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THOUGHTS

D o you know  tha t your thoughts rule your life, 
Be they pure or im pure in the strife?

A s you think, so you are;
A nd you m ake or you m ar 

Your success in the w orld 
By your thoughts.

A re  your thoughts just and  true every hour? 
Then your life will attest w ith great power,

If it’s love fills your heart,
Then all hate m ust depart,

You will find all success 
In good thoughts.

A re you kind in  your thoughts tow ard all? 
Then bu t kindness to  you m ust befall,

A s you sow, so you reap,
In a m easure so deep,

Either pleasure or pain,
By your thoughts.

Emily Tupper-Bendit.

THE SET OF THE SOUL

One ship goes East, another W est—
By the self-same w inds tha t blow ;

’Tis the set of the sail and  no t the gale 
T hat determ ines the w ay they go.

Like the winds a t sea are the  ways of fate 
A s we voyage along through life;

’Tis the set of the soul tha t decides the  goal 
A nd not the calm or the strife.

Rebecca R. Williams.



OELERICH & BERRY CO.

O  & L
Ginger Cake

and
Red H en. 
Brands

are
Real Pure 

New Orleans 
Molasses

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

Old Manse 
Syrup

It always pays to
B U Y  T H E  B E S T

Distributed by
ALL MICHIGAN JOBBERS

Packed by
OELERICH A  BERRY CO.

New!—But Quick Sellers
FRANKLIN C IN N A M O N  & SUGAR 
fills a long felt want, for hot cakes, fruit, 
cereals and baking. A case, well displayed in 
a store, has sold itself in a day. Almost the 
same thing can be said of

FRANKLIN G O LDEN SYRUP 
FRANKLIN SUGAR H O NEY 
FRANKLIN TE A  SUGAR

For a real profit on sugar:—

Franklin Sugar in Pacicages 

The F ranklin  Sugar R efin in g  C om pany
PHILADELPHIA. PA .

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

Name on the Sack is a 
guarantee of its Contents
W hen specifying cem ent insist th a t it b e  the kind with the 

nam e—

NEWAYGO
PORTLAND
CEMENT

on every sack.

You can then be  assured tha t this im portant part of your 
construction w ork is being supplied with m aterial th a t has proven 
its w orth, one tha t will readily  ad a p t .itself to  your job, no m atter 
w hat problem s or com plications m ay arise.

Newaygo Portland  Cem ent is no t lim ited in use to  the  con
struction of buildings. It m ay b e  used above or under ground, 
in or out of water. Its m any uses have brought about a  universal 
dem and for the cem ent w ith a  guarantee of uniform  quality.

Newaygo Portland Cement Co.
General Offices and Plant 

Newaygo, Mich.
Sales Offices

Commercial Savings Bank Bldg. 
Grand Rapids, Mich.

CHICAGO, ILL.
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MICHIGAN TRADESMAN
(U nlike an y  o th e r paper.)

F ran k , Free  and F earless  for th e  Good 
T h a t We Can Do.

Each Issue Com plete In Itself.

DEVOTED TO T H E  B EST IN T E R E ST S 
O F BU SIN ESS M EN.
Published Weekly By 

TRADESMAN COMPANY 
Grand Rapids

E . A. STOW E. E dito r. 

S ubscrip tion  Price.
T hree  dollars p e r year, if  pa id  s tric tly  

in  advance.
F o u r dollars p e r year, if  n o t pa id  in  

advance.
C anadian  subscrip tions, $4.04 p e r year, 

payable invariab ly  in advance.
Sam ple copies 10 cen ts  each .
E x tra  copies o f cu rre n t issues, 10 cen ts; 

issues a  m onth  o r m ore old, 15 cen ts; 
Issues a  y ea r o r m ore old, 25 cen ts; issues 
five years  o r m ore old 50 cen ts.
E n tered  Sept. 23, 1883, a t  the  Postoffice 
of G rand R apids a s  second c lass m a tte r  

under A ct of M arch 3, 1879.

THE IDEA OF CONFIDENCE.
The banker drove down town this 

morning, serenely risking his life and 
the welfare of his car every other 
crossing by taking the right of way 
when it wa$ his—because of confidence 
that the fellow coming from his left 
would pull up.

The lawyer paid a bill by giving a 
note—he was able to do it because the 
man who took the note had confidence 
that the lawyer would pay.

A customer came into the store and 
gave an order for some groceries, 
which must be delivered at a certain 
hour, for immediate use. He had con
fidence not only that the grocer would 
do it when he said he would, but that 
it would be properly done.

We have a friend in whom we be
lieve. We believe in him because he 
acts as a regular fellow ought to act. 
When some one says of him, “He did 
thus and such when he ought not to 
do,” we say at once, “That’s not true. 
He isn’t that sort.” We say it, because 
we have confidence in him.

The world is built around the idea 
of confidence. Credit is nothing but 
confidence. Reputation is nothing but 
concrete visualization of a confidence. 
Without confidence, business stops, 
work stops and civilization stops.

Whoever hurts confidence, hurts not 
only himself, but all the rest of the 
world. One automobile accident due 
to one violating another’s confidence, 
hurts all automobilists. One unpaid 
note hurts all men’s confidence in 
notes and credit. One poorly execu
ted order or order not delivered on 
time hurts all who order and all who 
sell goods to merchants who do order. 
One man who does not deserve the 
confidence we place in his reputation 
hurts all men’s reputations.

If every one was always worthy of 
confidence, confidence would never be 
violated.

KEEP ON SELLING YOURSELF.
Mark Twain once said, “There is a 

lot of talking about the weather, but *

nothing is ever done about it." That 
is the trouble with a lot of the alleged 
thinking we do. Nothing is ever done 
about it.

For example, how many of us have 
thought sufficiently so that we could 
sit down and dictate in . a few para
graphs just what our business stands 
for; what the governing principles are. 
In definite terms, what de we propose 
to do for a customer and how are we 
going to do it. Have we thought 
these things out to a clear and final 
conclusions?

This is not a personal efficiency test; 
it is an extremely practical question, 
particularly for those who are on the 
sales end of the business.

In plain old United States sit down 
and sell yourself completely on your 
own business. If you have any 
trouble in selling yourself, you are 
going to have that same trouble in 
selling the other fellow.

Keep on selling yourself. Keep 
your mind active and keep up faith in 
what your mind produces. Have en
thusiasm and self confidence.

The man who has convinced him
self breathes a spirit of conviction 
that is infectious—just as, on the op
posite side, the man who has never 
taken the time and thought to straight
en the thing out in his own mind is 
constantly working under a handicap.

THE GOSPEL OF GRIT.
To know that courage is a necessary 

business quality—
That in business there is no referee 

to count you out except yourself—
That the collective cowardice called 

business depression need not wreck 
your business unless you let it—

That effort and energy create or
ders, even if in lessened degree, in 
hard times as in good times and all 
times—

Is the Gospel of Grit.
Translated into practical terms, this 

means that you can, if you will, get 
after more of the business of your lo
cality, add greatly to your sales, aug
ment your usefulness to the commun
ity. increase your earning power and 
enlarge your profits. If you do not 
know just how to go about it to ac
complish this result, the Tradesman 
will be glad to give you the benefit of 
advice based on an experience of forty 
years as the friend and adviser of 
thousands of successful merchants.

Unwise Not To Provide Fot Require
ments.

W ritte n  fo r th e  T radesm an .
Cash wheat has advanced about 4j^c 

per bushel during the past week; fu
tures l@3c depending upon date of 
delivery, the immediate futures scoring 
the greater advance.

Much of this advance, of course has 
been due to inability to move wheat 
from country eleyatffiK.. Jbft* Jtecmiosd.

points, in other words, to obtain the 
proper distribution.

The railroad situation has not im
proved. In fact, Eastern railroads 
have been ordered by the Car Service 
Committee of the American Railway 
Association to return box cars to their 
Western owners. This ruling has been 
made effective immediately.

While this will relieve the situation 
West of the Mississippi, it will tend to 
aggravate it in the Central and East
ern Stages, so lower prices not only 
on wheat and flour, but on various 
other lines, are quite out of the ques
tion for the immediate future.

On the other hand, a good healthy 
advance has been scored during the 
past sixty days on both wheat and 
flour and it does not appear probable 
that material advances from this point 
will be made until after the first of the 
year any way, yet prices are fully war
ranted on both wheat and flour, for 
despite the difficulties encountered, on 
the whole, the outstanding feature of 
business conditions at the present time 
is the inherent soundness displayed. 
Bank clearings are showing a trend 
upward, although there have been few 
new developments financially.

The railroads have all been hand
ling an immense volume of traffic and 
have been in the market for large 
quantities of cars and locomotives as 
well as steel rails. Steel prices have 
advanced slightly due in a measure to 
an increased demand for the goods as 
well as increased pay of employes of 
the Steel Corporation.

Crops, generally speaking, through
out the entire United States have been 
good, and while prices have not been 
particularly attractive to the producer, 
in fact, in many cases real!y under 
cost of production, the amount of pro
duce raised has to a certain extent off
set the lower price feature and the 
farmer is better off today than a year 
ago, however, with plenty of room for 
improvement.

General business is also on the up
turn and, while it is not as many 
would like to see it, general conditions 
presage a material revival in business. 
We seem to be entering a period of 
real prosperity. This means, of course, 
a better demand for all lines and firm, 
if not somewhat higher, prices in 
many, wheat and flour included.

The worst of the depression period 
seems to be behind us; the future 
looks bright, and whi'e it would be 
very unwise for the business man in 
any line to overstock or overbuy, it 
would be just as unwise not to pro
vide for his requirements.

Lloyd E. Smith

Replacing Customers.
If you do not use advertising to re

place the customers you lose with new( 
ones, how are you going to keep up 
the business?

Sun-Maid Canned Raisins.
The Sun-Maid Raisin Growers of 

Fresno, Calif., has introduced a new 
product on the market—canned rai
sins. Fancy and choice seeded musca
tels are used. Blue label fancy are 
quoted at $5.75 per case of 48 12-ounce, 
with green label choice at $4 for 48 
8-ounce, both f. o. b. Coast. Ship
ments are booked for November to 
and including April. In a circular on 
the pack the Sun-Maid people say; 
“No more stained cartons, spoilage, 
shrinkage, complaints, returns from 
retailers, cold storage bills, fumiga
tion, etc. Raisins packed in airtight 
tin cans will eliminate all these 
sources of trouble and worry. Fresh 
seeded muscats with original full fla
vor and luscious syrup can now be 
placed in the hands of the consumer. 
This pack will undoubtedly make a 
tremendous hit with the buying pub
lic because it will have a higher con
centrated flavor, will contain more 
raisin syrup, hence will be easy to 
handle and more delicious than our 
regular carton pack. The reaction 
of canned raisins on the housewife 
after her initial purchase will be man
ifested in repeat orders without the 
shadow of a doubt. Our canning fa
cilities this year are limited, therefore 
each division has been allotted only 
twenty-five cases (including both va
rieties) per jobber. Original orders 
range from 100 cases upward, hence 
we will not have enough to go 
around.”

Automobiles and Telephones.
The isolation of the farm, long one 

of the basic causes of the steady drift 
of population towards the cities, was 
lessened by the construction of inter- 
urban electric railway lines which be
gan in the ’90’s and has of late years 
been greatly lessened by the increas
ing use of the telephone and the auto
mobile. According to a tabulation re
cently made by the National Bank of 
Commerce in New York, 38.7 per cent, 
of a l the farms in the United States 
had telephone connecetions while the 
automobile was part of the equipment 
of 30.7 per cent, on Jan. 1, 1920. Iowa 
leads in the percentage of farms with 
telephones and stands second in the 
percentage of farms having automo
biles. Slightly over 86 per cent, of the 
Iowa farms had telephones at the be
ginning of 1920 and just over 73 per 
cent, numbered an automobile among 
their equipment. Nebraska, with 75.6 
per cent, of all farms in the State pos
sessing automobiles, leads in this re
spect, and is third in the proportion of 
farms equipped with telephones. South 
Dakota is the only State in the bank’s 
tabu'ation in which the percentage of 
farms having telephones is lower than 
the percentage having automobiles.

Make jjerfectidi* your a&n, anfd be 
satisfied with nothing less.
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Survey of Four More Upper Peninsula 
Hotels.

Hartford, Oct. 31—Here is a menu 
I found in the cafe of a leading Mil
waukee hotel the other day, unlimited 
in selection, ample in portions, and 
served at a charge of 60 cents:

Old Fash ioned  V egetable Soup 
Consom m e w ith  R ice D.ll pickles

R oast shou lder of pork, brow n g rav y  
B eef Goulash, noodles

Indiv idual P o rk  an d  beans
L am b hasn , corn  fr itte rs  

M ashed po ta toes P a rs ley  potatoes
Stew ed R u tab ag as

P o ta to  salad  Bacon dressing
H o t corn  b read

Apple pie R ice pudding w ith  cream
Ice c ream  and  cake B everages

Seventeen hundred miles of the most 
perfect highways, of which not fifty 
are subject to criticism, is the record 
made by your correspondent during 
the past two weeks. From Sault Ste. 
Marie to Duluth, Minn., en route to 
Chicago via St. Paul and Minneapolis.

