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NEW EVERY MORNING

Every day is a fresh beginning,
Every morn is the world made new;

You, who are weary of sorrow and sinning,
Here is a beautiful hope for you—
A hope for me and a hope for you.

All the past things are past and over,
Tasks are done and tears are shed,

Yesterday’s errors let yesterday cover;
Yesterday’s wounds which smarted and bled,
Are healed with the healing which night has shed.

Yesterday now is a part of forever,
Bound up in a sheaf, which God holds tight,

With glad da>s, and sad days, and bad days, which never 
Shall visit us more with their bloom and blight,
Their fulness of sunshine or sorrowful night.

Let them go, since we cannot relieve them,
Cannot undo, and cannot atone;

God in His mercy, receive and forgive them;
Only the new days are our own;
To-day is ours and to-day alone.

Here are the skies all burnished brightly,
Here is the spent earth all reborn,

Here are the tired limbs springing lightly,
To face the sun and to share with the morn
In the charm of the dew and the cool of the dawn.

Every day is a fresh beginning,
Listen, my soul, to the glad refrain,

And in spite of old sorrow and older sinning, •
And puzzles forecasted and possible pain,
Take heart with the day and begin again.

Susan Coolidge.
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The Name on the Sack is a 
Guarantee of its Contents

When specifying cement insist that it be the kind with the 
name—

NEWAYGO
PORTLAND
CEMENT

on every sack.

You can then be assured that this important part of your 
construction work is being supplied with material that has proven 
its worth, one '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.
_ , _ _  , M . Sales OfficesGeneral Offices and Plant _ . , _ . n  , . . .__ . Commercial Savings Bank Bldg.,

Newaygo, Mien. n - ,- *  mîm .

W E HAVE CREATED 
TH E 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:-

No Overweight.
No Waste.
No Expense for

Bags, Tw ine and Labor.

The Franklin Sugar Refining Company
PHILADELPHIA

**A Franklin Cane Sugar for every use”
Granulated, Dainty Lumps, Powdered, 
Confectioners. Brown, Golden Syrup

C itizens L o n g  D is tan ce  S e rv ice

Reaches more people in Western Michi­
gan than can be reached through any 
other telephone medium.
19,000 telephones in Grand Rapids.
Connection with 150,000 telephones in 
Detroit.

USE CITIZENS SERVICE

CITIZENS TELEPHONE COMPANY

Foe to Cathartics
Doctors declare that the drugs people take to relieve constipation are 
the very cause of it.

F le isch m an n ’s Y east
is a corrective food. Every little tinfoil package is rich in the elements 
that increase the action of the intestines and rid the body of toxic 
poisons.
Protect your customers against so-called “yeast tablet” preparations by 
recommending FLEISCHMANN’S YEAST. It’s fresh.

Get your customers to place a standing order.

The Fleischmann Company

OELERICH & BERRY CO.

& N G JE R  C A K |

O &L
Ginger Cake

and
Red Hen 
Brands 

am

Real Pure 
New Orleans 

Molasses

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

Old Manse 
Syrup

It always pays to

BU Y  T H E  B E S T

Distributed by
ALL MICHIGAN JOBBERS

Packed by
OELERICH & BERRY CO. CHICAGO, ILU
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MICHIGAN TRADESMAN
(Unlike any  o ther paper.)

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

Each Issue Complete In Itself.

DEVOTED TO T H E  BEST INTERESTS 
OF BUSINESS MEN.

Published Weekly By
TRADESMAN COMPANY

Grand Rapids.
E. A. STOW E. Editor.

Subscription Price.
Three dollars per year, if paid stric tly  

In advance.
Four dollars per year, if not paid in 

advance.
Canadian »subscriptions. $4.04 per year, 

payable invariably in advance.
Sample copies 10 cents each.
E x tra  copies of cu rren t issues. 10 cents; 

Issues a  month or more old. 15 cents: 
issues a  year or more old, 25 cents; issues 
five years o r more old 50 cents.
E ntered a t the Postoffice of Grand 

Rapids under Act of March 3, 1879.

THE EDISON QUESTIONNAIRE.
The questionnaire on money which 

Thomas Edison has sent to a selected 
group of bankers and economists has 
the familiar ring of the series of prob­
lems which college instructors are 
wont to present to their classes in 
elementary economics. His idea of a 
new kind of currency secured by 
staple commodities stored in Govern­
ment warehouses is not at all orig­
inal. The first English settlers in 
America at Jamestown were com­
pelled to resort to a similar expedient 
some three centuries ago, when on 
account of the scarcity of specie they 
stored their leaf tobacco in ware 
houses and used the receipts as cur­
rency. Mr. Edison believes that such 
a device would enable the world to 
get away from the gold standard and 
to adopt a standard based on com­
modities of “real value.” He would 
limit the issue of certificates to 50 
per cent, of the value of the com ­
modities, such value being based on 
their average price during the pre­
vious twenty-five years. It so hap­
pens, however, that these average 
prices would be gold standard prices, 
or the value of the commodities in 
terms of gold. W ith such a measur­
ing stick it is evident that the new 
currency system would not get very 
far from the gold standard after all.

In assuming that commodities have 
“real value” and that gold does not 
Mr. Edison has fallen into an error 
quite common among persons unread 
in economics. He confuses value with 
usefulness. Gold has relatively little 
usefulness and if it were demonetized 
it would have still less, is the implica­
tion in his questions. The conclusion 
from such a premise would be that 
the gold standard is a highly artificial 
device. Such an assumption, • how­
ever, does violence to the true con­
ception of value, and it further ig­
nores the facts of economic history. 
As every student of elementary eco­
nomics knows, various commodities 
much more useful, but less valuable

than the precious metals have been 
employed as money in the past cen­
turies, but the outcome in every case 
has been the inevitable replacement 
of the baser materials for gold and 
silver, if these were procurable. The 
Edison questionnaire only opens up 
discussions that are heavy with an­
tiquity.

STATUS OF COTTON MARKET.
A firmer market in Liverpool and 

freshets in certain of the Southern 
S ates helped, during the last week, 
in supporting the quotations of cot­
ton on the exchanges. Factors work­
ing the other way were the strikes in 
the mills and the curtailment of pro­
duction both here and abroad, to say 
nothing of the political rum pus in 
India, to which so much of British 
cotton goods goes. The situation in 
Eastern mills is regarded as something 
of a crisis in the industry. Back of 
the matter of wages and hours is the 
old contention that mills in certain 
State sare at a disadvantage when 
compared with those in other sections. 
It is not only a competition between 
Eastern and Southern mills, but one 
between the mills of one New Eng­
land State and another. Sometimes 
there are special advantages which en­
able a mill with larger labor cost to 
overcome the drawback of competing 
with one better favored in that re­
gard. But that rarely happens in the 
case of staple fabrics turned out by 
automatic looms. Judgment and effi­
ciency of management count, of 
course, but something else is often 
needed to put conditions on a parity. 
The goods market is affected by the 
uncertainties of the situation, and 
buyers show reluctance 11© order ahead 
until it is apparent tha t prices are 
more stabilized. Gray goods have 
tended to decline in price and the 
purchasing of finished fabrics, except 
certain specialties, is rather halting 
for the moment. K n ifed  wear busi­
ness shows signs of some activity for 
immediate uses while lagging some­
what for Fall. More is reported do­
ing in certain lines of hosiery.

THRESHING OUT PROBLEMS.
Periods of business depression al­

most invariably give rise to move­
ments that are referred to  in the press 
as campaigns of education. The de­
pression of the nineties precipitated 
the free and unlimited discussion of 
the free and unlimited coinage of sil­
ver. In the last year and a half the 
country has been enlightened with re­
gard to index numbers, the business 
cycle, stabilized1 dollars, and a few of 
the intricacies of foreign exchange. As 
symptomatic of this educational move­
ment may be cited a joint debate re­
cently held in a small town in Ne­
braska to  which attention has been 
called by one of our correspondents. 
The debaters were to discuss the rela­

tive merits of the existing methods of 
marketing grain and of direct market­
ing by farmers. The champion of di­
rect marketing was a salaried repre­
sentative of one of the farm organiza­
tions and according to the correspond­
ent his “failure to understand the dif­
ference between speculation and ma­
nipulation caused him to lose out two 
to one in the decision of the judges.” 
There were over 2,000 “paid edmis- 
sions” and “a thousand or more were 
unable to  get in the church. The 
money went to the public library 
fund.” The gruelling nature of the 
contest may be judged by the remark 
that at the finish the losing debater 
“was a nervous wreck and his wife 
fainted.”

SALARIED MAN’S CHANCE.
W ith living costs down nearly a 

fourth from the 1920 peak, the sal­
aried man and, for that matter, all 
persons with fixed incomes derived 
from investments, are enjoying more 
purchrsing power than at any time 
since the armistice. Living costs are 
still over 50 per cent, above the level 
of July, 1914, accordng to the index 
number of the National Industrial 
Conference Board, and they stand 
now at approximately the same point 
as in the middle of 1918. Neverthe­
less, in spite of the hardening of 
wholesale prices, the decline in the 
cost of living was still in evidence in 
February. As salaries are not so sen­
sitive -to changing industrial condi­
tions as are daily wages, they have 
not been so widely readjusted to 
lower price levels as the latter have 
been, and salaried individuals are now 
enjoying some advantages that go to 
counteract the troubles they encoun­
tered when living costs and wages 
were soaring while their compensa­
tion was but slightly increased. W hat 
is true of the salaried folk is even 
more true of individuals who are de­
pendent on incomes from bonds, 
mortgages and other long-term in­
vestments. Bondholders not only 
now enjoy incomes of increasing pur­
chasing power, but the market value 
of their securities v has also been 
steadily increasing.

Real Golden Chimes.
In the Mexican State of Sonora, on 

the headwaters of the Rio Mayo, is 
the ancient mining village of Tyopa, 
which in early days was famous for 
the sweet-toned bells cast there from 
copper procured in the neighborhood.

I t was from Tyopa that chimes of 
bells were obtained for many missions 
on the Pacific Coast, and from the 
same source came bells that were 
hauled by ox teams across the desert 
to mission settlements in Arizona and 
New Mexico. There was one such 
settlement a t Sitka, Alaska, establish­

ed by Franciscan monks, which got its 
chime of bells from Tyopa.

Some of these bells are still in ex­
istence, their tones as sweet as ever. 
Many of them have been melted in 
latter days for the gold and silver 
they contained. The sweetness of 
their music, in fact, was due to the 
circumstance that about 25 per cent, 
of the crudely refined copper from 
which they were cast was silver and 
gold.

Light in a Glove.
An electric glove is the invention 

of Frank Hodous, of Enderlin, N. D. 
It carries a small but brilliant in­
candescent lamp, for reading or writ­
ing in the dark, or for signaling.

The lamp is energized by a little 
battery which may be hung by straps 
from the neck of the person using 
the contrivance, beneath his coat. A 
base-panel of insulated material, serv­
ing as a support for the lamp, is 
riveted to the back of the glove. From 
it a cable containing wires connects 
with the battery, and the same wires 
extend to contact-buttons at the ends 
of the forefinger and thumb.

Thus the wearer has only to bring 
the forefinger and thumb of the glove 
together in order to make the lamp 
glow. But to obtain continuous il­
lumination for reading or writing, he 
adjusts a little switch in the base- 
panel aforementioned.

The price of farm products con­
tinues to be the chief topic of dis­
cussion in business circles. W hether 
or not wheat can touch $1.50 again, 
as it did about a fortnight ago, and 
whether cotton can hold at 18 cents 
are matters on which opinions differ. 
In financial circles the movement of 
farm prices is being viewed from an­
other angle, namely, that of its rela­
tion to the prospects for cheaper 
money. While the money market has 
been growing easier for some mouths, 
a condition that would have been 
characterized in the pre-war days as 
cheap money has not yet developed. 
Such cheapening as has occurred has 
been coincident with a condition of 
slackened business. With the stimu­
lus to trade that may come with 
higher prices for cotton and grain, 
there will come a greater pull on 
financial centers for additional funds. 
It is possible that this may check the 
tendencies that have been working 
towards easier money conditions. 
The matter thus acquires a two-fold 
interest for the business man. Na­
turally, he desires to see an increase 
in the purchasing power of the agri­
cultural producers, but he is also in­
terested in getting easier money con­
ditions. The next few weeks may 
demonstrate whether he will be able 
both to have his cake and to eat it.
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Proceedings of Grand Rapids Bank­
ruptcy Court.

G rand  R apids, M arch  2—On th is  day  
w ere  received  th e  o rd e r o f re fe ren ce , 
schedu les  an d  a d ju d ica tio n  in b a n k ru p tc y  
in the  m a tte r  o f C laude W . F u lle r, B a n k ­
ru p t  No. 2060. T he  m a tte r  h a s  been  r e ­
fe rred  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 is a  re s id en t 
o f th e  c ity  o f M uskegon. No in fo rm ation  
a s  to  th e  occupation  of th e  b a n k ru p t is 
g iven  in  th e  schedu les. T he b a n k ru p t 
lis ts  a s s e ts  in th e  sum  of $959.60, of 
w h ic h -th e  sum  of $250 is c la im ed  a s  e x ­
em p t, an d  liab ilities  in th e  sum  of $778.02. 
M ost o f th e  a s s e ts  of th e  b an k ru p t co n ­
s is t  of d eb ts  due him  on open accoun t, 
th e re fo re  th e  a s s e ts  a re  o f a  doub tfu l 
c h a ra c te r  an d  th e  c o u rt lias  req u ested  
fu n d s  be fore calling  th e  firs t m ee tin g  of 
c red ito rs . W hen  such  funds  have  a rr iv e d  
th e  d a te  o f th e  firs t m ee ting  o f c red ito rs
w ill be no ted  here . A lis t of th e  c red ito rs  
of th e  b a n k ru p t is a s  follows:
B . G inm an , M uskegon ___________ $100.00
L . F reye , M uskegon _____________  25.00
K in g  C lo th ing  Co., M uskegon -----  25.30
M ueler B ros. A rt Co., C hicago __ 2X.75
P . J . K oahl, C hicago ___________  29.75
E . H u lb e rt, M uskegon ___________ 45.0
C u rtis  T ire  S to re , M uskegon ___  8.50
B rid g ep o rt Coach L ace Co., C leve­

land _____________________________ 4.66
B ush  H a rd w are  Co., M u s k e g o n _55.00
A. H an so n , M uskegon __________  45.00
A. J . L in d q u ist, M uskegon _____  50.00
E . B luhm , M uskegon ___________  10.00
R . F reem an , M uskegon _________  51.75
Spigel M ay S te rn , C hicago --------  30.57
T . L ind land , M uskgeon - _____—  175.00
N. M artin , M uskegon ___________  46.00
B u tle r  B ros., C hicago ___________  47.75

M arch 2. On th is  day  w ere  received
th e  schedu les in  the  m a tte r  of A dvance 
B ra ss  M an u fac tu rin g  Co.. B a n k ru p t No. 
2055. T he  schedu les lis t a s s e ts  in the  
sum  of $28,425.16, and  liab ilities  in the  
sum  of $163,825.49. A lis t o f th e  c re d ito rs
of th e  b a n k ru p t is a s  follows:
C ity  o f M uskegon (personal p ro p ­

e r ty  ta x )  _____________________ $ 447.00
R ich ard  C. G illard , M u s k e g o n _ 122.24
O sborne M fg. Co.. C le v e la n d ___  1,200.00
Jo h n  C. N olen, M uskegon _______2.0S3.40
A ir R eduction  S ales Co., D e tro it 56.84 
A cem  P e tro leu m  P ro d u c ts  Co.,

C leveland ______________________ 50.80
P e tro leu m  P ro d u c ts  Co., E . C h i­

cago, Ind . ------------------------------  536.22
A rlin g to n  M fg. Co., C an ton , Ohio 52.70 
A m erican  M u tu a l L iab ility  In s.

Co., B oston  ___________________ 29.69
J . B a r tle y  C rucib ile  Co., T ren to n ,

N. J .  __________________________  57.17
B uffalo F o rge  Co., B u f f a lo _____  490.00
B lack  D iam ond Saw  & M achine

Co., N a tick , M ass. ___________  36.01
C hicago C rucib ile  Co.. C hicago — 201.60
C lark  M otor T ra n s fe r  Co., M us­

kegon __________________________ 62.28
C onsum ers  P o w er Co., M uskegon 53.29 
C haddock  In s. A gency, M uskegon 286.31
C ity  T re a s u re r , M uskegon _____  7.00
D ake E ng ine  Co., G rand  H av en  249.30
D rinen  R oach Co., M u s k e g o n __  14.50
T he  E g ry  R eg is te r Co., D a y to n _ 101.61
F e lt  &  T e r r a n t  M fg. Co., C h i­

cago ___________________________ 175.00
G oodyear T ire  & R u b b er Co.,
A kron ___________________________  85.99
H u n te r  B ros., M uskegon _______  18.31
H ill & G riffity Co., C le v e la n d -----  84.45
H ow e C hain  Co., M u s k e g o n ___  31.57
In te rn a tio n a l T im e R eco rder Co.,

N ew  Y ork  _____________________ 423.50
In te rs ta te  S and  Co., Zanesville,

Ohio ___________________________ 184.50
L ine A ir P ro d u c ts  Co., N ew  Y ork  959.40 
L ak ey  F o u n d ry  & M achine Co.,

M uskegon ______________________ 244.15
M uskegon L u m b er & F u e l Co.,

M uskegon _______________________ 580.31
M ead E lec tric  Co., M u s k e g o n ___  174.85
M inim ax Co., N ew  Y ork _______  111.00
T rac tio n  & L tg . Co., M uskegon 3.86 
M uskegon B arre l Co.. M uskegon 75.00
N orton  Co., W o rces te r _________  28.60
S. O b erm ay er Co., C h ic a g o _____  35.08
Olson P a t te rn  & M achine Co..

M uskegon ---------------   6.08
W alte r J .  P o rteo u s , M u s k e g o n _ 40.00
Pere  M arq u ette  R. R. Co., D e tro it 338.30 
R odgers B oiler & B u rn e r  Co.,

M uskegon _____________________ 400.00
R. B. R idgley  Co., D e t r o i t ____  99.06
R iverside M ach inery  Co., D e tro it 150.00 
F red e ric k  B. S tevens. D e tro it — 50.00
S w ar & F inch  Co., D e t r o i t ___  29.61
S in c la ir R efin ing  Co., C hicago __ 912.10
S u p erio r S and  Co., C le v e la n d __  543.77
T ow ner H a rd w are  Co., M uskegon 87.41
F red  L . W in te r  Co., M u s k e g o n_ 49.50
U nited  H om e T elephone Co., M us­

kegon _________________________ 14.10
M uskegon G lass Co., M uskegon 22.28
W illiam  H . W ilson , M u s k e g o n _ 38,993.02
Jo sep h  G. S te w a rt, B a ttle  C reek  1,493.18 
L in d erm an  S tee l & M achine Co.,

C hicago _________________________ 1,180.23
H a rtm a n  In g o t M etal Co., C h i­

cago (n o te ) ___________________ 6,469.72
M uskegon R ag  & M etal Co., M us­

kegon  (n o te ) __________________ 1,000.00
R ogers B oiler & B u rn e r  Co.,

M u s k e g o n ______________________ 2.000.00
M uskegon S crap  M ate ria l Co..

M uskegon ______________________2,416.04
T o w n er H a rd w are  Co., M uskegon 700.00 
O tto  L angaw ell & Co., M uskegon 800.00
T he  K im ball Co.. M u s k e g o n ___  1,200.00
P e n in s u la r  S m elting  & R efin ing

Co., D e tro it __________________ 63.130.75
B u sk  & M ullen. M uskegon _____  1.700.00
G ray  Iron  F o u n d ry  Co.. M uskegon 1,800.00
H u n te r  B ros., M uskegon _________2,135.39
M uskegon L u m b er &  F u e l Co.,

M uskegon _____________________ 600.00
O scar B erg , M uskegon __________ 1,380.00

C onsum ers P o w er Co., M uskegon 439.86 
C en tra l E lec tric  Co., M uskegon- 300.00 
C o n tin en ta l M otors C osrp., M us­

kegon ________________________21,721.28
M arch 4. On th is  d ay  w as held  th e  

final m ee tin g  o f c re d ito rs  in th e  m a tte r  
of E m anue l R o sen th a l, B a n k ru p t No. 
2007. 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 . T he  tru s te e  w as p re s en t in 
person  and  by a tto rn e y s , H ild ing  & H il-  
ding . K irk  E. W icks w as p re sen t. C laim s 
w ere a llow ed a g a in s t  th e  e s ta te .  T he 
t ru s te e 's  re p o rt and  acco u n t w as co n ­
sidered  and  approved . T he  bill o f th e  
a tto rn e y  fo r th e  b a n k ru p t an d  a lso  th a t  
o f the  a tto rn e y  fo r th e  tru s te e  w as a p ­
proved . S u p p lem en ta l firs t d iv idend 
sh ee ts  on new  cla im s w ere filed an d  a  
final d iv idend  on all c la im s filed. An 
o rd e r  for the  p ay m en t of a d m in is tra tio n  
expenses  w as m ade. T he final m eeting  
o f c re d ito rs  w as th e n  ad jo u rn ed  no da te . 
T h is  case  w ill now  be c losed a n d  r e ­
tu rn e d  to  th e  d is tr ic t  co u rt.

In th e  m a tte r  of E d w ard  E . D am on. 
B an k ru p t No. 2059. fu n d s  h av in g  been 
p rovided for th e  p ro secu tio n  of th e  sam e, 
th e  firs t m ee tin g  of c re d ito rs  will be 
held a t  th e  office o f th e  re fe ree  on 
M arch  14.

In th e  m a tte r  of H a n s  E . G leaser. 
B a n k r u p t■ No. 1995, a  final m ee tin g  of 
c re d ito rs  h a s  been  called  fo r M arch 21.

In th e  m a tte r  of C harles F. B a r tle t t  
C om pany, B a n k ru p t No. 1939, a  specia l 
m ee tin g  of c re d ito rs  will be he ld  a t  th e  
office o f th e  re fe ree  on M arch 21 to co n ­
s id e r th e  o ffer of com prom ise o f the  
M ichigan T ru s t  C om pany, a s  re ce iv e r of 
th e  F a rm e rs  & M erch an ts  B ank , in 
w hich  the  F a rm e rs  &  M erch an ts  B an k  
a g re es  to  re lease  a n y  an d  all c la im s to 
th e  p e rso n a l p ro p e rty  of th e  e s ta te  in 
b a n k ru p tc y  a n d  to  re fra in  from  filing 
a n y  c la im  a g a in s t  the  e s ta te , a n d  th e  
tru s te e  in b a n k ru p tc y  ag rees  to w aive 
a ll c la im  to  the  rea l e s ta te  in w hich  the  
b a n k ru p t e s ta te  m ay  have a  beneficial 
in te re s t.

In  th e  m a tte r  of C harles  A. A rn tz , 
B a n k ru p t No. 2059, a n  offer h a s  been 
received  for th e  a s s e ts  o f th e  b a n k ru p t 
e s ta te  in th e  sum  of $1,000 from  Eli N iinz 
& Co., of C hicago. T he a s s e ts  th a t  such  
bid covers a re  ap p ra ised  a t  th e  sum  of 
$3,959.25. T h e  m ee tin g  w ill be held a t  
th e  office of th e  re fe ree .

M arch  6. On th is  d ay  w as held the  
firs t m ee tin g  o f c re d ito rs  in th e  m a tte r  
of Irv in g  E . N ear. B a n k ru p t No. 2040. 
T he  b a n k ru p t w as p re sen t, b u t n o t r e p ­
re sen ted  by  a tto rn e y . E . C. I ’ugsley  and
F . E . W etm ore , of H a r t ,  w ere p re sen t. 
Jo h n  G. A nderson, of M uskegon, w as  
p re sen t. C laim s w ere  allow ed a g a in s t  
th e  e s ta te  o f th e  b a n k ru p t. E a rl P ugsley  
w as e lected  tru s te e  an d  th e  am o u n t of 
h is  bond fixed by  th e  re fe ree  a t  $2,000. 
T he b a n k ru p t w as  th en  sw orn  an d  e x ­
am ined  before a  re p o rte r. T h e  ap p ra isa l 
liled w as ap p ro v ed  and  allow ed. 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 .

On th is  day  a lso  w as held th e  first 
m ee tin g  of c red ito rs  in th e  m a tte r  of 
A lb e rt E. C roft, B an k ru p t No. 2056. T he 
b a n k ru p t w as  p re sen t in person , b u t n o t 
by a tto rn e y . C laim s w ere  proved  a g a in s t  
th e  e s ta te .  T he  b a n k ru p t w as th en  
sw orn  an d  exam ined  w ith o u t a  re p o rte r. 
I t  ap p ea red  th a t  th e  e s ta te  co n ta in ed  no 
a sse ts , ex cep t those ex em p t to  th e  b a n k ­
ru p t, an d  th e  exem ptions  w ere” s e t  oil 
to  h im . T he  firs t m ee tin g  o f c red ito rs  
w as th en  ad jo u rn ed , no da te . T he e s ta te  
will be held  fo r a  few  days, pend ing  th e  
p ay in g  of th e  filing fee.

On th is  day  a lso w as held  th e  first 
m ee tin g  of c red ito rs  in the  m a tte r  of 
T ony Schloub, B a n k ru p t No. 2053. T he 
b a n k ru p t w as p re s en t in person  a n d  by 
a tto rn e y , Irv in g  H . S m ith . C erta in  c re d ­
ito rs  w ere, p re s en t in person . T he c la im s 
filed w ere  th en  considered  a n d  allow ed 
a g a in s t  th e  e s ta te . T he b a n k ru p t w as  
th e n  sw orn  an d  exam in ed  by th e  re fe ree  
w ith o u t a  re p o rte r . T h ere  being  no  a s s e ts  
in the  e s ta te  over the  exem ptions, the  
sam e w ere  confirm ed to  him . a n d  th e  
e s ta te  held  in abeyance , pend ing  th e  
filing of the  s ta tu to ry  filing fee by  the  
b an k ru p t, it ap p ea rin g  th a t  the  b a n k ­
ru p t w as w ork ing  co n sta n tly  an d  d ra w ­
ing  fa ir  w ages. T he firs t m ee tin g  of 
c red ito rs  w as th e n  ad jo u rn ed  w ith o u t 
da te .

M arch  7. On th is  d ay  w as held the  
specia l m ee tin g  of c re d ito rs  in  th e  m a t­
te r  o f K en t F uel Co., B a n k ru p t No. 1994. 
T he  tru s te e  w as p re s en t in p e rson  and  
by a tto rn e y , G. S. N orcross. C lapperton  
& Owen an d  K nappen , U hl & B ry an t, 
w ere  a lso  p re sen t. S ev era l ad d itio n a l 
c la im s w ere  a llow ed a g a in s t  th e  e s ta te  
o f th e  b a n k ru p t. Tw o w itn e sse s  w ere  
sw orn  a n d  ex am in ed  before  a  re p o rte r, 
te s t ify in g  a s  to  w h e th e r  o r n o t c e r ta in  
c la im s w ere  p re fe rred . An o rd e r fo r th e  
p ay m en t of a d m in is tra tio n  expenses  an d  
th e  p ay m en t of a  firs t d iv idend of 10 
p e r c en t, w as o rdered . T he spec ia l m e e t­
ing  of c red ito rs  w as th en  ad jo u rn e d  no 
da te .

M arch  8. On th is  d ay  w ere  received  
th e  schedu les, 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 L ouis  H . D olan, b a n k ru p t No. 2063. 
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 e n t o f th e  c ity  of 
G rand  R ap ids an d  is a  c lerk . T he  sch e d ­
u les of th e  b a n k ru p t lis t a s s e ts  in th e  
sum  of $9,774, o f w hich  th e  sum  of $1,700 
is  c la im ed a s  e x em p t to  th e  b an k ru p t, 
a n d  liab ilities  in  th e  sum  of $9,608.65. 
F rom  th e  fa c t th a t  th e  a s s e ts  of th e  
b a n k ru p t a re  o f a  d o u b tfu l c h a ra c te r , th e  
c o u r t  h a s  w rit te n  fo r fu n d s  fo r th e  p ro se - 
tu ition  of th is  case , upon th e  a r r iv a l

o f th e  sam e th e  f ir s t m ee tin g  o f c re d ­
ito rs  w ill be called a n d  no te  o f th e  sam e  
m ade  here . 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, a ll lo ca ted  a t  
G ran d  R ap ids:
H . H . Jo rd a n , (c h a tte l m o rtg ag e ) $290.00
Jo h n  Coffee _____________________7,410.00
Jo h n  D re x e r _______________________ 173.43
W illiam  V an K o ra lla r ______________168.00
G rand  R apids D a iry  Co. ________ 93.49
S a n ita ry  M ilk Co. ________________ 31.56
H ousem an  & Jo n es  ______________ 67.50
W u rz b u rg 's  D ry  Goods Co. --------- 50.00
H . V an H e rd e r  & Son ___________ 19.00
H . G roo ters  ______________________ 32.00
B ardw ell & R ugling  ______________ 75.00
M adison S quare  M ark e t --------------- 7.50
G rand  R ap ids  H e ra ld  ____________ 12.00
D r. B ari beau  _____________________ 66.00
Z en a  G rocery  ____________________ 5.1 >
D r. Irw in  _________________________  45.00
D r. S. O’B rien  __________________ 10.00
P e rry  N ichols ____________________ 80.00
St. M ary ’s H o sp ita l ______________ 13.00
S erv ice  G arag e  ___________________ 15.50
F o s te r , S tev en s  Co. ______________ 23.28
R ay  W a tk in s  _____________________ 31.62
W ea lth y  A venue F lo r is t _________  21.50
Geo. F . Cornell & S o n ___________ 8.50
C arl S ch ro ed er ____________________ 5.75
P ow ers  & B u tle r ________________ 65.00
Geo. S. S m ith  ___________________ 23.99
S tro n g  E lec tric  Co. ______________ 17.63
C. B. K. E lec tric  Co. ____________ 3.00
R iverv iew  F u rn itu re  Co. _______  232.00
B reen  & H a llad ay  ________________ 28.75
C itizens T elephone  Co. ___________ 9.42
S inger Sew ing M achine C o . ____________  5.50
T heodore  W illiam s _______________ 10.00
A. Ju lia n  _________________________  5.00
V an R in k e lste in  __________________ 5.50
L ee’s P h a rm a c y  __________________ 15.00
D an O’B rien  ______________________ 100.00
G. R. S idew alk  Co. ____________  25.00
J . J .  H oey  ________________________ 19.93
A. K elle r _________________________ 5.10
M rs. B ow m an ____________________ 8.15
S p ie lk ak er &  Sons G a r a g e ------------ 24.53
B ru m m ele r V an  S tre in  _________  1.25
O ra  C hadw ick  ____________________ 25.00

M arch 10. On th is  d ay  w as held  the  
spec ia l m ee tin g  of c red ito rs  in the  m a tte r  
of M ichigan F o re s t P ro d u c ts  Co., B a n k ­
ru p t No. 2001. T he  tru s te e  w as p re sen t 
in person . N o b id d ers  w ere  p re sen t. T he 
m ee tin g  w as called  upon th e  o ffer of 
th e  K e rry  & W ay  L u m b er & M fg. Co. 
to  p u rch ase  all o f th e  a s s e ts  o f th e  b a n k ­
ru p t loca ted  a t  S tro n g s  fo r th e  sum  of 
$15,000. No o th e r  offer w as received , so 
th e  sale  w as confirm ed to  th is  p a r ty  
for $15,000. T he m ee tin g  w as th e n  a d ­
jo u rn ed  no da te .

In  th e  m a tte r  of C harles  A. A rn tz , 
B an k ru p t No. 2058, an  o ffer h a s  been 
received  by  the  re ce iv e r from  E li N im z 
& Co., o f C hicago, in  th e  sum  of $1,000 
fo r all o f th e  a s s e ts  of th is  e s ta te .  T he 
e s ta te  in v en to rie s  a s  follow s: S tock  of
shoes, e tc ., $3,563; fix tu res, eq u ip m en t 
an d  fu rn itu re , $396.25. A n in v en to ry  of 
th e  p ro p e rty  is on file a t  th e  office of the  
re fe ree  an d  m ay  be seen  th e re  by  those  
in te re s ted . T he  d a te  of sa le  h a s  been 
fixed a t  3 p. m ., M arch  16, a n d  all in ­
te re s te d  shou ld  be p re sen t a t  th a t  tim e. 
T he sale  w ill be held  a t  th e  office of 
th e  re fe ree  in th e  c ity  of G rand  R apids.

In  th e  m a tte r  of Irv in g  E . N ear , B a n k ­
ru p t  No. 2040, a n  o ffer h a s  been  received  
from  B. A. V rie ling , of G rand  R apids,

o f $500. T he  s to ck  co n sis ts  of g ro ce rie s  
an d  g ro ce ry  fu rn itu re  a n d  fix tu res, all 
loca ted  in H a r t .  T he  in v en to ry  show s 
th e  a s s e ts  ap p ra ise d  a t  th e  sum  of $1,- 
867.42. T he  sale  w ill be held  a t  the  
office of the  re fe ree , in th e  c ity  of G rand  
R apids a t  2 p. m ., M arch  21. T he  in ­
v en to ry  m ay  be seen  a t  th e  re fe re e ’s 
office.

P r o c e e d in g s  in  S t.  J o s e p h  B a n k r u p tc y
Court.

S t. Jo sep h , M arch  6—W alte r  F . C lem ­
e n ts  a n d  E d g a r  B. P au ley , engaged  in 
th e  jew e lry  b u sin ess  a t  B en ton  H a rb o r 
u n d er th e  firm  nam e of C lem en ts  & 
P au ley , filed a  v o lu n ta ry  p e titio n  an d  
w ere a d ju d ic a te d  b a n k ru p t a n d  th e  m a t­
te r  w as re fe rred  to  R eferee  B anyon , w, o 
w as a lso  app o in ted  rece iv er. T he  fo l­
low ing a re  schedu led  a s  c re d ito rs :
A. K . M ate ria l & Supp ly  Co.,

S ou th  B end _____________________$225.83
S. G lickau f & Co.. C h ic a g o _____  244.38
H a r t  Jew e lry  Co., C hicago _______513.76
H iram  A. Jaco b s , M in n e a p o l is_38.66
K lein B ros. Co., C in c in n a ti _____  923.12
M orris Levi & Co., C hicago _____ 23.19
M abie, Todd & Co., C hicago _ 89.55
E . H . P u d r ith  & Co., D e t r o i t__  325.46
S trau se  & S trau se , N ew ark  ____  200.50
W h ite , W ile & W arn er , B uffa lo_ 238.00
M. H . S h im an  & Co., N ew  Y ork 73.65
M idland O ptical Co., C h ic a g o ___  19.60
P a rk e r  P en  Co., Jan esv ille , W is. 92.45
B en j. Allen & Co., C hicago _____ 29.80
O tto  Y oung & Co.. C h ic a g o _____ 125.65
H odge M fg. Co., N ew  Y ork ____  70.43
T. G. H a sk e s  & Co., C orning,

N. Y. ___________________________  16.41
M. M. B rew ste r, New, Y o r k _____  22.25
C. &  E . M arsha ll, C hicago _____  235.59
F a rm e rs  & M erch an ts  N a tio n a l

B ank, B en ton  H a rb o r _________ 500.00
H e ra ld -P re s s , S t. Jo sep h  ________ 16.80

GRAND RAPIDS  
KNITTING MILLS

Manufacturers
of

High Grade 

Men’s Union Suits 
at *

Popular Prices

W rite or W ire

Grand Rapids Knitting Mills 
Grand Rapids, Mich.

Red Star
Flour

The quality that causes 
the housewife or the 
baker to ask for it the 
second time is contained 
in RED STAR Flour.

J U D S O N  G R O C E R  CO.
GRAND RAPIDS MICHIGAN
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Courier, Colonia ________________  8.00

$4,033.18
Ass6ts<

S to ck  in  tra d e  __________________ $2,000.00
C arria g e s  an d  o th e r  v e h i c l e s __  300.00
M ach inery , tools, e tc . __________ 100.00
D eb ts  due on  open a c c o u n t s ___  291.24
P ro p e r ty  in  rev e rs io n  __________ 80.00

$2,771.24
M arch  7. In  th e  m a tte r  o f W illiam  M. 

T ra v e r , b a n k ru p t, a t  H a rtfo rd , G eorge 
R . D a te r , th e  receiver, filed bond in  th e  
sum  o f $25,000 a n d  th e  sam e  w as a p ­
p roved  by  th e  re fe ree . M r. D a te r  filed 
a  p e titio n  fo r th e  a p p o in tm e n t of a p ­
p ra is e rs  p r io r  to  th e  firs t m ee tin g  of 
c re d ito rs . A n o rd e r w as m ade by th e  
re fe ree , ap p o in tin g  Loom is K . P res to n , 
o f S t. Jo sep h , J o h n  T . W ilk in son  an d  
P a u l P . R ich ter , of H a rtfo rd , a p p ra ise rs . 
F i r s t  m ee tin g  of c red ito rs  w ill be held  
a t  H a r tfp rd  on M arch  27.

M arch  8. T he  a d jo u rn ed  firs t m ee tin g  
of c re d ito rs  in th e  m a tte r  o f V ernon  R. 
M cFee, b a n k ru p t, w as  held a t  K a la ­
m azoo a n d  th e  ex am in a tio n  of th e  b a n k ­
ru p t  fo r th e  pu rpose  o f d iscovering  a s s e ts  
co n tin u ed ; a lso  G eorge W . P e rr in , t r u s ­
te e  u n d e r th e  t r u s t  m o rtg ag e . T ru s te e  
filed h is  re p o r t  o f ex em p ted  p ro p e rty  an d  
a f te r  th e  a llow ance of c la im s th e  m e e t­
ing  w as a d jo u rn ed  fo r th ir ty  days.

M arch  9. In  th e  m a tte r  o f E a r l M arcy, 
b a n k ru p t, of K alam azoo , th e  firs t m e e t­
in g  o f c re d ito rs  w as  held  a t  th e  la t te r  
p lace a n d  W illiam  M axw ell, o f th e  sam e 
p lace, w as  u n an im o u s ly  e lected  tru s te e , 
h is  bond be ing  fixed a t  $1,000. T he in ­
v e n to ry  a n d  re p o rt o f a p p ra ise rs  w as  
considered  a n d  th e  tru s te e  a u th o riz e d  to  
sell th e  a s s e ts  o f th e  b a n k ru p t e s ta te  a t  
p ub lic  o r  p r iv a te  sa le , a s  no tice  g iven  
to  c re d ito rs  by  th e  rece iv er. T he  b a n k ­
ru p t  w as  sw orn  a n d  ex am in ed  by  th e  
re fe re e  an d  a tto rn e y s  p re sen t, te s tim o n y  
to  be tra n s c r ib e d  a n d  filed. T he  m ee tin g  
w as  th e reu p o n  a d jo u rn ed  a t  th e  sam e 
p lace to  M arch  14.

In  th e  m a t te r  of L ouie J . B re ss in  a n d  
Roscoe D. Schad, a s  c o -p a rtn e rs , a n d  
L ouie  J .  B ress in , ind iv idually , b a n k ru p t, 
o f A llegan , th e  a d jo u rn ed  firs t m ee tin g  
o f c re d ito rs  w as  he ld  a t  K alam azoo  and  
th e  t ru s te e ’s second re p o r t  a n d  acco u n t 
w ere  filed. On th e  h e a r in g  o f th e  H a ze l- 
tin e  & P e rk in s  D ru g  Co. to  th e  claim  
of Jen n ie  B. Fouch  a s  a  secu red  claim  
in  th e  sum  of $2,116.78, a n  o rd e r w as 
e n te re d  d isallow ing  th e  c la im  a s  a  p re ­
fe rred  o r  p rio r claim  in th e  d is trib u tio n  
o f th e  b a n k ru p t e s ta te .  T he m ee tin g  
w as fu r th e r  a d jo u rn ed  to  A pril 8 a t  the  
re fe re e ’s  office.

M arch  10—In  th e  m a tte r  of th e  P a lace  
L am p  Co., b an k ru p t, a t  B en ton  H arb o r, 
th e  a d jo u rn ed  firs t m ee tin g  o f c re d ito rs  
w as  he ld  a t  th e  re fe re e ’s office an d  the

tru s te e  w as d irec ted  to  file h is  firs t r e ­
p o rt an d  acco u n t. T he  in v en to ry  a n d  
re p o r t  o f a p p ra ise rs  w as considered  an d  
a n  o rd e r m ade  d ire c tin g  th e  tru s te e  to 
sell the  a s s e ts  o f th e  b a n k ru p t e s ta te  a t  
pub lic  sa le . T he ex am in atio n  of R o b ert 
K . W itz , p re s id en t, an d  the  o th e r  officers 
o f th e  b a n k ru p t fo r th e  pu rpose  of d is ­
covering  a s s e ts  w as  co n tin u ed  to M arch  
20.

M arch  11. In  th e  m a tte r  of Jo h n  V an 
D yken , b a n k ru p t, o f K alam azoo , a n  o r ­
d e r  w as en te re d  d irec tin g  th e  tru s te e  to  
file h is  final re p o rt a n d  an d  a cco u n t for 
th e  pu rpose  o f c alling  th e  final m ee tin g  
o f c red ito rs , to  d eclare  a  final div idend 
a n d  m ake  p ay m e n t of a d m in is tra tio n  
expenses. T he final m ee tin g  of c red ito rs  
w ill be called  w ith in  tw e n ty  days.

How the Six Cylinder Came .Into

El Cajon, cffif!* March 8—-When I 
went with Pierce-Arrow and discov­
ered that a six cylinder, properly 
made, was really a better power plant 
for an auto than the then popular 
four, I wanted the concern to drop 
the four and come right out in the 
■open and fight it out to a finish. This, 
of course, meant an open fight with 
Packard, which had endorsed the 
four and had left no loophole to back 
through. The Lelands had also com­
mitted the Cadillac to a four cylinder 
policy, as against the six. Being con­
vinced, personally that Pierce-Arrow 
had demonstrated the superiority of 
the six, by trying to beat it with a 
four made as carefully as a six, and 
finding the six gaining steadily in the 
esteem of its users, I felt it a perfect­
ly safe proposition to plunge right in­
to it without reserve. I felt we were 
compromising ourselves by making a 
four at the same price, when we all 
knew the six was a better car.

I failed in my efforts to convince 
more than two of the five directors, 
but so sure was I, and so sure was 
our Philadlephia agents, that I made 
up my mind to put it over through the 
press, and find some way to reimburse 
my helpers. So I resorted to the 
space writers. I got a member of the 
Philadelphia dealers to “find the man 
who could do it.” They found him 
on one of Philadelphia’s big dailies. I

never was sure who it was, but I ’ve 
always thought it was George M. 
Graham, who afterwards succeeded 
my successor in the P-A as sales ex­
ecutive, now a Vice-President of the 
Chandler. I wrote pro and con stuff 
on the merits of four, as compared 
to  six, never once mentioning the 
name of a car. For six months my 
mail contained a mass of letters ask­
ing our opinion on the subject.

This decided interest convinced all 
our directors, who had in the mean­
time come over to my side, and they 
agreed to make two less models of 
four and to get all four orders deliv­
ered first, and leave it to me to steer 
future buyers of fours to the six of 
corresponding price. The result was 
that I sold but one four more than I 
could supply, and that customer was 
satisfied by getting a good friend to 
release his four, and take a three 
months’ later delivery of a six at the 
same price.

At the end of six months, Packard 
knew thev were beaten, but they were 
stubborn, and six months later they 
announced, prematurely, a six at a 
price under $3,000, against our six of 
same size at $4,000. This move held 
hundreds of their customers who were 
on our prospect lists. The first 
Packard six was a lemon. So w e 
scored again. By this time the Le­
lands discovered they, too, were licked 
if they wished to stay in the better 
class to whic’h they were aspiring. 
Leland-like, they passed up the six 
and went to  an eight, rather than ad­
mit wrong judgment. The Cadillac 
then made a bad move in adopting 
the duplex axle, in hopes of overcom­
ing the shortcomings of the four. 
This cost Cadillac their profits for 
one year and got Leland in bad with 
Durant, so they were confronted with 
a choice of a cheaper car in a four 
which would conflict with other Gen­
eral Motors units, or a six at over 
$2 000 to meet Packard competition, 
or an eight in a field by themselves. 
They took the latter. Their first year

they again lost money, but they won 
out, thanks to a lot of loyal dealers 
and owners. Probably no other con­
cern could have put over an eight at 
that time. Packard did not dare try 
it.

In the meantime the P-A grew in 
size and reputation. We lost nothing 
in overstock of fours, thanks to my 
propaganda, and ability to  write con­
vincing letters in following up those 
enquiries. I suppose Packard and 
Cadillac had similar enquiries, of 
course, but I knew they could not put 
up an answer such as I could for two 
reasons: First, they were on illogical 
ground and were compromised: 
second, I knew they had no man 
whom I could not lick to a standstill 
when it came down to that game. I 
never in my life had so much fun as 
I had in putting over that six cylinder 
propaganda. Of course, I realized 
that it was the psychological moment 
for it. To my mind this was my 
greatest achievement during my com­
mercial life. But the disappointment 
came in getting no credit for it and 
mighty little compensation, compared 
to what it earned. Now you know 
why Pierce-Arrow won.

J. Elmer Pratt.
Sweetest Things of Earth.

W h a t a re  th e  sw e e te s t th in g s  of e a r th ?  
L ips t h a t  can  p ra ise  a  r iv a l’s w o rth ;
A f r a g ra n t  rose  th a t  h ides a  th o rn ; 
R iches o f gold u n to u ch ed  by scorn ;
A h ap p y  little  ch ild  asleep ;
E yes  th a t  can  sm ile, tho u g h  th e y  m ay  

w eep;
A b ro th e r’s cheer, a  f a th e r ’s p ra ise . 
T he  m in s tre lsy  o f su m m er d ays;
A h e a r t  w here  n e v er a n g e r  b u rn s ;
A g if t  th a t  looks fo r no  re tu rn s ;  
W ro n g s o v e rth ro w n ; p a in ’s sw ift re lease ; 
D a rk  fo o ts tep s  gu ided  in to  peace;
T he lig h t o f love in  lover’s  eyes:
A ge th a t  is young  a s  well a s  w ise;
A n h o n e st h an d  th a t  needs no w ard ;
A life w ith  r ig h t in tru e  accord ;
A hope-b u d  w ax in g  in to  joy ;
A h ap p in e ss  w ith o u t a lloy;
A m o th e r’s k iss, a  b ab y ’s  m ir th — 
T hese  a re  th e  sw e e te s t th in g s  on e a r th .

E m m a  L. Dowd.

Keen ears and eyes are of as much 
importance as an active tongue.

Barney

Business /s better. There have been few declines this 

week and a number of items are advancing.

Buying is quite general among the good merchants and, 

by golly, it seems good to have business going again 

at the old pace and all of us busy getting out the orders 

to help maintain our reputation as prompt shippers.

W Ò R D E jy  f i R O C E R  C O M P A N Y
GRAND RAPIDS-KALAMAZOO—LANSING

Barney Larigeler has worked 
In th is  Institution continu­
ously for over forty-eight 
years.

THE PROMPT SHIPPERS
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MOVEMENT OF MERCHANTS.
Muir — Hercules Rice succeeds 

Harold Stott in the grocery business.
Edgerton—A. W. Nichols succeeds 

F. C. Bemis in the grocery business.
Charlotte—Smith & Van Auken 

have engaged in the shoe business.
Charlotte — Smith Bros, succeed 

Page & Lamb in the billiard parlor 
and bawling alley.

Homer—Russell Edwards is suc­
ceeded in the bakery business by 
Linton & Goodwin.

Benton H arbor—The Benton T ran­
sit Co. has increased its capital stock 
from $50,000 to $175,000.

Pinckney — Gilbert Campbell will 
open an ice cream parlor and con­
fectionery store March 18.

Grand Rapids—Geglio & Ross will 
open a restaurant at 750 Division 
avenue South, about March 20.

Ithaca—C. H. Rason has sold his 
bakery to Carroll Betts, recently of 
Alma, who has taken possession.

Detroit—The Michigan Shade Clean­
ing Co. has changed its name to the 
Michigan Shade and Rug Cleaning 
Co.

Pewamo—A. V. Janderman has en­
gaged in the grocery business, the 
W orden Grocer Co. furnishing the 
stock.

D e'roit—The G. A. Ingram Co., 
dealer in physicians supplies, has in­
creased its capital stock from $20,000 
to $50,000.

Kalamazoo—The Rose & Halpert 
Tire Co., 123 North Rose 9‘rcet, has 
increased its capital stock from .$10,- 
000 to $20,000.

Adrian—Russell Edwards, former­
ly engaged in the bakery business at 
Homer, has engaged in a similar 
business here.

Ypsilanti—Thieves entered the store 
of the C. & A. Baking Co. and carried 
away the contents of the cash register 
and some stock.

Escanaba—L. K. Edwards, Inc., au­
tomobile accessories, supplies and gar­
age, has increased its capital stock 
from $50,000 to $60,000.

Sunfield—George Triphagen has 
sold his grain elevator to Smith Bros., 
Velte & Co., conducting a chain of 
elevators throughout this section.

Detroit—The Brownie Stores, 2467 
Grand River avenue, his increased its 
capital stock from $100,000 to $500,- 
000 and 50,000 shares no par value.

Evart—C. A. Preston, recently of 
Foster City, has purchased the stock 
and store fixtures of the McGowan 
Hardware Co., taking immediate pos­
session.

Sturgis—David A. Chestnut, for­
merly of Hillsdale, has purchased the 
men’s furnishings goods stock of A. 
E. Armstrong, taking immediate pos­
session.

Belding—Ledger Bros., of Sand 
Lake, have purchased the meat mar­
ket of Shindorf & Spicer and will 
continue the business at the same 
location.

Perry—Messenger & Snyder, who 
have conducted a grocery store and 
meat market for the past 11 years, 
have dissolved partnership and the 
business will be continued under the 
style of John V. Snyder & Son, Mr. 
Snyder taking over the interest of Mr. 
Messenger.

Charlotte—Waddell & Boyer have 
sold their meat market to Del Rose 
and Allen Howard who will continue 
the business under the style of Rose 
& Howard.

Prescott—Fire destroyed the grain 
elevator owned by the Saginaw Mill­
ing Co. large quantities of its grain 
and two car loads of beans. Loss 
about $30,000.

Lowell—J. J. Lalley has sold a half 
interest in his clothing stock to 
William H. Schneider and the busi­
ness will be continued under the style 
Lalley & Schneider.

