an 
advantage*

7— Buyers are given the option 
of our long tried Internal 
Gear, or the recently adopted 
W orm Drive, both types being 
of the best*

8— U N ITED  engineering is in 
all respects in keeping with 
every advance made in truck 
construction.

9— All U N ITED  units are of the 
highest grade standardized 
types, whose efficiency have 
been fully proved. Upkeep 
and operation are as low as 
possible to trucks of their size.

JO—U N ITED  prices are exceed- 
ingly reasonable for trucks of 
their quality.

V/t—2Vi—3'A—5 Ton 
Ask Us for Further Particulars

United Motors Company
FACTORY AND SERVICE 675 NORTH STREET 

Bell Main 770 Grand Rapids, Mich. Citizens 4472
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B A L A N C E  S H E E T  
(N am e of F irm )

(D ate)
A S SE T S  
C urrent Assets

11 Cash on hand and on deposit__________
12 N otes R ece iv ab le______________________
13 A ccounts Receivable— Custom ers ---------$3,518.81

L ess: Reserve for possible losses — 33.56
Less: Reserve for passible lo s s e s   33.56

14 Inventory  of M erchandise ___

T otal C urren t A s s e ts --------
D eferred C harges

15 U nexpired insurance prem ium s
16 Prepaid  expenses ___________

Perm anent Assets
17 Land _________________________ ______—
18 Buildings __________________ ___________  4,500.00

Less: Reserve for d e p re c ia t io n -----  26.98

19 Store equipm ent _________
21 Office e q u ip m e n t_________
22 Delivery equipm ent ---------

T o ta l perm anent assets 

T otal all assets ______

L IA B IL IT IE S  
C urrent Liabilities

31 N otes payable—due banks ------------------  1,210.50
32 N otes payable—for p u rc h a s e s __________ 900.00
33 A ccounts Payable— for p u rc h a s e s --------- 3,685 72
34 Accounts payable— other ______________ 485.00
35 Accrued taxes—real and p e r s o n a l--------- 19.23
36 Accrued pay r o l l ______________________  82.00
37 Accrued in terest on notes p a y a b le --------- 7.75

T otal curren t liabilities
Funded Indebtedness 

39 M ortgages p a y a b le -----------------

T otal lia b ili t ie s___________
P ro p rie ta ry  In terests 

41 P ro p rie to r’s capital account

T otal liabilities and capital

$1,611.67
191.84

3,485.25

2,909.06

100.00
.85

1,975.00

4,473.02

272.71
74.37

396.67

6,390.20

1.250.00

8,197.82

100.85

7,191.77

$15,490.44

7,640.20

7,850.24

$15,490.44

H E R E
Are three 

Reasons Why It Will
Pay You to Handle Our 
Importations I

te s

Write us about 
our SOLE AGENCY

CHASE
&

SANBORN
CHICAGO

O P E R A T IN G  S T A T E M E N T  
(N am e of Firm )

(D ate)
IN C O M E

51 Gross sales ----------------------------------------  $4,659.96
52 Less re tu rns and allow ances ---------------  2.00

N et sales _________________________  4,657.96

C O ST O F  SA LE S 
M erchandise Cost

Inventory  a t beginning of p e r io d _____ $3,451.09
53 M erchandise purchases—net __________ 2,700.00
54 F re igh t and express— I n w a r d __________ 59.67

G ross cost o f m e rc h a n d ise ____________ 6,210.76
Deduct inventory  at end of p e r io d --------- 2,909.06

Gross cost of m erchandise s o l d ________ 3,301.70
55 D iscount earned on purchases ________ 100.00

Petoskey Portland Cement
M erchandise cost of s a l e s ---------------  $3,201.70

O perating  C ost
56 Salaries and w a g e s ____________________  269.00
57 R entals _____________________________ _ 177.33
58 A dvertising ___________________________  102.67
59 Taxes ________________________________  7125
61 In terest ------------------------------------------------  33.56
62 Supplies _____________________________  30.00
63 Service p u rc h a s e d _____________________  26.79
64 Unclassified __________________________  25.00
65 T raveling  ---------------------------------------------  22.03
66 C o m m u n ica tio n ________________________  14.00
67 R epairs ------------------------------------------------  8.08
68 Insurance _____________________________  3.75
69 D epreciation __________________________  2.50
71 Professional services __________________ 1.61

O perating  cost of s a l e s ____________ 787.57

N et cost of m erchandise sold 3,989 27

N et operating  profit ______________ 658.69

O T H E R  IN C O M E  A N D  D E D U C T IO N S
72 O ther income ________________________  25.07
73 O ther d e d u c tio n s______________________  17.09

O ther income o r deductions— N e t _____  7 98

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

ASK YOUR DEALER FOR IT.

Petoskey Portland Cement Co.
G eneral Office, Petoskey , M ichigan

Net profit or loss 676.67
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Arithmetic Regarded As a Good 
Game.

W ritte n  for the  T rad esm an .
“One, three, fifteen, tw enty-seven, 

five, sixty-nine, forty-four — you’re 
•out!”

T his shrill cry under my window 
one day last sum m er caught m y a t
tention and I looked out. I had been 
hearing  the num bers in various 
voices and vaguely supposed the  chil
dren were playing football, know ing 
th at cryptic num bers like these were 
used as signals. But it gradually
worked into m y m ind that these were 
little children, m ostly girls, and that 
there were only th ree  or four o f them  
— so it couldn’t be football.

As I looked out they began again. 
One girl, the oldest, counted, “while 
ano ther hopped—hopped each time a 
num ber was called. T he o ther th ree  
stood on the side lines, so to  speak, 
and looked on. T he in ten tness of
their m anner struck me.

“Nine, eleven, seventeen, tw o— 
you’re o u t!”

I coudn’t m ake head o r tail of it, 
so I had to go down and ask about it.

“W e’re playing arithm etic ,” the  old
est of the girls explained. “ It is lots 
of fun; you have to  be awful quick.” 

“A rithm etic? W hen did arithm etic 
get to be a game?-”

“Oh, we ju s t kind of invented it,” 
said the child.

“ It sounds in teresting  and looks 
in teresting ,” I said; “but how do you 
play it?”

Just watch, now. W e’ll take ‘odd’ 
this tim e.”

A nother little girl did the hopping, 
while she called the num bers.

“Twelve, sixteen, tw enty ,” at each 
num ber the girl hopped.

“Ten, n ine;” th is time the child 
stood fast.

“T hirteen—you’re o u t!” the girl had 
hopped.

“D on’t you see? W hen it is odd she 
has to hop at every num ber that is 
even. If  she hops when it is odd she 
is out. O r if it is even she has to 
stand still when I call an even num 
ber.

“Now, I ’ll show you a harder one. 
W e can’t p lay it this m orning, because 
these girls are too  little to  know. But 
you call some num bers, auntie—any 
num bers you like—and I ’ll hop and 
stop at every num ber th a t’s a m ultiple 
of th ree .”

So I called: “Seven, four, eleven, 
fifteen—”

She hopped, and I stopped her. 
“But isn’t fifteen a m ultiple of 

th ree?” I asked.
“Oh, dear, of course it is! I have 

such a hard  tim e thanking of fifteen 
except as a bunch of fives!”

“Did you really  invent th is gam e?” 
I asked.

“W ell, yes. I did—alm ost. But I 
g o t the idea from  a book I heard  my 
m other reading one night. I t  was 
som ething about education— I don’t 
rem em ber the name of it; but it fold 
about a m other who tau g h t her little 
girl arithm etic and all kinds of th ings 
with games. I t w asn’t a b it like 
school, you know ; it m ade lessons so 
in teresting. M other could tell you the 
nam e of the book. W e play a lot of 
the gam es.”

I t so happened th at the first time 
I saw the g irl’s m other they  were 
playing one of th e  gam es—righ t in 
the m idst of the crow d on a busy 
street of shops. As I came upon 
them  the child was saying;

“B ut didn’t you see the little  blue 
dress with the  red em broidery?”

“No, I d idn’t see that.”
“T hen you lose.”
T hey  explained that they were look

ing in shop windows as they passed 
and seeing which could rem em ber the 
m ore th ings th a t they could see a t a 
glance.

“I generally lose,” the m other said. 
“ Betty has very sharp eyes and a 
good m em ory, and it is grow ing. W e 
are getting  a lot of help from these 
games that we play.”

T hen she told me about the book, 
or, ra ther, rem inded me of it, for I 
had read it when it was first pub
lished in 1914, and I am  glad to  re
m ind my readers of it now—“N atural 
Education ,” by W inifred Sackville 
Stoner, published by the Bobbs M er
rill Com pany at Indianapolis. I t  is 
one of the m ost suggestive books on 
education that I know. T he under
lying principle of it is th at which I 
have tried  to set forth  in m any of 
these articles. T he final w ords of Mrs. 
S toner’s preface are suggestive:

“My little daughter is not a genius 
(as some believe), bu t a healthy, n o r
mal, happy child possessed of unusual 
physical s treng th  and m ore knowl
edge than m ost children of h e r age 
th rough  the help of living close to 
M other N ature  and in the com pany

of the g reat giants, ‘O bservation’ and 
‘C oncentration’ and the  sprigh tly  fairy 
‘In tere st,’ assisted by  m orta ls’ best 
friend, ‘Im agination’.”

Prudence Bradish. 
C apyrighted, 1922.)

W HEN U TH IN K OF A

Business Education
TH IN K OF

Bookkeeping» A ccounting, Auditing» 
Shorthand, T ypew riting, Secy. Training, 
Salesm anship , Telegraphy and English  
subjects. Catalogue free.

. i D ay j StartsNew Term j EvJ„in.  i j»„. 30.

Q U I C K  T U R N O V E R
a n d  in c reased  p ro fits  a re  a ssu re d  to  
ev ery  p ro g ressiv e  g ro ce r w ho han d les

VAN DUZER’S 
Certified Flavoring Extracts

T h ey  hav e  been  
le ad ers  in th e ir  line 
ev e r  s ince th is  com 
p an y  w as e s ta b 
lished , o v e r 70 
y e a rs  ago.
Van Duzer Extract 

Company
Springfield, M ass. 
N ew  Y ork, N . Y.I or All Interior Surfaces

N e w  W a l l s  o r  O ld
Over Plaster/Wall-boarcl, Paint, Burlap, Canvas
—even old w all-paper where it is fast and contains no aniline 
dyes—you can obtain beautiful color effects, accurately har
monizing with rugs and furnishings, if you use

iMabastinel
\T V  Sautiry v m  to tm {  |

2 S S

MabastineIthe Smtagy va twl>t

IndaaJ of Kalsomine or W all Paper
Be sure it is genuine A labastine in the five pound 
package, marked with the cross and circle printed 

in red, that your decorator brings or that 
you buy from your paint dealer, if you  
intend to do the work yourself.
For only with Alabastine can you get Alabas
tine results—those beautiful,soft toned,rich-look
ing, sanitary walls which give to any home an 
indescribable charm and cheerfulness.

THE ALABASTINE co m pa n y  fe^g jM abasV uvel
GRAND RAPIDS • MICHIGAN 

Ask your dealer or decorator about 
the ALABASTINE-OPALINE

process A
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Keep the Dry Goods Stock Moving. 
W ritte n  for th e  T rad esm an .

You don’t get your profit until the 
goods are sold. Keep your stocks 
of dry goods m oving.

H ow  m any turnovers did you make 
last year? W ill you do better in 
that respect this year?

The road of quick turnovers is the 
sm oothest and m ost enjoyable h igh
way the dry goods dealer can travel.

But you can not make the grades 
on this road unless you are driving 
a high-powered car. Y our flivver is 
going to  hark and cough and stick 
on the steep grades.

In this highly figurative language 
the dry goods dealer’s policy con
stitutes his car. If it is a slip-shod 
policy, with no definite aim  for a 
given num ber of turnovers within a 
given period, it is a flivver; but if the 
dealer is intelligently  and definitely 
striving to  reach certain fixed objec
tives in the  m atter of tu rnovers, his 
business policy is one of those pow er
ful roadsters that can negotiate  steep 
hills.

The dry goods dealer should have 
some sort of a stock control system — 
the sim pler the better, provided it is 
effective—from which he can see at 
a glance how the stock is m oving; 
how much or how little he has of this 
that o r the o ther; what ought to be 
ordered  at once lest he be caught 
short-handed; and w hat lines ought 
to be speeded up lest the season that 
now is passing by leaving him loaded 
to the guards with a lot o f m erchan
dise th a t will have to be carried  over.

T here  are tim es when it is highly 
im portan t to have quick and accur
ate inform ation about the stock so as 
to form  right judgm ents and inaugu
ra te  wise policies.

It is a g reat d isappointm ent to  your 
custom ers when they come in—maybe 
from  quite a distance and possibly a t 
no little  inconvenience to  them selves 
—and then find that you are out of 
som ething of a staple sort which you 
ought to  have on hand a t all times.

On the o ther hand, it is an even 
g reater source of anxiety to  the dry 
goods dealer to  realize that the season 
is slipping by and certain  th ings are 
not moving. T he wise m erchandiser 
understands the im portance of th ink
ing and acting  quickly. H e exercises 
his im agination. H e strives to keep 
his w its nimble so as to  m eet new 
situations w ith new plans and m eth 
ods. But his th ink ing  and acting  are 
based on reliable sources of inform a
tion. H is im aginative flights sta rt out 
from  the baseline of facts as th ey  are. 
H e doesn’t m erely say: “Som ething’s 
got to be done. I don’t know  what, 
and I don’t  care  m uch, b u t here goes!”

T he wise m erchandiser endeavors 
to know  ju s t where he is every day 
in the year, every hour in the day.

In  o ther w ords his finger is righ t 
there o n  the pulse of the  business—its 
sales.

And it isn’t guess work.
H e has some kind of a stock control 

system .
P erh ap s one of the sim plest and 

best system s for keeping tab  on the 
m ovem ents (or lack of m ovem ents) of 
the  d ry  goods dealer’s m erchandise is 
the con tro l card.

If the store is departm entized—and 
it is a m ighty good plan for every 
dry  goods dealer to divide his store 
into departm ents—you can use cards 
of uniform  size and sim ilar rulings, 
but differently tin ted; as yard goods, 
white card; suits, blouses and all 
wom en’s, m isses’ and children’s ap- 
parelings, blue card; shoes, findings 
and footw ear accessories of all kinds, 
red card ; m illinery, green; m iscel
laneous, yellow, etc.

T hey should be, o f  course, in charge 
of one person, who will make all en
tries and have them  m ounted in an 
open rack.

M ost sta tioners doubtless carry  in 
stock cards th at you can use for this 
purpose.

M ost any square or rectangular 
card with a m argin a t the top and 
ru lings both  ways below the m argin, 
will answ er the purpose.

A long the top m argin you will have 
perhaps, the follow ing: Style, bought 
from, description, m aterial.

And there  m ay be a row  of figures 
a t the top indicating the days of the 
m onth.

Suppose it is a blue card, designat
ing, by hypothesis, blouses, suits and 
all w om en’s, m isses’ and ch ild ren’s 
ready-to-w ear g arm en try ; and the 
particu lar card you pick up is de
voted to blouses; then you can see at 
a glance that, on a certain day in D e
cem ber o r in January , you had on 
hand so m any 34’s, 36’s, 44’s, etc., of 
certain styles (and m ost dealers in
dicate styles by num bers) together 
with the cost and of whom  bought. 
And it will be show n how m any were 
subsequently sold, and w hen; and if 
any th ing  is returned, this too will be 
indicated on the con tro l card.

By consulting one of these cards 
you know precisely how m uch you 
have on hand, how much sold w ithin 
a given period, and how  m uch on o r
der, in the line o r lines covered by 
th a t card.

T aken to gether, these  cards con
stitu te  a perpetual inven tory  which 
show s the whole situation a t  a glance. 
The head o f the establishm ent ought 
to cultivate a perpetual fam iliarity 
w ith these co n tro l cards. I f  your 
store is divided into departm ents, 
then the head of each departm ent 
will have cause to  be trem endously 
in terested  in the cards w hich reveal 
the exact situation in his departm ent. 
A nd if there  is one of the  boys to 
w hom  you have assigned the  job of 
getting  up new spaper announcem ents 
and o th er form s of advertising  for 
your d ry  goods store, he will find it 
to th e  best in terest of the estab lish
m ent to  consult these cards every day. 
I f  you, as head o f the  store, do the 
buying, you too will need to consult 
the  cards.

Now of course you m ay have an 
entirely  different system  of your own. 
I t  m ay be quite as sim ple and effective 
as th e  one I  have tried  to  describe 
above. I t m ay be even b e tte r suited 
to your requirem ents. T h a t is all 
right. A nd anyhow, please do n ’t get 
the idea th a t there is any special em
phasis here on the  system . I t  isn ’t 
the system , it is w hat is done w ith it. 
Y ou can get system s in bundles, bales 
and carload lots. But no t one of

them, as far as I know, works au to 
matically.

C ontro l system s supply the basic 
facts which ought to determ ine speci
fic policies both of buying and of 
sales stim ulation, but you are the  man 
on whom  the whole turn o ver action 
hinges. In the last analysis it is you 
that m ust keep the stock m oving.

F ran k  Fenwick.

T he window display m anager of a 
m en’s cloth ing  store in the W est is 
noted in his city for his unusually 
effective window displays. H ere is 
how he has made possible such a 
reputation. He photographs each dis
play that is used, catalogs and files 
the resulting  pictures according to 
seasons. W hen he prepares his 
E aster exhibit, for instance, he tu rns

to his files and finds an accurate pic
torial record of the w indows as they 
looked a t the E aster season in p re
vious years. In  his effort to  improve 
upon form er displays, the decorator 
is stim ulated to produce new and still 
m ore a ttractive  effects.

We are manufacturers of

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

CORL- KNOTT COMPANY,
Corner Commerce Ave. and 

Island St.
Grand Rapids, Mich.
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1 HOSIERY
IS

E

Ask to see our line of Silk Hosiery.
Well known brands such as, Butterfly—Bear Brand- 

Durham and L. M. C.
Fibre—Pure thread silk ank Glove silk.
Prices $4.50 and $21.00 dozen.
Write for samples.

Quality Merchandise — Right Prices — Prompt Service j
PAUL STEKETEE & SONS

WHOLESALE DRY GOODS GRAND RAPIDS. MICH.
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H ow would you like a dandy men’s 
176 needle hose w ith loop toe

@ $ .9 2
per dozen 

?

BLACK OR CORDOVAN 
(None of your cut toe stuff that cripple the feet)

10 DOZEN LOTS

Daniel T. Patton & Company
G ra n d  Rapids.M ichigan -5 9  »63 M ark e t Ave. N.W.

T h e  M en’s  F u r n i s h in g  G o o d e  H o u s e  o f  M ic h ig a n

i
In Stock For Immediate Delivery
H A L L M A R K  S H IR T S  ( th e  b e s t m ad e ),
L a te s t  n u m b e rs  in  D ress  G oods an d  new  S p rin g  S k ir tin g s ,
W h ite  a n d  colored  W ash  Goods,
D rap erie s ,
D om estics ,
N otions,
S ilk  H osiery ,
N ainsook  a n d  K n it  U n d e rw ea r,
B a th in g  S u its ,
A m o st com plete  line  of M en’s  F u rn ish in g s  a n d  L a d ie s ’ R ead y -to -w ea r , 
B ungalow  A prons,
W ash  S k ir ts ,
W . T . C orsets ,
L a te s t  sp rin g  line  o f W olverine  C aps,
U m bre llas ,
G ainsbo rough  H a ir  N e ts ,
All kinds of acce sso rie s  inc lu d in g  co lla rs , tie s , su sp en d e rs , a rm -b a n d s , 

g a r te rs ,  e tc .
L aces, E m b ro id e rie s  a n d  rib b o n s.

Now is the time to replenish your stock. Spring will soon be here.

GRAND RAPIDS DRY GOODS CO.
Wholesale Only
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Upper Peninsula Notes. 
Lum bering  operations in the old 

cut-over district of Keweenaw county 
have been resum ed this winter, reports 
the C opper Journal, of H ancock. 
M any years ago this te rrito ry  was 
pre tty  thoroughly  cleaned of its saw- 
tim ber for m ining and o ther purposes, 
but there is said to be considerable 
pine in- the vicinity of Lac La Belle 
close to Lake Superior which will be 
disposed of.

T he p lans of the State highw ay de
partm en t for road construction  in the 
U pper Peninsula during  1922, call for 
fifteen miles of new hard  surfaced 
highw ay in M arquette county , it is an
nounced, while Chippewa county will 
see 9.5 miles constructed; A lger coun
ty, nine miles, D elta county, 7.5 miles. 
T he share of Gogebic and School
craft counties is three m iles each, 
while D ickinson’s is two miles.

In terest is being show n in the 
U pper Peninsula in the p roject to  es
tablish ano ther State fish hatchery  in 
this territo ry . M arquette county  be
lieves it has several eligible sites, 
while the Calum et C ham ber of Com
m erce has designated a site near trunk 
line fifteen on the way to  Copper H a r
bor as suitable for the proposed ha tch 
ery. M eanwhile it is announced that 
the S tate departm ent of conservation 
is sh o rt of funds for any such pur
pose.

A section of hom estead land has 
been taken up by  a farm er in the 
valley of the E scanaba river in the 
central portion of the U pper Peninsu
la. T his land was taken up under the 
special g razing  act of the U nited 
S tates which perm its en try  upon 640 
acres for g razing  purposes only in 
d istinction from  the old hom estead 
act which allows 160 acres to be en
tered  for agricu ltu ra l purposes. T he 
grazing  act is applicable chiefly to  
the W estern cattle and sheep range, 
and it is believed th a t th is is the first 
en try  of the kind made in M ichigan. 
I t  suggests the possibility of u tiliz
ing still o ther trac ts  of Governm ent 
land in th is  te rr ito ry  not desirable for 
agriculture. Since such land is p re 
sum ed to be unfit for agriculture, 
difficulty m ay be encountered in p ro 
viding w in ter feed.

New Counterfeit Federal Reserve 
Bank Note.

T he T reasu ry  D epartm ent in its 
circular letter No. 487 describes a new 
counterfeit $2 Federal Reserve Bank 
note as follows:

“On the Federal R eserve B ank of 
New Y ork; check le tter ‘D ;’ plate No. 
48; H ouston  B. Teechee, R egister of 
the T reasu ry ; John  Burk, T reasurer 
of the U nited  S ta tes; po rtra it of Jef
ferson.

“This is a deceptive photo-m echani
cal production on two pieces of 
paper between which very fine silk 
th reads have been distributed. T he 
p o rtra it o f Jefferson is rough, and 
lacks the lifelikeness of the steel en
graved genuine. T he num bering  of 
the note is good, both  as to  co lor and 
form ation. T he whole note has a 
faded appearance. T his is particu larly  
true of th e  back. Care should be ex
ercised in handling  notes of this 
description, as this counterfeit will 
deceive the careless handler of 
money.”

PRICES CURRENT ON STAPLE DRY GOODS.
1 .int prices corrected before going to 

against changes.
press, but not guaranteed

Bleached Muslins.
Auto _____   16%
Fruit of the Loom — 19%
B ra v o___________ — 15
Cabot ____________ 16
14 in. Indian Hd. S.F. 26
Big Injun --------------  13%
Lonsdole ---------------- If
Hope ________ -——  15
36 in. Indian Head — 20 
33 in. Indian Head — 18% 
54 in. Ind. Head L.F. 32%

Unbleached Muslins.
Plaza -___ _______—— 09%
9bA 36 i n . __________ 12%
Black Hawk -------------13%
Giant ------ - - - ---------  12%
40 in. Exposition----- 14%
40 in. 96A ________  12%

Wide Sheetings.
Fepperell Unblea. Blea.
10-4 _______  63 68
9-4 _______  49 63
8- 4 _____  44 49
7 - 4 _______  40 44

Less 5 per cent. 
Pequot Unblea. Blea.
1 0 -4 _______  60 66
9- 4 _____  65 6#
| - 4 _______  60 66
7 - 4 _____  44 60

Less 6 per cent. 
Pillow Tubing.

12 in. S eneca---------32%
15 in. Seneca — ----- 34%
12 in. Peppereli----32%
45 in. Peppereli----  33%
36 in. Edw ards----- 26%
42 in. Indian Head — 80
42 in. C abot______  31%
45 in. Cabot------ —— 33%
42 in. Pequot -------  38
45 in. Pequot -------  40
40 in. Qulnebaug-----80
Denims, Drills and Tieka. 
220 Blue Denim —— 18% 
240 Blue Denim —— 17
260 Blue D en im -----16
Steifels D r i l l --------17%
8 oz. C an vas______ 17%
Armour, ACA Tick,

8 oz. __________ — 28%
Cordis, ACA Tick _  25 
Warren Fancy Tick 35 
Thorndyke Fy. Sat. 37%
Amoskeag, A C A -----28%
Cambrics and Longoloths. 
Berkley, 60 Cambric 21% 
Berkley, 60 Nainsook 21% 
Berkley 100 Nalns’k 30 
Old Glory, 60 Camb. 18% 
Old Glory, 60 Nain. 18% 
Diamond Hill, Nain. 16% 
Diamond Hill, Camb. 16%

77 Longcloth------- lf%
81 Longcloth--------If
84 Longcloth-------- 17%

7001 Longcloth------- If
7002 Longcloth--------16%
7003 Longcloth —--------18%
7004 Longcloth------- 24%

Ginghams.
A. F. C . ----------------17
Toile du N o rd -------- 20
Red Rose -------------  17%
Dan River —----------  17%
Everett C lassics----- i f
Amoskeag Staples _  13 
Haynes Staples — -  If 
Lowe Cheviots, 32 in. 15
Bates 32 in. ---------  02%
Treffan 32 in. — -—  27%
B. M. C. Seersucker 18%
Kalburnie 32 i n . ----- 22%
Jacquelin, 32 in. —  40
Gilbrae. 32 i n . -------  45
32 in. T issu e ------------42%
Manville Chambray -  16% 
Red Seal Zepheyr —  18%

Prints and Percales. 
Columbia, Lights — 15

Columbia, Darks —  16% 
Columbia, Lt. Shorts 14 
Columbia, Dk. Shorts 15% 
Am. Prints, Greys — 10 
Am. Prints, Indigo.. 10% 
Manchester 80x80 Lt. 18% 
Manchester 80x80 Dk. 19% 
Scout, 64x60, Lights 14 
Scout, 64x60, Darks. 15%
S h irtin g s-------------- 09
Reds ______________ 11

Outings and Cantons.
Cashmere Twill ----- 15
27 in. Unble. Canton 14
100 Flannelette_____ 12%
1931 Outing Lights _ 13% 
1921 Light Outings _ 12% 
Applefleeee Shaker — 14% 
Scotchdown Shaker .  16 
Appledown Shaker . .  16 
24 in. White Shaker 11% 
26 in. White Shaker 12%
Daisy C lo th ----------  15
1931 Dark Outings — 15
Draperies and -Cretonnes.

Hamilton T w ill------ 16
Dresden Fy. Drapery 18 
Tudor F’cy Drapery 20
Nu D r a p e ---------- — 86
Westmoreland Creto. 16
Fancy Silkoline------ 16%
Stratford Cretonne— 16
3544 D. B. Scrim ___  13%
8177 Curtain N e t ----36
8342 Curtain Net —  62%
4039 Marquisette-----20
Dragon Drapery-----30
36 in. Art Cretonne.. 25 
36 in. Elco Tapestry. 30

Linings and Cambrics.
Tico D S a tln e-------- 80
No. 40 Blk. Satine -  16% 
No. 1 White Satine -  14%
No. 50 Percaline__ 16%
DD Black Satine — 25 
Satin Finished Satine 42% 
Raidant Bloomer Sat. 42̂ * 
36 in. Printed Satine 60 
Windsor Cambric —  09 
Parkwood Wash Sat. 67%

Merltas Oil Cloth.
5-4 White __________ 3.25
5-4 Mossaics ________ 3.10
5- 4 Blue Figure -3.26
6- 4 White __ 4.26
4- 4 Fancy ___ 4.10
5- 4 Sanitas --3.50
All oil cloth sold net cash, 
no discount.