In the copper country I found two 
wonderfully complete hotels, the 
Scott, at Hancock, and the Douglas, 
at Houghton.

The Scott Hotel is a strictly modern 
institution, where excellent service is 
given at reasonable rates. It is con
ducted on the European plan, at a 
charge of $1.50 to $¿.50 per day per 
room, the latter with bath, but the 
surprising feature of this establish
ment was the- charge made for a la 
carte service in the grill room. For 
the benefit of urban hotel men who 
are conducting on this plan I am 
showing the breakfast menu with 
prices attached:

O ranges 10c, Sliced O ranges 15c 
O range Ju ice  20c, S tew ed P ru n es  10c 
Sliced B ananas  15c, H a lf G rape F ru it  15c 
C ereals 15c—

O atm eal, Corn F lakes, G rape N u ts, 
Shredded W hea t B iscuit. Puffed Rice. 

Boiled, F ried  o r Scram bled E ggs, 2 for 2oc 
Poached E ggs p lain 25c, on T o as t 35c 

L ittle  P ig ' s au sag e  35c 
H am  and  Bacon and  E gg  (1) 35c (2) 45c 

F ried  H am  30c, B reak fas t Bacon 30c 
T o ast as  o rdered  10c, F rench  to a s t 30c 

W h ea t cakes 15c, H o t Rolls 10c 
T ea  10c, Coffee 5c, per pot 10c, M ilk 5c

George C. Burke, proprietor, is sur
prisingly popular with the traveling 
element and enjoys a wonderful pat
ronage.

The copper country has suffered 
greatly from industrial depression in 
the past three years, but is quite evi
dently coming back, some of the mines 
operating on a small scale, but the 
demand for labor is still increasing and 
chances are all in favor of rapid im
provement.

The Douglas house, at Houghton, 
conducted by Jno C. Mann, has re
cently undergone much improvement 
and is entirely equal to any demands 
which might be made upon it for years 
to come.

McMann is a warm advocate of the 
American plan of local operation and 
hopes soon to conduct the Douglass 
on that basis.

A dinner served the day I was there 
at 75 cents, was certainly good value. 
It consisted of:
C ream  of T om ato  S p lit P ea  Soup

R agout of P rim e Beef, w ith  noodles 
B ra ised  P o rk  Chops, w ith  sw eet po tatoes 

Calves L iver an d  Bacon 
P o ta to  Salad, M ashed an d  boiled po ta toes 

New cabbage Boiled rice
F resh  pum pkin  pie. F ru it  pudding, sauce 

Ice cream  w ith  cake 
B everages

Henceforth in reproducing hotel 
bills of fare in connection with my 
articles only such will be used as do 
not contain the words “choice of.”

An interesting feature in my travels 
is the discovery that, with one or two 
possible exemptions, every hotel man 
I visited who belonged to the Mich
igan Hotel Association was also a 
regular subscriber to the Tradesman 
and had it in evidence in his reading 
room. And I noticed, further, that it 
was in demand by travelers generally.

Many landlords told me that the 
price quoting feature of the Trades
man saved them hundreds of dollars, 
especially if they noted and acted on 
the suggestions printed every week on 
page 5 regarding the trend of the 
tnaalcets. One Upper Peninsula land

lord said he noted the Tradesman’s 
prediction that brooms would be high
er for at least a year to come. He 
thereupon bought fifteen dozen at the 
old price. A week later the price ad
vanced $1 per dozen, which meant a 
saving to him of $15. He said few 
$3 investments made him 400 per cent, 
profit, like his investment in a yearly 
subscription to the Tradesman.

Some landlords said they had never 
been importuned to subscribe for the 
Tradesman by the publisher, but that 
nearly every traveling man who came 
along asked to see the last copy, and 
if they did not have it on hand they 
were given to understand that a hotel 
without the Tradesman on file was a 
pretty poor specimen of a hotel.

A $200,000 hotel is in process of 
construction at Crystal Falls, local 
capital being largely utilized. Some 
up-to-date hotel man would find it 
interesting to land into this proposi
tion.

Iron River, made famous by the 
celebrated Dalrymple liquor raids, is 
a right smart town and has two good 
hotels, the Cloverland, a homey place 
conducted by Mrs. Oberdorf^r, and 
the Iron Inn, of which C. A. Robinson 
is proprietor. Both have modern im
provements and are run on the Amer
ican plan at $3 per day. At the Iron 
Inn a dinner represented by the fol
lowing menu was served* during my 
visit:

P e a  Soup
Sw eet P ick les Celery

R oast Sirloin of B eef a u  ju s  
R oast Leg of V eal, w ith  d ressing

S hort R ibs of Beef, w ith  horse rad ish  
W aldorf Salad 

M ashed and  boiled po tatoes 
S uccotash  B u tte red  beets

C herry  pie B u tte r  scotch  pie
C ocoanut B read  Pudding , F ru it  Sauce 

A m erican  cheese 
B everages

In the Upper Peninsula motor busses 
are in evidence eveiywhere and are 
doing a thriving business. The un
businesslike policy of the railroads, as 
in other localities, is responsible for 
their existence. For instance, on the 
Soo line between Sault Ste. Marie and 
Escanaba, the trains are infrequent 
and do not stop at the smaller places. 
That is, many of the smaller towns 
are not even served by the railroad 
running through them. Petitions from 
traveling men are unavailing. Hence 
the auto bus. In fact, traveling by 
rail is now considered passe in that 
portion of Michigan. Some day the 
sections interested may petition the 
Michigan Utilities Commission for re
lief, but if they should have a fairly 
open winter such appeal will be de
layed and the traffic ordinarily be
longing to the railroads will be han
dled by individuals using auto con
veyances.

Naturally, the population is greatly 
incensed at the treatment accorded 
them by the railroads, and reprisal 
methods will eventually operate furth
er against the regular transportation 
companies.

Much data which I have been gath
ering of late concerning Michigan 
hotels will be utilized from time to 
time in these columns. A contemplat
ed Florida trip in November will also 
supply the occasion for much imper
sonal hotel gossip.

Just at present there seems to be a 
very cordial feeling between traveling 
salesmen and Michigan landlords. 
Gradually hotel rates are being ad
justed to meet changed conditions and 
I feel very sure the time is not far 
distant when amicable relations will 
be re-established all along the line.

Frank S. Verbeck.

Wouldn’t Do.
“Why don’t you get a job posing for 

the artists who design the collar ad
vertisements? Heaven knows you’re 
handsome enough?”

“I did try it. I applied for the job, 
and they examined me, but turned me 
down because they found a trace of 
jntelligeeoe jn my face.”

Are You Sorry For 
Yourself?

T ake th irty  minutes of your time, figure 
its value on the highest productive basis, then 
use it in an analysis of your job. It will be one 
of the best investments you as a m erchant ever 
made.

Every once in a  while we face such an ac
cumulation of noes and other deterrents that 
we are prone to decide that w e are all wrong 
and to blam e our parents for withholding the 
silver spoon a t birth. T hat is how we gather 
the barnacles which slow up our business ship.

You are in the most prosperous country in 
the world, which is good. You are in a loca
tion of your own choosing, which is also good. 
Finally, you are in a clean, profitable and 
honorable business. Your opportunity is 
limited only by yourself. You m ay m entally 
compare your business to a tread mill, bu t re
member that it is furnishing motive power for 
a great economic force. Your work is con
structive and positive. You are helping to ex
pand trade, build factories and furnish em
ployment and happiness to thousands. In
cidentally, you are putting a little extra flutter 
of pride in the S tar Spangled Banner. You are 
a subject for congratulation, not commisera
tion.

Get a new grip on your courage; banish 
fear and worry. Cultivate self confidence that 
will breed confidence in others. Then and 
then only will come that wonderful thing 
which we call success.

\ \ 7q r p e t v  P r o p e r  C o m p a n v

Grand Rapids
Kalamazoo—Lansing— Battle Greek 

The Prompt Shippers.
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GET BACK OF YOUR GOODS.
A good education is half of the 

fight. Has your child’s school a com
fortable, clean building?

You know what happens to animals 
in unventilated, dirty barns. They get 
sick. We take great care of our live
stock, but sometimes we put children 
in stuffy, dirty school buildings and 
then wonder why they are stupid. 
Your school should have a good heat
er, ventilation, clean shining floors and 
walls, pure water, comfortable seats, 
clean outhouses. Curtains to regulate 
the light and save children’s eyes. A 
good place to wash encourages clean
liness. Your children spend much of 
their time in school. Protect their 
health and give their minds a chance 
to work.

Has your child’s school good maps, 
books, equipment?

Our grandfathers plowed with a 
sharp stick, but we use a plough. Our 
grandmothers used a needle, but we 
use a sewing machine. Modern times 
call for modern tools. The schools of 
to-day train our children of to-mor
row to live in this modern world. They 
need many books, some magazines, 
good maps and pictures, charts and 
blackboards. Tools for hand work are 
needed and cooking utensils for hot 
lunches or domestic science courses 
are found in most schools. Children 
and teachers do their best work with 
good equipment.

Has your child’s school a trained 
teacher?

If not trained, the teacher has to 
learn how to teach by experimenting 
on your child. Graduates of county 
training schools, teacher training 
courses in high school or college, 
normal schools and universities know 
how to teach. They have had prac
tice. Children are like colts; they can 
be made or spoiled by handling, and 
the trained teacher has been taught 
how to get the best from them. We 
don’t let people doctor us or operate 
on us who don’t know their jobs; We 
don't want to trust our children to 
people who don’t know their jobs. 
Get trained teachers.

Has your child’s school the right 
teacher?

One who has strength of character 
and ideals; one who loves children, 
people and her work; one who under
stands and likes the country; one who 
fits your community, who works with 
you and with whom you work. Get 
the right teacher; then back her up. 
Stick by her through thick and thin. 
Next to their mother the teacher is the 
strongest influence in your children’s 
lives. Help her to help your chi'dren 
to be the strong, honest, intelligent, 
educated men and women you want 
them to be.

FOOLKILLER BADLY NEEDED.
At a recent convention of the Illinois 

Retail Merchants’ Association a reso
lution was adopted asking the State 
Legislature to “create a State trade 
commission similar to the Federal 
Trade Commission.” A great many 
business men will devoutly hope that 
there will be some qualification of the 
word “similar” if the Legislature sees 
fit to carry out the idea.

The Federal Trade Commission was 
created at the behest of business jpaan,

who wanted it as a non-technical busi
ness court, to sett.e questions of trade 
ethics without recourse to hair-split
ting legal niceties of regular courts.' 
What they got was a commission of 
lawyers and politicians who are sus
pected of having their ears attuned to 
the vibrations of the voter and the 
popularity factory and whose normal 
functioning has been less to check un
fair trade practices than to uproot 
practices long since accepted as rea
sonable and tolerable in the game of 
business.

In taking sides in the controversies 
between chain stores, buying exchang
es, wholesalers retailers, pools, quan
tity prices, etc., it is seeking to ad
judicate questions much better left to 
the course of time and of evolutionary 
trade opinion. Some of its decisions 
have not even been conducive to effi
ciency, economy or the putting down 
of the high cost of living, however 
much popularity they may have pro
duced with unthinking and inexperi
enced reformers.

THE BRAKES ARE HOLDING.
Yes, we are all traveling downhill. 

Hut that means we are heading to
wards a level road.

The scenery was fine up on the 
peak, but, after all, the valley is best 
if you want to get anywhere.

The thing of most importance is 
that the business brakes are holding. 
We are making a safe trip down. Al
ways before, after one of these moun
tain climbing tours, business has 
landed in the ditch, going down. By 
next year we will all be traveling full 
speed on the longest and soundest 
stretch of prosperity this country has 
ever known.

We are laying our plans according
ly. We know that 1923 is going to be 
a great year for the retail business.

It is going to be a great year for 
every merchant who conducts his busi
ness with level-headed optimism and 
courageous faith.

SHELF-WARMERS.
The dealer has no room for them 

these days.

He must move his goods—and move 
them quickly. He cannot afford to tie 
up capital on slow-moving merchan
dise.

The quick-moving product is the 
product that is pushed. The jobber 
who gives dealer support in moving it 
is the jobber who gets dealer support.

The retail dealer needs help to-day 
—needs it badly. There must be con
certed effort for the one big selling 
tug.

The most effective aid the jobber 
can give the retailer now is good qual
ity goods, best possible value for the 
money, prompt shipments faithful 
service and intensive advertising ser
vice which increases his volume by 
quickening his turn-overs.