Fowlerville—W alter Glover has 
sold his store building to Cole Bros., 
who will occupy it with a general 
repair and battery shop and stock of 
automobile supplies and accessories.

Kalamazoo — Lipman, Inc., has 
leased the W est Kalamazoo avenue 
store in the Rickman hotel building 
and will occupy it March 18 with a 
stock of women’s ready-to-wear cloth­
ing.

Kalamazoo—The store at 134 South 
Burdick street is being remodeled 
and redecorated, preparatory to being 
occupied by Schensul & Mittan with 
an ice cream parlor and confectionery 
stock.

Lawton—Frank Mendis has leased 
a building and installed machinery for 
manufacturing confectionery and ice 
cream for the wholesale trade. The 
plant will be opened for business 
March 20.

Sault Ste. Marie—The Soo Co-Op­
erative Mercantile Association will 
build a modern bakery in the rear of 
its main store. The plant will be 
equipped with modern machinery 
throughout.

Jackson—Earl D. Lewis, for 16 
years connected with the Judson C. 
Moyers jewelry store, has engaged in 
the jewelry and silverware business 
under his own name at 120 South Me­
chanic street.

Greenville—Francis O. Lindquist 
has sold his retail clothing stock and 
store fixtures to John E. Zank, who 
will continue the business in connec­
tion with his shoe and merchant 
tailoring business.

Detroit—The Aero-Electric Co. has 
been incorporated to deal in electrical 
and mechanical appliances, with an 
authorized capital stock of $1,000, all 
of which has been subscribed and 
$500 paid in in cash.

Alma—The Alma News Co. has 
removed its stock to the Gibbs block 
and will discontinue the sale of tobac­
cos and cigars and will open a gift 
shop in connection with its magazine 
and news stand business.

Detroit—The Ames-Built Sales Cor­
poration has been organized to deal 
in autos, trucks, accessories and parls, 
with an authorized capital stock $15,- 
000, $11,500 of which has been sub­
scribed and $6,000 paid in in cash.

Dowagiac—Alleging that the de­
funct Farmers and M erchants Bank 
of Jones was not owned privately, as 
reported, but was in fact an agency 
of the First State Savings Bank of 
Marcellus, Calvin Jones, trustee for 
the Jones Co-operative Society and 
three other creditors, are suing to re­
cover $15,000. This amount was on 
deposit in the defunct bank to the 
credit of those he represents.

W est Branch—The W est Branch 
Farm ers Elevator Co. has been in­
corporated with an authorized capital 
stock of $12,000 common and $3,000 
preferred, of which amount $13,200 
has been subscribed and $1,320 paid 
in in cash.

Detroit—Frank M. Gerbig, Inc., 
has been organized to sell on commis­
sion and consignment, manufactured 
and raw products, with an authorized 
capital stock of $5,000, $2,500 of which 
has been subscribed and $1,500 paid 
in in cash.

Kalamazoo — The Pattison Auto 
Supply, Inc., 902 W estnedge street, 
has been incorporated to conduct a 
wholesale and retail business, with an 
authorized capital stock of $2,000, all 
of which has been subscribed and paid 
in in cash.

Galesburg—M. R. Southworth, of 
Vicksburg, has purchased a half in­
terest in the Stewart garage and au­
tomobile supplies and accessories 
stock and the business will be con­
tinued under the style of the South- 
worth-Stewart Co.

Detroit—Jewels, Inc., has been in­
corporated to sell a t retail, women’s 
and misses wearing apparel, with an 
authorized capital stock of $25,000, of 
which amount $15,000 has been sub­
scribed, $9,000 paid in in cash and 
$4,000 in property.

Howell—Owing to continued ill 
health, Charles P. Adams has decided 
to retire from business and has sold 
his interest in the clothing stock of 
Adams & Howlett and the business 
will be continued under the style of 
the Howlett Clothing Co.

Lansing—O tto Perry has sold a 
half interest in his cigar stock, bil­
liard parlor and lunch, counter to 
Alexander Kane and the business will 
he continued at the same location, 
226 North W ashington avenue, under 
the style of O tto & Kane.

Kalamazoo—Lynn Scott, for three 
years clerk at the Cleenewerck cigar 
s 'ore, 128 East Main street, has re­
signed his position and purchased the 
cigar stock and billiard parlor of 
William Godwin, 132 Portage street, 
taking immediate possession.

St. Louis—The stock and fixtures of 
the St. Louis Mercantile Co. have been 
purchased by Young’s Shoe Store, 
which will consolidate it with its own 
under the style of the Young D epart­
ment S'ore. W omen’s ready-to-wear 
clothing and millinery will be added 
to the stock.

Perry—The Perry Oil & Gas Co. 
has been incorporated to deal in oils, 
gasoline, greases, automobile supplies 
and accessories, with an authorized 
capital • stock of $30,000, of which 
amount $25,650 has been subscribed 
and paid in, $5,030 in cash and $20,- 
620 in property.

Detroit—The Marvel Distributing 
Co., 720 Dime Bank Bldg., has been 
incorporated to deal a t wholesale and 
retail in tires, auto accessories, etc., 
with an authorized capital stock of 
$20,000, $10,000 of which has been sub­
scribed and' paid in, $3,350 in cash 
and $6,650 in property.

Battle Creek — The Boomhower 
Auto Supply Co., 86 South Jefferson 
street, has merged i s business into a 
stock company under the same style, 
with an authorized capital stock of

$150,000, $95,100 of which has been 
subscribed and paid in, $55.96 in cash 
and $95,044.04 in property.

Marquette—M. A. June, A. W. June 
and J. W. Bearce have engaged in 
business in the Bittner block under 
the style of the June-Bearce Auto Top 
Co. The company will specialize in 
auto itops, carpets, cushions, seat 
covers and will also deal in all kinds 
of automobile accessories.

Detroit—Louis Gordon has merged 
his trunks, hags, luggage, etc., busi­
ness into a stock company under the 
style of the Factory Outlet of Lug­
gage, Inc., 731 Griswold sireet, with 
an authorized capital stock of $10,000 
common and $5,000 preferred, all of 
which has been subscribed and paid in 
in property.

Lansing—The Lansing Motor Sales 
Co. has been incorporated to deal at 
wholesale and retail, in motor vehicles, 
accessories and supplies, with an au­
thorized capital stock of $25,000, 
$24,010 of which has been subscribed 
and $2,510 paid in in cash. The busi­
ness will be conducted at 418-20 North 
Washington avenue.

Detroit—The Evercold Corporation, 
5626 McGraw S' reef, has been incor­
porated to manufacture, install and 
sell electrical devices for heating and 
refrigerating for household and do­
mestic purposes, with an authorized 
capital stock of $50,000, $25,000 of 
which has been subscribed and $15,- 
000 paid in in cash.

Mt. Clemens—John Priess, 80 years 
old, head of the John Priess Mercan­
tile Co., died Monday at his home 
here. He was a native of Germany, 
emigrating to Michigan in 1854. 
Starting on a farm in Sterling town­
ship, he served as supervisor, and in 
the late eighties was elected county 
treasurer. Changing his residence to 
Mt. Clemens, he engaged in the mer­
cantile business, which he conducted 
continuously from 1895 to the date 
of his death.

Manufacturing Matters.
Eaton Rapids—The True Manufac­

turing Co. will erect a large addition 
to its plant.

Sandusky—The Michigan Bridge & 
Pipe Co. has removed its business 
offices to Lansing.

Holland—The Holland Chair Co. 
has increased its capital stock from 
$25 000 to $100,000.

Traverse City—The Brown Lumber 
Co. has increased its capital stock 
from $30,000 to $300,000.

Albion—The Novelty Manufactur­
ing Co. has placed a portable high 
chair for infants on the market.

Detroit—The Bernard Milling Co., 
91 Davenport street, has increased its 
capital stock from $20,000 to $100,000.

Detroit—The Allied Metal Products 
Corporation has been incorporated 
with an authorized capital stock of 
$2,000, $500 of which has been sub­
scribed and paid in in cash.

Detroit—The Steel-Flex Coupling 
Corporation has been incorporated to 
manufacture and sell machinery, 
power transmission equipment, etc., 
with an authorized capital stock of 
$100,000 common and $150,000 pre­
ferred, $100,000 of which has been 
subscribed and paid in, $5,000 in cash 
and $95,000 in property,
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Essential Features of the Grocery 

Staples.
The general market for canned 

foods is quiet, but the distribution is 
normal and therefore better than for 
a long time.
Canned spinach is scarce and stocks 
are very low. New crop canned spin­
ach will not arrive in Michigan mar­
kets until about April 1 to April IS, 
from California, and about May 1 from 
Maryland. In the meantime interior 
jobbing houses and other markets 
are being searched for surplus with 
which to supply the demand. W hen 
the fresh spinach begins to arrive 
from the gardens of the South the de­
mand for canned spinach is the 
heaviest, as it is preferred, because of 
its freedom from grit, sand and dirt, 
and in flavor it is equal, or superior, to 
the leaf spinach which comes in open 
crates and comes loaded with sand 
and soil, which is difficult to wash 
away.

The canned spinach is run through 
machinery at the canneries seven or 
more times just to clear it from soil 
and sand, and it is usually very thor­
oughly washed. The comparative 
economy of the canned spinach is 
striking as a No. 3 can is equal in 
content to a half-bushel crate, being 
so solidly packed.

Wholesale grocers continue to em­
phasize to their trade the advisability 
of breaking the habit of ordering 
smaller than the original packages 
which manufacturers have determined 
as the best to fit the requirements of 
the retail trade generally. Repacking 
costs money, sometimes the materials 
alone taking away the profit, to say 
nothing of the labor involved. In 
bottled goods there is more danger of 
claims for losses in transit on repacked 
packages than from the packages 
made up at the factories, it is the ex­
perience of old timers in the business.

Sugar—The market is strong and 
advancing. Raws are fractionally 
higher for the week and refiners are 
ready buyers. As a result, refined 
sugar has advanced another 10 points 
and practically all refiners are now 
on the basis of 5.30c for granulated. 
The demand is increasing somewhat 
as the warmer weather approaches, 
and altogether the outlook is rather 
strong, although nobody expects a 
very heavy advance. Grand Rapids 
jobbers hold cane granulated at 6.10c 
and beet granulated at 5.90c.

Tea—The market has put in a firm 
and rather active week. Nobody is 
buying in any extravagant way, but 
a great many of the trade are buying 
regularly and the aggregate of this 
makes considerable business. Every­
body seems to have confidence in the 
market. Ceylons at the moment ap­
pear to be the leader so far as the 
demand is concerned and the market 
is firm. A lot of new Ping Suey tea 
is being condemned by the appraisers 
and this adds to the firmness of the 
market. All desirable grades of tea 
are steady to firm and in fair demand.

Coffee—The market is firm, with an 
advancing tendency, although the 
jobbing market for roasted coffee has 
not yet been much affected. Firm 
news from Brazil and locai fluctua­
tions in the option market are the 
cause. All grades of Rio and Santos

coffee have advanced a fraction dur­
ing the week, not, however, more 
than %c per pound. Brazil cables 
that Santos coffee, suitable for the 
American trade is scarce down there. 
Milds are quite firm and in fair de­
mand, with an advancing tendency 
at a slight advance.

Canned Fruits — Among grocery 
items of all kinds canned fruits are 
generally regarded as the most prom ­
ising, so far as sales go at advancing 
prices, but the one drawback is a 
shortage of supplies, which is viewed 
in the light of a famine in the future, 
if not more or less of one actually in 
existence at present. In fact, close 
observers say that the famine exists 
now, although the jobbing element 
does not appreciate its existence nor 
its inevitable results later on before 
new packs are offered. These traders 
consider all fruits a good buy at go­
ing prices because of their present 
intrinsic value, coupled with their po­
tential w orth later on. The jobber 
realizes the general shortage, but ex­
periences of a speculative nature in 
recent years rob him of a desire to 
go much beyond his immediate needs. 
Fruits are selling more freely than, 
formerly, due to a heavier consuming 
demand and in part attributed to some 
advance buying on a moderate scale. 
The strongest item is Hawaiian sliced 
pineapple, which is scarce in all 
grades and rapidly tending upward. 
So far No. 2j^s have been the best 
seller, but their scarcity has centered 
more interest on No. 2s. The spot 
market long ago was sold up and now 
attention is directed to the Coast. 
Packers there have light stocks and 
they are strongly holding their packs. 
Grated and crushed have not shared 
in the improvement shown in sliced, 
as they go to a different trade, but 
the surplus is being worked down by 
insisting that buyers take a propor­
tion of both in order to get sliced. 
Summer pack has been in larger job­
bing demand for future delivery, most 
canners insisting upon firm contracts 
in place of s. a. p. or memorandum 
orders. Another fruit to show inher­
ent strength is No. 10 apples, which 
as yet, however, have, not come into 
their own. Fresh fruit is still too 
plentiful to cause bakers and other 
users to take canned apples. Some 
sellers are not pressing their stocks, 
as they look for an advanced market 
late in the spring. California peaches 
in the desirable grades and sizes are 
stronger and higher. Clings in stand­
ard and choice grades are especially 
wanted and stocks are hard to locate 
up to the required standards. A num­
ber of samples have to be cut before 
the buyers is satisfied and often has 
to pass by three out of four lots be­
fore he finds what he wants. Apri­
cots have not been in such keen de­
mand, but the spot market has no 
large blocks since advance buying last 
season was not on a large scale. The 
total holdings of all California can­
ned fruits in sight are estimated at 
about 2,000,000 cases on the Coast 
and in the hands of jobbers, with at 
least five months to go before new 
crop arrives.

Canned Vegetables—From a news 
standpoint there is more interest in 
new packs than in 1921 products be­

cause the latter are in no more than 
constant jobbing demand. Tomatoes 
are firm. Some of the smaller oper­
ators are making close figures based 
upon their packing costs, but most 
producers maintain their original 
opening prices. Buying is on a broad­
er scale, but it is plainly on a con­
servative basis and to cover in part 
known wants of the future. Future 
peas are relatively firmer than to­
matoes and canners in all sections are 
gradually withdrawing their offerings, 
as they sell their anticipated pack. 
Spot peas are passing out of first 
hands in the standard grade and this 
line shows greater firmness, affecting 
extra standards. Fancy are already 
closely sold out. Corn is without in­
terest in either futures or spots. Cur­
rent pack is steady in standards at un­
changed prices. Asparagus remains 
firm on 1921 pack and favors the can- 
ner on new productions. No opening 
prices have been named as yet. 
Spinach is in light supply also and 
favors the seller.

Canned Fish—Salmon continues the 
leader. The market shows greater 
strength on the spot and on the Coast, 
but traders are not so ready to pay 
going prices as they were when cheap 
lots were to be found.. Red Alaska 
held its own and is tending upward. 
Medium reds sell no more freely than 
during the past few weeks. Maine 
sardines during the week showed a 
disposition toward higher levels as to 
asking prices f. o. b. cannery, quarter 
keyless oils being generally held at 
$2.85@3 f. o. b. The spring demand 
is slowly developing. O ther grades 
are also firmer, many lines being more 
or less out. California sardines are 
in routine demand. Foreign fish is 
still quiet. Lobster is difficult to find 
except in broken jobbing lots in sec­
ond hands. Crab meat supplies are 
also below the requirements of the 
trade. Tuna fish is moving better and 
is in a stronger position. Future 
shrimp is affected by some low offer­
ings. Spot stocks are mostly in the 
No. 1 tins and are in moderate de­
mand. No. V/zs are almost unobtain­
able.

Dried Fruits—Cheap raisins are in 
active demand for beverage concoc­
tions. Strong gains have been made 
in currants as shown by buying in 
Greece for forward shipment. In 
fact, some operators believe that the 
spot market will show a shortage be­
fore new arrivals are received. There 
has been so little buying in Greece of 
late that little fruit is on the water. 
In the meantime, with weak sellers 
eliminated, the market is more strong­
ly controlled. Apricots are not being 
offered from the Coast except in a 
nominal way and in smaller blocks 
of the less desired packs. Some re­
shipments from abroad have arrived 
but the aggregate is not a drop in the 
bucket compared to the demand in 
the face of the jobbing shortage here. 
The exchange situation and the high 
holding values abroad prevent a free 
return of stocks from across the 
water. Peaches are sparingly offered 
from California and jobbing holdings 
are light. The demand is increasing 
as spring approaches and all grades 
are in a stronger position.

Salt Fish—Lent is now in full swing

and some little improvement in the 
demand for mackerel has appeared. 
Stocks arc light and the market is 
firm, with an advancing tendency, 
particularly in Irish mackerel, which 
are already ruling at pretty high 
prices.

Cheese—The market remains un­
changed with a very light consump­
tive demand and large stocks in 
storage, and is ruling considerably 
under what it was last year. We do 
not look for much change in price 
during the coming week.

Provisions — Everything in the 
smoked meat line is firm, with a light 
consumptive demand, at l@2c per 
pound higher than a week ago, due 
to the high cost of hogs in the W est. 
Lard is also firm at about J^c per 
pound higher and lard substitutes are 
also higher; both are in light con­
sumptive demand. Barreled pork, 
canned meats and dried beef are all 
a little higher and in slow sale.

Total Loss By Fire at Custer. 
The general stock and store build­

ing of Hansen & Roche, at Custer, 
were destroyed by fire about 2 a. m., 
March 7. The loss on both was total. 
The only thing saved was the safe, 
which contained the records of the 
store. They were in such good con­
dition and so complete that the ad­
juster was able to adjust the loss in 
an hour’s time. The losses were as 
follows:

Store building ____ $2,000.00
Stock _____________  4,042.03
Fixtures __________  1,065.08

The insurance was as follows:
Store b u i ld in g __ $¡1,000.00
Stock _____________  3,500.00
Fixtures __________  400.00

The insurance on the building was 
in the Northern of New York.

The insurance on the stock was 
$2,500 in the Shoe Dealers and $1,000 
in the U. S. Fire.

The insurance on the fixtures was 
in the U. S. Fire.

The firm immediately leased one 
side of the Reader store building and 
resumed business as soon as fresh 
goods could be secured.

Birthday Anniversary of a Noted Man.
Yesterday was the 74th birthday of 

Charles W. Garfield and those of his 
friends who were aware of the anni­
versary took great delight in remind­
ing him of the esteem in which he 
is held in this community and in 
every other community where he is 
known. No man in private life has 
a wider circle of warm friends than 
Mr. Garfield, and certainly no one 
has ever done more to merit the 
friendship and admiration of his 
friends than Mr. Garfield has done. 
He is the epitome of all that is good 
and gracious and unselfish and his 
long career has been a constant bene­
diction to all who. have had the pleas­
ure of his acquaintance and the ad­
vantage of his friendship. No one 
has ever done more to promote com­
munity betterment, in proportion to 
his means, than Mr. Garfield, and his 
interest in the big problems of for­
estry, horticulture, agriculture and 
human betterment have been country 
wide in scope and world wide in in­
fluence. Grand Rapids doffs her hat 
to her foremost citizen and sincerely 
hopes to see him live to round out a 
cehtury of years, good deeds and 
good influence.
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MEN OF MARK.

Ralph O. Tucker, General Manager
M. Piowaty & Sons.

Ralph O. Tucker was born on a 
farm near Blanchard, Mich., Nov. 14, 
1886. His father was born in Eng­
land. His mother was of mixed Irish 
and German descent, having been 
born in Canada. Ralph attended the 
district and village schools, rounding 
out his educational career with a two 
year course in rural school teaching 
at the Central State Normal School at 
Mt. Pleasant. He taught one year in 
Deerfield township, Isabella county, 
when he conceived the idea that he 
would prefer a commercial career to 
educational work. Acting on this im­
pulse, he came to Grand Rapids and 
entered the employ of the National 
Biscuit Co. as book-keeper. He re­
mained in this position two years, 
when he accepted a position as book­
keeper for the Yuille-Miller Co. He 
remained three years with this com­
pany, when it went into the hands of 
a receiver, continuing another year 
in the same position as agent for the 
receiver, Michigan T rust Company. 
W hen M. Piowaty & Son bought the 
assets of the defunct corporation, 
March 1, 1913, he transferred himself 
to the Piowaty house and took up the 
work of book-keeper. He was subse­
quently made office manager, auditor 
and branch manager of the P ittsburg 
house one year. He then came back 
to Grand Rapids to take the position 
of superintendent of all the branches. 
He subsequently became sales man­
ager, acting in that capacity until 
March 1, 1921, when he retired to 
identify himself with the Nordmark 
Typewriter Co., a corporation with a 
capital stock of $250,000, of which he 
is Secretary. The new company ex­
pects to place its typewriter on the 
market within the next ninety days. It 
will sell for $50 and it is claimed that 
it is one of the best machines of its 
kind ever offered to the American 
public.

March 1 of this year Mr. Tucker re­
turned to the Piowaty house as Sec­
retary, Treasurer and General Man­
ager of the parent organization. He 
still retains his interest in the type­
writer company, but will not be ac­
tive in the management of its affairs.

Mr. Tucker was married June 14, 
1911, to Miss Ethel Smith, of Grand 
Rapids. They reside at 47 Hastings 
street and have two children, Hazel, 
9 years old, and Maxwell, 7 years old. 
Mr. Tucker is an attendent at the 
Methodist church and a Mason up to 
the third degree.

M. Tucker insists that his only 
hobby is fishing. He never permits 
a summer to go by that he does not 
indulge his passion for this pastime to 
the fullest possible extent. Mr. Tuck­
er attributes his success to hard work 
and to the fact tha t he always follows 
the advice of his superiors.

For the first time in his life Mr. 
Tucker is now in a position of large 
responsibility which will test his 
capacity to the limit and force him to 
employ those elements of managerial 
skill which he has been acquiring 
during the ten years he has been con­
nected with the Piowaty house in 
various other capacities. That he will

achieve a decided success in his pres­
ent position is the confident belief and 
expectation of his many friends.

Personally, Mr. Tucker is one of the 
most companionable of men. He 
makes friends easily and retains them 
without difficulty because he never de­
ceives them or betrays them. He has 
made many personal sacrifices in the 
past rather than appear in an equi­
vocal light to any customer or friend 
and he will probably continue to do 
this as long as he lives.

While retail salés were showing 
their seasonal tendency to fall off dur­
ing January, reports from the Middle 
West show considerable improvement 
during that month in wholesale trade, 
especially in dry goods. This was due 
to increasing confidence on the part

of buyers, following the rise in the 
prices of farm products. W ith stocks 
at a minimum, dealers realized that 
the farmers’ buying power would 
soon show the effects of better prices, 
and they have begun to place more 
orders in anticipation of a better de­
mand. The Federal Reserve Bank at 
Chicago reports that sales by twelve 
wholesale dry goods houses in that 
district were 65 per cent, greater in 
January than in December. The 
Kansas City Reserve Bank states that 
wholesale purchases o f dry goods in 
that district were 95 per cent, greater 
in January than in December. Part 
of this gain is seasonal, like the drop 
in retail trade, but not all of it, as 
is indicated by the fact that the Janu­
ary sales in the Kansas City district 
were 62 per cent, greater than in the 
same month in 1921.

Spend less time looking at the birds 
and you’ll get farther ahead.

SYNDICATE FARMING.

Encouraging Features Discovered in 
Its Methods.

Among the business and profession­
al men of Detroit are so many farm 
owners that they have formed a city 
farm club and meet to discuss farm 
problems. It is reported that at a re­
cent meeting they decided that the 
Duroc-Jersey breed is the most profit­
able hog to raise for market. They 
also consulted with packers and m ar­
ket men and learned what size or 
weight hog is most acceptable to 
butchers.

It is safe to assume that the farm 
methods approved by this body of 
business men will be carried out on 
their farms, whether operated by 
hired laborers or tenants.

This aspect of the city farmer is 
quite different from that of men with 
rosy views of farming—imbibed from 
real estate dealers—who put their all 
into farms and go down on them with 
little or no experience in farming.

For years past in any community, 
where a large city dairy or stock farm 
was located, carried on by a manager, 
superintendent and foremen with 
ample hired help, it has been a matter 
of discussion among other farm own­
ers whether the “big farm” was mak­
ing money or even paying expenses. 
In some cases it did not matter to the 
non-resident owner whether it did 
pay or did not pay, because he had 
ample capital derived from other busi­
ness enterprises and the farm was a 
hobby, a diversion, which recom­
pensed him in other than financial re­
turns.

It has become the settled convic­
tion of small farm owners that big

farms can be profitable only when 
some special line of stock breeding is 
carried on and through prize winnings 
at shows and extensive advertising the 
proprietors are able to command fancy 
prices for their stock.

Even such farms have had their 
reverses in seasons when there is 
scarcely any demand for their high 
class, pedigreed stock. A case in point 
is Livingston county, Michigan, which 
had become famed as a breeding cen­
ter of the choicest Holstein cows. 
Post-war conditions put a stop to  the 
manufacture of condensed milk and 
cheese in that locality, so that there 
was no adequate market for the milk 
produced. High priced dairy cows 
forced on the market for beef brought 
only a third or a fourth of their for­
mer price.

If the time comes, as it seems it 
must come, when 'half of the farm 
lands are owned by individual capital­
ists or syndicates, it is possible that 
the city farm owners will be able to 
so dominate production of farm crops 
that the supply can be adjusted to the 
demand much better than at present. 
Instead of the great majority of 
farmers vastly increasing the acreage 
of a given crop one year, resulting in 
depressed market price and conse­
quent loss to all, and then the next 
year planting an inadequate acreage, 
boosting prices for consumers, an in­
telligent supervision may prevail for 
the good of all.

It may be that pride and business 
sense, if not humanitarian motives, 
shall impel proprietors of the great 
farms to provide comfortable houses 
and attractive surroundings for the 
workmen and their families, so that 
the latter will be content to remain 
permanent employes, instead of tran­
sients, as is now so often the case. 
Such has not usually been the case in 
the past. Even with the machinery 
equipment adjusted to the size of the 
farm, the necessity of foremen to plan 
and direct workmen, instead of an in­
dividual planning and directing his 
own work in a way to accomplish the 
most, results in an increased cost of 
production over the small farm. The 
lessened hours of labor per man com­
pared with the farmer who carries on 
his farm with the assistance of his 
own family only also tends to increase 
cost of production.

Transient help is more or less in­
efficient and undependable. When 
much valuable time has been spent to 
instruct and watch new employes, 
they often throw  up the job without 
any valid reason, and the same pro­
cess must be gone through with 
others. The solution is: adequate 
number of tenant houses and men 
with families to become permanent 
employes.

In every city, great or small, may 
be found men with families who as 
single men came from farms. Usually 
between thirty or forty years of age, 
many such men realize that city life 
will always be for them an uphill job 
and would gladly go back to the farm 
if they had means to  go to farming. 
The big farm, with its comfortable ap­
pointments for men with families, 
would result in many such men find­
ing places for which they are best 
fitted ,and far better for the wife and

Ralph O. Tucker.
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children than the city. We believe 
that business men will seek out such 
men and transport them to their 
farms in preference to depending on 
transient single men, which neces­
sitates a boarding house on every big 
farm*, in addition to the families of 
men employed by the year.

Small farms operated by tenants 
have in the past largely resulted in de­
terioration of fertility, buildings and 
fences, because of a succession of 
tenant farmers who seek to get as 
much out of the farm as possible with­
out returning anything. Owners of 
big farms will pay strict attention to 
maintain or increase fertility and 
keep everything in repair for their 
own profit and pleasure. Therefore 
we may expect greater production per 
acre by this method, even if not as 
much output per man.

Look at it as you may, syndicate 
farming, if that be the proper designa­
tion, should be better for the general 
public than tenant farming. I t will 
provide permanent homes for many 
farm workers who would otherwise 
be changing from place to place as 
tenants or seeking work in cities.

E. E. Whitney.

Hat Body Materials.
Imported materials for use in mil­

linery stress include either Milan or 
hair weave all-overs. These are sell­
ing here in large quantities, according 
to the bulletin of the Retail Millinery 
Association of America, but there are 
American variations of the established 
Parisian mode that are even bigger 
business items than these.

“Silks, crepe weaves and body hats 
are thriving right now,” the bulletin 
goes on, “with every indication that 
they will prevail for the entire Spring 
and Summer seasons. Moire and taf­
fetas are particularly strong, with 
some satins and a great deal of the 
heavier Chinese textures also wanted. 
In fact, it is thought in some parts of 
the trade that there will be a reversion 
to the all-fabric models of last Sum­
mer before long. The prevailing vogue 
for body hats, however, offsets this. 
All-fabric hats will be worn, of course, 
but they will be confined to  the sports 
category. Stitched stripe effects and 
tweed homespun ‘tro tteurs’ will sup­
ply this need.

“Candy cloth, visca hair glace and 
cellophane are selling for use in med­
ium-priced millinery. In fact, the 
vogue for such shiny materials as 
cire, hair and cellophane is again very 
active. Even trimmings are glossy 
enough to reflect the sun’s rays.

“Among the body hats may be men­
tioned those made of the hitherto in­
active Ramaja, Italian husk, yedda and 
tagal, and the oat and oocoanut 
straws that are receiving much atten­
tion this season, both at wholesale and 
retail. In addition to these are the 
standard Neapolitan, timbo and Milan 
effects. Rough weave body hats, bas­
ket weaves and fancy blocked hoods 
are also coming in for much promin­
ence in the salons where style counts 
and clients are numerous.”

Scatter your flowers as you go 
along, especially in the lives of those 
in whose gardens the flowers never 
bloomed. Nothing will give you great­
er satisfaction.

Official Report of Flint Dry Goods 
Convention.

Lansing, March 14—We wish to be 
brief in our comments regarding the 
Flint convention, but there are so 
many fine and favorable things that 
can be said that our efforts to be 
brief may not be entirely successful. 
We will, however, make the effort.

The co-operation of the merchants 
of Flint, under the leadership of the 
chairman of our Program  Committee, 
Glenn R. Jackson, was splendid in 
every way. They did not brag or 
bluster, but they were there all the 
time to do their part pleasantly, 
quietly and effectively. It is a great 
pleasure to work with a man like Mr. 
Jackson, who works quietly and with 
such definiteness. To mention each 
and every one of the Committee would 
be only justice, but would require 
more time and space than we wish to 
devote in this bulletin.

Equally fine in every way was the 
treatm ent we received at the hotel. 
True, ¡the cost of the rooms was a 
little high, but the manager, a re­
fined and courteous gentleman placed 
the hotel, with its beautiful ballroom, 
at our disposal and did everything we 
asked and did it cheerfully and 
promptly. I can very cheerfully 
recommend to our friends among the 
merchants 'that the Hotel Durant is 
a delightful place to go.

We ask those who were there to 
speak to their brother merchants who 
were not there and tell them of the 
good things which >'.hey missed. It is 
not possible in a bulletin to discuss 
these addresses. The address of our 
President, J. W. Knapp, and the ad­
dress of T. L. Blanke, are printed in. 
full in the Tradesman of March 8. 
Extra copies may be obtained on re­
quest. We were favored by the pres­
ence of W. H. Mann, of Marshall 
Field & Company, who spent the en­
tire day with us. The address by the 
representative of Babson’s Statistical 
Organization, also the address bv the 
representative of the Schreffler Store 
Efficiency Co., was very much ap­
preciated.

The program went through prac­
tically on schedule time, as previously 
outlined in the printed program. 
Moses Rosenthal, of Flint, was in 
charge of the experience meeting and 
smoker. Messrs. French, Divine, 
Parker and Affeldt each accredited 
themselves well and the convention 
was very much instructed by the in­
teresting address by our fellow mem­
ber and former Vice-President, John 
C. Toeller, of Battle Creek, who spoke 
on the co-operation of farmers and 
merchants. One of the real features 
of the, meeting was the address by 
Mr. Holler, of the Flint Chamber of 
Commerce. Both the Schreffler and 
Toeller papers will appear in this 
week’s issue of the Tradesman.

In later bulletins we will discuss, 
as occasion requires, the recommenda­
tions of the Committee on Standard­
ization of Order Blanks. Patterns and 
Insurance. These are purposely omit­
ted at this time, as further data is to 
be collected.

The Committee on Resolutions, con­
sisting of F. E. Mills, of Lansing, H. 
J. Mulrine, of Battle Creek, E. S. 
Knox, of P ort Huron, and E. J. 
Krausmann, of Detroit, worked faith­
fully to prepare a set of resolutions to 
reflect the sentiment of the conven­
tion. These resolutions are as fol­
lows:

Resolved—That we recognize the 
need of greater co-operation between 
the farmers and the merchants as 
desirable to both and that a better 
understanding of the problems of 
each other might bring more cordial 
relations. We recommend that our 
President, F irst Vice-President and 
Manager be appointed a committee to 
work with committees already in ex­
istence in problems of mutual interest, 
and we recommend whereever pos­
sible the establishing of community 
centers such as has been operated so 
successfully at Battle Creek.

Resolved—T hat we urge upon all 
our members, regardless of size, the 
vital necessity of knowing the rate of

turnover in their various stocks. The 
manager will furnish information on 
this upon request.

Resolved—That this Association is 
unqualifiedly opposed to the further 
mul ¡plication of taxes of any kind 
whatsoever and respectfully urge upon 
all municipal, State and Federal leg­
islative bodies, that the cost of gov­
ernment be kept down and that pres­
ent burdensome taxation be speedily 
lessened.

We endorse the constructive poli­
cies as advocated by our Secretary 
of Commerce and object most strenu­
ously to the political anti-business ac­
tivities of the Attorney General of the 
United S'ates.

Resolved—That we urge publicity 
in stores and advertisements. “Con­
sult your banker before you make any 
investment.”

Resolved—That each member of 
this Association always so conduct 
his business in the interest of the pub­
lic whom he serves that confidence in 
every retail distributor of merchan­
dise wherever located shall be im­
mediately and fully restored.

Resolved—We express our great 
appreciation for the fine spirit of hos­
pitality shown us by the merchants 
and citizens of Flint.

Resolved—That we mourn deeply 
flie passing of our fellow merchant, J. 
W. Ippel, whose funeral is being heid 
today at Saginaw. His city and this 
State have lost a fine citizen, loyal, 
generous and kind. We extend to 
his wife and family this word of ap­
preciation and our heartfelt sympathy 
at this time.

Resolved—That we endorse the 
change in election of President, Vice- 
President and 2nd Vice-President, as 
outlined in Bulletin No. 13, Series 7, 
issued February 8, 1922. This gives 
wider latitude in choice of capable 
men for leaders of this Association.

Resolved—That we commend the 
work of the Committee on Order 
Copy Blanks and the chairman, Mr. 
Cook, and suggest that final action be 
taken at our Fall meeting and adopt 
tentatively the plan now before us.

Resolved—That we commend the 
work of our Pattern Committee, es­
pecially their uniting wi h many other 
states in this work. We urge the need 
of a final report at our Fall meeting.

Resolved1—That we recommend our 
Legislature limit the size and weight 
of trucks and loads to be carried over 
our highways. We further suggest 
(he feasibility of a charge to common 
carriers.

Resolved;—That we recognize the 
need of the teaching of salesmanship, 
standard store methods, textiles and 
merchandise in our public schools.

Resolved—That we discourage the 
use of so-called value-smashing and 
half-price sales as an advertising abuse 
and that we urge upon our members 
the great need and desirability of clean 
and common sense methods of ad­
vertising. Jason E. Hammond,

Mgr. Mich. Retail Dry Goods Ass’n.

W ealth of W ater Power.
America not only leads the world 

in its wealth of hydraulic horsepower, 
but is ahead of all other nations in the 
proportion of energy it has thus de­
veloped. Despite the progress of hy­
draulic engineering in recent years 
and the completing of many notable 
projects, the latent wealth of the 
country in horsepower has scarcely 
been touched. It is surprising to find 
that the British Empire thus far has 
only developed 5 per cent, of its lat­
ent power of this kind. In European 
countries where the population is 
great and the need of power often im­
perative, only 18 per cent, of the avail­
able power is utilized. In the United 
States over 20 per cent, of this power 
is available.

The figures are especially significant 
in view of the serious coal shortage

from which all the world has been 
suffering. It is surprising to find in 
many countries where factories stand 
idle for lack of fuel, and serious un­
employment exists as a result, that 
scarcely one-fifth of the available hy­
draulic power is utilized. In other 
words, the immense hydraulic wealth 
of the United States may be increased 
500 per cent.

The total hydraulic horsepower of 
the United States is estimated at 32,- 
000,000, of which 6,500,000 has been 
developed. The total hydraulic power 
of the British Empire is 60,000,000, 
but only 3,000,000 horsepower of this 
vast total is utilized. In other words, 
the United States, with one-half Great 
Britain’s hydraulic wealth, avails it­
self of twice as much. We read of the 
dams on the Nile and in India, but, 
curiously, Canada develops 72 per 
cent, of the total hydraulic power of 
the British Empire.

The total available horsepower of 
Europe is estimated at present at 47,- 
000,000. This includes the power 
latent in Italy, Switzerland, Spain, 
Austria, Hungary, France and Nor­
way. Of this total some 8,450,000 
horsepower has been developed. 
These figures are especially surpris­
ing since it is commonly supposed 
that Norway, which boasts the best 
hydraulic engineers, and France, 
which prides herself on her economies, 
should add so little to the total. Al­
though Europe has been at work 
much longer than the United States 
on these problems, and has much 
greater latent wealth than America, 
she avails herself of less of this power.

The combined hydraulic horsepower 
of the United States and Canada is
50,000,000, or slightly more than that 
of Europe. The power developed both 
in the United States and Canada, 
again, is slightly greater than the 
grand total for all of Europe. The 
percentage of power developed is, 
then, about the same in North 
America and Europe. The British 
Empire, apart from Canada, cuts a 
poor figure in these totals. Leaving 
out Canada, the power utilized by 
Great Britain in proportion to her re­
sources is far below that of other 
countries.

The possibilities of future wealth in 
the United States in this respect are 
amazing. In a single month the total 
output of water power for the country 
was 1,226,770,000 kilowatt hours. In­
cidentally. California produces twice 
the hydraulic power of New York. 
By developing such natural resources, 
this wealth, it is encouraging to  re­
member, may be increased more than 
500 per cent.

Reindeer Meat From Alaska.
Alaskan reindeer meat has become 

a factor in the game and meat trade 
and it now appears on the bills-of-fare 
of leading hotels and restaurants 
throughout the United States. Nothing 
but altered bucks are used and they 
are produced especially for table pur­
poses. This reindeer meat bears the 
same relation to average deer meat as 
the capon does to ordinary roasting 
chickens. Carcas sales are at 35c per 
pound, the weights running from 160 
to 190 pounds apiece. The deer is 
shipped with the hides still attached.
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WORKING BACK TO NORMAL.
Salient and striking features are 

hardly expected in business at a time 
like this when the progress made is 
gradual and, often, almost impercep­
tible. The decks are not yet com­
pletely cleared of the wreckage due 
to deflation, as is evidenced by the 
still too long list of bankruptcies. 
The strain on credit continues, al­
though with constantly greater relief. 
The struggle is continuing, also, for 
a reduction in the cost of production 
so as to turn out products at a low 
enough price to commend them to the 
consuming public and so induce larger 
sales, thus enabling mills and factories 
to run more nearly up to capacity than 
they have been doing. O ther disturb­
ing factors, like the threatened strike 
of the coal miners with what that im­
plies and the uncertainties of tariff 
legislation, loom up to help unsettle 
conditions. These are all, however, 
acute, not chronic; temporary, not 
permanent. As in the case of bodily 
ailments, the tendency is to return to 
a state of health, which occurs as soon 
as the disturbances are removed and 
nature is allowed full sway. In  busi­
ness the worst that could take place 
has come and gone. The fever is 
over and convalescence has set in. 
Occasional relapses are only what was 
to be expected. Full strength will 
come with time, intelligent and sus­
tained effort, thrift and the avoidance 
of needless waste.

The usual indices of business re­
covery are clearly in sight and are 
emphasized by other considerations, 
notably the rapid advance which has 
occurred in prices of farm products 
during the past two months. This 
substantial rise will necessarily have 
the effect of increasing the farmer’s 
power to pay his debts and enlarge 
his purchases of other merchandise; 
more especially so when the higher 
market value of what he has to sell is 
not accompanied by a rise in what he 
has to buy. It may safely be taken 
for granted, then, that something of 
trade revival is at hand. The ques­
tion remains as to its extent.

The process of readjustm ent of 
trade, credit, prices, supply and de­
mand, production and consumption, 
after all of them had been thrown so 
wildly out of balance by the extrava­
gances of 1919, may not yet have 
been completed. Individual losses 
from the collapse of that year’s ex­
periments, along with the widespread 
unemployment and the shrinkage in 
Europe’s purchases of our goods, have 
greatly curtailed the people’s actual 
buying power. On the other hand, it 
must be remembered tha t such ob­
stacles to business revival have al­
ways existed in the year or two after 
every financial crisis and have never- 
the less disappeared when the real 
momentum of recovery was under 
way. It has been invariably discov­
ered on such occasions that the latent 
buying power of the community had 
been underestimated. The actual 
wealth and purchasing capacity of the 
people, grossly exaggerated in periods 
such as 1872 and 1906 and 1919, are 
kept to be quite as much misjudged 
in the opposite direction during the 
subsequent periods of reaction. Event­
ually, a sudden stimulus in the nature

of what the markets call "return of 
confidence” 'has brought on such oc­
casions results in the field of general 
business which took even the mer­
chants by surprise.

How soon such a change will come 
is a matter of conjecture. Recovery 
from trade reaction does not always 
follow the same course. The period 
of retrenchment, underconstruction 
and under consumption was sufficient 
to bring the country’s business abrupt­
ly into a movement of rapid and spec­
tacular revival a year or two after the 
bankers’ panic of 1907 and the general 
panic of 1893. After 1873 the recovery 
was slower and longer postponed. 
But in each case the natural require­
ments of the consuming world, com­
bined with the influence of enforced 
economy and accumulating resources, 
had the effect of causing eventual 
swift return toward normal business 
conditions. For the present, the one 
immediate certainty is that the tide 
has at least turned in financial and 
industrial affairs, and each successive 
movement which now occurs is in the 
direction of better things.

WOOL AND WOOLENS.
At London there began on Tuesday 

another series of auction sales of wool 
to last for nineteen days. In that 
period there are to  be offered about 
220,000 bales, of which 100,000 are 
from the pooled stock held by the 
British-Australian Wool Realization 
Association, the remainder consisting 
of free wools. As at the Australian 
sales, the prices show signs of some 
softening, although they are still well 
upheld, considering the large quantity 
of wool in sight. No material change 
has occurred in the domestic wool 
market. Shearing will soon be in full 
progress in the Southwest and, mean­
while, some offers have been made 
for the clip in certain sections. The 
existence of the Emergency Tariff act 
tends to make growers much less 
yielding than hitherto. The goods 
market has displayed more activity in 
the women’s wear end, and this is by 
no means confined to sports wear 
fabrics. The trade generally showed 
much interest in the report made by 
the American Woolen Company of 
its operations during last year. Aside 
from the favorable nature of it as to 
earnings there were a few significant 
facts adverted to. One was that the 
company’s plant was running only 
nine months of the year. Another was 
of the abandonment of efforts to sell 
its products abroad, for which two 
reasons were given. One was that 
foreign buyers could get goods cheap­
er in England and the Continent, 
which was the case even after the 
American company decided to make a 
try for the business. The other draw­
back was “the rapidly increasing cost 
of wool in this country, due to the 
highest tariff on wool in our history,” 
which is a more obvious fact. Manu­
facturing clothiers are expected to 
open their fall lines in about three 
weeks. By that time the labor situa­
tion will probably have cleared and 
the clearance sales of retailers will be 
concluded.

We can pull a man out of a rut, 
but he must go on his own power 
after he is out.

MUST SELL ALL AT ONE PRICE.
Another angle to the matter of price 

control has been considered by the 
Federal Trade Commission. Most 
questions of the kind have concerned 
the holding of jobbers and retailers to 
obtaining certain prices fixed by the 
producers of goods. The decisions 
made were not very satisfactory to 
the latter. The best they could get 
was an admission of their right to 
choose the customers they would sell 
to, but they are not allowed to make 
any agreement with the latter as to 
whom they must resell. A new case, 
however, was recently presented. As 
is well known, prices of many com­
modities are dependent in a measure 
on the quantity purchased because of 
the discounts allowed. This has led 
to co-operative buying. Then, too, 
large retail establishments have sought 
to get jobbers’ prices, many of them 
buying more than some jobbers. Chain 
stores are in a class by themselves and 
also buy in quantity. They have 
claimed every discount allowed and 
have often been able to get them—al­
ways where goods were competitive in 
character-because their trade was 
worth having. But the manufacturers, 
as a rule, have tried to keep up the 
distinction between wholesalers and 
retailers. When this matter was pre­
sented to  the Federal Trade Commis­
sion in a test case recently, it decided 
that the manufacturer must sell his 
products, if they are uniform in qual­
ity, at absolutely the same prices for 
similar quantities to every purchaser, 
whether wholesaler or retailer, chain 
store or co-operative group. And the 
discounts to one must be the same to 
all. This decision may be appealed 
from, but it is likely to  be affirmed in 
such event.

PERSISTENCE PAYS.
Persistence pays, Look at the case 

of Jaffe, the principal seaport of Pales­
tine, known as Joppa in Bible times, 
when it played second fiddle to Tyre 
and Sidon.

Some 3,000 years ago a cargo con­
sisting of cedars of Lebanon was 
brought into the port of Joppa. The 
Phoenician shipmaster who supervised 
the job of unloading them said at the 
time the harbor facilities were rotten, 
but he would deliver the cedars or 
bust, and he did. He delivered them 
and they were transported thirty-five 
miles overland and used in the build­
ing of Solomon’s temple. The harbor 
master listened to the skipper’s com­
plaint with an unsympathetic ear.

Years passed. Three o r four cen­
turies later a Jewish prophet traveling 
incognito with a passport of Tarshish 
came down to the wharf at Joppa and 
engaged first-class passage on the first 
ship out. He commented on the ex­
ecrable arrangements for handling 
pasengers. The captain agreed with 
him. He said the shipping industry 
had been trying for the past four or 
five hundred years to get something 
done. The incident is remembered 
because it later turned out tha t the 
pasesnger’s name was Jonah.

Many things have happened since 
the cedars of Lebanon were unloaded 
on Joppa’s wharves and hauled 
through her crooked streets and out 
by the Jerusalem gate. There was the

visit of the Apostle Peter, who was 
lodged in the house of Simon the Tan­
ner, an event of such importance that 
they preserved the house and show 
it to  credulous tourists to this day. 
There was the capture of the city by 
Saladin in 1187 and its recapture by 
Richard the Lion Hearted four years 
later. There was the slaughter of 1,- 
200 Turks by Napoleon, who took the 
city in 1799.

Finally in 1921 along came a party 
of Italian bankers. They heard the 
age-old complaint, and for the first 
time in 3,000 years it fell upon ears 
that were not deaf. The bankers said 
they would advance $7,000,000 for the 
work, which will make Jaffe port 
readily approachable for big seagoing 
freighters. These cannot now ap­
proach nearer than three miles off the 
shore in stormy weather.

The experience of Joppa, or Jaffe, 
offers the world’s best example of the 
value of keeping everlastingly at it.

CALCULATING TURNOVER.
That there is widespread ignorance 

among distributors with regard to the 
calculation of turnover, and that such 
ignorance is a source of incalculable 
loss is the opinion of the Domestic 
Distribution Department of the 
United States Chamber of Commerce. 
One of the most common practices in 
estimating the rate of turnover is to 
divide the cost-value of the annual 
inventory into the cost-value of the 
total annual net sales. The depart­
ment points out that inasmuch as the 
annual inventory is usually taken in 
January, when stocks have been de­
pleted by holiday and special reduc­
tion sales, it does not truly represent 
the average annual value but is con­
siderably below it. Using such a 
figure as the divisor, therefore, gives 
the dealer an exaggerated idea of the 
real rate of his turnover and may 
cause him to establish his mark-up on 
a wholly erroneous basis. Semi-an­
nual inventories help to overcome 
this error, and quarterly inventories, 
in the department’s opinion, will pro­
vide enough figures to establish quite 
reliable results.

Statistics of wholesale transactions 
compiled by the Federal Reserve agent 
of New York for the Second Reserve 
District show that in January, 1922, 
the sales of diamonds were just about 
a third in value of those in January, 
1920, when buying activity was it its 
height. The slump in sales of other 
jewelry was only slightly less. For 
clothing, dry goods, shoes, and hard­
ware the slump in the two-year period 
was approximately SO per cent., while 
for machine tools the decline was no 
less than 83 per cent. The last figure 
throws no little light on the extent to 
which the manufacture of machinery 
has been slowed down during the 
period of industrial depression. In 
January, 1922, sales of drugs, dry 
goods and shoes were greater than in 
January, 1921, and sales of jewelry 
and groceries, though declining in 
dollar value, did not fall off more than 
the recessions in prices. On the other 
hand, the slump in sales of clothing, 
stationery, hardware, and machine 
tools in the comparative periods was 
greater than may be accounted for by 
the decline in prices.
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FARMERS BECOME THRIFTY.
Although February was a quiet 

month in most lines of retail trade, 
it brought nevertheless many signs of 
returning business stability. The 
thing that gives retailers throughout 
the cpuntry most reason to be hopeful 
is the striking increase in the value 
of farm crops during the last thirty 
days. The gain is variously estimated 
at from a half to three-quarters of a 
billion dollars. A considerable por­
tion of this accretion of values goes 
to stocks of grain still in the hands 
of the farmers. The same holds true 
with regard to the recent improve­
ment in prices of live stock. This de­
velopment indicates a substantial gain 
in the buying power of over a third 
of the country’s population, and its 
stimulating effect on trade should soon 
appear, as the time is near at hand 
when the farmers are to begin their 
usual spring purchases. This pros­
pect has already served as a tonic to 
wholesale buying, which is reported in 
the distributing centers of the Middle 
W est as much better than it was at 
this time a year ago.

It would be a mistake, though, to 
assume that the recent improvement 
in farm prices is going to start any­
thing like a buying mania among our 
farmer folk. They will buy more free­
ly of things which they really need, 
but if the news from the West is 
accurate they will be loath to part 
with their cash for anything else. 
W estern bankers state that there is 
already a surprising amount of ready 
money in farming communities, but 
that it is not being turned loose un­
less there are exceptional bargains of­

fered. Indeed, many who seem to have 
plenty of money have developed the 
thrifty habit to such a degree that 
their merchant creditors find it hard 
to obtain settlements from them. The 
farmers appear for the time being to 
be obsessed with the idea that no one 
should spend money unless it is abso­
lutely necessary. Consequently when 
they sell their grain or meat animals 
at the new prices they are expected 
to park their automobiles in front of 
the country banks more frequently 
than in front of the stores.