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

Bach
3x5 ft. Reliance Prt. 70 
4x6 ft. Reliance Prt. 1 30 
5x8 ft. Reliance Prt. 1 90 
6x9 ft. Reliance Prt. 2 90 
8x12 ft. Reliance Prt. 4 26 
4x6 ft. Defiance Swd. 2 00 
5x8 ft. Defiance Swd. 2 75 
6x9 ft. Defiance Swd. 3 60 
8x12 ft. Defiance Swd. 6 20 
10x15 ft. Defiance Swd 8 00 
6x9 ft. Sterling Wool 7 50 
8x12 ft. Sterling Wool 11 50 

Gross
No. 7 Muslin Flags _ 7 30 

Sheets and Pillow Cases.
63x90 Pequot Blea._ 15 86
63x99 Pequot Blea__17 36
72x90 Pequot Blea.— 17 35 
72x99 Pequot Blea—  19 00
81x90 Pequot Blea._18 85

Less 6%
81x90 Standard ------ 16 00
42x38% Utica Cases. 4 15 
42x36 Pequot Plain — 4 32
46x36 Pequot P la in_4 66
42x36 Pequot S. S. _  5 32 
46x36 Pequot S. S. — 5 66 

Less 6%

42x36 Meadowbrook _ 2 76
42x36 Lenox ______ 8 00
42x36 Standard_____3 16

Wool Goods.
36 in. Hamilton, All 

Wool Storm Serge 67% 
No. 75. 60 in. Storm

Serge __________  87%
No. 4040, 60 in. Storm

Serge __________ 1 10
40 in. Julliards Pla. 1 32% 
60 in. Julliards Pla. 2 00 
6120, 50 in. French

Serge __________  1 50
K S, 36 in. Storm

Serge __________  87%
2215, 50 in. Storm

Serge __________  1 22%
56 in. Sllvertone

Coating ________ 2 00
D R N  Tricotine_1 65

Carpet Warp.
Peerless, W h ite____  46
Peerless. Colors _____ 50

Diaper Cloth.
18 i n . ______________1 16
20 i n . _____________ 1 26
22 i n . ______________1 86
24 i n . _____________ 1 46
27 in_______________ 1 60
30 i n . ______________1 76

Blankets.
Nashua Cotton Felted.

54x74, G. W. T . ______ 1 60
60x76, G. W. T . ______ 1 55
64x76, G. W. T . ______ 1 60
68x80, G. W. T . ______ 2 00
72x80, G. W. T . ______ 2 16
72x84, G. W. T . ______ 2 30

Catlin Cotton Felted.
54x74, G. W. T . ___ 1 82%
60x76, G. W. T . ____1.42%
60x80, G. W. T . ___ 1.60
64x76, G. W. T . ___ 1.60
64x80, G. W. T . ___ 1.60
70x80, G. W. T . ___ 1.90

Notions.
Doz.

1225-F Boston Garters 2 26 
Rubber Fly Swatters 90 

Per M
Roberts N eed les____ 2 50
Stork N eed les____ _ 1 00GWIA li COUlvB  r 't  — A VV

Per Box
Steel Pins, S. C. 300 42% 
Steel Pins, M. C. 300 46
Brass Pins, S. C. 300 76 
Brass Pins. M. C. 300 85 

Doz.
Coats Thread______  69
Clarks Mile-End Td. 69 
J. J. Clarks Thread- 56 
Gainsborough Hairnets

D. Mesh ________ 1 00
Gainsborough Hairnets 

S. M e sh _________  80
Per Box

R. M. C. Crochet Cot. 75
B-4 Clarks Crochet C. 90
Silkine Crochet Cotton 90
Sansilk Crochet Cot. 65
Dexters’ Knitting

Cotton, W h ite____1 50
Dexter's Knitting 

Cotton, Blk., col’d.- 1 76 
Allies’ Tarn, bundle. 6 60 

Pound
Fleishers Knitted

Worsted, sk e in s__ 2 00
Fleishers Spanish

Worsted, b a l l s ___ 2 26
Fleishers Germantown

Zephyr, b a lls _____8 30
Fleishers Saxony, ba. 3 30 
Fleishers Knitted

Worsted, b a lls____2 26
Fleishers Scotch &

Heather, ba lls_____2 65
Dos.

Ironweave Handkfs._ 90
Rit Dye S o a p ------------_ 80
Bixby Jet Oil Paste- 1 35 
Bixby Brown Paste — 1 35

Ladles' Underwear.
Vellastic Fleeced union suits,

HN-LS or D N -E S ___ Reg. sizes 14 60
Ex. sizes __________ —---------—  16 00

Fleeced vests and pants, Vests 
HN-LS. DN-ES, LN-NS, Reg. Slz. 8 26

Ex. S iz e s ----------- —-------------- - 9 00
Pants, AL open or closed Reg. SL 8 26

Ex. S iz e s _______________-— -  9 00
Union suits, 11 pound rib,

DN-ES or LN-NS. Reg. Sizes — 10 09 
Ex. S iz e s ________ ________ ___ 11 00

Men’s Underwear.
Hanes shirts and draw ers---------- 7 60
Hanes union s u i t s --------------------- 14 00
Black Label High Rock shirts and

drawers .. _______ 8 80
Red Label ~ High™ Rock shirts and

draw ers_________________ ___ — .9 00
Black Label High Rock union suits 15 00 
Red Label High Rock union suits 16 60 
14 pound combed union suit with

Cooper collarette______________ 15 00
Heavy all wool union s u it -----------  36 06
18 pound part wool union suit ___  18 00

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

bxd. 1 dos. 82.25 on 7 rise 10 fall 06 
Boys’ 3 lbs. on 9, extra clean yarn 

on 8 (R 10F 6)__________________* 26

Ladies’ 220 needle combed yarn
hose, seamed back ----------- — i

Ladies’ 220 needle mere, hose with 
440 needle rib. top fashion seam
in back -------------- -------------------- "

Ladies’ fleeced hose, hem t o p -------- «
Ladies' fleeced hose, rib. t o p -------- •»
Ladies’ fleeced hose, rib. t o p -------- d

60

25
25 
00
26

Hosiery—Men's.
Men’s 176 Needle Cotton Cut Toe $1 00 
Men’s 200 needle full combed yarn

h O S 6      2
Men’s 220-needle full mere, hose — 2 50 
Men’s 240 needle fiber silk hose —  4 50
Men’s pure silk hose _— ------------- ® ™
Nelson’s Rockford socks, bdls. -----l  »0
Nelson’s Rockford socks, b d ls .------ } fo
Nelson’s Rockford socks, bdls. -  l  60

Infants Hosiery.
Cashmere, Silk Heel and Toe,

60 per cent. Wool ------------------ 4 12%
Infants’ Cotton Hose 1x1 R ib ------- J
Infants’ Mercerized lx l R ib ----------- 2 00
Infants’ Fibre and Wool Hose - - - - -  6 60 

Boys’, Misses and Ladles’ Hosiery. 
Misses lx l  Cotton Ribbed Hose$1.25 on 7 R. & F. 6c 
Boys’ 2x1 Cotton Ribbed Hose$2.26 on 8 R. 10c. F. 6c

Men’s  Sw eaters.
Heavy all wool rope or shaker knit

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

to quality, e a c h ______—  3 00 to 4 60
Ladles’ Sw eaters.

Style entering into price, it is Impossible 
to give specific quotations, but sweaters 
that may readily be sold can be bad In 
a variety of styles and combinations from 
$3.00 to $5.00 each.

Bathing S u its  for Spring Delivery.
Men’s all pure worsted, plain —— 22 50 
Men’s all pure worsted with chest 

stripes — — — — — — 27 00 to 3$ 00
Ladles’ all pure worsted, plain —  25 00 
Ladies’ all pure worsted striped and 

color combinations -—— —  27 00 up
A thletic Underwear For Spring.

B.V.D.’s, No.01, Men’s union suits 12 62% 
Seal Pax, No. 10, union suits — 10 60 
Men’s 72x80 Nainsooks, may be

had a t _______________  7 25 to 9 00
Men’s Solsettes, highly mercerized

at __________ — ______________ 12.50
Men’s No. 150 “Hallmark” 72x80

Nainsook ___________________$ 9 76
Men’s 64x60 Nainsooks------------- 6 50
Men’s 84 Square N ainsooks----- 9 00
Men’s Fancy N ainsooks___ ——-  8 76

Wide and Medium Stripes.
B. V. D. Shirts and Drawers,

Shirts ______________________  6 87%
Drawers ____________________ 7 25

B. V. D. Athletic Style No. U-101 12 62%
U-D Youth’s B. V. D . ---------------  8 60
Boys’ “Hanes" No. 756, 72x80,

Nainsook Union S u its------------- 7 25
Boys’ “Hanes” No. 856, 72x80,

Union S u its_________________  0 25
Boys’ 64x60 Union S u its______  5 00
Boys’ 72x80 Union S u its ------------ 6 25

Men’s and Boys’ Cotton Underwear for 
Spring.

Men’s Egypt Balbriggan Shirts
and Drawers _________________ $ 4 50

Men's Egypt Balbriggan Union
Suits ________________    7 50

Men’s Egypt Ribbed Union Suits 8 00 
Lawrence Balbriggan Shirts and

Drawers __________________ - — 7 60
Men’s Cotton Ribbed Union

Suits, Egyption _____________  8 60
Men's Combed Yarn Cotton Union

Suits, Egyption ------------------------12 00
Boys’ Balbriggan Union Suits,

Egypt ________________________  4 50

Men’s Dress Furnishings.
Slidewell collars, linen or soft —  1 60 
Neckwear 2 10, 3 75, 4 50, 6 00, 7 60 9 00
Flannel night s h ir t s ------------- —  10 60
Dress pants ____________ 22 50 to 48 00
Mufflers _______________  12 00 to 19 60
Dress shirts ____________ 8 00 to 48 00
Laundered stiff cuff shirts, 80 aq.

percale _____________ ____ ——— 16 60
President and Shirley suspenders — 4 60

Men's Work Furnishings.
Mackinaws ___________ — 7 00 to 15 00
Duck coats  ________——---------— 3 00
Sheep c o a ts_____________  7 00 to 12 60
No. 220 overalls or ja ck ets---------- 12 00
No. 240 overalls or jack ets-----—  10 00
No. 260 overalls or jack ets-----—-  8 87%
Stlefel rope stripe, Wabash stripe 

Club or Spade overall or jacket,
2 seam, triple stitched-------------13 60

Coverall khaki _________________  24 00
Cottonade pants ________  16 50 to 21 00
Black sateen work sh ir ts ----------  8 87%
Nugget blue chambray work shirts 8 00
Golden Rule work sh ir ts ---------—  7 60
Piece dyed work shirts — ———— 6 60 
Best Quality work shirts — 9 00 to 13 60
Cherry Valley flannel sh ir ts -------  23 50
Buffalo flannel shirts —— ------ —  39 00
Domet flannel shirts ------------------  8 75
Standard flannel s h ir t s ------------- - 22 00
Harding flannel shirts ------------- 19 87%
Work suspenders -----------------  3 25
Shirley Police or X Back work Sus. 4 60

Boys’ Furnishings.
Knickerbockers ---------------  6 00 to 15 00
Mackinaws ____________— 4 26 to 8 50
Overalls, Brownies, etc. — 6 60 to 9 00 
Youths’ Wabash stripe overall —  }0 26
CoveraU-------------------------------------- }J £0
Standard flannel shirts —-— -—-— 16 50 
68x72 dress sh ir ts_______________  » 60

Caps and Umbrellas.
Black sateen shop cap. doz. ______ 1 00
Dress caps, men s, doz. — 7 60 to 10 60
Dress caps, boys’, d o z .----- 7 25 to 10 26
Men's & Ladies’ Umbrellas 10 60 to 48 00

Ladles’ Furnishings.
Middy Blouses, red, green, or navy

wool flannel, e a c h ------ — --------4 00
Serge middy blouses, each ________ £ 60
Voile waists, doz. ------—  9 00 to 16 00
Georgette waists, e a c h ------- -------- 4 00
Crepe De Chine wa’̂ cs, e a c h -----« 26
Trlcollette waists, each _ _ — 3 25 
Bungalow percale aprons, dz. 7 50 to 9 60 
Bungalow Gingham aprons, doz. 18 60 
Gingham house dresses, dz. 24 00 to 48 00 
Best sateen petticoats, doz. 9 00 to 18 60 
Pettibockers, d o z .-------------- •  00
Bandeaux, d o z .--------------5 51 55 fnBrassiers, doz. -------------— 3 25 to 13 60
Silk and cot. Env. Chem, dz. 6 00 to 19 60 
Outing gowns ----------------- 8 60 to 13 60
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¿UTTER, EGGS a™ PROVISIONS
u  i  t  g  i  a

» n w r^ 1 *“

Stocks of Storage Eggs Practically 
Exhausted.

T he Produce Review rep o rts  that 
the New York m arket was practically  
cleared of reserve stock at the close of 
last week. T here  rem ained in the cold 
storage w arehouses only a trifling 
quantity  (789 cases) and the stock re
ported by the Bureau o f M arkets as 
“street stock” was down to 16,994 
cases.

T his was nearly  all w hat m ay be 
term ed “w orking stock” in the  hands 
of the larger jobbers in course of dis
tribution , of which there m ust always 
be, of course, a p art of the  curren t re
ceipts even when there is no th ing 
th at can be called “accum ulation” or 
“reserve.” T he stores of wholesale 
receivers were alm ost bare of eggs 
excpt a com paratively small quantity  
of nearby white eggs.

U pon last week’s decline in prices 
com petition betw een the larger chain 
store d istribu tors had forced retail 
prices in these establishm ents to a 
relatively very low point. E arly  in the 
week loose eggs were offered to  the 
New Y ork public at 33@35c and be
fore the close of the week hundreds of 
chain stores were selling as low as 31c 
at a tim e when the  wholesale m arket 
for fresh firsts was active a t 32@33c 
and when the buyers for these same 
stores were taking large quantities at 
those prices.

I t looked like a “cu t-th ro at” com 
petition in which the rank and 
file of sm aller retailers were “up 
against it” and there was much 
gnaashing of teeth in the  regular job
b ing  and d istributing trade. B ut it 
led to  increasing consum ption de
m ands as a whole and started  some 
speculation as to w hether the larger 
egg supplies that everyone was look
ing forw ard to would be great enough 
to supply all dem ands on the basis of 
such low retail prices in the  popular 
stores.

A ltogether there has developed with 
the practical exhaustion of all re 
serve, a very p re tty  race betw een in 
creasing  supplies and increasing de
m ands. F o r some tim e past the m ar
ket has been very healthy w ith a 
close clearance o f cu rren t receipts, 
but now the evidences of ample sup
plies seem to predom inate and there  
have been liberal track accum ulations 
a t Chicago.

Retailer To Become Food Showmen.
T he N ational Association of Retail 

G rocers has a new scheme to finance 
itself instead of by the good o ld-fash
ioned recourse to going down into 
their jeans. I t  has established a regu
lar departm ent for runn ing  food 
shows, a clever device by which the 
m anufacturer on the one side and the

consum er on the o ther will pay the 
bills—if the enterprise succeeds.

T he scheme sta rts  off by two show s 
in April, respectively in St. Louis and 
K ansas City. T hey are not m erely the 
scheme of a p rom oter under the as
sociation’s cloak, bu t are officially 
taken under the w ing of the associa
tion by Secretary  B alsinger in a for
mal announcem ent in which he says:

“T his departm ent will be under con
trol of our executive board and in di
rect supervision of the National secre
tary. An experienced m anager w ith a 
com petent staff will have full charge 
of all details. H eadquarters will be 
righ t in o u r general office, where all 
m atters will be conducted in a busi
ness-like m anner.

“W e are negotiating  now with sev
eral local retail g ro cers’ associations 
w ho are ready for our assistance in 
pu tting  on a food show. T hese are in 
progressive cities where we feel sure 
you will wish to  be represented  as an 
exhibitor.”

No one objects to the  idea of food 
show s or of the N ational association 
running them  if it is a m eans for m ak
ing the retail g rocery  trade m ore effi
cient o r prosperous, or if it resu lts in 
b ringing the m anufacturer and con
sum er into closer touch. B ut every
one know s th a t the purpose is to  make 
m oney for the  N ational retailers, 
m oney w ith which to carry  on its very 
laudable work, and there the shoe 
pinches for those who would like to 
see the organization achieve a new 
degree of self respect.

As has been said here before, the 
N ational R eta ile rs’ A ssociation ought 
to  be w orth  a lot m ore than  the m eas
ly 25c a year its m em bers pay; if it is 
not w orth  m ore it is not w orth  any
thing. I f  its m em bers will not pay 
m ore, pay enough to support it, there  
is little justification for asking out
siders to support it—unless it is w ill
ing to  pay the price in loss of inde
pendence and lax respect.

Shall Price or Quality Rule in Food?
Should the tail of price w ag the dog 

of food products? T h a t isn ’t  exactly 
the way it m ight be said, but in one of 
the recent resolutions of the N ation
al C anners it w orks out about th at 
way. T he suspicion grow s th a t the 
trade has been playing price too  long 
and quality  too lightly, only to dis
cover in the end th a t it has played 
into the hands of the chain store and 
retarded high grade food, to the  event
ual application of the b rakes to  can
ned food demand. H ere  is the  reso
lution:

W hereas, T he im pression still pre
vails am ong m any distribu tors of 
canned foods th at it is necessary to 
a rrange prices to the consum er by 
grouping goods in classes as 5c, 10c 
15c, 20c, 25c sellers, and up, and

We are in the market to buy and sell
POTATOES, ONIONS, BEANS, FIELD SEEDS

Any to offer, communicate with us.

M? Ä . ? Ä r„8'Hilton Ave. & Railroads. GRAND RAPIDS, MICH.

MAKES
THE 5 »

FLO U R

IDEAL
BREAD

ASK YOUR GROCER FOR

MAKES
THE

IDEAL
SPREAD

JU ST  ARRIVED CARLOAD NEW  CROP JAPAN TEA S. 
SAM PLES A ND PRICES MAILED UPON REQUEST.

T V A o i e a a / e  ß i s t r i l j c z t o r s
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W hereas, T his antiquated  custom  
w orks evil in two ways:

F irs t— By the wholesale dealer at 
tim es buying inferior quality  at low
er price in o rder to keep the  retail 
price within a given group, thereby 
p lacing a prem ium  on  iirferior quality; 
or .

Second—By prevailing upon the 
canne'r of high quality goods to cut 
the price in order to provide the buyer 
w ith goods to come w ithin a given 
group and to the g reat disadvantage 
and loss to the canner; and

W hereas—A substantial num ber of 
dealers have already by their up-to- 
date m ethods dem onstra ted  th at the 
groups o f 5c, 10c, 15c and sim ilar 
sellers can be ignored and d istribu
tion greatly  increased by use of 
“penny change” prices; and

W hereas—T he supply of “penny 
change” has been ample in m ost parts 
of our country  for a generation, and 
in all p a rts  for the past few years, and 
no objection can be raised on account 
of the lack of pennies; therefore be it 

Resolved—T h a t this N ational Can- 
ne rs’ Association does hereby appeal 
to every wholesale and retail dealer 
to abandon absolutely and com pletely 
the  g rouping of goods by retail sell
ing prices on the  basis of 5c o r m ulti
ples thereof; and .

(a) T o make quality and intrinsic 
value the  first consideration.

(b) T o  give p roper consideration 
to the producer, so th a t the effort to 
im prove quality be rewarded.

(c) T o be fair to the u ltim ate con
sum er by adding to the selling cost 
only the legitim ate item s of freight 
and expenses and reasonable profit 
ra ther than m aking the difference be
tw een groups 5c per can when the 
facts do not w arran t it and by which 
distribution has been retarded ra ther 
than stim ulated.

Resolved—T hat copies of th is reso 
lution be sent to the secretaries of 
the N ational W holesale G rocers’ As
sociation, Southern W holesale G ro
cers’ Association, N ational Retail 
G rocers’ Association, National^ Chain 
S tore G rocers’ Association, N ational 
Food B rokers’ Association and to the 
conference com m ittee of the is. ational 
C anners’ Association.

Peanuts Vary in Size.
The size of Spanish peanuts show s 

little change from year to  year. T he 
V irginia type peanut, shipped from  
V irginia, N orth  Carolina and T ennes
see, however, varies considerably in 
size from  one year to another, depend
ing on the am ount of rainfall during 
the grow ing season, the am ount and 
kind of fertilizer used and o ther fac
tors. In 1920 jum bos represen ted  
about 15 per cent, of the crop and 
fancy about 45 per cent. T his season 
the percentage of fancys has dropped 
to 15-20 per cent, and the percentage 
of jum bos has increased fully two- 
thirds. Shelling stock has a lso  in
creased over 40 per cent, this season. 
As a result, shipm ents of goods in the 
shell m ay be expected to show a de
crease com pared with those for last 
season, while shipm ents of shelled 
goods are likely to increase. T hus 
far this season the shelled shipm ents 
are hold ing up well com pared w ith 
those of the fall of 1920, but unshelled 
peanuts thus far m oving from  V ir
ginia and N orth  Carolina are less than  
60 per cent, of the 1920-21 m ovem ent 
to  the corresponding date.

The Cynical Compositor.
“T he home of M r. and M rs. Charles 

Brow n was the scene of a beautiful 
w edding last evening when their 
youngest daughter, M argaret, was 
joined in holy deadlock to Mr. David 
Preston .”

A NEW  MEMBER.
T he A m erican Sugar Refining Com

pany have m ade the  announcem ent 
that they have adopted the policy of 
selling their p roducts on ly  to recog
nized wholesale grocers, in all te rr i
tories. _  . „  _

In  addition to the P u rity  O ats Com
pany, I understand  th a t D. & L. Slade 
Com pany and D unham  M anufactur
ing Com pany are also selling 
products the  S K IN N E R  W A Y  (}£0% 
M anufacturer; 100% W holesaler; 100% 
R etailer) which we think the  m ost 
econom ical and the squarest of what 
is know n as the th ree  square ways of 
d istributing  grocery  products.

W ho will be next depends upon the 
co-operation th a t vou, Mr. Independ
ent Retailer and Mr. W holesale G ro
cer, give these people that are stand
ing 100% for you.

U pon request, we have mailed over 
350,000 copies of ou r little booklet, 
“C O -O P E R A T IO N  F O R  P R O F I V ’ 
which gives the  details of our 100% 
selling policy on S K IN N E R ’S M AC
A R O N I P R O D U C T S , of pro tecting  
the Independent re ta iler by selling our 
products only to  the recognized whole
sale grocer, but if you have not had a 
copy, there is one waiting for you.

JO IN  T H E  O R D E R . Send me your 
name and address on a postal today. 
A ddress me personally, L loyd M. 
Skinner, Om aha, Nebr., U. S. A.— 
A dvertisem ent. _ ______

Peanut Holdings 600,000 Bags.
New directors of the Peanut G row 

ers’ E xchange, Inc., w ith headquar
ters at Suffolk, Va., and w ith a m em 
bership of over 5,000 peanut grow ers, 
will be nom inated at d istrict m eetings 
to be held M arch 8 in each of the 
seventeen districts th roughou t the 
peanut-grow ing counties of V irginia 
and N orth  Carolina. T he election 
occurs in May. T he exchange now 
has in storage about 600,000 bags of 
peanuts and counts on getting  about 
200,000 more. T he crop of 1921 was 
30 per cent, h igher than the  1920 crop 
and th at notw ithstand ing  the  fact 
th at m uch of the crop was poor qual
ity, as large a per cent, of it will fall 
in the two higher grades as in the 
two lower grades. T he exchange has 
already paid out for peanuts over 
$1,000,000 and still has available about 
$400,000 m ore of the $1,000,000 loan 
secured th rough  the W ar Finance 
C orporation. O f the total am ount 
paid out $400,000 has been secured 
from  local banks.

It With

Yon Make
Satisfied Customers

when you sell

“ S U N S H I N E ”
F L O U R

Blended For Fam ily U»e 
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

Watson-HiggiiisMlg.Co. 1
GRAND RAPIDS. MICH. I

y — *Merchant
Millers

Owsedby Merckaats

Prodacta sold by 
Merchants

Brand Becommeided 
by Merchants A

New Perfection Flour
Packed In SA X O LIN Paper-lined  

Cotton, San itary Sacks

French Advertisers Say 
Whitewash.

A dvertising  copy reproduced in 
white on the ground by a new process 
is a ttrac ting  atten tion  in France. A 
m achine is pushed over the  ground 
like a law n-m ow er and large, clear 
letters are p rin ted  with a pulverized 
powder, m ixed with water. T he de
vice will p rin t on wood, stone, b itu
men, ashphalt and cloth, in addition 
to  earth , and the copy it produces may 
be walked upon for some tim e before 
becom ing obliterated. Parisian  ad
vertisers are using the process to ad
vertise expositions and shows.

< 1AA  Strawberry Plants
^  V  V  100 Enrtearcrs—100 Senator Dunlop m i

b o th  p o s tp a id  an y w h ere  a t  p ro p e r  p la n t
in g  tim e . Send N ow . W e h a v e  50 o th e r  
v a rie tie s  o f s tra w b e r r ie s : a lso  sm all
f ru its ,  sh ru b s , tre e s , ev e rg reen s , e tc . F re e  
C atalog  of e v e ry th in g  to  p la n t. Our R e
duced Prices w ill p ay  yo u  to  an sw e r th is  
ad v . W rite  to d ay  to

T H E  ALLEGAN NURSERY,
Box 12, A ilegan, Mich.

Every Day in the Year—
our m arke t is w ell supplied  w ith fresh green 
vegetab les and  delicious ripe fruits.

No o ther foods are  as healthful and  econom ical 
as these bough t fresh daily  an d  p rep ared  in the  
hom e.
W e have been  distributing fresh fruits and  vege
tab les for a  quarte r of a  century  and  are now 
handling  m ore and  b e tte r  goods and  rendering 
b e tte r  service than  ever.

The Vinkemulder Company
G rand R apids, M ichigan

W H IT E H O U S E

SALES ARE

B IG
And they are growing bigger every 
year—The whole world knows just 
why—so do you!

LEE & CADY Wholesale 
"Distributors of

Dwinell-Wright Co.’s Products
DETROIT—SAGINAW—KALAMAZOO—BAY CITY
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STOVES and HARDWARE

Michigan Retail Hardware A ssociation .
President—Norman G. Popp, Saginaw.
Vice-President—Chas. J. Sturmer, Port 

Huron.
Secretary—Arthur J. Scott, Marine 

City.
Treasurer—William Moore. Detroit.

Getting Ready For the Spring House 
Cleaning Trade.

W ritte n  fo r th e  T rad esm an .
H ouse cleaning time is practically  

here. Indeed, in m any hom es the 
spring  house cleaning com m ences 
w ith the first h in t of re tu rn ing  sun
shine, which m ay be late in February  
o r early  in M arch.

T he hardw are  dealer probably suf
fers a t hom e during  the house clean
ing tim e the same as o th er men. H e 
has to accustom  himself to  eating off 
the kitchen table, dodging pieces of 
wet soap on dark  stairw ays, beating  
carpets and m oving pianos. But, un 
like o th er men, he has very substantial 
consolations for the  discom forts that 
house cleaning entails.

O ther men have to  buy the imple
m ents used in the w arfare against dust 
and germ s. The hardw are dealer 
sells those im plem ents. So he can 
afford to regard the approach of this 
season w ith equanim ity, even with 
satisfaction.

M ore, it will pay him to take ad
vantage of his own “close up” of the 
spring  house cleaning a t hom e to  de
vise m ore efficient ways and m eans 
of g e tting  after the house cleaning 
trade. T o understand  the psychology 
of the  housewife and the lines of a rgu 
m ent th a t will appeal to her is one 
of the first essentials to  landing the 
business.

M ost of the  house cleaning specials 
sell m ore or less regularly  the whole 
year round. T he dem and is heavier 
in early  spring  than  at any o ther sea
son, however, and the dealer who 
goes after business in a thorough  and 
aggressive m anner can make the 
trade  both large and profitable.

T he time to launch the cam paign 
is right now—if you have not launched 
it already. W hile an active demand 
m ay not sta rt until the w eather gives 
convincing proofs of the advent of 
spring, it is not too early  now to 
com m ence to  feature the goods. 
Prom inence given these lines now 
will result in b igger sales when the 
heavy dem and sets in. A t any rate, 
the dealer should see to  it th a t he is 
stocked up and in a position to  
handle the trade when it comes.

T here is a large and  increasing  va
riety  of goods which can be featured  
for th e  house cleaning trade. Broom s, 
brushes, m ops, pails, carpet stretchers, 
carpet beaters, ham m ers, screw  driv
ers, tack  pullers, nails, tacks and so 
on, ad infinitum, are found necessary 
in every household when the  spring 
rejuvenation gets under way.

H ere is a scheme th at was tried  
out with satisfactory results by one 
dealer. One side of his store at the 
front was tem porarily  converted into 
a house cleaning departm ent. Tables 
were used for the sm aller articles and 
the o ther lines were shown to the best 
possible advantage. O ver this sec
tion of the store a large sign was 
suspended:

You will H ouse clean soon.
W hat do you need?
T he dealer found that every woman 

who entered the store displayed an 
instan t interest in th is exhibit. T hey  
looked over the goods and, w ith few 
exceptions, made purchases. H e sold 
m ore broom s in one m onth  than  he 
had sold in any previous three 
m onths. M ost of the sales, too, were 
of a particu larly  good quality of 
broom .

As a special a ttrac tion , this dealer 
held a vacuum  cleaner dem onstration. 
The vacuum cleaner was then a novel
ty and he had a constan t succession 
of visitors to  see the new device. He 
sold a num ber of cleaners, rented 
o thers, and succeeded in selling a 
large am ount of o th e r goods to peo
ple who called for the sole purpose 
of w itnessing the dem onstration . 
Thus the dem onstra tion  was a big 
success.

D em onstrations of o ther labor sav
ing devices— such as, for instance, 
electric or hand pow er w ashing m a
chines—can be featured in connection 
with the house cleaning departm ent.