All of these advantages, besides 
others of less importance, you secure 
in ample measure by dealing with 
houses which are good merchandisers 
and are faithful friends to the retail 
trade.

You can grow to .your full height 
only through your work.

Wow io u se-  
Long Distance 
Economically

In your use of Long Distance, you can get better 
and cheaper service if you know the way in which 
Long Distance messages have been classified for your 
convenience.

“ ANYONE”  CALLS—When you do 
not need to  speak with a particular per
son bu t will ta lk  with anyone who an
swers the call, tell your operator you 
wish to  make an “Anyone” call. “Any
one” calls can be made quickly and 
cost less.

“ CERTA IN  PER SO N ”  Calls—These 
are calls in which you tell the operator 
you wish to  speak to  a  particular person. 
“ Certain Person” calls cost more and 
take longer than “Anyone” calls because 
more time and expense are required to  
locate the person wanted.

On a “ Certain Person” call, if you do 
not talk  with your party , through no 
fault of the Telephone Company, a 
“R eport” charge applies, providing you 
are given information concerning the 
person called.

M IC H IG A N  STATE

EVENING CALLS—Between 8 :30 and 
12 o’clock in the evening, “Anyone” 
calls can be made a t a reduced rate— 
approximately one-half the day cost. 
“Certain Person” calls cost the same, 
day or night.

N IG H T  CALLS—After midnight and 
before 4:30 a. m., “Anyone” calls may 
be made for about one-fourth the day 
rate.

A PPO IN TM EN T CALLS and Mes
senger Service—You can arrange an ap
pointm ent to talk  a t a definite time by 
telling the operator. You can have a 
messenger bring your party  to  the 
telephone by requesting “Messenger 
S erv ice .” B o th  o f th e se  calls cost 
more than “Anyone” or “Certain Per
son” calls.

TELEPH O N E CO.



4 M I C H I G A N  T R A D E S M A N N ovem ber 1, 1922

MOVEMENT OF MERCHANTS.
Schoolcraft—Leo Long succeeds H. 

Hinkley in the hardware business.
Holand—Joseph E. Zoemer suc

ceeds Jake Zoerman in the hardware 
business.

Bay City—The Beaver Coal Co. has 
increased its capital stock from $40,000 
to $100000.

Detroit—The Coal Operators Sales 
Co. has changed its name to the 
Bursick Coal Co.

Detroit—The Wolverine Leather 
Goods Co. is reported to have filed a 
petition in bankruptcy.

Flint—The Jennings-McKinney Co., 
undertaker, has changed its name to 
the Jennings-Algoe Co.

Howell—Patrick Murningham suc
ceeds Sidney Willettes in the restau
rant and cigar business.

Jackson—Mrs. Elma Benjamin has 
opened a women’s exchange and toilet 
goods 'shop at 180 West Main street.

Bad Axe—Frank F. Glass has sold 
his undertaking and furniture stock to 
Collon Bros. Co., which has taken 
possesesion.

Mio—L. C. Sanderson has sold his 
hardware stock and store building to 
William H. Hochstetler, who has 
taken possession.

Hudson—Thieves entered the store 
of the Owen-Gregory Shoe Co. and 
carried away the contents of the cash 
register, about $25.

Bellevue—Cargo & McCarthy have 
installed a soda fountain in their ice 
cream par'or and added a stock of con
fectionery and hot drinks.

Allegan—Carl Symon has again en
gaged in the restaurant business, hav
ing acquired the recently opened 
Palms, on Hubbard street.

Bay City—Walther’s Department 
Store Co. has decreased its capital 
stock from $150,000 to $70,000 and 
5,000 shares no par value.

Detroit—Wetsman & Black, 11318 
East Jefferson avenue, are remodeling 
their store building and adding lines of 
furniture to their hardware stock.

Detroit — Smith’s, 8851 Twelfth 
street, has engaged in business, dealing 
in bathroom fixtures, builders’ hard
ware, supp ies, building paper, electri
cal sur plies crockery, etc.

Burlington—E. W. Howland has 
sold his undertaking hardware, fuel, 
vehicle, paints, oils and harness stock 
to Ray D. Barnes, who will continue 
the business at the same location.

Detroit—The Oil Storage Corpora
tion, 6448 Abrey avenue, has been in
corporated with an authorized capital 
stock of $40,000, $20,000 of which has 
been subscribed and paid in in cash.

Pontiac—Fred W. Par meter, local 
hardware merchant, was chosen a 
member of the city commission Mon
day, to succeed F. B. Babcock, who 
resigned when appointed postmaster.

Bay City—Louis Marienthal, who 
conducts an electrical supply store at 
1048 Columbus avenue has filed a 
voluntary bankruptcy petition, declar
ing liabilities of $5,174,24 and assets 
of $460.76.

Grand Rapids—The Stornam Co., 
Inc., 1159 Godfrey avenue, S. W., has 
been incorporated to conduct a general 
mercantile business with an authorized 
capital stock of $10,000, ,$1000 of 
which has been subscribed^ and paid 
ia In cash. * t*.

Charlotte—The Kimball Piano Co. 
has leased the Welch store building 
and will occupy it with a stock of 
music, musical instruments, etc., about 
Dec. 1, under the management of A. 
W. Heffner.

Detroit—The Detroit Motor Supply 
Co., 3829 West Warren avenue, has 
been incorporated with an authorized 
capital stock of $50,000, $15,000 of 
which has been subscribed and paid 
in in property.

Detroit—The Benson Scrap & Ma
chinery Corporation, 1903 Brewster 
street, has been incorporated with an 
authorized capital stock of $1 500, all 
of which has been subscribed and 
paid in in cash.

Eaton Rapids—Jay Raymer has 
completed a concrete addition to his 
store building and will open a garage 
and service station in connection with 
his tire, automobile supplies and ac
cessories store.

Grand Rapids—The Peerless Furni
ture Co. has been incorporated with 
an authorized capita! stock of $25,000, 
all of which has been subscribed and 
paid in $11,564.42 in cash and $13,- 
435.58 in property.

Kalamazoo—The Dawn Donuts Co., 
conducting a chain of 158 wholesale 
doughnut factories in several states, 
has opened a similar place here at 618 
Portage street under the management 
of Reynolds & Keller.

Detroit—The Anchor Oil Co., 3400 
Scotten avenue, has been incorporated 
to deal in petroleum products, with an 
authorized capital stock of $15,000, 
$8,200 of which has been subscribed 
and $8,000 paid in in cash.

Greenville—The W. A. Nichols ci
gar stock has been purchased by 
George Hopkins and Matt Faber, who 
will move the stock to the new Hop
kins building about Nov. 10, where 
they will continue the business.

Jackson—The Marquedant Lumber 
Co., Ganson street and G. T. R. R., has 
been incorporated to deal in fuel lum
ber, bui ding materials, etc., with an 
authorized capital stock of $30,900, all 
of which has been subscribed and paid 
in in property.

Lansing—The Lansing Auto Sales 
Corporation, 424 North Washington 
street, has been incorporated with an 
authorized capital stock of $50,000, of 
which amount $10,980 has been sub
scribed, $8,500 paid in in cash and $2,- 
480 in property.

Lansing—Walters & Son, 1207 Tur
ner street, dealers in automobüe ac
cessories, supplies and sporting goods, 
are remodeling the second floor of 
their store building to accommodate 
the phonograph and record department 
they have added.

Owosso—Steven S. Gallagher, an 
Owosso merchant died at the hospital 
here Oct. 26 of cancer of the stomach. 
He had conducted stores at Alma, 
Sheridan, Chelsea and Lansing before 
coming here. The remains were taken 
to Alma for burial.

Hillsdale—Ray Cooper has pur
chased the interest of Glenn Cooper in 
the stock of the Cooper Hardware Co., 
of Hillsda'.e, and has sold his interest 
in the stock of the samé company at 
Allen to Glenn Cooper, who has taken 
possession, and will continue the busi
ness under the style of the Allen Hard
ware Co,

Grand Rapids—Adrian Griflioen and 
Joseph Ditman, who conduct meat 
markets at 29 Coldbrook street and 
1438 Grandville avenue, have leased 
the store at 40 North Ottawa avenue 
and will engage in the sale of butch
ers’ supplies at the new location'.

Detroit—The Harborne Shoppes, 
26 Witherell street, has been incorpor
ated to conduct a tea room, soda foun
tain and confectionery store, with an 
authorized capital stock of $50,000, of 
which amount $25,000 has been sub
scribed and $12,500 paid in in cash.

St. Johns—Henry H. Colby grocer, 
has given a trust mortgage to Henry 
T. Parr for the benefit of his creditors. 
Liabilities about $6,800. Mr. Colby’s 
mother, who put $5,500 into the busi
ness has filed a claim for only $2,500. 
Mr. Parr is conducting the business.

Detroit—The Multi-Power Co., 20 
Tennyson avenue, has been incorpor
ated to deal in oils, greases, auto parts, 
accessories and supplies at wholesale 
and retail, with an authorized capital 
stock of $25,000 of which amount $5,- 
000 has been subscribed and $2,000 
paid in in cash

Detroit—Lome, Couse & Lome, 641 
Congress street, have merged their 
plumbing and heating business into a 
stock company under the style of the 
Lome Plumbing & Heating Co. with 
an authorized capital stock of $35,000, 
$22 500 of which has been subscribed 
and $21,500 paid in in property.

Detroit—The Faber Distributing Co., 
4263 Chene street, has been incorpor
ated to manufacture and sell at whole
sale and retail, auto equipment and 
supplies, with an authorized capital 
stock of $50,000, of which amount $10,- 
000 has been subscribed and paid in, 
$1,000 in cash and $9,000 in property.

Hillsdale—E. V. Schofield, proprie
tor of the Cottage Grocery, on South 
street, has sold his stock and store 
building to James Hueston, who has 
taken possession. Mr. Schofield has 
purchased the store building and gro
cery stock of Earl Rogers, Main 
street, taking immediate possession. 
Mr. Rogers will spend the winter in 
Florida.

Manufacturing Matters.
Bay City—The Gibb Instrument Co. 

has increased its capital stock from 
$75,000 to $175 000.

Grand Rapids—The Bansford Furni
ture Co. has increased its capital stock 
from $100,000 to $200 000.

Rogers—Rogers City Electric Light 
& Power Co. has increased its capital 
stock from $10,000 to $20,000.

Detroit—The Marmola Co., 57 Gar
field building, manufacturer of medi
cines, has increased its capital stock 
from $5,000 to $30,000.

Freesoil—J. Rothonbuh’er, of Wis
consin, has purchased the Freesoil 
cheese factory and will open it for 
business about Nov. 15.

Vickeryville—T. C. McGee has re
opened the cheese factory which has 
been closed for the past eighteen years 
and is doing a fine business.

Detroit—The Stewart Hardware
Manufacturing Co., 2162 East Larned 
street, has been incorporated with an 
authorized capital stock of $20,000.

Lowell—Herman Glathart, of Grand 
Rapids, has leased the Maynard build
ing and j« remodeling it into a cream

ery which he expects to open for busi
ness about Nov 15.

Berrien Springs—The Central Bas-_ 
ket Co. is being organized with a cap
italization of $20,000. The company 
expects to commence manufacturing 
baskets about March 1.

Muskegon — The Paragon Recoil 
Snubber Co. has been incorporated 
with an authorized capital stock of 
$10,000, of which amount $5 000 has 
been subscribed and $3,000 paid in in 
cash.

Ferndale—The Ferndale Auto Parts 
Co., 331 Oakridge street, has been in
corporated with an authorized capital 
stock of $20,000, all of which has been 
subscribed, $2,000 paid in in cash and 
$1,450 in property.

Ford City—The Motor Pattern & 
Machine Co., Labadie and Second 
streets, has been incorporated with an 
authorized capital stock of $10,000, all 
of which has been subscribed and $4,- 
000 paid in in cash.

Detroit—The Ackerman Blaesser 
Fezzey, Inc., 1258 Holden avenue, has 
been incorporated to manufacture and 
sell vehicle parts, with an authorized 
capital stock of $30,000, $14,000 of 
which has been subscribed and paid in 
in cash.

Grand Rapids—The Advance Spec
ialty Co. has been incorporated to 
manufacture and sell factory supplies 
and equipment with an authorized 
capital stock of $5,000, all of which 
has been subscribed and $2,800 paid in 
in property.

Muskegon—The Maximotor Co. has 
been incorporated with an authorized 
capital stock of $500,000 preferred and 
10,000 shares at $1 per share, of which 
amount $150,000 and 7,500 shares has 
been subscribed, $37,500 paid in in 
cash and $7,500 in property.

Detroit—The Eag'.e Aeroplane Cor
poration, 3818 Grand River avenue, 
has been incorporated to manufacture 
and sell mechanical devices, toys, 
novelties, etc., with an authorized cap
ital stock of $25,000. all of which has 
been subscribed and $2,535 paid in in 
cash.