The higher prices for farm products 
may have one other very desirable 
result, of which little has as yet been 
said. They will undoubtedly tend to 
counteract the cheap money propa­
ganda which has spread more widely 
throughout the country than is gen­
erally recognized in financial centers. 
The movement naturally gains most 
of its support in the South and West, 
and there are indications that it will 
play some part in the Congressional 
elections next fall. If farm prices 
hold uo and there are good crops dur­
ing the year the rural constituencies 
will not be so discontented as they 
have been for the past year, and the 
cheap money agitation and other signs 
of agrarian revolt may disappear be­
fore the autumn. Congress as now 
constituted has only a few cheap 
money advocates in its membership, 
though, these are quite voluble, but 
there are many new aspirants for Con­
gressional seats who have flat money 
planks in their political lumber yards, 
and they will haul them out if the 
signs seem to favor their “selling” 
the idea in their bailiwicks.

SHORTAGE OF HICKORY.
Hickory timber has become so 

scarce, although held in seemingly 
vast amount by th e ' forests of the 
country, that it may soon become in­
sufficient to meet American manufac­
turing and woodworking needs. The 
country’s present supply of hickory, 
according to figures compiled by the 
Forest Service of the United States 
Department of Agriculture, is dis­
tributed over 200,000,000 acres of for­
ests, or a total of 15,784,000,000 board 
feet. Of this the Central States have
6,791,000,000 feet, the lower Mississip­
pi States 5,171,000,000 feet, the South 
Atlantic and East Gulf States 3,183,- 
000,000 feet, the Middle Atlantic 
States 412,000,000 board feet, the Lake 
States 187,000,000 feet, and the New 
England States 40,000,000 feet.

One of the uses to which hickory is 
put is the manufacture of spokes for 
automobile wheels. Vehicle and ag­
ricultural implement industries com­
pete with the handle industry for hick­
ory and ash. These are located in the 
Middle West, but now derive most of 
their wood supplies from the South. 
A large number of far-sighted organ­
izations purchased more or less ex­
tensive hardwood tracts some years 
ago, from which they are now able to 
draw at least a part of their wood sup­
plies. To secure hickory, which 
grows scatteringly over large areas, 
the vehicle and agricultural implement 
industries originally maintained ex­
tensive buying, logging and milling or­
ganizations in the South.

Makers of automobile wheels say 
that they still can get the material re­
quired if they make sufficient effort

and pay the price, but it is necessary 
to go further and further away for it. 
Hickory is often referred to as if it 
were a single species, like red gum or 
yellow poplar. In reality there are 
ten different kinds of hickory trees. 
For hickory handle purposes those 
known as true hickories are most valu­
able. The pecan hickories include the 
water, nutmeg and bitter nut varieties. 
The true hickories comprise shagbark, 
pig shellbark, pignut and mocker nut. 
The handle industry is largely de­
pendent on this last group of trees 
for its raw material.

The annual consumption of hickory 
by the handle trade is something over
120,000,000 feet board measure. The 
wood of the butt of a young hickory 
tree is of greater average toughness 
than it is when the tree is old. Hickory 
is the best known material for certain 
classes of tool handles, such as the ax, 
adz, pick, hammer and hatchet. There 
is certain strength, toughness and 
elasticity to hickory which nature has 
denied to other commercial woods. 
Hickory, due to its unrivalled proper­
ties of great strength, elasticity and 
resiliency, is used exclusively in the 
manufacture of handles for golf clubs. 
The constantly increasing popularity 
of this sport has placed another de­
mand on the hickory supply.

A sk  about our way
B A R L O W  B R O S. Grand Rapids, Mich.

The Crete Mills—Crete, Nebraska
Are Millers of Victor Food Products

Victor Flour has been the  leading flour of the M iddle W est for 53 years.

A fte r six m onths trial in this im m ediate te rrito ry  w e are convinced this is the  “best flour 
th a t ever come out of the  W est —m akes good w herever it goes.

If you are a carload or m ixed car buyer and w an t the exclusive sale in your im m ediate 
territo ry  get in touch w ith  us at once and w e a re  ready to  help you develop and m ake your flour 
business a profitable one.

If you are less than  a car lot buyer w e a re  carrying stocks a t G rand Rapids, Kalamazoo, 
Lansing, Bangor and M ecosta for prom pt delivery.

“From  the Mill to Y ou” Price.

W e solicit your business.

Eiderdown Flour milled especially for The 
Discriminating Baker. Strong in Gluten, 
High in Absorption. Ask us for a price.

W. S. CANFIELD
MICHIGAN REPRESENTATIVE 

205 Godfrey Building Cor. Monroe and Ionia
GRAND RAPIDS, MICHIGAN
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Importance of the Shoe Dealer’s Turn- 
Over.

W ritte n  fo r th e  T rad esm an .
To the shoe dealer few things are 

more important than the matter of his 
turnover.

And the number of his yearly turn­
overs is just as vital a consideration 
as his profit on a given turnover. If 
the profit on each turnover is, say 10 
per cent., and there are three turn­
overs in a year, then the dealer’s 
stock investment profit for the year 
is 30 per cent. Suppose the dealer 
fixes his goal at a 40 per cent, stock 
investment profit—a very vicious pro­
gram, it must be confessed, but not 
impossible under certain conditions— 
then he has got to speed up to four 
turnovers a year.

W hatever your present turnover 
may be—one and a half, two, two and 
a half, or three—your plan for the 
succeeding year should contemplate 
an increase in the matter of turnover. 
Quick turnovers is the surest way to 
quick and satisfactory profits in the 
retail shoe game.

Several things militate against quick 
turnovers, namely: (a) 'buying too 
much of certain lines or styles—more 
than the dealer can reasonably ex­
pect to sell within a given turnover 
period, (b) failure to push the new 
merchandise with sufficient skill and 
aggressiveness to move it within the 
time limit, (c) errors of judgment in 
buying; i. e. mistakes in style-fore­
casting, and (d) sudden appearance 
on the scene of new mid-season spec­
ials, which have the effect of killing 
previously accredited and loudly 
touted styles.

For some of these things the shoe 
dealer is himself to blame; for one 
of them at least—the fourth in the 
above list—shoe manufacturers are 
more to blame than shoe dealers. For 
the first, the retail shoe dealer and the 
salesman making his territory are 
jointly to blame. But however one 
analyzes the situation and distributes 
the responsibility thereof, the retail 
shoe dealer suffers. Business is re­
tarded at a vital point; namely, in 
the matter of turnovers.

Some shoe salesmen—particularly 
the representatives of houses noted 
for their high pressure methods—will 
not scruple to overload an unsuspect­
ing dealer. Maybe he is promised an 
addition to the usual cash discount or 
some attractive price concession— 
something that must be kept abso­
lutely secret—and he falls for it. Or 
the line is so attractive the dealer 
simply loses his head, and buys more 
than he can sell.

For one or more of these reasons 
it often happenes that the dealer finds 
himself at the end of the season with

a lot of goods on hand. His alluring 
vision of a speedy and complete turn­
over is knocked into a cocked hat. He 
is a painfully disillusioned man. Mark- 
downs must follow in the wake of 
mark-ups, and a lot of merchandise 
must be sold at sacrifice prices.

It is the slow movers that take the 
joy out of life for the retail shoe 
dealer. And it is the slow movers that 
hold up the whole line of march, and 
slow you up to beat the band in the 
matter of turnovers.

The importance of quick turnovers 
becomes more evident when we stop 
to analyze the various items of waste 
and expense in slow turnovers.

To the shoe dealer investment 
money is a source of profit which, in 
turn, depends upon the amount of 
goods in stock and the length of time 
they must be carried before they are 
sold at a profit. Now it is obvious 
that to speed up sales and secure two 
turnovers, instead o f one, within a 
given period is just the same as 
doubling your stock without increas­
ing your investment. Since many, if 
not indeed, the majority, of shoe deal­
ers are borrowers, the interest-saving 
made possible by reason of quicker 
turnovers is an item of consequence.

Quicker and more complete turn­
overs mean cutting to the minimum 
your mark-down losses, for losses 
through mark-downs must be at­
tributed to slow turnovers.

Of course the 100 per cent, turn­
over is an ideal seldom, if ever, at­
tained. The retail shoe dealer in­
variably finds himself at or near the 
end of the season with a larger or 
smaller collection of pairs that have 
not sold. He must therefore choose 
between carrying them over or mark­
ing them down, and the latter choice 
is far better.

Some styles have proved unsalable 
at the original mark-up. Lines that 
the dealer confidently expects will 
move rapidly, sometimes fail to move. 
For some reason, or reasons, the new 
line wasn’t popular. They say, you 
know, there is no accounting for 
taste. Sometimes the disillusioned 
shoe dealer feels that way as the sea­
son advances and some of his best 
lookers manifest the sticking symp­
toms. Right then—before the season 
has advanced too far—is the time to 
apply nitroglycerine, salt solution, or 
whatever else you propose to use. 
Don’t wait until the season is almost 
over. Then your task is more diffi­
cult and the process is attended by 
greater losses. Face the cold, hard 
facts, and get busy as soon as it be­
gins to appear you have missed a bet.

Again, a mark-down is required in 
lines wherein the shoe dealer has over­
bought, This ip ppt 50 apt to occur

N o. 1009

Write For These New Cuts
Not in years have we gotten up such an attractive series 
of newspaper ads. They are FREE to our dealers. Above 
is a sample. Consult cut sheet and order by number.
State whether mats or plates required. Ads like these 
will bring the business.

Dealers not stocking our line are requested 
to write us.
On request we will send a salesman to show 
our goods.

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

O ur w idely know n
No. 960

Gun Metal Calf, G ood­
year W elt, half Double 
Sole, Round  Toe, last 
No. 29, T ip , B lucher, 

D  and E  w idths, 
6 - 1 2 _____ $3.25

Full grain calf skin upper—
Full grain insole—
Leather Counters—

Nothing slighted in the materials or workmanship 
of the Herold-Bertsch Black Gun Metal Shoe. The 
calf skin upper is soft, pliable leather that affords 
comfort with a proper degree of stamina to endure 
knock-about service. The counters are all leather. 
Another feature is rubber heels. The soles are 
lighter of course than a heavy work shoe, but will 
stand months of heavy going.

HEROLD-BERTSCH SHOE CO.
Grand Rapids, Mich.
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in the store where there is a good 
stock control system in vogue, and yet 
it often happens in spite of the best 
of systems and the most judicious 
buying. The prosperity of the farm­
ers, it has been well said, is the basis 
of general prosperity; but this is a 
matter entirely of the price of farm 
products. And what shoe dealer 
knows beforehand what these prices 
are going to be? W hen the farmers 
are getting good money for their 
crops they are good spenders, and 
retail shoe dealers in the country 
general stores and the larger and bet­
ter stocked shoe stores of the towns 
and smaller cities do a good business. 
In the larger cities shoe store patron­
age is often drawn from the ranks of 
working people—operatives in the 
mills and shops and production plants. 
But suppose one of those swift and 
unpremeditated changes in the indus­
trial situation occurs, and the mills 
announce a half-time schedule, wage 
cuts or a shut-down? This directly 
affects the merchant in two ways: If 
he does a credit business, collections 
are going1 to be slow, and he is going 
to have to wait longer than he had 
hoped for his money; second, cash or 
credit, he is going to sell less mer­
chandise within a given period than 
he had expected.

Thus it is easy enough to under­
stand why the most careful shoe deal­
er is apt to be left with too much 
goods on his shelves—shoes that must 
be sold at reduced prices.

And then, of course, there are the 
odds and ends always—extreme sizes 
and widths, fag ends of discontinued 
lines, soiled pairs, and more or less of 
the kind that is almost if not altogeth­
er passe. Out of all this mess of stuff 
the dealer will want to get what 
money he can, and as quickly as pos­
sible; but he can accomplish this only 
through mark-downs.

So however you consider the propo­
sition, judicious buying and the quick 
turnover is a mighty good policy. You 
can always buy shoes if you have the 
money; and nowadays you can get 
them quick by patronizing the in­
stock houses. In  times of industrial 
uncertainty such as these the shoe 
dealer had better try  to play it safe.

Let the aim for the year be, quick­
er turnovers this year than last.

Cid McKay.

Gabby Gleanings From Grand Rapids.
One of the things that the writer 

has noticed in his travels of late, 
which is a loss to the salesman who 
travels on commission as well as a 
loss to' the houses who pay their 
salesmen a salary, is the way many 
buyers delay the salesman in more 
ways than one. They putter around 
doing little odd jobs which could well 
be put over until they gave that time 
to the salesman and let him be on 
his way, but, no, they must do this 
and they must do that, and the sales­
man and his time comes last. All 
wrong. Often times I have seen 
them and had it happen to myself, 
that they let the salesman stand 
around for an hour or so, and when 
he does get an opportunity to talk 
to them they say, “Can’t use any 
goods to-day.”

W hy can they not take the time to 
stop and listen for only a moment? 
They are not doing justice to the 
salesman, whose time is money. It 
is not doing justice to the house he 
represents. It is not doing justice to 
himself, for the buyer should know, 
if he stops to think of it, that often

times the salesman has “a special.” 
It is up to him to show it to those 
he wishes.

Now, is the buyer who treats the 
salesmen in this manner ever going 
to get “this special?” I should say 
not. He will get no favors shown 
him, he may be sure. It is hard for 
a salesman to feel friendly toward a 
buyer who treats him in this manner. 
If a buyer does not want any mer­
chandise let him tell the salesman so 
at once, and then he, the salesman, 
knows where he stands. It is up to 
him to then work for an order, or to 
go as he sees fit. No one can be 
blamed then, but when the buyer— 
and they are many—holds up the 
salesman he is not doing right. He 
should be liberal enough to consider 
that the time of the salesman is money 
and when he loses time he loses 
money, not only for himself, but for 
the house he represents. Many buy­
ers do not think of it in that way, 
the writer feels sure, and if it was 
placed before them in the proper 
form they would not do it.

The writer has had occasion to say 
this to several within the last few 
months, and they all took it as it was 
given. So he hopes that his pioneer­
ing along this line may be a help to 
other traveling salesmen who may 
meet these buyers later.

In many stores, particularly in the 
small general stores, the buyer is a 
general man and little things look to 
him as if they must be done and can’t 
wait, where in the larger places and 
specialty stores, the buyer is not so 
rushed. But then, again, this happens 
in all places and some buyers seem to 
have no consideration for the sales­
man.

One of the funny things, however, 
is that as soon as a salesman opens 
up for himself he is about the hardest 
to sell and gives his fellow traveler 
about as little courtesy or considera­
tion as any. Why? The Lord only 
knows! But it is so.

“Manual training,” says Dr. Brewer, 
of Harvard, “is due for a radical re­
vision. Such training should offer a 
diversified program with a few ample 
projects in the elementary stages of 
a number of occupations, and a junior 
high school student should have con­
tact with six to a dozen different ac­
tivities.” Trades people, skilled work­
men and mechanics of the future 
must first be trained in the the school. 
W ith access to several activities it 
will be possible for Johnnie to select 
his own vocation rather than that 
some fond parent should “bind” him 
out as an apprentice to some trades­
man as was the custom in the last 
generation. Then it will be that “na­
tural born salesmen” will fall into 
their lines automatically, s'o to speak.

A recent issue of the American 
Printer contains an article on book­
making costs, showing the increases 
between 1914 and 1921 in the different 
operations of producing the average 
320 page novel. These advances range 
from 20 to  138 per cent. The lowest 
increase, 20 per cent., is that for pa­
per and printing for the wrapper. The 
second lowest is engraving which is 
51 per cent. Other increases range 
from 60 per cent, to 138 per cent. 
That may be one reason why several 
large manufacturing concerns have 
been holding back on their annual 
catalogues. It seems, however, that 
printing has about reached its level. 
Catalogues are as essential as sales­
men and a salesman without a cata­
logue is handicapped. Selling from 
photographs is not satisfactory in a 
great many lines. At best they are 
cold and severe. The softer half­
tones of the well printed catalogue 
with well balanced descriptions are 
preferable in making sales of machin­
ery and furniture alike. This is the 
experience of more than one sales­
man. One man who has sold office 
furniture for years has practically 
discarded a portfolio of some fifty ex­
pensive photographs and claims to 
have had better success in selling the 
same line from illustrated circulars. 
It is the psychological effect on the

prospective customer and that must 
be reckoned with in every sale.

The greater part of the courage that 
is needed in the world is not of a 
heroic kind. Courage may be dis­
played in everyday life as well as on 
historic fields of action. The com­
mon need is for courage to be hon­
est, courage to resist temptation, cour­
age to speak the truth, courage to be 
what we really are, and not to pre­
tend to be what we are not, courage 
to live honestly within our means and 
not dishonestly upon the means of 
others.

If you live much with people of low- 
flying ideals, with no real life pur­
pose, you will put yourself in the 
failure thought-current. Your very 
being will become saturated with 
things that you want to get away 
from.

Constantly assert your superiority, 
your divinity, your power to succeed. 
Believe in yourself, realize that you 
were made to dominate your sur­
roundings. Resolve that you will be 
the master and not the slave of cir­
cumstances. Never say “I can’t,” but 
always “I can, therefore, I will.”

Every salesman knows that his 
work is not always up to the mark. 
I t is not in the nature of things for 
man to be always at his best. Too 
often, however, the cause is in himself 
or the result of a night before.

W hat think you the earth will be 
like when the majority of men and 
women in it learn that to be simple 
and honest and true, is the part of 
wisdom, and that to work for Love 
and Beauty is the highest good?

Success is not measured by what 
a man accomplishes, but by the op­
position he has encountered and the 
courage with which he has maintain­
ed the struggle against overwhelming 
odds.

Cats that don’t catch mice are, as 
a rule, not kept for their beauty. 
Neither are salemen kept on the pay­
roll if they do not get the orders.

It is orders that count, not your ap­
pearance on dress parade.

In these days of brisk competition 
the orders go to the man who goes 
after them, and those who wait for 
them to come in do the most kicking 
about lack of appreciation.

W ouldn’t this be a grand world to 
live in, if all the grafters and para­
sites could be converted and made to 
join the ranks of those who do things 
worth while?

Half the victories of life come from 
a confident belief that one is going 
to win. The world has little use for 
the man who is continually down at 
the heels.

An ounce of pep is worth more than 
a pound of butter.

Sand Lime Brick
Nothing as Durable  

Nothing as Fireproof 
M akes Structures Beautiful 

No Painting  
No Cost for Repairs 

Fire Proof 
W eather Proof 

W arm  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

Juliet— In  Stock  
Black K id, F lex­

ible, M cK ay , 
Stock- No. 700. 

Price $2.25. 
B R A N D A U  S H O E  CO., Detroit, Mich.

Teller Hospital
296 South Gratiot Ave.

MOUNT CLEMENS, MICH.

T or the  t r e a tm e n t  of 
C h ron ic  D ise a se s

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

Oroficial Surgery, Including Rectal

PROSTATIC TROUBLE CURED WITHOUT THE KNIFE

High Blood Pressure and Other Reflex Troubles 
Cured by the Teller Method
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State officials, especially those con­
cerned with the operation of Michi­
gan’s Blue Sky Law, are advocating 
the passage of the Denison Bill by 
Congress. The bill was recently re­
ported favorably by the House Com­
mittee on Interstate and Foreign 
Commerce.

This bill aims to regulate the sale 
of stocks and other securities, and 
to prevent the use of the mails and 
other agencies of interstate commerce 
for transporting and promoting the 
sale of securities unapproved or dis­
approved by the states. It is designed 
to plug the holes which state laws 
have been unable to reach.

“The enactment of this bill ” said 
H. N. Duff, executive officer of the 
Michigan Securities Commission, 
“will complete the protection thrown 
about Michigan investors. Until its 
passage, the State is powerless to pre­
vent the operation of fly-by-night 
brokers and bucket-shop operators.”

The 'bill makes it unlawful “to de­
posit in, or cause to be deposited in, 
or to be carried or delivered by the 
United States mails, or to deposit 
with, or cause to be deposited with, or 
to be carired, transported or delivered 
by any railroad company, express 
company or other agency of interstate 
commerce, any security or securities 
for sale or delivery to any person in 
any other state, territory or district 
of the United States in which it is 
at that time unlawful to sell, offer for 
sale tender for sale or delivery to 
such persons, or solicit from such per­
son, subscriptions to or orders for 
such security or securities.”

Similar restrictions are placed 
against matter intended to advertise 
such unapproved securities.

Numerous exemptions are made, 
but they are so “hide-bound” and 
narrowly defined as to offer no op­
portunity, in the opinion of state offi­
cials, for persons intent on evading 
the law. United States Government 
bonds and state securities, and securi­
ties issued by National banks, joint 
stock land banks or National farm 
loan associations under the Federal 
Farm Loan Act of July 17, 1916, are 
among the securities excepted.

It has been estimated that the peo­
ple of the United States have lost 
more than $500,000,000 annually 
through the sale of fraudulent and 
worthless securities. The Treasury 
Department announced recently that 
an estimate of $400,000 000 in Liberty 
bonds was a conservative figure, in 
computing the worth of bonds taken 
from their purchasers in “some of 
the states in the Middle W est in a few 
months in exchange for worthless or

Mr. Duff is authority for the state­
ment that for every $555 of capitaliza­
tion in Oklahoma oil companies in 
1917, only $1 worth of oil has been 
produced.

Under the Denison Bill, unlawful 
sales of stock are deemed void at the 
election of the purchaser, and all 
parties to the sale or contract for sale 
are jointly liable to the purchaser for 
the full amount paid, plus court and 
collection costs and attorney fees. 
Such action may originate in the dis­
trict where the sale or transaction or­
iginated, or where it was completed, 
and the burden of proof of any ex­
emption claimed is placed on the dé­
fendent.

A conviction of a first offense is 
punishable by a fine of not more than 
$2,000 or imprisonment of not more 
than two years, or both. A subse­
quent conviction lays the offender 
open to a fine of not more than $5,000, 
imprisonment for not more than five 
years, or both.

Enforcement of the law is placed 
with the Department of Justice.

A New Inflation Danger?
The easier money conditions of the 

last few months and the favorable 
terms on which tax-exempt securities 
can now be marketed are proving a 
great stimulus to the states and their 
political subdivisions to embark on 
ambitious programmes of public im­
provements. In some quarters this is 
looked upon with a degree of misgiv­
ing, inasmuch as unwise expenditures 
will pave the way for the return of 
another period of dangerous inflation 
and counteract all the work of read­
justm ent through which the country 
has been painfully passing. Attention 
has been called to the extravagance 
of the states in the thirties, when 
cheap money and the high rating of 
American credit overseas caused many 
commonwealths to embark on exten­
sive plans for building roads and 
canals and for establishing state- 
owned banks. This experience proved 
costly. It contributed to the inflation 
which culminated in the panic of 1837, 
and a number of the American States 
are to-day paying interest on debts 
contracted nearly a century ago for 
public improvements that have long 
since vanished. There is no likelihood 
of our states repeating such follies at 
this time. They are no longer the 
crude, frontier communities of 1830, 
and their financial resources are many 
times greater than they were in that 
period. Nevertheless, there is always 
a possibility of extravagance, when 
public agencies borrow and spend, and 
the words of caution which are now 
being heard may not be amiss.

CADILLAC 
STATE BANK

CADILLAC, MICH.

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

We pay 4%  on savings

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

RESERVE FOR STATE BANKS

B R A N C H  O F F IC E S
M ad ison  Square  and H a ll Street 

W est Leonard  and A lp ine  A venue  
M onroe Avenue, near M ich igan  

Ea st  Fu lton  Street and D iam ond  A venue  
W ea lthy  Street and La ke  D rive  

G randville  A venue  and B  Street 
G randvllle  A venue  and Cordelia Street 

Bridge, Lex ington  and Stock ing

If Y o u  W ish  to  E stab lish  
A  T r u s t  F und

Our Trust Department can be very helpful to you if 
you wish to create a Trust Fund for the benefit of an 
institution, an individual, or a movement with the pur­
poses of which you are in sympathy.

The Fund may consist of securities, real estate or both. 
It may be for a large or for a comparatively small amount. 
It may be perpetual or for a period of only a few years. 
It may be revocable or irrevocable.

We relieve you of every detail of managing the Fund— 
paying taxes and insurance, leasing property, collecting 
rentals, caring for securities, buying, selling, receiving 
and delivering securities as instructed, making out income 
tax certificates, etc., etc.

Mr. Hooper, Vice-President in charge of our Trust 
Department will be glad to explain how our facilities can 
be adjusted to fit your requirements.

Brand RAPiosTRusiroMPANY
G R A N D  RAPIDS, MICH.

O T T A W A  A T  FOUNTAIN BOTH PHONES 4391

F e n to n  D a \ i s  6  B o ^ le
BONDS EXCLUSIVELY

M IC H IG A N  T R U S T  B U IL D IN G

Chicago GRAND RAPIDS Detroit
First National Bank Bldg. Telephones \ citizen»6«»-’ Congress Building

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 G rand  R ap id s S a v in g s  B a n k  Bldg., G rand  Rap id s, M ich.
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Will Living Costs Go Up?

It is worthy of note that While the 
prices of wheat, corn, cattle and hogs 
were advancing after the turn of the 
year the prices of food, both whole­
sale and retail, continued to decline. 
On February 1 retail prices of food 
according to the National Industrial 
Conference Board’s index, were 2.3 
per cent, lower than on January 1, and 
according to the Bureau of Labor in­
dex, wholesale prices of food during 
the month o f January dropped 3.6 per 
cent. Meanwhile, farm products ad­
vanced 2.6 per cent. These figures 
again emphasize the relatively great­
er sensitiveness of raw materials than 
of consumers’ goods to conditions in 
the world markets. The process of 
food price adjustments is now the re­
verse of that in 1920 and part of 1921. 
At that time retailers got a great deal 
of blame because their prices were 
moving downward so much more 
slowly than those of the products in 
the primary markets. During Janu­
ary however, retail prices of food con­
tinued to decline, while prices of food­
stuffs in the primary markets were go ­
ing up.

It is evident that these two move­
ments in different directions could 
continue only for a short period. 
Dun’s and Bradstreet’s indices of 
wholesale prices, which have just been 
published, show a further advance of 
food prices between Feb. 1 and March 
1. Since there have been advances 
during the past month of about 20 
per cent, in corn, 10 per cent, in 
wheat, 25 per cent, in hogs, 15 per 
cent, in raw wool, and substantial, 
though less spectacular gains in cat­
tle and cotton, it seems hard to escape 
the conclusion that these changes 
must eventually become manifest in 
higher prices for food and clothing. 
The prospect of such higher prices is 
a matter which is viewed in business 
circles with mixed feelings. It has 
its • advantages from some points of 
view, but there are nevertheless sev­
eral flies in the ointment.

Perhaps the best feature of the re­
cent price changes is the btie which 
has already received such wide at­
tention as to call for no further com­
ment. This is the bringing of prices 
of different commodity groups “back 
into line.” Farm  products in particu­
lar have been too low in comparison 
with prices of food, clothing, house- 
furnishings, and building materials. 
On the other hand, if farm products 
should move upward so far as again 
to cause a steady rise in living costs, 
there is a possibility that the whole 
wage question will more and more be­
come a pressing problem. Prices and 
wages have been slowly getting back 
into balance, but an equilibrium has 
not yet been attained, and higher re­
tail prices will tend to upset the ad­
justm ents that have already been at­
tained. While an increase in the farm­
ers’ purchasing power is essential to 
a revival o f business, this increase can 
come either by the farmers getting 
higher prices for what they sell or by 
their having to pay less for what they 
buy. Just at present both develop­
ments are in evidence, and the former 
has undoubtedly been valuable both 
for its economic and its psychological 
effects in agricultural communities. If

farm prices, however, should continue 
to go up their rise must eventually 
check the decline in other prices and 
bring on at least a temporary renewal 
of inflation.

Effect of Rents on Prices.
The small dealer as a rule is in­

clined to  combat rather vigorously the 
dictum of the economists that rent 
does not enter into the determination 
of prices. It is one of the chief arti­
cles of their merchandising creed that 
they are able to compete with the larg­
er establishments because their rents 
are lower. P art of this difference of 
opinion comes from the use of the 
term “rent” in two quite different 
senses. The economist uses the term 
in a somewhat technical sense that 
varies from the ordinary commercial 
usage. In the orthodox economic 
conception rent is paid only for the 
use of land. The merchant, however, 
thinks of rent as what he pays to the 
landlord or the latter’s agent, includ­
ing the hire of both the land and the 
building and perhaps an agent’s com­
mission as well. In the technical eco­
nomic sense what the merchant pays 
for the building is not rent but inter­
est, or money paid for the use of cap­
ital goods. It is not denied by econ­
omists that interest is a factor in 
the determination of prices. To this 
extent, therefore, there is really no 
conflict in the views of the economists 
and of the business men who speak of 
high rents being responsible for high 
prices.

W hen it comes to payments for the 
use of land, or rent, according to the 
more technical meaning, there is a 
conflict of opinion between the econo­
mists and others who are not versed 
in their lore. At first glance it would 
seem that the more any dealer pays 
for the use of a tract of land the 
higher will be his overhead costs and 
the greater will be the price which 
he will have to ask for his products 
in order to earn a reasonable return 
on his outlay. If this were a correct 
principle, however, it would inevitably 
follow that tfie use of the best grades 
of land for any given purpose (the 
high-rent lands) would be a very ex­
pensive thing for society, and that the 
way to make goods cheaper would 
be to abandon the best lands ftfr busi­
ness sites and to use only the poorest 
locations. This reduces the argument 
to an absurdity. Goods are produced 
cheapest on the best grades of land; 
merchandise can be sold cheapest on 
the sites best adapted for stores. But 
as these are always the lands that 
command the highest rentals, the con­
clusion is inescapable that rents in 
the economic sense are not a factor 
entering into the determination of 
prices.

America is now prosperous as no 
other country in the world is prosper­
ous. We are moving forward every 
day. Don’t roll any stones into the 
pathway of progress.

INSURANCE IN  FORCE $ 8 5 ,0 0 0 ,0 0 0 .0 0

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

D O  YOU N EED  
T O  BE REM INDED—

That relationship does NOT qualify anyone to be 
your Executor? As a matter of fact, it disquali- 
fiies. Jealousies creep in among heirs; and a rela­
tive would be a very extraordinary person if he 
did not “take sides" in the controversies that 
ensue.

A Trust Company is impersonal—entirely free 
from bias. Why not avoid for your loved ones 
all question of future differences?
When you designate this Company to serve under 
your WILL, you insure at very low cost against 
dissipation or mis-direction of your gifts.

Consider NOW , what may be done. Do not procrastinate!

An interview with our Trust Officers does not obligate you.

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

and the Conservation of Estates.”

“Oldest Trust Company in Michigan "

T T H B

M ichiganTr o st
COMPANY 

Grand Rapids, Michigan

Grand Rapids National City Bank
CITY TRUST & SAVINGS BANK

A S S O C IA T E D

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

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

Combined Capital and Surplus _________ $ 1,724,300.00
Combined Total D ep osits_______________  10,168,700.00
Combined Total Resources _____________  13,157,100.00

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

A S S O C IA T E D



14 M I C H I G A N  T R A D E S M A N March 15, 1922

Why Chimneys Sometime Increase 
Fire Hazards.

The reasons why chimneys are such 
a fruitful source of fire have been 
summed up as follows:

1. Use of terra cotta sewer-pipe or 
other unprotected tile or hollow 
blocks for the chimney.

2. Construction of chimney with 
bricks laid on edge instead of flat.

3. Chimney walls built with brick 
flatwise or only one brick thick, and 
flues unlined.

4. Supporting chimney on the tim­
ber construction of a building or up­
on brackets; or insufficient masonry 
foundation, when the chimney rests 
on the ground;

5. Two or more connections to the 
same flue.

6. Building woodwork into the 
wall of a chimney, or placing it in 
contact with its exterior;

7. Smoke pipes arranged to enter 
a chimney in vertical line.

8. Carelessness in sealing the con­
nection between smoke pipe and the 
chimney, and failure to anchor the 
pipe to the chimney.

9. Carelessness in not renewing a 
rusted smoke pipe and also in allow­
ing combustible material too near the 
pipe.

10. Carelessness in not keeping 
the chimney clean and the joints in 
the brickwork properly pointed.

It often happens that old and im­
properly constructed chimneys de­
velop cracks in that portion passing 
through the attic and thus become a 
continual menace. Sparks fly out into 
the attic and, owing to the location, a 
fire thus started is likely to gain con­
siderable headway before being dis­
covered.

Gasoline Hazards and Their Handling.
Gasoline, benzine, naphtha, are all 

known as “highly inflammable volatile 
liquids,” and give off inflammable 
vapor at very low temperatures. 
Gasoline is the liquid with which we 
are most familiar, although benzine is 
slightly more volatile, and naphtha 
slightly less.

Naphtha and benzine are found 
principally in commercial uses as 
solvents or for cleaning processes.

The hazards in connection with 
gasoline lie in the very common and 
casual use of it around the home. It 
is used for removing grease spots, 
cleaning bath tubs, gloves, and what is 
worst of all, frequently, for lighting 
fires.

Many fires and deaths have been 
caused by cleaning gloves, silk clothes, 
etc., by rubbing them in gasoline or 
benzine. A case occurred last winter 
where a girl lost her life through 
shock caused by burns from gasoline. 
She had put the gloves on to clean 
and friction generated a static charge 
of electricity, the spark igniting the 
gasoline vapor.

Gasoline fumes are heavier than 
air and flow like water, and will pass 
from one room into another at a lower 
elevation and possibly ignite there.

Cleaning with gasoline or benzine 
should always be discouraged, but if 
it “has to be done,” it should be car­
ried on in daylight and out in the 
open air.

Gasoline should only be handled in

special safety cans made for the pur­
pose. These cans are of steel with a 
self-closing spring lid, and fitted with 
a screen to prevent a flame igniting 
the contents. They are made in all 
sizes from one-half pint to five gal­
lons.

The safety can should be used 
around private garages and motor 
boats, although it seems to be the 
universal practice not to do this. You 
will find that big industriail plants 
realizing the danger and specializing 
in Fire Prevention have definite stand­
ing order that gasoline, benzine, naph­
tha, etc., can not be issued for use 
under any circumstances unless the 
man has a safety can.

Co-operation Still an Imperative Need.
Fire has been a great factor in pro­

moting the co-operative endeavor of 
mankind. In ancient days it promoted 
co-operation when one fire as a course 
for others was kept constantly blaz­
ing under careful watchfulness of 
specially designated individuals. In 
later days, co-operation on a broader 
scale and under influences of modern 
knowledge has resulted in the pres­
ence of gas and electricity as ready 
fire in millions of homes.

Fire has also forced co-operation as 
a measure of protection against its 
destructiveness. Back in the days of 
Rome a privately owned fire depart­
ment extinguished the Roman fires 
until the desire for private profits in­
terfered too seriously with efficiency 
of the fire company as a public insti­
tution and so a municipal bucket 
brigade was organized. W hen the 
fire insurance companies first began 
business in London they maintained 
and directed their own fire depart­
ments and put out only those fires 
which might cause their own com­
panies to pay a loss claim. This was 
not satisfactory and led to the co­
operative endeavor of the entire city 
of London for fighting fires. In the 
United States one of the first co-op­
erative organizations to find its way 
into every town community was a 
fire company. Many of these Ameri­
can fire companies are more than a 
century old and are proud of the tra ­
ditions and records of their members 
in community history.

Go-operative endeavor, but of a 
more subtle and impressive type, is 
necessary if the fire losses of the 
United States are to be conquered to­
day. This co-operation must extend 
beyond tangible acts such as fire ex­
tinguishment, carried on in actual 
physical contact with neighbors. It 
must be a co-operation which is recog­
nized so clearly that individual re­
sponsibility for fire causes and fire 
spread must lead to improvements on 
private property at private expense 
without the constant crowding of 
compulsory legislation. Failure to 
extend such co-operation will affect 
communities as unfavorable as though 
in the olden days one had refused to 
accept his responsibility as a member 
of the old-time fire company.

Supererogation.
“You can nearly always tell a mar­

ried man—”
“But you can very seldom tell him 

anything he hasn't already been told 
by his wife.”

MICHIGAN SHOE DEALERS
Mutual Fire Insurance Company

LANSING, M ICHIGAN

Maintains Its 3 0 %  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.

The Net Cost is 30%  L e ss
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  lim it the ir lines 
to PARTICULAR CLASSES. R esulting in W IDE DISTRIBUTION of risks, 
LOW LOSS RATIO, and  MINIMUM EX PEN SE.

W E REPRESENT CLASS MUTUALS THAT SAVE  
H ardw are, Im plem ent and Sheet Metal Dealers 50% to 60%.
Garages, B lacksm ith Shops, H arness and F u rn itu re  Stores 40%.
D rug Stores, Shoe Stores, General Stores, and H otels 30% to 60%.
ARE YOU IN TERESTED  IN TH ESE  SAVINGS? Are your prem ium s paying 
you a  THIRTY to FIFTY  PE R  CENT DIVIDEND? If not, then  i t  Is up to you 
to see th a t they do, by placing your insurance w ith TH IS 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

Grand Rapids Merchants Mutual
Fire Insurance Company

Economical Management 
Careful Underwriting, Selected Risks

Policy holders whose policies have been issued since Ja n . 23, 1921, will be 
accorded 30 per cent, re tu rn  premium a t  the end of the year, instead of 25 
per cent., a s  heretofore.
O perating Expenses D uring 1921 ___________________________________  19.4%
Loss Ratio _________________________ ________________________________  19.3%
Surplus over re-insuring  reserve per $1,000 insurance carried  n e t _ $8.94
Increase of ne t cash balance during 1921____________________________ $10,621.64
Dividend to po licy -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 L D G . G R A N D  R A P ID S ,  M IC H .
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What Excuse Is There For the Auto 
Bus?

Muskegon, March 14— Gifford Pin- 
chot was responsible for the statement 
that “transportation facilities create 
traffic.’’

When the electric line from Ann 
Arbor to Detroit was under construc­
tion, fifteen years ago, the prophecy 
was made that its success would mean 
the destruction of local traffic on the 
Michigan Central Railroad.

On the contrary, the first month af­
ter the interurban service was in­
stalled the railroad company carried 
6,000 more local passengers between 
Ann Arbor and Detroit than during 
the same period the year previous and 
within a year had added several more 
trains, while the interurban was also 
a success. Later on the inhabitants 
of the small towns on the Grand Rap­
ids & Indiana Railroad, living between 
Kalamazoo and Grand Rapids, pe­
titioned that company not to put on 
extra trains, but to make more stops 
for some of the trains which were 
chasing that will-o-the-wisp—through 
traffic. The company turned a deaf 
ear to  tha t appeal and to-day a well- 
equipped electric railway hauls loaded 
trains hourly between those points, 
while the G. R. & I. is still following 
the occupation of chasing rainbows, 
without any increased traffic. Had 
they departed from their fossilized 
program and given the urban popula­
tion a chance, it is doubtful if the 
electric line would ever have been 
built.

The railroads have never learned 
their lesson—never profited by the ex­
perience of others.

If they are appealed to for improved 
service or remonstrated with for cut­
ting off trains from their schedule, 
they will produce comprehensive 
tables for the purpose of proving to 
you that it costs a certain unit of ex­
pense to haul a human being an inch, 
fold up their overwhelming evidence 
and ask you to “guess again.”

The other day I asked a hotel clerk 
how I could proceed to the next town 
and he immediately gave me informa­
tion as to bus transportation, forget­
ting that an indifferent railway serv­
ice was in operation in the same direc­
tion. The bus line was in operation, 
especially on some lines in Central 
Michigan, so the railroad is only used 
as a last resort. The auto bus picks 
you up at this hotel at a convenient 
hour, leaves you at the hotel in the 
next town and you are put to no ex­
pense for bus fare. These busses are 
run at convenient hours, so that sev­
eral towns may be covered in a single 
day, the charge usually being less 
than that demanded by the railroad. 
Ordinarily, the traveler is incensed be­
cause of the unbusinesslike methods 
pursued by the rail line and will put 
up with a great deal of discomfort 
rather than encourage rail traffic.

The public at large have for some 
years been carrying around a large 
sized hammer to be wielded against 
the steam lines ever since the railroads 
were compelled to reduce their pas­
senger rates in 1907 and there has been 
much evidence of soreness ever since.

Instead of submitting gracefully to 
the inevitable, the steam lines begin a 
system of reprisal and petty persecu­
tions in retaliation. All special ex­
cursions and reduced rates were im­
mediately abolished, train schedules 
were changed to give the traveling 
world the minimum of convenience 
and the old Vanderbilt slogan of “the 
public be damned” was patent in all 
their intercourse with that same pub­
lic. The convenience of the public 
was never considered for an instant, 
and the transportation companies suf­
fered losses brought upon them by 
their own inane methods.

Recently the executive head of one 
of Michigan’s greatest railroads, in an 
open letter, advised the public that the 
inroads of the auto busses were of 
such volume that unless there was a 
cessation of such competition it would 
be necessary for his company to  re­
duce the number of its local trains—a 
brilliant and far reaching solution of 
the problem, I should say. Look at

this spectacle: A ponderous corpora­
tion with its millions of capital in­
vested, taking fright at the modest bus 
line with its paltry hundreds. The 
elephant and the mouse.

W hy the auto bus? Let me cite 
you a few reasons why it has come 
and will undoubtedly remain a thorn 
in the side of the large corporations 
until they finally light somewhere and 
begin to realize that after all the pub­
lic—God forbid—have finally opened 
their eyes and begun to toddle for 
themselves.

For many years the G. R. & I. ran 
frequent trains between Muskegon 
and Grand Rapids, a distance of ap­
proximately forty miles at a fair cost 
of 50 cents. Its  three coach trains, 
five times daily each way, were pack­
ed, and they enjoyed the good will of 
the public. To-day they charge an 
advance of 270 per cent, on their for­
mer rate, run three measly trains each 
way, meagerly patronized. Luckily 
for them, their electric competitor is 
supplying the poorest service given 
by any similar institution in the State, 
or they would not find it necessary 
to operate at all. They supply nothing 
to the public, neither do they regard 
public convenience as to the running 
time of their trains. For this reason 
auto busses flourish between Muske­
gon and Grand Rapids.

The Pentwater branch of the Pere 
Marquette Railway is another ex­
ample of extreme short sightedness on 
the part of men who are so intensely 
interested in balance sheets that they 
cannot take the time to find out what 
would really satisfy the requirements 
of tha t contingent who made it pos­
sible for railroads to exist.

During the short season their train 
service is, beyond doubt, all that is re­
quired, but long before the frost is on 
the pumpkin they take away the only 
train which really serves the public 
necessity and have a schedule of 
trains operating, either late at night 
or early in the morning—the equiva­
lent of one train each way, daily ex­
cept Sunday. In addition thereto they 
penalize their patrons 26 cents w orth 
for hauling them in and out of H art 
—at the passenger’s inconvenience.

Hence the auto bus.
So far as the public is concerned the 

railroads in both of the cases I have 
mentioned might just as well remove 
all of their trains, instead of sobbing 
because the mouse has thrown a scare 
for the benefit of the elephant.

These are only two cases, but there 
are scores of such where the long suf­
fering public have been forced to pat­
ronize the auto bus and are promptly 
acquiring the habit.

In the past two months of traveling 
in Michigan I have accomplished a 
four months’ program because of the 
auto bus and their timely time tables. 
Their prom oters have consulted the 
public, found out their requirements 
and met the issue promptly and equit­
ably.

The greatest stumbling block to 
the much-talked-of and to-be-desired 
return to prosperity are the senseless 
methods practiced by the great trans­
portation syndicates.

How often we see the slogan on 
bill boards and in window displays: 
“Prosperity is just around the corner 
—help it along.”

How necessary is prosperity to  the 
successful conduct of the railroads and 
what are they doing to help it along? 
Their share? Maybe.

Here is an example:
Frequently of late, particularly in 

railroad stations, we have found pla­
cards announcing wonderful reduc­
tions in rates on several items, the 
most im portant of which are copper 
ingots, star dust and radium in car 
lots. Not a blessed thing in the 
whole list which would interest or 
effect the layman in any sense.

Not a thing about coal. No men­
tion of food stuffs.

Only just an expression of a de­
sire to help prosperity along—at the 
expense of the other fellow.

The auto bus has come to stay. It 
supplies a transportation service 
which the regular arteries of travel

are theoretically supposed to supply. 
The public is becoming used to them. 
They combine comfort, economy and 
convenience. They feel that spirit of 
revenge for past abuses by the giant 
corporations and they are giving the 
weaker competitor a hearty patronage. 
Within the next sixty days nearly 
every railroad line in this State will 
be paralleled by a bus line supplying 
a commodity to the public at a time 
when they require it and at a lesser 
cost.

And these methods of transporta­
tion will not be confined to passenger 
traffic. Truck lines will be established 
which will call for freight shipments 
at your door and deliver to your cus­
tomer at the terminal, saving time and 
dray charges and the “poor widows 
and orphans” whom the fellow with 
the balance sheets are continually 
weeping over will still languish in 
asylums, while the law of the sur­
vival of the fittest will continue to be 
exemplified.

W. H . Istler.

Unless you have survived a “killing 
frost” you are not properly hardened.

W H E N  U T H IN K  O F  A

Business Education
T H IN K  O F

Bookkeeping, Accounting, Auditing, 
Shorthand, Typew riting, Secy. Train ing, 
Salesm anship, Telegraphy and English  
subjects. Catalogue free.

New Term \ D a *  i  StartsNew Term  ̂ Evening 1 Jan. 3a

Signs of the Times
Are

Electric Signs
Progressive m erchants and m an­

ufacture rs now realize the value  
of Electric Advertising.

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

THE POWER CO.
Bell M 797 Citizens 4261

BANK FIXTURES
For Sale—Complete equipment of 
Bank Furniture and Fixtures at 
reasonable price. Having erected 
new building and furnished same 
complete with new fixtures, we 
offer present equipment, consist­
ing of cages, partitions, grills, 
desks, chairs, etc., in whole or in 
part. Fixtures less than two years 
old, very attractive, and in ex­
cellent condition.

First State Bank of 
Royal Oak, Mich.

F o u rth  N a tio n a l B ank
Grand Rapids, Mich.

United States Depositary

Savings Deposits

Commercial Deposits

3
Per Cent Interest Paid  on 

Sav in gs  Deposits 
Compounded Sem i-Annually

3 K
Per Cent Interest Paid  on 

Certificates of Deposit 
Left One Year

Capital Stock and Surplus

$600,000
W M . H. A N D E R S O N ,  President L A V A N T  Z. C A U K IN ,  V ice President

J. C L IN T O N  B IS H O P ,  Cashier
H A R R Y  C. L U N D B E R G ,  A s s ’t  Cash ier A L V A  T . E D IS O N ,  A s s ’t  Cashier
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THE W ONDER OF THE WORLD.

Rise and Fall of the Imperial 
Russia.

Grandville, March 14—W hat is the 
matter with Russia?

Well may we ask this question 
when we consider the Russia of to­
day and the nation of the Muscovite 
of a few decades ago. When she met 
the allied forces of England, France 
and Turkey, defying the might of 
these three nations for many long 
months during the war of the Crimea, 
her national power seemed in the 
height of its glory.

Occupying a large half of Eastern 
Europe as well as a considerable ter­
ritory in Asia, boasting a larger popu­
lation than any other two European 
powers, her soldiers competing for the 
mastery in various portions of the 
round globe. Even when the bugles 
sounded the charge as the cohorts of 
Germany and Austria broke out in 
war against the remainder of the 
world, the armies of the Muscovite 
rallied to the struggle and held the 
enemy under strong leash until Eng- 
lang and Italy came to the relief of 
desperately beleagured France.

With all this glorious history mean­
dering down from the days of Peter 
the Great, it seems like a red night­
mare of unreality to view the Russia 
of to-day as she lies in the shambles, 
the football of anarchy, the very mat 
for bolshevic outlaws to wipe their 
feet upon. Where now is the boasted 
courage and chivalry of those other 
historic days? Gone like a flash in 
the pan of an old revolutionary mus­
ket.

Such a dropping from a high grade 
position down into the lowest slough 
of human degredation is something to 
make mortals weep and wonder. And 
while we are weeping, we naturally 
wonder what is to become of the once 
great Russian people? In fact, where 
has all the intelligence of the ages 
gone that we should be called upon to 
witness the present spectacle of an 
uncrowned empire?

The degredation of the great Rus­
sian people is certainly the wonder of 
the ages, as well as the most pitiful 
sight since the dark days of the 
French Revolution. How it all came 
about has not yet been explained to 
the satisfaction of the world which is 
witness to the complete annihilation 
of a once great and prosperous peo­
ple through the wiles of a bestial 
fanaticism worthy only the ghouls of 
the bottomless pit.

And in all this woeful collapse of 
a proud nationality has America no 
part or place? The fall of the most 
absolute anarchy in the world can 
have little in common with the every­
day life of the inhabitants of the most 
democratic republic in all the world. 
We may say this, but do we believe 
it?

We certainly cannot believe it when 
we remember through what mystic 
chords o f'm em ory  the past of this 
republic and the empire of Russia 
riseg up before us.

Roll back half a century and more 
of time and again view the scene. 
From the foremost nation in Europe 
at that time Russia has become the 
back door garbage can of the world— 
a slop bucket full of unclean things! 
W hy and wherefore has this come 
about?

We of past middle age remember 
the dominant position Russia held 
among the nations of the world at that 
time. W hen the Civil W ar raged in 
this country the Muscovite empire 
dominated half of Europe, and was 
very properly consulted by the other 
great powers before any move was 
made on the political chess-board of 
continental Europe. It may not be 
generally known that the great Ameri­
can Republic, as we know it to-day, 
might not be in existence but for the 
good offices of the Russia of sixty 
years ago.

The Czar was, of course, the leading 
spirit of all that dominated the Rus­
sian will to do of that day, but be­

hind his will was the determination 
to do o r die of over 100,000,000 peo­
ple, whose feats at arm s in early wars 
were a credit to her nationality as one 
of the great powers of earth.

Soon after Lincoln freed our slaves 
the Czar did a like service for the 
serfs of Russia, thus treading swiftly 
in the footsteps of our Great Emanci­
pator.

At the time of our Civil W ar we 
had but one real friend among the 
nations of Europe and that one was 
Russia. How are we repaying the 
Bear for the inestimable service he 
rendered us in the hour of our extrem­
ity? As memory reaches into the 
past wre recall a picture that can never 
be eliminated from the American 
heart and brain.