U ndoubtedly  a g reat deal can be 
done by  arrang ing  an attractive  w in
dow display o f house cleaning lines. 
M any people will notice th is display 
who otherw ise would not en ter the 
store, but who m ay be induced by the 
display to step inside. Such a display 
should be pu t on early in the season. 
A display now to call a ttention  to the 
fact th at the hardw are store carries 
these goods, and a second_ display 
later when the house cleaning season 
is under way, will give this depart
m ent effective publicity.

T here is so much w ork incidental 
to house cleaning that the trade  pos
sibilities are wide and varied. For 
instance, old stoves m ust be polished; 
and there will be, as a result, a  big 
dem and for polishes. Gloves are 
needed for use in applying the polish. 
B rushes also are required. Silverw are 
cutlery  and brass goods m ust also be 
brightened up and this creates a dte- 
m and for the polishes used for these 
special purposes.

An old m ethod but a good one for 
use in featuring  these lines is to place 
some article  in the window, say a tea 
kettle, half of which has been b r ig h t
ly polished and the o ther half left in 
a dull and stained condition. The

Michigan Hardware Company
100-108 Ellsworth Ave., Corner Oakes 

GRAND RAPIDS, MICH.

Exclusive Jobbers of Shelf Hardware, 
Sporting Goods and

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

Foster, Stevens & Co.
Wholesale Hardware

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

Grand Rapids, Mich.

W. M. Ackerman Electric Co.

Electrical Contractors
All Kinds of Electrical Work.

Complete Line of Fixtures.
Will show evenings by appointment.

549 Pine Avenue, N. W., Grand Rapids, Michigan
Gitzens 4294 Bell Main 288

O ur travelers are out w ith  the new things in robes, 
blankets, sheep lined coats and mackinaws. In  the 
past our line of th is merchandise has alw ays been 
a strong and active one and for 1922 you will find 
m any fine additions.
K indly w ait un til our salesman calls on you and 
then look over the line. You will be glad you 
waited for this.

Brown & Sehler Co.
G rand R apids :: M ichigan
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con trast will serve to  em phasize the 
splendid results to be obtained by use 
of the polish. One dealer w ho follow
ed out th is idea, placing the kettle on 
top of a pyram id of packages and 
tins containing polish of various kinds 
sold a surprising  am ount and has been 
getting  repeat o rders steadily ever 
since.

A stro n g  effort should be m ade to 
push the sale of vacuum  cleaners. In 
m any hom es a com plete change of 
house cleaning m ethods has been 
brought about by the in troduction  of 
the vacuum  cleaner; and the  hard
ware dealer will find th a t the__ device 
is no longer an experim ent, regarded  
by prospects with doubt and sus
picion. T he stage has ra ther been 
reached where m ost people who do 
not possess vacuum  cleaners w ant 
them  and it is m erely a m atte r  of per
suading the p rospect th a t they are 
w orth  the  m oney, and arran g in g  the 
term s of paym ent.

F o r the advertising  and sale of such 
devices, there is no th ing so good in 
the initial stages as a dem onstration. 
T here is to-day little of the lingering 
skepticism  of o ther years in regard  to 
the vacuum  cleaner; but a practical 
dem onstration , either in the sto re  or 
in the p rospect’s home, will quite 
often clinch a sale. Seeing is believ
ing. I t  devolves on the dealer, there 
fore, to dem onstrate. The w ell-adver
tised dem onstration held in the  store 
will, of course, draw  a lot of people 
who are quite likely to make o ther 
incidental purchases.

T he question , of the advisability of 
ren ting  vacuum  cleaners is bound to 
come up. T he ren ting  of m achines in 
the early days of the business un
doubtedly helped to in troduce the 
cleaner in hom es w here it had p re
viously been an unknow n quantity . 
People ren ting  a m achine and discov
ering  its value by actual experience 
were as a rule eager to  buy it. T here  
is thé danger, however, th at some 
families will ren t at infrequent in te r
vals instead of purchasing. R enting 
should be done cautiously if a t all, and 
should be used as far as possible 
m erely as a m eans of leading up to 
sales. T he m atter is one for the in
dividual dealer to settle for himself, 
in the light of his own experience, and 
his intim ate know ledge of his own 
com m unity.

T he possibilities of pain t in con
nection with spring  house cleaning 
should not be lost sight of. A t this 
tim e there is a g reat opportunity  pre
sented for the sale of in terior paints, 
varnishes, stains, wall tints, and the 
like. Every  home needs a certain 
am ount of “touching up” in th e  spring. 
T he steady w inter w ear leaves its 
m ark  on floors and w oodw ork. F u r
n iture has becom e scratched and dull. 
T he p roper tim e to make up for these 
ravages is when the  carpets and rugs 
are up, the curtains down and the 
furniture out.

T h e  dealer should see to it th a t in
terio r pain t lines are actively featur
ed in connection with his spring  house 
cleaning cam paign. Include these 
lines in your displays, .dem onstrate 
them  if you have tim e and space for 
th a t purpose, advertise them , and sug
gest them  personally  to  individual 
custom ers. At the sime tim e, keep

a look-out for prospects fo r  ex terio r 
paint, to be followed up when the 
pain t season opens.

A point to be em phasized in your 
spring  house cleaning advertisem ents 
and displays is the  im portance to  the 
housewife of being fully equipped for 
the work. “M odern equipm ent saves 
labor” is a good slogan, in tim es like 
these when efficient household help 
is hard  to get.

I t  will pay to  push house cleaning 
lines aggressively, and to  s ta rt push
ing early  in the season. T he early 
work may not produce im m ediate re
tu rns, but it has an educative value; 
and the results will m ake them selves 
felt in bigger business at the height 
of the season. V ictor L auriston.

Sire of Corporations.
I t is claimed for a Swedish copper 

com pany th a t it is the oldest indus
tria l corporation  in the  w orld, w ith a 
charter dating  back to 1347, bu t its 
birth  antedates this, for its h isto ry  can 
be traced to 1225. T he name of th is 
com pany in m ining and smellting cop
per originally, though now in terested  
in a g reat m any th ings besides copper 
and with funds am ounting  to  90,000,- 
000 kroner, is S tora K opparbergs 
B ergslags A ktieblaget (T he G reat 
Copper M ountain M ining Company, 
Inc.).

A New Kind of Fuel.
Successful experim ents have recent

ly been m ade with a fuel com posed 
of a m ixture of an thracite  dust and an 
alm ost pure carbon obtained by dis
tillation of coal-tar pitch. T he stuff 
is pressed into briquets, the coal-tar 
pitch product serving as a binder. In  
this shape it is hard, dense and in 
color silvery to. gray ish  black.

A stove m anufacturer had a dealer 
who did not realize that he was losing 
business because he failed to  carry  a 
large enough stock. T he salesm an 
ascertained the  approxim ate num ber 
of stoves which the  o ther four dealers 
in the tow n were selling and discover
ed that his custom er was handling  
about one-tenth  of the  to ta l business. 
“T his line represen ts th e  business you 
are getting. T his second line repre
sents the business your com petitors 
are getting ,” said th e  salesm an, as he 
drew  two heavy black lines across a 
sheet of w rapping paper w ith the big 
m arking crayon. “Your line is just 
about one-tenth as long as your com
petito r’s. T he simple little dem onstra
tion roused the dealer to his oppor
tunities, and helped pave the way for 
a m uch larger o rd e r than  usual.

Sand Lime Brick
Nothing as Durable 

N othing as Fireproof 
Makes Structures Beautiful 

No Painting  
No Cost for Repairs 

Fire Proof 
W eather Proof 

Warm In W inter  
Cool In Sum m er

Brick is Everlasting

Grande Brick Co., Grand 
Rapids

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

Rives Junction

We are making a special offer on

Agricultural H ydrated  Lime
in less than car lots.

A. B. KNOW LSON CO.
Grand Rapids Michigan

8*
Cumulative-Participating

Preferred-Investment
OF THE

PALACE THEATRE 
CORPORATION

AND OLIVER THEATRE
Send for Attractive Cir

cular on a Growing-Going 
Proposition—now active.
Note—The .Editor of the Trades
man recently visited South Bend 
and was so well impressed with 
our proposition that he handed us 
his subscription.

PALACE THEATRE 
CORPORATION 

Oliver Theatre Bldg. 
South Bend Indiana

REFRIGERATORS
fo r  ALL P U R PO SE S

S e n d  fo r  C a ta lo g u e

No. 95 for Residences 
No. 53 for Hotels, Clubs, 

Hospitals, Etc.
No. car Grocery Stores 
N o , Si for Meat Markets 
No. 75 for Florist Shops

McCRAY REFRIGERATOR CO.
2244 Lake S t., K endallvllle, Ind.

Store and Window

A W N I N G S
made to order of w hite  or khaki duck, 

plain and fan cy stripes.
Auto T en ts, Cots, Chairs, Etc.

Send for booklet.

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

DIAMOND MATCHES

'TH IS IS OUR TRADE  
MARK, and its use on 

a package assures quality 
and satisfaction to the 
user; a prompt sale and a 
fair profit to both the Re
tailer and the W holesaler.

THE DIAMOND MATCH CO.
BOSTON NEW  YORK CHICAGO ST. LOUIS

SAN FRANCISCO NEW  ORLEANS
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Who Will Be the Future Salesman?
T he old distinction betw een manual 

labor and brain is becom ing a m em ory 
of old days of m uddling through. 
W ith  us the m echanical o rd e r taker 
has no place, ceaseless com petition 
will no t allow  such, a successful sales
m an m ust be a man of m ind and not 
sim ply a machine.

An often quoted m axim  is that there  
is no friendship in business we all re
m em ber, but it is not all tru th ; there 
is friendship in business to  a certain 
extent. T he relation of the buyer and 
seller, their obligations to each o ther 
and their frequent in tercourse begins 
with m ere acquaintanceship, bu t if 
founded on m utual respect, confidence 
and esteem  often ripens into friend
ship. I firmly believe the m ore friend
ship we can have in our business rela
tions the better it will be for all con
cerned, though we cannot expect to 
obtain sales if we are 10 per cent, 
higher in price than  o th e r houses un
less there are com pensating advan
tages such as delivery, quality and 
service.

The w inning personality is the fac
ulty to keep your good qualities fore
m ost in your everyday m aneuvers and 
soft pedal your peculiarities and weak 
spots. Personality  is m ore valuable 
to -day  than ever before. In  instances 
of clean com petition, where all th ings 
appear equjil, it is invariably the per
sonality  of the salesman that tu rns 
the tide in his favor.

I have said in m any of our weekly 
le tters to  the boys th a t salesmen are 
not born , they  are made. Of course, 
a good m any people do not believe 
this. If  a man has am bition there  is 
no reason why he cannot be taught 
to sell. Books and lectures are all 
right, but the way to get him  and 
get him righ t is m ostly by exam ple 
and wise handling on the  road. He 
needs to  be taugh t self-pride the op
portunities to  real salesm anship are 
practically  unlimited.

A buyer is 15 per cent, full of 
cussedness and 85 per cent, of sterling  
qualities. Every man has about 15 
per cent, of cussedness in his m akeup 
and no doubt m any of you th ink  he 
has th is all bottled  up in a small 
syphon all ready cocked ju st when 
you call. But rem em ber, he has 85 
per cent, sterling  qualities, and if you 
can get th rough  his hide of cussedness 
he is well w orth knowing. F igure 
some of th is kind of men* who are 
now  your best custom ers, some of 
those who alm ost got your goat the 
first tim e you called on them .

Salesm anship is a battle  o f  brains 
and p itting  one’s in tellect against an
o ther’s resistance. On the o ther hand, 
if there was no resistance there would 
be no need of salesm en. W e could

pack up our goods and ship in al
phabetical o rder until our whole stock 
was gone. W hat fun would there  be 
in such kind of business?

But we have resistance and com pe
tition, doubt and stubbornness to 
overcom e, and every salesm an to-day 
m ust be endowed w ith grit, diplom acy, 
enthusiasm , determ ination and per
sonality. In fact, a salesm an to-day 
m ight be term ed an am bassador for 
the firm he is representing , for no 
diplom at has to  exercise diplom acy 
m ore than does a successful salesm an.

W hen the proper relations exist be
tween a house, its salesm en and the  
custom ers they form  a trip le alliance 
the foundation of which is confidence, 
the purpose of which is m utual profit. 
Confidence is a p lant of slow grow th.

It is our constan t aim  never to  have 
any e rro rs occur in our service, but 
they will creep in and when we do 
make a m istake it is up to  us to  climb 
the harbcd wire fence and get over 
on the custom er’s side and get it 
straightened out at once.

One of the men w hom  I come in 
contact with every day pu t the whole 
m atter in a nutshell when he said: 
“T he only th ing  I have to sell is se r
vice.” W as he not right? Indiv idual
ly, all we have to sell is service, the 
best there is in our being.

The man who on ly  pu ts 50 per cent, 
of himself into his job cannot expect 
his job to  turn  around and pay him  
100 per cent. W ork  is service—and, 
boys, unless we serve we don’t  de
serve. If  we do not get a thorough 
knowledge of our goods, if we don’t 
call on custom ers enough, if we do 
not go after the prospects, we cannot 
expect to get item s or new custom ers.

In  p roportion  to the quality and 
degree o f our service so should be 
our rew ard. L ife’s re tu rn  to us is 
based upon what we give to life. Ac
cording to the streng th  of the house 
spirit to such a degree will the house 
perm anently  prosper. M ay we use 
the expression, “All for one and one 
for a ll”—hard w ork that is hard con
scientious plugging, w'ith full confi
dence in one ano ther—is just w hat 
every organization  m ost needs and 
m ust have. F red  W . Davis.

A. W. EHRMAN & CO. 
Accountants and Auditors 

Federal Tax Service

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

GRAND RAPIDS, MICHIGAN

W estern Hotel
BIG RAPID8, MICH.

Hot and cold running water in 
all rooms. Several rooms with 
bath. All rooms well heated and 
well ventilated.

A good place to stop.
American plan. Rates reason

able.
WILL F. JENKINS, Manager.

Beach's Restaurant
Four doors from Tradesman offioe

QUA L I T Y  THE B E S T

OCCIDENTAL HOTEL
FIRE PROOF 

CENTRALLY LOCATED  
Rates $1.00 and up 

EDW ARD R. SW ETT, M«r. 
Muskegon Michigan

HANNAFORDS 
NEW CAFETERIA

9-11 Commerce Ave., or 
45 Monroe Ave.

For The Past 10 Years
Prop, of Cody Hotel Cafeteria

H O T E L  W H IT C O M B
St. Joseph, Mich.

European Plan
Headquarters tor Commercial Men 

making the Twin Cities of
ST. JOSEPH A ND BENTON HARBOR
Remodeled, refurnished and redecor

rated throughout.
Cafe and Cafeteria In connection 

where the best of food is ob
tained at moderate prices. 

Rooms with running water $1.60, with 
private toilet $1.76 and $2.00. with 

private bath $2.60 and $$.00.
J. T . TO W N SEN D , M anager.

C O D Y  H O T E L
G R A N D  RAPIDS

d  a t v q  I $1.50 up without bath K A1 BO |  {2 50 up with bath
CAFETERIA IN  CONNECTION

“ A  MOTOR CAR
,  is  o n l y  a s  g o o d  

a s  t h e  h o u s e

THAT SELLS IT."

We consider our Service 
organization second to none in 

Michigan.

Consider this when you buy your 
NEXT CAR.

WE SELL

Pierce-Arrow
Franklin

Oldsmobile

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

Chocolates
Package Goods of 

Paramount Quality 
and

Artistic Design

3 Short Blocks from Union Depot and Business Center

HOTEL BROWNING
MOST MODERN AND NEW EST IN

GRAND RAPIDS
ROOMS with Duplex Bath $2.00; With Private Bath $2.50 or $3.00
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Annual Election and Banquet of G.
R. Council.

A nother chap ter of Y ou-S eeT ee  
history  was m ade Saturday, M arch 
4, a t the annual m eeting of Grand 
R apids Council, No. 131, U nited  
Com m ercial T ravelers. T he m eeting 
was scheduled to  open a t 9:30 a. m. 
and exactly on th a t hour Senior 
C ouncilor, John B. W ells declared 
the m eeting opened in due form . I t  
is a fact, and th is is usually so each 
year, th a t the num ber of m em bers 
present at the opening session is not 
large. T his was so again th is year, 
w ith two o r th ree  officers n o t in their 
respective stations. T he forenoon 
session was taken up w ith the usual 
routine  business—reading of com 
m unications, reports of com m ittees 
and also the annual report of Sec
re ta ry -T reasu rer, A llan F. Rockwell.
In  the rep o rt of the Secretary  the 
fact was b ro u g h t out th a t the m or
tuary  list was the largest of any year 
in the  h isto ry  of Grand R apids Coun
cil. T en m em bers, good and true, 
had been called to  the e ternal coun
cil. T he num ber of m em bers in good 
standing was 560. T he financial s ta te 
m ent show ed $358.05 in the  general 
fund, m aking a to ta l of $1,113.05. T he  
report on the building fund show ed 
$1,378.70 in th a t fund. D uring  the 
year th irty -one  claim s had been paid, 
am ounting  to  $1,710.76. R igh t here, 
we w ant to  call a tten tion  to  the  fact 
th at there  is not to-day any be ter 
proection  o r any larger indem nity 
paid for the m oney than  the U nited  
Com m ercial T ravelers give; th a t the 
fra te rnal feature  of the organization 
and the p rotection  given the  widows 
and orphans should convince every 
m an who was eligible to  m em bership 
th a t it is a duty  he owes to  him self 
and his family to  seek m em bership 
in the o rder of U nited  Com m ercial 
T ravelers. A t 11:30 a recess was 
taken and all presen t accepted the in
vitation  from  the  Y ou-See-Tee Club 
to  go over to  the  A ssociation of 
Com m erce for lunch. A t 1:30 the 
m eeting was again called to  o rder 
w ith all officers in their stations. 
A fter some m ore routine  business was 
transacted , the Senior Councilor an 
nounced th a t the nex t o rd e r of busi
ness would be the election of officers 
and delegates to  the Grand Council 
m eeting. N ever before in the h isto ry  
of Grand R apids Council has a set of 
officers been elected, also delegates 
elected, w ithout som e con test w hich 
resorted  to  the spreading of ballo ts, 
but from  the  office of Senior Coun
cilor to  the office -of Sentinel, there  
was but one candidate nom inated, and 
from  the fact of there  being bu t one 
candidate and no objections being 
raised, the tellers in each and every 
office were instructed  to  cast unano- 
m ous ballo t fo r said candidate, the 
result being as follow s:

Senior C ouncilor—Jam es H . Bolen.
Jun io r Councilor— P e rry  E . L ar- 

rabee.
P ast Councilor—John B. W ells.
S ecretary  - T reasu re r — Allan F. 

Rockwell.
C onductor—R. A. W ait.
Page— G ilbert H . M oore.
Sentinel—W alte r  C. J. M iller.
W . S. K ing  and E. E. Zeck, m em 

bers of the Executive Com mittee, 
were elected to  succeed them selves 
for ano ther term .

D elegates to  the Grand Council: 
Jam es H . Bolen, John  B. W ells, A.
N. B orden, F red  J. Gray, W . D. B os
nian, John  H. Shoem aker, Jo h n  D. 
M artin  and L. V. P ilk ing ton ; a lte r
nates, D. E. Keyes, J. M. V ander 
Meer, C. R. Law ton, E . J. M cM illan, 
W . K. W ilson, F . E. Beardslee and
O. W . Stark.

An alarm  at the ou ter door from  
the Sentinel b rough t the news th at 
there  was a class of e igh t traveling  
m en w aiting fo r initiation. T he 
bunch consisted of Louis C. Lardie, 
representing  the Kim mel M illinery 
Com pany; Charles T . K onden, rep 
resenting  the  M oore P low  & Im ple
m ent Com pany; W illiam  E. Hall, 
represen ting  the S toughton  W agon 
Com pany; John  Crotese, rep resen t
ing R eynolds Tobacco Com pany; 
Joseph D. U ssery , represen ting  the  
C ontinental D rug  C orporation ; A n
drew  C. Van Buren, representing  the 
N ational Candy C om pany; Carl W . 
D ingem an, representing  the  P enslar 
C om pany; H a rry  N. Lund, represen t
ing the S tandard  Oil Com pany. A 
b e tte r looking bunch of fellows never 
came up for initiation.

T he Council was honored by the 
presence of Grand C ouncilor A. W . 
Stevenson and Steve, in his usually 
happy way, gave a nice ta lk  to  the 
boys and then installed the  newly 
elected officers and im parted to  them  
the new passw ord for the  ensuing 
year. Steve also gave som e very  nice 
advice to  the newly-elected officers.

Senior C ouncilor Jam es H . Bolen 
then took  charge of the  m eeting and 
appointed com m ittees for the  year, 
as follow s:

H o te l Com m ittee—John  D. M artin , 
Chairm an.

F lo ra l Com m ittee—Allan F. R ock
well, Chairm an.

Baseball Com m ittee—W alte r  L ipps, 
chairm an; H a rry  Dow ney, m anager; 
Dan V iergever, Secretary .

T ran sp o rta tio n  and B aggage Com 
m ittee— G ilbert H . M oore, Chairm an.

Good R oads Com m ittee— G. W . 
B osw orth, Chairm an.

Grievance Com m ittee— A. N. B or
den.

L egislative Com m ittee—L. V. P il
kington.

M em orial C om m ittee—H om er R. 
Bradfield, Chairm an.

E n te rta in m en t Commitee—A. H . 
B ehrm an, Chairm an.

P ian ist—W . N. R obinson.
Chaplin—-Past G rand Councilor, 

John  D. M artin .
A t 5 o’clock the business of the 

session being all completed, Senior 
C ouncilor Bolan duly closed the  
m eeting and everbody w ent hom e 
w ith this one th o ugh t in their m ind— 
th a t they  never before had attended  an 
annual m eeting  of Grand Rapids Coun
cil, No. 131, w here there  w as abso
lutely ho friction, no argum ents, no 
contest, o r rivalry  fo r offices, and 
in w hich everyth ing was conducted on 
scheduled time.

In  the  evening a t  7 o’clock the 
doors of the ball room  in the  P an t-  
lind H o te l were th row n open and the 
m em bers, their fam ilies and friends

were seated a t the banquet table. As 
is usual with any th ing  furnished by 
the Pantlind  H otel, the eats were 
excellent. T he en terta inm ent and 
speaking a t the close of the banquet 
was all sh o rt and snappy and a t the 
scheduled tim e of 9:45 the floor was 
cleared and the o rchestra  again s ta r t
ed the m usic for dancing. T he com 
m ittee who had charge of th is b an 
quet, consisting  of Mr. and M rs. L.
V. Pilk ington, M r. and M rs. E. E. 
Zeck, Mr. and M rs. W alter S. Law - 
ton, Mr. and M rs. W alte r N. B urgess 
and Mr. and M rs. H om er R. B rad- 
field, were highly congratu la ted  on 
the success of their efforts of this 
particu lar banquet and d inner dance. 
V ery p re tty  souvenirs were given to  
each person when seated and favors 
contributed  by the follow ing firms: 
Lubetsky Bros. Co., c igars; San T el- 
m o C igar Co., c igars; N ational Candy 
Company, candy; T radesm an  Com 
pany, p rogram m es; W . W . Mulick, 
flowers.

A t 11:30 the o rch estra  played H om e 
Sweet H om e and a happier o r m ore 
satisfied bunch never sta rted  for their 
hom es from  the w ind-up of an an 
nual banquet and ball given by Grand 
Rapids Council. Com m ercial T rav e l
ers. Jo h n  D. M artin.

Boomlets From Booming Boyne City.
Boyne City, M arch 7— O ur spring  

prim ary  was the m ost exciting time 
th at Boyne City has seen for m any 
years. T he vote was fully 75 per 
cent, of the total registered  and every 
one was looking for proselytes. The 
storm  center was the nom ination for 
M ayor, contested by the popular Dr. 
Guy C. Conkle, who came to us after 
the world w ar from  our neighboring 
tow n of Boyne Falls, having served in 
the cam ps and hospitals in the East. 
H e was opposed by F ran k  O. Borden, 
who came here  as general m anager 
for the W . H. W hite Co. and the 
Boyne City, Gaylord & Alpena R. R. 
under the receivership of the Michi
gan T ru st Co. and after the success
ful term ination  of the receivership be
came the general m anager of the 
Boyne City Lum ber Co. Mr. Conkle 
was the w inner in the contest by an 
alm ost two to one vote. T hree of the 
four alderm en who were up for re
nom ination were tu rned  down. _ The 
men who failed of being nom inated 
have given the city very efficient ser
vice for th e  past difficult years.

O ur com m unity is gradually  re
covering from  the effects of the g reat 
storm . Sidewalks and streets are in 
a mess. An a ttem pt was m ade at 
p low ing o u t th e  sidewalks, but the 
resu lt was not very  attractive. A one 
track  footpath  for pedestrians and a 
single road in the street for team s is 
all we have had. W hen the b reak  in 
the freezing w eather came Sunday, 
the sidepaths were brooks and the 
streets were num erous rivers both 
bordered  by w ater soaked snow  of 
unknow n depth. Fortunate ly , our 
thaw  caught cold, M onday -night, 
which will give the unfrozen ground a 
chance to  absorb  the w ater. Because 
of the continued freezing w eather 
since N ovem ber and the  good blanket 
of snow, the  soil is everyw here as soft 
as in sum m er. W e have had w hat we 
call a good w inter. P len ty  of snow, 
not to o  m uch and no thaw . I t  is 
to  be hoped th a t the com ing sum m er 
will be ju st as propitious.

W e are inform ed th a t the  p lan ts of 
the M ichigan Iro n  & Chemical Co. 
and th e  Charcoal Iron  Co. of America, 
after having m ade extensive repairs, 
supposedly for im m ediate resum ption 
of operations, are closed indefinitely. 
T his m akes a bad situation for the 
tow n. M any of our w orkers who 
have been living on hope and credit 
for the past w inter are burdened with 
debts, w ith no im m ediate chance for

liquidation. T he m erchants who 
have cared for their w ants on credit 
will be a long time cleaning up the 
accounts, however honest the cus
tom ers m ay be. Com ing as it does 
when reports in trade journals ana 
daily press are d istinctly  optim istic, it 
is very m uch of a shock to the  busi
ness com m unity. _____  Maxy.
Notable Features of Canned Foods 

Situation. -
T he advance in price of field corn 

is having a ham pering  effect upon the 
efforts of canners to contract for 1922 
acreage for cannery crops—peas, corn 
and tom atoes.

T he canners have nam ed opening 
prices for the 1922 pack of canned 
peas, corn and tom atoes m uch lower 
than  those nam ed for 1921, basing  
the low er prices partly  on the re
duced price of cans, cases and labels, 
which am ounts to  about ten cents per 
dozen. T he rem ainder o f the  reduc
tion in prices they anticipated or 
based upon securing the raw  products 
used in canning a t a m uch low er 
price.

Now, however, th at the price of 
field o r com m on corn has sta rted  to  
advance, farm ers find th a t raising  
com m on or field corn is likely to  be 
m ore profitable than  grow ing crops 
fo r canning purposes, and m any are 
declining 'to en ter into contracts with 
canners a t the proposed reduction in 
prices.

T his situation, w ith the  reluctance 
of wholesale grocers to con tract for 
futures of the 1922 pack, is likely to 
prove em barrassing  to canners unless 
these conditions change soon.

Canned asparagus is one of the 
popular articles th at seems to sell out 
clean every year, there being insuf
ficient produced to supply the demand. 
T his is the case now, and the  new 
pack will be received w ith no hold
over supply on hand. M any sizes and 
styles are even now no t to be found 
in any  of the m arkets. California has 
a practical m onopoly in the produc
tion of canned asparagus, and it is a 
m onopoly based upon natu ra l advan
tages of soil and clim ate which can
not be overcome.

H aw aiian canned pineapple is an
o ther article in canned food that is 
never produced in quantities sufficient 
for the demand. T he production of 
th is fru it and th e  canning of it has 
been made im portan t in the  last ten 
years, and has increased from  a few 
hundred cases to  about 6,000,000 cases. 
T he volcanic soil of the islands, 
coupled w ith the clim atic conditions 
prevailing, gives them  a m onopoly of 
canned pineapple production. Then, 
being a p o rt of th e  U nited States, their 
ou tpu t of pineapple to  the U nited 
S tates w ithout paym ent o f duty, 
which condition operates to  the  ex
clusion of the canned pineapple of the 
B aham as and of Singapore in com 
petition w ith the H aw aiian product.

John A. Lee.

Twenty Per Cent. Reduction in 
Wages.

Lynn, Mass., M arch 6—T h e  L ynn 
Shoe M anufacturers’ A ssociation is 
considering the possibility of m aking 
L ynn an open shop tow n. A m ajo r
ity  of the em ployers have pledged 
them selves not to  en ter an agreem ent 
w ith the union unless a 20 per cent, 
wage cut is accepted.

There is nothing to some books ex
cept a good title.