Detroit—The Sunnyside Electric Co. 
231 Grand River avenue, East, has 
been incorporated to manufacture and 
sell at wholesale and retail, electrical 
machines, heaters, ironers, etc., with 
an authorized capital stock of $25,000. 
$6 000 of which has been subscribed 
and $3,000 paid in in cash.

Retires After Long Service.
Kalamazoo, Oct. 31—After 32 

years’ constant service for the Stand
ard Oil Company, Stephen N. Marsh, 
manager of the Kalamazoo branch, 
will retire.

Mr. Marsh due to rather indifferent 
health, decided to resign two or three 
months ago. He was granted a tem
porary leave of absence at that time, 
with full pay and was still enjoying 
his vacation period..

Monday he received a letter from 
J. C. Marshall, manager of the West
ern Michigan division, with offices in 
Grand Rapids, stating that the direc
tors had decided to grant his (Mr. 
Marsh’s) retirement, that he would re
ceive his full pay to Nov. 15 and then 
be placed on a regular annuity pay
able quarterly.

“I have never lost a single day’s 
pay since going to work for the 
Standard Oil Company,” said Mr. 
Marsh, “and have always found the 
company officials considerate of all 
workers under them. I will continue 
to live in Kalamazoo.’’
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Essential Features of the Grocery 
Staples.

Sugar—The market during the past 
week shows no changes. Raws have 
made slight fluctuations, some of 
which have been downward,-but the 
price at the close is not materially 
different from the price at the open
ing. Refined sugar is entirely un
changed, all refiners being on the 
same basis as a week ago. There is 
a pronounced bearishness noted in the 
sugar market which a good many peo
ple think means lower prices in the 
not distant future. Local jobbers 
hold granulated at 7.55c.

Tea—The market has remained 
about unchanged during the past week, 
the demand being very fair and prices 
firmly maintained on most lines. There 
is no doubt that tea is in a pretty 
strong position. Javas are among the 
strongest things of the line on ac
count of considerable more firmness in 
the primary markets. Cey’.ons and 
Indias are also standing up well. 
Congoes, especially the lower grades, 
are also firm and advancing. The con
sumptive demand for tea is fair.

Coffee—The market during the past 
week has shown considerable easiness, 
particularly Brazils, although jobbing 
prices for roasted coffee do not share 
in this as yet. Rio and Santos grades, 
green and in a large way, are about 
the same as they were last week, al
though Rios may be a slight fraction 
higher. Milds are about unchanged. 
The consumptive demand for roasted 
coffee is good.

Canned Vegetables—Indiana can- 
ners will still accept some orders for 
tomatoes at 95 cents for standard 2s, 
and $1.35 for standard 3s f. o. b. can
neries. The price for tomatoes in 
Maryland and the Eastern packing 
states is 87j'2@90c for standard 2s, 
and $1.35 for standard 3s f. o. b. can
neries. Canned corn seems to be the 
favorite in the buying just now as 
there has been no advance from the 
lowest point reached for the pack of 
1922, and as the price is so very low 
compared with other articles of can
ned foods it is regarded that there is 
a likelihood of higher prices soon. 
Standard 2s canned corn may still 
be purchased at 80c cannery and is 
selling freely. Fancy canned corn is 
said by the wholesale grocers to be 
selling remarkably well. One buyer 
for a big wholesale house stated that 
his sales of fancy corn to his cus
tomers this season, of the 1922 pack, 
exceeded 40,000 cases. This quality 
buying on the part of the retail gro
cers is a most encouraging feature of 
the market. Peas are firm in extra 
standards and in standards. Buying 
is steady, but there is still a demand 
for stocks a triffe under regular quo
tations. Asparagus is selling well on 
the spot, with moderate supplies of 
all grades. Fall spinach in the South 
and in California is being bought on 
contract.

Canned Fish—Tuna fish is one of 
the firmest lines, as blue fin and white 
meat are not freely offered, and strip
ed has been taken as a substitute. 
Lobster and crab meat are scarce. 
Alaska salmon has developed increas
ed strength on the Coast, in chums 
particularly, followed by pinks. Fail
ing to break the red Alaska: line in the

West, there is more inclination now 
to buy at the source. The pack of 
American or domestic sardines on the 
Atlantic coast for the season of 1922 
consists almost altogether of large 
sized fish, running four fish to the 
quarter can and some smaller. The 
four fish to the can and running from 
four to six fish are standard this 
season and the smallest as to size the 
canners are able to furnish as the 
fish nearly all ran large. Dealers and 
buyers should therefore take notice 
that the fish are large and that small 
fish are not to be had. The cans are 
just as full as if the fish had run small 
and the canners claim that the edible 
quality is better than if the fish had 
been smaller, as the large fish are 
fatter and more tender.

Dried Fruits—In prunes increased 
firmness is to be noted in California 
and in Oregon in all sizes, but mainly 
in large and small fruits. Both sec
tions are on a higher basis, with re
sales mostly offered. The associa
tions in both quarters are not quoting. 
Appearances indicate that medium 
sizes will play a prominent part in 
distributing channels this season, as 
they promise to be the most plentiful. 
The relatively lower prices on Ore- 
gons have made them favored, but 
many packers have sold out closely 
and offerings from first hands are 
not numerous. Early in the season 
a considerable portion of the crop was 
sold abroad when it was feared that 
the European crop was a complete 
failure. The feature of the raisin mar
ket is the offering of new pack in tins 
by the Sun Maid and seeded Muscats 
are used. The spot market ha9 been 
undersupplied ever since the Smyrna 
flurry when everything in sight was 
gobbled up. New crop is slow in 
coming in with large enough volume 
to supply normal trade wants. Pack
age goods are being taken by the re
tail trade for early holiday purposes. 
All grades show firmness. Currants, 
while high, are selling readily on the 
spot as supplies are light and quality 
is such as to give satisfaction. Nearby 
stocks are taken but at slight dis
counts under those already in hand. 
As the market abroad continues firm 
no cheap currents are in sight. There 
has been no radical change in apri
cots but there is more enquiry for 
them. Peaches are also being sought 
in jobbing lots of fair size but not 
frequent enough to alter the general 
aspect of the market.

Syrup and Molasses — Compound 
syrup is quite firm with a fair demand. 
Scarcity is the reason for the present 
firmness. Sugar syrups are wanted to 
a fair degree, but principally for manu
facturing. Prices are unchanged. 
Good grades of molasses are being 
taken right along at firm prices.

Cheese—The market is firm at 
prices ranging about the same as a 
week ago, with a normal consumptive 
demand. The production is about the 
same as a year ago and stocks in stor
age are slightly in excess of last year. 
We do not look for much change from 
the present situation in the near future.

Provisions—-There is a fair con
sumptive demand for everything in the 
smoked meat line. . AH hams are 
running about A c  per pound decline 
from last week ¡other cuts'unchanged.

Pure lard is in light demand at un
changed prices and lard substitutes are 
¿Iso quiet at unchanged prices. Dried 
beef, canned meats and barreled pork 
are all steady, with a light demand at 
prices ruling about the same as a week 
ago;

Rice—Receipts from the primary 
markets are coming in slowly as the 
car shortage holds back arrivals. This 
has been one of the sustaining influ
ences. The market in the South is 
steady. Foreign rice is easy. The de
mand lacks force, as jobbers are not 
inclined to stock up freely.

Beans and Peas—No change has 
occurred in beans, except that the un
satisfactory condition that has char
acterized the market for some time 
still continues. All varieties of domes
tic beans, including pea beans, mar
rows and California limas, continue 
scarce, with California limas now 
about l*Ac above the opening. Green 
and Scotch peas show no change for 
the week, with here and there a holder 
wil ing to shade.

Nuts—While jobbers are devoting 
more attention to nuts of all sorts, 
there is not a normally active market. 
Rather all distributors are feeling their 
way cautiously. The California Wal
nut Growers’ Association has named 
its prices on bulk shelled and vacuum 
packed nuts and reports favorable 
sales. California almonds are not 
creating a stir but arrivals of new 
crop are going out to the trade and 
give satisfaction. Large washed Bra
zil nuts are firmer. Pecans are scarce 
and strongly favor the seller.

Paper and Paper Bags—Wrapping 
paper has advanced about Ac per 
pound, while bags are up from 10@ 
20 per per cent. Some mills have 
shut down becauce of difficulties in 
obtaining coal and because of pulp 
shortage. Some are predicting a 
shortage of the finished product and 
still higher prices.

Salt Fish—Norway mackerel is now 
in good demand and is ruling at firm 
and comparatively high prices. One 
reason for the present good demand is 
that last season’s supply has been very 
well cleaned up. Most buyers are now 
in the market for new fish. Irish 
mackerel are scarce and wanted.

Review of the Produce Market.
Apples — Tallman Sweets, Wolf 

River and Wealthy command 75c per 
bu.; Maiden Blush, Kings, Shiawassee 
Beauties, Spys and Baldwins fetch 
$1@1.25 per bu.

Bananas—8%c per lb.
Beets—$1 per bu.
Butter—The market is firm at an ad

vance of about lc per found over a 
week ago, with a good consumptive 
demand. The make of butter is about 
normal for the season. Stocks in stor
age are being rapidly reduced. The 
market is in a healthy condition on the 
present basis of quotations. We do 
not look for much change from the 
present basis of quotations in the im
mediate future. We are not likey to 
have any increase in the production 
Tfcithin the next few weeks. Local job
bers hold extra at 44c and fancy at 
43c in 63 lb. tubs; fancy in 30 lb. tubs, 
45c; prints, 46c. They pay. 22c for 
packing stock. ~

Cabbage—60c per bu.; red 75c per 
bu.

Carrots—$1 per bu.
Cauliflower—$2.50 per dozen heads.'
Celery—35c per bunch; extra jumbo, 

50c.
Cocoanuts—$7.50 per sack of 100.
Cranberries—Cape Cod command 

$5.75 per A  (Philadelphia) barrel box.
Cucumbers—Illinois hot house, $3 

per doz.
Eggs—The production of fresh eggs 

is very light. The consumptive de
mand is absorbing everything on hand. 
The market is firm at about lc per 
dozen advance from a week ago. The 
market on storage eggs has declined 
-l@2c. Stocks in storage are consider
ably in excess of what they were a 
year ago. We do not look for much 
change from the present conditions in 
either fresh or storage eggs during the 
coming week. Local jobbers pay 42c 
for candled, cases included. Cold 
storage operators are feeding out their 
supplies as follows:
Firsts ______________________ 31c .
Seconds _____________________ 27c
Checks ____________________ - 25c

Egg Plant—$1.50 per doz.
Grapes—Calif. Tokays command 

$2.75; Emperors, $3.
Green Onions—Chalotts, $1 per doz. 

bunches.
Honey—32c for comb; 25c for 

strained.
Honey Dew Melons—$2.25 per crate 

of 6 to 8.
Lemons—The market is .without 

change, present quotations being as
follows:
300 size, per box ___________ $12.00
360 size, per box ____________ 12.00
270 size, per box _______  12.00
240 size, per box ____________ 11.50

Lettuce—Hot house leaf, 20c per lb.; 
Iceberg from California, $6 per case.

Onions—Home grown, $1.65 per 100 
lb. sack.

Oranges—Fancy Sunkist Valencias 
are now held on the following basis:
100____________    $10.50
126 _______________________  10.50
150, 176 and 200 _____________10.50
216 _______________________  10.50
252 _______________________  8.50
288 ______________________  7.00
324 ______   4.00

Choice, 50c per box less.
Parsley—50c per doz. bunches. 
Pears—$1 for Kiefers.
Peppers—Florida, 65c for small 

basket containing about 18.
Pickling Stock—White onions, $1.25 

per 20 lb. box.
Potatoes—Home grown 50c per bu. 
Poultry—The market is unchanged. 

Local buyers now pay as follows for
live:
Light fowls ___________    12c
Heavy fow ls_____ 1___.____17@18c
Roosters, 4 lbs. and u p ________ 18c
Cox and Stags _______  10c
Turkeys ______________________28c
D ucks__________________   18c

Pumpkins—20@25c apiece.
Quinces—$2@2.50 per bu.
Radishes—35c per doz. bunches. 
Squash—$1 per bu. for Hubbard. 
Sweet Potatoes—Virginia command 

85c per hamper and $2.50 per bbl. 
Tokay Grapes—$3.50 per crate. 
Tomatoes—6 lb. basket of California 

$1@1.25. % '
Turnips—75c per bu.

mailto:1@1.25
mailto:2@2.50
mailto:1@1.25
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November Victories Give the Month 
Peculiar Significance.

Grandville, Oct. ¿1—The month of 
November bulks large in the history 
of the United States.