With the sound of Sumpter’s guns 
came the glad cry from the crowned 
heads of Europe that the republic 
founded by W ashington had gone up 
in smoke. Nowhere was there greater 
rejoicing than in the hearts of British 
nobility. The democracy builded from 
the British colonies was done for, 
surely cause for rejoicing, which was 
taken up and echoed by the other 
monarchies of old Europe—except the 
Muscavite alone.

Imperial Russia, said to  be the most 
despotic power in Europe, lifted its 
hand, calling a halt to this loud shout 
of joy over the foundering of the 
American Republic. Not a friend had 
we among the great powers except 
Russia alone. W hy? It is undeniable 
that this was so, as well as that it 
seems unbelievable, and yet the friend­
ship for struggling America during 
her Civil W ar of the great Muscovite 
empire is a matter of history

When Captain Wilkes of the good 
American ship San Jacinto, boarded 
the British ship Trent and carried two 
rebel commissioners from its deck to 
the United States, the British nation 
flared at once into battle flame. Even 
as demand was made for the immedi­
ate release of Mason and Slidell the 
government of Great Britain began 
preparations for war.

It was plain that this seizure of the 
rebel commissioners was made a pre­
text for the beginning of hostilities 
and that the surrendering of the cap­
tured men would not have averted so 
dreadful a catastrophe had not the 
finger of Russia again been lifted in 
warning toward our English enemy.

About this time a Russian fleet en­
tered New York harbor. The officers 
of the fleet were dined and wined by 
the elite of the city. The Russian 
admiral held sealed orders not to be 
opened while Britain remained quies­
cent. It became well understood 
afterward that the English knew of 
these orders and the war lords of John 
Bull quietly hauled in their horns. 
Discretion was the better part of 
valor just then.

It has become pretty well known 
that but for Russian interference Brit­
ain would have declared war on the 
United States. France, then also our 
enemy, seized Mexico and would have 
aided Britain. Our having one power­
ful friend in Europe at the time of the 
Civil W ar saved America from an­
nihilation at the hands of her enemies.

Russia, at this time the most popu­
lous and powerful of European na­
tions, refused to  close her eyes to our 
dangers; she stood our firm ally and 
friend as never before in our history. 
It is not going too far to say that 
there would be no United States to­
day had not the friendly hand of Rus­
sia been extended to the Great Re­
public in the dark days of our Civil' 
W ar. This being true, well may we 
ask, W hat has America done to repay 
the debt so overwhelming in its na­
ture that we owe the Muscovite em­
pire of Eastern Europe? Nothing 
that appears in-sight to-day.

How Russia of the last century has 
come to fall to her present debauched 
and isolated condition is one of the 
unfathomable mysteries of the hour. 
That the great Russia of our Civil 
W ar days has fallen to the depths of 
degredation and infamy cannot be de­
nied. The wicked murder of the Czar 
and this whole kin marks one of the

blackest pages in the world’s history. 
Shot down like dogs, stripped, their 
bodies given to the flames, there is 
nothing in the kaiser’s war more black 
and damning.

The duty of America seems plain. 
The moment there comes a rift in the 
dark clouds of anarchy smothering

grand old Russia, that moment let 
America step into the breach and offer 
every possible aid toward a resuscita­
tion of the nation to which we owe so 
much. Old Timer.

A penny for your thought; a dollar 
for your order.

C I T I Z E N S ’ M U T U A L  
A U T O  I N S U R A N C E  CO.

HOWELL, MICH.
Figures taken from Annual Statement Dec. 31, 1921 

Claims and Losses Paid, 1921
169 Fire ____________________________________ $ 45,312.85
384 Theft ___________________________________  67,104.63
651 Liability ________________________ _̂______  100,139.34

1,442 C ollision________________________________ 110,716.54

2,646 $323,273.36
Total Claims and Losses to Date

7,642, Amounting to Over ___________________ $1,000,000.00
Assets, Dec. 31, 1921

Cash in Banks ______________________________ $ 80,083.07
Capital _______________________________________  27,613.44
Salvage Department __________________________ 8,535.60
Accounts Receivable __________________________ 6,160.40
Office Equipment ____________________________  15,000.00

Total____________________________ $137,392.51
Policies Written and Renewed, 1921___________________________ 40,268
Over 12,000 people killed in 1921 by A utom ob iles in U. S. W hen  you have a 
serious claim  the C om pany w ill defend you. It h as experienced A ttorney  and 

Ad juste rs. In sure  before too late.

AUTO INSURANCE AT COST PLUS SAFETY

We have available a choice supply of high-grade 
GOVERNMENT, MUNICIPAL and CORPORATION BONDS 

bearing interest from

5% TO 7
Write for our monthly offering list.

E S T A B L I S H E D  1880

J i m n e ,  U U e b b e r  &  ( ¡ C a m p a n t i
1212 G R A N D  R A P ID S  S A V IN G S  B A N K  B U IL D IN G

GRAND RAPIDS, MICHIGAN
B O S T O N  N E W  Y O R K  C H IC A G O

In this day when so many wild-cat speculations are being offered 
to the investing public, it is decidedly worth while for the public to 
thoroughly investigate every enterprise before they put any money into 
such enterprises, which hardly deserve to be even called enterprises, 
as many of them are nothing but promotion schemes pure and simple.

There are a good many offerings at this time, also, that are strictly 
BUSINESS OFFERINGS, that any investor can look up and can sat­
isfy himself thoroughly regarding the management and the business 
of the Company.

We are at this time offering the Preferred and Common stock of 
the Michigan Transit Company, a Company-which has been in the water 
transportation business since June first, 1919, and which has shown a 
remarkable earning power.

The future of the Michigan Transit Company is very bright. Not 
only has the Company been paying dividends since the beginning of its 
organization, but in addition the prospects of the common stock in­
creasing in value materially within the next two or three years are 
very good.

Upon request we will furnish all the information desired by any 
investor regarding this enterprise, and in addition give him the oppor­
tunity of thoroughly satisfying himself before asking him to invest.

F . A. SAW  A L L  COM PANY,
313-314-315 M URRAY BU ILD IN G ,

G RAND R A PID S, M ICHIG A N
G entlem en:

I a m  in te re s ted  in  a n  in v e s tm en t in  th e  M ich igan  T r a n s i t  C om pany. 
W ith o u t a n y  ob lig a tio n  on  m y p a r t, sen d  m e a ll p a r t ic u la r  re g a rd in g  th e  

C om pany. Y ours tru ly ,

N am e_____________________________________________________________

A d d ress  __________________________________________________________
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STORE EFFICIENCY.

What the Year 1921 Taught the 
Retailer.*

Before I start this I want to outline 
to you the things I will talk to you 
about and tell you how these facts 
were obtained. I am going to ask you 
how these facts were obtained. I am 
going to ask you not to consider this 
statement that I am going to make as 
being an advertisement. For the past 
two years the Schreffler Store Effi­
ciency Co. has been conducting a re­
search service department with the 
object of teaching merchants how to 
understand their business better. We 
receive figures from stores doing a 
volume of $50,000,000 yearly and these 
figures are tabulaetd and charted in 
graphic form. Reports are sent out 
weekly and monthly setting forth the 
weak spots in their stores. I am mere­
ly telling this to convince you that the 
figures that are to be shown are ab­
solute facts and to set your mind at 
ease as to their reliability.

The condition for 1922 must, of 
course, be arrived at through a care­
ful and analytical study of conditions 
existing in 1921.

The retail merchant worships a lit­
tle tin god called “Sales.” He thinks 
that when sales volume is good every­
thing else is good. *He does not study 
his purchase allowance and does not 
make plans for the spreading of mer­
chandise from month to month. He 
excuses himself by thinking that next 
month is going to be better than this 
month. All he thinks about is sales 
volume—thinking that this is a pana­
cea for all his ills. W ith only this 
idea in mind he is not going to make 
his business a success.

In studying your sales volume for 
1921, compared with 1920, we find 
these things. During the first four 
months of last year the sales volume 
averaged regularly just about 5 per 
cent, less than in 1920. But in May 
sales went on a strike. They drop­
ped rapidly month by month until we 
reach a low ebb at the close of Au­
gust at which time sales were running 
little better than 25 per cent, less on 
the average than in 1921. At that time 
things came to a stop and since that 
time there has been a gradual but 
mighty slow improvement.

Improvement of the sales volume 
is very little different from the im­
provement of the stock market after 
the bottom has fallen out. When 
stocks go down, they go down rapid­
ly. But on the upward course, there 
is an unsteady movement up and 
down from month to month.

Hooking the sales is very much like 
driving an automobile. With too 
much carbon on the cylinder the en­
gine knocks. We go up and then fall 
back. Each time we rise a little far­
ther and don’t fall back so far, so that 
the tendency is upward but slow.

January shows a retarding of sales 
caused by the poor business of the 
first week in January. The first week 
of January showed a 40 per cent, de­
cline as compared with January 1921. 
The second week showed 26.5 per cent. 
the third week 16 per cent, and the
. * P ap e r re a d  a t  F lin t  m ee tin g  o f M ie'i- 
lg an  R e ta il D ry  Goods A ssoc ia tion  by 
H . F . A rm stro n g , of C hicago,

fourth 6 per cent., showing a gradual 
improvement through January.

February sales volume showed very 
erratic turns but shows a gradual im­
provement and for the month will 
show approximately 18 to 20 per 
cent, behind February 1921 volume.

Easter came in March last year and 
will come on April 16th this year and 
this festival always changes your sale 
conditions somewhat. For this rea­
son I believe that March is going to 
show a considerably poorer compari­
son, but tha t after the middle of 
March and through April it will show 
some improvement. I believe that 
after the first of May this year we are 
going to show a very substantial sales 
volume as compared with last year.

In reviewing the business records 
of past years it might be better still 
to go back further and take 1918 for 
instance. In the latter part of that 
year the Armistice was signed and 
war orders were slower. In 1919 we 
were in a period of prosperity. Peo­
ple had forgotten the war and were 
concentrating on business. The re­
tailer was making money.

In 1921 the back orders from whole­
salers began to be filled and sent in. 
In this unloading pro-cess we went 
through in 1920 the merchant began 
to lose money. He began throwing 
his ballast overboard and took heavy 
mark-downs on a declining market. 
While he closed the year with a fair­
ly satisfactory profit, business was 
very unsettled and he was facing 
times when many more mark-down 
losses would have to be taken.

In 1921 most merchants came 
through the year with a lot of ex­
pense and very little money.

The big question now is “W hat 
about 1922?”

In studying 1921 you feel that the 
reason you didn’t make a profit was 
from lack of sales volume. I know 
that is what you fellows have in mind. 
If sales had kept up you could have 
made a profit, you believe.

On the sales chart I am showing 
you our figures have been checked up 
with all available figures—we find that 
the lines are right. And they indicate 
accurately what any retail business 
would show. You retailers sold more 
merchandise in 1921 than you did in 
1919.

By making the comparisons be­
tween business in 1920 and 1921, as 
compared with 1919, we find that up 
until June 1921 the dollar volume of 
sales amounted to more than it did 
for the corresponding period in 1919: 
but during the remainder of the year 
it was less. But, for the period as a 
whole the 1921 volume averaged more 
than 1919. W hy then did not the re­
tailer make as much profit as he did 
in his banner year 1919?

There is a mighty good reason why 
the merchant didn’t make as much 
money in 1921 as in 1919. Everyone 
in 1921 was thinking of and deploring 
the poor condition of sales. If the 
merchant had spend a  little of that 
time in examining a few of the other 
vital elements of bis business he 
might have saved a lot of money.

In 1920 a piece of merchandise 
priced to sell at $1 cost 63 cents, 
leaving a margin of mark-up of 37 
cents. Out of the 37 cent mark-up,

A  R e a l O p p o r tu n ity  
Is O ffered

In the Dividend Paying Securities
o f  t h e

NUT GROVE BUTTER COMPANY
The SECOND LARGEST PRODUCERS 

of Nut-Butter and Margarine

SPECIAL
FEATURES

J?ea,? 'n0 d ividend and partic ipating to 10% 
R E S E R V E  F U N D — full paid and non-assessabie.
C la ss  B  — fu lly  partic ipating in m anagem ent and d iv i­
dends after 8 %  has been earned on C la ss  “A ”— full paid 

\.and non-assessab ie. r

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. ’ ,  7

THE 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 
ethers. 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 Stated 
of all oleomargarine and nut butter is only 3.71 lbs. per capita, while 
m 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’

oi „ * . 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 
irl  Comparative figures for the same months
u 1V1 \ s“ow. *“» 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
« 1918 1919 1920 1921 iAm irox 'l
$298,586.54 $815,336.26 $1,088,482.69 $1,381,046.25 $2,250,000.00

OT COMPANY HAS PAID 10% on CLASS A and 4% on
• i j - present Pnce 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 (No Par) -------------------------------------------------150,000 Shares

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

30,000 Shares Participating Class B Stock 
OFFERED in Block, of { J § “  A |1M 0 ^  BIock

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 L E M E N :
_ _ 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 rtic u la rs  re g a rd in g  
N u t G rove B u tte r  Co.

N am e ____________________________________________________________

A ddress  __________________________________________
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the merchant paid 24.5 per cent, for 
expenses then took 5.2 per cent, off 
for mark-down and had 7.3 per cent, 
for net profit.

In 1921 a piece of merchandise 
marked to sell at $1 cost 6 2 cents. 
The expenses took 29 cents. Here is 
one of the things that most merchants 
forgot to do—forgot to study expens­
es. In addition it took 6.6 per cent, 
for mark-downs, leaving the small 
amount of 2 per cent, for net profit.

Many have lost a lot of money; a 
few have made; some have done very 
well but on the average there will be 
less than 2 per cent, profit for the 
year, simply because the merchant 
was watching sales volume and for­
getting his expense and turnover, re­
ducing price on merchandise in fear 
of competition.

While the merchant did forget his 
expenses, the expenses did not forget 
the merchant. They have hooked him 
and have him suspended in a very un­
comfortable position and be is now 
wondering how long they will keep 
him in the air.

It is mighty hard to control ex­
penses when a merchant is influenced 
by sentiment. We get people on our 
payroll, then sales start to drop off, 
factories shut down, and we hate like 
the dickens to lay them off—in other 
words the store is turned into a char­
itable institution.

We also continue to advertise more 
extensively until we find the condi­
tion this year showing a 28.9 per 
cent, cost of doing business against 
an average of 24.5 per cent, for last 
year. Analyzing these expenses into 
three main classes—operating, fixed 
and overhead, we find that the oper­
ating expense has increased 3 per 
cent.; fixed, .6 per cent, and overhead, 
.8 of 1 per cent.. Operating expenses 
for 1919 were 12.3 per cent.; in 1920, 
13.4 per cent.; in 1921 16.4 per cent. 
The other items of expense have had 
increases very much out of propor­
tion but it is the operating that must 
be watched closely. You may think 
that this is due to the fact that you 
have sold less merchandise. You may 
think the increased rate in the cost 
of doing business was due to the fact 
that you sold less merchandise. I 
will show you that generally it was 
not.

Here is a typical store (illustration) 
doing an annual volume of $25,000. 
We find sales up to the end of Novem­
ber showing an increase of $566. The 
expenses increased $3,178. Is there a 
good reason for such an increase in 
expense? No reason under the sun 
except that you have had your eyes 
on sales volume when you should 
have had them on expenses.

I am going to say this in regard to 
expense control There isn’t such a 
thing for the fellow who keeps his 
books on a cash received basis. Be­
cause the payment of your advertis­
ing bills, for example, for this month 
and the next two or three months 
may be postponed until May and then 
you will make a clean up. You will 
have a tremendous expense in May. 
If that is the way you record expenses 
you might as well forget expense con­
trol. Put all of your expenses in each 
month and don’t let them accumulate. 

By all means make an expense bud-,

get. You are doing 10 per cent less 
than last year. In 1920 you did 25 
per cent., in 1919, 35 per cent. Go 
back to the previous year and find out 
what you paid for expenses. Make 
a budget showing just what you can 
spend, and then live up to this bud­
get as closely as possible.

The merchant who does not have 
a merchandise plan or budget is 
gambling in merchandise. It is the 
best check you can have on your 
merchandise. The merchant who does 
not study his merchandise budget

and watch his rate of turnover is 
asleep.

Merchandise lies idle many times 
because it is not what the people 
want. Many times people are looking 
for merchandise they want and come 
to your store and can’t find it because 
you have a lot of stuff they don’t 
want. This is one of the things every 
merchant must find out—the kind of 
merchandise his customers want, or 
his rate of turnover will never be 
right.

Turnover is figured on merchandise

stock. Turnover is a comparison of 
the ratio of stock to sales. Before we 
go into this, we want to see how 
stock in 1921 matched up with 1920 
and 1919 and we find that during the 
first part of the year 1921 merchants 
were still unloading and getting their 
stocks reduced.

With an average decrease in sales 
volume of 5 per cent, until May 1921, 
we find merchants reducing stock. 
Then we find a sharp decline in sales 
volume but the merchant did not 
continue his reductions of stock pro-

Speak well o f your city

Grand Rapids has the lowest 
infant death rate o f any large 
city.

A Healthy Place to Live*

■ HIS is the healthiest large city east of the Mississippi. A 
Grand Rapids baby is more certain of living than a baby 
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mate. Our summer mean temperature is 70.2, the winter mean 
25.8, an average of 48.1.

Grand Rapids is a good place to live because it is one of the 
healthiest communities in the world.

G ran d  Rapids
*A  ¿ c o d  p la c e  to  i i v e ”

A P V E B n S lN G C m B ( 8 ) O F G B A N D B A P ID S

This advertisement produced for the advertising 
club of Grand Rapids by the following: Typo­
graphy by The Schuil Printing Co„ Copy by 
Ben Dean, Electrotypes and engravings cour­
tesy of Newspaper Eng. Co. and Grand Rapids 
Electrotype Co.



March 15, 1922 M I C H I G A N  T R A D E S M A N 19
(

portionately and his rate of turnover 
slowed up very materially.

Stocks at the end of December were 
13.6 per cent, lower than at the close 
of December 1920. The price of mer­
chandise as near as we can determine 
is about 25 per cent, lower. Cotton 
goods is only down about 10 per cent., 
linens are down 30 per cent, to 40 per 
cent. Shoes about 20 per cent.; men’s 
clothing about 20 per cent, to 25 per 
cent. Ready-to-wear is a little hard 
to compare because of class and style 
changes. We believe a 25 per cent, 
average is just about right.

If merchandise at the close of De­
cember was worth 25 per cent, less 
than in 1920, then the merchant was 
carrying more yardage than in 1920, 
and I do not believe he is justified.

In 1921, merchants showed a good 
rate of turnover until we reach the 
month of May when, you recall, the 
sales started down and stock up. 
Since May turnover has been asleep. 
He almost woke up in October and 

, then went off into a sound sleep again.
A lot of merchants think that turn­

over is a lot like dividing 2 in 4 and

■ getting the answer 2. Turnover is a
process of changing merchandise in­
to cash and the number of times you 
can put your complete stock of mer­
chandise into cash during the year, 
represents the number of turns you 
can get.

A lot of fellows divide stock at in­
ventory time into sales and say they 
get so many turnovers. They are 
only doing long division. W hat you 
want to find out is “How many times 
did I turn my merchandise into cash?”

W hen we studied arithmetic one of 
the first things we learned was to get 
things into the same common denom­
inator.

In figuring turnover you can use 
sales at cost price as long as you use 
your stock at cost price—as long as 
you keep your sales and stock in the 
same common denominator. But the 
most common practice is to use stock 
at retail and sales at retail.

The most satisfactory way to arrive 
at turnover, we find, is to divide the 
average monthly stock into the aver­
age sales and find out just how many 
months it takes to turn your merchan­
dise into cash.

Turnover ought to be studied more 
frequently than at inventory time. It 
will help you to make a better show­
ing this year than last. This turn­
over problem will solve a lot of busi­
ness worries.

As we study the figures that reach 
our office each week we are more and 
more impressed that the store that is 
getting a slow rate of turnover is the 
store that is taking the heavy mark- 
downs as well.

If you save 7 per cent, of the mark- 
downs and didn’t do anything else, or 
if you only save 5 per cent, think what 
a wonderful thing it would be for 
your institution.

A small store merchant always 
thinks he has to carry a lot of mer­
chandise.

He thinks he must have everything 
the customer might ask for. I would 
like to  cite a case where a new buyer 
went into the jewelry department and 
after tŵ > or three weeks came to the

merchandise manager and said: “I
believe I have an idea—I may be right 
and I may be wrong.”

“W hat is it,” asked the merchandise 
manager.

“Here it is. In the jewelry depart­
ment we have $8,000 in stock, while 
we are doing about $800 business. It 
is taking this department ten months 
to turn one time. I would like your 
permission to move all but $3,000 of 
this stock into the stock room and 
lock the door, to  find out if I am 
right.”

The next month on that $3,000 stock 
they did two and one-half times as 
much business. W hy? Because in 
order to sell things you have to dis­
play them properly. That is the 
trouble with too many merchants— 
they make their merchandise look too 
junky. They don’t have it displayed 
correctly because they have the de­
partment cluttered with stock.

Another client in Wisconsin worked 
the same thing in his infant’s wear 
department. He moved some of the 
stock out and put it in the basement 
department and made the department 
look like something and in the next 
month doubled his volume. A little 
attention to "these details will put 
money into your pocket.

It is time to put Old Father Turn­
over on the job. Get your lines mov­
ing. But—you have got to study mer­
chandise and study what people want. 
It only takes a little time to do it—and 
it is certainly worth the trouble.

Did you ever stop to think about 
W oolworth? W here did he get his 
money? He discovered that more

people are willing to pay 10 cents 
for an article than any other price. He 
tried to  start a 9 cent store, but it 
didn’t work. He found out what the 
people wanted.

Buy merchandise that the public 
wants. They know what they want, 
they know what they want to pay. It 
is up to you to study the problem and 
get the solution. You have to dis­
cover it yourself for your own store.

No other merchant can find it out 
for you.

You don’t have to record sales and 
prices for all departments and do a 
lot of book-keeping. The largest 
stores do this and get accurate rec­
ords, but for the smaller stores there 
is an easier way. I will give you an 
example. We will take a men’s fur­
nishing department. You are going 
to find out what price the people in 
your town want to pay for shirts.

Go through your stock and place 
an inventory ticket on each box of 
shirts, showing the number of shirts 
and the price at which they are 
marked.

When you get through accumulate 
the tickets and make up a chart show­
ing the number of $1 shirts, $1.50 
shirts and $2 shirts, etc., that you 
have on hand. That is about all there 
is to do until the test is over. Then 
arrange all prices of shirts taken dur­
ing the period. If new stock has been 
added during the test, add the amount 
to the original inventory. Suppose 
the test lasts four weeks. Take from 
the quantity you had at the begin­
ning (plus purchases during the test)
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the quantity at the end and you have 
the total sold.

I find that the $2.25 shirt did not 
sell. I am going to mark that line 
down to $1.75. If I had a record, I 
would see that the $1.75 line did not 
sell well but tha t the $2 shirt was a 
good seller.

Concentrate and you can cut your 
stock down to  the proper proportion.

In merchandising one of the most 
essential things you must have is a 
perpetual stock record. W ithout it 
you will not have any means for a 
satisfactory checking up of your mer­
chandise operations.

A perpetual stock record is not a 
complicated m atter; all that is neces­
sary is a record of sales, purchases 
and mark-downs.

The most satisfactory plan is on 
the retail basis. If I know to-day that 
I have so much stock on hand at re­
tail price and how much more I add 
at retail during next week .and then 
at the end of the week subtract my 
sales and mark-downs, I will know 
the retail value of the stock on hand 
at the end of next week at an instant’s 
notice. That kind of information at 
hand constantly will enable you to 
get your control.

We have been talking about sales 
volume. I have endeavored to point 
out that the problem for the merchant 
is not getting sales volume but in 
taking care of it after he gets it—that 
is what I mean by a control system.
I don’t mean merely a book-keeping 
system but a plan for keeping your 
finger constantly on the pulse of your 
business.

You see $100 worth of merchandise. 
W hat do you get out of it? $29 out 
of every $100 sales last year went into 
expenses—simply because the retailer 
didn’t know when to turn the valve, 
and shut off expenses. He did not 
know how to control his expenses. 
He didn’t know when to shut off the 
valve on purchases and was penalized 
by heavy mark-downs. Now when 
he is looking in the cash box, there is 
nothing doing. The only way to get 
money into the cash drawer is to know 
when to turn the valve on expenses, 
merchandise purchases, etc.—an do it.

Money Making Idea.
C. L. Heverly, who conducts a store 

in Yakima, Washington, has tried out 
a plan which has been successful be­
cause it serves the customer, the re­
cipient of a gift and the storekeeper 
himself.

“About the middle of November,” he 
says, “I get a small memo book or 
tablet, and when the young people 
come in and begin telling me just 
what they want for Christmas, I have 
them write their names across the top 
of the page and just below it the things 
they want for Christmas.

“Later, when the friends of these 
people came in for the purpose of buy­
ing presents and didn’t  know what 
they wanted to buy, I would hand 
them the book and the chances were 
ten to one that I would make a sale.”

Here is an idea which you may be 
able to work out next Christmas or 
you can use it for birthday presents 
all through the year.

Real happiness comes from doing a 
job well.

BUSTING TH E CITY LIMITS.

How This Was Accomplished at 
Battle Creek.*

“Busting the City Limits” is a fitting 
caption used by Collier’s, a National 
weekly, in describing the activities of 
the Battle Creek Community Club.

For decades past there have been 
community clubs, but it remained for 
the retailers of Battle Creek, their 
wives and the farmers and their wives 
around Battle Creek to organize and 
make use of the word in its proper 
and fuller sense.

For years now it has been the fash­
ion for city folks to feel and say that 
the farmers are much better off and 
more independent than people living 
in cities. I agree with this conten­
tion, yet the fact remains that the 
“Back to the Land” movement has 
utterly failed to date. Thousands of 
farms all over this great country of 
ours are idle and neglected.

The owners or tenants who former­
ly worked these neglected farms have 
gone to the cities to enjoy the so- 
called advantages of city life. So the 
farmers, thousands of them, believe 
and say by their actions, that the 
city dweller, though not nearly so in­
dependent as the farmer, is the better 
off.

While all this may seem not to be 
to the point, it is a significant fact that 
where two classes o r  groups of people 
believe the other group or class is 
getting the best of the deal, a feeling 
of animosity arises between these 
groups which ultimately leads to un­
pleasant results and unfriendliness. 
This sort of feeling has led to a 
gradually widening breach between 
the farmer and the city man. In in­
stances producing disastrous results 
as in the case of North Dakota, where 
the non-partisan league came into 
power and remained in power long 
enough to do almost irreparable havoc 
thereby ruining the credit of that 
State. All this was largely due to 
misunderstandings between the farm ­
er and city dwellers. The farmer es­
pecially, in that case, believed he was 
completely at the mercy of city 
sharpers who were fleecing him.

About three years ago and during 
the period when North Dakota, 
through its non-partisan league, was 
doing so much damage the merchants 
dinner club of Battle Creek made a 
survey of the situation as it affected 
Battle Creek; and after some months 
it decided tha t the time had come to 
create some sort of organization 
through which the farmers and their 
wives and the merchants and their 
wives might meet at stated, regular in­
tervals—become acquainted, create 
friendship and talk over matters of 
importance to both groups, the farm­
er group and the city group.

The wise heads, as usual, stated it 
could not be done. That after a meet­
ing or two the organization would 
disband for lack of interest on the 
part of the farmers. How far wrong 
they were is proven by the records 
which show that the farmers are join­
ing the Battle Creek Community Club 
in larger numbers than the city peo­
ple and that they also attend meetings

♦ P aper re a d  a t  F lin t  m ee tin g  o f M ich­
igan  K e ta il D ry  G oods A ssoc ia tion  by 
J .  C. T oeller, o f B a ttle  C reek .

more regularly and in greater num­
bers, than do the city members, al­
though many of them must drive long 
distances, often in bad, cold, stormy 
weather, to attend the monthly meet­
ings which are held on the third Fri­
day of each month at noon.

The sole reason and purpose of the 
Battle Creek Community Club is to 
arrive at a better understanding be­
tween men and to build friendship and 
good will. This has been accomplish­
ed in Battle Creek. After thirty 
months of operation the Community 
Club is in a strong, flourishing condi­
tion.

The merchants do not, in any way, 
interfere with the workings of the 
various farm organizations. In fact, 
they encourage them in every way 
possible. To illustrate—a farmer may 
join the Community Club only if he 
belongs to his home grange or farm 
club and a person living in the city 
may become a member only provided 
he is a member of the Chamber of 
Commerce, hence a linking up of most 
important farm and city organiza­
tions.

Since the organization of the Com­
munity Club, many city men and 
women have taken memberships in 
various farm organizations, attend 
meetings regularly and pay dues regu­
larly. Can you see anything in an or­
ganization which brings about a 
brotherhood spirit of this sort?

I shall proceed to explain briefly 
how the Battle Creek Community 
Club was organized.

First I must warn you that there is 
almost an endless amount of work 
connected with the undertaking and 
also it costs some money.

A committee from the Merchants 
Dinner Club was appointed to get in 
touch with the officers of the various 
farm clubs and granges around Battle 
Creek, to explain to them the idea and 
to request the privilege of visiting the 
farm clubs at their membership meet­
ing with the object in view of inviting 
the entire farm club membership to be 
the guests of the Merchants Dinner 
Club at one of the regular Friday 
noon luncheons.

The jflan worked well. For five 
consecutive Fridays various farm or­
ganizations were guests of the mer­
chants the farmers came but were 
rather skeptical, believing there was a 
“nigger” in the wood pile. They 
could not quite understand why an 
organization of merchants would in­
vite them to a feed at the best hotel 
in town and not expect to take it out 
of their hides.

I can best illustrate this 'by reading, 
a copy of a letter written by Julius 
Hall, one of the foremost Calhoun 
county farmers, who at present is al­
so the President o f the Calhoun Coun­
ty Agricultural Association, which or­
ganization puts on a county fair at 
Marshall, the county seat of Calhoun 
county, each year. The letter reads 
as follows:

Battle Creek, Mich., Feb. 10, 1922. 
R. S. Sweet, Bowling Green, Ohio.

Dear Cousin:—From the tone of 
your last letter. I am thinking you are 
not entirely satisfied with the infor­
mation given in the pamphlet, “Bust­
ing the City Limits,” which I sent to 
you, so I will write you my personal 
ideas in regard to the success and 
benefits derived from the project.

A little more than two years ago 
when the Merchants Dinner Club of 
the city of Battle Creek began to  send 
a committee to meet with the differ­
ent farmers clubs in the country sur­
rounding the city, their visits were 
regarded with a considerable amount 
of curiosity and suspicion on the part 
of many of the farm club members. 
And wben the clubs were invited to 
lunch with them at the Post Tavern, 
the finest hotel in the city, nearly all 
agreed that there must be some pro­
gram in mind to hook the farmer with 
financial gain to themselves.

But a few had nerve and conceit 
enough to think they were capable 
of matching the wily merchant in 
whatever scheme he had in mind, so 
we kept meeting them half way. We 
kept on attending the different meet­
ings appointed to learn all we could 
about their so-called plan of uniting 
the city business man and the farmers 
of the nearby territory.

As a result what is known as the 
Battle Creek Community Club was 
organized and is now just entering its 
third year. It now has more than 
three hundred members, has for its 
slogan, “Boost Hard Together,” and 
the members are nearly evenly divid­
ed between the city and country. Our 
meetings are held once a month, in 
the city in cold weather and at some 
farm or lake in summer time when 
they may be held out of doors. Well 
you say, what are the benefits derived 
from your club?

They are many. I will name a few 
as they occur to me. We have learned 
that many, if not all, business men 
are willing to meet a man or a woman 
from the farm in a social way and 
are not all the time scheming to find 
a way to beat him out of a dollar. We 
meet on an equality and I will guar­
antee a stranger would have a dififi- 

* cult time at our meetings to tell who 
are city people and who are farmers. 
After the material is brought in for 
dinner, the merchants’ wives and the 
farmers’ wives get acquainted and en­
joy themselves visiting while prepar­
ing it to serve.

As a rule a farmer does business 
with only a few men in a town and 
knows only a few, but it is much more 
pleasant to go to town and not only 
know the man you buy from but to 
be able to know and greet many on 
the street who greet you just as cor­
dially as though you had bought of 
them.

Again our wives used to go to the 
city and seldom meet a lady they 
knew, but now they meet many who 
greet them in a friendly way. This 
makes going to town much more 
pleasant for our wives. At almost 
every meeting of the Club we have 
from one to three men of State, Na­
tional, and sometimes international 
reputation to address us on interest­
ing topics of the day. We learn much 
in this way that we would not have 
the privilege to  learn were it not for 
our Club.

Our Community Club is helping
some of us to get away from “All
work and no play makes Jack a dull 
boy.” We have a day’s recreation
each month and a day of profit by 
listening to some good speaker and 
we are better prepared to go on with 
our work.

Gradually the skeptical are becom­
ing convinced that our Club is for the 
benefit of all, and are uniting with us.

Our Club stands for Co-operation
and union, and the exclusion of class­
es. We believe there is no room for 
classes in this country and we feel 
sure that although our Club may not 
have accomplished all it could, it has 
made a beginning and expects to im­
prove. We have recently seen the 
need of our people being united, and 
I sincerely believe that clubs similar 
to ours organized all over our country 
would do much to keep our people 
re-united.

Hoping that this will help you to 
see the good in such organizations as 
ours, I am, your cousin,

Julius Hall.
Since the Merchants Dinner Club

?

♦
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you can bet a large percentage of them use

Red Crown Gasoline
If you love action—and get a  thrill 

from  shooting out ahead of the rest— 
use Red Crown, there  is no gasoline 
m ade tha t surpasses it.

Red Crown is good m otor gasoline.
Not only does it insure a  quick “get-a­
w ay” , but it causes your engine to  ac­
celerate sm oothly and deliver the m axi­
m um  pow er and speed it is capable of 
developing.

Red Crown is m ade 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 ­
proxim ating the sm ooth, even stroke of 
the steam  engine.

It is impossible to m anufacture a 
m ore economical gasoline for use in the 
autom obile engine.

STANDARD OIL COMPANY
(INDIANA)

CHICAGO ILLINOIS
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entertained about five hundred farm­
ers and their wives, you might ask, 
and with some justice, who paid the 
bill?

Battle Creek is fortunate in that it 
has a paying chamber of commerce 
membership in excess of a thousand 
and also it has a Chamber of Com­
merce Board with vision and fore­
sight enough to understand that the 
linking up of the rural and urban 
population is a big problem but ab­
solutely necessary to the welfare of 
this country.

Upon request, therefore, the Cham­
ber Board passed the responsibility of 
the appointment of the Agricultural 
Committee to the Dinner Club. This 
committee after developing its plans 
appeared before the directors of the 
Chamber, asking that an appropria­
tion be made to enable the committee 
to carry‘out its plans. The directors 
promptly placed into the budget as a 
credit to the Agricultural Committee, 
the sum of one thousand dollars, 
about one-half of which was used to 
carry out the plans which finally de­
veloped the Battle Creek Community 
Club.

In passing I want to say that the 
Secretary of the Chamber of Com­
merce must be in sympathy with the 
movement and give much time and 
effort to the cause, for after all the 
Chamber of Commerce is the parent 
body around which all activities of a 
civic nature should revolve.

The Secretary of the Battle Creek 
Chamber of Commerce has done and 
is doing much to aid the work.

These meetings developed interest­
ing information. After being invited 
to do so by the chairman of the meet­
ing the farmers did not hesitate to 
air their grievances, real and imagin­
ary. The big point is they did open 
up and that is exactly what we wanted 
them to do, for their complaints and 
arguments proved the necessity of a 
community club.

Each club as it met with the Mer­
chants Dinner Club was informed that 
at a later date a round-up meeting of 
all clubs would be called at which 
meeting a community club would be 
organized if sufficient sentiment was 
in favor of such a move.

The round-up meeting was held and 
took the form of a picnic dinner. 
Everybody brought grub. This meet­
ing was attended by about four hun­
dred men and women. Of this num­
ber there were more farmers than 
city people.

At this preliminary organization 
meeting 250 of those present signified 
their intention of joining. At a meet­
ing held two weeks later, the organ­
ization was perfected, officers were 
elected and constitution and by-laws 
were adopted.

Since then the Club has held about 
thirty monthly meetings and every 
meeting has been largely attended, 
particularly by the farmers.

The monthly meetings, as stated, are 
held on the third Friday of each 
month at noon; and always take the 
form of picnic dinners. Each person 
or couple attending brings a picnic 
basket. The work of preparing food 
for serving is done by the women 
members and the food is served by 
the men. The Club provides coffee,

sugar, cream and meat. Members at­
tending who do not bring picnic bas­
kets are charged one dollar each for 
the meal. As a rule nearly enough 
money is obtained in this way to pay 
for items furnished by the Club.

An interesting side light is that dur­
ing the warm summer months meet­
ings are held at the home of some 
farm member.

The meetings are interesting due 
to the variations of the program. Be­
cause of the great number of things 
to discuss, in addition to numbers on 
the program, meetings must be and 
are conducted in a snappy fashion as 
the adjournment hour is 2 p. m.

Much of the success of the meet­
ings depends on the chairman who 
must be a good presiding officer and 
know something of parlimentary law, 
as our farmer friends early taught us 
that they know parlimentary practices 
and proposed that meetings be con­
ducted accordingly.

To give you some idea as to how 
successful the Battle Creek Commun­
ity Club has been in attracting real 
big men to its meetings, I will men­
tion a few who have graced our meet­
ings with their presence and talks.

Hon. Milo Campbell talked on pres­
ent conditions and future prospects, 
dwelling especially on the value of

organizations similar to that of the 
Community Club, in these times of 
unrest and uncertainty.

Congressman John Ketcham, for­
mer State Grange Master.

Thomas Brooks Fletcher, editor of 
an Ohio paper and a Chautauqua 
lecturer.

Dr. W. W. Diehl, an experienced 
and practical community worker.

Dr. Gaylord Cummins, of New 
York.

John A. Doelle, director of the 
Michigan Bureau of Agricultural De­
velopment, and Secretary of the Great 
Lakes Tidewater Commission.

Sir Horace Plunket, the noted Irish 
statesman and agriculturist.

The September 1921 meeting was 
held jointly with the South Haven 
Community Club at South Haven, 
when forty cars loaded with Battle 
Creek Community Club members 
journeyed to South Haven, a distance 
of seventy miles each way, to spend 
the day there developing and creating 
more new friendships.

Earlier mention was made that the 
Club was organized solely to create 
friendship and good will. Develop­
ments, however, have lead to another 
im portant definite object which will 
soon be under way.

I imagine you would be rather

pleased, if you had an organization in 
your town, the membership compris­
ing of farmers and townsmen; and if 
that organization appointed a com­
mittee of five, three of them farmers, 
with definite instructions to appear 
before the directors of your chamber 
of commerce to place before them a 
tentative plan requesting the Chamber 
of Commerce to erect a suitable build­
ing large enough and commodious 
enough to house all the important ac­
tivities of a community such as yours 
and to, at the same time, give your 
directors assurance that they, the 
farmers in your community, would 
give not only moral support but finan­
cial support as well.

That is exactly what happened in 
our case. I consider this move on the 
part of the farmers a splendid act of 
faith, good will and friendship, and a 
real desire on their part to aid in the 
good work of building up the com­
munity in which they live.

The resolution adopted by the com­
munity Club and presented to the 
Chamber of Commerce directors 
reads as follows:

Whereas—The Battle Creek Com­
munity Club stands for community 
endeavor toward improved conditions 
and better understanding among all

A sk Your Dealer or 
Decorator about th e  
ALABASTINE OPALINE 

PROCESS

Beautiful walls! Harmonies never before imagined! A 
blending of tints and tones, a  magic interweaving of 
colors which will transform your walls into a  rich 
fabric unsurpassed in its charm and cheerfulness—and 
a t a  cost well within your means.

A N Y  good decorator can do the work—nearly all stores dealing in 
paints can supply the material—anyone can now afford to have 

Tiffanized walls formerly the exclusive privilege of the very wealthy.

Instead o f Kalsomine or Wall Paper
AD that is necessary is just Alabastine, the same nationally accepted wall tint which for forty years 
has been used in homes, apartments, offices and public buildings of all kinds — the same sanitary, 
durable, economical and artistic wall coating sold by the best stores and used by the best decorators. 
With Alabastine, regularly applied you get the exact color to match your rugs and draperies. Through 
the Alabastine-Opaline-Process you obtain a combination of colors most pleasing and satisfactory. 
Before decorating ask to see samples of the Alabastine-Opaline-Process.

T h e  A l a b a s t i n e  C o m p a n y
Grand Rapids, Michigan
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people of this community, irrespective 
of imaginary boundary lines; and

W hereas—The ideals and activities 
of the Battle Creek Community Club 
have received Nation-wide commenda­
tion, whereby we are confirmed in our 
belief that this organization is a 
pioneer in a movement which deserves 
perpetuation; and

W hereas—The Battle Creek Cham­
ber of Commerce has at all times ex­
ercised its good offices in promoting 
the welfare of this organization, and 
merits and enjoys our full confidence; 
now therefore be it

Resolved—T hat the Battle Creek 
Community Club, recognizing the Bat­
tle Creek Chamber of Commerce as 
its founder and sponsor, respectfully 
represents that the effectiveness and 
permanency of both of these organiza­
tions may be materially aided by con­
structing in the city of Battle Creek a 
suitable building, to be financed, own­
ed, controlled and maintained by said 
Chamber of Commerce for the pur­
pose of providing for itself, and for 
the Battle Creek Community Club and 
for other affiliated societies, proper, 
convenient and permanent headquar­
ters, always available for the use of 
members, committees and affiliated o r­
ganizations, as a meeting place, and 
where larger meetings may be held; 
and be it further

Resolved—That the Battle Creek 
Community Club stands ready to give 
to such a project financial assistance 
and moral support, and be it further

Resolved—T hat a committee of 
three members be appointed by the 
chair to present this resolution at an 
early meeting of the board of direc­
tors of the Battle Creek Chamber of 
Commerce, and to request considera­
tion thereof.

You may be sure that the resolu­
tion will have the earnest attention 
of the Chamber of Commerce mem­
bership at the earliest moment per­
mitted by business conditions.

So the big constructive object in 
view, as far as our Community Club 
is concerned, is to tie up Battle Creek 
and the rural district surrounding in 
a way that must be of lasting benefit 
to our section of Southern Michigan.

W here else in this great country of 
ouprs have the farmers ever offered 
their good time and money to aid in 
the construction of a community 
home in a city, and jointly with the 
city people?

Until recently an unthinkable, un­
heard of proposition—a recorded fact 
now, due to what? A better under­
standing between the farmer and city 
man, brought about, directly, by the 
Battle Creek Commui'itj' Club.

The farmer worth while, the real 
farmer, is a business n an , therefore 
he has a natural curiosity to know 
something of the retailers’ game as 
well as his problems.

Now, as in the past, retailers are 
loath to give up “inside information” 
concerning their business. I believe 
that policy to be a serious mistake as 
is evidenced by the abuse and sus­
picion under which the merchant la­
bored during and immediately after 
the war. Again, recently, Attorney 
General Dougherty sicked his secret 
service men at the retailers to ascer­
tain why prices were not coming 
down; this in spite of the feet that in

many instances the great staple com­
modities, in our lines, are selling at 
one-half and less, taking early 1920 
peak prices as a basis and at a time, 
too, when most retailers were not only 
working without a profit but in 
thousands of cases were operating at 
an actual loss. This hostility must 
be, in part at least, due to the secrecy 
and mystery with which you surround 
your business—your so-called inside 
information.

How many of you merchants earn 
a net of 10 per cent, on turnover year 
after year? Hands up please. No I 
did not expect hands to go up as a 
net of 10 per cent, on turnover is not 
in the cards so why the secrecy. Open 
up men tell your customers and par­
ticularly your farmer friends about 
your business. They will be anxious 
listeners. I know, I have opened up 
to them many times. They like it. 
Tell them something of your operat­
ing costs, your net. Show them how 
pleased you are if on each dollar of 
sales in normal times you are able 
to earn five o r six cents net.

Put this information across, cut out 
this inside stuff and gradually your 
customers and farmer friends will 
come to see that even the retailer has 
a problem or two to solve.

Don’t forget this significant fact: 
The fellow who is suspicious, as a 
rule, is the fellow who does not know, 
also he is the knocker.

The parent community club at Bat­
tle Creek has been so successful that 
the State has taken official notice of 
the movement and it is expected that 
a real effort will be made to make 
the movement State-wide.

I must again warn you that a move­
ment of this sort requires work and 
lots of it; that the city members—the 
merchants—must be at it everlasting­
ly and, as usual, the burden will be 
carried by a few unselfish enterprising 
citizens who are not “money grab­
bers” and who feel they owe their 
community something. But after all 
the movement is worth while for two 
reasons: First, it builds good will and 
friendship, and second, the farmers 
who constitute about 34 per cent, of 
the population, spend about 59 per 
cent, of all money spent in this county. 
A startling statement but a statistical 
fact nevertheless.

Receipt For Immortality For Labor 
Unions.

If the labor union wishes to  get a 
firm grip on the principle of immor­
tality in organization life, it must stop 
thinking so much about organization 
and think very much more about the 
essentials of the cause of the working 
man. At the outset, it ought to turn 
its back now and forever on the nar­
row view which makes everything 
turn on the possession or non-posses­
sion of a union card. It ought to de­
clare that its interest is in but three 
things: Good working conditions,
good wages, and the highest possible 
standard of craftsmanship; and place 
its approval on these things wherever 
found. It should take the ground 
that it has no quarrel and no cause 
of difference with any industrial o r­
ganization, organized or unorganized, 
union or non-union, where wages, 
conditions and output meet certain 
tests- It ought to make its campaigns

wholly on the basis of the service it 
is capable of rendering. Labor unions 
are being opposed to-day, not in blind 
prejudice and hot blood, but in re­
sponse to the verdict of the sober sec­
ond thought, by a large group of en­
lightened Americans who recognize 
the fact that all “closed shop” organ­
izations are despotisms, contrary to 
the laws of God and man and that all

who stand up for the closed shop are 
dangerous men to any community, 
because they are inimical to Christ, 
the Bible, good citizenship, good fel­
lowship and common decency. The 
closed shop idea runs square against 
all the essentials of modern democ­
racy—for the way of democracy is to 
test everything by service, to go back 
of the label and try  the contents.

turno
The most profitable goods to sell are 
the goods that turn over quickly. 
Quick turnover is a matter of de­
mand. The demand for Carnation 
Milk is steady. It is growing every 
day. It brings old customers to 
your store frequently. It makes 
new customers and holds them. 
Carnation turnover is a matter, 
first, of quality, second, of good 
advertising. It pays to be the Car­
nation Milkman. Ask your jobber.

C a r n a t i o n  M i l k P r o d u c t s  C o m p a n y

333 Consumers Building, Chicago 
433 Stuart Building, Seattle.

C arnation
Milk

"From Contented Cows
The label is red and white

Ry z o n
BAKING
POWDER

Not merely baking 
powder but increased 
leavening pow er.
The special process 
of m anufacture is 
the reason.

Order 
from your 
jobber today. 'VJ

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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Winter Is Still King of the Seasons. 
W ritte n  fo r th e  T rad esm an .

Long live the king!
Lately they talked of putting gar­

lands on the place where winter was 
supposed to have fallen.

“Poor old W inter,” they said, 
“Alas, he is dead! Our good old- 
fashioned winter is only a memory.”

And they called our attention to 
swelling buds, green fields, balmy 
breezes and the caroling of the birds 
in the woodlands.

It was not a thing new and strange 
thus to  prematurely announce the 
death of winter. Back, far back be­
yond the ken of the authentic histo­
rian, in the misty realms of a remote 
and inaccessible past, they doubtless 
celebrated the alleged passing of win­
ter.

“Go to ,” they surely said, “W inter 
is dead. Let us arise and go forth as 
if he had never been.”

And it seems but a few days since 
our contemporaries were saying, 
“Yes, of a truth, winter is no more.”

And old King W inter, reposing 
grandly in the secret place where the 
winds have their inception, heard the 
words spoken by mortals.

And, hearing, old Kjng W inter 
chuckled shrilly.

Now there is a cold, metallic qual­
ity in king winter’s chuckle, reminding 
one of the clinking of brittle ice or the 
harsh attrition of frozen globules.

“Dead am I?” exclaimed the old 
king of the seasons, stretching and 
yawning. “Well, that’s funny! Ha, ha! 
I ’ll swanny!” And old King W inter 
mumbled on in a sort of good-natured 
raillery involving both mortals and 
himself.

“Guess I ’ve been sort of lazy the 
last few weeks. Not that I want to 
shirk, or anything; and it isn’t be­
cause I am not feeling good. Sakes 
alive, I never felt better in all my 
days! Poor nuts, they think I am 
dead! Heigh-ho, well, I guess it is up 
to old winter to get busy. It would 
not do for folks to  get too careless— 
not that I have any special partiality 
for coal barons and cord wood sharks. 
It just makes me sort of nervous to 
see geranium pots sitting out on win­
dow sills when they ought to be in­
doors. Now what shall it be? A little 
blow, starting up kind of gentle-like 
and then increasing to about seventy 
or eighty miles an hour, accompanied 
by rain, with a rapidly decreasing tem­
perature? How about a good old- 
fashioned sleet, enveloping the trees 
and everything in transparent armor? 
It looks so pretty in the morning 
when the sun comes out and folks can 
see what I have done. Why not a 
snow—a real snow? Ah, th a t’s the 
stuff! All right, folks, look out! She 
is coming.

And old King W inter dug out that 
trusty old sifter of his and began to 
shake out a few tentative flakes. They 
fell so gently through the air, im­
pacting noiselessly on ground which 
the old king had thoughtfully frozen 
to the depth of two or three inches. 
You see the old king went about his 
business methodically.

Silently, gently they fell out of the 
mass of bluish-gray clouds whereof 
the heavens were enveloped1, and even 
then none of us thought much about

it. It was a bluff, a mere flurry; win­
ter was too old, too soft and easy­
going to produce a real snow.

“Why, look at the stingy little 
flakes!” exclaimed the people. And it 
must be conceded they were small. 
Just a kind of snow meal or powder. 
There was little moisture, and the 
precipitation lay lightly on the 
ground.

To all true lovers of winter it did 
seem a bit disappointing. It did seem 
as if the old king had sort of lost the 
hang of the thing.