34
March 8, 1922M I C H I G A N

Michigan Board of Pharmacy.
P re s id e n t—J a m e s  Ë . W ay, Jack so n .
See’y a n d  T re a s .—C harles  S. Koon. 

M uskegon.
D irec to r o f D ru g s  and  D rug S to res— 

H . H . H offm an, S an d u sk y ; O scar W. 
Gorenflo, D e tro it; J a c o b  C. Dykerna, 
G rand  R ap ids; J .  A. S k in n e r, C edar 
S prings. . . .  „  ,,M arch  K xam ination  Session—-G rand 
R apids, M arch  21, 22 a n d  23.

J u n e  E x am in a tio n  S ession—D etro it,
J u n e  20, 21 a n d  22.________________ ______

A Few  Fundam entals of Com m ercial 
Pharm acy.

In  the absence of a definition for 
com m ercial pharm acy, some of the 
functions included o r listed m ay be 
considered. H ere  opinions will dif
fer. I nam e cleanliness first. I t  is 
an economic necessity, a  m oral duty, 
and an essential of success to  have 
a pharm acy clean. I suggest th a t a 
course in pharm acy include instruc
tion in the handling of the three 
brushes—the window brush , the  floor 
b rush  and the bo ttle  brush. T he abil
ity, know ledge and w illingness to 
handle the afore-m entioned brushes 
will, in m ost cases, con tribu te  to  the 
success of the retail druggist.

T his does not mean the tu rn ing  of 
a pharm acist into a p o rte r; the ap
plication is, when show  w indows are 
clean the  pharm acist will m ost likely 
display som e of his wares, which, no 
m atte r w hat they are, will a ttrac t the 
passerby’s attention , and the la tter 
will very soon habitually  look for the 
window display. T herefore, th rough  
intelligent handling of the window 
b ru sh  one will soon indulge in win
dow trim m ing, which gives considera
tion  to all sides of the business and 
will have a w onderfully  stim ulating 
effect on the  com m ercial as well as 
the professional p a rt of it.

T he  floor b rush—T he knowledge 
and desire of handling  the sweeping 
im plem ent will assist g reatly  on  the 
inside appearance of the store. W hen 
people come into a public health  in
stitution, they  expect it to  be som e
w hat superior to the o rd inary  m er
cantile establishm ent—the first guide 
to health  is cleanliness.

T he B ottle  B rush—Step behind the 
prescription counters o f som e drug 
stores. W hat are the characteristics 
of this m ost im portan t and funda
m ental p a rt of the business—th e  m edi
cal kitchen, where p rescrip tions are 
carefully  com pounded by the pharm a
cist, to  which th e  public from  tim e im
m em orial, h a s  been accustom ed to 
look as a  life-saving departm ent of 
the institu tion  called a pharm acy, and 
th ro u g h  w hich the  side-lines often 
connected w ith the prescrip tion  coun
te r  are  looked upon as b e tte r and 
m ore reliable than  sim ilar w ares 
bough t elsewhere.

In  fact it is th e  sp irit of pharm acy. 
W ith o u t th is  sm all space called the 
prescrip tion  room  the  sto re  would not

be called a d rug store. Yet the fact 
rem ains that the stock, shelf bottles, 
fluid ex tract bottles, etc., of some 
stores are often not cleaned for 
m onths; dirt and filth are the dom in
an t characteristics of the  prescrip 
tions of such places. In m y opinion, 
B oard of Pharm acy inspectors should 
be clothed with au tho rity  to check up 
and grade the degree of cleanliness of 
stores, and give them  the p roper pub
licity, if deemed necessary.

H ow  m any thousand dollars would 
be saved by the druggists if they  were 
taugh t scientific bottle  w ashing, and 
thus resurrect used bottles into usable 
ones for the dispensing of com m er
cially used drugs such as turpentine, 
linseed oil, denatured  alcohol, etc. I t  
would mean not only the saving of 
dollars and cents, but it would also 
teach the young apprentice, and the 
recen t pharm acy  graduate, care and 
thrift.

W hen a professor of a reputable 
school of pharm acy “dow ned” his col
lege toga and donned a white coat be
hind the counter o f a retail d rug  store, 
he did not display any shrinkage of 
brain m atter, but an abundance of it; 
he dem onstrated  broad  vision and an 
ability  to com prehend, grasp , and 
read the w riting on the m odern p h ar
m acy wall. H e w ent out to  see ph ar
m acy in action in reality , in life; not 
as in the book. H e h as realized th at 
if pharm acy  as a profession is to  su r
vive anM create  for itself a place 
am ong the family o f professions, it 
m ust prove th at it is o f real public 
benefit, and th e  only  way it can be 
done is by giving the apprentice and 
beginner in pharm acy a real train ing  
course.

T he store experience, o r internship 
as some choose to call it, m ust not 
be looked upon as giving the  p ro 
prieto r of the retail d rug  store cheap 
help. T his so rt of help is far from  be
ing cheap—really  it is th e  m ost ex
pensive. T he p roprie to r is paying the 
beginner d irectly  a wage for com pe
tence, and indirectly  for his incom 
petence, negligence, and  som etim es 
m isconduct. In  some o f the  E u ro 
pean countries apprentices w o rk  a 
period w ithout pay, and even pay for 
the privilege o f receiving the store 
experience. T heir w ork  is n o t lim ited 
to  the  brainy  kind alone; th ey  do 
everyth ing there is to  do, be it rub 
bing, scrubbing, o r bottle  washing. 
T hey  are like those  w ho choose a 
m ilitary career. E n te rin g  W est Point, 
their goal is a com m anding position, 
bu t they  m ust go th ro u g h  the  tra in in g  
process, which includes keeping their 
room s clean, c lean ing  and polishing 
equipm ent, cu rry ing  their horses, etc.

W e have read  contributions in  o u r 
pharm aceutical p ress from  m em bers
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of faculties th a t “the apprentice, who 
is con ten t to  w ork  around a d rug  
store polish ing  fountains, w ashing 
bottles, is brainless, and the sto re  ex
perience has no o th er value except to 
supply m erchan ts w ith cheap help.” 
I am certain  that such un thoughtfu l 
p ropaganda has no constructive value; 
it creates a feeling of dissatisfaction; 
it spreads seeds of antagonism ; 
harm ful to  apprentice, clerk or p ro 
prietor. I t  leads to one thing, and 
that is sabotage.

Buying. W e often see w hat o th er
wise would be a  good paying drug 
store tu rned  into a failure, because 
the buyer, while a first-class pharm a
cist, was not aw are of the fact th a t a 
dollar invested twelve tim es yields 
larger re tu rns than  twelve dollars in
vested once; th a t a six m on ths’ sup

ply of one article  takes exactly  as 
much capital and room  as th irty  
days’ supply of each of six articles; 
yet the la tte r will show  sales of six 
tim es as great. Success in retail d rug 
sto res depends on the turnover.

Selling. The store—invitingly clean 
its goods well displayed and  w ith an 
unlim ited am ount of courtesy—will 
do the selling. P. H onorof.

B ringing in Chinese.
It costs $700 to sm uggle a Chinese 

from  M exico in to  California, and 
there is some business. A lim ited im 
m igration  force w atches a broad 
stre tch  of border. I t  is a vigilant 
force as an autom obilist on a m oun
tain road m ay discover when a t night 
he comes upon th is  notice on w hite 
canvas: “Stop, Officers.”

EASTER CANDY
( , EASTER SUNDAY, APRIL 16)

You will need a good, big supply th is  year. Get your order in early for

Easter Novelties Candy Easter Eggs 
Fancy Package Chocolates

Including

JowKEys
PUTNAM FACTORY, G rand R apids, M ich.

Teller Hospital
296 South Gratiot Ave.

MOUNT CLEMENS, MICH.

Tor the treatment of 
Chronic Diseases

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

Oroficial Surgery, Including Rectal

P R O ST A T IC  T R O U B L E  C U R ED  W IT H O U T  T H E  K N IFE

H igh  B lood P ressure an d  O ther Reflex T roubles 

C ured  b y  th e  T eller M ethod
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The Passing of John D. Davis.
M ackinac Island, M arch 5— N othing 

for m any years has shocked the peo
ple of the Island as did the death of 
Jo h n  D. Davis, no tw ithstand ing  the 
fact th at Mr. Davis was afflicted with 
an incurable disease (palsy) and the 
end was looked for a t.an y  time. But 
the prom inence of the m an, the im 
p o rtan t p a rt he had played in the 
business and official life of the Island, 
his exem plary citizenship, his clean, 
stra igh t-forw ard  life and his splendid 
character had so endeared him in the 
hearts of his fellow tow nsm en th at 
he will ever be rem em bered.

John  D. Davis was born in a little 
town called Scriba C orners, Oswego 
county, New York, Dec. 15, 1852. H e 
arrived at the Island with the family 
in 1866, landing a t the old W endell 
dlock, the presen t site of the Chippewa 
H otel, from  the steam er Champlain. 
One of his first business ventures was 
to become the Island’s first railroad 
ticket agent under M unson.

In  1877, a fter a ttend ing  business 
college in G rand Rapids, he entered 
the general m erchandise business with 
his father, the firm name becom ing J. 
W . Davis & Son, which continued 
w ithout in terrup tion  until 1896, when 
the younger son, R. C. Davis, was 
taken into the business as a partner. 
The firm name then became J. W. 
Davis & Sons and still exists.

I t  was not long after the establish
m ent of this business th at the m arked 
ability of John  D. Davis began to 
count and the firm soon becam e one 
of the b e st know n m erchandising 
houses in U pper M ichigan and eventu
ally leaders in th a t line, due in a great 
p art to the  honest dealings and stric t 
in tegrity  of the m em bers of th e  firm.

Mr. Davis has served the city  in 
m any positions of trust, being one of 
its ablest Councilm en for m any years; 
also serving on the School Board w ith

distinction. H e was elected the first 
P residen t of th e  Business M en’s Com
m ercial A ssociation. H ere, again, his 
exceptional business ability  was dis
played, for largely  th ro u g h  his efforts 
a t th at time, the presen t breakw aters 
were ordered  constructed  by the Gov
ernm ent.

H e was a m an who never under
took anyth ing  w ithout pu tting  his 
whole heart into the  work. H e was 
a m em ber of the  U nion C ongregation
al church, being one o f its trustees and 
treasu re r from  the tim e of its incep
tion until his death.

Mr. Davis was tw ice m arried. F irst 
to  M iss Eva Sm ith on Oct. 16. 1879, 
at Grand Rapids. M rs. Davis died on 
M arch 11, 1890. H e was again m ar
ried on June 23, 1892, to M iss E lenora  
J. T rusco tt. O f this union, two chil
dren came to bless their lives—Miss 
M ildred, who was her fa ther’s con
stan t com panion during  his long ill
ness and M rs. Ralph Couls, of D e
tro it. Both daughters will rem ain at 
St. Cloud, Mr. D avis’ beautiful Island 
hom e, for the present. Mr. D avis’ 
second wife died June 27, 1898. This 
bereavem ent was a strik ing  blow to 
the  man, but he m et it w ith his usual 
fortitude.

H is quick sym pathy and fine hum or 
endeared him  to his friends, and his 
associates in business find it difficult 
to  realize their loss. H is ability to 
stim ulate in his associates his own 
enthusiasm  was quite unusual and he 
accom plished much by his alm ost 
m agnetic pow er of enlisting  support. 
H e frequently  expressed pleasure 
when his w ork and advice was a bene
fit to the public. T hus lived John  D. 
Davis and h is record  is an honor to 
his fam ily and to  M ackinac.

M em ory is a fine possession, bu t the 
softest lead-penciled note is usually 
m ore lasting.

O N E  OF T H E  B EST A N D  M OST C O M P L E T E  L IN E S  OF

AR T CALENDARS A N D  NOVELTIES
IS B E IN G  S H O W N  BY

The Calendar P ub lish ing  Co.
G. J. H A A N , President and Manager

1229 Madison Ave., S. E. Grand Rapids, Michigan
Cltz. Phone 31040

STAPLE SUNDRIES
U nder p resen t conditions th e  reta iler will do  well to  buy

only stap le m erchandise, of any  sort, an d  this particu larly
applies to  sundries. K eep your shelves well filled w ith sun-
dries w hich sell them selves such as:

Safety  R azors P opu lar Books

W riting  P ap er C andy

Pens T o o th  Brushes

Perfum es R ubber G oods

Nail F iles Shaving Soaps

F ace  Pow ders R azor Blades

L ather Brushes P ound  P aper

R azor S trops T ypew riter Supplies

T o ile t Soaps Pencils Inks Etc.

Hazeltine & Perkins Drug Co.
G r a n d  R a p i d s ,  M i c h i g a n

W holesale Drug Price Current
Prices quoted are nominal, based on market the day of issue.

Almonds, Sweet, Tincture»
im ita tio n ------ 601

Amber, crude — 2 001 
Amber, rectified 2 201
Anise ________ 1 264
Bergair ont ----- 8 00f

26
26
36
65

Acide
Boric (Powd.) __ 17%@
Boric (X ta l) -----17%@
Carbolic ______  30 ©
Citric _________  60 @
Muriatic _______ 3%@ 8
Nitric ________  9@ 15
Oxalic ________  250 30
Sulphuric ______ 3140 8
Tartaric _______  40© 60

Ammonia
Water, 26 d e g ._10© 18
Water, 18 d e g ._814© 13
Water, 14 deg. __ 6%@ 12
Carbonate _____ 22© 26
Chloride (Gran) 10© 20

Balsam e
Copaiba________ 60©1 00
Fir (Canada)__2 50© 2 76
Fir (O regon)__  60© 80
Peru ________ - 2 50(g) 3 00
Tolu _________ 1 00©1 20

Barke
Cassia (ordinary) 25© 30 
Cassia (Saigon) 50© 60 
Sassafras (pw. 55c) © 60
Soap Cut (powd.)

3 6 c __________  16© 20

Berries
Cubeb________ 1 50© 1 76

A co n ite__
Aloes ____
Arnica ___
Asafoetida
Belladonna

F is h ____________ 26©
J u n ip e r  __________ 7©
P rick y  Ash _____  @

60©
70©

E xtracts
L icorice  ________
L icorice  p o w d ._

Flowers
A rn ica  _________  76© 80
C ham om ile  (G er.) 40© 50 
C ham om ile Rom  75© 1 25

Gums
A cacia, 1 s t _____
A cacia, 2 n d ____
Acacia, S o r ts__
Acacia, powdered 
A loes (B a rb  Pow )
Aloes (Cape Pow)
Aloes (Soc. Pow.) 
A safo e tid a

Pow . ___
C am phor _.
Guaiac ________
Guaiac, pow’d_
Kino __________
Kino, powdered-
Myrrh ________
Myrrh, powdered
Opium ______  9 00@9 40
O pium , pow d. 10 25© 10 60 
O pium ; g ra n . 10 25010 60
Shellac ________  85@1 00
Shellac Bleached 90© 1 05
T ra g a c a n th  ___  3 25@3 75
T ra g a c a n th , pw . 2 75@3 00 
T u r p e n t in e _____  25© 30

Insecticides

500 
460 
20©
30©
250 
300 
70©

_ 65©
1 00@1 25 
1 20@1 25 

© 75 
0 1  00 
© 75 
© 86 
© 70 
0  76

56
60
25
36
35
35
75
75

Arsenic ________ , 09® 20
Blue Vitriol, bbl. 07%
Blue Vitriol, lessi 8© 15
Bordeaux Mix Dry 14® 29
Hellebore, White

pow dered___ 20© 30
Insect Powder . 45© 75
Lead Arsenate Po. 16© 28
Lime and Sulphur

Dry _______ 09%@23%
Paris Green ___. 36© 46

Leaves
Buchu _______ 1 75@1 90
Buchu, powdered @2 00
Sage, b u lk _____ 67® 70
Sage, % lo o se_ 72® 78
Sage, powdered_ 65© 60
Senna, A le x .__ 1 40@1 50
Senna, Tinn. __ 30© 35
Senna, Tinn. pow 35® 40
Uva Ursi ______ 20® 25

Oils
Almonds, Bitter,

tr u e ______  10 50@10 75
Almonds, Bitter,

artificial ___ 2 50@2 75
Almonds, Swete,

true________ 1 0001 25

C ajêp u t ------------1 6 0 |1  76 _ _ - =  § 2  40
cteStor 1 IIS! 66 gf«*«1“ Gomp’d ®1 \\
Cedar Leaf ___  1 6001 76 -^7“ ------  12Cedar Leaf ___  1 5001
Citronella ______ 85© 1 10
Cloves________  3 25©3 50
Cocoanut ______ 25© 35
Cod L iver_____1 1501 25
Croton _______  2 25 0  2 60
Cotton S eed -----1 1501 25
Cubebs ______  9 50©9 76
Eigeron ______  4 00@4 25
Eucalyptus ----- 750 1 00
Hemlock, pure- 1 60@1 75 
Juniper Berries 8 260 3 50 
Juniper Wood 1 6001 76
Lard, e x tr a ___1 25® 1 45
Lard, No. 1 _— 1 1001 20
Lavendar Flow 6 000 6 25 
Lavendar Gar’n 1 75@2 00
Lemon ________ 1 50@1 76
Linseed Boiled bbl. © 93 
Linseed bid less 1 00©1 08 
Linseed, raw, bbl. ® 91 
Linseed, raw, less 98© 1 06 
Mustard, true os. 0 2  75 
Mustard, artifil, oz. 0  60'
N eatsfoot_____1 16© 1 30
Olive, p u re ___  3 75®4 75
Olive, Malaga.

y e llo w _____  2 750 3 00
Olive, Malaga, ____

g r e e n ------------2 7603 00
Orange, Sweet 6 0006 25 
Origanum, pure 0 2  60 
Origanum, com’l 1 00©1 20
Pennyroyal___  2 60© 2 76
Peppermint ___  3 25 @3 50
Rose, p u r e_ 12 00016 00
Rosemary Flows 1 5001 75 
Sandalwood, E.

I. ______  10 50010 75
Sassafras, true 1 75@2 00 
Sassafras, arti’l 1 00@1 25
Spearmint_____ 4 500 4 75
Sperm________  2 40©2 60
T a n sy______ 10 50®10 75
Tar. USP _____ 500 66
Turpentine, bbl. — @ 87 
Turpentine, less 94 ©1 02 
Wintergreen,

leaf ________  7 00@7 25
Wintergreen, sweet

birch ______  3 75©4 00
Wintergreen art 80@1 10
Wormseed ___  6 50®6 75
W ormwood_ 18 00®18 25

Potassium
B icarb o n ate  ------ 35© 40
B ich ro m ate  _____  15® 25
B r o m id e ------------ 3 6 0  45
C arb o n ate  --------  30© 35
C h lo ra te , g r a n 'r  23© 30
C h lo ra te , powd.

o r x ta l ______  16© 25
C yanide ________  36© 50
Iodide 
P e rm a n g a n a te  — 
P ru ss a te ,  yellow  
P ru ss ia te ,  re d —  
Sulphate ---------

3 87@4 03 
25© 40
45©
65©
40©

55
75
60

Roots
A lkane  t _______  © 50
Blood, pow dered - *0© 50
C alam us _______  36© 76
E lecam p an e , pw d 25© 30
G en tian , pow d—  20© 30 
Ginger. African,

p o w d e re d _____  23© 30
G inger, J a m a ic a  52© 60
G inger, Jamaica,

pow dered  ___  42© 50
G oldenseal, pow. 5 50®6 00
Ipecac, p o w d ._ 2 75©3 00
L icorice  ------------ 40© 45
L icorice , pow d. 25© 30 
O rris , pow dered  30© 40 
Poke , pow dered  30© 35 
R h u b arb , pow d. @1 00 
Rosinwood, powd. 30© 35
Sarsaparilla, Hond.

ground______ 1 2601 4#
Sarsaparilla Mexican.

ground ______
S q u ills________  85
Squills, powdered 60i 
Tumeric, powd.
Valerian, powd.

Seeds
A n is e _________  330
Anise, powdered 38®
Bird, I s ------------- 13®
C anary---------------- 80
Caraway, Po. .25
Cardamon 1 6001
Celery, powd. .35 
Coriander pow. .25 154
Dill ___________  104
Fennell________  354
F la x ____________ 07
Flax, ground___ 074
Foenugreek pow. 84
Hemp __________
Lobelia, Powd. —
Mustard, yellow 
Mustard, black —
Poppy --------------- jsw
Quince ________  ©^
Rape ----------------- 15© 20
Sabadilla_______  20© 30
Sunflower______ 7%© 15
Worm American 30® 40 
Worm Levant 2 250 2 40

Cantharadies __
Capsicum _____ _
Catechu ______
Cinchona ______
Colchicum _____
Cubebs _______
Digitalis ______
Gentian _______
Ginger, D. S . _
Guaiac ________
Guaiac, Ammon.
Iod ine _________
Iodine, Colorless
Iron, clo. ______
Kino __________
M yrrh  _________
N ux V o m ic a ___
O pium  _________
Opium, C am p._
O pium , D eodorz’d 
R h u b arb  _______

Paints

L ead , red  d ry  _
L ead , w h ite  d ry  
L ead, w h ite  oil 
O chre, yellow  bbl. ©  
O chre, yellow  less 2%4
P u tty  ____________ 54
R ed V en e t’n  A m . 3% 4 
R ed V en e t’n  E ng . 44
W h itin g , bbl. __
W h itin g  _______  5%4
L. H. P. Prep. 2 504 
Rogers P rep ._ 2 504

M iscellaneous

A cetan a lid  _____  55© 75
A lum  _________  08© 12
A lum , pow d. an d

g ro u n d  _______  09© 16
B ism u th , S u b n i

tra te  ——   2 68@2 85
B orax  x ta l o r

pow dered  ___  7%@ 13
C an th a rad es , po 1 6004  00
C a lo m e l_______  1 27@1 41
C apsicum  ______  40® 45
C arm ine  ______  6 00 ©6 60
C assia  B u d s ___  30® 40
Cloves _________  5 0 0  65
C halk  P re p a re d  16® 18
C hloroform  ____  66® 77
C hloral H y d ra te  1 35@1 85
C ocaine _____  9 2 5 0  10 25
Cocoa B u t t e r __ 55© 75
C orks, lis t, le ss  40@50%
C o p p e r a s _______  3© 10
C opperas, Pow d. 4© 10 
C orrosive Sublm  1 05@1 22
C ream  T a r t a r __ 37© 45
C u ttle  bone ___  65® 76
D ex trin e  _______  04® 15
D over’s  P o w d e r 3 5 0 0  4 00 
E m ery , All N os. 10® 16 
E m ery , P ow d ered - 8® 10
E psom  S alts , bbls. © 3% 
E psom  S a lts , less  4%@ 09 
E rg o t, pow dered  1 7 5 0  2 00
F lak e  W h i t e ___  16© 20
F o rm aldehyde , lb. 14© 20
G elatine  _____  1 40@1 60
G lassw are, less 65%. 
G lassw are, fu ll case  60%. 
G lauber S a lts , bbl. @03% 
G lauber S a lts  less  04® 10 
G lue, B row n  — 2 1 0  30 
G lue, B row n G rd 12%© 20
Glue, W hite  ___  25© 35
Glue, W h ite  G rd . 30© 36
G lycerine _______  21© 35
H ops ___________  66© 76
i o d i n e _________  5 58@6 04
Iodoform  _____  6 55 @7 00
L ead  A ceta te  — 18©* 26
L y c o p e d iu m ___  2 00@2 10
M ace — ————  76© 80 
M ace, pow dered  9 5 0 1  00
M e n th o l_______  7 50© 8 00
M o r p h in e _____  7 7 5 0 8  80
N u x  V o m ic a -----  0  30
N ux V om ica, pow. 23® 30 
P ep p e r b lack  pow. 32© 35
P ep p er, w h i t e _40© 45
P itch , B u rg u n d y  10® 16
Q u a s s i a -------------  1 2 0  16
Q uinine ________  82@1 43
Rochelle S a lts  — 30431 
S acch arin e  ——  I
S a lt P e te r  --------- 114
Seid litz  M ix tu re  304
Soap, g reen  ------ 164
Soap m o tt cas tile  22% 4 
Soap, w h ite  cas tile  „

case  ____________ @15 00
Soap, w h ite  cas tile

less, p e r b a r -----
Soda A s h _____  054
Soda B ica rb o n a te  3>
Soda, Sal ---------- 2%4
S p ir its  C am phor
S u lphu r, r o l l -----  044
S u lp h u r, Subl. — 4% 4
T a m a rin d s  --------- 264
T a r t a r  E m etic  — 704 
T u rp en tin e , V en. 604 
V an illa  E x . p u re  1 504 
W itch  H aze l — 1 474 
Z inc S u lp h a te  — 064
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GROCERY PRICE CURRENT
These quotations are carefully corrected weekly, within six hours of mail

ing, and are intended to be correct at time of going to press. Prices, however, 
are liable to change at any time, and country merchants will have their orders 
filled at market prices at date of purchase.