For one thing it is the month that 
a general election is held every four 
years for the choosing of a chief mag
istrate of our common country.

It was in November that Abraham 
Lincoln was chosen fo~ the presidency 
in 1860. That was a great day, and 
the whole patriotic citizenry. North 
and South, rejoiced at the outcome of 
the election.

Threats of secession and rebellion 
had been made in case the free and 
untrammeled voters of the various 
states saw ht to choose one of the 
common people to represent them at 
Washington.

These threats were of no avail. The 
Rail Sputter was e.ected President and 
the South at once set about carrying 
its threat into execution. South 
Carolina tirst, followed soon by other 
cotton states. It was a serious condi
tion and many a good many feared 
for the safety of the American Union.

It was then that Abe Lincoln showed 
the stuff of which he was made. His 
firm stand for Union and liberty 
cheered many desponding hearts and 
buoyed ut the cause of the Union and 
human rights.

That November verdict was the 
making of more history than any that 
had heretofore been rendered.

A long and bloody civil war follow
ed that November decision, but the 
new President proved equal to the oc
casion living to s<*e the right triumph 
and the Union restored. November, 
1864, was almost as critical as was 
that of four years earlier. The right 
again triumphed however, so that we 
may we.l say that this month is one 
of the most important, so far as 
America is concerned, in the ca.endar.

Coming down to a later date, we 
find the 11th of November a red letter 
epoch in our National history.

The armistice which announced the 
fall of the German empire was con
summated on this date and will never 
be forgotten because of its significance 
as the closing of the greatest, most 
sanguinary war in the history of the 
world.

Nearly every date marking an epoch 
in National life hinges upon some deed 
done in war. Peaceful eras are are 
not marked with monoliths accentuat
ing -any important or wonderful data.

The history of our world from the 
beginning of time has been marked 
with deeds of b.ood called war. Right
eous wars some, yet not all, and there 
is no likelihood the day will ever come 
when peace holds sway over every 
foot of the earth’s surface. One has 
only to note the workings of the latest 
effort for unversal peace, when several 
great nations of the world bound 
themselves together in a peace bond 
that hasn’t made good in any part and 
never will, because such a hofe is 
based on quicksand.

The Near East question has stirred 
all the world except the United States, 
and we should have been there with 
gun and sword had we entered into 
the league of nations so strongly urged 
by certain political idealists of our 
own country.

November 11 is now recognized as 
the high water mark of the kaiser’s 
war. Germany surrendered condition
ally, saved her bacon and made a new 
holiday for all the world. So we say 
November is a marked month for 
America.

In memory of the batt’es fought and 
won by our soldier boys in khaki we 
stand uncovered on this great day, and 
send up glad hymns of praise to the 
Most High for the victory granted the 
allied arms, which w;ctory changed 
the map of Europe and added new 
cares and perplexities to the govern
ments of nations.

Greece has met with disaster at the 
hands of the unspeakable Turk!

In our boyhood days the Turk was 
regarded with a sort of holy horror,

whi’e his age-old enemy, the Greek, 
held a soft [lace in the heart of every 
schoolboy who had learned to recite 
Marco Bozarris, and grieved at the 
fall of that warrior “bleeding at every 
vein.”

The Greeks conquered then. To-day, 
however, the little kingdom has met 
disaster at every turn and several of 
the great powers of Europe have con
nived with the Mohammedan tyrant to 
blast fhe fond hopes of the Grecian 
people.

There is no accounting for tastes, 
nor for the idiosyncracies of the great 
powers of Europe. Pretending friend
ship for the Greeks, they take advan
tage of Turkish victories to decide 
against the little nation, and again, as 
in days gone by, boost the villainous 
warriors of the Crescent as against 
Christian civilization.

It is all a nasty mess. We should 
thank our stars the United States kept 
out of it entirely.

November 11 will always hold high 
p!ace in our history. That date marks 
the downfall of the house of Hohen- 
zollern the most despotic, irreligious 
unchristian government ever formed 
among men. The kaiser in exile may 
have hopes of some day retrieving 
his fallen fortunes. A conspiracy is 
even now on foot seeking to re-en-

throne the murderer of Potsdam, but it 
is hardly conceivable that the Germans 
themselves will dare, even if they care, 
to recall the monarchy which has 
wrought such disaster to the Father- 
land.

November nights are dark, Novém- 
ber days are dim, and yet this gray 
month with its deoressing dreariness, 
has witnessed man'- deeds performed 
for the furtherance of liberty and 
righteousness which give to the month 
a pecu'iarity all its own. We hail 
November as one of the most im
portant in the whole calendar.

Old Timer.

A Faux Pas.
At Southern railway stations it is 

the custom of darkies to sell chicken 
patties and other delicacies to passen
gers. A passenger who had enjoyed 
a patty and was leaning out of the 
window to buy another, asked of the 
dusky sa'esman:

“Where do you get your chicken?”
The darky rolled his eyes. “You-all 

Torn de No’th, ain’t you, sah?” he 
queried.

“Yes,”- was the reply. “But why do 
you ask that?”

“ ’Case, sah I No gem’m’n fom de 
South eber asks a colored man whar 
he gits his chicken.”

Summer Visitors Still Tarry at Petos- 
key.

Petoskey, Oct. 31—And still we have 
our Summer friends with us! Not a 
day passes without from one to five 
Summer tourists calling at the Cham
ber of Commerce offices to enquire 
about M 11 or M 13, South. Our 
wonderfully warm weather has held 
our visitors later than usual this sea
son and many cottages along the 
shores of Little Traverse Bay, as well 
as in Petoskey, are still open.

The annual report of the Emmet. 
County Road Commission shows that 
over thirty-one miles of gravel road 
were constructed in Emmet country 
during 1922. In addition to this, 4Vz 
miles of 18 foot concrete pavement was 
laid between Petoskey and Harbor 
Springs and 1 2 miles of Federal Aid 
on M 11 between Pellston and Mack
inaw City. We now have wonderfully 
good roads, both North and South of 
Petoskey and this will certainly great
ly benefit us, as well as please our 
Summer tourists in 1923.

One of the greatest and most suc
cessful organized dollar day events 
ever staged in this section took place 
on Saturday, Oct. 28 in Petoskey. Our 
neighbors came in flocks, had a splen
did time all day and took back some

wonderful bargains. Our merchants 
realized a “neat -urn” and our city re
ceived fine advertising because of the 
wide publicity given this trade event.

Saul Magnus, son of Joseph A. 
Magnus, of Cincinnati, one of our 
Summer visitors, gave a very delight
ful party Saturday evening at the 
Braun Hotel in honor of John L A. 
Galster and Joseph Magnus. About 
twenty-five members of the Galster- 
Davis Hunting Club were present, and 
a real “peppy” time was enjoyed 
throughout the evening. This is the 
second party prior to the big “hunt” 
particioated in bv this well known club 
each year.

William L. McManus, proprietor of 
the Cushman House attended the 
Greeters convention held at the Statler 
Hotel in Detroit last week. This item 
is of especial interest to all Petoskey 
boosters, because they know Bill’s 
ability for keeping Petoskey before 
the eyes of the traveling public.

Afton Holm.

Year of Prosperity Ahead.
A shortage of labor and lack of 

transportation facilities may serve as 
a brake on industrial activity late in 
1923, in the opinion of Col. Leonard 
P. Ayers, vice-president of the Cleve
land Trust Company and a well-known 
business statistician. With business 
moving prosperously during the com

ing twelve months, he sees the pos
sibility of advances in some lines and 
declines in others. Among the pos
sible advances he lists interest rates, 
wages, living costs, money in circu
lation, automobile output, and redis
counts with the Federal Reserve 
banks. On the other hand, bond 
prices, failures, building activity, and 
the reserve ratios of the Reserve banks 
may be expected to decline. There is 
a third group that may move in both 
directions, first up and then down; 
among these are prices of stocks, 
wholesa'e commodity prices, the vol
ume of manufactures, and the volume 
of unemployment. Just as happened in 
1920, wholesale prices may recede for 
some time before the curve of living 
costs shows any downward trend. 
Some of the changes indicated, such as 
increasing money circulation, higher 
wages living costs, and interest rates, 
and lower bond prices, are already be
ginning to appear. Dealers in house 
furnishings will be interested in Col. 
Ayer’s forecast of a greater number 
of marriages in 1923, as one incident 
to increasing prosperity; but at the 
same time his prediction of fewer sui
cides will be bearish news for the 
undertakers.

More Money in Circulation.
Along with the rise in prices there is 

a tendency for the stocks of money in 
this country to increase. The net gain 
for the twelve months ending with 
October 1, was in round numbers 
$309,000,000, and the gain for the 
month of September alone was $85,- 
000,000. For the past twelve months 
the gain was due to the imports of 
gold. The gold supply was enlarged 
to the amount of $421,000,000, while 
the Federal Reserve notes decreased 
$155 393,000. Silver dollars, mean
while, increased $84,000,000, as a result 
of the recoining of this kind of cur
rency under the terms of the Pittman 
act. The other forms of money in 
circulation showed very slight changes 
durng this period. Since the gold is 
not circulating freely, it is quite prob
able that the increase in the supply of 
money during the past twelve months 
has not resulted in any gain in circula
tion over that of a year ago. During 
the past month, however, the situation 
has been quite different. Thus, for the 
thirty days ending with October 1, 
$65,000,000 of the $85 000,000 increase 
was represented by Federal Reserve 
notes and $8,000.000 by silver dollars. 
With the expansion of business activ
ity and the rise in prices, a gain in 
monetary circulation during Septem
ber was to have been expected.

Chinese Logic.
A gentleman formerly attached to a 

mission in China tells of an occasion 
when, in Foochow, he entered a 
Chinese shop to purchase tea. He 
found, to his amazement, that five 
pounds of a certain tea cost two dol
lars and a half, whereas ten pounds of 
the same brand cost seven dollars and 
a half

The gentleman protested at these 
prices but the shopkeeper insisted that 
they were perfectly logical. And he 
put it:

“More buy, more rich—more rich, 
more can buy.”

MY HOME IN DEAR OLD MICHIGAN.
Just to be in Michigan to-day

’Mid the scenes of childhood play,
The rippling streams, the woodclad hills

The flowers sparkling wild ’round trickling rills; 
The pathway winding through the verdant glen 

The thrill, I feel, of fond hearts near again.

Though my home is far away
Still in dreams I’ll ever stray 

Through the scenes where childhood first began
To a quaint old dwelling, grand ’mid winter gloom; 

To a vintciaa shelter, calm ’mid springtime bloom;
To the place I love so well 

Where countless memories dwell
To my home in dear old Michigan.

The ripening grain is waving in the breeze 
Gently drones the hum of bees,

The fleecy clouds, at anchor swing
And meadowlark and robin blithely sing 

Upon the hili are children romping gay
Till tolls the old school bell the call from play.

Gfeenville, Mich. S. H. Hamilton.
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First Offering
50,000 SHARES

— OF-----

Pacific & Gulf Oil Company
General Offices 

Fort Worth, Texas 
New York City

Detroit Office 
Dime Bank Building 
Phone Cadillac 4141

Field Offices 
Graham, Texas 

Wichita Falls, Texas

A n Oil Producing Com pany w ith extensive leaseholds in proven fields and large present settled production.

CAPITALIZATION
600,000  Shares of No Par V alue

295,000 Shares issued and  outstanding 305,000 Shares in Treasury

A ll shares of like class and tenor, issued fully paid  and  non-assessable.

T he Pacific & Gulf Oil C om pany was form ed for the purpose of consolidating and operating under one management, 
valuable producing, proven and  sem i-proven oil properties, all located in the proven fields of north Texas and Oklahom a.

The Com pany has a  com plete field organization for economically and  efficiently operating its properties, together with 
adequate field equipment.

Besides its producing, proven and  sem i-proven properties, the C om pany has leases on several thousand acres of at 
present unproven property, bu t all carefully selected, upon reports by  em inent geologists and  oil men, as being extremely 

„ promising territory for ultim ate large production. Prom inent oil com panies are now proving up m any of these leases by the 
drilling of test wells upon contiguous acreage.
PRESENT DEVELOPMENT OPERATIONS: In addition  to  thirty-eight (3 8 ) wells now producing, the C om pany is a t the 

present tim e drilling thirteen (1 3 ) new wells in the well-known oil pools of H erron, Bunger, Dalton, Pioneer, South 
Bend, Eliasville, Electra and in G rady  County, Oklahom a, near the Cem ent Pool. The C om pany confidently pre
dicts that the present drilling wells will a t least double its present income.

EARNINGS AND DIVIDENDS: T he D irectors have adop ted  a  resolution setting aside Fifty Per Cent (5 0 % ) of the Com 
pany’s net income into a Surplus and  D ividend Fund.

T he Com pany’s stock has been pu t on a dividend basis of Tw elve Per Cent (1 2 % ) per annum, payable quar
terly, based on the present selling price, and  this ra te  will be  increased as earnings m ay permit.