But he hadn’t.
Why the old king was just fooling.
After fooling along for an hour or 

two, old King W inter limbered up 
and got busy.

By 10 o’clock in the evening it was 
snowing just like it used to snow in 
the good old days. And it kept it up 
right on through the night. The next 
morning the snow was twelve inches 
deep on the level, and still snowing.

All day long it snowed.
The snowfall was not regular, but 

varied. Sometimes it almost stopped 
and then there would be another 
spurt for an hour or an hour and a 
half.

On through the night it snowed, 
and up until nine or ten o’clock the 
next morning.

About thirty-six hours of almost 
oontimlbus snow, and the whole face 
of the Middle Atlantic area was cov­
ered with a blanket from twenty to 
twenty-four inches in depth on the 
level.

There was almost no wind and few 
dfifts, but train schedules were dis­
arranged and some of the most re­
liable through trains ran anywhere 
from five to fifteen hours behind time.

And the children lifted up their 
happy voices and sang praises to old 
W inter, who is by no means dead.

Even the old-timers were compelled 
to admit that never had there been 
such coasting in our section of the 
country.

The old men dug trenches about the 
premises, and the young men and the 
maidens went coasting. School chil­
dren floundered about in the snow 
on their way to school, and had' the 
time of their young lives. Snow forts 
sprang up on peaceful lawns, and cor­
pulent snow men and snow women 
were set up on high places. Even 
staid and sober citizens so far for­
got their dignity as to  snowball their 
neighbors.

No, winter is still on the job; still 
king of the seasons. When they try 
to tell you the old boy is kind of 
petering out and not able to put 
things over like he used to when dad 
was a youngster, don’t believe a word 
of it.

W inter ever liveth!
Charles L. Garrison.

Why Rapid Turnover Means More 
Sales.

Speed up sales and make quicker 
turnover is the watchword of mer­
chandising to-day. The store that 
knows its turnover accurately will be 
the one that does the best business 
and makes the most profits. A book­
let by the domestic distribution de­
partment of the Chamber of Com­
merce of the U. S. has just been is­

sued in which advantages of rapid 
turnover to a business are vividly 
brought out. The directions in which 
losses may occur when merchandise 
is not turned over as rapidly as pos­
sible are in investments, interests, 
mark-downs, salaries and wages, shelf 
and storage room, prestige, reputation 
and inefficiency. These elements of 
loss are taken up in detail. Special 
emphasis is laid upon the necessity for 
mark-downs, and the necessity for 
keeping adequate records of purchases

and sales which can be consulted at 
any moment, and supply the knowl­
edge necessary for immediate action, 
either in regard to additional pur­
chases or mark-downs. The division 
of an establishment into departments 
as a means of making the keeping of 
records easier is advocated.

The Rooster.
I love to  w a tch  th e  ro o s te r  crow ,
H e ’s like so m an y  m en  I know ,
W ho b rag  an d  b lu s te r, ram p  and  shou t. 
A nd b e a t th e ir  m an ly  c h es t w ith o u t 
T he firs t ------ th in g  to  crow  ab o u t.
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| H E A D Q U A R T E R S  |
A d v e rtis in g  N o v e ltie s  

o f  A ll K inds
Will be pleased to submit samples and quote prices.

Fair Associations, let us hear from you.

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

..................
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Knowledge and Sales

She salesmen with the best records 
are invariably those who are thor­

oughly familiar with every detail of 
the goods they sell. In other words, 
they know their goods.

Every grocer’s clerk can become in­
valuable to his employer through his 
knowledge of the goods on the shelves, 
and this knowledge can be gained by 
a study of N. B. C. advertising

It’s easier to sell advertised goods. 
A favorable opinion has already been 
created by the advertising.

Such easy-to-sell goods are the 
various products of the N ational 
Biscuit Company. Their superior 
quality is widely recognized. To offer 
N. B. C. products is to sell them; less 
argument is necessary, for people 
know them to be dependable.

NATIONAL BISCUIT 
COMPANY
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W O M A N S  W O R L D

Teach the Child Unselfishness and 
Fair Play.

W ritten  for the Tradesm an.
The family was very much impress­

ed by the skill and intelligence that 
little Frances, aged seven, was show­
ing in the games of “rum” and “five 
hundred” which were played around 
the circle in the early evenings, be­
fore the children went to bed. She is 
a remarkably alert-minded child. The 
other evening she found particular 
satisfaction when both jokers in the 
two-pack game thay were playing 
turned up in her fat little fist, and 
won the game handsomely.

That evening, when she was getting 
ready for bed, she said with naive 
candor to her mother, from whom she 
concealed nothing:

“W asn’t it fine for me to have those 
two jokers, mother?”

“Yes, that was great luck. You play 
very well.”

“Guess where I got them.”
“Why, of course they came to you 

in the deal.”
“Oh, no they didn’t! I had them.” 
“Had them—what in the world do 

you mean?”
Had them in my pocket.”
Then she calmly if a bit trium phant­

ly, described how before the game 
began she abstracted the two> cards 
from the packs and had them all 
ready for the game. Their absence 
was not noticed in the deal.

Ghastly situation, wasn’t it? A 
cheat, at seven? I can hear some 
of my readers saying, “There! You 
see what happens when you allow 
cards—the devils picture books—in 
the hands of children!” Or others 
gloomily predicting some bad end for 
that precocious little fraud. Still 
others devising dire punishments.

As for the first, I have no time to 
discuss the question of inherent im­
morality in a pack of cards. I en­
tertain no such idea. As for the others: 

I can imagine many mothers falling 
into a panic of dismay, and perhaps 
of anger at the confession; a prompt 
and savage punishment, such as 
barring the child in disgrace from the 
family games for a dreary period of 
thinking over her terrible sin. And 
talking about it terribly. Turning the 
innocent afiair into a tragedy for 
both—including the creation in the 
child’s mind of a determination never 
to tell anything like that to her moth­
er again. I can see such a mother 
laying awake nights with anxiety and 
forebodings.

Fortunately, this mother did not do 
anything like that. She recognized 
the fact that a little child has no in­
stinctive notions of morality on any 
subject. She knows that children 
naturally tell the tru th  until fear 
awakened by experience leads them

to find shelter in falsehood. She 
knows that they will spontaneously 
do whatever is necessary to win 
games, for instance, unless somebody 
inspires and instructs them by ex­
ample and precept, in the principles 
of unselfishness and fair play.

So what she did do, and do with a 
smile, was something like this:

“But, Frances, do you think that 
was quite fair? W hat if all of us had 
tried to  steal cards out of the packs 
before the game. Would you have had 
a fair chance?”

“But nobody thought of it except 
me.”

“That is just it. Perhaps some of us 
might have thought of it, but none of 
us would do it, I hope, because it is 
not fair. It isn’t playing the game. 
Nobody likes to play any game with 
a person who doesn’t play fair. You 
don’t yourself. And I am sure you 
knew that it wasn’t fair, because you 
didn’t tell anybody, even after the 
game, what you had done.

“You, see, dear, the whole fun of 
playing is to see what you can do 
with the cards that just happen to 
come to you in the deal from a pack 
that is shuffled so that nobody will 
know how the cards will come. Any­
body could win a game if she could 
secretly pick out all the good cards 
beforehand and leave the others to 
get the poor ones.

“Besides, it isn’t loving. When you 
do a thing like that, it hurts people 
that you wouldn’t want to hurt. Sis­
ter was playing, and Grandmother, 
and Mother, and you just fixed it so 
that none of us could win. Do you 
think that was exactly kind?”

“I didn’t think about that, mother,” 
the child said, ruefully.

“I know you didn’t, darling. But 
you have to learn all these things by 
making mistakes—once. A little girl 
isn’t expected to know things until 
she learns them by what we call ex­
perience. But when she does make 
the mistake, and finds out about it, 
then if she keeps on doing it, we have 
to do something about it. W hen it 
comes to cheating at games—any 
kind of games—we don’t let them 
play with us any more. No game is 
any fun when one of the players grabs 
or takes secretly—”

“Don’t say any mote, mother. I 
see it myself. I won’t do it again. 
It wasn’t a very nice thing to do, 
was it?” Prudence Bradish.

(Copyrighted, 1922.

SIDNEY ELEVATORS
Will reduce handling expense and speed 
np work—will make money for yon. Easily 
installed. Plans and instructions sent with 
each elevator. Write stating requirements, 

latform17giving kind machinq 
wanted, as well as hi 
a money saving price. 

Sidney Elevator Mnfg. Co. Sidney, Ohio

7 5 , 0 0 0 , 0 0 0  
P eop le  a re  
B eing  T o ld

Weekly and Monthly

to Ask 
Their Dealer 

for

”  E - S S L . °

Suspenders, Garters and 
Hose Supporters

Our national advertising is telling th is arm y of farm ers, railroad 
workers, business men, and suspender w earers generally, to “Ask 
the ir D ealer” for N u-W ay or Excello Products. (See our curren t 
advertisem ent shown above.)

And the sale of these products is steadily  increasing w ith 35,000 
m erchants throughout the country.

No rubber, lots of stretch , loads of com fort and a  guarantee of 
“A Full Y ear’s W ear in Every  P a ir” sells and re-sells N u-W ay 
and Excello Products.

Get These Display Stands
Floor and counter Suspender displays and counter G arter and 

Hose Supporter displays furnished FR E E  with dealers' original 
order. Increase your profits w ith the N u-W ay or Exeello line. 
W rite today for D ealer Proposition.

N U - W A Y S  sold direct— E X C E L L O S  sold th ru  jobbers.

You 11 Sm ile Too
when you know the Comfort 

«nd Easy Stretch

E x c e l l O
0  R U BBE RLESS 0
S u s p e n d e r S

Guaranteed OneYear- Price 75*
Always insist on NU-WAY 
or EXCELLO Guaran­
teed Suspenders, Garters 
and H ose Supporters.

A c k  Y n n r  f l o a l o r  M  h e  h asn ’t  them , send di- I* I v U I  U c d lc f  r e d ,  giving d ea le r 's  name.
Accept no substitutes—look (or name on buckles 

JMJfa^SjrecHSusp^^

Streck Suspender 6a Mfrs.
M ic h ig a n , 17.

Petoskey Portland Cement
A  L ig h t C o lo r C em en t

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

A SK  Y O U R D EA LER  FO R  IT.

P e to s k e y  P o r t la n d  C e m e n t C o .
General Office, Petoskey, Michigan
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I f D R Y  GOODS, f I »  
FANCYGOODS **«> NOTIONS) J

M ich igan  Retail D ry  Goods Assoc iation. 
P re s id e n t—J . W . K napp. L ansing .
F i r s t  V ic e -P re s id en t—Geo. T . Bullen. 

A lbion.
Second V ice -P re s id en t—H . G. W esener, 

S ag inaw .
S e c re ta ry -T re a s u re r—F red  C u tle r, Ionia.

The Dry.Goods Dealer’s Credit Policy
W ritte n  fo r th e  T rad esm an .

The dry goods dealer may have a 
very efficient organization and well- 
trained sales people, yet he will find 
the going not good but rough if 
credits and collections are loosely 
handled. Every business concern 
must have working capital, and the 
retail dry goods establishment is no 
exception to the rule. Nothing else 
can take the place of it. All and 
sundry of the merits and excellencies 
of the most ideal retail dry goods 
store cannot atone for failure here. 
To be hard-pressed, grasping for 
time, and harrassed by obligations one 
cannot meet, takes all the joy out of 
business. The speed which the dry 
goods dealer makes in the business 
depends . very largely upon the 
promptness with which he collects 
money due him.

The dry goods dealer who conducts 
a strictly cash business escapes all the 
worry and uncertainty incident to 
credits and collections, but it is to be 
presumed that the number of such is 
comparatively small. Most dry goods 
dealers carry more or less charge ac­
counts. They can not help it. And it 
is precisely at times like the present, 
when business is inclined to be rather 
slow, that the dry goods dealer must 
watch the credit situation. When cus­
tomers are not as numerous as the 
dealer could wish and merchandise is 
moving slowly, the dealer hates like 
anything to miss a single sales oppor­
tunity, and for that reason is more 
apt to take chances on sales to cus­
tomers whose credit is doubtful.

Of course the dry goods dealer 
wants to keep the stock moving. He 
understands perfectly that quick 
turnovers is a matter of prime im­
portance. Some folks whose credit 
rating is not of the best understand 
this attitude of the dry goods dealer 
and they are just shrewd enough to 
take advantage of it at times like this.

In big stores where there is a good 
credit man on the job there is a bet­
ter chance of the store’s protecting 
itself against the accumulation of bad 
accounts; but in the smaller stores— 
which largely outnumber the big es­
tablishments—where the proprietor is 
both credit man and salesman, the 
impulse to sell is not always regulated 
and controlled by the determination 
to sell judiciously only—i. e. only to 
people who may be counted on to 
pay with a reasonable degree of 
promptness.

It is mighty encouraging to see

the stocks moving and all that, but 
what is the use of swapping good mer­
chandise for bad accounts? That sort 
of thing does not get you anywhere.

Some time ago the writer was talk­
ing to an enterprising merchant in a 
Southern city—a man who does a big 
credit business—and asked him this 
question: “How do you protect
yourself from bad accounts?”

“By thinking quick and learning to 
say no,” he promptly answered.

That is a mighty good rule for the 
dry goods dealer to observe at this 
time. No doubt much trouble and 
many business failures would be 
avoided by dry goods concerns if 
they would keep it in mind and act 
like this:

There is a little childhood jingle 
which runs like this:

T h e  honey  bee R ets  honey 
W itli a  fu n n y  little  buzz;

B u t th e re 's  n o th in g  v e ry  fu n n y  
In  th e  o th e r  th in g  he does.

In addition to its surface meaning, 
these lines have a deeper significance. 
Just think of the customer getting 
credit by his fetching little spiel. 
Quite clever. But the other thing he 
sometimes does—leaving you with the 
bag to hold—isn’t one bit funny, is it?

It is this tardiness of consumers— 
the retail dry goods dealers’ custo­
mers—in absorbing the stocks of local 
dealers, and paying for them in cash 
rather than promises, that is slowing 
up the whole process of merchandis­
ing and making business conditions 
generally more or less unsatisfactory 
to everybody. For the dealer could 
easily enough pay his bills if the 
stocks were more liquid and collec­
tions better. Jobbing houses under­
stand the situation and seem to be 
manifesting a disposition to help 
their creditors in every possible way.

The writer believes tha t the spirit 
of the average firm from whom the 
dry goods dealer buys is fairly well 
described in a more general survey of 
the present business situation and out­
look, as made recently by Floyd W. 
Parsons, writing in the Saturday 
Evening Post, in a brief article en­
titled, “Everybody’s Business.” Mr. 
Parsons says:

“Every business man today should 
fix in mind that some of the com­
panies now producing the worst 
statements are the best risks. The 
more intelligent and honest an ex­
ecutive is, the more likely he is to 
mark down his whole inventory to 
present market prices. Firm s which 
have followed this plan faithfully 
should be helped by their creditors in 
every possible way. Many deserving 
concerns will pull through the pres­
ent trying times only if they are 
treated considerately by the people to 
whom they owe money.”

About the only thing to be done in­

sofar as the local dealer is concerned 
is to speed up the sale of dry goods 
stocks to highest notch consistent 
with judicious selling, and omit not 
to camp on the trail of customers 
whose accounts are due or past due.

That does not mean, of course, that 
he is to swing to the other extreme 
and suddenly develop a spasm of over­
caution. If you are doing a credit 
business, you have got to extend 
credit. You can not afford to  turn 
away honest and deserving people 
who apply for charge accounts simply 
because you have been stung in the 
recent past.

But the average dry goods dealer, 
the writer suspects, is not so apt 
to err at this point as he is in being 
too lenient with his dealings with 
tardy and delinquent customers who

H a rb o r  Sp rin g s, M ich igan  
W a n ts  a  M odern, U p -T o -D a te  

D R Y  G O O D S  and C L O T H IN G  S T O R E  
C om plete L in es  an d  Good A sso rtm en ts  
To C are  fo r Local a n d  R eso rt T rad e  

L ocation  A vailable
A d dre ss  Cham ber of Com m erce

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,
Comer Commerce Ave. and 

Island St.
Grand Rapids, Mich.

-EJLÏ
We recommend for

R IG H T  N O W
Number L306 Men’s Heavy special twill 

Blue Cottonade Pant with 
fine pin stripe 

@
$21.00

I t’s a real bargain and you will be pleased with it.
Try it on our “say so.”

Daniel T. P atton  & Company
Grand Rapids.Michigan -5 9 * 6 3 Market A ve. N.W. 

The Men's Furnishing Goode H ouse o f M ichigan

CÇ

Wanted Salesmen
Two experienced dry goods salesmen with following quali­

fications :
1. Complete knowledge of dry goods and notions.
2. Prefer man with experience in traveling and acquaintance 

with trade.
One position is for territory adjacent to Grand Rapids and 
requires that applicant know the Holland language. The 
other is for a territory in the Lower Peninsula.

If you can fill either of these requirements and have the usual 
qualifications of honesty, desire to work etc., let us hear from you.

GRAND RAPIDS DRY GOODS CO.
Wholesale Only

i SUSPENDERS
How is your stock? Now is the time 
to be well supplied. We can fill your 
wants in any styles at practically any 
price. Our assortment is complete.

Quality Merchandise — Right Prices— Prompt Service

PAUL STEKETEE & SONS
WHOLESALE DRY GOODS GRAND RAPIDS, MICH
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PRICES CURRENT ON STAPLE DRY GOODS.
List prices corrected before going to press, but not guaranteed 

against changes.
Bleached M uslin s.

A uto  ________________
F ru it of the L o o m _
B r a v o __ ____________
Cabot ______________
14 in. Indian Hd. S .7.
B ig In ju n  ___________
Lonsdole _______ ____
H o p e ________________
36 in. Indian H e a d _
33 in. Indian H ead _
54 in. Ind. H ead L.F.

16%
19%
16
16
26
13%
18
15
20
18
32a

Unbleached Muslins.
Plaza ______________ 09%
96A 36 i n . ____________12%
B lack  H a w k __________13%
G ian t _______________ 12%
40 in . E x p o s i t io n ___  14%
40 in . 96A __________ 12%

W ide Sheetings.
Pepperell
10-4 ____
9-4 ____
8-4 ____
7-4

Unblea.
__  53
__ 49
__  44
__ 40

Blea.
68
63
49
44

Blea.
96
6«
66
60

34%
32%
33%

Less 6 per cent. 
P eauot Unblea.
10-4 ________  60
9-4 ________  65
8 - 4 __________60
7 - 4 __________ 44

Less 5 per cent. 
Pillow Tubing.

12 in. S e n e c a ______  32%
15 in. S e n e c a ______
12 in. P e p p e re l l___
45 in. Pepperell ___
36 in. E dw ards -___  26%
42 in. Indian H e a d _ SO
42 in. C a b o t_______  31%
45 in. C a b o t________  33%
42 in. P e q u o t_____ 38
45 in. Pequot _____  40
40 in. Q u in eb au g__ 30
Denims, Drills and Ticks.
220 Blue D e n im ___ 18%
240 Blue D e n im ___ 17
260 Blue Denim ___  16
Steifels D r i l l _____ 17%
8 oz. C a n v a s ________ 17%
A rm our, ACA Tick,

8 o z . _____________ 28%
Cordis, ACA T i c k _26
W arren  Fancy T ick 35 
Thorndyke Fy. Sat. 37%
Amoskeag, A C A ----- 28%
Cam brics and Longclothi. 
Berkley, 60 Cambric 21% 
Berkley, 60 Nainsook 21% 
Berkley 100 N ains’k  30 
Old Glory, 60 Camb. 18% 
Old Glory, 60 Nain. 18% 
Diamond Hill, N ain. 16% 
Diamond Hill, Camb. 16%

77 L o n g c lo th ----- — 13%
81 L o n g c lo th ___ — 16
84 Longcloth —- —  17%

7001 L o n g c lo th ------- 16
7002 L o n g c lo th _____ 16}
7003 Longcloth ____ 19}
7004 Longcloth

Ginghams.
* p  _
Toile du N o r d _____  20
Red Rose — ---------  17%
D an River _________  17%
E v ere tt Classics —

24)

__ 17

16
Amoskeag Staples — 13
H aynes Staples -----  13
Lowe Cheviots, 32 in. 15
B ates 32 in. ---------  02%
Treffan 32 i n . -------- 27%
B. M. C. Seersucker 18%
K alburnie 32 in. 
Jacquelin, 32 i n . __

22%
40

Gilbrae, 32 i n . _____  45
32 in. T i s s u e ________ 42%
Manville Cham bray _ 16% 
Red Seal Zepheyr ___ 18%

Prints and Percales. 
Columbia, L i g h t s _15

Columbia, D a r k s __  16%
Columbia, L t. Shorts 14 
Columbia, Dk. Shorts 15%
Am. P rin ts . G r e y s_10
Am. P rin ts , Indigo_ 10%
M anchester 80x80 Lt. 18% 
M anchester 80x80 Dk. 19% 
Scout, 64x60, L ights 14 
Scout, 64x60, D ark s. 15%
Shirtings __________  09
Reds _______________ 11

Outings and Cantons.
Cashm ere T w i l l___  15
27 in. Unble. Canton 14
100 F la n n e le tte _____  12%
1931 Outing L ights _ 13% 
1921 L ight Outings _ 12%
Applefleece S h a k e r_14%
Scotchdown Shaker _ 16
Appledown S h a k e r_16
24 in. W hite Shaker 11% 
26 in. W hite Shaker 12%
Daisy C l o t h _____ _ 15
1931 D ark  Outings _  15
D raperies and Cretonnes.

Hamilton T w i l l____ 16
Dresden Fy. D rapery 18 
Tudor F 'cy  D rapery 20
Nu D r a p e _________ 86
W estm oreland Creto. 16 
Fancy Silkoline _____ 16%
Stra tfo rd  Cretonne_ 16
3544 D. B. S c r im ___  13%
8177 C urtain  N et __  35
8342 C urtain  N e t __  62%
4039 M a rq u is e tte___ 20
Dragon D r a p e r y ___ 30
36 in. A rt C retonne-- 25 
36 in. Elco T apestry - 30

Linings and Cambrics.
Tico D S a t in e _____  SO
No. 40 Blk. Satine -  16% 
No. 1 W hite Satine -  14%
No. 50 P e r c a l in e__ 16%
DD Black S a t i n e _25
Satin  Finished Satine 42% 
R aidant Bloomer Sat. 42% 
36 in. P rin ted  Satine 60 
W indsor Cambric —  09 
Parkw ood W ash Sat. 67%

M éritas Oil Cloth.
5- 4 W hite __ 3.25
6- 4 Mossaics _3.10
5- 4 Blue F igure _3.26
6- 4 W hite __ 4.25
4- 4 F a n c y ___ 4.10
5- 4 Sanitas _3.50
All oil cloth sold n e t cash, 
no discount.

Flags. Doz. 
16x24 in. Spearheads 1 32% 
18x30 in. Spearheads 1 90 
24x36 in. Spearheads 2 95 
l Each
3x5 ft. Reliance P rt. 70 
4x6 ft. Reliance P rt. 1 30 
5x8 ft. Reliance P r t . 1 90 
6x9 ft. Reliance P rt. 2 90 
8x12 ft. Reliance P r t . 4 25 
4x6 ft. Defiance Swd. 2 00 
5x8 ft. Defiance Swd. 2 76 
6x9 ft. Defiance Swd. 3 60 
8x12 ft. Defiance Swd. 6 20 
10x16 ft. Defiance Swd 8 00 
6x9 ft. S terling Wool 7 60 
8x12 ft. S terling Wool 11 50 

Gross
No. 7 Muslin F lags -  7 20 

Sheets and Pillow Cases.
63x90 Pequot Blea._ 16 85
63x99 Pequot Blea._ 17 35
72x90 Pequot Blea.— 17 36
72x99 Pequot Blea._ 19 60
81x90 Pequot Blea._ 18 85

Xj088 5 %
81x90 S ta n d a r d ____ 16 00
42x38% U tica C ases. 4 15
42x36 Pequot P l a i n _4 32
45x36 Pequot P lain  _4 56
42x36 Pequot S. S. — 5 32
46x36 Pequot S. S. _ 5 66

Less 5%

42x36 Meadowbrook -  2 76
42x36 L e n o x _— — 8 00
42x36 S ta n d a r d _____ 8 15

Wool Goods.
36 in. H am ilton, All 

Wool S torm  Serge 67% 
No. 76, 60 in. S torm

Serge ----------------- 87%
No. 4040, 60 in. Storm

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

Serge ----------------  1 50
K  S, 36 in. Storm

Serge ___________  3714
2215, 50 in. Storm

Serge ----------------  1 22%
56 in. SUvertone

Coating __________2 00
D R N Tricotine __ 1 65

C arpet W arp.
Peerless, W hite _____ 42
Peerless, Colors ____  48

Diaper Cloth.
18 i n . ____________  . 1 15
20 i n . _______________ 1 26

27 in ..............  ~ Z  1 «0
30 i n . ______  1 75

Blankets.
N ashua Cotton Felted.

64x74, G. W. T . _______1 60
60x76, G. W . T . _______I 66
64x76. G. W . T . _______1 60
68x80, G. W . T. _ 2 00
72x80, G. W . T. ___ Z  8 16
72x84. G. W. T. ]  so

Catlin Cotton Felted.
54x74, G. W. T. —  1 32 U
60x76, G. W. T . ___ 1 « 2
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.
Do1225-F Boston G arters 8 

Rubber Fly Sw attersPgje
Roberts Needles —  2 
Stork N e e d le s_____ 1

Steel Pins, S. C. MO «  
Steel P ins, M. C. 300 
B rass P ins. S. C. 300 
B rass P ins. M. C. 300 
__ D<
Coats T h r e a d _______
Clarks M ile-End Td.
J . J .  Clarks T hread . 
Gainsborough H airnetsD. Mesh — _______ 1
Gainsborough H airnets S. M e s h __________

5 -  M. C. Crochet Cot. 
B-4 C larks Crochet C. 
Silklne Crochet Cotton 
Sansilk Crochet Cot. 
D exters’ K nitting

Cotton, W h i t e _ 1
D exter’s  K nitting  

Cotton, Blk., col’d— 1 
Allies’ T arn , bundle- (
F leishers K nitted  POU1

W orsted , s k e i n s __ 2
Fleishers Spanish

W orsted , balls  _____2
Fleishers Germ antown

Z ephyr, b a l l s _____ 3
F le ish e rs  Saxony, ba . 3 
Fleishers K nitted

W orsted , balls  ____ 2
Fleishers Scotch 4k

H e a th e r , balls ____ 2
Do

Ironweave H andkfs._
R it Dye S o a p _______
W olverine  D m esh Cop 

M it. ________________

ought to be ashamed, but apparently 
aren’t. Keep after them. Collect 
bills due you as rapidly as you can. 
Tell them you would like to give them 
more time, but explain frankly what 
you ar.e up against; that your creditors 
are pressing you. And then be ab­
solutely frank with the people you 
owe. Lay down the cards face up. 
This is a time when the dry goods 
dealer ought to work both ends and 
the middle of the golden rule; and 
I firmly believe that those who do 
are going to come through with fly­
ing colors. Frank Fenwick.

Late Fraternity News From the Sag­
inaw Valley.

Saginaw, March 14—Due to many 
conditions, including after-the-war in­
ventories, your correspondent has 
failed of late to do his proper amount 
of corresponding.

The U. C. T .’s of Saginaw are put­
ting on a campaign for new members. 
Just a little pep behind this drive and 
we can increase our membership over 
last year.

The other day the writer saw a bill­
board which read, “W hen American 
business men look up, think up and 
buck up, we will have a return to 
prosperity.” Just read that over a 
couple of times, then take off that 
business-is-quiet, funeral air,” knock 
off a couple of sales you thought you 
couldn’t make, call on a few fellows 
you never could see before, get a U. 
C. T. application out of your pocket 
and sell that fellow sitting next to 
you on the train the best fraternal and 
accident protective policy he ever 
dreamed of owning.

Do you remember when the house 
gave you a special price on a com­
modity, how you could go out and 
sell it? Easy, wasn’t it? W ent like 
hot cakes. Did you ever stop to think 
you’ve got a special price all the time 
when you are selling U. C. T. insur­
ance and fraternalism?

And when you sell the applicant, 
sell him the policy right. If his vo­
cation is such that an injury received 
while doing certain kinds of danger 
ous work entitles him to partial in­
demnity only, tell him so.

A salesman (so-called) sold me 
some radiator 'hose recently which was 
supposed to be equal in every respect 
to the kind I was handling and at a 
better price. Well, it wasn’t just as 
good. He gets no more orders. Just 
so, when you sell a man U. C. T. pro­
tection, tell him just what to  expect 
when he has an injury.

At our last regular meeting we had 
the pleasure of hearing Secretary 
Haensel, of the Board of Commerce, 
and President Curry, of the United 
Club, discuss the local transportation 
problem. Mayor Mercer presided. 
After this part of the meeting, the 
brothers were the guests of the Ladies 
Auxiliary at a card party, which 
everybody enjoyed immensely.

An effort is being made to organize 
a You-See-Tee Club. Ask about it. 
It is w orth your while.

Remember, too, that a t our March 
meeting we hold our annual election. 
Bring along a candidate and cast your 
vote. Remember the date, March 18, 
at 6:30. Your interest in the selection 
of officers has a  great deal to do 
with the success of your Council, so be 
there. O. M. Leidlein.

Make the Most of To-day.
I ’ve s h u t  th e  door on y e s te rd a y — 

I ts  so rro w s a n d  m is tak es :
I ’ve locked w ith in  i ts  gloom y w alls 

P a s t  fa ilu res  a n d  h e a r ta ch e s .
A nd  now  I  th row  th e  key  aw ay  

To seek  a n o th e r  room .
A nd fu rn ish  I t  w ith  hope a n d  sm iles 

A n d  ev ery  sp rin g tim e  bloom .

N o th o u g h t sh a ll e n te r  th is  abode 
T h a t h a s  a  h in t  o f pain ,

A nd  E n v y , M alice a n d  D is tru s t  
Shall n e v e r e n tra n c e  g a in .

I ’ve s h u t  th e  door on  y e ste rd a y  
A nd  th ro w n  th e  k e y  aw ay — 

T o -m o rro w  ho lds no  fe a rs  fo r m e, 
S ince I  h av e  found  to -d ay .

V iv ian  Y eiser L a ram o re .

Ladles’ Underwear.
Vellastic Fleeced union auita,

H N -LS or D N - E S ___ Reg. sizes 14 60
Ex. sizes ___________________—  16 00

Fleeced vests and pants, Veats 
H N -LS, DN-HS, LN-NS, Reg. Sis. 8 26

Ex. S i z e s ______________  9 00
P an ts, AL open or closed Reg. SL 8 26

Ex. S i z e s ________________ - •  00
Union suits, l l  pound rib,

D N -ES o r LN -N S. Reg. Slsea _  10 00 
Ex. S i z e s _______________________ 11 00

Men’s  Underwear.
H anes B hirts and  d r a w e r s _________ 7 60
H anes union s u i t s _______________ 14 00
Black Label H igh Rock sh ir ts  and

d r a w e r s _______________   8 50
Red Label H igh Rock sh ir ts  and

d r a w e r s -------------------   9 00
Black Label H igh Rock union su its  16 00 
Red Label H igh Rock union su its  16 60 
14 pound combed union su it w ith

Cooper c o l la r e t te _______________ 16 00
H eavy all wool union s u i t _________ 85 09
18 pound p a r t  wool union su it  ___  18 00

Hosiery-— Misses and Ladles.
M isses 300 needle oombed hose, 

bxd. 1 dos. $2.25 on 7 rise  10 (all 66 
Boys’ 3 lbs. on 9, e x tra  clean yarn  

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

Ladies’ 220 needle combed yarn
hose, seam ed  b ack  ______________2 60

Ladles’ 220 needle m ere, hose w ith 
440 needle rib . top fashion seam
in b ack  __________________________5 25

L ad ies ’ fleeced hose, hem t o p _____ 2 26
Ladies’ fleeced hose, rib. t o p _____ 3 00
Ladies’ fleeced hose, rib . t o p _____ 3 25

Hosiery— Men's.
Men’s 176 Needle Cotton C ut Toe $1 00 
Men’s  200 needle full combed yarn

h o s e _______ ——  —_____— — 2 16
Men’s 220 needle full m ere, hose _2 60
Men’s 240 needle fiber silk  h o s e __ 4 60
Men’s pure silk h o s e ______________6 00
Nelson’s Rockford socks, bdls. __ _  1 20
Nelson’s Rockford socks, bdls. _—  1 SO
Nelson’s  Rockford socks, bdls. ——  1 60

In fants Hosiery.
Cashm ere, Silk Heel and  Toe,

60 p e r c en t. W o o l ______________4 12%
In fan ts’ Cotton Hose lx l  R i b _____ 1 00
In fan ts’ Mercerized lx l  R i b ________ 2 00
In fan ts’ F ibre and  W ool H o s e __ ___ 6 60

B o ys’, M isses and Lad les’ Hosiery. 
Misses lx l  Cotton Ribbed Hose

$1.26 on 7 R . & F . 6c 
Boys’ 2x1 Cotton Ribbed Hose

$2.26 on 8 R. 10c, F . 6«

Men’s  Sw eaters.
Heavy all wool rope o r Shaker kn it

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

to quality , each ________  8 00 to 4 60
Ladles’ Sw eaters.

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

Bathing Suits for Spring Delivery.
Men’s all pure worsted, plain ___  22 60
Men's all pure w orsted w ith cheat

stripes ______________ — 27 00 to 32 00
Ladles' all pure w orsted, plain —  26 00 
Ladies’ all pure w orsted striped  and 

color com binations —— —  27 00 up
Athletic Underwear For Spring.

B.V.D.’s, No.01, M en's union su its 12 62%
Seal Pax. No. 10, union su its  _ 10 60
Men’s 72x80 Nainsooks, m ay be

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

a t  --------------------------------------------- 12.60
Men’s No. 150 “H allm ark” 72x80

Nainsook ____________________ $ 9 76
Men’s 64x60 N a in so o k s_________  6 50
Men's 84 Square N a in s o o k s___  9 00
Men’s Fancy N a in so o k s________  8 76

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

S h irts ______________________ — 6 87%
D raw ers _____________________  7 25

B. V. D. A thletic Style No. U-101 12 62%
U-D Youth’s B. V. D . ___________ 8 60
Boys’ “H anes" No. 766, 72x80,

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

Union S u i t s __________________  6 25
Boys' 64x60 Union Suits _______  5 00
Boys’ 72x80 Union S u i t s ________  6 25

Men’s and Boys’ Cotton Underwear for 
Spring.

Men’s E gypt Balbriggan Shirts
and  D raw ers __________________ $ 4 50

Men’s E gypt Balbriggan Union
Suits __________________________ 7 50

Men’s Egypt Ribbed Union Suits 8 00 
Lawrence Balbriggan Sh irts and

D raw ers _______________ _——— 7 50
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 s o f t ___ 1 60
Neckwear 2 10, 3 75, 4 50, 6 00, 7 60 9 00
Flannel n igh t sh irts  — ________ -  10 60
D ress pants _____________ 22 50 to 48 00
Mufflers ________________  12 00 to 19 60
Dress sh irts  ____________  8 00 to 48 00
Laundered stiff cuff sh irts , 80 sq.

percale ________________ -____ __ 18 50
P resident and  Shirley suspenders — 4 60

Men’s W ork Furnishings.
M ackinaws ____________—_7 00 to 16 00
Duck coats ______________________  3 00
Sheep c o a t s ______________  7 00 to 12 50
No. 220 overalls or j a c k e t s ________ 12 00
No. 240 overalls or j a c k e t s ________ 10 00
No. 260 overalls or j a c k e t s ______  8 87%
Stiefel rope stripe, W abash stripe 

Club or Spade overall o r jacket,
2 seam , triple stitched __________13 50

Coverall khaki __________________  24 00
Cottonade pants _________  16 50 to 21 00
Black sa teen  work s h i r t s ___ ___  8 97%
N ugget blue cham bray work sh irts  8 00
Golden Rule w ork s h i r t s ___ _—  7 60
Piece dyed w ork s h i r t s _____________$ 60
B est Quality work sh irts — 9 00 to 13 50
Cherry Valley flannel s h i r t s _____  23 50
Buffalo flannel s h i r t s ______   39 00
Domet flannel sh irts  ____________-  8 75
Standard  flannel s h i r t s  — — -  22 00
H arding flannel sh irts  _________  19 87%
W ork suspenders _________   2 26
Shirley Police o r X  Back w ork Sue. 4 60

Boys’ Furnishings.
K nickerbockers ___________ 6 00 to 15 00
M ackinaws _________  ■ 4 26 to  8 60
Overalls, Brownies, etc. — 6 60 to 9 00
Youths' W abash stripe overall ___ 10 26
Coverall - ------------------------------  19 60
S tandard  flannel sh ir ts  -- --------------- 1$ 60
68x72 dress s h i r t s _________— ____ 8 60

Caps and Umbrellas.
Black sa teen  shop cap, dos. ___ _ 1 00
Dress caps, m en’s, doz. — 7 60 to 19 60 
Dress caps, boys’, doz. —  7 25 to  10 26 
Men’s & Ladies’ Um brellas 10 60 to  48 00

Ladles’ Furnishings.
Middy Blouses, red, green, o r navy

wool flannel, e a c h ___  ■ 4 00
. Serge middy blouses, each _______  8 60
Voile w aists, doz. _______  9 00 to 16 00
Georgette w aists, e a c h _____ —  4 00
Crepe De Chine w sLcs, e a c h ___ 8 26
Tricollette w aists, 'each   - 8 26
Bungalow percale aprons, dz. 7 60 to 9 60 
Bungalow Gingham aprons, doz. IS 60 
Gingham house dresses, ds. 24 00 to  42 00 
B est sa teen  petticoats, dos. 9 00 to  18 60
Pettibockers, d o z .___ — ________ 9 00
Bandeaux, d o s .___ ——  2 26 to  12 00
B rassiers, d o z . ___________ 3 25 to  13 50
Silk and  cot. Env. Chem, ds. 6 00 to  19 60 
O uting g o w n s _______— — 8 60 to  IS 50
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M ich igan  Pou ltry, Butter and E g g  A s s o ­
ciation.

P re s id e n t—J . W . L yons, Jack so n .
V ic e -P re s id en t—P a tr ic k  H u rley , D e- 

tro lt.
S e c re ta ry  an d  T re a s u re r—D r. A. B e n t­

ley, S ag inaw .
E x ecu tiv e  C om m ittee—F . A. Joh n so n , 

D e tro it; H . L . W illiam s, H ow ell; C. J .  
C handler, D e tro it.

The Grand Rapids Grocers and Meat 
Dealers Association.

The regular semi-monthly meeting 
of the Association was held in the 
parlor of the Association of Commerce 
Tuesday evening, March 7. 
Thirty-nine members were present.

The following applicants were 
elected for membership:

M. J. Dark & Sons, 3 Ionia avenue.
Peter D. Van Huizen, 1161 Kalama­

zoo avenue.
Consumers Market, 112 Michigan 

street.
D. Daning & Son, 674 Leonard 

street.
William Marnett, 7 Crescent street.
James S. Vanderveen, 61 Griggs 

avenue.
Draper Bros., 559 Michigan street.
Van Dussen Bros., 1007 Fulton 

street.
Nine more applications were read 

and carried over for thirty days in 
compliance with the by-laws.

Motion made and carried that ap­
plicants for the United Merchants Bu­
reau, auxiliary to the Association, 
should be accepted or rejected at the 
discretion of the Secretary, as it does 
not pertain to grocers and meat deal­
ers organization work.

Questionnaires were mailed to can­
didates for city commissioners on Feb. 
16 reading as follows:

1. Do you favor a city ordinance 
regulating Sunday closing of grocery 
stores and meat markets?

2. Do you favor a ruling of the 
City Commission which would en­
able citizens of Grand Rapids to pur­
chase farm products at reasonable 
market prices direct from farmers, 
governed by the law of supply and 
demand?

Our contention is that consumers 
unintentionally inspire the farmers to 
advance their prices by competing 
with dealers on the island city mar­
ket. It is our purpose to protect 
citizens of Grand Rapids against ex­
orbitant prices, so far as our ability 
will permit, and propose the island 
city market be conducted on a strictly 
wholesale basis and the city retail 
markets be continued as strictly re­
tail markets. The prices established 
by dealers according to the law of 
supply and demand naturally would 
govern the prices on city retail mar­
kets, thereby benefiting all the citi­
zens of Grand Rapids, as the grocers' 
selling prices are based according to 
prices paid, plus a nominal percentage 
for their services.

Replies were received by Secretary 
Hanson and all favorable, with one 
exception.

An expression was asked for by 
members present as to their attitude 
on the above questionnaires and there 
was not a dissenting voice.

President Gezon gave a verbal re­
port on the work of the State con­
vention and brought out several valu­
able points the speakers had touched 
on. He also explained our relation 
to the State organization and invited 
our members to enroll. A campaign 
for State membership is also to be 
carried on this year.

President Kosten, of the trade and 
labor council, responded in person to 
our resolution pertaining to factories 
selling food commodities to their em­
ployes at invoice cost, with no con­
sideration for the cost of distribution, 
and explained in a very masterly man­
ner the relation of labor to retailer. 
The explanation proved entirely dif­
ferent than those presented at other 
times and created a better understand­
ing on both sides. Mr. Kosten also 
touched very briefly on the new pro­
posed change to the city charter.

The reply from the Furniture Man­
ufacturers Association, signed by 
Francis D. Campau, was then read 
and those present were surprised to 
learn the attitude of the manufac­
turers. Secretary Hanson was in­
structed to reply to same.

An expression was asked for as to 
the attitude of the Association mem­
bers pertaining to the “Daylight Sav­
ing Plan” and, to the surprise of 
everyone, the result was unanimously 
favorable.

Motion made and carried that a 
banquet be arranged and a committee 
of three was appointed by the chair 
with power to act as follows: Her­
man Hanson, chairman; John Witters, 
P. D. Morhardt.

The meeting then adjourned.
Herman Hanson, Sec’y.

You M ain
Satisfied Customers

when you sell

“ S U N S H I N E "
F L O U R

Blended For Fam ily  Use
The Q uality  Is  Standard and the 

Price Reasonable

Genome Buckwheat Floor 
Graham and Corn Meal

J. F. Eesley Milling Co.
The Sunshine Mills

PLAINWELL. MICHIGAN

MAKES
THE s a w *

7 **^  FLOUR

IDEAL
BREAD

ASK YOUR GROCER FOR

MAKES
THE

IDEAL
SPREAD

J U S T  A R R IV E D  C A R L O A D  N E W  C R O P  J A P A N  T E A S .  
S A M P L E S  A N D  P R IC E S  M A IL E D  U P O N  R E Q U E S T .

K E N T ^ T O R A C E g O M P A N Y
GRAND KAPIDS- BATTLE CREEK 

T V / i o l e s a / e  D i s i r / f o u t o r «

You’ll be surprised when you see our stock of Store and Office 
furniture.
Five floors crowded full. Sold for cash or on easy payments. 
Come in and see us when in the city.

GRAND RA P ID S STORE FIXTURE CO.
7 Ionia Ave. N. W. Grand Rapids, Michigan
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Apples Should Be Common Article 
of Daily Food.

Grandville, March 7—Adam’s apple 
first saw the light in the Garden of 
Eden, and it has been doing business 
at the old stand ever since.

The King of fruits is but too little 
appreciated in this country of ours 
where the health of the great body 
depends more upon their diet than 
aught else. It is said that in certain 
regions of France the disease known 
as dyspepsia is almost unknown, be­
cause of the great wealth of apples 
which furnish the people with a cheap 
and wholesome food. Doctors fight 
shy of that neighborhood and the 
French children grow up healthy and 
rosy under the benign influence of 
health-giving apples.

I have just finished eating the last 
Spy in the locker. It was one of a 
number that came from the orchard 
of a farmer in Central Michigan, who 
not only loves the apple, but defends 
the rights of the birds to live and 
enjoy themselves.

A letter from this farmer tells me 
some strange things. For instance, 
read this: “If Adam had not been
driven out of Eden, he would event­
ually have cut down all the trees, 
shot and poisoned the birds and con­
taminated the water in the streams.

“Now, while the leaves are off the 
trees, one can see a lot of crow’s 
nests in my woods. In the summer 
they are all concealed by the leaves. 
You ought to see them  (the crows) 
just after sundown when they begin 
coming from every direction—hun­
dreds of them  to roost in my woods. 
At daylight they begin to fly away 
on their daily rounds. I am sure they 
benefit the forests by destroying in- 
setts.”

This farmer is a man of sense. He 
realizes that the best friends the tiller 
of the soil has in this world are the 
birds, from the smallest tomtit to the 
wise and wily crow.

This article will not dwell particu­
larly upon birds, but rather upon 
man’s best fruit the world over—the 
apple. Stripped of all persiflage there 
is no denying the fact that the apple 
is the fruit for all mankind. First, in 
Eden’s Garden, following down from 
the foundation of the world to the 
present time, the most glorious, most 
nourishing, health-giving and glad­
some fruit of all the years. Grapes 
are grand and glorious, purpling in 
the sun, filled with vim. vigor and 
healthful properties, yet for all, sec­
ondary to the lordly apple from wihich 
our first parents sought solace from 
the woes of a bickering married life 
—or as the story goes, at any rate.

Did that solace come? Undoubted­
ly, since by that one sin all the world 
came to know and appreciate the apple 
of Paradise.

I t seems shameful that the apple 
has been deteriorating in vigor and 
appetizing qualities during the last 
decade of our history. Why is this 
so? The answer is, of course, obvious. 
Neglect on the part of the farmer and 
the destruction of all bird kind. We 
not only spoil our apple crop, but we 
deprive our children of the fruit and 
food best adapated to  their growing 
condition.

A home cellar, well stocked with 
luscious Spys, Baldwins and Green­
ings, is a cellar stocked with good 
health for the family, from th^ tod­
dling child to the granther of eighty 
years. Such a cellar, with a well 
beaten runway for the daily tramp of 
little feet to and from its depths, 
speaks for the health and happiness of 
a happy household.

Few are the farmers who realize 
this, perhaps, and fewer the families 
of the workingmen who can afford, 
under present conditions, such a cellar. 
The yearly doctor bill of a consider­
able family would more than offset 
the price of a few barrels of apples, 
and there would be the added joy of 
living healthy lives unscared by the 
bogey man. Disease.

Back in the early days of old Mich­
igan there were more apples con­

sumed per capita than there are to­
day. The apples were alive with the 
juices of a mellowed fruit, uncontam­
inated by the poison sprays so num­
berless to-day. From  every bush and 
tree the songs of the wild birds filled 
the air, while what few deleterious in­
sects there were soon found their 
tofnb in the crops of nature’s great 
purifier, the wild birds of the woods 
and swamps.

As we are striving so lustily—so 
feverishly, in fact—to get back to 
normal conditions on business lines, it 
behooves the men who till the soil to 
hark back to the ways of the early 
orchardists who flocked to our small 
mill towns with their loads of de­
licious Spys, Baldwins, Seeknofur- 
thers and Rhode Island Greenings. 
Ah those were apples in those days, 
the product of the pioneer farmers of 
the great, new Michigan wilderness.

Orcharding, especially apple or­
charding, has fallen into decay. Go 
look at the faded, scaly-skinned non­
descripts flooding our markets to-day 
and say, if you can, that the art of 
raising apples has not suffered a re­
lapse, gone into innocuous desuetude 
for the time being at least. The mar­
ket affords some good apples, of 
course, and these few fetch marvelous 
prices; prices far above the reach of 
the man who labors, too far up, out of 
sight, in fact, to those poor, illy-nour­
ished kiddies who are actually starv­
ing for the goodies that lie within the 
red skins of these wonderful apples 
of commerce.

For the good of the Nation apples 
should be a common article of our 
daily food. Instead they have become 
of late even more of a luxury with us 
than many of the far distant tropical 
fruits, and as time passes the breach 
is widening between childish mouths 
and genuine Michigan apples. In ye 
olden time a boy who could not dis­
pose of at least a dozen large fat red 
apples in a day was considered a sissy 
too much of ninnyhammer for any 
use. Old Timer.
The Growing Importance of Cheese.

Cheese making is now one of the 
important and growing industries of 
America. The use of cheese is in­
creasing both in families that demand 
a bountiful table and those of frugal 
taste. W ith the result that home man­
agers are clamoring for more informa­
tion about cheese and are looking to 
the big food producing companies of 
the Nation for this knowledge. They 
want to know especially about the 
care of cheese in the home, the prin­
ciples of cheese cookery and new and 
savory cheese dishes.

Cheeses are of two general classes 
—those which are of mild flavor and 
those which are seasoned or ripened in 
such a way that they are highly 
flavored. The latter, like almost all 
highly flavored foods, are commonly 
used to season dishes made of in­
gredients without much distinctive 
flavor or else are used in small quan­
tities at a time to make a dish or meal 
more palatable.

The housewife may serve cheese in 
a great variety of ways. If she wants 
a dish of custard like consistency, she 
has only to combine cheese with milk, 
eggs and flour or other thickening 
material. If she prefers cheese fon­
due or cheese croquettes, for example, 
a large proportion of starchy food 
such as rice should be used.

W e are making a special offer on

Agricultural Hydrated Lime
in less than car lots.

A. B. KNOWLSON CO.
Grand Rapids Michigan

E v e ry  D ay  in  th e  Y ear—
our market is well supplied with fresh green 
vegetables and delicious ripe fruits.
No other foods are as healthful and economical 
as these bought fresh daily and prepared in the 
home.
We have been distributing fresh fruits and vege­
tables for a quarter of a century and are now 
handling more and better goods and rendering 
better service than ever.

T h e  V in k e m u ld e r  C o m p an y
Grand Rapids, Michigan

PIOWATY METHODS
INSURES

PLEASURE AND PROFIT
TO YOUR

FRUIT AND VEGETABLE DEPT.

&
M. PIOWATY & SONS, of Michigan

Help Your Customers to Save
You will lose nothing by showing your customers 
how to save. It will redound to your profit in the 
end. These are times when a friendly suggestion 
from the grocer is appreciated. The customer who 
adopts

Shredded W heat Biscuit
as his daily breakfast cereal will save money, save 
fuel and save health. Shredded Wheat is ready- 
cooked and ready-to-eat. Contains the natural 
nutritive elements of the whole wheat berry. Con­
sidering its nutritive value, it is the cheapest food 
in the world to-day.