ADVANCED DECLINED
Prunes Smoked Meats Mop Sticks
Peanut B utter Ham Hides and Furs
Rolled Oats Veal
Lamp
Mutton
Hogs
Lard

AMMONIA 
Arctic Brand 

16 oz., 2 doz. in c ar to n .
p e r  d o z . ____________1 "5

I  X  L , 3 doz., 12 oz. 4 50 
P a rso n s . 3 doz. sm all 6 30 
P a rso n s , 2 doz. m ed. 5 00 
P a rso n s , 2 doz., lge. 6 70

A XLE GREASE

BAKING POW DERS  
Calumet, 4 oz., doz. 97%
Calumet, 8 oz., doz. 1 95
Calumet, 16 oz. .doz. 3 35 
Calumet, 5 lb., doz. 12 75 
Calumet, 10 lb., doz. 19 00
K. C., 10c, d o z .----- 95
K. C., 20c, d o z .----  1 85
K. C., 25c, d o z .----  2 35
K. C., 5 lb., d o z .----- 7 00
Queen Flake, 6 oz. — 1 35 
Queen Flake, 50s, kegs 13 
Queen Flake, 100s, keg 12
Royal. 10c, d o z .-------  95
Royal, 6 oz., doz. — \  70 
Royal, 12 oz., doz— 6 20
Royal. 5 lb. —---------81 80
R um ford , 10c, doz. — 95
Rumford. 8 oz., doz. 1 86 
Rumford, 12 oz., doz. 2 40 
Rumford, B lb., doz. 12 50 
R yzon, 4 oz., doz. — 1 3» 
R yzon, 8 oz., doz. — l  ¿o 
R yzon, 16 oz., doz. — 4 05 
R ocket, 16 oz., doz. 1 25

b l u i n g
Jennings Condensed Pearl 

C -P -B  “Seal Cap”
.3 doz. Case (1 5 c )-----3 75

b r e a k f a s t  f o o d s  
Cracked Wheat, 24-2 4 85 
Cream of Wheat 7 50 
Pillsbury’s Best Cer 1 2 70 
Quaker Puffed Rice-- 5 45 
Quaker Puffed Wheat 4 30 
Quaker Brfst Biscuit 1 90 
Quaker Corn Flakes 2 80
Ralston P u rin a------- * oo
Ralston Branzos -----*  70
Ralston Food, large — 3 60 
Ralston Food, small— 2 90 
Saxon Wheat Food — 4 80 
Shred. Wheat Biscuit 4 36 

P ost’s  Brands.
Grape-Nuts, 2 4 s ------ 3 80
Grape-Nuts, 1 0 0 s-----2 76
Postum Cereal, 12s — 2 25 
Post Toasties, 36s — 2 85 
Post Toasties, 24s — 2 85

BROOMS
Standard Parlor 23 lb. 5 50 
Fancy Parlor, 23 lb --  7 00 
Ex Fancy Parlor 26 lb 8 60 
Ex. Fey, Parlor 26 lb 9 00
T o y _______- __-_—— 2 00
Whisk, No. 3 ------- 2 26
Whisk. No. 1 ---------- * 00

BRUSH ES
Scrub .  „

Solid Back. 8 i n . -----1 50
Solid Back. 11 in. —  1 76 
Pointed Ends ----------1 85

N o 1
Stove

1 10
NOt 2 __ 1 36

Shoe
N o. 1 - __  90
N o. 2 _ 1 25
N o. 3 _ 2 00

BUTTER COLOR 
D andelion , 25c size  — 2 86 
N edrow , 3 oz., doz. 2 50

CANDLES
E lec tr ic  L ig h t, 40 lbs. 12.1
P lu m b er. 40 lb s. - 12.8
P araffine , 6 s __ ----- 14%
P ara ffine , 1 2 s ___ ----- 14%
W ick ing  ------------- ___ 40

CA NN ED  FR U IT . 
A pples, 3 lb. S ta n d a rd  1 76
A pples, No. 10 -------- 6 00
A pple Sauce, No. 2_ 2 35 
A prico ts , No. 1 1 90@2 00
A prico ts , No. 2 ---------- 2 26
A prico ts , No. 2% 2 25@3 50 
A prico ts , No. 10 9 00@13 50 
B lu eb errie s , No. 2 — 3 00 
B lueberrie s , No. 10— 15 00
C h errie s , N o. 2_3 00@3 50
C herries, No. 2% 4 00@4 95
C h errie s , No. 1 0 ------- 18 00
L o g an b erries , No. 2 — 3 00 
P each es , N o. 1 — — 1 86 
P each es , No. 1, S liced 1 40
P each es , No. 2 ------- 2 76
P each es , N o. 2%, M ich 2 60 
P each es , 2% Cal. 3 00®3 76 
P each es , N o. 10, M ich 7 75 
P each es , N o. 10, Cal. 10 60 
P ineapp le , 1, s lic . 1 60® 1 75 
P ineapp le , N o. 2, slic. 2 75 
P ineapp le , 2. B rk  slic. 2 25 
P in eap p le , 2%, sliced  3 26 
P ineapp le , No. 2, c ru s . 2 25 
P in eap ., 10, c ru s . 7 00@9 00
P e a rs , No. 2 —----- -----3 26
P e a rs , N o. 2% ---------- 4 26
P lu m s, No. 2 ------------- 2 25
P lu m s, No. 2% —- - - -  3 00
R asp b e rrie s  N o. 2, blk . 3 ¿5 
R h u b arb , N o. 1 0 ----- 6 25

CA N N ED  F IS H .
C lam  C h’der, 10% oz. 1 35 
C lam  C h.. No. 3 3 00® 3 40 
C lam s, S team ed , No. 1 1 76 
C lam s, M inced, N o. 1 2 50 
F in n a n  H add ie , 10 oz. 3 30 
Clam  B ouillon, 7 oz._ 2 60 
C hicken H add ie , N o. 1 2 76 
F ish  F lak es , sm all — 1 35 
Cod F ish  C ake, 10 oz. 1 86 
Cove O y sters , 5 oz. — 1 35 
L obsters , No. %, S ta r  4 50 
L obster, No. %, S ta r  2 75 
S hrim p, No. 1, w e t — 2 10 
Shrim p, N o. 1, d ry  — 2 10 
S h rim p , N o. 1%. d ry  4 00 
S a rd ’s , % Oil, k . 4 25®4 75 
S ard ines, % Oil, k ’le ss  3 75 
S a rd in es , % S m oked  7 00 
S ard ines , % M us. 3 76@4 76 
Salm on, W arre n s , % s 2 75 
Salm on, W arre n s , 1 lb  4 00 
Salm on, R ed  A la sk a— 2 85 
Salm ond, M ed. A la sk a  2 00 
Salm on, P in k  A la sk a  1 45 
S a rd in es , Im . %, ea . 10®28 
S a rd in e s  Im ., %, e a . 25 
S a rd in es , C al. — 1 76@2 10 
T u n a , %, A lbocore — 90
T u n a , %, N ekco ----- 1 6j
T u n a , %, R eg e n t — 2 25

CA N N ED  M EAT. 
B acon , M ed. B eech n u t 2 70 
B acon, L ge. B eech n u t 4 50 
B acon , L a rg e , B rie  — 3 00 
B eef, N o. 1, C orned — 2 70 
B eef, No. 1, R o as t — 2 70 
B eef, N o. % E ag le  Sli. 1 30 
B eef, No. %, Q ua. sli. 1 90 
B eef, N o. 1, Q ua . sli. 3 25 
B eef, N o. 1, B ’n u t,  s li. 6 70 
B eef, No. %, B ’n u t  s li. 3 16 
B ee fs teak  & O nions, I s  3 35 
Chill Con C a., I s  1 35@1 46 
D eviled H am , % s —  2 20 
D eviled H am , % s —  3 60 
H am b u rg  S teak  &

O nions, N o. 1 -------3 15
P o tte d  B eef, 4 oz. —  1 40 
P o tte d  M eat, % L ibby  50 
P o tte d  M eat, % L ibby  90 
P o tted  M eat, % R ose 85 
P o tte d  H a m , G en. % 2 15 
V ien n a  S aus ., N o. % 1 35 
Veal L oaf. M edium  — 2 30

D erby B ran d s  In G lass.
Ox T ongue , 2 l b . ___ 19 60
Sliced Ox T ongue, % 4 60 
C alf T ongue , No. 1— 6 45 
L am b  T ongue , W h . I s  6 06 
L am b  T ongue , sm . s li. 2 25 
L u n ch  T ongue , No. 1 6 00 
L u n ch  T ongue , No. % 3 66 
D eviled H am , % — -  3 00 
V ien n a  S au sag e , sm . 1 80 
V ien n a  S au sag e , L ge. 2 90 
S liced B eef, sm a ll — 1 85 
B oneless P ig s  F e e t, p t .  3 15 
B oneless P ig s  F e e t, q t .  5 60 
S andw ich  S p read , % 2 25

B aked B eans.
B eech n u t, 16 o z . ___ 1 35
C am pbells  ___________1 16
C lim atic  G em , 1 8oz. 90
F rem o n t, N o. 2 _____ 1 15
Sn ider, No. 1 ________1 16
Sn ider, N o. 2 ------------ 1 56
V an  C am p, S m a l l ____1 00
V an  C am p, M e d .___ 1 30

CA N N ED  V E G E T A B L E S .
A sp a rag u s .

No. 1, G reen  t i p s ___ 3 76
No. 2%. Lge. G r. 3 75@4 50 
W ax B eans, 2s 1 35®3 75
W ax B eans, N o. 1 0 _6 00
G reen B eans, 2s 1 60@4 75
G reen  B eans, No. 10_8 25
L im a  B eans, No. 2 G r. 2 00 
L im a  B eans, 2s, S oaked 95 
R ed K id., No. 2 1 30® 1 65 
B eets , No. 2, w h. 1 60@2 40 
B eets , N o. 2, c u t  1 25® 1 76 
B eets , N o. 3, c u t  1 40 @2 10 
C orn, No. 2, S t. 1 10@1 35 
C orn, No. 2, E x -S ta n . 1 65 
C orn, No. 2, F a n  1 60®2 26 
C orn, N o. 2, F y . g la ss  3 25
C orn, No. 10 _______ 7 26
H om iny . No. 3 1 15®1 35
O kra, No. 2, w h o l e _1 90
O kra, No. 2, c u t ___ 1 60
D eh y d ra ted  V eg Soup 90 
D eh y d ra ted  P o ta to e s , lb  46
M ushroom s, H o t e l s __35
M ushroom s, C h o i c e _45
M ushroom s, S u r  E x t r a  65 
P e a s , N o. 2, E .J .  1 26®1 80 
P eas , No. 2, S ift.,

J u n e __________1 60® 2 10
P eas, N o. 2, E x . S ift.

E . J .  _______  1 90®2 10
P eas , E x . F in e , F re n c h  32
P u m pk in , N o. 3 _____1 60
P u m p k in , No. 1 0 __ 3 75
P im en to s , %, e ac h  15@18
P im en to es , %, e a c h _ 27
Sw ’t  P o ta to e s . No. 2% 2 15
S a u rk ra u t,  No. 3 _____1 80
S u cco tash , No. 21 60®2 35 
S ucco tash , N o. 2, g la ss  3 46
S pinach , No. 1 _______1 35
Sp inach , N o. 2 1 45@1 75 
S p inach , No. 3 2 10@2 85
Spinach , No. 10 ___ 7 25
T om atoes, No. 2 1 40® 1 65 
T om atoes , No. 3 1 85@2 25 
T om atoes , N o. 2, g la ss  2 85 
T om atoes . N o. 1 0 ___ 6 00

C A TSU P.
B -n u t, L a rg e  _________2 95
B -n u t, Sm all _________1 80
F raz ie rs , 14 o z . ______2 25
L ibby , 14 oz. ________ 2 90
L ibby , 8 oz. ________ 1 90
V an  C am p, 8 o z . ___ 1 90
V an  C am p, 16 o z . _3 16
L illy  V alley , p in t __ 2 95 
L illy  V alley , % P in t  1 80

C H ILI SA U C E.
Sn ider, 16 o z . _________8 60
S n ide r, 8 oz. ________ 2 36
Lilly  V alley , % P in t  2 40

O Y STER COCKTAIL.
S n iders , 16 o z . __ - — 3 50
S n iders , 8 oz. _______ 2 35

C H E E S E .
R o q u efo rt ____________ 90
K ra f t  S m all t in s  _____1 40
K ra f t  A m erican  ---------2 75
Chili, sm all t in s  ------- 1 40
P im en to , sm all t in s  _ 1 40 
R oquefo rt, sm all tin s  2 25 
C am em b ert, sm all tin s  2 25
B rick  ___________________22
W isconsin  F la ts  ---------- 25
W isconsin  D aisy  ---------- 25
L onghorn  -----------------------25
N ew  Y ork  _____________27
M ich igan  F u ll C ream  — 23 
Sap Sago ---------------------- 48

C H E W IN G  GUM
A dam » B lack  J a c k ----- 65
A dam s B loodberry  ------- 65
A dam s C alif. F r u i t ------65
A dam s C h ic l e t s ------------- 65
A dam s Sen S e n ------------- 05
A dam s Y u c a ta n  ------------65
B eem an ’s  P ep s in  ---------65
B eech n u t _______________70
D oub lem in t _____________65
J u ic y  F r u i t  ------------------65
S ap o ta  G um  ------------1 25

.S p earm in t, W rig ley s  — 65 
'S p ic -S p an s  M xd F la v o rs  65
W rig ley ’s  P - K  ------------- 65
Zeno ____________________66

CH O C O LA TE.
B ak e r, C a raca s , % s — 35 
B ak e r, C a raca s , % s —  33 
B ak e r, P rem iu m , % s — 35
B ak e r, P rem iu m , % s __32
B ak e r, P rem iu m , % s _32
H ersh ey s , P rem iu m , % s 35 
H e rsh ey s , P rem iu m , % s 36 
R unk le , P rem iu m , %s_ 34 
R unk le , P rem iu m , %s_ 37 
V ien n a  S w eet, 2 4 s ___ 1 76

COCOA
B a k e r 's  %s ------------------- 40
B ak e r’s % s ------- -— —  42
B u n te , % s ------------------- 43
B u n te , % lb. ---------------- 35
B u n te , lb. ------------------32
D ro s te ’s D u tch , 1 lb .— 9 00 
D ro s te 's  D u tch , % lb. 4 75 
D ro s te ’s  D u tch , % lb. 2 00
H ersey s , % s ---------------- 33
H ersh ey s , % s ---------------- 28
H uyler __________________86
L ow ney, % s ---------------- 40
L ow neys % s ---------------- 40
Low ney, %s ---------------- 38
L ow ney, 5 lb. c a n s ----- 31
V an H o u ten , % s ---------- 75
V an H o u ten , % s -------- 75

COCOANUT
% s, 5 lb. case  D u n h am  50
%s, 5 lb. c a s e ---------------48
V *b  & %s. 15 lb. case  49
B ulk , b a rre ls  ------------ 20
96 2 oz. pkgs., pe r case  8 09 
48 4 oz. pkgs., p e r  case  7 00

CLOTHES LINE
H em p, 50 ft. ------------
T w isted  C otton , 50 ft.
B ra ided . 50 f t .  ---------
S ash  C ord ---------------

1 60 
2 00 
2 90 
4 00

COFFEE ROASTED  
Bulk

S an to s  ------------------ 18® 23
M araca ibo  ______________24
M exican  ------------------------ J6

J a v a  a n d  M ocha ---------39
B o g o ta  _________________26
P e a b e rry  ________________24

M cL aughlin ’s XXXX 
M cL au g h lin 's  X X X X  p a ck 
age  coffee is sold to  r e ta i l 
e rs  only. M ail a ll o rd e rs  
d ire c t to  W . F . M cL augh
lin & Co., C hicago.

Coffee Extracts
N. Y., p e r  1 0 0 ______  11
F r a n k ’s 250 p ack ag es  14 50 
H u m m el’s  50 1 lb. — 09%

CONDENSED MILK
E ag le , 4 doz. ----------9 00
L ead er, 4 d o z . -------- 6 50

MILK COMPOUND  
H ebe, T all, 4 doz. — 3 70 
H ebe, B aby , 8 doz. — 3 60 
C aro lene, T a ll, 4 doz. 3 40
C arolene, B aby  --------- 3 35

EVAPORATED MILK 
C arn a tio n , T a ll, 4 doz. 4 50 
C arn a tio n , B aby , 8 dz 4 40
E v e ry  D ay, T a ll ------- 4 50
E v e ry  D ay , B a b y ----- 3 30
G oshen, T a ll _________4 25
G oshen, G allon ---------- 4 25
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O atm an ’s  D undee,
ta ll, 48s _____________4 50

O a tm an ’s  D undee,
baby , 96s ---------------- 4 40

P e t, T a ll _____________4 50
P e t,  B a b y _____________3 30
S ilver Cow, T all ------ 4 50
S ilver Cow, B a b y __ 4 40
V an  C am p, T a ll ____ 4 50
V an  C am p, B a b y ___ 3 30
W h ite  H ouse , T a ll — 4 25 
W h ite  H ouse , B ab y  _ 4 00

CIGARS
Worden Grocer Co. Brands 

H a rv e s te r  L ine.
K idd ies, 100s ______  37 50
R ecord  B re ak e rs , 60s 76 00
D elm onico, 5 0 s ______ 76 00
P a n a te lla , 50s ______ 76 00
F a v o r ita  C lub, 6 0 s _ 95 00
E p icu re , 60s ______  95 00
W aldo rfs , 50s _____ 110 00

T h e  L a  A zo ra  L ine.
A g reem en ts, 6 0 s ___  58 00
W ash in g to n , 6 0 s ___ 75 00
B iltm ore , 50s, w ood 95 00

S anchez  & H a y a  L ine  
C lear H a v a n a  C ig a rs  m ade  

in  T am p a , F la .
S pecials, 60s _____  76 00
D ip lom atics, 5 0 s _ 95 00
B ishops, 5 0 s ________115 00
R osa, 50s ___________125 Oo
V ic to ria  T i n s ______ 115 00
N atio n a l, 6 0 s ______  130 00
O rig ina l Q ueens, 50s 150 00 
W orden  Special, 25s 185 00

W eb s te r  C ig a r Co.
P laza , 50s, W o o d _ 95 00
Coronado, 60s, T i n _ 95 00
B elm ont, 50s, W ood 110 00
T iffany , 50s, W ood_125 00
S t. R eges, 50s, W ood 125 00 
V an d erb ilt, 25s, W d  140 00 
A m b assad o r, 25s, W  170 00

G arc ia  & V ega—C lear 
H a v a n a

N ew  P a n a te lla ,  100s 37 50 
lg n a c la  H ay a  

E x tra  F a n c y  C lear H a v an a  
M ade in  T am p a , F la .

D elicades, 50s ______116 00
P rim ero s, 6 0 s _______ 140 00
Q ueens, 25s ________180 00
P erfec to , 2 6 s ________ 186 00

J . J .  B agley & Co. B rands. 
M ayflow er, 16 oz., ds. 15 00

P. Lorrllard Brands.
P io n ee r, 10c, d o z ._ 96
T iger, 10c, doz. ___  96
T iger, 50c, doz. ____ 4 80

W eym an Bruton Co. Brand 
R ig h t C ut, 10c, doz. 95 
W -B  C ut, 10c, doz. __ 9*

S ta r l ig h t B ros.
L a  R ose De P a r is  L ine

C oquettes , 5 0 s ___   65 00
C aballe ro s, 5 0 s ______  70 00
R ouse, 50s _________-116 00
P e n in su la r  C lub, 25s 160 00
C hicos, 2 5 s __________ 160 00
P a lm as , 2 5 s ________ 175 00
P e rfec to s , 2 5 s _______ 195 00

R o sen th a s  B ros.
R. B. L ondres, 50s,

T issue  W rap p ed  — 68 00 
R. B. Inv incib le , 50s,

F o il W r a p p e d ___  70 00

PLUG TOBACCO. 
Am erican Tobacco Co. 

Brands.
A m er. N avy , 10c, doz. 96 
A m er. N avy , p e r  p lug  64 
Jo lly  T a r , 24, p e r p lug  16 
Gold R ope, 10c, doz. 96 
B oot J a c k , 15c, doz. 1 44 
P ip e r  H e id sieck , 10c 96
P ip e r  H eidsieck , 20c_ 1 92 
S p ea r H ead , 10c c u ts  96 
S p e a r H ead , p e r  p lug  64 
S q u are  D eal, p e r  p lu g  64 
S ta n d a rd  N avy , 8, p ig  64
Tow n T a lk , p e r  p lug  66

U nion M ade B ran d s  
El O v e rtu re , 60s, foil 75 00 
Ology, 50s _________  58 00

O ur N ickel B ran d s
N ew  C urrency , 100s_ 36 00
L ioba, 1 0 0 s _________  35 00
E v e n tu a l, 50s _____  35 00
L a  Y ebana , 2 5 s _____  37 50

C heroo ts
Old V irg in ia , 1 0 0 s_ 23 50

S tog ies
H om e R un , 50. T in  18 50 
H a v a n a  Gem . 100 w d 26 00

Liggett & Myers Brands.
C lipper, p e r  p l u g ____66
C hops, 10c, doz. ____ 96
D rum m ond  N a t. L . 15c 1 44 
H oney  D ip T w is t, 10c 96
G ran g e r T w is t, 10c, dz. 96 
H orse  Shoe, p e r p lug  74
J. T . B rig h t, p e r  p lu g  66
J . T . Sm ooth , p lu g - 24 
J .  T . R . a n d  R ., p lu g  24
K in g  P in , p e r p l u g _ 32
K ing  P in , 10c c u ts , e a  08 
M aste rp iece, p e r  p lug  41
P icn ic  T w is t, 10c, doz. 96
P u re  G rape, 10c, doz. 96
S p a rk  P lu g , p e r case  1 92
S ta r ,  p e r  p l u g _____ 74
U ncle Sam , 32 10c c u t  2 56

CIGARETTES.
One E leven , 20, P la in  5 50 
B eech n u t, 20, P la in  — 6 00 
H om e R un , 20, P la in  6 00 
Y ankee  G irl, 20, P la in  6 00 
Sunsh ine , 20, P la in  — 6 00
R ed  B and , 20 P l a i n ,_6 00
N ebo, 20, P l a i n _____ 7 00
C am els, 20, P l a i n ----- 6 80
R elu, 20, P la in  _______7 80
L u ck y  S tr ik e , 10 & 20 7 50 
S w ee t C aporal, 20, pi. 7 75 
W in d so r C astle  F a g  20 8 00 
C heste rfield , 10 & 20, 7 60 
P ied m o n t, 10 & 20, PI. 7 50
Spur, 20, P l a i n _____ 7 60
S w eet T ips, 20, P la in  7 50 
Id le  H o u r, 20, P la in  __ 7 50
O m ar, 20, P l a i n -------9 50
F a lk s  H a v an a , 20, PI. 9 75 
R ichm ’d S C u t, 20, pi. 10 00 
R ichm ’d 1 C ut, 20 ck . 10 00 
F a tim a , 20, P la in  __ 9 60 
H e lm ar, 20, P la in  — 10 60 
E n g lish  O vals, 20 PI. 10 60 
T u rk ish  T rop.r 10 ck  11 50 
L ondon  L ife , 10, co rk  11 60 
H e lm ar, 10, P la in  — 11 60 
H e rb e r t  T a rry to n , 20 12 25 
E g y p tian  S tr .,  10 ck . 12 00
M urad , 20, P l a i n ----- 15 60
M urad , 10, P la in  —  16 00 
M urad , 10, co rk  o r  pi. 16 00 
M urad , 20, co rk  o r  p i. 16 00 
L uxury  10, co rk  —  16 00 
M elachrino , N o. 9, 10,

co rk  o r  p la in  _____16 00
M elachrino , N o. 9, 20,

co rk  o r  p la in  ------- 16 00
M elach’o, N o. 9, 10,St 16 60 
M elach’o, No. 9, 20, S t 16 60 
N a tu ra l,  10 a n d  *20— 16 00 
M arkaro ff, N o. 15, 10,

co rk  ---------------------16 00
P a ll M all R d., 20, pi. 17 00 
B enson  & H edges, 10 20 00 
R am eses, 10, P la in  — 17 60 
M ilo V io let 10, Gold 20 00
D eities, 10 ---------------- 21 00
C ondex, 10 --------------  22 00
P h ilip s  M orris , 10 — 20 00 
B ren in g  Own, 10, PI. 28 00
A m bassado r, 10 -----  28 00
Old 76, 10 o r  50 ------ 37 60
B enson  & H ed g es

CIGARETTE PAPERS.
R iz L a  C roix, W h ., dz. 42 
R iz L a  W h e a t B r., 100 7 50 
R iz T am  T am , 2 dz fo r 87 
Z ig  Zag, p e r  100 —  7 25

TOBACCO— FIN E CUT.
L iggett & Myers Brands 

H ia w a th a , 10c, doz.— 96
H ia w a th a , 16 oz., dz. 12 00 
R ed Bell, 10c, doz—  96
R ed  B ell, 35c, doz—  3 60 
R ed  Bell, 75c P a ils  d*. 7 40 
S te rlin g , 10c, doz. — 96
S w eet B urley , 10c, dz. 96 
S w eet B urley , 45c foil 4 25 
S w t. B urley , 95c D ru . 9 45 
S w ee t C uba, 10c, dz. 96 
S w ee t C uba, 45c, doz. 4 25 
S w eet C uba, 95c P a ll 9 45 
S w eet O range , 10c, dz 96

Scotten  Dillon & Co. Brand 
D an  P a tc h , 10c, doz. 95 
D an  P a tc h , 16 oz., dz. 7 70 
O jibw a, 10c, doz. — 96
O jibw a, 8 oz., doz.— 3 85
O jibw a, 95c, d o z . ----- 8 50
O jibw a, 90c, d o z . ----- 8 00
S w eet M ist, 10c, doz. 96 
U ncle  D aniel, 10c, doz. 96 
U ncle  D aniel, 16 oz. 10 20

Scotton, Dillon & Co.
Brands.

B race r, p e r p l u g ___  38
C ream  De M enthe, 10c 96
P each ey , p e r  p l u g    64
S tronghold , p e r p lu g - 64 
Y ankee  G irl, p e r p lu g  56

P. Lorrllard  Brands. 
C lim ax, 10c tin s , doz. 96
C lim ax Sm ooth , p lu g  72
C lim ax T h ick , p e r  p lu g  72
R ed  C ross, 10c c u ts_ 96
R ed  C ress , p e r  p lu g  48

R. J. Reynolds Tobacco Co.
Brands.

A pple, 5 lb. B u tt, lb . 72 
C aram el T w is t, p e r  lb . 80 
G ravely  S uperio r, 10c 96
H um b u g , p e r  lb. ___ 1 32
K ism et, p e r l b . _____ 1 05
L ib e r ty  Bell, p e r  lb . 65 
M arita n a , 15c Fo il, dz. 1 44 
M ickey T w is t, p e r  lb . 72

John J. Bagley A  Co-
Brands.

M aple D ip, p e r  p lu g — 58

SMOKING TOBACCO.
Am erican Tobacco Co.

Brands.
B an n er, L . C., 10c, dz. 96 
B an n e r, L . C., 40c, dz. 3 84 
B lue B o ar, 25c F o il 2 28 
B lue B oar, 30c V ac  t in  2 76 
Bob W h ite , g ra n ., 10c 96
B ull D u rh am , 10c, dz. 96 
D rum , G ran ., 10c, dz. 96 
F iv e  B ros. 10c, doz. 96 
G ian t, L . C., 10c, dz. 96 
G ian t, L . C., 30c, dz. 2 88 
G ian t, L . C. P a ils , dz 6 84 
G arrick , 30c Foil, dz. 2 70 
Im p e ria l Cube C u t, 30c 2 88 
L u ck y  S tr ik e , R . C u t 1 53 
M yrtle  N av y  P lu g  C u t 96 
M yrtle  N av y , 16c P o . 1 44 
N avy , G. & A ., 10c — 96
N ig g e r H a ir ,  10c, doz. 96 
N ig g e r H a ir , P a ils , dz 8 40 
N ig g er H ead , P . C 10c 96
Old E n g lish , C. C. 16c 1 53 
P ee rle ss , L . C „ 10c_ 98
P eerle ss , L . C., 35c dz. 3 36 
P ee rle ss , L . C. P a ils  7 44 
Rob Roy, L . C ., 10c 96
Rob Roy, L . C., 40c 3 84 
R ob R oy, L. C., p a ils  8 40 
S w ee t M aple S c rap , 96 
So ld ier B oy, L . C., 10c 96
S oldier B oy, L . C., p a il 7 32 
T uxedo , G ran . 15c fo il 1 44 
T uxedo , G ran ., 17c, dz  1 53 
T uxedo , G ran . Cut

p lugs, 8 oz. t i n s _6 72
Yale. M ix., 15c v ac . t in  1 44
L iggett & Meyers Brands.
B ria r  P ipe , d o z .___ — 98
C u ban  S ta r ,  L . C., 10c 98
C u ban  S ta r , P a lls , dz. 6 90 
C orn  C ake, G ran . 5c 48
C orn  C ake, G ran ., 10c 96
C orn  C ake, G ran ., 25c 2 40
C orn  C ake, G ran ., 60c 4 80
D u k e’s  M ix tu re , iOc— 96
G lad H an d , L . C. 10c 96
G row ler, L . C., 10c— 96
G row ler, L . C ., 25c— 2 60
G row ler, L . C., 50c_6 00
L a  T u rk a , P lu g  C. 15c 1 44 
N oon H o u r, L . C., 10c 98
O. U „  G r. C u t P ., 10c 98
O. U ., C. P ., 90c J a r s  9 00 
P ilo t, L ong  C u t, 25c 2 50 
P low  Boy, 10c, doz. 96 
P low  B oy, 70c P a lla  7 40 
S u m m ertim e , 10c, dz. 98 
S u m m ertim e , SOo, d z . S 98
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S u m m ertim e , 65c P a ils  6 60 W eym an B ru to n  Co.’a FA R IN A C EO U S GOODS 
S w eet T ip  Top, 10c, dz 96 B rands. B eans
V elvet, C u t P lug , 10c 96 C en tra l U nion, 15c, dz. 1 44 M ed. H an d  P ick ed  — 07
V elvet, C u t P lug , tin s  1 5.1 Shag , 15c T ins, doz. 1 44 f;ak  L im as  ___________ 10%
V elvet. C u t P lug , 8 oz. 6 72 Shag. 15c P ap e rs , doz. 1 44 B row n. Sw edish -------08
V elvet. C. PI., 16 oz. 15 81 D ill's  B es t, 16o, doz. 1 ;>*. Red K idney ___________ 07%
Yum Y um , 10c. doz. 96 D ill’s B est G ran ., 16c 1 52 F a rin a
Yum  Yum . 70c pails  6 80 D ili’s B est, 17c T in s  1 52 ^  ^ ^  p a e k r g ^ s _3 20

D I „„Iii.p rft. B ran d s  Snuff. B ulk , p e r 100 i b s . -- 06%
. 'Qft C openhagen , 10c, roll 64 H om iny

B eech n u t bu rap , doz. 96 Seal B landen ing , 10c 64 P e a rk  100 lb. sack  __ 5 25 
B uzz, L. C., 10c, doz. 96 S ea j Q oteborg , 10c, ro ll 64 M acaroni
B uzz, L . C., 35c, doz. 3 30 g e a j g w e. R apee, 10c 64 MAc* r0,\ ! „  - nn
B uzz, L . C., 80c, doz. 7 90 g ea j N orkopping , 10c 64 D om estic, 10 lb. b°X-~ 1 ®®
C hips, P . C., 10c. doz. 96 g | a l N o rk o p p in g  1 lb. 85 D om estic, b r «k j n  bb s \  2«
H o n e s t S crap , doz. -  96 i,eal G olden Age 2 doz. -  1 90
O pen Book S crap , dz. 96 C O N FEC TIO N E R Y  F o u ld 's . 2 doz., 8 oz. 1 ou
S tag , C u t P ., 10c, doz. »6 S tick  C andy P ea rl B arley
U nion L eader, 10c tin  96 P a lls  C h es te r _____________ 4 80
U nion L eader, 50c tin  4 80 s ta n d a rd  ___________ 14 P eas
U nion L eader, $1 tin  9 60 j u m b0 W rap p ed  -----16 Scotch , lb. __________ 06%,
U nion L eader, 10c, dz. 96 p u re  S u g a r S tick , 600’s  4 20 g Dm  lb ________ 09U nion L eader, 15c, dz. 1 44 °  opm., - - -
W ar P a th , 35c, doz. 3 35 M ixed C andy „ Sago