OFFICERS AND DIRECTORS

J. F. E M E R IC H ___________ ____________________ President

J. BEN R O S S ____________________________Vice-President
F ort W orth, Texas

E. D. D A V E N P O R T _Secretary-Treasurer

J. E. H IT T — President, Southwest S tate Bank of Chicago
President, Utilities Coal Com pany 
D irector, L iberty Central National Bank, St. 

Louis, Mo., Chicago, Illinois
DR. L. E. SISLER— Vice-President, Firestone P ark  Trust 

& Savings Bank
Director, Firestone T ire Com pany,

Akron, Ohio
Counsel

JO H N  D. M A C K A Y ___ ______________ D etroit, Michigan

L. J. W ARDLAW __________________ Fort Worth, Texas

ADVISORY BOARD

JO H N  D. M A C K A Y __________________________ A ttorney
Detroit, Michigan

F. J. McDONALD, President M cDonald Coal & Brick 
Com pany, Detroit, Michigan

A. J. MAYER, V ice-President Gregory, M ayer & Thom  
Com pany, D etroit, Michigan

ALANSON A. MOORE, President Bessenger - M oore 
Com pany, Detroit, Michigan

W . E. MOSS  ___________ ____________________ Banker
Detroit, Michigan

PR A T T  E. TRACEY, President A ir-W ay A ppliance Cor
poration, Toledo, Ohio

F. G. MOORE, President Detroit-M exia Oil Com pany, 
D etroit, Michigan

W. E. MOSS & COMPANY
710 Union Trust Building, Detroit.

Telephones: Main 4612— Cadillac 4141

T h« s ta tis tic s  an d  Inform ation con ta ined  here in , while n o t g u a ran teed , a re  ob tained  from  sources we believe to  be reliable.
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PROHIBITION ON THE FARM.
About 100,000 women voted in the 

Literary Digest poll on prohibition, of 
whom 60 ie r cent, were not satisfied 
with things as they are under the 
Eighteenth Amendment.

The farm papers have been heard 
from this interesting subject. They 
say that very few farmers' wives got 
a chance to vote, and that anyway 
farmers’ wives are not much given to 
useless correspondence, straw votes 
and all that sort of thing. They are 
too busy cooking, sewing putting up 
preserves, hunting eggs and getting 
the children off to school to drop 
everything and mark up a postal card. 
Those who did get a Digest postal put 
it aside to await a spare moment, and 
for most of them the spare moment 
has never come—yet. Whatever the 
cause, the farm papers feel sure, that 
farm women form no appreciable per
centage of the 100,000 women who 
voted in the Literary Digest poll. If 
they had, the results would have been 
diffèrent, say the editors.

One thing is certain: prohibition 
sentiment is strong and determined in 
the rural press. The Country Gentle
man, which reviews the Digest poll 
with withering emphasis upon its 
failure to reflect rural opinion, draws 
attention to the fact that prohibition 
by political enactment was at first a 
strictly rural phenomenon. Country 
drinking never had any of the gloss 
and color and trimming which some
times made liquor seem a little less 
menacing in town. The country bar 
was simply a sot hole that drew men 
away from home when work would 
not wait, contributed to poverty and 
delinquency and made labor unde
pendable and children miserable. The 
time came when the better sort of far
mers, and practically all farm women, 
put the saloon out of the crossroads 
village.

In the great agricultural States the 
campaign was fought through in de
tail—by townships first, then by coun
ties, then by states. Prohibition is 
part of the rural conscience by this 
time and any attempt to weigh prohi
bition sentiment which does not give 
the slow-moving countryside time and 
opportunity to register its opinion 
thereon is no true measure of National 
sentiment on that issue.

THE EX-KAISER’S ECONOMICS.
In whatever light the ex-kaiser may 

appear as a result of the publication 
of his memoirs, it is certain that he 
will not shine as an economist. We 
need not be surprised when he says 
that thé United States entered the war 
with ulterior motives nor even when 
he declares that this step was taken 
wholly in the interest of Wall Street 
high finance. Half-baked “liberals’’ 
professing to be smitten with the love 
of general humanity, though disdain
ing to love anything so tangible as 
their own country, have sometimes 
said the same thing and the former 
German ru'er is only repeating their 
chatter. But when he goes on to 
specify that the great profit of America 
from the war .was its ability to attract 
to itself nearly half the world’s gold 
it is time to laugh. The All Highest 
has fallen into the very plebeian error 
of confusing money with wealth. The

war has indeed resulted in an increase 
of some $2,000.000,000 in the gold sup
ply of the United States, but at the 
same time it imposed an immediate 
and direct outlay of $25,000,000,000 
on the country, and the additional 
Government expenditures which it has 
entailed since the armistice will not 
disappear entirely during the life of 
the present generation, and may result 
in at least doubling the cost. These 
figures do not denote the total cost, as 
many items of loss cannot be stated in 
terms of dollars; but at any rate it ap
pears that we have had to pay a very 
stiff price for the gold that we got. 
Moreover, the accumulation of this 
gold does not appear to have made 
any of the financiers of Wall Street 
especially happy, though the former 
kaiser believes that this was what they 
were after.

CANNED FOODS CONDITION.
In almost all instances so far the 

early buyer of canned foods at the 
first prices named by canners has had 
the advantage of the tardy trader who 
waited until the situation had settled 
into a sure thing purchase. In other 
words, the market now is higher than 
at opening prices. This shows a 
healthy situation, and as there are 
no overproductions to worry over, 
no carryover to be alarmed about and 
bare shelves to replenish, the outlook 
is one to encourage buying ahead. 
Some of the conspicuous examples 
of hardening in values are asparagus, 
pineapple and tuna fish, to pick out 
three of the principal divisions. A 
dozen other items could be included, 
with only a few examples of a lack 
of radical change in the market now 
than a few months ago. No bad 
breaks have occurred in any line, and 
while evidences of weakness occurred, 
a recovery, complete or in part, has 
taken place. Arguing from this, trad
ers are encouraged to extend their 
operations, especially as the period of 
heavier consuming demand is here. 
On all sides there is a better feeling 
in the market.

Contrary, perhaps to the popular 
impression, potato production in Ger
many was more severely injured by 
the war than any of the major agri
cultural crops. According to reports 
received by the Department of Com
merce, the potato crop of the three 
post-war years averaged only 52 per 
cent, of the three pre-war years, and 
although the crop of the current year 
will probably be substantial larger, 
augmented household consumption, 
also the result of the war, is expected 
to absorb the greater part of the in
crease. In many respects Germany’s 
potato crop occupies the position of 
our own corn crop, potatoes forming 
the principal article of feed for live 
stock and particularly hogs. As a 
result of the successive short crops of 
potatoes coupled with last season’s 
drought, recovery of the live stock in
dustry has been retarded. The num
ber of hogs is still 40 per cent, below 
pre-war figures and killing weights 
average about 30 per cent, under 
normal.

The old saying that cleanliness is 
next to godliness holds true in the 
fire-preveution campaign.

MORE NORMAL CONDITIONS.
Speaking by and large and in full 

knowledge that generalizations re
garding American business must al
ways be subject to an almost infinite 
number of individual exceptions, it 
may be said that conditions in the 
steel industry indicate the progress 
which has been made in the process 
of recovery not only from the major 
depression of last year, but also from 
the more recent retarding influences 
which were applied to business by 
the labor troubles of the spring and 
summer. While operations measured 
in per cent, of capacity have not ma
terially increased over the figure of 
the past few weeks the disappearance 
of premiums for prompt delivery and 
the evidence of a better balance be
tween supply and demand at current 
prices all point towards a healthy con
dition. It should not be forgotten, too, 
that the 75 per cent, of capacity which 
has been the estimated rate of produc
tion for several weeks past is really a 
more favorable showing than appears 
at first sight. Utilization of full ca
pacity could only be obtained by high
ly preferention treatment of the indus
try in the matter of transportation for 
both raw materials and finished prod
ucts. In other major lines of trade 
as well evidence steadily accumulates 
that in so far as domestic conditions 
are concerned obstacles to normal 
business at satisfactory profits are be
ing steadily overcome. Only when the 
survey is extended to include Europe 
is there found any cause for apprehen
sion as regards the immediate future. 
The weekly statement of the condition 
of the combined Federal Reserve 
banks shows an increase in the ratio 
of reserves from 75.2 to 77.6 per cent., 
brought about by a substantial de
crease in deposits, a slight decrease 
in the total of note circulation, and 
an insignificant decrease in total gold 
reserves.

TENTATIVE ADVANCES.
A kind of testing out of the markets 

is now in progress to ascertain how 
the public will respond to higher prices 
some of which have come and others 
of which are inevitable before long be
cause of increased tariff rates. Ad
vances have been made in a number 
of instances which have the appear- 
anace of being tentative. If they do 
not result in inordinate checking of 
buying they will be maintained. 
Otherwise, there will have to be a 
scaling down, even to the extent of 
sacrificing all profits. In various lines 
opening prices for the season have 
been raised, now that many buyers 
have been found to have underrated 
the public demand. This has given the 
opportunity, also, for the jobbers who 
understood the situation and were 
forehanded enough to act on their 
judgment in securing adequate sup
plies early. But it is noteworthy that 
even they have been slow as to for
ward commitments, confining most of 
their efforts to the period before the 
turn of the year. A good Fall and 
Winter business seems assured. Be
yond that it is a matter of conjecture, 
although what indications there are 
appear favorable. Conditions, how
ever, still call for careful observation 
of consumer reaction to the prevailing

tendency in business and so serve as 
an effective check to any speculative 
tendency. But, for the time being, 
there is no mistaking the fact that 
business has broadened in its scope 
and that the general feeling is one of 
more confidence than it was at this 
period a twelve-month ago.

AS THE TWIG IS BENT.
It is interesting, and also encour

aging to read that Ohio now has a 
law making instruction in fire preven
tion compulsory in all public schools, 
beginning with the kindergarten. The 
children are to be drilled for their 
own safe action in case of fire. They 
are to be taught things about fire 
alarm boxes and fire extinguishers 
and when water is the proper thing 
for a fire and when sand is better, 
and how to avoid fires at home—this 
latter being really best of all. The 
child should also be dispossessed of 
the. notion that fire is a nice, friendly 
plaything, and should be made to 
understand that it is an enemy, watch
ing to take children’s lives. Toledo 
calls this prevention course “citizen 
training.”

As the twig is bent the tree’s in
clined. Too many of our trees are a 
little inclined to assist accidental fires, 
when stocks are stale and move slow
ly, and some 80 per cent, of our peo
ple are inclined to treat insurance as 
a purchased license to let heedlessness 
do its natural work.

Oliver Wendell Holmes said the 
time to begin a child’s education was 
when its grandfather was kicking in 
the crade, which is only another way 
of stating the proverb about the twig. 
Bend that right, and the tree will in
cline the right way, which means that 
it will stand straight, as good trees 
should.

One of the most impressive indica
tions of the trend towards bigger and 
better business is to be found in the 
report of the Department of Labor on 
employment in selected industries in 
September, 1922. This survey covers 
2,653 establishments, representing 
forty-two different lines of manufac
turing, with over 1,300,000 employes. 
In thirty-one lines of manufacturing 
the number of persons on the payrolls 
increased during August. In most of 
the eleven lines in which there were 
decreases the falling off was due 
mainly to seasonal influences. Thus 
there were slight declines in the work
ing forces of establishments producing 
fertilizers, agricultural implements, au
tomobile tires, carriages and wagons, 
brick and lumber. Wherever there 
were increases, however, they nearly 
always far exceeded the percentages 
of decreases. Thus, the largest de
creases were 4.4 per cent, for agricul
tural implements and 3.7 per cent, for 
lumber (mill work), while car build
ing and repairing showed a gain of 
15.8 per cent. This is an abnormal 
change due to the strike of railway 
shopmen, but cotton finish'ng showed 
a gain of 11.3 per cent, and woolen a 
gain of 11 per cent. Along with the 
increase in the number of employes 
there was in twenty-nine of the es
tablishments an increase in the pay
rolls, reflecting higher wages.
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NEW ISSUE

$2,500,000
(CLOSED ISSUE)

PIERCE, BUTLER AND PIERCE 
MANUFACTURING CORPORATION

Dated October 1, 1922. Due October 1, 1942. Interest payable April 1 and October 1. Coupon bonds in interchangeable denominations of 
$1,000, $500 and $100. Registerable as to principal only. Reedemable at the option of the Corporation in whole or in part at 107% and 

interest on any interest payment date to and including October 1, 1927; said premium of 7%% decreasing % of 1% on each April 1 
thereafter. Principal and interest payable at The Equitable Trust Company of New York, Trustee, or at the option of the 

holders at Central Trust Company of Illinois, Chicago. Interest payable without deduction for Normal Federal Income 
Tax not in excess of 2% per annum on the income derived from the bonds.