MADE ONLY BY

The Shredded Wheat Company, Niagara Falls, N. Y.
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S T O V E S  and HARDW ARE

M ichigan  Retail Hardw are Asaoclatlon.
President—Norm an G. Popp, Saginaw.
V ice-President—Chas. J . S turm er, P o rt 

Huron. _,
Secretary—A rthur J. Scott, Marine 

City.
T reasurer—W illiam Moore, Detroit.

How One Sale Will Help To Make 
Another.

W ritten  for the Tradesm an.
In the implement department, as 

elsewhere, the hardware dealer’s 
satisfied customers are his best ad­
vertisement.

Good advertising always pays. It 
pays to put forth a little extra effort, 
a bit of after-effort, to make such that 
the customer to whom you have sold a 
binder or a reaper is thoroughly sat­
isfied. Invite him to bring his 
troubles to you, assures him that you 
stand behind the article you have 
just sold, and live up to these assur­
ances. The word of mouth advertis­
ing your goods will get will inevitably 
help you to make more sales.

The dealer can, however, do a great 
deal more than this to realize on the 
advertising value of his sales.

I recall one aggressive implement 
firm in a small town—a town of per­
haps 1,200 people surrounded by good 
farming country. This firm special­
ized for a long time on a manure 
spreader which was, at that time, a 
comparatively new implement. An 
aggressive canvass was carried on, 
spreaders were sold for delivery by 
a specified date, and then—then, the 
delivery was made a big event in the 
town’s annals.

The dates of these periodical deliv­
eries were advertised weeks ahead. 
The purchasers were invited to town; 
they lunched as the guests of the 
store; and then the long array of im­
plements paraded the main streets of 
the town, with banners flying. On 
one occasion 52 of these implements 
were included in a single parade.

Then there would be another can­
vass, and another spectacular delivery. 
The deliveries were photographed, and 
these photographs kept on exhibition 
in the salesroom. “Is this spreader a 
good thing?” the dealer would say. 
“Just look at the number we have 
sold! There is our first delivery— 
three. There is our latest—52. Here 
is the list of farmers who have bought 
from us, and there is the telephone. 
I will be glad to have you call any 
farmer on the list and ask him just 
what he thinks of this spreader as a 
labor-saving device and a money­
maker.”

That firm drew customers from 15 
to 20 miles around, reaching out suc­
cessfully for sales to within a couple 
of miles of the nearest large city. Evi­
dently, the policy of playing up the 
advertising value of past sales was a 
good one.

A hardware dealer who handled 
automobiles had a neat device as a 
clincher in his selling. He lured the 
prospect into his salesroom, and gave 
his little talk upon engines, carbu­
retors, economy of operation and so 
forth. “You see lots of these cars 
every day,” he would add. “We sell 
throughout the entire county. Here 
is our list of sales so far this year.” 
He reached out, pulled down a win­
dow blind attached to the wall and 
operating on rollers. On the white 
blind attached in black the list of pur­
chasers for the current year.

This device is a very handy one for 
showing a list of “satisfied custo­
mers” to an interested prospect, and 
can be adapted to almost any im­
portant line being featured by the 
dealer.

Comparatively few dealers make 
the fullest possible use of their show 
window facilities. Indeed, the aver­
age hardware dealer who also handles 
implements reserves his windows for 
his small hardware; while the imple­
ment dealer proper reasons: “If a 
man is interested we will get him into 
the show room and he can see the im­
plements there.” But the beginnings 
of interest, the germ which may ulti­
mately grow into a big sale, is often 
very small indeed. Particularly if 
you are introducing a new article, or 
pushing a well-known article extra 
hard, a window display will help to 
attract prospects.

A dealer who utilizes window dis­
play very largely for implements goes 
further than merely showing the a r­
ticle. If, for instance, he puts in a 
corn shredder, he accompanies the ar­
ticle with a show card worded some­
thing like this:

If You Save Time 
If You Save Labor 

You Save Dollars
Our corn-shredder helps you do it. 

These intelligent farmers have exam­
ined different models and find that 
this just suits them.

Below is run a list of recent pur­
chasers, with addresses.

Another card used with window 
displays is headed “Ask Them” and 
gives detailed reasons why a cream 
separator shown in the window is a 
good investment. To these reasons 
are added this clincher: “These 1921 
purchasers decided it was just what 
they wanted. They will tell you why 
they like it. Ask them.” Then fol­
lowed the list.

W here there are good window dis­
play facilities, such advertising can 
be employed very effectively. Even 
in the stove o r implement show room 
such cards can 'be used. As a rule, 
dealers use this form of advertising

Foster, Stevens & Co.
Wholesale Hardware

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

Grand Rapids, Mich.

W. M. Ackerman Electric Co.

Electrical Contractors
All Kinds of Electrical Work- 
Complete Line of Fixtures.

Will show evenings by appointment.

549 Pine Avenue, N. W., Grand Rapids, Michigan
Citzens 4294 Bell Main 288

Our travelers are out with the new things in robes, 
blankets, sheep lined coats and mackinaws. In the 
past our line of this merchandise has always been 
a strong and active one and for 1922 you will find 
many fine additions.
Kindly wait until our salesman calls on you and 
then look over the line. You will be glad you 
waited for this.

B ro w n  &  S eh le r C o.
Grand Rapids :: Michigan

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
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chiefly to help the sales of some ar­
ticle being specially pushed.

The same idea can be adapted to 
newspaper advertising.

Newspaper editors, particularly on 
small dailies and rural weeklies, will 
testify to the frequency with which 
country correspondents send in such 
news items as “Henry Smith has 
bought a new piano” or “John Jinks 
has invested in a clover-huller.” These 
things- are news to the countryside; 
although the unfeeling editor in most 
instances uses the blue pencil. The 
frequency of such unwanted contribu­
tions—unwanted, that is, so far as 
the newspaper is concerned—is strik­
ing evidence of public interest.

An implement dealer who realized 
the news value of such items took 
it upon himself to satisfy the long-felt 
want. He secured a column on the 
page devoted to country correspond­
ence, and in this column from week to 
week he ran news items regarding his 
sales. As for instance:

Purchases Separator
George Watson, 10th line, has just 

bought a new cream separator. After 
looking into the problem of the most 
profitable handling of his fine herd of 
dairy cattle, he decided that a sep­
arator would mean easier butter-m ak­
ing, provide warm skimmed milk for 
hog feed, and cut out the expense of 
hauling whole milk to town. He 
looked at several good makes and de­
cided that the ------ cream separator
was most attractive in point of easy 
operation, close skimming and profit­
making; so he bought one from H. P. 
Jones, Carisford.

Just simple, ordinary newspaper 
English; no attempt to pull off any­
thing sm art; but it pleases George 
Watson, and it interests a lot of 
other farmers in cream separators 
and particularly in the make of sep­
arator that George has thought su­
perior. Every week this dealer runs 
a column of these little items. He 
makes it a point to bring out in ea$h 
item some of the reasons why the im­
plement sold appealed so strongly to 
the individual purchaser.

These may, of course, be individual 
farmers who don’t want themselves 
paraded in this way. The dealer 
should make sure beforehand that 
the publicity is not unwelcome. Most 
implement purchasers, however, ap­
preciate it.

Every purchaser of an implement, 
stove, washing machine or similar ar­
ticle is, of course, a standing reference 
as to its merits. Such references are 
many times more convincing than 
most sales arguments. Tell a farmer 
that your potato digger is the best and 
you may still leave him cold; tell him 
why it is the best and you may fall 
far short of convincing him; but tell 
him that Dick Jones and Jack Smith 
liave bought from you, and he has a 
wholesome respect for the article, 
particularly if Jones and Smith are 
popular farmers and leaders in the 
community.

For this reason it pays to keep in 
touch with your actual customers, and 
to follow up your sales. Make it a 
point to ascertain that the customer 
is well suited; and if any troubles oc­
cur, see that they are set right. Then 
you will avoid the bad mistake of
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referring W atson, who wants to pur­
chase a separator, to Dick Jones, who 
through some mismanagement of his 
own can’t make the blamed thing 
work. As a rule, complaints and dif­
ficulties can be almost invariably 
traced back to misunderstanding of 
the machine on the purchaser’s part, 
and the dealer who is alert to straight­
en out these little misunderstandings 
the minute they arise is going to have 
a lot of good advertisements in the 
shape of satisfied customers.

These advertising methods work 
excellently with any line of imple­
ments; but they are particularly effec­
tive in the introduction of a new ar­
ticle. Farmers are as a rule conserva­
tive; they like to see any new idea 
tested out at someone else’s expense. 
In one good farming district where 
100 acres is a large farm, the tractor 
plow was unknown except by name. 
An enterprising implement firm, im­
pressed by the scarcity of labor a few 
years ago, decided that the time was 
opportune to introduce the tractor. 
Yet they realized that a tractor in the 
show room was not as convincing as 
one on the land; and it might be a 
long time before the cautious farmers 
could be persuaded to purchase even 
one.

Arrangements were made with a 
farmer to take one on easy terms and 
with the fullest kind of guarantee of 
“satisfaction or money refunded.” 
The fact was widely advertised that 
so-and-so had purchased a tractor 
and that it would be demonstrated on 
such and such a day. Farmers were 
invited from miles around; and sev­
eral likely prospects were brought to 
the scene from distant parts of the 
county at the firm’s expense. The 
clay soil after six weeks drought was 
almost as hard as cement and the 
farmer had despaired of plowing the 
field selected for demonstration with 
the ordinary equipment; but the trac­
tor outfit went through it “like a 
knife through butter” as one eye wit­
ness put it. Two more tractors were 
sold on the strength of that demon­
stration; while a host of doubting 
farmers were convinced on the spot 
of the tractor’s feasibility and had 
only to go through the slower process 
of figuring out where the money was 
to come from.

So, too, any new implement can be 
demonstrated more convincingly on 
an ordinary farm by an actual pur­
chaser than on a trial plot by a pro­
fessional demonstrator. The farmer 
is apt to suspiciously fancy that tlie 
demonstrator has some trick up his 
sleeve; but when a man he knows 
makes the new-fangled machine work, 
his suspicions vanish into the air.

“Customer advertising” of this kind 
is good advertising, and can be used 
by the hardware dealer in many ways.

Victor Lauriston.

9 0 0  Strawberry Plants $<1
mi V f  V  IBS Enrbtarin— IBB Senator Bull, mi
both postpaid anyw here a t  proper p lan t­
ing tim e. Send Now. W e have 50 o ther 
varieties of straw berries; also small 
fru its, shrubs, trees, evergreens, etc. F ree 
Catalog of everything to plant. Our R e ­
duced Prices will pay  you to answ er th is 
adv. W rite today to

T H E  A L L E G A N  N U R S E R Y ,
Box 12, A llegan, M ich.

You Can Increase
your to tal volume of sugar sales by 
recommending the different uses of the 
different kinds of sugar to your cus­
tomers. Prepare a window display, 
showing Domino Tablet Sugar for hot 
drinks—Domino Powdered Sugar for 
fruits, cereals, pies and cookies— 
Domino Confectioners Sugar for icings 
and fondants—Domino Old Fashioned 
Brown Sugar for cooking—and Domino 
Granulated for all general purposes. 
You will win appreciation and more 
business at the same time.

We are backing your efforts in our 
national advertising which began in 
February.

American Sugar Refining Company
“Sweeten it with Domino”

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

r

EASTER CANDY
(EASTER SUNDAY, APRIL 16)

’ You will need a good, big supply this year. Get your order in early for

Easter Novelties Candy Easter Eggs 
Fancy Package Chocolates

Including

Joyflfefs
PUTNAM FACTORY, Grand Rapids, Mich.

Watson-HigginsMlg.Co.
GRAND RAPIDS. MICH.

Merchant
Millers

Owned by M erduata

Predicts sold by 
■ enftaite

Brand Recommended 
. by Merchants

NewPerfectionFionr
Packed In SAXOLINPaper ■lined 

Cotton, Sanitary Sacks

REFRIGERATORS
for ALL PURPOSES

Send for Catalogue

No. 95 for Residences 
No. 53 for H otels, Clubs, 

H ospitals, Etc.
No. T% ■ sr Grocery Stores 
No. S i lor  M eat M arkets 
No. 75 for F lorist Shops

McCRAY R E FR IG ER A TO R  CO.
2244 Lake St., Kendallvllle, Ind.
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Gabby Gleanings From Grand Rapids.
Grand Rapids, March 14—It was a 

good day’s work on the part of John 
Baird when he appointed Albert J. 
Stoll, Jr., of Detroit, Secretary of 
the State Conservation Commission. 
Mr. Stoll is an authority on wild life, 
knows Michigan like a book, is a real 
sportsman and conservationist A 
great many—in fact, a majority of 
traveling salesmen—are ardent fisher­
men and not a few are hunters of 
game. They are law-abiding and law- 
respecting, on intimate and friendly 
terms with game wardens and have 
probably assisted the latter more in 
the prosecution of violators than any 
other class of citizens. This calls to 
mind a specific instance that happened 
last May on the Pere Marquette. Two 
men were in the same seat in the rear 
of the smoker. One was a Grand 
Rapids salesman, the other an iron 
worker from Chicago. The latter was 
on a two weeks’ vacation, early 
though the season was. lie  was part 
owner of a club house on some lake 
near Baldwin and was in high spir.ts 
in anticipation of his fishing trip. In 
his enthusiasm he unfolded several 
schemes for securing fish which were 
not according to the rules of the 
game as laid down by Hoyle or the 
Game W arden’s department. Having 
had his fill of this talk, the salesman 
cut loose with a warning that such 
methods were in direct violation of the 
laws of ths State and since the season 
was not yet open for several kinds of 
game previously mentioned the new­
comer should act with discretion, se­
cure his license and take only those 
fishes which were legal game at that 
season of the year. Rather scornfully, 
the Chicago man replied that he, being 
a taxpayer, would not require a fish­
ing license and as for the wardens 
he could fix them easy enough; that 
he was “wise” to the game and would 
fish when and where he pleased and 
at any time, so long as he did so in 
front or near the club house in which 
he was part owner; that the game 
wardens and the Department in gen­
eral could not molest him and he 
would “fix” anyone who would a t­
tempt to interfere. “Now, stranger,” 
said the traveler, “you Chicago folks 
have certain laws which you insist 
outsiders must observe. We in Mich­
igan have laws which you must obey 
while you remain with us. I would 
advise you to procure a license and 
abide by the rules of the game to 
avoid embarrassment and inconven­
ience. You will find one or two game 
wardens at your shack to-morrow 
morning to inspect your license and 
to see that you play fair. I will see 
to it that they call early.” “Who the 
dickens are you, anyway,” asked the 
Chicago iron worker. “Oh, I am just 
a prune-peddler and a resident of 
Michigan, but I am giving you fair 
warning because you’ve got the 
wrong impression of things over 
here.” Arriving at Baldwin an hour 
later the salesman gave all the facts 
to one of the wardens who chanced 
to be at the station and a careful 
watch was kept on the stranger dur­
ing his stay of two weeks. He re­
turned to his home in Chicago with 
respect for the game wardens and a 
higher regard for Michigan folks in 
general.

And now the Thumb is fighting the 
loss of several passenger trains. De­

creased revenues, legislation, high 
rates and lack of business seems to 
have combined to cut down the ser­
vice. Certain it is that neither rail­
roads nor business houses can oper­
ate for considerable time when the 
“outgo” is more than the “take in” 
and that is the way Thumb passenger 
trains have been operated for some 
time.

Flanigan Brothers, of Marquette, 
who operate a line of motor buses 
between that city and Negaunee, an­
nounce the opening of a new service 
between Marquette and Munising. To 
the outsider, the fellow who has trav­
eled elsewhere, the method of hand­
ling fares on the Flanigan lines is 
somewhat interesting. Especially 
would this be true should a receipt 
be lost or destroyed. The system is 
sort of a “pay as you enter” and 
“give up your ticket before you get 
out.” In other words, you buy a 
ticket when you begin the trip, keep 
it until the end of the journey and 
give it up when leaving the bus. And 
you are not going to get out any 
other way than by giving up a ticket. 
It reminds one of the method of 
handling traffic over the electric lines 
between Houghton and Hancock. 
There is a long stretch of road, single 
track and no switches, that winds and 
twists and climbs over a couple of 
viaducts in its irregular course. To 
prevent misunderstandings in orders 
and to avoid trouble over the right 
of way a simple system is used that 
is unique and effective. Since its 
adoption there has been no trouble. 
No car can pass over this stretch of 
road without the “right-of-way” which 
is a real honest-to-goodness, hold-it- 
in-hand kind, conssting of a piece of 
wood with a handle on either end. 
The motorman approaching the car 
which has just passed over must re­
ceive this wooden right-of-way and 
deliver it to the next man he meets 
at the other end of the line. There 
is only one “right-of-way” in use, to 
be sure; never was but the one. It 
is now old and somewhat soiled with 
years of handling—well seasoned 
hickory—and quite smooth and shiny 
from years of handling. But it does 
the business.

Lansing capital is interested in a 
new hotel to cost a half million dol­
lars. The site has not as yet been 
decided upon.

Local business men of Holland are 
contemplating the erection of a new 
modern hotel. Some time ago out­
side capital was anticipated, but for 
some reason the proposition fell 
through and now the business men 
have taken it up.

And now Grand Rapids is to have 
an ordinance compelling sanitary 
washing of dishes and other food re­
ceptacles. No more will the waiter 
“slawsh” out the other fellow’s glass, 
fill it to the brim with sparkling 
spring water and pass it on to the 
next customer. No more are we to find 
portions of eggs yolks hidden between 
the tines of table forks, nor remnants 
of pork and beans on the edges of 
our dinner plates—reminders of those 
who have dined before.

Not the least of the .many remun­
erations for the writer of Gabby 
Gleanings is the many letters received 
from friends and readers of the 
Tradesman. Most of these are purely 
personal, yet containing so many

“ A MOTOR C A R
i s  o n l y  as  g o o d  
a s  t h e  h o u s e

THAT SELLS IT.”

We consider our Service 
organization second to none in 

Michigan.

Consider this when you buy your 
NEXT CAR.

W E  SELL

Pierce-Arrow
Franklin

Oldsmobile

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

H O TEL W H ITC O M B
St. Joseph, Mich.

European P lan
H eadquarters tor Commercial Men 

m aking the Twin Cities ot
ST . J O S E P H  A N D  B E N T O N  H A R B O R
Remodeled, refurnished and redecor­

ra ted  throughout.
Cafe and C afeteria in connection 

where the best of food is ob­
tained a t  m oderate prices.

Rooms w ith runn ing  w ater $1.60, w ith 
private toilet $1.76 and $2.00, w ith 

private ba th  $2.60 and $2.00.
J. T. T O W N S E N D ,  Manager.

HOTEL RICKMAN
K A L A M A Z O O

One block from M ichigan Central 
S tation. H eadquarters U. C. T. 

Barnes &  Pfeiffer, Props.

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

C U S H M A N  H O T E L
P E T O S K E Y ,  M IC H IG A N

The best Is none too good for a tired 
Com m ercial Traveler.
T ry  the C U S H M A N  on your next trip  
and you w ill feel righ t at home.

W e s te rn  H o te l
BIG RAPIDS, MICH.

Hot and cold running water in 
all rooms. Several rooms with 
bath. All rooms well heated and 
well ventilated.

A good place to stop.
American plan. Rates reason­

able.
WILL F. JENKINS, Manager.

PARK-AMERICAN
HOTEL

Near G. R. &  I. Depot

Kalamazoo
European Plan $1.50 and Up

ERNEST McLEAN, Manager

C O D Y  H O T E L
G R A N D  R A P ID S

D a  'T ire  ( $1.50 up without bath 
R A 1  j $2.50 up with bath

C A F E T E R IA  IN  C O N N E C T IO N

Chocolates
Package Goods of 

Paramount Quality 
and

Artistic Design

Beach’s Restaurant
Four doors from Tradesman office

Q U A L I T Y  T H E  B E S T

O C C ID E N T A L  H O T E L
F IR E  PRO O F  

C E N T R A L L Y  L O C A T E D  
Rates $1.0* and up 

E D W A R D  R. SW E T T , Mgr. 
Muskegon Michigan

HANNAFORDS 
NEW CAFETERIA

9-11 Commerce Ave., or 
45 Monroe Ave.

For The Past 10 Years 
Prop, of Cody Hotel Cafeteria
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good things it is really hard to re­
sist the temptation to print them “as 
is.” One from our good friend R. V. 
Pilkinton, who is spending the week 
in Detroit on business, is especially 
good, but his impressions of the place 
"where life is worth living” are not in 
accord with the slogan of that town. 
He speaks of the many cafeterias and 
"smear”-self restaurants where De­
troiters are wont to eat and run, be­
lieving that he who eats and rushes 
away may earn enough to eat some 
other day.. Councillor Millar, who is 
traveling South, writes the Gabby 
Scribe and so does Brother Smith 
and many others. I t is refreshing, 
indeed, to receive good words from 
them all and this is the acknowledge­
ment.

Grand Rapids, March 14—The You- 
See-Tea Club at their noon lunch 
meeting Saturday, March 11, enter­
tained as their guest, Hugh J. Gray, 
Secretary-M anager of the W estern 
Development Bureau and Michigan 
Tourists’ and Resort Association. Mr. 
Gray gave a very interesting talk on 
the work of these associations in the 
past and the ultimate results they 
expect to attain for increased resort 
business for Michigan. The U. C. T. 
members who are not attending these 
Saturday lunch meetings do not real­
ize what they are missing. Make a 
note for next Saturday. The lunch 
does not start until 12:30 and from 
the report sent in by the committee 
there will be a real treat for all a t­
tending. Guy W. Rouse, President 
of the W orden Grocer Company, will 
be the speaker and Miss Georgia 
Freberg will entertain with several 
vocal selections, accompanied by Miss 
Merton Lovelace. Be at the roll call 
fellows and get your name on the 
membership of one of the best “get 
together” propositions ever started 
by the traveling men.

Mr. and Mrs. John D. Martin expect 
to leave Sunday for a three or four 
weeks trip through Eastern and 
Southern Michigan.

The high cost of traveling, includ­
ing transportation, hotel and other 
expenses, has forced many business 
houses to reduce their road selling 
staffs, according to a survey just com­
pleted by the National Council of 
Traveling Salesmen’s Association, as 
announced yesterday. The National 
Council is the recognized spokesman 
of 500,000 traveling salesmen in this 
country. The survey disclosed that 
164 houses have reduced their travel­
ing sales staffs from 2,392 in 1917 to 
1,621 at present. The average trip 
of the salesmen connected with the 
houses included in the Council’s sur­
vey has been cut slightly more than 
five weeks per year. In illustrating 
the increase in the cost of traveling 
since 1917 the report cited the fare 
from New York to Chicago, which 
was $23 in 1917, compared with $38.20 
to-day. This includes Pullman ser­
vice. I t cost 2.25 cents per mile to 
travel in 1917, compared with 3.6 to­
day, while the Pullman accommoda­
tions, which cost $2 in 1917, cost 
$4.05 at present, the report points out. 
H erbert L. Schamberg, managing di­
rector of the National Council, in his 
preface to the report says: “The fact 
that the high cost of traveling is 
compelling many mercantile houses 
to reduce their sales forces is spur­
ring the National Council on to re­
newed efforts in its fight, not only 
for* mileage books but for reduced 
rates. The mileage books under con­
templation by Congress would cut the 
cost from 3.6 cents per mile to 2.4. 
This would, we have conclusively as­
certained, cause many firms to in­
crease their road sales forces. It 
would mean a greater turn-over for 
the railroads and would also mean 
greater revenues for them from the 
freight division, since more merchan­
dise would undoubtedly be sold and 
shipped.”

Know yourself and you will be bet­
ter able to understand others.

A salesman’s backbone should be

sufficiently long to keep him from 
sitting down when he ought to be on 
his feet going to it, and strong enough 
to keep him on his feet until he gets 
there.

The Occidental H otel (Muskegon) 
has introduced a feature which will 
surely prove to be very popular with 
the patrons of that hostelry—a beef­
steak dinner for $1 between 6 and 
8 p. m. daily. The menu includes a 
small portion of soup, a delicious 
sirloin steak, large portions of French 
fried potatoes and head lettuce salad, 
bread and butter and tea or cbffee. 
The food is good and well cooked 
and the service prompt and satisfac­
tory. Nothing the Occidental could 
do will do more to counteract the 
effect of the rather overpriced reg­
ular bill of fare than this innovation.

The traveling salesman is like a 
daily newspaper; he must be a little 
ahead of his custmers, but not too 
much, or else he will antagonize them. 
Examples illustrate points. If you 
are selling a machine for use in fac­
tories, you must be able to talk in­
telligently with factory superintend­
ents and boards of directors if neces­
sary. You must know enough of the 
English language—and this is no joke 
—to explain intelligently and1, con­
cisely the good points of your prod­
uct, both to the technical man and 
the non-technical man. On the other 
hand, you must be able to put on 
overalls and get your hands filthy 
without flinching. You ought to 
know a ball peen hammer from a 
chuck. Ability to chew without 
harmful effects has often come in 
handy while selling a machine to the 
mechanic, who in turn will sell it to 
the boss.

Compensation is the first law of 
nature. For every action there is 
an equal and opposite reaction; we 
have darkness and light, heat and 
cold; even the ocean ebbs and flows 
—you’ll get what is coming to you.

All salesmen know that they re­
ceive what they earn. The salary 
basis and the commission basis are 
identical after the first pay-day. Not 
even the salaried salesman can stick 
if he is a non-producer.

We cannot have everything: a life 
of ease and shirking will not pro­
duce accomplishment. The cold clim­
ate invigorates; the hot climate breeds 
crocodiles, tigers, and fevers. Every 
excess causes a defect; every sweet 
has its sour, every evil its good. Even 
our pleasures are penalized by over- 
indulgence.

All things possess worth, all things 
are mortal. Even immorality carries 
a moral. The most cold-blooded 
business has a code of ethics as rigid 
and uncompromising as the facets of 
a diamond. Our soul is our conscience 
interpreting the laws of Nature and 
God. Within us, it is a sentiment; 
outside of us, it is a law. We feel its 
inspirations; out there in history, we 
can see its strength. It is almighty, 
and all Nature feels its grasp. Pa­
tience proves that every secret is told, 
every crime is punished, every virtue 
rewarded; every wrong is redressed 
silently and certainly. Every act re­
wards itself in two ways, just as 
every effort the salesman makes is re­
warded either by an immediate sale 
or by a future ease in making sales. 
Honest effort and reward both grow 
out of the same stem.

Once upon a time there was a mil- 
lianaire. He was one of the very 
few millionaires who were happy. He 
was really successful, and he enjoyed 
life to the utmost because he always 
made it an inviolable rule to pay his 
debts. He carried that creed further 
than most of us, however. Not only 
did he pay all of his financial obliga­
tions, but he made it a point to face 
every claimant and pay every just de­
mand upon his time, his talents, and 
his heart. Go you, and do likewise.

Selling experience is worth thou­
sands of dollars to any man. I t in­
sures a constant contact with all 
kinds and conditions of people, and 
that is an education in itself; more­

over it develops an aggressiveness, a 
self-reliance, a species of two-fisted 
manhood, which is otherwise abso­
lutely unattainable. Get selling ex­
perience.

One of the pleasures as well as the 
necessities of doing business is get­
ting the money for the goods. Some­
times the credit man is at his wit’s 
end to collect small sums past due 
from perfectly responsible individuals. 
One of these instances is worth not­
ing perhaps. During the year 1920 
an up-state man ordered several times 
from his dealer and in settlement neg­
lected one item amounting to $1.19. 
This balance dragged on throughout 
1921, although the dealer wrote re­
peatedly and sent many statements, 
yet the storekeeper paid no attention. 
In disgust the account was charged 
off on the first of last January. Later 
the storekeeper, probably coming 
across the item by accident remitted 
the amount by check without com­
ment. A new credit tnan came on 
the job about that time art’d when 
the up-state storekeeper mailed in his 
next order the new credit man wrote 
him the amount of the bill and asked 
for cash with the order. Promptly 
came this from the enraged store­
keeper: “You go to hell.” Not to be 
outdone the credit man acknowledged 
this order, which he declined to ac­
cept without cash in advance, as he 
desired to purchase a round trip tick­
et and from past experience he didn’t 
want to remain in the aforementioned 
place until the customer should re­
mit, as he was taking chances of get­
ting singed. The money was fo rth ­
coming and the storekeeper is again 
buying on open account, promising 
not to repeat his carelessness of the 
year before. John B. Olney.
Recent Happenings at Head of Pine 

Lake.
Boyne City, March 14—The biggest 

event of the past two months was the 
annual banquet of the Boyne City 
Rod and Gun Club, held at the W ol­
verine Hotel last Thursday evening. 
Three hundred men assembled from 
Boyne City and its suburbs, Petos- 
key, Charlevoix, East Jordan, Boyne 
Falls, Gaylord and Atlanta. The 
main dining room, writing room and 
lobby were filled. An abundant din­
ner was served by a bunch of local 
young men, after which a feast of 
harmony (?) limbered up the minds 
of the assembled multitude, ready for 
an appreciation of the feast of reason 
which followed.

F. O. Barden acted the role of 
toastm aster in his usually happy vein. 
Although the vein seemed more or 
less constricted at times, the young 
man did very well, considering his 
well known diffidence. Charles Peter­
son, State W arden, gave a very in­
teresting talk on the relation of for­
est preservation to fish and game. 
F. J. Shipp, of Gaylord, talked about 
ducks, dressed and undressed—large­
ly those he didn’t get. A. F. Fitch, 
of Charlevoix, gave his views on the 
one buck law in an impassioned 
speech, full of facts in regard to the 
destruction of game coverage—and 
according to the following speaker, 
some fancies. W. J. Pierson, “Our 
Bill” of Boyne Falls, followed with 
a talk on the early development of 
the forest fire control, coupled with 
some pointed remarks about open­
ing Charlevoix game control, at the 
behest of no one in Charlevoix coun­
ty, and the consequent destruction of 
the few remaining deer in the county. 
He was preceded by Herman Lun- 
deen, of Bay City, who outlined the 
inception of the forest conservation 
at a time when it seemed that the 
forests of Michigan would never be 
exhausted.

These talks were followed by a 
moving picture demonstration of the 
State Conservation Commission. 
Three pictures were shown of par­
tridge hunting, the gathering, propa­
gating and delivery to the streams 
of Michigan, of rainbow trout. Very 
interesting pictures of the Manistee

River and the Paris fish hatchery were 
shown and a lecture in connection 
with this was given by James Mc- 
Gillivary.

A very instructive and enjoyable 
evening was the result of the work 
done by the local Rod and Gun Club, 
assisted by the officers of the Noon- 
Day Club. The only fly in the oint­
ment was that the unexpectedly large 
crowd made the table service too 
slow for some of the local guests. 
We had a good time anyway.

The local employes of the Michi­
gan Iron & Chemical Co. were all 
discharged last week. No intimation 
of resumption of operation is given, 
so we feel that Boyne City is to be 
deprived of this large source of in­
come for the coming season. The 
Boyne City Wood Products Co. has 
completed installing steam power and 
resumes operations this week with a 
good stock of timber in the yard. 
The Michigan Tanning & Extract Co. 
has been running three-fourths time 
for the past month.

The winter is broken and the 
streets are pretty well cleared of 
snow, although there is a big body 
back in the hills yet. It looks now 
as though we would have bare ground 
within a few days. As the ground 
is not frozen, work on the State and 
county roads can be resumed early. 
The State trunk lines through the 
county are to be put in condition this 
season. W ork in the city is to be 
confined to repair and maintenance 
only, with a view of lessening run­
ning expenses for the year. Maxy.

Five Indictments Against Harrison 
Parker.

Chicago, March 14—Five indict­
ments naming Harrison Parker, 
trustee of the Co-Operative Society of 
America and Louis I. Block, president 
of the Amboy Products Co., a sub­
sidiary corpora ion, have been return­
ed by a Federal grand jury before 
Judge George Carpenter.

The indictments charge perjury in­
dictments against Parker and are 
based on a $450,000 loan made to the 
Co-Operative Society of America by 
Charles C. Higgins a relative of 
Parker, with money Parker is alleged 
to have obtained by the sale of Liber­
ty bonds belonging to the society 
and advanced to Higgins to be loaned 
back to the society.

Under oath Parker admitted that 
former statements he had made re­
garding the loan during litigation be­
fore Judge Evans were untrue. Fed­
eral officials said. Judge Evans or­
dered a grand jury investigation of 
Parker’s actions.

CANE AND MAPLE SYRUPS.
Old Manse.

75 lbs., 6 , 10 lb. cans, p e r c a s e ___ 9 40
76 lbs., 12, 5 lb. cans, p e r c a s e ___ 10 40
77 lbs., 24, 2% lb. cans, p e r c a s e _11 40
41‘ lbs., 24, li/4 lb. cans, pe r c a s e _7.00
60 lbs., 5 gallon  ja c k e t c ans , each_7 15
48 lbs., 36, 8 oz. b o ttle s , p e r case  — 5 25 
58 lbs., 24, p in t bo ttle s , p e r case  — 6 75 
68 lbs., 24, 18 oz. bo ttle s , p e r case— 7 25 
53 lbs., 12, q u a r t  b o ttle s , p e r c a s e . .  5 75

S ilve r  Kettle.
75 lbs., 6 , 10 lb. cans, p e r c a s e ----- 7 40
76 lbs., 12, 5 lb. c ans , p e r case  —  8 15
77 lbs., 24, 2% lb. cans, p e r case  __ 9 15 
82 lbs., 48, 1% lb. cans, p e r case  —11 00 
60 lbs., 5 gallon  ja c k e t  cans, e ac h — 5 90 
48 lbs., 36, 8 oz. b o ttle s , p e r  case— 4 40 
58 lbs., 24, p in t bo ttle s , p e r case  — 5 50
68 lbs ., 24, 18 oz., p e r  c a s e ------------- 5 75
53 lbs., 12, q u a r t  bo ttle s , p e r  case— 4 75

K o -K a -M a .
75 lbs., 6 , 10 lb. cans, p e r c a s e ----- 5 15
76 lbs., 12, 5 lb. cans, p e r c a s e ----- 5 65
77 lbs., 24, 2% lb. cans, p e r case  — 6 40 
60 lbs., 5 gallon  ja c k e t c ans , each  „  3 90 
58 lbs., 24, p in t bo ttle s , p e r case  — 4 25 
68  lbs., 24, 18 oz. bo ttle s , p e r  case— 4 50

Strawberry Book Free
All about the Fall bearing high- 
grade Stock. 75 Standard varieties 
to choose from.

SEND FO R  ONE.
E. W. POTTER 

Box 148, Leslie, Mich.
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M ich igan  Board  of Pharm acy. 
P re s id e n t—J a m e s  13. W ay , Jack so n . 
Sec’y  an d  T rea s .—C h arle s  S. Koon. 

M uskegon.
D irec to r of D rugs  an d  D rug  S to res— 

H . II . H offm an, S an d u sk y ; O sca r W. 
G orenflo, D e tro it;  Jaco b  C. D ykem a, 
G rand  Itap id s; J . A. S k inner, C edar 
S prings. ,

M arch K xam i n a tion  Session—G rand  
R ap ids. M arch  21, 22 a n d  23. _  .

Success and Failure Signals.
The successful druggist carries a 

low, well-assorted stock which en­
ables him to purchase at any time.

The unsuccessful druggist is always 
over-stocked and plentifully supplied 
with “lemons” which prevents him 
from buying desirable merchandise

The successful druggist spends a 
certain portion of every dollar for ad­
vertising, knowing that such sums ex­
pended will return many fold.

The unsuccessful druggist “doesn’t 
believe in advertising,” or “can’t af­
ford it,” not realizing that advertising 
is an investment and not an expense.

The successful druggist makes his 
helpers feel they work with and not 
for him, thus securing one hundred 
per cent, efficiency.

The unsuccessful druggist likes to 
order his people about and act the part 
of “boss” little realizing how much 
he retards the growth of the business.

The successful druggist makes it his 
business to examine, even if he does 
not buy, all the lines offered for his 
inspection, thus becoming better 
posted each day.

The unsuccessful druggist “hasn’t 
time” to look at salesmen’s lines or 
“he’s too busy to-day.” He also, as 
a rule, buys the same goods from the 
same houses at the same price.

The successful druggist looks upon 
every visitor, whether they buy or 
not, as a guest, and treats them as a 
host should.

The unsuccessful druggist makes 
customers think he just about toler­
ates them. He also makes it clear 
that he has no time to waste upon 
“lookers” little realizing that every 
“looker” is a buyer sooner or later.

The successful druggist is affable, 
courteous and a decided help to each 
customer thereby increasing their re­
spect for him and his establishment.

The unsuccessful druggist is a man 
of moods: with some he is courteous 
others partly so and with many posi­
tively discourteous, and all which 
compels people to shun his establish­
ment.

The successful druggist takes care 
to make no promises he cannot fulfill, 
does not exaggerate, and is quiet and 
forceful in his demonstrations.

The unsuccessful druggist depends 
upon bombast bluff, and bluster mixed 
with a goodly amount of misrepre­
sented facts to get him by.

The successful druggist deposits 
change in the hands of his customer, 
always thanking him for his patron­
age, and courtesously requesting him 
to call again.

The unsuccessful druggist dumps 
change and parcel on the counter, al­
lows the customer to depart unthank­
ed and grunts seemingly with satis­
faction when the sale is consummated.

That is the difference between the 
successful and the unsuccessful drug­
gist. In which class are you?

B. J. Munchweiler.

Eleven Million Automobiles.
Little more than the evidence of 

one’s own eyes is needed to convince 
one of the amazing growth of the 
use of gas-driven vehicles. I t is not 
only that city streets are filled with 
automobiles, parked and moving, but 
every little crossroads country village 
has its share as well. The figures 
that bear out these observations are 
impressive. Only a quarter of a 
century ago there were just four au­
tomobiles in the United States. Now 
there are approximately 11,000,000. 
Last year, which was anything but a 
good year, witnessed an increase of 
a million and a half cars, or 1 4 per 
cent. That such an increase should 
have occurred in a year of depression 
is proof enough of the utilitarian 
status of the automobile.

The National Automobile Chamber 
of Commerce emphasizes the fact that 
the automobile as a pleasure vehicle 
is entirely subordinated to its uses in 
commerce. Recent figures show that 
70 per cent, of the cars in use at 
present cost less than $1,000 each and 
94 per cent, less than $2,000, leaving 
a very small margin for the expensive 
limousine or the costly roadster. I t  
is estimated, too, that farmers own 
some 3,000,000 of the 11,000,000 motors 
in use. The influence of the auto­
mobile on farm life is a chapter of 
contemporary history that remains to 
be written. Its social value has been 
of transcendent importance in break­
ing into the proverbial isolation of 
farm life.

The manufacture of automobiles is 
now in third place among the indus­
tries of the Nation. The industry 
still has painful readjustments to go 
through. The limits of the car-using 
public may be in sight. Henceforth 
it is to be as much a problem of re­
placement as of finding new cus­
tomers. But within that field the op­
portunities are sufficiently great.

The person who never comes into 
your store cannot be reached by the 
displays and bargain counters you do 
not advertise. You have to reach out 
after such people.

Items From the Cloverland of Michi- 
gan.

Sault Ste. Marie, March 14—It 
looks very much as if the Soo may 
have a movie future. According to 
Ernest Shipman, Canadian Movie 
Magnate, it has every geographical 
advantage necessary. It has inland 
lakes, rapids, rivers, and pastoral 
beauty within its reach, all of which 
are big assets. In addition, it has 
the activities of the locks and de­
veloped industry which should per­
mit of a wide range of pictures. Mr. 
Shipman was here last week in con­
nection with the International Screen- 
craft Co.

H arry R. Schneider, Financial Sec­
retary of the Upper Peninsular De­
velopment Bureau, of Marquette, is 
still in the city getting informa'ion to 
provide for the auto tourists. He as­
sures them that the Soo will have a 
free camp site with all conveniences 
in readiness to receive the visitors dur­
ing the season. The Soo merchants 
are backing the movement and the 
drive for funds is coming along nicely. 
Much benefit will be derived through 
the efforts of the Bureau which will 
be appreciated by the public at large, 
as well as by the numerous tourists 
who visit Cloverland during the sea­
son.

“Don’t undertake to  lay out a big­
ger man than yourself unless you are 
an undertaker.”

That Spring has come is not evi­
denced by the arrival of the robin this 
year as usual, but the Gamble-Robin- 
son-Shaw Co. has started the Spring 
season by putting their autos in com­
mission Monday. However, their 
driver is willing to admit it was not a 
complete success, as he had to be 
strapped to the seat to keep him from 
being thrown out while trying to make 
his way through a foot of snow on 
some of the side streets.

“A rt” Smith, the well-known tobac­
co salesman, is calling on the trade 
this week, having made the copper 
country for the past two weeks. This 
is A rt’s home town and he wears a 
smile which is very noticeable to his 
many friends.

If you have to gamble, why not get 
a two-headed nickel and match coins? 
Then you will be taking about as 
many chances as a stock broker takes 
with you.

H arry  D. W yman Swift’s popular 
soap man, is endeavoring to take or­
ders for a few carloads here this 
week. •

John P. Old, one of our esteemed 
citizens, received the nomination for 
Governor of the Rotarians by popular 
acclamation at the Detroit convention.

The many friends of W. J. Atchi­
son, manager of the Postal Telegraph 
Co. here, will be grieved to learn of 
•his death, which occurred in Toledo, 
Ohio, last Saturday. Mr. Atchison 
for many years has been district man­
ager for the Postal Telegraph Co. here 
and was one of the Soo’s highly es­
teemed citizens. He is survived by 
his wife and' one son, Richard, who 
have the sympathy of the community 
in their bereavement.

The radio fad has struck the Soo 
and we are now in touch with the 
larger cities and have an opportunity 
to hear the concerts, etc., which is 
somewhat of a novelty as yet. _ From 
present indications, however, it will 
be some time before many of the 
residences will be equipped with these 
instruments.

“Chicago says she has only 10,000 
criminals. Lots of her jail birds 
must be South for the winter.”

It looks as if the Soo will soon 
have a new modern rink. A commit­
tee of Soo boosters left last week for 
Eveleth, Minn., to look over the rink 
at that place and it is expected that 
something definite will be given out 
this week.

N. J. Vournakis, one of the pro­
prietors of the Olympia, is spending 
his vacation , in Tennessee and other 
Southern cities.

“W hen a man makes a success of 
himself you are willing to give him 
credit. W hen a man doesn’t make a

success of himself you’ve got to give 
him credit.”

H. M. Gillette, local manager for 
the Metropolitan Insurance Co. for 
the past year, is considering a flatter­
ing offer from his company of a better 
position in Iron Mountain. If it is 
a m atter of dollars, the copper coun­
try may put us out of a good man, 
but we know he would still be a 
booster for Cloverland.

N. J. LaPine, one of Swift’s popu­
lar salesmen on the Soo line, paid the 
Soo office a visit last week. “Polly” 
says that winter seems tame around 
the Soo as compared with Gladstone 
and stations West. He says that the 
telephone company reaped a rich har­
vest during the snow-bound reriod, 
when that was the only means of com­
munication. Many of the travelers 
had the pleasure of spending the time 
at home keeping the home fires burn­
ing.

R. W. Cowan, of the firm of Cowan 
& Hunt, returned last week from an 
extensive purchasing trip in the East. 
His re urn was celebrated by an at- 
home in his summer home at Sugar 
Island, where he entertained the 
Snowshoe Club last Sunday. Musical 
selections were rendered on the baby 
grand by A. B. Davidson and Isaac 
DeYoung, which would have made 
Paderewski jealous. Nels Hall, the 
newly elected prelate, after delivering 
a sermon, got busy in the kitchen and 
helped out the chief cook, Tom Foard. 
The Club is making great progress 
and eighteen miles seems only a s art- 
er now to what it did at the beginning 
of the season.

E. T. Martin, of T rout Lake, spent 
a few days in the Soo last week.

Nat Holton, well-known merchant 
of Donaldson, was a business visitor 
her last week where he purchased a 
load of supplies.

Of course you “can’t eat your loaf 
and have it too,” but the successful 
man is the one who eats his loaf and 
then gets another.

The many friends of August Musie- 
lak, owner of the Alto Hotel, will be 
sorry to learn of his death, which oc­
curred at Mt. Clemens last Friday. Mr. 
Musielak was well known throughout 
this section of the country, having 
been extensively engaged in the lum­
ber business as well as having operat­
ed the Alto Hotel for several years 
until it was leased last Fall to John 
Nicholson. Mr. Musielak is survived 
by his wife, six daughters and two 
sons, who have the sympathy of the 
community.

George Chandler, one of our well- 
known lumbermen, has changed his 
vocation and has started in this Spring 
as an auto salesman, representing the 
W ynn Auto Sales Co. Mr. Chandler 
has a large acquaintance throughout 
Cloverland, who wish him every suc­
cess in his new venture. I't will be 
hard to dodge George unless you have 
a Dodge.

Mr. Maxwell, local Superintendent 
of the Pittsburgh Steamship Co., re­
turned last week from a trip  to head­
quarters at Cleveland. He seems very 
optimistic for the coming season and

Store and Window

A W N IN G S
made to order o f w hite or khak i duck, 

p lain and fan cy  stripes.

A u to  Tents, Cots, C ha irs, Etc.
Send  fo r booklet.

CHAS. A* COYE, Inc. 
GRAND RAPIDS, MICHIGAN
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thinks the company will be unusually 
active in shipping ore.

The Peterson shoe store, at Menom­
inee, contributed merchandise to the 
value of about $200 to the professional 
night robbers last week. W hether 
this will help reduce the price on 
shoes remains to be seen.

Messrs. M att Lahti and (Xto Laak- 
so, the new proprietors of the Hick- 
ler House, have every reason to feel 
proud of the new bath house, which is 
situated in the basement of their new 
hotel. The finishing touches are now 
being applied and when completed it 
will be the finest bath house in N orth­
ern Michigan. The bath equipment 
consists of five entirely separate 
suites or sets of rooms, each suite 
having three rooms. The patron en­
ters a dressing room from the cor­
ridor, turns the key in the door and 
has the suite all to himself. The 
dressing room opening into a bath 
room is equipped with showers and in 
several of the suites this room also 
contains a tub. The bath room opens 
into a third room in which the patron 
can steam himself to his heart’s con­
tent. Two lounging rooms, one for 
men and the other for women patrons, 
are located in the forward part of the 
basement each having its own en­
trance from the street. The upper 
floors are used as a hotel, having been 
refurnished and re-decorated. The 
proprietors are to be congratulated on 
this undertaking and are deserving of 
much success.

Speaking of record breakers and 
old times, we understand that it is 
just thirty years ago that Otto Supe, 
one of the Soo’s well-known jewelers, 
walked from Bay Mills to the Soo in 
a little less than three hours. When 
Mr. Supe made this trip last fall i:t 
took him only thirty minutes. How 
time flies!

“A wrinkle is a grin gone wrong.”

We never seem to appreciate the 
wonderful resources and beauty of 
Cloverland until we have it described 
by outsiders. It was with a great deal 
of pleasure and interest that we no­
ticed in the March 1 issue of the 
Tradesman the beautiful description 
of the St. Mary’s River. Its hunting 
and fishing possibilities are pictured 
magnificently by your scribe from 
Grand Rapids. The only regret we 
have is that he did not call on us per­
sonally and give us a few more point­
ers of our Northern achievements 
which we are at times unaware of.

A resident of Sugar Island died 
last week at the age of 119 years, 
which proves that this is a good place 
to live if you wish to die of old age. 
Compared with the present generation 
this is a good record.

The Home restaurant changed 
hands again last week. Thomas Ryan 
has purchased same from William 
Godfrey. Mr. Ryan needs no intro­
duction to the trade here as he has 
had several years of experience as a 
cook. After remodeling and redecor­
ating the entire building he will have 
an up-to-date restaurant. The loca­
tion is one of the best in the citv and 
his undertaking will, no doubt, be 
successful. William G. Tapert.

Jazzed Ice Cream.
A newly patented invention is 

“aerated ice cream.” It is, however, 
more accurately described as just the 
opposite, the air contained in the mix­
ture being withdrawn from it by a 
vacuum pump, after which carbonic 
acid gas is forced in under pressure. 
It is then frozen, and has the same 
sort of “bite” as that which makes 
fresh soda water so agreeable to the 
palate.

STAPLE SUNDRIES
Under present conditions the retailer will do well to buy 

only staple merchandise, of any sort, and this particularly 
applies to sundries. Keep your shelves well filled with sun­
dries which sell themselves such as:

Safety Razors 
Writing Paper

Pens 
Perfumes 
Nail Files 
Face Powders 
Lather Brushes 
Razor Strops

Toilet Soaps

Popular Books 
Candy 

Tooth Brushes 
Rubber Goods 
Shaving Soaps 
Razor Blades 
Pound Paper 
Typewriter Supplies 

Pencils Inks Etc.

H aze ltin e  &  P e rk in s  D ru g  C o.
G r a n d  R a p i d s ,  M i c h i g a n

O N E  O F  T H E  B E S T  A N D  M O S T  C O M P L E T E  L IN E S  O F

ART CALENDARS AND NOVELTIES
IS  B E IN G  S H O W N  B Y

The Calendar Publishing Co.
G. J. H A A N ,  President and M anager

1229 Madison Ave., S. E. Grand Rapids, Michigan
Cltz. Phone 31040

Wholesale Drug Price Current
Prices quoted are nominal, based on market the day of issue.

A d d s
Boric (P o w d .)_ 17%@ 25
Boric ( X t a l ) ___ 17%@ 25
Carbolic 30© 36
Citric __________ 60© 65
M uriatic 3%@ 8
N itric 9© 15
Oxalic 250 30
Sulphuric 3%@ 8
T artaric .  40© 60

Am m onia
W ater, 26 d e g ._ 10© 18
W ater, 18 d e g ._ 8%@ 13
W ater, 14 d e g ._ 6%@ 12
C arbonate ...... 22© 26
Chloride (Gran) 10© 20

Balsam s
C o p a ib a ________ . 60@1 00
F ir ( C a n a d a )  2 50@2 75
F ir (O re g o n )   60@ 80
Peru  __________  2 50(g) 3 00
Tolu __________1 00©1 20

Barks
Cassia (ordinary) 25© 30
Cassia (Saigon) 50© 60
Sassafras (pw. 55c]1 © 60
Soap Cut (powd.)