P a ils  E a s t  In d ia  __________ 06%
S co tten  Dillon Co. B ran d s  K in d e rg a rte n  ------------17 T ap ioca
D an  P a tc h , 10c, doz. 96 L e a d e r --------------------- i i  P ea rl. 100 lb. sack s  06%
D illon 's  M ix tu re . 10c 96 £ .  L. O. ------------------- M inute . 8 oz.. 3 doz. 4 05
G. O. P ., 35c, doz. 3 00 F ren ch  C r e a m s --------- 16 D ro m ed ary  In s ta n t __ 3 50
G. O. P., 10c, doz. __ 96 C am eo ---------------------- 1» FISH IN G  TA C K L E
Loredo, 10c, doz. 96 G rocers ----------------------11 C o tton  Un(S8
P each y  S^rap  lOc, dz“  96 F an cy  C h o co la te ^  No. 2. 15 f e e t ----------- 1 15
P e n in su la r , 10c, doz. 96 aoo’VL‘,iBOiX75 !e  f o o t ----------- 1 80P e n in su la r, 8 oz., dz. 3 00 g it te r s w e e ts .  A ss ted  1 75 No. 4. 15 f e e t ------------ 1 80
Reel C u t P lug , 10c, dz 96 Choc M arshm allow  D p 1 55 No. 5. 15 f e e t ------------ 1 95
U nion W o rk m an  S crap , ^7ilk C hocolate  A A — 1 9. No. 6. 15 f e e t ----------- 2

10c, doz. _________  96 N ibble S tick s  --------- 2 00 L inen L ines
W ay  Up. 10c, doz. „  96 P rim ro se  Choc. -------1 20 Rn,alli p e r  100 y a rd s  6 65
W ay  U p, 8 oz., doz. 3 25 No. 12 C h o c ._ - - - - - —  * M edium , p e r 100 y a rd s  7 25
W ay Up. 16 oz.. doz. 7 10 C hocolate  N u t Rolls -  1 80 L a rg e , p e r 100 y a rd s  9 00
W ay  Up, 16 oz. pails  7 40 _____  F lo a ts
Y ankee G irl S crap , 10c 96 Gum D rops No 1% p e r  RroSs wd. 5 00

_  . _ 17 No. 2. pe r g ross, wood 5 50
P lnkert0Bra^°dsaCC0 R a s p b e r r y - - : : : : : : : : : : : : - 1 7  No. 2%. p e r gro. wood 7 50

A m erican  S ta r  l° c  dz 96 f r s c o te h 8 Je llT e s" : 18 Size l-1 2 °°p lr  LOOO*- 1 05
B ig  9. C lip ., 10c, doz. 96 p a v o rite  ___________ 20 Size 1-0. p e r 1.000 __ 1 20
B uck  Shoe S crap , 10c 96 g ize 2_n p e r 1 000 1 45
P in k e rto n , 30c, doz. „  2 40 L ozenges. g ize 3-o! p e r 1.000 __ 1 65
P a y  C ar S crap , 10c, dz 96 P a ils  g ize 4.0 p e r  1.000 2 10
P inch  H it  Scrap , 10c 96 A A P e p . L ozenges 15 g ize 5.0! p e r  1.000 — 2 45
Red M an S crap , doz. 96 A A P in k  L ozenges 15 S in k ers
Red H orse  S crap , doz. 96 A A Choc. L ozenges 16 N o j  p e r £t o s s _____  65
J .  J .  B agley & Co. B rands. No. 2,  p e r  g r o s s -------- 80
B road leaf, 10c _____  96 M a,ted  M ilk L ozenges 0 No. 3, p e r  g r o s s -----------  90
B uck in g h am , 10c, doz. 96 H ard  Goods. No. 4, p e r g r o s s ---------1 20
B u ck in g h am , 15c tin s  1 44 P a ils  No. 5. p e r g r o s s ------- 1 60
Gold Shore, 15c, doz. 1 44 Lem on D rops ------------ 17 No. 6. p e r  g r o s s --------2 00
H azel N u t, 10c, doz. 96 o . F . H orehound  D ps 17 N o. 7, p e r  g r o s s --------2 60
K leeko, 25c, doz. —  2 40 A nise S n u ares  --------- 17 No. 8. p e r  g ross ------- 3 75
Old Colony, PI. C. 17c 1 53 P e a n u t S n u a r e s --------- 18 No. 9. p e r g r o s s --------5 20
Old C rop, 50c, doz. __ 4 80 H orehound  T a b le ts  __ 18 N o. 10, p e r  g r o s s ------- 6 75
S w e e f aT i p s S 15cP' doz“ 1 44 Pop Corn Goods. FLA VO RIN G  EX T RA C TS
W ild F ru it.  10c, doz. 96 G raoker Jac k  P rize  5 95 Jen n in g s
W ild  F ru it ,  15c. doz. 1 44 C heckers P rize  -------  5 95 P u re V an illa

Cough D rops T u rp en e less
Independen t Snuff Co. B oxes P u re  Lem on

B rands. P u tn a m ’s _ ____ 1 3 0  P e r  Doz.
N ew  F ac to ry . 5c doz. 48 g m lth  B r0^ ; _______  1 50 7 D ram  ---------------------1 35
N ew  F a c to ry  P a ils , dz 7 60 1% O unce ___________ 1 75

P ack ag e  Goods 2 O u n c e --------------------- 2 75
S ch m id t B ros. B ran d s  C ream ery  M arshm allow s 2% O u n c e ------------------3 00

E ig h t B ros., 10c. doz. 96 4 oz. ¿ kfi. 12s. c a r t.  95 2% O u n c e ------------------ 3 25
E ig h t B ros,, P a ils , dz. 8 40 4 oz. pkg. 48s, case  3 75 4 O u n c e --------------------- 5 00

_  ... _  . _ r e i a r n  8 O unce ------------------- 8 50R. J . R eynolds T obacco Co. CRISCO 7 D ram . A s s o r t e d ___1 35
B rands. 36s, 24s an d  12s. Ounce, A sso rted — 1 75

G eorge W ash in g to n , L ess  th a n  5 case  —  20 v a n  D uzer
10c, doz. -----  —  96 F iv e  cases  -----------------  4 v a n il la .  L em on. A lm opd,

Old R over, 10c, doz. 96 T en  c a s e s -s t ra w b e r ry  R asp b erry ,
n „ r  A d v e rtis e r  10c, 96 T w en ty -five  case s  —  18% P jn eap p ,e y ’P e a ch, O range,
P rince  A lbe rt, 10c, dz. 96 hs anti -»s. P e n n e rm in t & W in te rg re e n
P rince  A lbe rt, 17c, dz. 1 53 L ess  th a n  5 cases -  19% “  r t o n s . _ 2  00
P rin ce  A lbert. 8 oz. F iv e  cases  -----------------18% g ounce Jn carto n a  __ 3 50

tin s , w ith o u t p ipes -  6 72 T en  c a s e s ------------------4 ounce in  c a r t0 n s  __ 6 75
P rin ce  A lbe rt, 8 oz. 25 c a s e s ----------------------18 8 ounce ______________ 13 20

a n d  P ipes, doz. __ 8 88 ____ _____  P in ts  __ 26 40
P rin ce  A lbe rt. 16 oz. 12 96 COUPON BOOKS n 51 00
S tu d . G ran . 5c, doz. 48 50 E conom ic g rad e  ~  2 50 ^ a a ” s 16 00
W haie, 16 oz.. doz. __ 4 80 100 Econom ic g rad e  -  4 50 G allons, eacn  -------------

_  . _  500 Econom ic g rad e  20 00 o u r  a n d  F E E DBlock Bros. T obacco Co. 1 ¿00 Econom ic g rad e  37 50 FLO UR aim u  i- t t
M ail P ouch , 10c, doz. 96 ’ w h e re  1 000 books a re  Valley C ity  M illing Co.
F a lk  T obacco Co B ran d s  o rd e red  a t  a  tim e , spec ia l- L ily  W hite . % P a p e rF a lk  T obacco o o ., ts ran as . Pr in t  f ro n t cover is sack  ----------------------- 8 90
A m erican  M ix tu re , 35c 3 30 fu rn ish ed  w ith o u t ch a rg e . H a rv e s t  Q ueen, 24% 8 90 
A rcad ia  M ix tu re , 25c 2 40 L ig h t L o af S p ring
C ham pagne  S p a rk le ts , CREAM  OF T A R T A R  W h ea t, 24%s --------- 9 60

30c, doz. ___________ 2 70 „ 40 R oller C ham pion, 24% 8 50
C h am pagne  S p a rk le ts , b 11)- u e  Snow  F lak e , 24%s — 7 40

90c, doz. ___________8 10 O RIED  FR U IT S  G rah am  25 lb. p e r  cw t 3 60
P e rso n a l M i x t u r e -----  6 60 Golden G ran u la ted  M eal,
P e riq u e , 25c, p e r  dob. 2 25 • , .  , h lk  431l 25 lbs., p e r cw t., N  2 60
S erene  M ix tu re , 16c dz 1 60 E v ap  d t n  » • - R ow ena  P a n c ak e  Com -
S erene  M ix tu re , 8 oz. 7 60 A prico ts  pound, 5 lb. s ac k  — 4 20
S erene  M ix tu re , 16 oz 14 70 E v a p o ra te d , Choice —  30 B u ck w h ea t Com pound,
T a re y to n  L undon  M ix- E v a p o ra te d , F a n c y  35 5 ib, s a c k --------------- 4 20

tu re , 50c.. doz. -----  4 00 E v a p o ra ted , S lab  ----------26
V in tag e  B lend. 25c dz. 2 30 r u m n  W atson  H ig g in s  M illing
V in tag e  B lend. 80 t in s  7 50 40 Co. • „
V in tag e  B lend, $1.55 1® *b- b°*  ~  N ew  P e rfec tio n , %s_ 8 60

tin s , d o z ,_________  14 70 C u rra n ts
P a ck ag e , 15 oz. —  ----- 1» Meal

S uperba  T obacco Co. B oxes, B ulk , p e r lb. — G ra in  M. Co.
B ran d s. P each es  . '  ' « 2 5

S am m y Boy Scrap , dz 96 E v ap . Choice, U npeel. 17 k  B olted  ■^"""¡^V 'ed  3 45C ig a r C lippings E v ap . F ancy , U npeeled  18 G olden G ra n u ia te a  - i  40
H a v a n a  B lossom , 10c 96 E v ap . F an cy , Pee led  — 20 W h ea t
H a v a n a  B lossom , 40c 3 95 No. 1 R ed ___________1 28
K n ick erb o ck er, 6 oz 3 00 Peel j$o 4 w h i te  ________ 1 25
L ieb e rm an , 10c. doz. 96 LpiTU)n, A m e r ic a n --------- 26 Q ats
R o v S ' Maj'or^ ?0o. d"z! 96 ° r a n ®e ’ A m erican  22 C ar]o ts  -------------------- 45
R oyal M ajor.’ 6 oz.. <lz. 3 60 R aisin s  B ess th a n  C a r lo t s -----  »
R oyal M ajor. 14 oz. dz 7 20 g ee(ied , b u lk  ________16 Corn

o r ,  r- > Q — Seeded,  1 lb. pkg .. — 18% C arlo ts  -------------------------- 9s
L a ru s  & Bro. Co. s B rands. ;-u l ta n a  Seedless _____17% L ess  th a n  C arlo ts  -------- >2
E dgew orth  R eady  R ub- Seedless, 1 lb . pkg . — 24 H ay

bed, N c T in s  - - - - - -  1 62 C alifo rn ia  P ru n e s  C arlo ts  ______________18 CO
E b?dW°8 oz tfnsV dor 7 00 90-100 25 lb. boxes - # 1 0 %  L ess th a n  C arlo ts  -  22 00
E dgew orth  R eady  R ub- ? ox<?s Feed

2  l e g  25 ib! b o x ls  ; : | l 4 %  | o 2 c o r n o& O at F d  29 00

E ^ f r u n s !  J S T - J S f ,  5§ 30-40 25 » ;  boxes Z l f l ^  C oarse  C orn  M * " “  29 00

F R U IT  JA R 8 
M ason, p ts ., pe r g ross 7 25 
M ason, q ts ., p r  g ro ss  8 50 
M ason, % gal., g ro ss  11 60 
Idea l G lass Top, p ts . S 80 
Id ea l G lass T op, q ts . 10 60 
Idea l G lass Top. % 

gallon  ___________  13 70
G E L A T IN E

Cox’s 1 doz., la rg e  — 1 90
Cox’s  1 doz., s m a l l _T 25
Jello -O , 3 doz. ----------3 45
K n o x ’s S park ling , doz. 2 25 
K nox’s A cidu’d, doz. 2 25
M inute , 3 doz. --------- 4 05
.N e ls o n 's  _______________1 W
O xford 
P lym ou th , W h ite  ___

75 
1 40

W au k e sh a  ____________1 35
G R A N U L A T E D  LY E . 

W anders .
Single cases  _________5 15
2% cases  _____________5 04
5% cases  _____________4 95
10 cases

N U TS .
Whole T op —

A lm onds, T e rreg o n a — 22 Good
I. X . L ., s. s . _______ 30 M edium
F an cy  m ixed ------------21
F lb e rts , S icily  ---------- 16 Good __
F ilb e r ts , N a p le s -------- 16 M edium
P e a n u ts , V irg in a  ra w  09% I ’oor
P e a n u ts , V ir. ro a s ted  11
P e a n u ts , Ju m b o , ra w  11
P e a n u ts , Ju m b o , r s td  13
P ecans, 3 s t a r _________22
P ecan s , Ju m b o  -------- 80
W aln u ts , M an ch u rian  27
W aln u ts , S o r e n t o ------- 36

Salted Peanuts
F an cy , No. 1 ----------- 10
Ju m b o  _______________21

Shelled
A lm onds _________ - — 50
P e a n u ts , S pan ish ,

125 lb. b a g s ------------- 08%
F ilb e r ts  _____________ 50
P e c an s  -------- :-----------
W aln u ts  ____________ 75

Veal.

Lam b.

14
13
10

30
28
24

07

07
1 11

% cases, 24 to  c a s e .  2 60
C H L O R IN A T E D  L IM E .

Single cases, c a s e ----- 4 60
2% cases, case  ---------4 48
5% cases, case  ______4 40
10 cases, case  ______ 4 32
% case , 25 can s  to  

case , c a s e _____ _____2 35

HIDES AND PELTS  
Hides

G reen. No. 1 ___
G reen, No. 2 ___
C ured, No. 1 ___
C ured. No. 2 ___
C alfsk in , g reen , N
C alfsk in , g reen , No. 2 09%
C alfsk in , cu red . No. 1 12
C alfsk in , cu red , No. 2 10%
H orse, No. 1 ________ 3 0u
H orse , No. 2 ________ 2 00

Pelts
Old W ool _______  50@ 1 00
L am bs _________  50@1 00
S h earlin g s  .1_____ 10 #  25

Tallow
P rim e  _________  @5
No. 1 _________  @4 •
N o. 2 __________ @3

Wool
U nw ashed , m edium  22@25
U nw ashed , r e j e c t s _@18
F in e  ________________ @25

O L IV E S .
B ulk, 2 gal. k e g -----
B ulk , 3 gal. k e g -----
B ulk , 5 gal. k e g -----
Q u a rt, ja r s ,  dozen — 
4% oz. J a r ,  p la in , dz. 
5% oz. J a r .  pi., doz. 
10 oz. J a r ,  p la in , doz. 
16% oz. J a r ,  PI. doz. 
3% oz. J a r .,  s tu ffed -
8 oz. J a r .  S tu ., doz.
9 oz. J a r .  S tuffed , doz. 
12 oz. J a r ,  S tuffed , dz

P E A N U T  B U T T E R .

M utton.
Good ___________________16
M edium  ________________14
P o o r ____________________ 12
H eav y  hogs _______ 11
M edium  hogs _________13%
L ig h t hogs __ :______ 13%
Sows an d  s ta g s  ____ 11
L oins ________________21
B u tts  _________________16%
Shou lders  ___________ 16
H am s _______________ 24
S p a re rib s  _____________12%
N eck bones _______ 05

PR O V IS IO N S  
Barreled Pork 

C lear B ack  __ 23 00@24 00
3 00 S h o rt C u t C lear 22 00@23 

C lear F am ily  27 00@28
00
00

D r y  Salt Meats
00 S P  B ellies — 14 00@17 00

1 35 Lard
1 60 80 lb. t u b s ___ advance %
2 35 P u re  in tie rces  I4%@lf
3 50 Com pound L a rd  14%@li'»
1 45 69 lb. t u b s ___ ad v an ce %
2 40 50 lb. tu b s  _advance %
3 50 20 lb. p a i l s ___ ad v an ce %
4 50 10 lb. p a i l s ___ advance %

No.
No.
No.
No.

No.
No.
No.

R A W  FU R S. 
Skunk.

1 b lack  _____
2 sh o r t s tr ip e  .
3 n a rro w  s tr ip e  _ 1
4 b road  s tr ip e  —

M ink.
1 la rg e  __________7
1 m edium  _______5
1 s m a l l ___________4

3 00 
2 00

00
Raccoon.

No. 1 la rg e  ___________4 00
No. 1 m edium  _______3 00
No. 1 sm all __________2 00

Muskrat.
S p rin g  ------------------------2 25
W in te rs  ---------------------1 75

lb. p a i l s ____advance  1
3 ib. p a i l s ____ad v an ce  1

Sausages
B ologna _______________12
L i v e r __________________12
F ra n k fo r t  _____________16
P o rk  _____________ 18@20
V eal __________________H
T ongue  ______________ H
H eadcheese  ___________14

Smoked Meats
lb

Bel C ar-M o 
8 oz., 2 doz. ii
24 1 lb. pa ils  - 
12 2 lb. pa ils  - 
5 lb. pa ils , 6
25 lb. pails 
50 lb. tin s

@32
@32

in

F a lls
K itts

HO R SE R A D IS H
P e r  doz., 7 o z . ---------- 1 25
J E L L Y  A N D  P R E S E R V E S
P u re , 30 lb. p a i l s ----- 2 50
P u re , 7 oz. A sst., doz. 1 35 
P u re , 15 oz. A sst., doz. 2 00 
B uckeye, 22 oz., 2 doz. 4 25 
O. B ., 15 oz., p e r  doz. 2 40

J E L L Y  GLASSES  
8 oz., p e r doz. ----------- 34

M A TC H E S .
B lue R ibbon, 144 box. 7 55 
S ea rch lig h t, 144 box. 8 00 
Safe  H om e, 100 boxes 5 80 
Old P a l, 144 boxes __ 8 00 
R ed  S tick , 720 lc  bxs 5 50 
R ed  S tick , 144 bx s  __ 5 75

Safety Matches.
R ed T op, 5 g ro . case  5 75 
Sociable, p e r  g r o . ----- 1 00

M IN C E  M E A T .
N one Such, 3 doz. __ 5 35 
Q uaker, 3 doz. case  __ 4 00 
G utches, 3 doz. case  4 00 
L ibby  K egs, W et, lb. 25

M OLASSES.
New Orleans

F an cy  O pen K e ttle  —  60
Choice ------------------------- £8
Good ---------------------------- 86
F a ir  ----------------------------
S tock  — uD

H a lf  "b a rre ls  5c e x tra  
M olasses in C ans.

Red H en . 24. 2 'h . 2 60
R ed  H en , 24, 2% lb. 3 25 
R ed H en . 12. 5 lb. __ 3 00 
R ed H en . 6, 10 lb. __ 
G inger C ake, 24, 2 lb. 
G inger C ake, 24, 2% lb 
G inger C ake, 12, 5 lb 
G inger C ake, 6. 10 lb

2 50 
4 20 
4 10 

! 4 60 
13

_____ 12%
P E T R O L E U M  PRODUCTS  

Iron  B arre ls  
P e rfec tio n  K erosine  __12.4 
R ed C row n G asoline,

T an k  W agon -------- 21.1
G as M achine G asoline  39.5 
V. M. & P . N a p h th a  23.2
C apito l C ylinder ------- 45.2
A tlan tic  R ed E ng ine  25.2 
W in te r B lack  ------------- *5.7

Cpolarine
Iron Barrets.

M edium  L ig h t ---------- 57.2
M edium  heavy  ---------- 59.2
H eav y  ------------------------- 62.2
E x tra  h eav y  — ----------- 67.3
T ran sm issio n  Oil ------- 57.2
F in d ,  4 oz. cans, doz. 1.65 
F inol, 8 oz. c ans , doz. 2.25 
P a ro w ax , 100, 1 lb. — 8.2 
P a ro w ax , 40. 1 lb . — 8.4 
P a ro w ax , 20. 1 lb. — 8.6

H am s, 14-16,
H am s, 16-8, lb.
H am . d ried  beef

se ts  _________
C alifo rn ia  H am s 
P ien ic  Boiled

H am s _______
Boiled H am s __
M inced H a m s _
B acon _________

Beef
B oneless ___  24 00@26 00
R um p, n e w _ 25 00@26 00

Mince Meat
C ondensed No. 1 car. 2 00 
Condensed B ak e rs  b rick  31
M oist in g la ss  ______ 8 00

Pig's Feet

@39
@17

@32
@48
@15
#38

bbls.
bbls.,
bbls.

35 lbs.
2 15 
4 00 
7 00

1 b b l______ ___________14 15
Tripe

K its . 15 lbs. _______  90
% bbls., 40 l b s . _____1 60
% bbls., 80 l b s . _____3 00

Casings
H ogs, p e r lb. _______  @42
B eef, ro u n d  s e t ___ 14@26
B eef, m iddles, s e t— 25@30 
Sheep, a  skein  1 75@2 00 

Uncolored Oleomargarine
Solid D a iry  -------- 20@23
C o u n try  R o l l s _____ 22@24
Gem  N u t ---------------------22

R IC E
F an cy  H e ad  -----------  08
B lue R ose ---------------06
B roken _____________  01

R O LL E D  OATS  
Steel C ut. 100 lb. sks. 
M o n a rc h . 90 lb . sa c k s  
S ilver F lake . 90 lb. sk . 
Q u ak er, 18 R eg u lar „  
Q uaker, 12s F am ily  — 
M others, 10s, F am ily  -

3 25

O. & B. Spec., 24, 2%
O. & L . Spec., 12, 5 lb.
O. & L. Spec., 6, 10 lb. 
D uffs, 24, 2% Screw  C. 6 50 
D uffs, 6, 10. S crew  C. 5 35 
Dove, 36, 2 lb. W h. L . 6 60 
Dove, 24, 2% lb  W h. L  6 30 
Dove, 12. 5 Ib. B lue L  4 70 
Dove, 6, 10 lb. B lue L  4 45 
P a lm e tto . 24, lb. 4 60

Sem dac, 12 p t. c an s  3 10 
•Sem dac, 12 q t. c an s  4 50 

P IC K LE S  
Medium Sour 

B arre l, 1.200 count _
H a lf  bb ls ., 1300 co u n t 17 50 
5 gallon  kegs  __3 00® 6 50 

Sweet Small
16 Gal., 1600 -----------  28 00
16 Gal., 2880 -----------  32 00
5 Gal., 500 --------------- 13 50

DUI Pickles.
1800 Size, b b l s . -------- 17 50
2400 Size. b b l s . -------- 19 50

P IP E S
Cob, 3 doz. In bx  1 00@1 20 

P L A Y IN G  C A R D 8
No. 90 S te a m b o a t----- 2 75
No. 808, B icycle -------4 50
P ic k e tt ---------------------- 3 50
C ongress ------------------6 00

POTASH
B a b b itt’s 2 doz. ------- 2 75

FR E S H  M E A TS .
Beef.

J o p  S te e rs  an d  H e ife rs  14 
Good S tee rs  an d  H e ife rs  13 
M ed S tee rs  & H e ife rs  11 
Com . S tee rs  & H e ife rs  09 

Cows.
T op --------------------------------11
Good -------------------------- ~  1®
M edium  ------------------------09
C om m on ------------------------07

S ilver FlaKe, 18 Keg. 1 45 
S ilver F lak e , 10 F am . 1 80 

S A LA D  DRESSING  
D u rk ee ’s la rg e , 1 doz. 6 75 
D u rk ee ’s  m ed., 2 doz. 7 35 
D u rk ee ’s  P icn ic , 2 dz. 3 So 
.-.ruder s< large, 1 doz. 3 60 
« n id e r-® sm all  ̂ doz. 2 35 

S A LE R A T U S  _ 
Arm  and  H a m m er — 3 75 

SAL SODA
G ran u la ted , bbls. ----- 2 25
G ran u la ted . 100 lbs cs 2 50 
G ran u la ted , 36 2% lb.

p ack ag es  --------------  3 bu
COD F IS H .

M iddles -----------------
T ab le ts , 1 lb. P u re  — 
T ab le ts , % lb. P u re ,

doz. ------------------------
W ood boxes. P u re  *•—— 
Im peria l, W ood boxes
W hole Cod ---------------

Holland Herring
S tan d a rd s , kegs  ------------80
Y. M., K egs --------------90

Herring
K K  K  K , N orw ay  — 20 00
8 Ib. pa ils  ---------------- 1 J?
C u t L unch  --------------- 9*
B oned, 10 lb. boxes — 15

Lake H erring
% bbl., 100 l b s . -------- 6 35

Mackerel
T ubs, 50 lb . fan cy  fa t  9 50
T ubs. 60 c o u n t -------- 6 25

W hite  F ish
M ed. F an cy , 100 lbl — 13 00

16% 
.  23

1 40 
__ 24 

16 
12
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8 A L T
C olonial 24 2 lb. ---- 90
M ed. N o. 1, B b l s . __2 70
M ed. No. 1. 100 lb. bg  80 
F a rm e r  Spec., 70 lb. 92
P a c k ers , 56 lb. --------- 56
B locks, 50 lb. ----------  62
B u tte r  S a lt, 280 lb bbl. 4 50 
B ak e r  S a lt, 280 lb. bbl 4 26
100, 3 lb. T a b l e _____ 6 30
60, 6 lb. T a b l e ______ 6 80
30, 10 lb. T a b l e -------- 5 65
28 lb. bags, b u tte r  — 50

P e r  case , 24 2 lbs. — 2 40 
F ive  case  lo ts  _____ 2 30

SEEDS.
A nise ________________23
C araw ay  ------------------14
C anary , S m y rn a  ----- 09
C ardom on, M alab a r 1 20
C elery  _______________24
H em p, R u ss ian  _______09'4
M ixed B ird  ---------------- 13%
M u sta rd , yellow  -------12
P oppy  _______________18
R ap e  ________________14
D u rk ee ’s  B ird , doz. — 1 20 
F re n c h ’s  B ird , p e r dz. 1 40

S H O E B L A C K E N IN G .
2 in 1. P a s te , doz. — 1 35 
E . Z . C om bina tion , dz. 1 35
D ri-F o o t, doz. _____ 2 00
B ixbys, Doz. ----------- 1 35
S hinola, doz. ------------ 85

S TO V E  P O L IS H . 
B lack lne , p e r  doz. — 1 36 
B lack  Silk L iqu id , dz. 1 40 
B lack  Silk P a s te , doz. 1 25 
E n am a lin e  P a s te , doz. 1 35 
E n am a lin e  L iqu id , dz. 1 35 
E  Z L iquid , p e r  doz. 1 40
R adium , p e r  d o z . ----- 1 85
R ising  Sun. p e r  doz. 1 35
654 S tove E n am el, dz. 2 85 
V ulcanol, No. 5, doz. 95 
V ulcanol, No. 10, doz. 1 35 
Stovoil, p e r  doz. ----- 3 00

SOAP.
Am. F am ily , 100 box 5 75
E xport. 120 box ----- 4 95
F lake  W hite , 100 box 4 90 
F e ls  N a p th a , 100 box 5 60 
G rdm a W h ite  N a. 100s 5 30 
R ub  No M ore W h ite

N a p th a , 100 box — 5 50 
S w ift C lassic, 100 box 4 90 
20 M ule B orax , 100 bx  7 65
W ool. 100 box _______6 50
F a iry , 100 b o x ________ 6 00
Jap  R ose. 100 b o x ___ 7 85
P alm  Olive, 144 box 11 00
L av a . 100 box ---------- 4 75
Pum m o. 100 box ------- 4 85
S w ee th ea rt. 100 box _ 5 70 
n ra n d n a  T a r. 50 sm . 2 40 
G ran d  P a  T a r , 50 L ge 4 05 
F a irb a n k  T a r. 100 bx  4 00 
T rilby . 100, 12c _____8 50
W illiam s B a rb e r  B ar , 9s 50 
W illiam s M ug, p e r  doz. 48

P ro c to r  & G am ble.
5 box lo ts , a sso rte d

Ivory , 100 6 o z . ------- 7 00
Ivo ry  Soap F lk s ., 100s 8 50 
Ivory  Soap F lks ., 50s 4 35
L enox . 140 c a k e s ----- 5 50
P . & G. W h ite  N a p th a  5 75 
S ta r . 100 No. 11 cak es  5 75 
S ta r  N ap . P w d r., 100s 3 90 
S ta r  N ap. P w d r., 24s _ 5 76

T rad e sm a n  B ran d . 
B lack  H aw k , one box 4 50 
B lack  H aw k , five bx s  4 25 
B lack  H aw k , te n  b x s  4 00 

Box c o n ta in s  72 cakeB. I t  
is  a  m o s t rem a rk a b le  d ir t  
and  g rease  rem over, w ith 
o u t in ju ry  to  th e  sk in .