Pennsylvania and Connecticut Personal Property Tax not in excess of Four Mills, Massachusetts Income Tax not in excess of Six and One-half 
Per Cent on income derived from these bonds, and Maryland Securities Tax refundable to holders resident in those

States, as provided in the Mortgage.

The following information is summarized by J. T. Duryea, President, from his letter and from auditor’s and appraiser’s 
reports and other reliable sources:

Pierce, Butler and Pierce M anufacturing C orporation m anufactures cast iron boilers and radiators for steam  and hot w ater 
heating, a full line of pressure gauges and therm om eters and a  special high-grade packless steam  valve, all of which are used in 
the heating business. The C orporation also m anufactures Am es high-speed engines, Stum pf Unaflow high-speed engines and 
Am es high pressure boilers. Through its jobbing house it distributes a full line of plumbing fixtures and materials. The C orpora
tion is am ong the largest organizations in its line of business and is the only one in the U nited States making all classes of boilers 
used for pow er and  heating.

SECURITY: These bonds are to be  secured by a direct closed first m ortgage upon all real estate, plants and equipm ent of the 
C orporation, including its m odern m anufacturing plants, office buildings and warehouses located a t Eastwood, Syracuse, 
Oswego and New York City, New Y ork; Newark, New Jersey and H untingdon, Pennsylvania.

ASSETS: A n appraisal recently m ade of the land, buildings, m achinery and equipm ent to be covered bv  this m ortgage showed 
a sound depreciated value of $4,105,540. The balance sheet of the C orporation as a t June 30, 1922, after giving effect 
of this financing, shows net current assets, after deducting all liabilities except these bonds, of $3,776,892. Net tangible 
assets, exclusive of good-will, patents and contracts w ere $7,882,432.

Net tangible assets am ount to $3,1 52 for each $1 ,000  Bonds fixed assets representing $1,642 and net current assets 
$1,510 of this amount.

EARNINGS: A verage annual net earnings available for the paym ent of interest charges on these bonds for the six years ended 
Decem ber 31, 1921, before depreciation and Federal Taxes, were $737,279, or over times interest charges on these 
bonds, and after depreciation and Federal Taxes, they were $576,953, or over 3 V i tim es such bond  interest.

The C orporation operated at a profit during each of these years. It was in no sense a  “w ar industrv,” its business 
being chiefly concerned with the building trade. Its p lants are running at full capacity and  the unshipped orders on its 
books a t the present tim e are the largest in its history.

SINKING FUND: On O ctober 1, 1925, a sinking fund paym ent of 1 *4%  of the total principal am ount of this will b e  m ade, 
and thereafter semi-annual sinking fund paym ents will be m ade at the annual rate  of either 244% of the to tal principal 
am ount of this issue or 10% of the net earnnigs of the Corporation for the year ending the preceding Decem ber 31,

F irs t  M o rtg a g e  6 J s j %  S in k in g  F u n d  
T w e n ty  Y e a r  G o ld  B o n d s

whichever am ount shall be the greater. Sinking Fund paym ents are to be m ade to the Trustee under the m ortgage and 
are to be  used for the purchase or redem ption of bonds at not to  exceed the then redem ption price as provided in the 
mortgage.

Bonds a re  offered for delivery  w hen, a s  and  if issued  and  received by  u s and  approved by  o u r Counsel. I t  
R eceip ts of The E quitab le  T ru s t  Com pany of New Y ork will be ready  for de livery  ab o u t N ovem ber 1, 1922.I t  is expected  th a t  T em porary  Bonds o r In te rim

Price on Application

Howe, Snow & Bertles
(Incorporated)

GRAND RAPIDS
INVESTMENT SECURITIES 

NEW YORK DETROIT
T his in fo rm ation  and  th ese  s ta tis tic s  a re  n o t gu a ran teed , b u t have been ob tained  from  sources we believe to be accu ra te .
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Holding Tongues on Pumps in Place.
This is a subject of importance be

cause so many manufacturers have 
taken up the pattern hastily and in 
their eagerness to get some sort of 
tongue r attern before their trade 
quickly neglected to give the matter 
of fastening and construction the 
thought necessary to get a good re
sult.

One of our readers writes that he 
does not believe tongues should be 
stitched to the goring as it prevents 
the goring from stretching. This is 
exactly one of the details to watch. If 
the tongue is stitched to the goring in 
a wide stitch across the goring, of 
course it will interfere. The stitch 
should be up and down from the 
throat so as not to cross the litt'e elas
tic threads that make the goring and 
in this way there will be no interfer
ence of the stretch.

This subscriber also says the tongue 
should be made and lined in a way to 
produce a stiff and heavy tongue. This 
is true, but unfortunately many manu
facturers are using only an ordinary 
light weight piece of upper material, 
and lining it with light sheepskin. 
Such tongues if of any size or length, 
will bend, curl at the ends, roli to one 
side, or flog, if not fastened to a cen
ter position.

Tongues can be interlined with light
weight but stiffened buckram, or treat
ed canvas or drill, and will be fairly 
rigid. To be sure they should be 
slotted if a strap r attern, and the 
strap run through the slot, or if a 
gore they should be tacked to the 
goring, and in such a way as not to 
interfere with the stretch of the gore 
itself, as in the case of short chunky 
feet with high insteps. The gore 
should give a l the stretch possible to 
make an easy fitting and quick selling 
shoe.

If all tongues were made properly 
and fastened correctly the problem 
would be simple but as many are 
likely not to be well thought out from 
the selling angle it is urgent that mer
chants examine carefu'ly such tongue 
samples from which they buy, and 
make sure that they will be satisfac
tory before placing orders. This will 
obviate disappointment and dissatis
faction when the goods are .received. 
Cobbling and doctoring shoes to make 
a sale is slow work, and often loses a 
sale aS well. A little cautious fore
thought will make seling much 
smoother and quicker, and quick sales 
mean less expense in selling.

Slipper Business Opening Up.
Men are showing greater interest in 

all negligee attire for house wear and 
this has brought about a correspond
ing increase in the sale of slippers.

many of which are of a highly decora
tive pattern in the finest of leathers. 
Conspicuous among the articles of at
tire brought out by the haberdashers 
is the house-suit, a two-piece garment 
made somewhat on the lines of a sack 
suit. In the more expensive materials, 
however, heavy si ks are employed. 
The prices on some of the latter type 
range in the $200 to $250 zone. Fine 
robes have also been taken up a great 
deal by the men. Both of these gar
ments have been reproduced in popu
lar-priced grades.

From the retailer’s point of view the 
significance of this movement lies in 
the fact that all sorts of apparel for 
household wear is in the ascendancy. 
The cafes are practitally deserted at 
night and there is little public enter
taining. A specialty shop dea er who 
handles a fine line of slippers which 
he has taken in since the demand for 
household apparel took a jump, de
clares that the house suit is now the 
accepted garb when people living in 
apartment houses or hotels receive 
intimate friends. The men don the 
suits and slippers of corresponding 
grandeur or more practical types. The 
point stressed is that the slipper busi
ness is opening up and will be unusual
ly large this winter, keeping abreast 
with the apparel market, which is 
close y linked with men’s wear in many 
departments of dress.

Acid in Shoe Polish Harmful To 
Leather.

Polishes that contain free acid or 
alkali are likely to injure leather. This 
is one of the conclusions from tests 
made by the Bureau of Chemistry of 
the United States Department of Ag
riculture. A polish of the emulsion 
type containing free alkali caused 
cracking across the vamp of shoes 
where the leather is subjected to fre
quent bending. Many of the liquid 
cleaners, often put up in combination 
with paste polishes for use on light- 
colored shoes, contain oxalic acid, 
which is likely to injure leather.

In the absence of water-soluble dye 
in the polish, free acid or alkali can 
be detected by stirring up some of the 
polish with warm rain water and test- 
in the clear water, after settling with 
red and blue litmus paper. A change 
from red to blue indicates free alka i, 
while a change from blue to red indi
cates free acid. In the presence of 
water-soluble dye free acid and alkali 
can be detected only by chemical 
analysis.

There is a general belief that tur
pentine in shoe polishes is injurious to 
leather, but the tests did not bring out 
any injury that could be ascribed to it. 
The turpentine sometimes become» 
rancid acguirinjg a sharp, disagreeable

odor and causing the polish to be
come gummy and unsatisfactory to 
use but the quality of the leather does 
not seem to be affected.

Various other constituents are used 
in the manufacture of shoe polishes. 
Most modern polishes for leather con
sist of mixtures of waxes colored with 
dyes and softened to a pasty consis
tency usually with turpentine. Those 
free from turpentine are produced by 
emulsifying the mixed waxes by boil
ing them with a solution of borax or 
soda, coloring with dye or finely pow
dered bone charcoal, and mixing with 
a solution of ordinary soap to form 
a paste or with a solution of castile 
soap to form a liquid polish. There 
are also liquid polishes consisting of 
shellac, waxes and dye in alcoholic 
solution.

Three Telegrams.
Mrs. Smith (telegraphing to travel

ing salesman husband), “Dead broke, 
landlord insistent, wire me rent 
money.”

Smith (in reply). “Am short my
self. Will send check in a few days. 
A thousand kisses.”

Mrs. Smith (over a chilled wire) 
“Never mind money. Gave landlord 
one of kisses. '  He was more than 
satisfied. Willing to wait on rent.”
iii iiu iiu ium iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiuiuiiiiiiiiittiuiiiiiuiiim iiH itiiiiiiniiiiM ra

i  Women's Kid Joliet

Black to<* Flexible I  
McKay, S2fl No 700 |  
Price $2 Terms I  
3 10. N~* 30 day». |
Write fo rm p h 'e t § 

1 BRANDAU SH O E CO., D etro it, Mich, i

You will soon forget our price.
It’s our Quality that’s long remeipbered in

R o u g e  R e x , P la y m a te  
M o re  M ileage  a n d  R u th  S h o es

For all the family.

Protect these shoes always with

G o o d y e a r  G lo v e  R u b b e rs

HIRTH-KRAUSE CO.
Shoe Mnfg., Tanners Grand Rapids, Mich.

Thousands of dealers carry this shoe as a staple.
The H-B Black Gun Metal shoe has been a won
derful business builder for merchants. It is such 
a thoroughly sensible, practical shoe that once a 
man has worn it he does not like to wear any other.
The majority of our dealers are never without a 
good assortment of this shoe, for they can expect 
vear after year a fixed, steady call for it.

HEROLD-BERTSCH SHOE CO.
GRAND RAPIDS

H e ro ld -B e rts c h  B la c k
Cun M e ta l L ine



nNovember 1, 1922 M I C H I G A N  T R A D E S M A N

Here's a Work Glove 
Thafs Unusuall

A ll Leather Glove Service at Cotton Glove Prices I
Something new in w ork gloves a t last! A  full-grain horsehide leather-palm  W ork Glove, 
so well m ade and so servicable tha t it outwears two ordinary pairs— and a t the same 
price you’re paying for the ordinary kind! The only cotton-back work glove on the mar
ket with a full-grain horsehide palm and thumb! It’s a  wonder!

The Palm and Entire Thumb 
Is Made of Full-drain 

Horsehide
Not split leather, m ind you, bu t full-grain horse-hide! 
How  can we do it a t the price? Simply because we oper
ate our own big tannery. It’s economy of operation that 
enables us to do it.

This Work Glove is 
Shoe-Stifched Throughout

O bserve the close, sturdy stitch tha t holds your 
shoes together. It is alm ost impossible to pull 
out such a stitch, which is exactly why we use it 
in our gloves.

“M an o* W ar” G unn C u t G auntle t, $5.25 Dozen
“M orvich” G unn C ut, K n it W ris t 

$4.50 Dozen

W e W ant You To M ake T his T e s t and S atisfy  Y ourfelf!
T he proof of a  glove is in the w ay it wears. Send for a trial assortm ent of 3 dozen pairs of these full-grain horsehide plam  w ork 
gloves! H ave one of your customers, who dem ands real service of his gloves, give a  pair a tryout! If our gloves do not give him 

better satisfaction than any cotton-back, leather-palm  gloves he ever used, we will replace them! Our gloves will be  sound and 

serviceable long after an ordinary pair w ould be w orn to tatters! Convince yourself!

$3.90“MAN O’ WAR” GUNN 
GAUNTLET STYLE ______

<n»r / y r  “m o r v ic h ” g u n  k n i t ^ j  C A
WRIST STYLE ............. .........

Send For 3-Dozen Trial Assortment TODAY——“Glove Tune” Is Here!

“HARVESTER” Plymouth Cut 
KNIT WRIST S T Y L E _____

W e are also large m anufacturers of A LL LEATHER. W O RK  GLOVES— Send for catalog

“We Tan The Leather and Make The Gloves”

W o lv e r in e  S h o e  &  T a n n in g  C o rp ., R o c k fo rd , M ic h ig a n
Formerly MICHIGAN SHOEMAKERS
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Few Changes in Federal Tax Laws 
Expected.