30c 15© 20

Berries
Cubeb 1 50@1 75
Fish 25© 3«
JuniDer 7© 15
Pricky Ash © 30

Extracts
Licorice ... 60© 65
Licorice p o w d ._ 70© 80

Flowers
A rnica 75© 80
Chamomile (Ger.) 40© 50
Chamomile Rom 75@1 25

Almonds, Sweet,
im itation _____  60@1 00

Amber, c r u d e _ 2 0002 25
Amber, rectified 2 25©2 60
Anise _________1 2501 50
B ergairon t ___  8 00 0  8 25
C a je p u t_______ 1 50@1 75
Cassia ________  2 75@3 00
C a s t o r ________ 1 3201 56
Cedar Leaf ___  1 6001 75
Citronella _______  8501 10
C lo v es_________  3 2503 50
Cocoanut ______  25© 35
Cod L iv e r _____ 1 1501 26
Croton ______ __ 2 2602 60
Cotton S e e d ___ 1 15@1 25
Cubebs _______  9 5009 75
Eigeron _______  4 00©4 25
Eucalyptus ___  75©1 00
Hemlock, pure- 1 5001 75 
Jun iper B erries 3 250 3 50 
Jun iper Wood 1 5001 75
Lard, e x t r a ___ 1 25©1 46
Lard, No. 1 ___ 1 10©1 20
L avendar Flow 6 00©6 25 
L avendar G ar’n 1 75©2 00 
Lemon ________1 75©2 00
L in seed  B oiled bbl. @ 92
L inseed  bid less  9901  07 
L inseed , raw , bbl. @ 90 
L inseed , raw , le ss  9 7 0 1  05 
M ustard, true  os. ©2 75 
M u sta rd , artifil, oz. O 60
N e a t s f o o t_____ 1 15©1 30
Olive, p u r e ___  3 75©4 75
Olive, Malaga,

y e l l o w ______  2 76©3 00
Olive, Malaga,

g r e e n _______  2 7602 00
Orange, Sweet 5 0005 26 
Origanum, pure ©2 60 
Origanum, com’l 1 00© 1 20
P e n n y ro y a l___  2 50©2 75
P e p p e rm in t ___  3 25©3 50
Rose, p u r e _ 12 00016 00
Rosem ary Flows 1 50©1 76 
Sandalwood, B.

I. _______  10 50010 76
S a ssa fra s , tru e  1 75©2 00 
S a ssa fra s , a r t i ' l  1 0001  25
S p e a r m in t_____  4 50©4 75
S p e r m _________  2 40©2 60
T a n s y _______  10 50© 10 75
T a r, U S P  _____  5 0 0  65
T u rp en tin e , b b l . _@86%
T u rp en tin e , less  94 @1 02
W in te rg reen ,

le a f _________  7 00@7 25
W in te rg reen , sw ee t

b irch  _______  3 75©4 00
W in te rg re e n  a r t  80© 1 10
W orm seed  ___  6 50@6 75
W o rm w o o d _ 18 00@18 25

Gum s
Acacia, 1 s t _____  60@ 56
Acacia, 2 n d ____  45© 60
Acacia, S o r t s __ 20© 25
Acacia, powdered 30© 35
Aloes (Barb Pow) 25© 35
Aloes (Cape Pow) 30© 35
Aloes (Soc. Pow.) 70© 75
A safoetida _____  65@ 75

Pow. ----------- 1 00© 1 25
Camphor _____  1 20@1 25
Guaiac _________  © 75
Guaiac, pow'd_ ©1 00
Kino ___________ © 75
Kino, powdered- © 85
M y r r h _________  © 70
Myrrh, powdered © 75
Opium _______  9 00© 9 40
Opium, powd. 10 25© 10 60 
Opium, g ran . 10 25@10 60
Shellac _________  85© 1 00
Shellac Bleached 90© 1 05
T ragacan th  ___  3 25@3 75
T ragacanth , pw. 2 75@3 00
T u rp e n tin e _____  25© 30

Insecticides
Arsenic _________  09© 20
Blue Vitriol, bbl. 07% 
Blue Vitriol, less 8© 15 
Bordeaux Mix D ry 14© 29 
Hellebore, W hite

powdered ____  20© 30
Insect P o w d e r_45© 75
Lead A rsenate Po. 16© 28 
Lime and Sulphur

D ry ------------  09%@23%
P aris Green ___  36© 46

Leaves

Buchu ________ 1 75@1 90
Buchu, powdered @2 00
Sage, bulk ______ 67© 70
Sage, % lo o s e _72© 78
Sage, powdered— 55© 60
Senna, A le x .__ 1 40@1 50
Senna, T l n n .__  30© 35
Senna, Tinn. pow 35© 40 
Uva Ursi ______  20© 25

Oils
Almonds, B itter,

t r u e ______  10 50© 10 76
Almonds, B itter,

artificial ___  2 50@2 76
Almonds, Swete,

t r u e ______  1 00©1 25

Potassium
B icarb o n ate  ___ 35© 40
B ich ro m ate  _____ 15© 25
B r o m id e _______ _ 35© 45
C arb o n ate  _____ 30©

23©
35

C hlo ra te , g ra n 'r 30
C h lo ra te , powd. 

o r  x ta l ______ 16© 25
C y a n i d e _______ 35© 50
Iodide ________  3 92@4 08
P e r m a n g a n a t e _ 25© 40
P ru ss a te ,  yellow 45© 55
P ru ss ia te , re d __ 65© 75
S u lp h a te  ______ 40© 50

Roots
A lk a n e t ________ © 60
Blood, pow dered - *u@ 60
C alam us _______ 3a© lit
E lecam p an e , pwd 25© 30
G en tian , pow d__ 2 0 © 30
G inger, A frican , 

p o w d e re d _____ 23© 30
G inger, J a m a ic a 52 0 60
G inger, J am a ic a , 

pow dered  ___ 42© 50
Goldenseal, pow. 5 50© 6 00
Ipecac, p o w d ._ 2 75@3 00
Licorice ______   40© 45
Licorice, powd. 25© 30
Orris, powdered 30© 40
Poke, powdered 30© 35
Rhubarb, powd. @1 00 
Rosinwood, powd. 30© 35
Sarsaparilla, Hond.

g ro u n d ______ 1 25©1 40
Sarsaparilla Mexican,

g r o u n d _______  © 80
Squills _________  35© 40
Squills, powdered 60© 70
Tumeric, powd. 15© 20
Valerian, powd. 50© 60

Seeds
A n i s e ____________33© 35
Anise, powdered 38© 40
Bird, I s _________ 130 15
C a n a r y ___________ 8© 16
Caraway, Po. .25 13© 15
C a rd a m o n ____ 1 50@1 76
Celery, powd. .35 .25© 30 
Coriander pow. .25 15© 20
Dill ____________ 10© 20
F e n n e ll_________  35© 40
F l a x _____________ 07© 13
Flax, g r o u n d ___ 07© 13
Foenugreek pow. 8© 15
Hem p ___________ 8© 16
Lobelia, P o w d .   ©1 50
M ustard, yellow 10© 15
M ustard, b la c k _15© 20
P o p p y ____________25@ 30
Quince _________  @2 25
R a p e ___________ 15© 20
S a b a d il la _______  20© 30
S u n flo w e r_______ 7%@ 15
W orm A m erican 30© 40 
W orm  L evant 2 25@2 40

Tinctures
Aconite ________
Aloes __________
Arnica ________
Asafoetida _____
Belladonna ____
Benzoin _______
Benzoin Comp’d
Buchu _________
Cantharadies __
Capsicum ______
Catechu _______
Cinchona ______
Colchicum _____
Cubebs ________
D igitalis _______
Gentian ________
Ginger, D. S . _
G u a ia c _________
Guaiac, Ammon.
Iodine _________
Iodine, Colorless
Iron, d o . ______
Kino ___________
M yrrh _________
Nux V o m ic a ___
Opium _________
Opium, C a m p ._
Opium, Deodorz’d 
Rhubarb _______

Lead, red dry _ 12%@12% 
Lead, white dry  12%@12% 
Lead, white oil 12%@12% 
Ochre, yellow bbl. @ 2
Ochre, yellow less 2%© 6
P u tty  ----------------  5© 8
Red V enet’n Am. 3%@ 7
Red V enet’n Eng. 4© 8
W hiting, bbl. ___  © 4%
W hiting ----------- 5%@ 10
L. H. P. Prep. 2 5002 75 
Rogers P r e p ._ 2 50@2 76

M iscellaneous

Acetanalid *______  65© 75
Alum __________  08© 12
Alum, powd. and

ground ________ 09© 16
B ism uth, Subni­

tra te  _______  2 76@2 93
Borax xtal or

powdered ____  7%@ 13
C antharades, po 1 5004 00
C a lo m e l_______  1 28@1 40
Capsicum _______  40© 46
Carmine ______  6 000 6 60
Cassia B u d s ___  30© 40
Cloves _________  SO© 65
Chalk P repared  16© 18
Chloroform ____  66© 77
Chloral H ydrate 1 35@1 85
Cocaine _____  9 25© 10 25
Cocoa B u t t e r __ 55© 75
Corks, list, less 40@50%
C o p p e ra s_______  3© 10
Copperas, Powd. 4© 10 
Corrosive Sublm 1 06© 1 23
Cream T a r t a r __ 37© 45
Cuttle bone ___  55© 75
D extrine _______  04© 15
Dover’s Pow der 3 60@4 00 
Emery, All Nos. lO© 15 
Em ery, Powdered- 8© 10 
Epsom Salts, bbls. @ 3% 
Epsom Salts, less 4%@ 09 
Ergot, powdered 1 75@2 00
Flake W h i te ___  15© 20
Formaldehyde, lb. 14© 20
Gelatine _____  1 400 1 60
Glassware, less 55%. 
Glassware, full case 60%. 
Glauber Salts, bbl. @03% 
Glauber Salts less 04© 10
Glue, Brown _ 21© 30
Glue, Brown Grd 12%@ 20
Glue, W hite ___  25© 35
Glue, W hite Grd. 30© 35
Glycerine _______  21© 35
Hops ___________ 65© 75
Io d in e _________  5 63© 6 09
Iodoform _____  6 60©7 05
Lead A c e ta t e _ 180 25
L ycoped ium ___  2 00@2 10
Mace __________ 75© 80
Mace, powdered 95©1 00
M e n th o l_______  7 50© 8 00
M o rp h in e _____  7 76@8 80
Nux V o m ic a ___  © 30
N ux Vomica, pow. 23© 30 
Pepper black pow. 32@35
Pepper, w h i t e _40© 45
Pitch, Burgundy 10© 15
Q u a s s ia __________ 12© 15
Quinine ________  82@1 43
Rochelle Salts — 30© 40
S a c c h a r in e _____ © 80
Salt P e te r _____  110 22
Seidlitz M ixture 30© 40
Soap, green ___  15© 30
Soap m ott castile 22%© 25 
Soap, white castile

case ___________ @15 00
Soap, white castile

less, per b a r ___ @1 75
Soda A s h _____ 05© 10
Soda Bicarbonate 3%@10
Soda, Sal ______ 2%© 6
Spirits Camphor @1 35
Sulphur, r o l l ___  04© 10
Sulphur, S u b l ._4%@ 10
T am arinds _____  25© 30
T a rta r  E m e t i c _70© 75
Turpentine, Ven. 50@2 25 
Vanilla Ex. pure 1 75©2 25 
W itch H azel — 1 4702 00 
Zinc Sulphate _ 06© 16
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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
Sap  Sago  Cheese 
Longhorn  Cheese 
B r ic k  Cheese 
P runes
H olland  H e rrin g  
Evap. App les 
Scotch Peas

DECLINED
C racke r Jack
Checkers
W hole Cod
Soap
F lou r
Cheese
Veal

A M M O N IA  
Arctic  Brand  

16 oz., 2 doz. in c a r to n .
p e r  d o z . ____________1 75

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 X L E  G R E A S E

24, 3 lb . ____________5 50

B A K IN G  P O W D E R S
oz., •doz. 97 Vi 

doz. 1 95 
,doz. 3 35 
doz. 12 75 
doz. 19 00 

95

C alum et, 4 
C alum et, 8 oz.,
C alum et, 16 oz.
C alum et, 5 lb..
C alu m et, 10 lb.,
K . C., 10c, d o z . ___
K . C ., 20c, d o z . ___  1 85
K . C.. 25c, d o z . ------ 2 36
K . C., 5 lb ., d o z . -----  7 00
Q ueen F lake , 6 oz. — 1 35 
Q ueen F lak e , 50s, k eg s  13 
Q ueen F lak e , 100s, keg
R oyal, 10c, d o z . --------  95
R oyal, 6 oz., doz. — 
R oyal, 12 oz., doz.—
R oyal, 5 l b . -------------
R um ford , 10c, doz. — 
R um ford , 8 oz., doz.
R um ford , 12 oz., doz. .
R um ford , 5 lb ., doz. 12 60
R yzon, 4 oz., doz. — 1 35
R yzon, 8 oz., doz. — 2 26 
R yzon, 16 oz., doz. — 4 05 
R ocket, 16 oz., doz. 1 25

2 70 
6 20 

31 20 
95 

1 86 
2 40

B L U IN G
Jennings Condensed Pearl 

C -P -B  "Se a l C a p "
3 doz. C ase ( 1 5 c ) ----- 3 76

B R E A K F A S T  F O O D S  
C racked  W h ea t, 24-2 4
C ream  of W h e a t ----- 7
PU lsbury’s  B es t C er’l 2 
Q u ak er P u ffed  R ice— 6 
Q u ak er P u ffed  W h ea t 4 
Q u ak er B r fs t  B isc u it 1 
Q u ak er C orn  F lak es  2
R alsto n  P u r i n a ---------4
R a ls to n  B ran zo s  ------- 2
R alsto n  F ocd , la rg e  — 3 
R alsto n  Food, sm all— 2 
S axon  W h e a t Food  — 4 
S hred . W h e a t B iscu it 4 

P o s t’s  Brands.
G ra p e -N u ts , 2 4 s ---------3
G ra p e -N u ts , 100s —— 2 
P o s tu m  C ereal, 12s — 2 
P o s t T o as tie s , 36s — 2 
P o s t  T o as tie s , 24s — 2

B R O O M S
S ta n d a rd  P a r lo r  23 lb. 5 
F a n c y  P a rlo r , 23 lb—  7 
E x  F a n c y  P a r lo r  25 lb  8 
E x . F ey , P a r lo r  26 lb  9
T oy  ---------------------------- 2
W hisk , No. 3 ---------- 2
W hisk . N o. 1 ------------- 3

85
60
70
45
30
90
80
00
70
60
90
80
36

80
76
25
85
85

50
00
60
00
00
25
00

B R U S H E S
Scrub

Solid B ack . 8  i n . -----
Solid B ack , 11 in . —
P o in ted  B in d s ------------

Stove
N o. 1 ------------------------
N o. 2 ________________

Shoe
N o. 1 ________________
No. 2 ________________
N o. 3 ________________

1 60 
1 76 
1 26

1 10 
1 35

90
1 25
2 00

B U T T E R  C O L O R
D andelion , 25c s i z e _2 86
N edrow , 3 oz., doz. 2 50

C A N D L E S
E le c tr ic  L ig h t, 40 lbs. 12.1
P lu m b er, 40 l b s . ____ 12.8
P araffine , 6s  _________14%
P ara ffine , 1 2 s _________14%
W i c k i n g ________ __ 40

CA NN ED  FR U IT . 
A pples, 3 lb. S ta n d a rd  1 75
A pples, No. 10 _____ 6 00
A pple Sauce, No. 2_ 2 35 
A prico ts , No. 1 1 90@2 00
A pricots, 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 , No. 2_3 0 0 @3 50
C herries, No. 2% 4 0 0 ® 4 95
C herries, N o. 1 0 __   18 00
L o g an b erries , No. 2 _3 00
P each es , No. 1 _____ 1 85
P eaches , No. 1, S liced 1 40
P each es , No. 2 _____ 2 76
P each es , No. 2%, M ich 2 60 
P eaches , 2% C al. 3 00® 3 75 
P each es , N o. 10, M ich 7 75 
P each es , N o. 10, Cal. 10 50 
P ineapp le , 1, slic . 1 60© 1 75 
P ineapp le , No. 2 , slic . 2  76 
P ineapp le , 2, B rk  slic. 2 26 
P ineapp le , 2%, sliced  3 26 
P ineapp le , N o. 2, c ru s . 2 26 
P in eap ., 10, c ru s . 7 00@9 00
P e a rs , No. 2 _________3 25
P e a rs , N o. 2% _______4 26
P lu m s, N o. 2 _________2 26
P lu m s. N o. 2 % _______3 00
R asp b e rrie s  N o. 2, blk . 3 25 
R h u b arb , No. 1 0 ___ 5 25

CA N N ED  F IS H .
C lam  C h’der, 10% oz. 1 35 
C lam  Ch., N o. 3 3 00® 3 40 
C lam s, S team ed , N o. 1 1 75 
C lam s, M inced, N o. 1 2 50 
F in n a n  H add ie , 10 oz. 3 30 
C lam  Bouillon, 7 oz._ 2 60 
C hicken H add ie , N o. 1 2 75
F ish  F lak es , s m a l l_1 35
Cod F ish  C ake, 10 oz. 1 85
Cove O y sters , 5 o z ._1 36
L obsters , N o. %, S ta r  4 50 
L o b ste r, No. V4. S ta r  2 75
Shrim p, N o. 1, w e t _2 10
S hrim 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 ’less  3 76 
S a rd in es , % Sm oked  7 00 
S a rd in es , % M us. 3 75®4 75 
Salm on, W arre n s , % s 2 75 
Salm on, W arre n s , 1 lb  4 00 
Salm on, R ed  A laska—  2 86 
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 , 1m. %, e a . 10®28 
S a rd in e s  1m., % , ea . 25
S ard in es , C a l ._1 75@2 10
T u n a , %, A lb o c o r e_ 90
T u n a , %, N ekco ___ 1 65
T u n a , %, R eg en 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 , E rie  — 3 00 
B eef, No. 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, No. 1, Q ua. sli. 3 25 
B eef, N o. 1, B ’n u t, sli. 5 70 
B eef, No. %, B ’n u t  s li. 3 16 
B ee fs teak  & O nions, I s  3 35 
Chili Con Ca., I s  1 35@1 45
D eviled H am , % s ___2 20
D eviled H am , % s —  3 60 
H a m b u rg  S teak  &

O nions, N o. 1 ____ 3 15
P o tted  B eef, 4 o z . __ 1 40
P otted  Meat, V4 Libby 50 
Potted Meat, % Libby 90 
P o tted  Meat, % Rose 85 
Potted H am , Gen. % 2 15 
V ienna Saus., No. % 1 35 
Veal Loaf. Medium _ 2 30

Derby Brands In G lass.
Ox Tongue, 2 l b . ___ 19 50
Sliced Ox Tongue, % 4 60 
Calf Tongue, No. 1— 6 45 
Lam b Tongue, W h. Is  6 00 
Lam b Tongue, sm. sli. 2 25 
Lunch Tongue, No. 1 6 00 
Lunch Tongue, No. % 3 66
Deviled H am , % ____ 3 00
V ienna Sausage, sm . 1 80 
V ienna Sausage, Lge. 2 90
Sliced Beef, s m a l l_1 85
Boneless P igs Feet, p t. 3 15 
Boneless Pigs Feet, q t. 5 60 
Sandwich Spread, % 2 25

Baked Beans.
Beechnut, 16 o z . ___ 1 36
C a m p b e lls ___________1 16
Clim atic Gem, 1 8oz. 90
Frem ont, No. 2 ______ 1 15
Snider, No. 1 _____  l  l |
Snider, No. 2 ________ 1 56
V an Camp, Small __ 1 00
Van Camp, M e d . ___ 1 30

CA N N ED  V E G E T A B L E S .
A sp arag u s .

No. 1, G reen  t i p s ___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 
Red K id., No. 2 1 30® 1 65 
B eets , No. 2, w h. 1 60@2 40 
B ee ts , No. 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 25 
C orn, N o. 2, Fy . g la ss  3 25
C orn, No. 10 _______ 7 25
H om iny. No. 3 1 15@1 35
O kra, N o. 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 25@1 80 
P eas , No. 2, S ift.,

J u n e _________ 1 60@2 10
P eas , No. 2, E x . S ift.

E . J .  _______  1 90@2 10
P eas, E x . F in e , F ren c h  32
P um pk in , N o. 3 ___ 1 60
P um p k in , N o. 1 0 ___3 75
P im en to s , %, e ach  15 @18
P im en to es , %, e a c h _ 27
Sw ’t  P o ta to e s , N o. 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
S p inach , N o. 2 1 45@1 75 
Sp inach , N o. 3 2 10@2 85
S pinach , 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 ra , 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 15
L illy  V alley , p i n t _2 95
Lilly  V alley , % P in t  1 80

C H ILI SA U CE.
S n ider, 16 o z . _________3 60
Sn ider, 8 oz. _________2 35
Lilly  V alley , % P in t  2 40

O Y STE R  COCKTAIL.
S n ide rs , 16 o z . ______3 60
S n ide rs , 8  oz. ______ 2 35

C H E E S E .
R o q u e f o r t____________ 85
K ra f t  Sm all t i n s ___ 1 40
K ra f t  A m erican  ____ 2 75
Chili, sm all t i n s ___ 1 40
P im en to , sm all t in s  _ 1 40 
R oquefo rt, sm all t in s  2 25 
C am em b ert, sm all tin s  2 25
B rick  ____________ —_ 21
W isconsin  F la ts  ___ 24
W isconsin  D aisy  ___ 24%
L on g h o rn  _______________26
N ew  Y ork  ___________26
M ichigan F u ll C ream  22% 
S ap  Sago _______________60

C H E W IN G  GUM
A dam s 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 _________65
A dam s Y u ca tan  ________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 r i g l e y 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 ____________________65

C H OCO LA TE.
B ak e r, C araca s , % s _35
B ak e r, C a raca s , % s _33
B ak er, P rem iu m , % s _35
B ak e r, P rem iu m , % s _32
B ak e r, P rem iu m , % s _32
H ersh ey s , P rem iu m , % s 35 
H ersh ey s , P rem iu m , % s 36 
R unk le , P rem iu m , %s_ 34 
R unk le , P rem iu m , %s_ 37 
V ien n a  S w eet, 24s —  1  75

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 76 
D ro s te ’s  D u tch , % lb. 2 00
H ersey s , %s ___________33
H ersh ey s , % s ___________28
H uyler __________________ 36
L ow ney, % s ___________40
L ow neys Vis ___________40
L ow ney, % s ___________38
Low ney, 5 lb. c a n s ___ 31
V an H o u ten , Vis _______75
Van H o u ten , % s _______75

COCOANUT
%s, 5 lb. case  D un h am  50
Vis, 5 lb. c a s e __________48
Vis & %s, 15 lb. case  49
B ulk , b a rre ls  ________ 20
96 2 oz. pkgs., p e r  case  8 00 
48 4 oz. pkgs., p e r  case  7 00

C L O T H E S LIN E
H em p, 50 f t. _______ 1 60
T w isted  C otton , 50 f t. 2 00
B ra ided , 50 ft. _____ 2 90
S ash  C ord _________ 4 00

C O F F E E  ROASTED 
B ulk

Rio __________________ 15%
S an to s  ____________ 18@2J
M araca ibo  ______________24
M exican  ________________25
G u a tem ala  ______________26
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 augh lin ’s  XXXX 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 E x tra c ts
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 l b . _09%

CO N D E N SED  M ILK
E ag le , 4 doz. _______9 00
L eader, 4 doz. _______5 60

M ILK COM POUND
H ebe, T all, 4 d o z ._3 70
H ebe, B aby, 8 d o z ._3 60
C aro lene, T a ll, 4 doz. 3 40 
C aro lene, B a b y _____ 3 35

E V A PO R A TE D  M ILK 
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

O a tm a n ’s  D undee,
ta ll, 48s _____________4 50

O a tm an ’s  D undee,
baby , 96s ___________4 40

P e t, T a ll _____________4 50
P e t,  B a b y _____________3 30
S ilv er Cow, T a ll ____ 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 l l _4 25
W h ite  H ouse , B ab y  _ 4 00

C IG A R S
Worden Grocer Co. Brands  

H a rv e s te r  L ine.
K iddies, 100s ______  37 50
R ecord  B re ak e rs , 50s 75 00
D elm onico, 5 0 s _____  75 00
P a n a te lla , 50s _____  75 00
F a v o r ita  C lub, 5 0 s _ 95 00
E p icu re , 50s ______  95 00
W aldo rfs , 50s ______110 00

T h e  L a  A zora  L ine.
A greem en ts, 5 0 s ___  58 00
W ash in g to n , 6 0 s __  76 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 .
Specials, 50s _____  76 00
D ip lom atics, 5 0 s _ 95 00
B ishops, 5 0 s ________115 00
R osa, 50s __________ 125 00
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, 50s, T i n _ 95 00
B elm ont, 50s, W ood 110 00
T iffany , 60s, W ood__125 00
S t. R eges, 50s, W ood 125 00 
V an d erb ilt, 25s, W d  140 00 
Am bassador, 25s, W  170 00

Ig n ac ia  H ay a  
E x tra  F a n c y  C lear H a v a n a  

M ade in T am p a , F la .
D elicades, 50s ______115 00
P rim eros. 5 0 s _______140 00
Q ueens, 2 5 s ________180 00
P erfec to , 2 5 s ________185 00

S ta r l ig h t B ros.
L a  Rose De P a r is  L ine

C oquettes , 50s _____  65 00
C aballeros, 5 0 s ______  70 00
R ouse. 5 0 s __________ 115 00
P e n in su la r  C lub. 25s 150 00
C hicos, 2 5 s __________ 150 00
P a lm as. 25s ________176 00
P erfec to s , 2 5 s _______ 195 00

Rosen th a s .  B ros.
R. B. L ondres. 60s,

T issue  W r a p p e d _ 68 00
R. B. Invincib le . 50s,

Fo il W r a p p e d ___  70 00

U nion M ade B ran d s  
El O v ertu re , 50s, foil 75 00 
Ology, 50s _________  58 00

O ur N ickel B ran d s
N ew  C urrency , 100s_ 36 00
Lioba, 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
N ew  P a n te lla , 1 0 0 _ 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 60 
H a v a n a  G em , 100 w d 26 00

C IG A R E T T E S .
One E leven , 20, P la in  5 50
B eech n u t, 20, P l a i n _6 00
H om e R un , 20, P la in  6 00 
Y ankee  G irl, 20, P la in  6 00
S unsh ine , 20, P l a i n _6 00
R ed B an d , 20 P l a i n ,_6 00
S tro lle r, 20s, 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 , 2 0 s ___ 6 80
S w ee t C aporal, 20, pi. 7 75 
W in d so r C astle  F a g  20 8 00 
C hesterfield , 10 & 20 7 20 
P ied m o n t, 10 & 20, PI. 7 20
S pur, 20, P la in  _______7 20
S w eet T ips, 20, P la in  7 50
Id le  H o u r, 20, P l a i n _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 u t, 20 ck . 10 00
F a tim a , 20, P l a i n _9 20
H e lm ar, 20, P l a i n _10 50
E n g lish  O vals, 20 P I. 10 50 
T u rk ish  T ro p .r 10 ck  11 50 
L ondon L ife , 10, co rk  11 50 
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 50
M urad , 10, P l a i n __ 16 00
M urad , 10, co rk  o r  pi. 16 00 
M urad , 20, co rk  o r  pi. 16 00
L uxury  10, c o r k __ 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,S t 16 60 
M elach’o, No. 9, 20, S t 16 50
N a tu ra l, 10 a n d  20_16 00
M 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 l a i n _17 60
M ilo V io le t 10, Gold 20 00
D eities, 10 ___________21 00
Condex, 10 _________ 22 00
P h ilip s  M orris , 1 0 _ 20 00
B ren in g  Own, 10, PI. 28 00
A m bassado r, 10 ___  28 00
Old 76, 10 o r  5 0 ____ 37 60
B enson  & H ed g es  

T u b e re tte s  _______  65 00

C IG A R E T T E  P A P E R S .

R iz L a  C roix, W h ., dz. 42 
R iz L a  W h ea t B r.. 100 7 60 
R iz T am  T am , 2 dz fo r  87 
Z ig  Zag, p e r  1 0 0 ___7 25

T O B A C C O — F IN E  C U T .
L igge tt &  M yers 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  Bell, 35c, doz._3 50
R ed  Bell, 75c P a ils  dz. 7 40
S te rlin g , 10c, d o z . _ 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 eet 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. 9« 
D an  P a tc h , 16 oz., dz. 7 70
O jlbw a, 10c, d o z . _ 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

J. J. Bagley &  Co. Brands. 
M ayflow er, 16 oz., dn. 16 00

P. Lorrilard 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, d o z .__  9*

P L U G  T O B A C C O .  
Am erican Tobacco Co. 

Brands.
A m er. N avy , 10c, doz. 96
A m er. N avy , p e r  p lu g  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 e idsieck , 20c_ 1 92
S pear H ead , 10c c u ts  96
S p ea 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 , pig  64
Tow n T a lk , p e r  p lug  66
L igge tt  &  M yers Brands.
C lipper, p e r  p lu g  ____ 56
Chops, 10c, doz. ___  96
D rum m ond  N a t. L . 15c 1 44 
H oney  D ip  T w is t, 10c 96
G ra n g e r T w ist, 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 cu 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 66

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. Lorrilard Brands. 
C lim ax, 10c tin s , doz. 96
C lim ax Sm ooth , p lu g  72
C lim ax T h ick , p e r  p lug  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 rav e ly  S uperio r, 10c 96
H um b u g , p e r l b . ___ 1 32
K ism et, p e r  l b . _____ 1 05
L ib e r ty  Bell, p e r lb . 65 
M arita n a , 15c Foil, dz. 1 44 
M ickey T w is t, p e r  lb. 72

John J. Bagley &  Co-
Brands.

M aple Dip, per plug_ 56
S M O K IN G  T O B A C C O .
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 oar, 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 u ll 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 Fo il, dz. 2 70 
Im p e ria l C ube C ut, 30c 2 88 
L u ck y  S tr ik e , R . C u t .1 63 
M yrtle  N av y  P lu g  C u t 96 
M yrtle  N avy , 15c P o . 1 44 
N avy , G. & A ., 10c — 96
N ig g er H a ir , 10c, doz. 96 
N ig g er H a ir , P a ils , dz 8 40 
N ig g er H ead , P . C 10c 96
Old E n g lish , C. C. 16c 1 53 
P ee rle ss , L . C., 10c_ 96
P ee rle ss , L . C., 35c dz. 3 36 
P ee rle ss , L . C. P a ils  7 44 
R ob R oy, L . C., 10c 96
Rob Roy, L . C., 40c 3 84 
Rob R oy, L . C., pails 8 40 
S w ee t M aple S c rap , 96 
S o ld ier Boy, L . C ., 10c 96
S oldier Boy, L . C., pail 7 32 
T uxedo , G ran . 15c foil 1 44 
T uxedo , G ran ., 17c, dz  1 53 
T uxedo , Gran. C u t

p lugs, 8 oz. t in s  _ 6 72
Y ale M ix., 15c vac. t in  1 44
L igge tt &  Meyers Brands, 
B ria r  P ip e , doz. _____ 96
C uban  S ta r ,  L . C.. 10c 96
C u ban  S ta r ,  P a ils , dz. 6 99 
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 ., 50c 4 80
D u k e’s  M ix tu re , 10c_ 96
G lad H an d , L . C. 10c 96
G row ler, L . C., 10c_ 96
G row ler, L . C., 25c— 2 50
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 96
O. U .. G r. C u t P ., 10c 96
O. U ., C. P ., 90c J a r s  9 00 
P ilo t, L ong  C ut, 25c 2 50 
P low  B oy, 10c, doz. 96
P low  B oy, 70c P a lls  7 40
S u m m ertim e , 10c, dz. 96 
S u m m ertim e , 30c, dz. 2 96
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S u m m ertim e , 65c P a ils  6 50 
S w eet T ip  T op, 10c, dz 96 
V elvet, C u t P lug , 10c 96
V elvet, C u t P lug , tin s  1 53 
V elvet, C u t P lug , 8 oz. 6 72 
V elvet, C. PI., 16 oz. 15 84 
Yum Y um , 10c, doz. 96 
Yum Y um , 70c p a ils  6 80

P. Lo r illa rd ’s B rands. 
B eech n u t S crap , doz. 96 
Buzz, L . C., 10c, doz. 96 
B uzz, L . C., 35c, doz. 3 30 
B uzz, L . C., 80c, doz. 7 90 
C hips, P . C., 10c, doz. 96
H o n e s t S crap , d o z ._ 96
O pen Book S crap , dz. 96 
S tag , C u t P ., 10c, doz. 96 
U nion L eader, 10c tin  96
U nion  L eader, 50c t in  4 80
U nion L eader, $1 tin  9 60 
U nion L eader, 10c, dz. 96
U nion L eader, 15c, dz. 1 44
W a r P a th , 35c, doz. 3 35

Scotten D illon  Co. B rand s
D an P a tc h , 10c, doz. 96 
D illon’s M ix tu re , 10c 96
G. O. P ., 35c, doz. __ 3 00 
G. O. P „  10c, doz. __ 96
Loredo, 10c, doz. __  96
P each y , Do. C ut, 10c 96
P e a ch y  S crap , 10c, dz. 96 
P e n in su la r , 10c, doz. 96 
P e n in su la r, 8 oz., dz. 3 00 
R eel C u t P lug , 10c, dz 96 
U nion W o rk m an  S crap ,

10c, doz. _________  96
W ay  U p, 10c, d o z ._ 96
W ay  Up, 8 oz., doz. 3 25 
W ay  Up, 16 oz., doz. 7 10 
W ay  Up, 16 oz. pa ils  7 40 
Y ankee G irl Scrap , 10c 96

P inke rton  Tobacco Co. 
B rands.

A m erican  S ta r , 10c, dz 96 
B ig  9, C lip., 10c, doz. 96 
B uck  Shoe S crap , 10c 96
P in k e rto n , 30c, d o z ._2 40
P a y  C ar S crap , 10c, dz 96 
P in ch  H it  Scrap , 10c 96
R ed  M an Scrap , doz. 96 
R ed H orse  Scrap , doz. 96
J. J. Bagley & Co. B rands.

' B road leaf, 10c _____  96
B uck in g h am , 10c, doz. 96 
B uck in g h am , 15c t in s  1 44 
Gold Shore, 15c, doz. 1 44
H azel N u t, 10c, doz. 96
K leeko. 25c, doz. —_ 2 40 
Old Colony. PI. C. 17c 1 53
Old C rop, 50c, d o z ._4 80
R ed B and , S crap , 10c 96
S w ee t T ips, 15c, doz. 1 44
W ild F ru it ,  10c, doz. 96
W ild  F ru i t ,  15c, doz. 1 44

Independent Snu ff Co. 
B rands.

N ew  F a c to ry , 5c, doz. 48 
N ew  F a c to ry  P a ils , dz 7 60

Sch m id t Bros. B rand s 
E ig h t B ros., 10c. doz. 96 
E ig h t B ros., P a ils , dz. 8 40
R. J. Reynold s Tobacco Co. 

B rands.
G eorge W ash in g to n ,

10c, doz. __________  96
Old R over, 10c, doz. 96
O ur A d v e rtise r , 10c, 96
P r in ce  A lbert, 10c, dz. 96
P r in ce  A lbert, 17c, dz. 1 53 
P r in ce  A lbe rt, 8 oz.

tin s , w ith o u t p ipes _ 6 72 
P r in ce  A lbe rt, 8 oz.

a n d  P ipes , d o z .  8 88
P rin ce  A lbe rt, 16 oz. 12 96 
S tud , G ran . 5c, doz. 48
W hale, 16 oz., d o z ._4 80
B lock  Bros. Tobacco Co. 

M ail P ouch . 10c, doz. 96
F a lk  Tobacco Co., B rands.
A m erican  M ix tu re , 35c 3 30 
A rcad ia  M ix tu re , 25c 2 40 
C ham pagne  S p ark le ts ,

30c, doz. ___________ 2 70
C ham pagne  S p ark le ts ,

90c, doz. ___________8 10
P erso n a l M i x t u r e ___ 6 60
P eriq u e , 25c, p e r dob. 2 25 
S erene  M ix tu re . 16c dz 1 60 
S erene  M ix tu re , 8 oz. 7 60
S erene  M ix tu re . 16 oz 14 70 
T a rey to n  L undon  M ix-

tu re . 50c.. doz. ___ 4 00
V in tag e  B lend. 25c dz. 2 30 
V in tag e  B lend. 80 tin s  7 50 
V in tage  B lend, $1.55 

tin s , d o z ._________ 14 70

W eym an  B ruton  Co.’s
Brands.

C en tra l U nion, 15c, dz. 1 44
Shag , 15c T ins, doz. 1 44
Shag, 15c P ap e rs , doz. 1 44
D ill’s  B est, 16c, doz. 1 52
D ill’s B es t G ran.,, 16c 1 52
D ill’s  B est, 17c T ins 1 52

Snuff.
C openhagen , 10c, roll 64
Seal B landen ing , 10c 64
Seal G oteborg , 10c, roll 64
Seal Swe. R apee, 10c 64
Seal N orkopping, 10c 64
Seal N orkopping , 1 lb. 85

c o n f e c t i o n e r y
S tick  C andy J[’a ils

S ta n d a rd  _______ 14
Ju m b o  W rap p ed 16
P u re  S u g a r  S tick , 600’s 4 20

Mixed C andy P a ils
K in d e rg a rte n  ___ 17
L e a d e r _ ___ __ 14
X. L. O. ________ 14
F ren ch  C ream s 16

18
G rocers _________ 11

F ancy  C hocolates.
5 lb. B oxes 

B itte rsw ee ts , A ss’ted  1 75 
Choc M arshm allow  D p 1 55
M ilk C hocolate  A A_1 90
N ibble  S tick s  _______2 00
P rim ro se  Choc. ______1 20
No. 12 Choc. _________1 60
C hocolate  N u t Rolls _ 1 80 

Gum D rops P a ils
A nise _________________17
R a s p b e r r y ____________*17
O range G um s _______ 17
B u tte rsco tc h  Je llies  _ 18 
F a v o rite  _____________20

Lozenges. P a ils  
A. A. P ep . L ozenges 15 
A. A. P in k  L ozenges 15 
A. A. Choc. L ozenges 16
M otto  H e a r ts  _______ 17
M alted  M ilk L ozenges 20

H ard  Goods. P a ils
L em on D rops _______ 17
O. F . H o rehound  D ps 17
Anise S q u ares  _____ 17
P e a n u t S q u a r e s _____ 18
H oreh o u n d  T a b l e t s _18

Pop Corn Goods. 
C rack e r J a c k , P r iz e  4 00
C heckers, P rize  ____ 4 00

Cough Drops
Boxes

P u tn a m ’s ___________ 1 30
S m ith  B ros. _______ 1 50

P ack ag e  Goods 
C ream ery  M arshm allow s 

4 oz. pkg, 12s, c a r t .  95 
4 oz. nkg. 48s. case  3 75 

S pecialties.
A rcad ian  Bon B o n s _18
W a ln u t F u d g e  ________23
P in eap p le  F u d g e  _______21
I ta lia n  Bon B ons _____ 18
N atio n a l C ream  M in ts  28 
S ilver K ing  M. M allows 30 

CRISCO
36s. 24s an d  12s.

L ess  th a n  5 case  —  20
F iv e  case s  ____________1914
T en  c a s e s ___________ 19
T w en ty -five  c a s e s __ 18%

6s a n d  4s.
L ess  th a n  5 c a s e s _19%
F iv e  cases  ____________18%
T en c a s e s _____________18%
25 c a s e s ______________18

COUPON BOOKS
50 Econom ic g r a d e _2 50
100 Econom ic g r a d e _4 60
500 E conom ic g rad e  20 00 
1,000 E conom ic g rad e  37 50 

W h ere  1,000 books a re  
o rd e red  a t  a  tim e , sp ec ia l­
ly p r in t  f ro n t cover is 
fu rn ish ed  w ith o u t ch arge.

CREAM  OF T A R T A R
6 lb. boxes ------------------40

D R I E D  F R U IT S  
A  n o t e *

E v a p ’d Choice, b l k . ----- 20
A pricots

E v ap o ra ted , Choice —  30
E v ap o ra ted , F a n c y ----- 35
E v ap o ra ted , S lab  ---------26

C itron
10 lb. box _____________40

F A R IN A C E O U S  G O O D S
Beans

Med. H an d  P ick ed  07
Cal. L im as  ________ 10%
B row n. Sw edish ___ 08
Red K id n e y __________ 07%

Fa rina
25 1 lb. p a c k a g e s ___ 3 20
B ulk , p e r  100 l b s . ___ 06%

H om iny
P e a rl, 100 lb. s a c k _5 25

M acaroni
D om estic, 10 lb. box_1 00
D om estic, b roken  bbls. 08
Golden Age. 2 d o z ._1 90
F o u ld ’s, 2 doz., 8 oz. 1 80 

Pearl B a rley
C h es te r _____________ 4 80

P eas
Scotch, lb. ___________06%
Split, lb. ___________ 09

Sago
E a s t  In d ia  ___________06%

T ap ioca  .
P ea rl. 100 lb. sack s  __ 06% 
M inute, 8 oz., 3 doz. 4 05
D ro m ed ary  I n s t a n t_3 50

F IS H IN G  T A C K L E  
Cotton L ine s

No. 2. 15 f e e t _______ 1 15
No. 3. 15 f e e t _______ 1 60
No. 4, 15 f e e t _______ 1 80
No. 5, 15 f e e t _______ 1 95
No. 6 . 15 f e e t _______ 2 10

L inen  L in e s
Sm all, p e r  100 y a rd s  6 65 
M edium , p e r 100 y a rd s  7 25 
L a rg e , p e r 100 y a rd s  9 00 

F loats
No. 1%. p e r  g ro ss  wd. 5 00 
No. 2, p e r g ross, wood 5 50 
No. 2%, p e r  gro. wood 7 50 

H ooks— K irby
Size 1-12, p e r  1,000 „  1 05
Size 1-0, p e r 1.000 __ 1 20
Size 2-0. p e r  1.000  1 45
Size 3 -0 , p e r 1.000 __ 1 65
Size 4-0. p e r 1.000 __ 2 10
Size 5-0. p e r 1.000 __ 2 45

S in k ers
No. 1, p e r g r o s s ____  65
No. 2, p e r  g r o s s ____  80
No. 3, p e r  g r o s s ____  90
No. 4. p e r g r o s s ____ 1 20
No. 5. p e r g r o s s ____ 1 60
No. 6 . p e r  g r o s s ____ 2 00
No. 7, p e r g r o s s ____ 2 60
No. 8 , p e r g r o s s _____3 75
No. 9. p e r g r o s s ____ 5 20
No. 10, p e r g r o s s ___ 6 75

F L A V O R IN G  E X T R A C T S  
Jen n in g s  

P u re  V an illa  
T u rp en e less  

P u re  Lem on
P e r  Doz.

7 D ram  _______________1 35
1% O unce ____________1 75
2 O u n c e _______________2 75
2% O u n c e _____________3 00
2% O u n c e _____________3 25
4 O u n c e _______________5 00
8 O unce ______________8 50
7 D ram , A s s o r t e d __ 1 35
1% O unce, A sso rted_1 75

V a n  Duzer
V anilla . Lem on, A lm ond, 
S traw b e rry , R asp b erry , 
P ineapp le , P each , O range, 
P ep p e rm in t & W in te rg reen
1 ounce in  c a r t o n s _2 00
2 ounce in  c a r t o n s _3 50
4 ounce in  c a r t o n s _6 75
8 ounce ______________13 20
P in ts  _________________26 40
Q u a rts  _______________51 00
G allons, each  ________16 00

F L O U R  A N D  F E E D  
Valley C ity  M illing Co. 

L ily  W h it6 , % P a p e r
sac k  ________________8 70

H a rv e s t  Q ueen, 24% 8 70 
L ig h t L oaf S pring

AVheat, 24% s ---------9 20
R oller C ham pion, 24% 8 30 
Snow  F lak e , 24% s — 7 20 
G rah am  25 lb. p e r cw t 3 40 
G olden G ran u la ted  M eal,

25 lbs., p e r  cw t., N  2 50 
R ow ena  P a n c ak e  C om -

pound, 5 lb. sack  — 4 20 
B u ck w h e a t Com pound,

5 lb. s a c k __________4 20

W atso n  H ig g in s  M illing 
Co.

N ew  p erfec tion , %s_ 8 20

Supe rba  Tobacco Co.
Brands.

S am m y Boy S crap , dz 96 
C iga r  C lipp in gs  

H a v a n a  B lossom , 10c 96
H a v a n a  B lossom . 40c 3 95 
K n ick erb o ck er, 6 oz. 3 0C 
L ieb e rm an , 10c, doz. 96 
W. O. W ., 6 oz.. doz. 3 00 
Royal M ajor, 10c, doz. 96 
R oyal M ajor, 6 oz., dz. 3 00 
R oyal M ajor, 14 oz. dz 7 20
L a ru s  &  Bro. Co.’s B rands. 
E d g ew o rth  R eady  R u b ­

bed, 17c T i n s __;____ 1 62
E d g ew o rth  R eady  R u b ­

bed, 8 oz. tin s , doz. 7 00 
E dgew orth  R eady  R u b ­

bed, 16 oz. tin s , dz. 14 50 
E dgew orth  Sliced P lug ,

17c tin s  doz. 1 62
E d g ew o rth  Sliced  P lu g ,

35c tin s , doz. _______3 55

C u rran ts
P ack ag e , 15 o z . ------------- 18
Boxes, B ulk , p e r lb. — 17 

Peaches
E v ap . C hoice, U npeel. 17% 
E v ap . F a n cy , U npeeled  18 
E vap . F a n cy , P ee ied  — 20 

Peel
Lem on, A m e r ic a n ___ 1 . 26
O range , A m erican  _—  22

R a is in s
Seeded, bu lk  _______ 16
Seeded, 1 lb. pkg .. — 18%
S u lta n a  Seedless ------- 17%
Seedless. 1 lb. pkg. — 24 

C a lifo rn ia  P run e s
90-100 25 lb. b o x e s _@11
80-90 25 lb. b o x e s _@12
70-80 25 lb. boxes __@13
60-70 25 lb. b o x e s _@14
50-60 25 lb. b o x e s _@15
40-50 25 lb. b o x e s _@17
30-40 25 lb. b o x e s _@19

Meal
Gr. G ra in  M. Co.

B olted  ________________2 25
G olden G ra n u la te d  —2 45

W heat
No. 1 R ed ____________1 2S
N o. 1 W h ite  __________1 25

O ats
C arlo ts  ______________45
L ess  th a n  C a r lo t s ___ is

Corn
C arlo ts  ________________68
L ess  th a n  C arlo ts  ----- 72

H ay
C arlo ts  _______________18 00
L ess th a n  C a r l o t s _ 22 00

Feed
S tre e t  C ar F eed  __  29 00
No. 1 C orn & O at F d  29 00
C racked  Corn _____  29 00
C oarse  Corn M e a l_ 29 00

F R U IT  J A R S
M ason, p ts ., p e r g ross 7 25 
M ason, q ts .,  p r  g ro ss  8 50 
M ason, % ga l., g ro ss  11 60 
Ideal G lass Top, p ts . 8 80 
Idea l G lass Top, q ts . 10 60
Ideal G lass Top, % 

gallon _____   13 70
G E L A T IN E

C ox’s 1 doz., l a r g e _1 90
Cox’s 1 doz., s m a l l_1 25
Jello -O , 3 doz. _______3 45
K n o x ’s S park ling , doz. 2 25 
K n o x ’s A cidu ’d, doz. 2 25
M inute , 3 doz. ______ 4 05
N elson’s  ______________1 6u
O xford ____________ _ 76
P ly m o u th , W h i t e ___ 1 40
W au k e sh a  ____________1 35

G R A N U L A T E D  L Y E .  
W an d ers .

S ingle cases  _________5 15
2% cases  ____________ 5 04
5% cases  ____________ 4 95
10 case s  ______________4 87
% cases, 24 to  c a se -  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 c an s  to  

case , c a s e ___________2 35

H ID E S  A N D  P E L T 8  
H ides

G reen, No. 1 ________ 07
G reen, No. 2 ________ 06
C ured, No. 1 _________08
C ured. No. 2 ________ 07
C alfsk in , g reen , No. 1 11 
C alfsk in , g reen , No. 2 09% 
C alfsk in , cu red . No. 1 12 
C alfsk in , cured , No. 2 10%
H orse, No. 1 _______ 3 00
H orse , No. 2 _______ 2 00

Pelts
Old W ool ______
L am b s ________
S h earlin g s  ____

T allow
P rim e  _________
No. 1 _________
No. 2 _______

W ool
U nw ashed , m edium  22@25
U nw ashed , r e j e c t s _@18
F in e  ________________ @25

50@1 00 
50@1 00 

__ 10@ 25

___  @5
___  @4
___  @3

R A W  F U R S .
Skunk .

No. 1 b lack  ______3 00
No. 2 sh o r t s t r i p e __ 2 00
No. 3 n a rro w  s tr ip e  - 1 00
No. 4 b ro ad  s t r i p e __  75

M ink.
No. 1 la rg e  _________ 7 00
No. 1 m edium  ______ 5 50
N o. 1 s m a l l _________ 4 00

Raccoon.
No. 1 la rg e  _________ 4 00
No. 1 m edium  ______ 3 00
No. 1 sm all _________2 00

M uskra t.
S p rin g  ________________2 25
W in te rs  ______________1 75
F a lls  __________________1 25
K it ts  _________________ 10

H O R S E  R A D I S 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 , 40 lb. p a i l s __ 2 60
P u re , 7 oz. A sst., doz. 1 35 
P u re , 15 oz. A sst., doz. 2 00 
B uckeye, 22 oz., 2 doz. .4 25 
O. B ., 15 oz., p e r doz. 2 40

J E L L Y  G L A S S E S
8 oz., por doz. _______ 34

M A T C 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. 144 boxes 8 00 
Old P al. 144 boxes __ 8 00 
R ed S tick , 720 lc  bxs 5 50 
R ed S tick , 144 b x s _5 75

Sa fe ty  Matches.
Red T op, 5 gro . 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. c a s e _4 00
G utches , 3 doz. case  4 00
L ibby  K egs, W et, lb. 25

M O L A S S E S .
N ew  Orleans 

F a n c y  O pen K e ttle  —
Choice _________________
Good ----------------------------
F a ir  ___________________
S tock  __________________

H a lf b a rre ls  5c e x tra  
M olasses in C ans. 