W A S H IN G  PO W D E R S .
Bon A m i P d , 3 dz. bx 3 75
Bon A m i C ake, 3 dz. 3 25
C llm allne, 4 doz. _ 4 20
G randm a, 100, 5c _ 3 90
G randm a, 24 L a rg e 4 00
Gold D ust, 1 0 0 s __ 4 00
Gold D u st, 20 L arge 4 30
Golden Rod, 2 4 __ 4 25
J in x , 3 doz. ______ 4 50
L a  F ran c e  L au n , 4 dz. 3 70
L u s te r  Box, 5 4 __ 3 75
M iracle Cm, 4 oz. 3 dz. 4 00
M iracle  C., 16 oz., 1 
Old D utch  C lean . 4

dz. 4 00
dz. 4 75

Q ueen A nn, 60 oz. 2 40
R inso . 100 o z . ____ 6 40
R ub  N o M ore, 100, 10

OZ. ________________ 4 00
R ub  N o M ore, 100, 14

OZ. ________________ 5 75
R ub N o M ore, 18 Lg. 4 50
S potless  C leanser, 48.

20 o z . _________ 4 00
S an i F lu sh , 1 doz. _____ 2 25

Sapolio, 3 doz. _______3 15
Soapine, 100, 12 oz. _ 6 40 
Snow boy, 100, 10 oz. 3 90 
Snow boy, 24 L a rg e  — 5 60 

Snow boy L a rg e  1 free  5
Speedee, 3 d o z . _____ 7 20
S u n b rite , 72 d o z . ___ 4 00
W y an d o tte , 48 ______ 6 50

C LE A N S E R S .

80 can  cases, $4.80 p e r case

SP IC E S.
W hole Spices.

A llspice, J a m a i c a _@12
Cloves, Z an z ib a r _____@42
C assia, C an ton  _______@16
C assia . 5c pkg., doz. @40
G inger, A frican  ___ @15
G inger, C ochin _______@22
M ace. P e n a n g  _______@70
M ixed, No. 1 _________@22
M ixed, 5c pkgs., doz. @45
N u tm eg s, 70-80 _______@30
N u tm eg s, 105-110 ____@25
P ep p er, B lack  _______@15

P u re  G round In Bulk
A llspice, J a m a i c a ___ @15
Cloves, Z an z ib a r _____@55
C assia , C an ton  ---------- @25
G inger, A f r i c a n _____ @22
M u sta rd  ______________@31
M ace, P e n a n g  ________@75
N u tm eg s  ______________@32
P ep p er, B lack  ________@20
P ep p er, W h ite  _______@29
P ep p er, C ayenne  ------- @32
P a p rik a , Span ish  —  @42

S easoning
Chili Pow der, 1 5 c ___ 1 35
C elery  S a lt, 3 o z . -----  95
Sage, 2 oz. __________ 90
O nion S a l t ___________1 35
G arlic  ________________1 35
P o n e lty , 3% oz. ___ 3 25
K itch en  B o u q u e t___ 3 25
L a u re l L eav es  _____  20
M arjo ram , 1 o z . ___________ 90
Savory , 1 oz. ________ 90
T hym e, *1 oz. _______  90
T u m eric , 2% oz. ___  90

STA RCH
Corn

K ingsfo rd , 40 l b s . ___ 11%
Pow dered , b ag s  ___ 03
A rgo. 48 1 lb. p k g s ._3 76
C ream , 4 8 - 1 _________ 4 80
Q uaker, 40 1 _________ 6

Gloss
A rgo, 48 1 lb . p k g s ._3 76
A rgo, 12 3 lb. p k g s ._2 74
A rgo, 8 5 lb. p k g s .__ 3 10
S ilver G loss, 48 I s _11%
E las tic , 64 pkgs. ___ 5 35
T ig er, 48-1 _________ 2 85
T ig er, 50 lbs. ________05%

SY R U PS
C orn

B lue K aro , N o. 1%,
2 doz. _______________202

B lue K aro , No. 5, 1 dz. 2 60 
B lue K aro , No. 10,

% doz. _____________2 40
R ed K aro , No. 1%, 2

doz. _________________2 18
R ed  K aro , No. 5, 1 dz. 3 00
Red K aro , No. 10, % 

doz. _________________2 80

M aple F lavo r.
K aro , 1% lb., 2 doz. _ 3 95
K aro , 5 lb., 1 d o z ._6 15

M aple and  C ane
K an u ck , p e r  g a l . ___ 1 50
S u g a r B ird , 2% lb.,

2 doz. ____________ 9 00
S u g a r B ird , 8 oz., 4

doz. _______________12 00

M aple.
Jo h n so n  P u r ity ,  Gal. 2 50 
Jo h n so n  P u r ity ,  4 

doz., 18 oz. _______18 50

Sugar Syrup.
D om ino, 6 5 lb. c an s  2 50 
B bls., bu lk , p e r  ga l. 30

T A B L E  SAUCES.
L e a  & P e rr in , la rg e_5 75
L e a  & P e rr in , sm all_3 35
P e p p e r ________________1 60
R oyal M in t ___________2 40
T obasco  _________   2 75

Sho You, 9 oz.,
A - l ,  la rg e  --------
A -l, sm all -------
C ap ers  --------------

doz. 2 70
____ 5 76
____ 3 60
____ 1 80

T E A .
Japan.

M edium  ___________ 32@38
Choice ____________ 40@43
Fancy ___________  54@57
No. 1 N ibbs --------------- 58
1 lb. pkg . S if tin g s  16

Gunpowder
Choice --------------------- - - 2 8
F an cy  ____________ 38@40

Ceylon
P ekoe, m edium  --------- 33
M elrose, fa n cy  --------- 66

English Breakfast
C ongou, M edium  ------- - 2 8
Congou, C h o ic e ----- 35@36
C ongou, F a n c y  ------- 42@43

Oolong
M edium  ---------------------  36
Choice ________________
F a n c y  -------------------------

T W IN E
C otton , 3 p ly  c o n e -----
C otton , 3 ply  b a l l s -----
W ool, 6 ply  ----------------

1 75

____ 1 85
1 90 

75 
80 

1 35 
9 00

V IN E G A R
C ider, 40 G r a i n ---------28
W h ite  W ine, 40 g ra in  17 
W h ite  W ine , 80 g ra in  22

O akland  V in eg ar & P ick le  
Co.’s B ran d s

O akland  Apple C ider — 30 
B lue R ibbon C orn  —  22 
O akland W h ite  P ick lin g  2« 

P a c k ag e s  no charge.
W IC K IN G

No. 0, p e r g r o s s -----
No. 1. p e r g r o s s -----
No. 2, p e r  g r o s s ----- 1
No. 3, p e r  g ro ss  - - — 1 
P ee rle ss  Rolls, p e r  doz. 
R o ch este r, N o. 2, doz. 
R ocheste r, No. 3, doz. 2 
R ayo, p e r  doz. ---------

W O O D E N W A R E  
Baskets

B ushels, n a rro w  band ,
w ire  h an d le s  ------- -

B ushels , n a rro w  band ,
wood h an d le s  -----

B ushels, w ide b an d  — 
M arked , d rop  hand le  
M ark e t, s ing le  h and le
M ark e t, e x tr a  ---------
S p lin t, la rg e  ------------
S p lin t, m edium  -------- »
S plin t, sm all ------------7 00

Churns
B arre l, 5 ga l., each  -_ 2 40 
B arre l, 10 g a l., e ac h — 2 55 
3 to  6 g a l., p e r  ga l. — 16

Egg Cases
N o. 1. S ta r  C a r r ie r  5 00 
No. 2, S ta r  C a r r ie r  __ 10 00 
No. 1, S ta r  E g g  T ra y s  4 50 
No. 2, S ta r  E g g  T ra y  9 00

Mop Sticks
T ro ja n  s p r i n g -----------
E clip se  p a te n t sp rin g  
No. 2, n a t. b ru sh  hold 
Ideal, N o. 7 — — —
9 lb. Cot. M op H ead s  1 40 
12 lb. C ot. M op H e ad s  1 80

Pails
10 q t. G a lv a n iz e d -----
12 q t. G alvan ized  -----
14 q t. G alvanized  
12 q t. F la r in g  G al. I r .  6 75
10 q t. T in  D a i r y ----- 5 00
12 q t. T in  D a i r y ----- 5

Traps
M ouse, w ood, s bo les — 
M ouse, wood, 6 ho les — 70 
M ouse, tin . 5 ho les — -
R at, w o o d ------------------- 1 oj{
R a t, sp rin g  ---------------- 1
M ouse, sp rin g  ----------

2 00 
2 00 
2 on 
1 90

2 40 
2 60
3 00

30

8 50 
7 00 
6 50

Tubs
L a rg e  G alvan ized  
M edium  G alvan ized  
Sm all G alvan ized  — 

Washboards
B an n e r G lo b e ------------|  75
B ra ss , S ingle ----------- ® ¿5
G lass. S ingle -----------7 00
D ouble P e e rle ss  ------- 8 Z5
Single P e e rle ss  -------- 7 50
N o rth e rn  Q ueen ----- *
U n iv e rsa l ------------------" 50

W indow  Cleaners  ̂ p
- - - - - -  t 8g

~  2 30
Wood Bowls

13 in . B u tte r  ------------ 5 00
15 in . B u tte r  ------------ 9 00
17 in . B u tte r  ----------- 18.00
19 in . B u t te r  -----------25.00

W R A P P IN G  PA P E R  
F ib re , M an ila , w h ite  05%
No. 1 F ib re  _________ 07%
B u tc h e rs  M a n i l a ------06
K ra f t  ------------------------- «9

Y E A S T  C A K E
M agic, 3 d o z . ------------2 70
S u n ligh t, 3 d o z . -------- 2 70
S u n ligh t, 1% doz. —  1 35 
Y eas t F o am , 3 doz. — 2 70 
Y eas t F oam , 1% doz. 1 35

Y E A S T — C O M PR ESSED  
F le isch m an , p e r  doz. — 28

12 *n.
14 In.
16 in.

13 in .
15 in .
17 in .
19 in.

Proceedings of Grand Rapids Bank
ruptcy Court.

G rand  R ap ids, F eb . 21—On th is  day  
w as he ld  th e  firs t m ee tin g  o f c re d ito rs  
in th e  m a tte r  of H am p  B ros. A uto  Sales 
C om pany, B a n k ru p t No. 2052. T he  b a n k 
ru p t  w as p re sen t in  pe rso n  an d  by  a t t o r 
ney , E . F . Saw yer. F red  W etm o re  w as 
p re sen t fo r c red ito rs . C laim s w ere  a l 
lowed a g a in s t  th e  e s ta te . A lfred  G. 
C hapm an  w as e lec ted  tru s te e ,  a n d  th e  
am o u n t of h is  bond fixed by  th e  re fe ree  
a t  $1,000. T he  b a n k ru p t w as th en  sw orn  
a n d  ex am ined  w ith o u t a  re p o rte r . T he  
firs t m ee tin g  of c re d ito rs  w as th e n  a d 
jo u rn ed  no da te .

Feb. 23. On th is  day  w ere  received  th e  
schedu les, o rd e r of re fe ren ce  a n d  a d ju d i
cation  in b a n k ru p tc y  in th e  m a t t e r . of 
C h arle s  A. A rn tz , B a n k ru p t No. 2058. 
T he m a tte r  h a s  been  re fe rred  to  Bonn 
M. C orw in  a s  re fe ree  in  b an k ru p tc y , a n d  
w ho also  h a s  been ap p o in ted  receiver. 
A cu sto d ian  h a s  been  ap p o in ted  an d  th e  
p ro p e rty  ta k e n  in to  h is  custody . T he 
b a n k ru p t is  a  re s id en t of th e  c ity  of 
M uskegon, a n d  is a  re ta il  shoe m e rch an t, 
h av in g  h is  p lace o f b u s in ess  lo ca ted  a t  
M uskegon. T he  schedu les  o f th e  b a n k 
ru p t l is t  a s s e ts  in  th e  sum  o f $5,063.80, 
o f w hich th e  sum  of $250 is c la im ed  a s  
exem ptions, an d  liab ilities  in  th e  sum  of 
$4,930.42. T he  firs t m e e tin g  of c red ito rs  
in th is  m a tte r  will be held  a t  th e  office 
o f th e  re fe ree  M arch  13. A lis t of th e  
c re d ito rs  of th e  b a n k ru p t is a s  follows: 
B row n Shoe Co., S t. L ou is  ---------$314.39
B. I l a r t r a y  Shoe Co., C h ic a g o ----- 184.07
Goodwill A d v e rtis in g  C orp., I n 

d ianapo lis  _______________________ 19.50
R o b erts  Jo h n so n  & R an d  Co., S t.

L ouis ___________________________  79.54
L unn  & S w eet Shoe Co., A uburn ,

M e. ______________________________  262.40
C hurch ill & Allen Shoe C o-

B rock ton , M ass. ________________ 256.85
R. E . M cD onald Shoe Co., B oston  350.00 
W izard  F o o t A ppliance Co., S t.

Louis ____________________________ 16.2o
S c h w a rtz e rg  G lazer Co., G rand

R ap ids ----------------------------------------- 3.73
U nited  S ta te s  R u b b er Co., D e tro it 795.76 
R ac in e  Shoe Co., R ac ine  --------------- 24.90
F . M. H o y t Shoe Co., C h ic a g o ----- 133.88
A. S. K re id e r Shoe Co., C hicago __ 758.39 
H e n ry  K lein  Shoe Co., C hicago —  95.09 
S im m ons B oot & Shoe Co., Toledo 524.52
C en tra l Shoe Co., S t. L o u i s --------  11.25
V S ch o en ek er Shoe Co., M ilw aukee 188.10
Scholl M fg. Co., C hicago — .------- 57.16
Rice & H u tc h in s  Shoe (to., C hicago 124.88 
C leveland  Shoe Co., C leveland —  54.80
F o s t Shoe Co., C hicago ------------------116.80
E v e rw e a r H o siery  Co., M ilw aukee 17.9o
M cE lw ain  Shoe Co., C hicago ------- 173.03
C hippew a Shoe Co., C h ippew a

F a lls , W is. ------------  I« -» «
E m m ons Shoe Co., M ilw a u k e e -----  20.70
M cE lw ain  Shoe Co., C olum bus — 119.00 
B lum  Shoe' Co., D ansv ille , N . Y. 62.85 
C has . O. T im son  Shoe Co., L ynn ,

M ass. _________________________- —
On th is  d ay  a lso w ere  received  th e  

schedu les, o rd e r of re fe ren ce  an d  a d ju 
d ica tio n  in  b a n k ru p tc y  in th e  m a tte r  of 
E d w a rd  E . D am on, B an k ru p t No. 2059. 
T he m a tte r  h a s  been re fe rred  to  B enn  M. 
C orw in a s  re fe ree  in b an k ru p tc y . T he  
b a n k ru p t is a  re s id en t of th e  c ity  of 
G rand  R ap ids and  is one of th e  co- 
p a r tn e rs  of th e  firm  of D am on & Co., 
d ea le rs  in com m erc ial p ap e r a n d  s e c u r
itie s  in th e  c ity  of G rand  R apids. T he 
schedu les  of th e  b a n k ru p t l is t  a s s e ts  in 
th e  sum  of $4,709.91, of w hich  th e  sum  
of $842.25 is  c la im ed  a s  exem pt, an d  l ia 
b ilities  in th e  sum  of $27,741.58. F rom  
th e  fa c t th a t  such  a s s e ts  a s  a re  n o t 
c la im ed  a s  e x em p t to  th e  b a n k ru p t a re  
of doub tfu l va lue , the  c o u rt h a s  w ritten  
for fu n d s  fo r th e  p ro secu tio n  of th e  case , 
an d  upon th e  a rr iv a l of such  fu n d s  the  
first m ee tin g  w ill be called  a n d  n o te  of 
th e  sam e  m ade h ere . A l is t  of th e  c re d 
ito rs  o f th e  b a n k ru p t is  a s  follows:
Old N a t. B an k , G rand  R ap ids $3,500.01
D e tro it M ortgage  E x ch an g e  ------12NJ.Q1
T ish -H in e  Co., G rand  R ap id s  162.10
W ard -S ch o p p s  Co., G rand  R ap ids 99.90
S tev en s-D av is  Co., C hicago -----  »8.00
C om m ercial S av ings  B ank , G rand

R ap id s  __________________________ 300.00
M orris  P lan  B an k , G ran d  R ap ids 500.00 
V igil P u b . Co., G rand  R ap ids  __ 80.64
H era ld , G ran d  R ap ids --------------- 301.31
P re ss , G rand  R apids
M ich. T rad esm an . G rand  R ap id s  oo.ou 
M ichigan S ta te  T elephone Co.,

G rand  R ap ids  -------- —---------------  YJ-iO
A d d resso g rap h  Co., C hicago _ -- -  ijj.oo 
Jo h n  S. Noel Co., G rand  R ap id s  38.25 
F r ied r ic h  M usic Co., G ran d  R ap . 1,500.00 
C om m ercial F in an ce  C orpo ra tion ,

G rand  R a p i d s ----- ---------------------
A. W . E h rm a n  Co., D e t r o i t --------  39.2S
A. H im es Coal Co., G ran d  R ap ids  91.25 
D ecker, D av is  & J e a n , G ran d

R ap ids _________________- — - —  w -*6
F ried m an -S p rin g  D ry  Goods Co.,

G rand  R ap ids  ---------------- -— - -
C has. T ra n k la  Co., G rand  R ap ids  ol.54 
W u rzb u rg  D ry  Goods Co., G rand

R ap ids -------------------------------  —  83-00
P a u l S tek e tee  & Sons, G rand

R apids —       — lo*. / u
C has. R . L ively . G rand  R apids „  620.00
Sun Oil Co., Toledo ------------------ -0.90
W olverine  S to rag e  B a t te ry  Co.,

G rand  R a p i d s -------—- - - - - — -------- -m o nn
C. F . P e te rso n . G rand  R ap ids  __ 102.00
S ta n d a rd  Oil Co.. G ran d  R ap id s. 40.00 
D a m o n -P a n tlin d  Co., G ran d  R ap . 1,100.00
G. R . S av ings  B ank . G ran d  R ap . 240.00 
F red  Z. P a n tlin d . G ran d  R ap ids 400.00 
S ch au w eck er & T im m ons, G rand

R ap id s  _____ _________—_________ o»uu
C onsum ers fee Co., G ran d  R ap id s  7.45 
P e llem as P h a rm acy , G rand  R ap ids 23.73

F r ied r ic h  M usic  H ouse , G rand
R ap ids  ________________________  12.65

S a n ita ry  M ilk Co., G rand  R ap ids 34.93 
B rin k  & B eecher, G rand  R apids 29.66
R alph  V. A llen, G ran d  R a p i d s _ 6.00
E dw in J .  C h am b erla in , G rand

R ap ids  _________________________  16.50
H ousem an  & Jo n es , G ran d  R ap ids 6.50
T. C. Irw in , G rand  R a p i d s _____  120.00
Ile rp o lsh e im e r Co., G rand  R ap ids  44.79 
Pope & H eyboer, G rand  R apids _ 28.00
P a n tlin d  H otel, G rand  R a p i d s _ 8.25
Jo h n  S. Noel Co., G rand  R ap ids 2.40
Jew ell & Sm ith , G ran d  R a p i d s _ 715.00
A ssocia tion  of C om m erce, G rand

R ap ids _________________________ 40.00
Old N a tio n a l B ank , G rand  R ap ids 150.00

On th is  day  a lso  w ere  rece iv ed  the  
o rd e r o f re fe ren ce  an d  a d ju d ica tio n  in  
b a n k ru p tc y  in th e  m a tte r  of A dvance 
B ra ss  M an u fac tu rin g  Co., B an k ru p t No. 
2055. T he  m a tte r  h a s  been  re fe rre d  to 
B enn  M. C orw in  a s  re fe ree  in b a n k ru p t
cy, w ho also  h a s  been app o in ted  receiver. 
T he  b a n k ru p t is lo ca ted  a t  M uskegon 
an d  is engaged  in th e  co n d u ct o f a  b ra ss  
fa c to ry  a t  th a t  c ity . T he  case  is in 
v o lu n ta ry  a n d  th e re fo re  th e  l is t  of c re d 
ito rs  an d  d a te  o f firs t m ee tin g  c an n o t a t  
th is  tim e be g iven . U pon th e  a r r iv a l of 
th e  schedu les the  firs t m ee tin g  o f c re d 
ito rs  w ill be called  and  no te  o f th e  sam e, 
a s  well a s  th e  l is t  of c red ito rs , g iven  
here .

On th is  d ay  a lso  w as held  th e  o rd e r 
to  show  cause  a n d  sale  in th e  m a tte r  of 
N ew m an A zkoul, B an k ru p t No. 2045. T  :e 
b a n k ru p t w as  p re sen t in person  and  by 
a tto rn e y  J .  R . G illard . V ario u s  b idde rs  
w ere  p re s en t in  person. T he  c o u rt h a s  
received  a n  o ffer of $125 for all th e  s tock  
in tra d e  a n d  fix tu res, ex cep t the  ex em p 
tions  of th e  b an k ru p t, from  th e  G rand  
R ap id s  S to re  F ix tu re s  Co., a n d  upon 
su ch  o ffer th e  sale  w as n o ticed  o u t to  
c red ito rs . T he  b a n k ru p t s tip u la ted  to 
ta k e  h is  ex em ptions  in cash  pro  r a ta  and  
th e re fo re  th e  e n tire  s to ck  in tra d e  an d  
fix tu res  w ere  offered  for sale  on tn is  
d a te . T he  p ro p e rty  w as  finally  s tru c k  
off to  M. A. A zzar fo r $250. A n o rd e r 
confirm ing  th e  sale  h a s  been m ade  by 
th e  court.

F eb . 27. On th is  day  w ere received  
th e  schedu les, o rd e r o f re fe re n c e  and  
a d ju d ica tio n  in b a n k ru p tc y  in the  m a tte r  
of F o w le r-K lin e  Co., a n d  H a rriso n  D . 
K line, ind iv idua lly , B an k ru p t No. 2033. 
T he  m a tte r  h a s  been  re fe rre d  to  B enn 
M. C orw in  a s  re fe ree  in b a n k ru p tcy . T he 
b a n k ru p t com pany  is a  re s id en t of th e  
c ity  of G rand  R ap ids an d  w as  engaged  
in  th e  bu sin ess  of oil tra d in g . T he in 
d iv idua l H arriso n  D. K line is a lso  a  
re s id en t of th e  c ity  o f G ran d  R apids. 
T he  schedu les of th e  b a n k ru p t com pany  
l is t a s s e ts  in th e  sum  of $1,444.10 and  
liab ilitie s  in th e  sum  of $2,140.85. T iw‘ 
schedu les o f th e  ind iv idua l H a rr iso n  D. 
K line l is t  a s s e ts  in the  sum  of $450, all 
o f w hich  a re  c la im ed  a s  exem pt, and  
liab ilities  in th e  sum  o f $1,676.26. The 
firs t m ee tin g  of c re d ito rs  in th e  m a tte r  
w ill be held  on M arch  14. A lis t of c re d 
ito rs  o f the  b a n k ru p t com pany  is a s  fo l
low s—all loca ted  in G ran d  R ap ids: 
C om m erc ial F in an ce  C orpo ra tion  $200.00
S to re  F ix tu re  Co. ________________ 53.50
G ran d  R ap id s  Sav ings B an k  -----  300.00
C olum bian  S to rag e  C o . ------------------ 11.80
C onsum ers P o w er Co. ___________ 1.00
C itizens T elephone Co. _________  6.50
De V ries  P r in tig g  Co. --------------  4.00
G rand  R ap ids N ew s --------------------- 61.74
H era ld  P u b lish in g  Co. ----------------  320.46
L u b r ite  R efin ing  Co. -------------------  998.08
J . A. T hom pson ___________________ 4.00
N o rth w e ste rn  W eek ly  ------------------ 9.00
T rad e sm a n  C om pany ____________  11.7 »
V igil P u b lish in g  Co. -------------------  91.58
W h ite  P r in tin g  Co. -------------------  64.00
W es te rn  U nion T e leg rap h  C o . -----  3.44

A lis t of the  c red ito rs  of the  in d iv id 
u a l H a rr iso n  D. K line  is a s  follow's:
M orris  P lan  B ank  (n o te ) ------------$168.00
Y oung & C haffee F u rn itu re  C o ._ 264.00
N ellie  S. F o w le r (n o te ) __________ 700.00
B ird  T ax i Co. ___________________ 12.75
B u tte rw o rth ' H o sp ita l _____________137.CO
D r. M. S. B alla rd  ________________ 90.00
D r. F . E . B a rib eau  ______________ 2.50
D r. H . M. B lack b u rn  ____________ 66.00
C arr-H u tc h in s -A n d e rso n  Co. ------  37.00
H erp o lsh e im er Co. _______________ 33.3 7

W m .  D .  B a t t
FURS

Hides
Wool and Tallow

Agent fo r the 
Grand Rapids Steam  

Ground Bone Fertilizer

28-30 Louis St.

Grand Rapids, Michigan
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L acey  Co. -------------------------------------- 40.00
M ills & H ealy  ------------------------------  22.14
S. A. M orm an  ____________________ 23.50
Geo. A. M urphy  __________________ 50.00
H aro ld  W orm  ____________________ 30.00

M arch  1. On th is  day  w as held  the  
final m ee tin g  of c red ito rs  in th e  m a tte r  
o f W illiam  A. M cF arlind , B a n k ru p t No. 
1992. T he tru s te e  w as p re s en t in person . 
T he  b a n k ru p t w as n o t p re sen t o r re p re 
sen ted . C laim s w ere  allow ed a g a in s t  
th e  e s ta te .  T h e  tru s te e ’s final re p o rt an d  
acco u n ts  w ere  received  a n d  approved .
I t  a p p ea red  th a t  a  c e r ta in  ta x  had  n o t 
been  pa id  a n d  th a t  upon p ay ing  th e  sam e 
th e re  w ould be no fu r th e r  d iv idends for 
g e n e ra l c red ito rs  in  the  m a tte r .  A s u p 
p lem en ta l firs t d iv idend  w as declared  
upon cla im s n o t rece iv in g  a  firs t div idend 
on the  p rev ious  d is trib u tio n . T he m e e t
in g  w as m ade for the  p ay m e n t o f a d m in 
is tra tio n  ex penses. T he m ee tin g  w as 
th e n  a d jo u rn ed  no da te . N o th in g  fu r th e r  
w ill tra n s p ire  in th is  case  save  to close 
th e  sam e  an d  re tu rn  i t  to  the  D is tr ic t 
C ourt. T h e  b a n k ru p t 's  d isch a rg e  w as 
n o t opposed to.

On th is  d ay  a lso  w as held  th e  final 
m ee tin g  of c red ito rs  in  th e  m a tte r  o f 
C h ris to p h e r J .  R en ihan , B a n k ru p t No. 
2002. T he  b a n k ru p t w as n o t p re sen t or 
re p re sen te d . T he tru s te e  w as p re s en t in 
person . T he  t ru s te e ’s  final re p o r t  an d  
a cco u n ts  w ere  received  an d  approved . 
T he  bill of th e  a tto rn e y  fo r th e  b a n k ru p t 
w as app roved  an d  allow ed. S upp lem en ta l 
f irs t an d  final d iv idend  sh ee ts  w ere  filed 
a n d  a n  o rd e r m ade  fo r th e  p ay m en t of 
a d m in is tra tio n  expenses. N o ob jec tions 
w ere  in te rp o sed  to  the  d isch a rg e  of the  
b a n k ru p t. T he  m ee tin g  w as th en  a d 
jo u rn e d  no da te .

On th is  day  a lso  w as he ld  th e  firs t 
m ee tin g  o f c red ito rs  in the  m a tte r  o f the  
M uskegon C om m ercial B ody Co., B a n k 
ru p t No. 2013. T he b a n k ru p t co rp o ra tio n  
w as p re s en t by  C harles T h u n fo rs , its  
p re s id en t a n d  by  B u n k er & Rogoski. a t 
to rn ey s . M a tt  N . C onnine ap p ea red  fo r 
c red ito rs . C laim s w ere p roved  a g a in s t  
th e  e s ta te . Jo h n  Olson, of M uskegon, 
w as e lected  tru s te e  a n d  th e  am o u n t of 
h is  bond fixed by th e  re fe ree  in th e  sum  
of $500. C harles  H . T h u n fo rs  w as th en  
sw orn  an d  exam ined  w ith o u t a  rep o rte r. 
T he m ee tin g  w as th en  a d jo u rn ed  to  
M arch  7.

On th is  day  a lso  w as he ld  th e  firs t 
m ee tin g  of c red ito rs  in th e  m a tte r  of 
D orm an -S p o o n er Co., B a n k ru p t No. 2050. 
T he b a n k ru p t w as  p re sen t: a lso  a t t o r 
neys J .  R. G illard  a n d  W icks, F u lle r & 
S ta r . C laim s w ere p roved  a g a in s t  th e  
e s ta te .  C h es te r  C. W oolridge w as e le c t
ed tru s te e  an d  the  am o u n t o f h is  bond 
fixed by th e  re fe ree  in th e  sum  of $200. 
T he  firs t m ee tin g  of c red ito rs  w as th en  
a d jo u rn ed  no d a te .