R ed H en , 24, 2 lb. __ 2 
R ed H en , 24. 2% lb. 3 
R ed H en , 12. 5 lb. __ 3 
R ed H en , 6 , 10 lb. — 2 
G in g er C ake, 24, 2 lb. 3 
G inger C ake, 24, 2% lb  4 
G inger C ake, 12, 5 lb. 3 
G inger C ake, 6 . 10 lb. 3 
O. & L. Spec., 24, 2% 5 
O. & L . Spec., 12, 5 lb. 5 
O. & L. Spec., 6 , 10 lb. 5 
Duffs, 24, 2% Screw  C. 6 
D uffs, 6 , 10, Screw  C. 5 
Dove, 36, 2 lb. W h. L . 6 
Dove, 24. 2% lb W h. L  6 
Dove, 12, 5 lb. B lue L  4 
Dove, 6 , 10 lb. B lue L  4 
P a lm e tto , 24, 2% lb. 4

60
48
36-
30
25

60
25
00
90
00
00
75
50
50
25
00
50
35
60
30
70
45
50

N U T S .
W hole

A lm onds, T e rreg o n a_22
I. X . L ., s . s . _______ 30
F a n c y  m ixed  _______ 21
F lb e rts , S i c i l y ______ 16
F ilb e r ts , N a p le s _____ 16
P e a n u ts , V irg in a  raw  09% 
P e a n u ts , V ir. ro a s ted  11 
P e a n u ts , Jum bo , ra w  11 
P e a n u ts , Jum bo , r s td  13
P ecan s , 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 ___ 35

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  _______________80
W alnu ts  ____________ 75

O L IV E S .
Bulk, 2 gal. k e g ___ 3 00
B ulk , 3 gal. k e g '----- 4 25
B ulk , 5 gal. k e g ----- 6 75
Q u a rt, ja r s ,  dozen — 5 00
4% oz. J a r ,  p la in , dz. 1 35 
5% oz. J a r ,  pi., doz. 1 60 
10 oz. J a r ,  p la in , doz. 2 35 
16% oz. J a r ,  PI. doz. 3 50 
3% oz. J a r .,  s tu ffed - 1 45
8 oz. J a r .  S tu „  doz. 2 40
9 oz. J a r ,  S tuffed , doz. 3 50 
12 oz. J a r ,  S tuffed , dz 4 50

P E A N U T  B U T T E R .

V eal.
Top 13

___ 12
M edium  - ______ :____ 09

Lim D.
____ 30

M edium  __________
24

M utton .
Good 16
M edium  __________ ____ 14

____ 12
H eavy  hogs -------- 11
M edium  hogs ____ —  13%
L ig h t hogs ______ —  13%
Sows a n d  s t a g s ___ 11

21
—  18%

Shou lders  _____

S p a re rib s  _______ __ 1 2 %
N eck bones 05

P R O V IS IO N S  
Barre led Po rk

C lear B a c k _ 23 00@24 00
S h o rt C u t C lear 22 00@23 00 
C lear F am ily  27 00@28 00 

D ry  Sa lt  M eats 
S P  B ellies __ 14 00@17 00 

La rd
80 lb. t u b s __ad v an ce  %
P u re  in tie rce s  14%@ 15 
C om pound L a rd  14%@15
69 lb. t u b s __ ad v an ce  %
50 lb. t u b s __ ad v an ce  %
20  lb. p a i l s ____ ad v an ce  %
10 lb. p a i l s ____ advance  %
5 lb. p a i l s __ad v an ce  1
3 lb. p a i l s __ad vance  1

Bel C a r-M o  B rand
8 oz., 2 doz. in case  2 45
24 1 lb. pails  _______ 4 25
12 2 lb. pails  _______ 4 10
5 lb. pails , 6 in c ra te  4 65
25 lb. pa ils  ___________13%
50 lb. tin s  __________ 12%
P E T R O L E U M  P R O D U C T S  

Iron  B arre ls
P e rfec tio n  K erosine  —12.4 
R ed C row n G asoline,

T a n k  W agon  ---------21.1
G as M achine G asoline  39.5 
V. M. & P . N a p h th ä  23.2
C apito l C y linder ------- 42.2
A tlan tic  R ed  E n g in e  23.2 
W in te r  B lack  ------------- 13.7

Cpolflrine
Iron  Barre ls.

M edium  L ig h t ---------- 57.2
M edium  h eav y  -------- 59.2
H e av y  ________________62.2
E x tra  h e a v y -------------- 67.2
T ran sm iss io n  Oil ----- 57.2
Finol, 4 oz. c ans , doz. 1.65 
F inol, 8 oz. cans. doz. 2.25 
P a ro w ax , 100, 1 lb. — 7.2 
P a ro w ax , 40, 1 lb. — 7.4 
P a ro w ax , 20, 1 lb. — 7.6

SEMDAC
U0UID Cioss

C e
ip f í

S em dac, 12 p t .  c an s  3 10 
Sem dac, 12 q t. c an s  4 50

P IC K L E S  
Medium  So u r  

B arre l, 1,200 c o u n t — 
H a lf  bbls.. 1300 c o u n t 17 
5 gallon  kegs  —3 00@ 6  

Sweet Sm a ll

50
50

16 Gal., 1600 
16 Gal., 2880 
5 Gal., 500 _

28 00 
32 00 
13 50

D ill P ickles.
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 S
No. 90 S te a m b o a t-----
No. 808, B icycle -----
P ic k e tt _____________
C ongress ------------------

P O T A S H
B a b b itt’s  2 doz. -----

F R E S H  M E A T S .  
Beef.

2 75 
4 50
3 50 
6 00

2 75

T op S tee 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 -----
Good —  
M edium
Common

1110
09
07

Sausage s
Bologna . _________12
L iv er _ ___ ______ 12
F ra n k fo r t ________16
P o rk  _ _ _______18@20
V eal __________ 11
T ongue _ _.__________ 11
H eadcheese _________ 14

Sm oked M eats 
H am s, 14-16, lb. 28 @32
H am s, 16-8, lb. 28 @32
H am , d ried  beef

se ts  _________ 38 @39
C alifo rn ia  H am s 16 @17
Picnic Boiled

H am s _______ 30 @32
Boiled H am s __ 45 @49
M inced H a m s _ 14 @15
B acon _________ 22 @38

Beef
B oneless ___  24 00@26 00
R um p, n e w _ 25 00@26 00

Mince M eat
C ondensed No. 1 car. 2 00 
C ondensed B ak ers  b rick  31
M oist in g la ss  ______ 8 00

P ig ’s F ee t
% bbls. _____________ 2 15
% bbls., 35 l b s . _____ 4 00
% bbls. ______________7 00
1 bbl. ________________14 15

T ripe
K its , 15 lbs. _______  90
% bbls., 40 l b s . _____ 1 60
% bbls., 80 l b s . _____ 3 00

C asings
H ogs, p e r lb. _______  @42
B eef, ro u n d  s e t ___ 14@26
B eef, m iddles, s e t_25@30
Sheep, a  skein  1 75@2 00 

U ncolored O leom argarine
Solid D a iry  _____ 20@23
C o u n try  R o l l s _____ 22@24
Gem N u t __________ - -  22

RICE
F a n c y  H ead  _________ 08
B lue R ose ___________06
B roken  _______________ 04

RO LLED  OATS 
S tee l C ut, 100 lb. sk s. 3 25 
M onarch, 90 lb. sack s  2 65 
S ilver F lak e . 90 lb. sk . 2 60 
Q uaker, 18 R eg u lar — 1 80 
Q uaker, 12s F am ily  — 2 65 
M others, 10s, F am ily  _ 2 80 
S ilver F lak e , 18 Keg. 1 45 
S ilver F lak e , 10 F am . 1 80 

SALAD 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 3.» 
S n id e r's  la rge , 1 doz. 3 60 
S n ide r's  sm all. 2 doz. 2 35 

SA L ER A TU S
A rm  an d  H am 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  --------------  2 60
COD FISH .

M iddles ---------------------- 16%
T ab le ts , 1 lb. P u re  — 23 
T ab le ts , % lb. P u re ,

doz. ------------------------- 1 I®
W ood boxes. P u re  ------- 24
Im peria l, W ood boxes 16
W hole Cod ------------------- H

H olland H erring
S ta n d a rd s , kegs ---------- 85
Y. M. K egs ---------------- 95

H erring
K  K  K  K , N o rw ay  — 20 00
8 lb. pa ils  ---------------- 1 40
C u t L unch  --------------- 9-;
B oned, 10 lb. boxes — 15 

L ake H errin g
% bbl., 100 l b s . -------- 6 o5

M ackerel
T ubs, 50 lb. fan cy  fa t 9 50
T ubs, 60 c o u n t -------- 6 25

W h ite  F ish
M ed. F an cy , 100 lb | — 13 00
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S 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  90 
F a rm e r  Spec., 70 lb. 92
P a c k ers , 56 lb . ______ 66
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 25
100, 3 lb . T a b l e _____ 6 30
60. 6 lb. T a b l e ______ 6 80
30. 10 lb . T a b l e _____ 5 65
28 lb. bags, b u tte r  — 60

P e r  case , 24 2 lbs. — 2 40 
F iv e  case  lo ts  -------- 2 30

S E E D S .
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 , y e l l o w ------- 12
P o p p y  ---------------------- 18
R ape ________________14
D u rk ee ’s  B ird , d o z ._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 bination , dz. 1 35
D rI-F oo t, doz. _____ 2 00
B lxbys, Doz. _______ 1 35
Shlno la, doz. _______  85

S T O V E  P O L IS H .  
B lack lne . p e r  doz. — 1 35 
B lack  Silk L iqu id , dz. 1 40 
B lack  S ilk  P a s te ,  doz. 1 25 
E n am a lln e  P a s te , doz. 1 35 
E n am a lln e  L iqu id , dz. 1 35 
E  Z L iqu id , p e r  doz. 1 40
R adium , p e r  d o z . ------1 85
R isin g  Sun. p e r doz. 1 35
654 S tove E n am el, dz. 2 85 
V ulcanol, No. 5, doz. 95 
V ulcanol, N o. 10, doz. 1 35 
Stovoil. p e r doz. ------3 00

SO A P .
Am. F am ily , 100 box 5 75
E xport. 120 box ------4 95
F lake  W hite , 100 box 4 90 
Fels  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 b o x _5 50
S w ift C lassic, 100 box 4 90 
20 M ule B orax , 100 bx  7 55
W ool, 100 box ______ 6 50
F a iry , 100 b o x ________6 00
J a p  R ose, 100 b o x ___ 7 85
P a lm  Olive, 144 box 11 00
L av a , 100 box ______ 4 75
Pum m o, 100 box -------4 85
S w ee th ea rt, 100 box _ 5 70 
G randpa  T a r, 50 sm . 2 40 
G ran d  P a  T a r , 50 Lge 4 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.
6 box lo ts , a sso rte d

Ivory , 100 6 oz. ____ 7 00
Iv o ry  Soap F lk s ., 100s 8 50 
Ivo ry  Soap F lk s ., 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 esm an  B ran d . 
B lack  H aw k , one box 4 60 
B lack  H aw k , five bx s  4 25 
B lack  H aw k , te n  bx s  4 00 

Box c o n ta in s  72 cakes. I t  
is  a  m o s t rem a rk a b le  d ir t  
a n d  g rea se  rem over, w ith ­
o u t in ju ry  to  th e  sk in .

W A S H IN G  P O W D E R S .
Bon A m i P d , 3 dz. bx 3 75
B on A m i C ake, 3 dz. 3 25
C llm aline, 4 doz. . 4 20
G randm a, 100, 5c - 3 90
G randm a, 24 L a rg e 4 00
Gold D ust, 100s _ . 4 00
Gold D u st, 20 L a r g e _ 4 30
G olden Rod, 2 4 _ 4 25
J in x , 3 doz. ______ 4 50
L a  F ra n c e  L au n , 4 dz. 3 70
L u s te r  B ox, 5 4 __ 3 75
M iracle Cm, 4 oz. 3 dz. 4 00
M iracle C., 16 oz., 1 dz. 4 00
Old D u tch  C lean. 4 dz. 4 75
Q ueen A nn. 60 oz. 2 40
R inso. 100 o z . ____ 6 40
R ub No M ore, 100, 10

O Z . _________________ 4 06
R ub No M ore, 100, 14

O Z . ____ ____________ 5 75
R ub No 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
Soaplne, 100, 12 oz. _ 6 40 
Snow boy, 100, 10 oz. 3 90
Snow boy, 24 L a r g 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 60

C L E A N S E R S .

80 can  cases, $4.80 p e r case

Sho Y ou, 9 oz., doz. 2 70
A -l,  la rg e  ________ — 5 76
A -l, sm all _______ — 3 60
C ap ers  ____________ 1 80

TEA.
Jap a n .

32@38
Choice ____________ 40@43
F an cy  ------------------- 54 @57
No. i  N lbbs —  — 58
1 lb. pkg. S if tin g s 16

G unpow der
28

F an cy  ____________ 38@40
Ceylon

P ekoe, m edium  — __  33
M elrose, fan cy  ----

English  B re ak fa s t
Congou, M edium  — 28
Congou, C h o ic e ----- 35@36
Congou, F an cy  ----- 42@43

Oolong
M edium  ___________ 36

45
F a n c y  --------------------- 50

T W IN E
C otton , 3 p ly  cone ___  35
C o tton , 3 p ly  ba lls  ___  35
W ool, 6 p ly  ---------- . _ 18

V I N 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

S P 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, N o. 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

O akland  V in eg ar & P ick le  
Oo.’s B ran d s.

O akland  A pple C ider — 30
B lue R ibhon C orn  ----- 22
O akland W h ite  P ick lin g  20

nr» n h a r e f t .

W IC K IN G
No. 0, p e r g r o s s ------ 60
No. 1. p e r g r o s s ------  85
No. 2, p e r  g r o s s ------1 10
No. 3, p e r  g r o s s ------1 85
P ee rle ss  Rolls, p e r  doz. 45 
R ocheste r, No. 2, doz. 50 
R o ch este r, No. 3, doz. 2 00 
R ayo, p e r doz. ---------  90

Pure Ground In Bu lk
A llspice, J a m a i c a ___ @15
Cloves, Z an z ib a r _____@55
C assia , C an ton  _______@25
G inger, A f r i c a n _____ @22
M u sta rd  ______________@31
M ace, P e n a n g  ________@75
N u tm eg s ______________@32
P epper, B lack  ________@20
P epper, W h ite  _______@29
P epper, C ayenne _____@32
P a p rik a , S pan ish  ____@42

Seasoning 
Chili Pow der, 15c 
C elery  S a lt, 3 oz.
Sage, 2 oz. _____
O nion S a l t _____
G arlic  __________
P o n e lty , 3% oz.
K itch en  B o uquet 
L a u re l L eav es  _ 
M arjo ram , 1 oz. _
Savory , 1 o z . __
T hym e, 1 o z . __
T um eric , 2% oz.

S T A R C H
Corn

K ingsfo rd , 40 l b s . _____11%
P ow dered , b ag s  ___ 03
A rgo, 48 1 lb. p k g s . ___3 76
C ream , 48-1 _________ 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 iger, 48-1 _________ 2 85
T iger, 50 lbs. ________05%

S Y R U P S
Corn

B lue K aro , No. 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

2 18
R ed K aro , No. 5, 1 dz. 3 00
Red K aro , No. 10, %

___ 1 35
___  95
____ 90
____1 35
___ 1 35
___ 3 25
___ 3 25_ 20
____ 90
____ 90
____ 90
___  90

Maple Flavor.
K aro , 1% lb., 2 doz. _ 3 95
K aro , 5 lb., 1 d o z . ___ 6 15

Maple and Cane
K an u ck , p e r g a l . _____ 1 50
S u g a r B ird , 2% lb.,

2 doz. ____________ 9 00
S u g a r B ird , 8 oz., 4

doz. _______________12 00

Maple.
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

Su gar 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  S A U C E S .
L e a  & P e rr in , la rg e_5 75
L e a  & P e rr in , sm all_3 35
P ep p e r ________________1 60
R oyal M in t ___________2 40
T o b a s c o ____ 2 75

W O O D E N W A R E
Baskets

B ushels, n a rro w  band ,
w ire  h an d les  ----------1 75

B ushels , n a rro w  b and ,
wood h an d le s  ------- 1 85

B ushels, w ide b an d  — 1 90 
M arked , d rop  h an d le  75
M ark et, sing le  han d le  80
M ark et, e x tra  -------- 1 35
Splin t, la rg e  ------------- 9 00
S plin t, m edium  --------- 8 50
S plin t, sm all -------------7 00

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  gal. — 16

E g g  Cases
No. 1. S ta r  C a r r ie r  5 00 
No. 2. S ta r  C a r r ie r  __ 10 00 
No. 1, S ta r  E g g  T ra y s  4 50 
No. 2, S ta r  E g g  T ra y  9 00

Mop Sticks
T ro ja n  s p r i n g ------------- 2 00
E clipse  p a te n t sp rin g  2 00 
No. 2, p a t. b ru sh  ho ld  2 00 
Ideal, No. 7 ---------------1 65
9 lb. Cot. M op H ead s  1 40 
12 lb. C ot. M op H e ad s  1 80

Palls
10 q t. G a lv a n iz e d ----2 40
12 q t. G alvan ized  ----- 2 60
14 q t. G a lv a n iz e d ----3 00
12 q t. F la r in g  Gal. Ir .  6 76
10 q t. T in  D a i r y ----- 4 50
12 q t. T in  D a i r y ----- 5 00

T rap s
M ouse, wood. 4 ho les — 60 
M ouse, wood. 6 ho les — 70
M ouse, tin . 5 h o l e s ----- 65
R at, w o o d ------------------- 1 00
R a t. sp rin g  ---------------- 1 00
M ouse, sp rin g  ----------  30

T u b «
L arg e  G alvan ized  —  8 50 
M edium  G alvan ized  7 00 
Sm all G alvan ized  — 6  50

W ashboards
B an n e r G lo b e ------------- 5 75
B rass , S ingle ------------- 6 75
G lass, S ingle _________7 00
D ouble P e e rle ss  ---------8 25
Single P e e rle ss  ---------- 7 50
N o rth e rn  Q ueen ------- 6 25
U n iv e rsa l ------------------- 7 50

12
14
16

W indow  Cleaners
’n. ____________

in . ________________
in . ________________

1 OR
1 85
2 30

Wood Bow ls
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 tte r  _______ 25.00

W R A P P IN G  P A P E R
F ib re , M anila, w h ite  05%
No. 1 F ib re  ------------- 07%
B u tch ers  M a n i l a ------06
K ra f t  ________________09

Y E A S T  C A K E
M agic. 3 doz. _______ 2 70
S u n ligh t. 3 d o z ._____ 2 70
S un ligh t. 1% d o z . __ 1 35
Y east F oam , 3 d o z ._2 70
Y east F oam , 1% doz. 1 35

Y E A S T — C O M P R E S S E D  
F le isch m an , p e r  doz. „  28

CHARM OF THE MANISTEE

Experiences on Canoe Trip From 
Source to Outlet.

[Late last summer Capt. Charles 
E. Belknap and three companions 
made a trip from the source of the 
Manistee River to its mouth. His re­
cital of the events of the trip are so 
interesting that I have finally pre­
vailed upon him to prepare a series of 
articles on the subject for the informa­
tion and enjoyment of the readers of 
the Tradesman. The first article of 
the series is published herewith. Suc­
ceeding articles will appear from 

* week to week until the supply is ex­
hausted—Editor Tradesman.]

In boyhood days I was told by a 
wise medicine man that there were 
many trails leading to the Happy 
Hunting Grounds. All were crooked, 
but one was the right way and it was 
plainly blazed—God’s Great Highway 
—a never-ending trail which leads 
through forests, over hills and along 
the waters. In the mind of the wise 
medicine man the far-away water 
winding its way between the hills, 
through the forests or the meadow, 
was the best trail. For was it not 
sheltered by the hills or the forests 
from the Storm King? Was it not 
the homing place of the birds and 
fishes? Did no t the Good Spirit from 
his abode just beyond the next bend 
sing the song of life and call you on? 
The way, being far, the burden must 
be light, for man must venture against 
head winds and angry waters.

So it came about when the hot days 
of summer had been torn from the 
calendar and September was on the 
way, that the Soldier Boy, who had 
come safely out of Hell’s acres be­
yond the sea, and his Gramps, who 
had likewise escaped filling a mound 
in the warm acres of the South, re­
solved to follow the true trail. The« 
along came Dan and Clyde, a pair of 
nature lovers, who had followed the 
trail from Labrador to Panama and 
from the Alaskan glaciers to the won­
derland of the Grand Canyon of the 
Colorado, but were willing to look for 
the Happy H unting Ground along the 
Manistee.

So casting out of mind the worry 
devils of the noisy town, our party 
loaded into cars their two canoes and 
camp duffle and in course of time 
found ourselves dumped out in the 
gray dawn of a cool morning at a 
junction town where we were to  wait 
three hours for the limited—limited to 
one passenger and one freight car. 
This town is upon the map, but we 
did not sense it until the sun began 
to lighten the location. Then we paid 
our respects, but not in capital letters.

Not so long ago this was the abid­
ing place of that grand old man, 
Prosperity. Now avenues bordered 
by concrete walks are backed by pits 
which once were cellars, stored with 
hardware, salt pork and liquid light­
ning. There are short stretches of 
plank walks which still bear scars of 
the lumber jack’s boot calks. At one 
corner we were startled by a voice 
broken in profane bits of riverman 
language, but it proved to be only a 
native driving a neighbor’s cows out 
of the cabbage patch. The three banks 
where notes were once shaved close 
by sharp clippers, looked liable to 
catch cold. We did not offer checks 
to be cashed, for it looked as though 
all the funds on hand might be needed 
to buy glass for broken windows. 
Smoke from the chimneys of the 
Astor House curled a welcome and we 
put our legs under a table for our 
first meal along the trail. W hen the 
waitress came in from the kitchen to 
size us up she was not sure of her 
guests, it being out of season for 
trout bugs, and we did not look like 
scrap iron buyers. W ith a bit of 
doubt in her voice she announced. 
“Pork chops or fried potatoes” and 
as one voice we all said “Yes.” The 
waiter lady was a sweet wild rose

growing midst the pine stumps and 
sassafras bushes of that cut-over land. 
Long after we had digeted the pork 
chops we were singing praises of the 
Astor House waitress.

Upon the arrival of the limited, the 
train crew unloaded a box of codfish 
and a hired girl; dumped our outfit 
aboard, tooted the Whistle in a wild 
woods way and we bounced forth over 
the haunts of the ancient stumps. The 
train crew were human. The con­
ductor locked the rear door, explain­
ing that cattle were numerous about 
the plains and might come in and 
bite the passengers. We accepted this 
as sarcasm, but soon found that every 
time the engineer blew his whistle we 
had to stop and ^et up steam again. 
After a time, curving around a hill, we 
came to a full stop and through a 
fringe of cedars and balsams we saw 
our river scarcely six rods away. We 
hesitated about leaving .that train 
crew alone in the cut-over country, 
but the fireman, a husky hero, kept a 
steady run of coal going into the fire 
box and by the time we had the duffle 
loaded into our canoes, the locomotive 
snorted out a shower of soot and with 
a rattle of coupling pins bade us 
adieu. The Soldier Boy, who had ac­
quired some choice cuss words in 
France, used them in admiration of 
that engine, which had in earlier days 
made steam for a shingle mill. He 
would not trade his paddle for the 
entire railway outfit; but in the head­
water brook of the Manistee all 
worries of transportation were for­
gotten.

At the start of this trail that was to 
lead to the Happy H unting Grounds 
were smiles only and in the thought 
of following that ribbon of a brook 
to its destiny in the Great Lake we 
found ourselves as happy as boys out 
of school. The September woods were 
brilliant with color. The anglers for 
trout had abandoned the river banks 
to the wild woods asters and the gold­
en rod. The gaily painted King 
Fisher had come to his own and bold­
ly told of the victories he was winning 
and of the big fish which got away. 
Ahead were alder jungles, cat tail 
bogs, tangles of wild grape and a 
puzzling cedar swamp, wild water 
playing hide and seek with drift logs 
—all calling for the red blood of ad­
venture.

From the source of the Manistee in 
the hills to near its end in the great 
lake, few of the habitations of man, 
except it be the lodge of the trout 
anglers, were seen from the canoe. 
Yet we knew that but a few miles 
away there were farms, schools and 
churches. It was only on Sundays 
that we met people on the river banks. 
So one Sunday, on a bluflf broken by 
a glen from which a wild brook came 
tumbling, we met three children. The 
eldest, a girl about twelve years old. 
told us of good camping grounds a 
short distance below. After the camp 
was made Clyde and the Soldier Boy 
went away to find the home of the 
fairy who told us of the camping 
place. They found the house upon 
a hill which could not be hidden from 
the summer sun or the storms of win­
ter. Three miles away on a road 
lined by farm homes, was the little 
red schoolhouse that builds the boys 
and girls who in the future, as in the 
past, must guide the destiny of Ameri­
ca. In the kitchen of the farm house 
was a cooking range large enough to 
serve a hotel. On the living room 
table was a Grand Rapids daily, with 
many other papers and magazines. 
When the explorers returned to camp 
they were loaded with good things to 
eat, among them a pumpkin pie, same 
as mother made and baked in a long 
tin. Everything was made so pleas­
ant for us that we remained for two 
days in this camp and became good 
friends with the family.

We rolled up before the open front 
tent a large water worn pine stump. 
Its burning resembled a castle ablaze 
and at night a group of boys and 
girls joined us, coming down the hill­
sides carrying lanterns to light the 
way. Grouped about the fire, all that
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was needed to complete the scene was 
the garb of the indians of other days.

The term wigwam, as used by the 
Ottawa indians, means “Good Camp.” 
It might be a skin covered tepee or 
a balsam shelter, protected by trees 
or hills from the winds and storms so 
with the winds sighing through 
the trees, the comfortable fire and 
the good company, we named the 
camp “W igwam” and the little girl 
who told of the place, “The Rose of 
the White Tree River.” She wanted 
indian stories, so Gramps told them 
the Ottawa legends of the In/dian 
Summer days, the fleeting season of 
gold and blue haze.

The indians say that in these beauti­
ful days the spirit of the Sun God 
smokes his pipe. The spirit of the 
Shaw-on-da-see (the South wind) has 
traveled far and, now resting, smokes 
his pipe of peace. All the forest is 
aglow with gold and blue, and the 
warmth of his pipe filled with Kill-i- 
Kin-ick (the leaves of the water wil­
low) charms all the air. Then the 
ashes from his pipe in flakes of frost 
fall upon the land. Ka-be-you (the 
spirit of the winds) sends his son. Ka- 
ba-nak-ka (the North wind), whose 
bonnet of white snow fights a fierce 
battle with the Show-an-da-see and 
the Indian Summer with its charms 
is but a memory.

The indian is never alone. He is 
ever hearing magic songs. Even birds 
are made to talk. He holds in im­
agination the scenes of a hunter’s life. 
It is no wonder that the indian wor­
shipped the sun, for it brought him 
all that was good in life. There is a 
touch of the indian’s soul in the birch 
bark canoe, in the basket he weaves 
and the bead belt and ornaments of 
his moccasin. His spirit is in the 
haze of September days.

None of our canoe party were 
botanists, 'b u t just simple lovers of 
nature and we found much to love and 
admire in the profusion of flowers in 
this cut-over land. In an effort to 
again clothe God’s acres. N ature’s 
chemists had colored the sumacs in 
yellow and crimson. The wild aster, 
purple and blue formed an endless 
carpet along the high bluff and came 
down to the water’s edge in groups to 
join the grape vines and alders. Gold­
en rod, the cardinal flower and black 
eyed Susans were gathered in masses 
and often made a headdress for the 
bow of our canoes. The* blue geni- 
tan grew all about in the sedge grass 
of the marshy places; also the arrow­
heads which gave pattern to the in­
dian for the shaping of his flints and 
the witch hazel which means so much 
to the life of the red man. The deli­
cate convolvulus was also in evidence: 
and hiding all about the stumps of 
ancient trees was the green of the 
modest arbutus. The glory of the 
pines were gone, but in their places 
were groups of gray cedar, blue spruce 
green nine and hemlock. Branch in 
branch locked in embrace with the 
birches, they make enchanted camp­
ing places. The canoe man has no 
desire to commercialize this flowery 
kingdom, but having a sweet tooth 
he cannot refrain from reflecting upon 
the tons and tons of honey going to 
waste, for the honeybee and the wild 
flower are sweethearts, and never 
quite fulfilling their mission when liv­
ing apart. Charles E. Belknap.

A man in business who is ambi­
tious to get on rapidly must rely not 
upon his education, but upon the 
power in himself which his education 
has helped to develop.

Corporations Wound Up.
The following Michigan corpora­

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

Erman-Pupko Co., Detroit.
Vassar Knitting Mills. Bay City.
Harvey G. Wilson Co., Detroit.
American Adjustment & Inspection 

Co., Detroit.
Adrian-Franklin Threshing Co., 

Adrian.
Star Machine & Tool Co., Jackson.
W orkm en’s Co-operative Restau­

rant, Hamtramck.
Crescent Tool Co., Detroit.
Charlotte Ginseng Co., Charlotte.
John W. Johnson Co., Cadillac.
W agner Building Co.. Ltd., Detroit.
Peninsular Milled Screw Co., De­

troit.
Wardell-Olson Co., Cadillac.
Lewis Live Stock Co., Jackson.
General Development Corp. No. 1, 

Detroit.
Mack Avenue Land Co., Detroit.
Commercial Cartage Co., Detroit.
Boeye Realty Co., Detroit.
Saginaw Abstract Co., Saginaw.
Riverbank Manor Realty Co., De­

troit.
W alker-Teetart Co., Detroit.
Michigan Skee-Ball Co., Detroit.
Columbia Storage Battery Service 

Station, Detroit.
Swedish Home Society, Ishpeming.

Chickens Get Motor Wise.
“I think that if it is possible to edu­

cate chickens to caution, it ought to 
be possible to educate human beings,” 
said George M. Graham at the recent 
highways dinner of the National Au­
tomobile Chamber of Commerce.

“I notice the chicken is becoming 
very cautious,” he added. “She is 
learning something, and I say ‘she’ 
advisedly, for I notice that the chicken 
that gets run over is always a hen.

“The rooster stands in dignified 
state on the side of the road and grins 
tolerantly, while the flurried hen tries 
to cross back and forth in front of 
the car five times.

“But some impulse of precaution 
born of maternal admonition comes to 
the mind of the hen to-day and says, 
‘It is wisdom to stay on this side and 
let it go by.’

“Now, if hens, with their limited 
modicum of brains, can be trained 
that far in safety, why not also chil­
dren? It is simply a case of carrying 
the message- to them.”

Fruit Thimbles.
Thimble-like contrivances that fit 

over the finger ends, to facilitate the 
hulling of fruits, are the novel inven­
tion of Amy Pearce, of Mission City, 
British Columbia. The thimbles are 
of light metal and are provided with 
artificial nails. To each of them is 
fastened a short rubber tube which 
secures it upon the finger.

F o r  Sale—Old estab lish ed  h a rd w a re  
b u siness , a cco u n t ow ner being  engaged  
a u to  b u sin ess  an o th e r  c ity  w here  he lives 
a n d  spends tim e . S to re  located  t< w n  700, 
C alhoun  coun ty , rich  land. S ales 1921 
$20,000. In v e n to ry  a b o u t $5,000. A ct 
q u ick  if  you w a n t re a l p roposition . 
O w ner, E . C. S ea ton , C are  C en tra l M otor 
Co., B attle_ C reek .

B u sin ess  F o r  Sale—G roceries, m e a ts  
a n d  d ru g  su n d rie s. S to re  24x46, an d  
sev en -ro o m  house. P av ed  s tre e t , m ain  
a r te ry . F o u r ro ad s  converge, co rn e r r e ­
se rv ed  fo r filling s ta tio n . A w onderfu l 
s ite . O w ner, G eorge H . B agg, 925 Gull 
S t ., K alam azoo, M id i. 696

W A N T E D  — A SA LESM A N  W H O  
C O V ER S T H E  S outh  P la tte  c o u n try  
t r ib u ta r y  to  H a s tin g s , N eb ra sk a , d esires  
to  ta k e  on side line. A ddress “ A. B .” 
T rib u n e , H a s tin g s , N eb ra sk a . 697

D RUG STOCK FO R  SA L E —L o ca ted  in 
Jac k so n . M ich. O w ner deceased . S tock, 
e tc ., in th e  h an d s  o f a d m in is tra to r . Good 
s to ck , e stab lish ed  b u sin ess . A ddress 
P E O P L E S  N A TIO N A L B A N K  O F JA C K - 
SON, M ICHIGAN, A D M IN ISTRA TO R .

69S
A PR O V E N  M ONEY M A K E R —O ppor­

tu n i ty  to  secu re  a  g row ing, e stab lish ed  
m a n u fa c tu rin g  bu s in ess  of law n and  
p o rch  fu rn itu re , bob-sle ighs, an d  a  cele ­
b ra te d  line o f p a te n t w hiffle trees. T hese 
lines a re  w ell ad v ertised , w ith  o rd e rs  on 
h a n d . W ill dispose of p a tte rn s ,  fix tu res, 
e tc ., sep a ra te ly , if desired . P re s e n t 
com pany  en g ag in g  in  la rg e r  m a n u fac tu re . 
Box 91, E v a r t ,  M ich. 699

D ru g  S to re—M edium  sized  in S ou thern  
M ichigan tow n. S ta te  p a r tic u la rs  in first 
le t te r .  A ddress No. 700, care  M ichigan 
T rad esm an . 700

F o r  Sale—G eneral m e rch an d ise  b u s i­
n ess , s to ck , fix tu res  a n 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,
c a re  M ichig a n T rad esm an .____ _ 685

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  rea l m oney  m ak e r and  
w ill s ta n d  in v estig a tio n . H e a lth  reason  
fo r selling . A ddress No. 687. care  M ich-
ig a n T r a d e s m a n ._________________  687

W an ted —S tock  o f goods o r b u sin ess  
p ro p e rty  fo r 280-acre s to ck  fa rm . De 
C oudres, B loom ingdale , Mich._______ 688

F o r  Sale—S tock  of g en e ra l m e rc h a n ­
dise  a n d  fix tu res, tw en ty -five  m iles w est 
o f D e tro it, co n sis tin g  of c lo th ing , shoes, 
d ry  goods a n d  g roce rie s . A m oun t of 
s to ck  an d  fix tu res  will n o t exceed  $10 .- 
000. C heap  re n t  an d  long lease. A d­
d re ss  N o. 691, care  M ichigan T rad esm an . 
___________________________  691

F o r  Sale—S tock  o f g en e ra l m e rc h a n ­
d ise. Good loca tion , no  close co m p e ti­
tio n . W ill sell cheap  if ta k e n  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 R egisters, Computing Scales, 
Adding Machines, Typew riters And 
Other Store and Office Specialties. 
122 N. W ashington, SAGINAW, Mich. 
R epairs and Supplies for all rnnkw

I f  you a re  th in k in g  o f go ing  in to  b u s i­
ness , se lling  o u t, o r m ak in g  a n  exchange , 
p lace  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  w ill b rin g  you 
in  touch  w ith  th e  m an  fo r w hom  you a re  
looking—T H E  B U SIN E S S MAN.

1000 le tte rh e a d s  o r envelopes $3 .75 . 
C opper J o u rn a l. H ancock , M ich. 150

W ill pay  cash  fo r w hole s to re s  o r  p a r t  
s to ck s  of m e rch an d ise— L ouis L ev insohn , 
S ag inaw , M ich. 998

Bell Phone 596 Cltz. Phone 61366

JOHN L. LYNCH SALES CO. 
S P E C IA L  S A L E  E X P E R T S  

Expert Advertising  
Expert Merchandising  

209-210-211 M urray Bldg. 
GRAND RAPIDS, MICHIGAN

P a y  spo t cash  fo r c lo th ing  an d  fu rn ish ­
ing  goods stocks . L . S ilberm an , 274 E a s t  
H ancock , D e tro it. 566

S alesm en—P ro fitab le  side  line. C arry  
sam p les  in pocket. A ddress C opper J o u r -  
na l, H an cock, M ich. 574

F o r Sale—C ash re g is te rs  an d  s to re  fix­
tu re s . A gency for S ta n d a rd  com pu ting  
sca les. D ickery  D ick, M uskegon, M ich.
______________________ _______________ 643

F o r  Sale—Shoe s to ck  a n d  shoe r e p a ir ­
in g  eq u ip m en t. W ill sell o r re n t b u ild ­
ing . L oca tion  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—A t H a rb o r Springs, M ich­
igan , a n  o u tfit fo r an  ice c ream  p a rlo r, 
co n sis tin g  of s ix teen  tab les, s ix ty -fo u r  
ch a irs , one so d a  fo u n ta in  w ith  fix tu res  
an d  a tta c h m e n ts  com plete, one ice c ream  
m achine, one carb o n ato r, fou r show  
cases, one e lec tr ic  m ixer, one e lectric  
u rn , s ilv e rw are  an 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  
tubs , ice c ream  m ix e r an d  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

M eat M ark e t—O p p o rtu n ity  of a  life 
tim e to g e t m ea t m a rk e t o u tfit com plete. 
E x ce llen t m a n u fa c tu rin g  W isconsin  city , 
su rro u n d ed  by  fine s to ck  ra is in g  co u n try . 
All s e t to s tep  r ig h t in and  do business. 
Will sell a b o u t o n e -th ird  cost o f new  
equ ipm ent. If in te re s ted , s tep  lively. 
I t ’s a  big  sn ap . P a r tic u la rs , w rite  A. R. 
H en sle r. 671 L ake Ave., B a ttle  C reek, 
M ich. Bell phone 4131M. 672

Wm. D. Batt
F U R S

Hides
Wool and Tallow

Agent for the 
Grand Rapids Steam  

Ground Bone Fertilizer

28-30 Louis St.

Grand Rapids, Michigan

S.C.W fa r

X  C IG A R  CO
f%Qood fa ihe vm/emd'' 
. D IS T R IB U T O R S

SEC O N D -H A N D  SA F E S
We are always in the market for second-hand 

safes.
Send us detailed description, including date of 

purchase, name of manufacturer, inside and 
outside measurements and general appearance 
and we will make you an offer.

GRAND RAP IDS SAFE CO.
G RAN D  R A P ID S, MICH.



40 M I C H I G A N  T R A D E S M A N M arch  15, 1922

Late News From Michigan’s Metrop­
olis.

Detroit, March 14—H. W. Peters, 
General Manager of the Packard-De­
troit branch, reports that sales of 
Packard cars were more than 200 per 
cent, better than January and more 
than 100 per cent, better than the 
record of last year. In addition, in­
dications point to heavy business 
during March. Evidently business is 
well on the up-grade.

The Michigan State Telephone 
Company has installed the automatic 
system of telephones throughout the 
Detroit Edison Company’s general 
office building, 2000 Second avenue. 
Department heads of the Detroit Edi­
son Company report the new system 
to be working smoothly and a great 
time-saving over the old system.

Buy in Detroit. Help keep Detroit 
men employed and Detroit plants run­
ning full time.

O. C. Froman, for many years a 
resident of Detroit, has been appoint­
ed manager of the Hotel 'fuller, suc­
ceeding A. McKindrick, who has 
been made vice-president of the Tul- 
ler Hotel Co. Mr. Froman says “the 
policy of the new management in­
cludes courteous and efficient service 
by every employee. The manager or 
his assistant will be on the floor at 
all times to care for arriving guests.”

The Crittall Casement Window Co. 
has begun the erection of a new plant 
at Hearn and Springfield streets. The 
new plant is being built by A. A. 
Albrecht, and will be ready for occu­
pancy May 1. This building is planned 
to be the central and largest of a 
group of three, the other two to be 
built later. The main building is 300 
feet long by 100 in width, and will 
contain the general offices, as well as 
the steel casement factory.

At the meeting of the executive 
committee of the Retail M erchants’ 
Bureau held on March 7, Z. Himel- 
hoch, Himelhoch Bros., was elected 
first vice-president of the Bureau, and 
J. H. Gregg, Gregg Hardware Co., 
was elected second vice-president. 
This action was made necessary on 
account of the fact that W. P. Emery, 
Crowley, Milner & Co., newly elected 
first vice-president, was unable to 
serve the coming year in that capac­
ity. Mr. Himelhoch was formerly 
elected second vice-president but 
when it was learned that Mr. Emery 
could not serve, Mr. Himelhoch was 
made first vice-president of the bu­
reau by unanimous vote of the Exe­
cutive Committee. Mr. Gregg was 
then elected second vice-president. 
All sub-committees of the bureau, 
such as Legislative, Publicity, Finan­
cial, Membership, and Stores P ro ­
tective Association, were requested to 
continue to act until the return of 
President Oscar W ebber from Cali­
fornia. Mr. W ebber is expected back 
in Detroit sometime after the first of 
April, and at that time new sub-com­
mittees for the coming year will be 
appointed by him.

The second detectives’ and super­
intendents’ dinner, held under the 
auspices of the Store Mutual Protec­
tive Association of the Retail Mer­
chants’ Bureau, and scheduled for 
Tuesday evening, March 7, was in­
definitely postponed on account of the 
illness of M anager John Downey. 
Mr. Downey was scheduled to speak 
before the detectives and superintend­
ents. He was to give a resume of 
the activities of the Protective Asso­
ciation since it was formed in Sep­
tember. Accomplishments of the 
association would be shown. The 
Protective Association has accom­
plished wonderful results since it was 
formed some few months ago, due 
largely to the efficient work of Mr. 
Downey as manager of the Associa­
tion, and also to the directive efforts 
of the Stores Mutual Protective As­
sociation committee composed of W. 
T. W right, J. L. Hudson Co.; Z. 
Himelhoch. Himelhoch Bros., and C. 
W agner, E rnst Kern Co. The de­
tectives’ dinner will be held just as

soon as Mr. Downey recovers from 
his illness. I t is the policy of the 
Protective Association to hold these 
detective dinners from time to time 
so that all operatives may become 
better acquainted, exchange informa­
tion on matters affecting the welfare 
of downtown stores, and work out 
more efficient plans for co-operation 
between different store organizations 
and consequently better protective 
service furnished to the individual 
firms.

Review of the Produce Market.
Apples—W agner, Greenings, Spys, 

Baldwins and Russets command $9@ 
10 per bbl.; cooking apples, $8 per 
bbl. Box apples from the Coast com­
mand, $3.50@4 for Jonathans and 
Spitzenbergs.

Bagas—Canadian, $2 per 100 lbs.
Bananas—7c per lb.
Beets—$1.25 per bu. for old and 

$2.50 per hamper for new Texas.
Butter—There is a fair demand for 

fresh creamery. The supplies are 
cleaning up fairly well on arrival. The 
market is steady. Stocks of storage 
butter are also being reduced every 
day. The make lof butter is in ex­
cess of what it was last year. Local 
jobbers hold extra creamery at 37c in 
63 lb. tubs for fresh and 35c for cold 
storage; 38c for fresh in 40 lb. tubs. 
Prints, 37c per lb. Jobbers pay 15c 
for packing stock.

Cabbage—$4 per 100 lbs. for home 
grown; $3.50 per 100 lbs. for Texas.

Carrots—$1.25 per bu. for old and 
$2.25 per hamper 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.

Cucumbers—Illinois and Indiana 
hot house command $3. per doz. for 
fancy.

Eggs—The market is steady on the 
present basis of quotations, which is 
a trifle lower than it was a week ago. 
The production is increasing all over 
the country, which is customary for 
the season and the quality arriving is 
showing up very good. The prices are 
considerably lower than they were 
this time a year ago and the receipts 
are considerably in excess of what 
they were at that time. The con­
sumption is likely to continue very 
good and we are not likely to experi­
ence much change in price. Local 
dealers are paying 20c.

Grape Fruit—Present quotations on 
Florida are as follows:
36 ------------------------------------------$4.00
46-54 __A---------------------------------- 4.00
64-70-80 _______________________4.50
96 ------------------------------------------- 4.50

Green Onions—Shalots, $1 per 
doz. bunches.

Lemons—Sunkist are now quoted
as follows:
300 size, per box ______________$7.00
270 size, per box _______________6.00
240 size, per box _______________6.00

Choice are held as follows:
300 size, per box ______________$6.50
360 size, per box _______________5.50

Lettuce—H ot house leaf, 20c per 
lb.; Iceberg from California, $6 per 
crate.

Onions—California, $9.50 per 100 lb. 
sack; home grown, $9 per 100 lb. 
sack; Spanish, $4 per crate.

Oranges—Fancy Navels are now 
held as follows:

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.

Floridas are held at $7 per box.
Parsley—60c per doz. bunches.
Peppers—Florida, $1.25 per basket.
Pieplant—20c per lb. for Southern 

hot house.
Pineapple—$7 per crate for Cubans.
Potatoes—The market is weak. Lo­

cally potatoes are selling at $1.10 per 
bu.

Poultry—The market is unchanged. 
Local buyers pay as follows for live:
Light fowls __________________  16c
Heavy fowls __________________ 24c
Light Chickens ________________ 16c
Light Chcikens, no s ta g s _________ 24c

Radishes—90c per doz. bunches for
home grown hot house.

Spinach—$2.50 per bu. for Florida.
Squash—2.75 per 100 lbs. for H ub­

bard.
Sweet Potatoes—Kiln dried Georgia 

command $2.25 per hamper.
Tomatoes—$1.50 per 6 lb. basket 

from California.

Buy To Cover Immediate Require­
ments Only.

W ritte n  fo r th e  T rad esm an .
The past week has seen a decline of 

7 cents per bushel on wheat, both cash 
and futures, and this would appear to 
be sufficient reaction for the time be­
ing at least, or until such a time as 
the actual condition of the growing 
winter wheat crop is determined and 
a good knowledge of seeding condi­
tions in the Northw est obtained.

The recent Government report, as 
of March 1, showed 243,000,000 
bushels of wheat in all positions in the 
United States, divided as follows:

On the farm, 131,000,000 bushels.
In country mills and elevators, 72,- 

000,000 bushels.
In the visible supply, 40,000,000 

bushels.
This showed a slight increase of 

about 6,000,000 bushels more on the 
farms than estimates of earlier dates 
indicated. However, the report as a 
whole could not be construed as bear­
ish, neither does it offer any particular 
hope for those favoring the long side 
of wheat.

It is estimated, in addition to the 
above, there is about a month’s sup­
ply of wheat in transit and figured as 
flour stocks in dealers’ hands which 
would make a total available supply 
of 288,000,000 bushels of wheat.

Consumptive requirements are ap­
proximately 45,000,000 bushels per 
month, or about 180,000,000 bushels 
until the first of July; requirements 
for spring seeding will total approxi­
mately 30,000,000 bushels, making a 
total of 210,000,000 and leaving a bal­
ance for surplus o r export of 78,000,- 
000 bushels.

Last week 5,000,000 bushels of 
wheat from the U nited States were 
exported and there are approximately 
sixteen weeks yet before any new 
wheat is available. If  this average is 
kept up, 80,000,000 bushels will be 
taken by foreigners, leaving no sur­
plus, based on available figures.

W heat is, apparently, not in a weak 
position and neither are conditions 
such that we may reasonably expect 
much higher prices.

Of course, a great deal will depend 
upon the actual outturn of the grow­
ing crop of wheat. If Spring seeding 
is heavy, conditions are favorable and 
the W inter wheat crop shows up bet­
ter in the Spring than anticipated, we 
will have declining markets. W heat 
will probably go off 25c per bushel 
anyway. On the other hand, if condi­
tions for Spring seeding should be un­
favorable and the W inter wheat crop 
shows up in poorer condition than an­
ticipated, a higher range of prices will 
prevail.

Guessing the market is hazardous 
business, particularly on grains, be­
cause so much depends upon the 
weather.

Business is not strong enough so 
that it would appear to be advisable 
to buy heavily for future delivery. It 
seems to us the proper policy to pur­
sue is to buy to cover immediate re­
quirements and if we were to offer any 
advice on the market, it would be to 
that effect, for the time being at least.

It will pay the trade to watch mar­
ket reports concerning crop condi­
tions carefully, as those will have a 
very distinct bearing on the price sit­
uation. Lloyd E. Smith.

The Usual Result.
Cen erville, March 13—Fire destroy­

ed the grand stand at the St. Joseph 
county fair grounds with a loss of 
$5,000 Sunday. The blaze was started 
by a cigarette stub carelessly thrown 
into a pile of rubbish by some boys 
The exhibition hall and several other 
buildings were saved by firemen.

Clifford—The Clifford M anufactur­
ing Corporation has been incorpor­
ated to manufacture and sell auto ac­
cessories, with an authorized capital 
stock of $12,000, all of which has 
been subscribed, $677 paid in in cash 
and $3,689 in property.

D etroit—Clark & Streeter, Inc., has 
been organized to manufacture and 
sell cement blocks and other cement 
products, with an authorized capital 
stock of $5,000, all of which has been 
subscribed, $800 paid in in cash and 
$2,200 in property.

Detroi'’—The Detroit Door Check 
Co. has been incorporated to manu­
facture and sell screen door checks, 
with an authorized capital stock of 
$3,600, all of which has been subscrib­
ed and paid in, $600 in cash and $3,- 
000 in property.

Detroit—The National Supply Co. 
has been organized to deal in manu­
factured goods and raw products on a 
commission basis, with an authorized 
capi'al stock of $1,500, all of which has 
been subscribed and $900 paid in in 
cash.

Detroit—The Detroit Radio Manu­
facturing Co. has been incorporated 
to manufacture electrical equipment 
with an authorized capital stock of 
$10,000, ”$1,600 of which has been sub­
scribed and $1,400 paid in in cash.

Kalamazoo — The W aste Paper 
Packing Co. has been incorporated 
with an authorized capital stock of 
$100,000, all of which has been sub­
scribed and paid in in cash.
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Ely-Norri»
Manard
Manganese Steel 
Bank Safe

THE STRONGEST 
SAFE IN THE WORLD.

Manufactured 
Exclusively by
YORK SAFE  

AND LOCK CO.

Sale in Western Michigan controlled exclusively by

GRAND RAPIDS SAFE CO. 
Tradesman Building

GRAND RAPIDS

f



FIRE W IN D STO RM T O RN A D O

Che mill mutuals
Jlgency

LANSING, M ICH IGAN

Representing O ne of the

Strongest mutual Tire Tn$. Groups
In  United States

W ith

$21,750,000.00 Cash Assets 
10,100,000.00 Cash Surplus 
4,000,000.00 Cash Dividends

Paid in 1920
AVe also furnish to  our clients, w ithout cost, the  best insurance and engineering service 

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

Strength» Service» Economy

ROBERT HENKEL, President 
Detroit

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

120 Ottawa St., Lansing, Mich.