M arch  2. On th is  day  w as held  the  
firs t m ee tin g  of c re d ito rs  in  the  m a tte r  
of A llan  G. T h u rm a n  & Co., B an k ru p t 
No. 1955. T he  b a n k ru p t w as n o t p re sen t 
in person . B u tte rfie ld , K eeney  & A m - 
b e rg ; W icks, F u lle r & S ta r r ;  K nappen , 
U hl & B ry a n t; N orris , M acP hearson . 
H a rr in g to n  & W aer; E ugene  H ousem an ; 
C orne lius H offius; Jo h n  D u n h am  an d  
H ild ing  & H ild in g  a ll of G ran d  A apids, 
w ere  p re sen t. H a rr is  E . G alp in  an d  
Jo sep h  T . R iley, o f M uskegon, w ere  p re s 
en t. S ea rl & Searl. of St. Jo h n s , a lso 
p re sen t. C laim s w ere  p roved  a g a in s t  
th e  e s ta te . G eorge S. N o rc ro ss  w as 
e lected  tru s te e  an d  th e  am o u n t of his 
bond fixed by th e  re fe ree  in th e  s ' i "  of 
#10,000. A p p ra isers  w ere appo in ted . T he 
f irs t m ee tin g  w as th e n  au jo u , « td  
A pril 4.

M arch  2. In  th e  m a tte r  of Reed C ity  
C ream ery  Co., th e  schedu les of the  b a n k 
ru p t have  been filed an d  th e  firs t m e e t
ing  o f c re d ito rs  w ill be held a t  th e  office 
o f th e  re fe ree  on M arch  16. T he case  
is an  in v o lu n ta ry  one an d  th e  schedu les 
filed in th e  co u rt a re  im p e rfec t a s  yet, 
th e re fo re  th e  to ta ls  o f a s s e ts  a n d  liab il
itie s  c an n o t be g iven . A  lis t of th e  c re d 
ito rs  o f th e  b a n k ru p t is a s  follows:
Cow les W heeler, R eed C ity  ----- $ 10.00
C ream ery  P a c k ag e  Co., C hicago __ 251.75
Jo h n  W . L add , D e tro it --------------- 10.00
D av is -W a tk in s  Co., N o rth  C hicago 60.00
L u th e r  P r in tin g  Co., L u th e r  ------ 41.35
C um m er M fg. Co.. C ad illac  --------- 20.40
C adillac  B oiler W orks, C ad illac— 41.62 
B e n n e tt E lec tric  Co., B ig R ap ids  __ 50.00
K en t S to rag e  Co., G ran d  R ap id s- 34.00 
B a rb e r  C ream ery  S upply  Co.,

C hicago -------------------------------------- 32.64
H olde rs  S ta tio n e ry  Co., C h icago— 13.14
H era ld , R eed C ity  ------------  31,54
L. H . N o rm an , R eed C ity  ----------  16.45
H a rry  S tevens, R eed C ity  —(unknow n) 
C itizens T elephone Co., R eed C ity  10.05 
M ichigan T elephone Co., R eed C ity  5.85 
Sam  Jo h n so n , R eed C ity  — (unknow n)
A m el C arlson . Reed C i t y ----- (unknow n)
P a u l W eek , R eed C ity  -------- (unknow n)
W es te rn  Oil & G as Co., R eed  C ity  (u n k .)
W ill C u rtis , R eed C ity  ------------$1,530.00
C om m erc ial S av ings  B ank . R eed

C ity  ____________________________ 2,912.00

Salesforce Must Watch Changes.
T he really efficient salesperson 

should know ju st w hat is going on in 
the wholesale field of the article which 
she is selling, no t m erely because it 
should be of in te rest to her, b u t be
cause it is as im portant a point in the 
sale of the garm ent as the quality of 
the m erchandise itself. T he tim e has 
passed when women are con ten t to 
pay prices asked of them , w ithout en
quiring  the reason for such prices. 
Now adays, such topics as overhead, 
cost of production, taxation  and 
others, should not be considered h igh
brow. T hey constitu te convincing 
argum ents to help close a sale.

E ver since Eve was a bride, love 
and praise h as been all that woman 
ever expected for her services. H ad 
man always bestow ed this small and 
easily rendered com pensation she 
would never have become his com 
petito r in the labor m arket.

T he spendthrift is shot out, the 
m iser is shot in. L et us shoot stra igh t 
ahead and we will b ag  the game.

GRAND RAPIDS 
KNITTING MILLS

M anufacturers
of

H igh G rad e  

Men’s Union Suits 
at

Popular Prices

W rite  o r W ire

Grand Rapids Knitting Mills 
Grand Rapids, Mich.

Signs of the Times 
Are

Electric Signs
P ro g re ss iv e  m e rc h a n ts  a n d  m a n 

u fa c tu re rs  now  rea lize  th e  va lue  
of E lec tric  A dvertis ing .

W e fu rn ish  you w ith  sk e tch es , 
p rices  a n d  o p e ra tin g  co st fo r  th e  
a sk in g .

THE POWER CO.
Bell M 797 Citizens 4261

sew

BUSINESS WANTS DEPARTMENT
Advertisem ent« Inserted under th le heed for five eente e  word tho «rot 

Insertion and four cants e  word for each aubaequent continuous Insertion. 
If s e t In caoltal letters, double price. No charge less than 60 cen ts. Sm all 
display advertisem ents In th is  departm ent, S3 per Inch. Paym ent w ith order 
Is required, a s am ounts are too sm all to open accounts.

F o r Sale—L ad ies  S pec ia lty  Shop, to 
w hich can  be added  d ry  goods, ch ild ren  s 
w ear, a r t  goods, em bro ide ry  m a te ria ls , 
p a tte rn s ,  e tc . L a rg e , deep  s to re  and  
w ork -room . L o ca ted  on live business 
s tre e t , m ile from  dow ntow n sec tion . 
O w ner’s rea so n s  fo r selling  a re  th a t  she 
rea liz es  th a t  a  sp ec ia lty  shop  alone c a n 
n o t pay  u n d er p re sen t cond itions, and  
does n o t c a re  to  m ake  th e  in v estm en t 
n ece ssa ry  to  develop b igger b usiness. 
A ddress  No. 683, care  M ichigan T rad es- 
m an.________________ _________________ 683

D RUG ST O R E  FO R  SA L E —C orner d ru g  
w ith  s u b s ta tio n  postotlice. pays  n early  
a ll re n t.  H a s  all side lines, including  
soda  fo u n ta in . E s ta b lish ed  over fo rty  
y ea rs . B es t tow n in  s ta te . C ash o r 
te rm s . S p lied ts  D rug  S to re , 351 W a s h 
in g to n  Ave., M uskegon, M ich. 684

F o r  Sale—G eneral m e rch an d ise  b u s i
ness , s tock , f ix tu res  an d  bu ild ing . W ill 
ta k e  $10,000 to  hand le . Good o p p o rtu n ity . 
H olland  com m unity . A ddress  No. 685, 
care  M ichigan T rad esm an ._________ 685

F o r  Sale—N ew  B u rro u g h s  ad d in g  m a 
ch ine w ith  s tan d , seven  row s keys for 
$150. Box 30, T ekonsha, M ichigan. 686

FO R  SA L E—A n old e stab lish ed  c lo th 
ing  a n d  fu rn ish in g  b u siness . B es t loca
tion  in a  c ity  o f 15,000 in C en tra l M ich
igan . T h is  is a  re a l m oney m ak e r an d  
w ill s ta n d  in v estig a tio n . H ea lth  reason  
fo r selling . A ddress No. 687, care  M ich- 
ig an  T r a d e s m a n .___________________ 6S7

W an ted —Stock  of goods o r business  
p ro p e rty  fo r 280-acre s to ck  fa rm . De 
C oudres, B loom ingdale, M ich. 688

W a n te d —G eneral s to re  in tow n  of 300 
o r  over. Give p a rtic u la rs  in firs t le tte r . 
No. 689, care  M ichigan T rad esm an . 6S9

F o r Sale—W ell-a sso rted  g en era l s tock  
lo ca ted  th e  c e n te r  of a  good fa rm in g  
reg ion  in  tow n on cem en t ro ad  betw een  
K alam azoo  an d  G rand  R apids. S tock  
a n d  fix tu res  w ill in v en to ry  a b o u t $4,500. 
R e n t reaso n ab le . A ddress No. 690, care  
M ichigan T rad esm an ._______________ 690

F o r Sale—Stock  o f g en e ra l m e rc h a n 
dise  a n d  fix tu res, tw en ty -fiv e  m iles w est 
o f D e tro it, co n sis tin g  of clo th ing , shoes, 
d ry  goods a n d  g ro ce rie s . A m ount of 
s to ck  a n d  fix tu res  will n o t exceed  $10,- 
000. C heap  re n t and  long lease. A d
d re ss  N o. 691, care  M ichigan T rad esm an .

691
F o r  Sale—G rocery  s to ck , ten -room  

house, b a sem en t u n d e r all, new  g a rag e , 
five lo ts. Good location . No co m p e ti
tion . A ddress  M rs. A. C. B row n, W ase- 
pi, M ich._____________________________ 692

F o r  Sale—Ice c ream  p a rlo r an d  lunch 
room , tw o -c h a ir  b a rb e r  shop  a n d  b a th . 
B oth  a re  good p ay in g  p ropositions. 
H ea lth  re aso n  for selling. J .  J . H ein le, 
2335-37 G ra tio t Ave., I ’o r t  H uron , M ich.

693
F o r  Sale—S tock  of g e n e ra l m e rc h a n 

dise. Good location , no close co m p e ti
tion . Will sell cheap  if tak en  a t  once. 
A ddress  No. 694, care  M ichigan T ra d e s 
m an . 694

R E B U I L T
CASH REGISTER CO., Inc.

Dealers in
Cash Registers, Computing Scales, 
Adding Machines, Typewriters And 
Other Store and Office Specialties. 
122 N. Washington, SAGINAW, Mich. 
Repairs and Supplies for all makes.

F o r  Sale—G rocery  s to re  an d  co ttag e  
com bined, a t  W olfe L ake , Jack so n , M ich. 
L a rg e  icehouse full of ice fo r sale  to  c o t
ta g e rs , 2% lo ts, f ix tu res  and  bu ild ings 
good ace ty lin e  p la n t in good shape . F ine  
su m m er proposition . All fo r $2,800. A d
d ress  E . D avis, 601 N ew  Y ork S t., J a c k -  
son. M ich. 658

1000 le tte rh e ad s  o r  envelopes $3.75.
C opper J o u rnal, H ancock , M ich. 150

W ill pay  cash  fo r w hole s to re s  or part 
s to ck s  of m e rch an d ise— L ouis L ev insohn , 
Sag inaw , M ich. 998

Bell Phone 596 Cltz. Phone 61966
JOHN L. LYNCH SALES CO.

SPECIAL SA LE EXPERTS  
Expert A dvertlelng  

Expert Merchandlelng 
209-210-211 M urray Bldg.

GRAND RAPIDS. MICHIGAN

P a y  sp o t cash  fo r c lo th ing  a n d  fu rn ish 
ing  goods stocks . L. S ilberm an , 274 E a s t  
H ancock , D e tro it. 566

If  you a re  th in k in g  o f go ing  in to  b u s i
ness, selling  o u t, o r m ak in g  a n  exchange , 
place an  a d v e r tis em e n t in  o u r business  
ch an ces  colum ns, a s  i t  will b rin g  you 
in  touch  w ith  th e  m an  fo r w hom  you a re  
looking—T H E  B U SIN E S S M AN.________

Salesm en—P rofitab le  s ide  line. C arry  
sam p les  in pocket. A ddress C opper J o u r 
n a l, H ancock . M ich. 674

F o r Sale—C ash re g is te rs  a n d  s to re  fix
tu re s . A gency fo r S ta n d a rd  com pu ting  
sca les. D ickery  D ick, M uskegon, M ich.

W an ted —P osition  a s  bookkeeper o r 
c le rk ; bookkeeping  experience , good r e f 
erence . A ddress W m . C. B ense, Long 
P ra ir ie , M inn.___________ ________  674

F o r Sale—Shoe s tock  an d  shoe re p a ir 
in g  eq u ipm en t. W ill sell o r re n t  bu ild 
ing. L ocation  is good, tow n n e a r  G rand  
R apids. A ddress No. 676, care  M ichigan 
T rad esm an .___________ _______ _______ 676

F o r Sale—D ru g  s to re  in co u n try  tow n. 
Only d ru g  s to re  in v illage. In v en to ry  
$3,100. R en t $20 p e r m on th . N o o th e r  
expense. Close S undays. P a r t  cash , and  
m o n th ly  p ay m en ts. Jo h n  A. Dolson,
M etam ora, M ich. _____________  678

F o r Sale—A t H a rb o r Springs, M ich
igan , a n  o u tfit fo r a n  ice c ream  parlo r, 
co n sis tin g  of s ix teen  tab les, s ix ty -fo u r  
ch a irs , one soda  fo u n ta in  w ith  fix tu res 
a n d  a tta c h m e n ts  com plete, one ice c ream  
m ach ine, one carb o n ato r, fou r show  
cases, one e lec tric  m ixer, one e lectric
u rn , s ilv e rw are  a n d  ice c ream  re c e p ta 
cles, tw elve m irro rs , one clock, one a w n 
ing, ice c ream  tu b s  an d  cans, s to rag e  
tu b s , ice c ream  m ix e r and  one N a tio n a l 
cash  reg is te r . J .  C. F o s te r, N ew berry , 
M ich.  680

SA L ESM EN  W A N T E D  — C alling on 
m en ’s fu rn ish in g  tra d e  w ith  k ind red  line 
w ith  a  line of m en ’s le a th e r  b e lts  P a t  
can  com pete  w ith  th e  best. G ive full 
p a r tic u la rs , re fe ren ce  an d  te r r i to ry  cov 
ered . A ddress No. 682, care  M ichigan 
T rad esm an . ®82

M eat M ark e t—O p p o rtu n ity  of a  life 
im e to  g e t m e a t m a rk e t o u tfit com plete. 
Excellent m a n u fa c tu rin g  W isconsin  city , 
surrounded by fine s to ck  ra is in g  co u n try . 
\11 se t to  s tep  r ig h t in  an d  do business. 
Will sell a b o u t o n e -th ird  co st o f new  
equipm ent. If in te re s ted , s tep  lively. 
It’s a  b ig  snap . P a r tic u la rs , w rite  A. R.

671 L ake  Ave.. B a ttle  C reek,

SECOND HAND SAFES
We are always in the market for second-hand 

safes.
Send us detailed description, including date of 

purchase, name of manufacturer, inside and 
outside measurements and general appearance 
and we will make you an offer.

ORANO RAPIDS SAFE CO.
GRAND RAPIDS, MICH.
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Gabby Gleanings From Grand Rapids.
Grand Rapids, M arch 7—T his year 

is going to be a hard one on the sales
man as well as the m anufacturer and 
jobber. It is going to mean hard 
w ork on the part of both to make 
both ends meet. T he local concerns 
will have it som ew hat easier, as m any 
retailers who form erly  have bought 
their m erchandise in the E astern  m ar
kets will buy of the local jobber.

Jacob Dyk, the T raverse  City fru it 
and produce dealer, is in the city for 
a few days, calling on old friends and 
business acquaintances. H e is accom 
panied by his s ta r salesm m an, L. G. 
Ball. “Jake” looks 100 per cent, 
health ier than he did when acting  as 
office m anager for the Vinkem ulder 
Co., with which house he was con
nected for m ore than  a dozen years.

Edw ard R. Sweet, the elongated 
and elephantine landlord of the O c
cidental H otel, M uskegon, was in the 
city Tuesday for the purpose of buy
ing additional fu rn itu re  for his hotel. 
He put in a m onth a t various poin ts 
in F lorida, finding O rlando m ore to 
his liking than  any o ther reso rt in th a t 
State.

D. D. H arris , the veteran  Shelby- 
villc m erchant, owns a 320 acre farm  
not far from  W oodville. W henever 
he gets tirecj of waiting on custom ers 
and the regular store  routine, he hies 
him self away to his N ew aygo county 
re treat, where he lives near to  nature 
for a week or two. H e alw ays comes 
back to  his w ork refreshed and re
juvenated—full of hope and courage 
to  tackle the problem s which con
fron t him as a painstaking and con
scientious m erchant.

T here is a re stau ran t in K alam azoo 
which has not yet learned th a t the 
w ar is over. It is known as the Green 
T ea Pot. Its  prices and service are 
in harm ony with the prices and se r
vice which prevailed during  1918, but 
neither are in keeping w ith present 
day conditions and practices.

T he Bracelin H otel (A llegan) is 
furnishing regu lar dinners for 35 cents 
and chicken dinners S u ndays"fo r 50 
cents. Looks like a re tu rn  to  norm al 
co n d itio n !

T he Grand Rapids T ru s t Co. has 
paid a 30 per cent, dividend on $78,000 
of proven claim s against the U niver
sal S tores C orporation . T here  are 
$35,000 additional claim s which are 
being contested by the trustee. Some 
of these claims are being contested 
because the ow ners insist they are 
preferred claims. O th ers  are being 
contested on the ground th a t they are 
illegal. T here  will probably  not be 
enough realized from  the assets to 
pay" the claims in full, which m eans 
th at the $200,000 stock held by stock
holders will never receive any divi
dend. T he no torious V edders, who 
engineered the swindle, has never 
been punished by the M ichigan Se
curities Com m ission, as he should 
have been; no r has Bram ble ever been 
forced to  disclose his connection with 
tlie swindle.

An inventory of the stock of the 
five sto res conducted by the late F. 
1). T rav is Co. has been completed. 
It discloses th a t there  are enough 
assets to m eet the m ercantile 
indebtedness, providing the five stores 
and the garage a t Plainw ell are con
tinued indefinitely as going busi
nesses, but the deluded and swindled 
stockholders who contributed  $150,- 
000 to  the g ross fraud perpetrated  by 
T rav is will probably never see the 
color of their m oney again. T ravis 
has been separated  from  the defunct 
concern and anxiously aw aits the ac
tion of the 600 farm ers who bought 
stock of him  under conditions which 
rendered its sale illegal. Any one or 
all of these men can put T rav is be
hind the bars as a com m on crim inal, 
which is the title he will bear from  
now on, w hether he plays checkers 
w ith his nose behind prison bars, as 
he should be forced to  do the re 
m ainder of his natural life, o r w hether 
he is perm itted  to  rem ain outside w ith 
the title of “com m on sw ndler” a ttach 

ing to  him as long as he lives. W h e th 
er he is m ade to  pay the penalty  of 
his m isdeeds depends entirely  on the 
action of his dupes. Any victim  who 
feels th a t the public should be p ro 
tected against such an a rra n t knave 
and sw indler can put T rav is where 
the dogs cannot bite him  by m aking 
proper com plaint to  the prosecuting  
a tto rney  of Allegan county, who an 
nounces his w illingness to  prosecute 
any case which is b rough t to  his a t
tention properly  vouched fo r and 
authenticated.

You-See-Tee m em bers of the You- 
See-Tee Club are requested to  lend 
their assistance by bringing a friend 
to the noon luncheon a t the A ssocia
tion of Com m erce, Saturday, M arch 
11. T hese luncheon m eetings are 
grow ing m ore popular every week. 
T he a ttendance is increasing, the 
m usic and the speaking is alw ays 
good and it is hoped that before long 
it will be necessary for M anager B au
man to furnish a la rg e r room . Now 
don’t forget fellows, you m ust be 
in the dining room  by 12:30 sharp or 
pay a fine.

F rank  S. Verbeck has spent m ost 
of his tim e during  the w inter calling 
on M ichigan hotel men, soliciting 
m em bers of the M ichigan H otel 
K eepers’ A ssociation, collecting the 
dues of those in a rrea rs  and w riting  
up the hotel generally  for the T rad es
man.

T he tw entieth  annual banquet of 
Grand Rapids Council, United Com
m ercial 1 ravelers of Am erica, was 
given in the H otel Pan tlind  Saturday 
evening, M arch 4, and every one who 
attended agreed th a t it was one of 
the best events of its kind ever pulled 
ofl by old 131. Sharply  on the stroke 
of 7 the assem bled m em bers and 
their wives and sw eethearts, num ber
ing about 100, m arched into the big 
banquet room , hollow ing invocation 
by Rev. Charles W . M ackenzie, of 
T rin ity  C om m unity church, all joined 
in singing Am erica while they  still 
stood facing the A m erican flag which 
was beautifully draped ju s t back of 
the speakers’ table. D uring  the meal 
the assem blage joined in com m unity 
songs under the leadership of A rth u r 
A. Vogelsang, who certainly was suc
cessful in pu tting  p lenty of pep and 
enthusiasm  into the m eeting. A t the 
close of the banquet proper, L. V. 
P ilk ington, acting  as toastm aster, 
took charge of the meeting, and after 
a few appropria te  rem arks introduced 
Andy Mouw, who in his own inim it
able m anner and under the title  of 
Syncopated Selections en tertained 
every one present. Rev. M ackenzie 
was then in troduced and gave a very 
snappy inspiring talk, tak ing as his 
sub ject the N ational gam e called 
“Pep.” E arl W . Gordon, son of one 
of o u r old m em bers, Mr. and M rs. 
Ira  Gordon, then  favored us with 
several vocal solos, which were very 
much appreciated. 1 he toastm aster 
then in troduced Lee H. Bierce, Sec
re ta ry  of the A ssociation of Com 
m erce, who gave one of his very best 
and m ost in teresting  talks, which was 
especially in te resting  to  all traveling  
men present. I t  was now 9:30 and, 
according to the com m ittee’s sched
ule, tim e for this p a rt of the m eeting 
to  close. A t 9:40 the  floor was all 
cleared and all those who wished re 
m ained and enjoyed them selves by 
tripp ing  the light fantastic  until at 
11:30, when, to  the tune of H om e 
Sw eet Hom e, every one wended his 
way hom ew ard, happy in the  though t 
th a t No. 131 had again m ade a suc
cess.

Old residents of Ishpem ing claim 
there was g rea ter snow fall the p res
ent w inter than in tw enty-four years. 
I t  is impossible to  see the top of a 
m an’s head over the snow d rifts  from  
one side of the s treet to the other, 
looking from  m any sto re  fronts. An 
overseas m an said the trench-like 
walks recalled m ost unpleasant m em 
ories.

M. R. G oddard (L a  Crosse R ubber
Co.) was Manistee when the great

sto rm  broke tw o weeks ago to-day. 
He evidently had the vision of a 
prophet, because he saw trouble  ahead 
and took the first tra in  hom e. I t 
proved to  be the last train  out of 
M anistee for several days.

A rnold O ostdyke, for five years 
with the Com m ercial Credit Co., has 
engaged in the m anufacture of aw n
ings, ten ts and canvass specialties. 
A rnold learned the trad e  in the  old 
country  and understands the business 
in all of its ram ifications.

Joseph P. L ynch has concluded a 
10 day sale for the M. V. T an n er Co., 
a t Saginaw. T he first day of the sale 
15,792 persons passed th ro u g h  the 
turnstile . H e is now conducting a 
sale in the sto re  of Ed. Mack, m en’s 
clothing, a t T o ron to . T o-m orrow  he 
s ta rts  tw o sales—the E ck ert dry  
goods store, a t Saginaw , and the 
Q uality  and E verybody’s Shop, at 
Bay City.

Packer Hides Sold at Big Concessions
At last, a fter m any weeks of w ait

ing, about 250,000 packer hides have 
sold a t declines very m uch as have 
been expected. Native steers b ro u g h t 
13 cents, bu tt b rands 12 cents, Colo- 
rados 11 cents, heavy T ex as 10 cents, 
light and ex-light T exas 11 cents, 
branded cows 10 cents. I t  is also re
ported  that some sm all packer hides 
were moved, but details have no t 
come to  light. H ow ever, som e were 
offered a t 10 cen ts and it was well 
know n that counter offers were solici
ted.

Now the question is, will m ore tan 
ners come to  m arket? N early  all of 
the trad ing  m entioned above was done 
by one large tanner. If  he has bought 
enough and should he now retire  
from  the m arket, it will leave a sad 
feeling of disappointm ent am ong 
packers who were no t am ong the 
favored. Possib ly  o ther tanners will 
w ant some hides, but rep o rts  from  
leather men indicate th a t there  is not 
im m ediate dem and for lea ther to  w ar
ran t the purchase of undesirable hides 
for speculation. H ow ever, the prices 
are again so very low th a t it is al
m ost am ong the certa in ties th a t no 
further large declines will have to  be 
reported. I t is possible th a t some

tedious w aiting will have to  be done.
C ountry  hides will have to be sold 

very low to in terest tanners, because 
packers are so low in price th a t coun
tries are w orth  scarcely any th ing  to 
the orig inal producer. T housands of 
hides have been destroyed  and, w ith
out a very g rea t reaction, thousands 
will continue to  g o  to the w aste pile.

C alfskins have sold a t 16 and 16J^ 
cents and it is said m ore are avail
able a t these  levels.

Sheepskins are no t selling as freely 
as form erly, a lth o u g h  prices remain 
fairly  firm.

Women Who Smoke.
K alam azoo, M arch 7—R ecently  I 

have seen several letters in your pa
per regard ing  wom en who smoke, and 
especially young wom en in the col
leges and universities. M ost of the 
deans in charge of the co-eds adm it 
th a t a sm all percentage of their young 
women smoke. T he average intelli
gent m an  or wom an will adm it that 
it is a d irty  habit—not befitting any 
girl or young lady a ttend ing  a school 
of learn ing and education. As one 
wom an said: “T he average intelligent, 
high-bred hom e-lovinp wom an will 
not take care of her baby w ith a c ig
a re tte  in her m outh, or while m aking 
a pie having ashes dropping on it.”

Sm oking by women is a filthy habit, 
and only the idle, blase type indulge. 
I would suggest th at the deans compel 
those who wish to  smoke to take a 
“full course” of tobacco, from  cigar
ettes to chewing. I believe th a t m ost 
of them  would be cured.

S. L. W righ t.

Soldiers’ Bonus.
Cash bonuses am ounting  to $191,- 

339,200 are being paid veterans of the 
w orld w ar in th irteen  states, and $156,- 
500,000 m ore in “adjusted  com pensa
tions” will be disbursed under legis
lation a lready passed.

T he Scott H otel, a t H ancock, m ay 
not be entirely  fireproof. T h a t is the 
only th ing  th a t could be said to  its 
discredit, for never in the checkered 
and varied career of the house has it 
been conducted b e tte r than  a t present. 
Room s are clean and the  table is 
b e tte r than  ever.

PIOWATY METHODS
INSURES

PLEASURE AND PROFIT
TO YOUR

FRUIT AND VEGETABLE DEPT.

M. PIOWATY & SONS, of Michigan

ABE SCHEFMAN & CO. 
Wholesale Fruits and Vegetables

22-24-26 Ottawa Ave. Grand Rapids, Midi.

WHEN YOU THINK OF FRUIT—THINK OF ABE.
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Look for our 
trademark on 
the back of 
each yard of 
Méritas.

SC IEN TIFIC  analysis of th e  raw  m aterials.
entering into the m anufacture of M eritas 

T ab le  Oil C loth— constan tly  carried  on  b y  our 
ow n chemists, in the  labora to ries o f our ow n 
p lan ts— is one of the  im portan t safeguards of 
M eritas quality. It p roves our determ ination  
to  m ake th e  bes t tab le  oil cloth.

O

What Do You Call Profit?
Some people think it is the difference between the 
cost of the goods and the selling price. Far from it. 
Out of that difference, before you can count any 
profit, you must take the cost of u y in g , h a n d lin g , 
u n packin g , s to r in g , d isp la y in g , a d v e r tis in g , se llin g , 
re -w ra p p in g , d e liver in g  a n d  o verh ead .

Meritas Table Oil Cloth is easy to buy—shipments 
are prompt. Quick sales reduce the amount of 
handling, and storing. The confidence women have 
in the Meritas trade mark keeps the time to make 
a sale down to a minimum. The quick turnover of 
Meritas lowers the overhead charge all along the line.

Meritas Table Oil Cloth is a profitable item for 
any dealer to specialize on.

See Y our W h olesa ler. W e'll M ove th e  G oods

T h e  S t a n d a r d  T e x t i l e  
P r o d u c t s  C o .

3 8 0  BROADWAY, N«W YORK
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When Cars Pass You
On the Road

you can bet a large percentage of them use

Crown Gasoline
If you love action—and get a thrill 

from shooting out ahead of the rest— 
use Red Crown, there is no gasoline 
made that surpasses it.

Red Crown is good motor gasoline. 
Not only does it insure a quick “get-a
way”, but it causes your engine to ac
celerate smoothly and deliver the maxi
mum power and speed it is capable of 
developing.

Red Crown is made to produce an 
abundance of power. Its chain of boil
ing point fractions is so arranged as to 
give to the piston an action closely ap
proximating the smooth, even stroke of 
the steam engine.

It is impossible to manufacture a 
more economical gasoline for use in the 
automobile engine.

STANDARD OIL COMPANY
(INDIANA)

CHICAGO ILLINOIS