A year ago the matter before Con
gress in which business men were 
chiefly interested was the revision of 
the Federal taxes. Leaders in the 
lower house sought at first to give 
the tariff precedence, but the prob
lems of taxation would not be denied 
first p'ace, and the new tax law suc
ceeded in getting on the statute books 
ahead of the tariff. It did not 
please many people, but no tax law 
ever does. ^Congress might have done 
better, and yet the new law accom
plished a great deal in the right direc
tion, especially by its immediate elim
ination of the unproductive but vex
atious ‘nuisance taxes” and by its pro
vision for the later elimination of the 
excess profits tax. The surtaxes of 
the income tax were also modified, and 
greater exemptions were permitted f<jr 
persons with dependents. The net re
sults, however failed to please either 
the radicals or the u'tra-conservatives. 
The radicals insisted on the retention 
of the excess profits tax and the heavy 
surtaxes on incomes within the higher 
brackets while the conservatives op
posed the retention of the excess 
profits tax for another year and the 
high progressive rates that survived 
in a modified form in the income tax. 
The present Jaw, therefore, is under 
criticism to some extent from both 
groups and efforts will be made to 
amend it at the next regular session 
of Congress.

It is a safe wager that some mem
bers of Congress, representing labor 
and farmer interests, will urge the 
restoration of the excess profits tax 
to. the Federal system, but the chances 
of their being able to go very far with 
this proposal are remote. Also, in 
view of some recent outgivings from 
politicians in Washington with regard 
to the iniquities of the stock dividends 
recently declared by a number of im
portant corporations, there may be 
some effort to impose a special tax 
on the undivided surplus of corpora
tions. Such a measure has little to be 
said in its defense. It is not condu
cive to conservative finance, because 
it penalizes the “ploughing under” of 
earnings and the accumulation of re
serves to tide a business over periods 
of depression that are always to be 
expected so long as the business cycle 
continues to function as it. has been 
doing for the past century or so. More
over the Secretary of the Treasury has 
recently announced that the Admin
istration does not favor any sweeping 
changes in the tax system at the com
ing session of Congress, and as that 
session will terminate on March 4 it 
is doubtful if any important revision 
of the revenue laws could be effected

in the limited time. Such changes as 
may be recommended will be for the 
correction of administrative difficul
ties in the present law.

A year ago there was also a vigor
ous campaign in progress -in behalf of 
the sales tax. This won a number of 
Senators and Representatives to its 
support, but it encountered the op
position of the so-called farm bloc, 
and before the session was ended it 
had also become linked up with the 
soldiers’ bonus. As many of the ad
vocates of the sales tax were hostile 
to the bonus the tying of the two to
gether did not strengthen the case 
with them for this form of taxation. 
The most strenuous advocates of the 
bonus were as much opposed to the 
sales tax as the champions of this 
tax were opposed to the bonus. The 
Congressmen who were in favor of the 
“adjusted compensation” argued that 
to use the sales tax for this purpose 
was equivalent to making the so diers 
pay their own bonuses. Although the 
Administration had intimated that it 
might approve this method of rais
ing funds for the bonus, it was never 
seriously considered by Congress. The 
experience of the last year justifies 
conservatism in the matter of changes 
in the revenue ■ system. Any new and 
highly productive source of revenue 
suggested to Congress at the present 
time is more likely to be made an 
addition to existing taxes than a sub
stitute for any of them. Moreover, 
old taxes to which business has ad
justed itself, although open to certain 
theoretical 'objections, may be in ac
tual practice less burdensome than a 
new tax that is theoretically more de
sirable.

There is one sweeping change in the 
tax system, but not in the revenue law, 
which the Administration will recom
mend to Congress. This is nothing 
less than an amendment to the Con
stitution putting an end to the issue 
of tax-exempt Securities. This can 
be accomplished only by Constitution
al amendment, and such a measure 
was before Congress at the last ses
sion but no action was taken. Ob
viously, fthis will not affect the tax- 
exempt issues already outstanding, as 
that would be legislation impairing the 
obligation of a contract. The total 
amount of such issues is now estimat
ed at from $12 000 000,000 to $15,000,- 
000,000, and they are said to be in
creasing at the rate of about $1,000,- 
000 COO a year. Very cogent arguments 
have been made in behalf of discon
tinuing this practice. It causes both 
the Federal and State Governments 
considerable loss of revenue. It of
fers to recipients of large incomes an 
avenue of escape from taxes and 
thereby enables a Government agency

JOIN THE

GRAND RAPIDS 
SAVINGS BANK 

FAMILY!

44,000
S atisfied C ustom ers

know  th a t  we 
s p e c i a l i z e  in

accomodation 
and cornice.

B RANCH O FFICES 
M adison Square and Hall S tree t 

W est Leonard and Alpine Avenue 
Monroe Avenue, near Michigan 

E as t Fulton  S tree t and Diamond Avenue 
W ealthy  S tree t and Lake Drive 

G randville 9venue and B S tree t 
Grandville Avenue and Cordelia S tree t 

Bridge, Lexington and Stocking 
W est Leonard and T u rn er Avenue 

Bridge S tree t and Mt. V erm ont Avenue 
Division A venue and F rank lin  S tree t

CADILLAC 
STATE BANK

CADILLAC, MICH.

C apita l...............  $ 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 o f Northern ALchigan.

RESERVE FOR STATE BANKS

Have You a Financial Secretary?

®NE of the trust services of this institution 
is to act as financial secretary to men and 

women who wish to be relieved of worry and 
assured of the careful management of their 
property.

In this capacity we safeguard their securi
ties; we collect dividends, rents and coupons; we 
attend to all tax and insurance matters; we in
vest and re-invest funds; we do everything that 
a financial secretary can do, but unlike the 
individual secretary, this institution is never ill 
and away for an extended absence.

We would be glad to discuss 
these matters further with you.

Brand RapidsTrust Hompany
GRAND RAPIDS, MICH.

Ottawa at Fountain Both Phones 4391

Fenton Da^is 6 Bo^le
BONDS EXCLUSIVELY 

G. R. NAT. BANK BLDG.

Chicago GRAND RAPIDS Detroit
First National Bank Bldg. Telephones ‘ c itiz en s  64212 Congress Building

PERKINS. EVERETT & - GEISTERT
BCLL.M . 200.

Direct w ires to every Important m arket east o f the Mississippi. 
A statistica l service unsurpassed.



N ovem ber 1, 1922 M I C H I G A N  T R A D E S M A N 13

to dispose of low-yield bonds at prices 
not justified by current rates in the 
money market. This in turn is an 
inducement to unwise borrowing and 
unproductive expenditure. Neverthe
less, since such an amendment must 
be ratified by thirty-six States its 
adoption will require time, and it may 
prove difficult to induce the com
monwealths, counties, municipalities, 
school and road districts, and so on, to 
surrender the privilege of issuing tax
less bonds. Here is an opportunity for 
an effective campaign of education on 
the part of business men.

About Certified Checks.
Many cases have arisen over the 

question whe.her a drawer can stop 
payment on a certified check. The 
courts in different states have held dif
ferent opinions.

Thus: A gives B a check, and B pro
cures its certification. Soon afterward 
A orders the bank to stop payment. 
In such case the courts hold that the 
stopping of payment is optional with 
the bank, which is, however, under 
no obligation to obey the drawer who 
has no right to order payment stopped. 
The drawer has no right 'to order 
payment stopped unless he can show 
that he has been defrauded by the 
payee and indemnifies the bank.

In some states the courts have held 
that the law does not compel a bank 
to certify a check, although it is usu
ally done on request as a ma ter of 
business iustom. Many banks refuse 
to certify checks for small amounts, 
and others refuse to certify checks 
drawn to the order of bearer or to 
cash.

A bank is not compelled to refuse 
payment of a certified check merely 
upon request of the drawer, who says 
that he has been defrauded and that 
he would not be liable to the holder.

There are decisions to the effect 
that the bank can interpose fraud up
on the drawer as a defense to the 
check in the hands of the payee, where 
the check has been certified for the 
drawer, but not where it has been 
certified for the holder. There are 
contrary decisions that the check, 
whether certified for the drawer or 
for the holder, is enforceable by even 
a fraudulent payee, and that equities 
of the drawer cannote be interposed 
by the bank in defense.

Thus, the certified check question 
is quite a puzzle, considering that the 
courts have diffeffrent opinions.

The Danger.
“My wife says that were I to die 

she would always remain a widow.”
“Evidently,” remarked the girl, “she 

thinks that there isn’t another man in 
the world like you.”

“On the contrary,” he responded 
truthfully, “she fears that there is— 
and that she might get him.”

Automobile Production Likely To 
Reach Record Total.

In spite of the normal seasonal re
duction in automobile production, 
which has come about as usual during 
the past three months, there is some 
expectation that the total production 
of cars and trucks for the calendar 
year will be little below the record 
total of the year 1920, if, indeed, the 
figures for that year are not actually 
exceeded. Economic profhets began 
nearly ten years ago to announce that 
automobi e production in this country 
was nearing the saturation point, and 
of late years it has become more and 
more the custom to point with alarm 
to the large proportion of the National 
income which is being expended in the 
purchase and upkeep of motor vehi
cles. Recent estimates indicate that 
as much as 10 per cent, of our current 
expenditures may be included under 
this head. Those who find cause for 
ai prehension in the fact are possibly 
overlooking a fallacy not uncommon 
in conclusions drawn from statistical 
data. The fact that 10 per cent, of 
the National income is expended for 
motor cars does not necessarily war
rant the conclusion that this vast sum 
is an economic loss. On the contrary, 
a large part of the expenditure is ap- 
p'ied to securing necessary transporta
tion which but for the existence of 
the motor car might be less economi
cally available. Ignoring the indirect 
benefits from the use of motor vehicles 
it may well be that if all the facts were 
at hand a direct net economic gain 
would be shown.

Disapoearance of an Old Landmark.
Boyne City Oct. 31—Boyne City is 

losing one of its old landmarks and 
has lost a potential asset of very great 
value. The building that for years has 
been known as the Beulah Home is 
being torn down and sold for the ma
terial. It was built almost half a cen
tury ago by H. B. Cha. man, of Sag
inaw, for a resort hotel. The location 
is ideal for such a p ace at the top of 
the bluff overlooking the bay at the 
South end of Pine Lake. The place 
though modern in every respect at 
that time, never was used. It was 
successively occupied by a teachers 
training school for a short time and 
for about ten years by H. B. Swift as 
a boys’ industrial home—a very suc
cessful home for the waifs gathered 
from the alleys of the cities. This 
home was broken up about ten years 
ago and since that time the building 
has been empty. Since the interest in 
resort business has been quickened in 
Boyne City several attempts to inter
est hotel men in revamping and open
ing the place as a summer hotel have 
failed and it was fina ly sold for taxes 
and is being removed. It was a beau
tiful place, in a beautiful location and 
should never have been allowed to 
fall into decay, which as a building it 
never did. A com; lete history of the 
place would make an interesting 
romance. It will be a long time be
fore Boyne City can replace the old 
Beulah Home. Maxy.

II CONSERVATIVE INVESTMENTS
We have at all times a list of high grade 
investment bonds from which to choose.

Corrigan H illiker &  Corrigan
Investment Bankers and Brokers

Cltz. Ground Floor M ichigan T ru st Bldg. Bell
4480—4653 G rand Rapids, M ichigan M-4800

Why is This?
HUT of eleven pupils entering fifth grade only one graduates 

frojn high school. Certainly that is not our ratio of mental 
capacity. The main deterring reason is probably financial.

How can a high school education be guaranteed to your child?

If anything happens to you, a “Trust Fund” placed in our care for 
this object will solve the problem. Today an education is necessary 
equipment for every child.

Let us consider with you what a “Trust Fund” can do. We have 
been administering tuition funds for upwards of thirty years past 
and are glad to co-operate.

Ask for our new booklet: “What you should know about Wills and 
the Conservation of Estates.”

O FFICERS

Lewis H. W lthey ___ Presiden t
H enry Idema ___ __ Vice Pres.
F. A. Gorham __ __ Vice Pres.
Claude H am ilton __ Vice Pres.
John H. Schouten —Vice Pres.
Noyes L. Avery ___ Vice Pres.
Em erson W. Bliss __ S ecretary
A rth u r C. Sharpe _Asst. Secy.
Guy C. Lillie ____ _A?»t. Secy.
C. Sophus Johnson --A sst. Secy.
Arend V. Dubee_ T ru st Officer

DIRECTORS 
Delos A. B lodgett II. 
John Duffy.
Frederick  A. Gorham. 
Claude Ham ilton. 
Thom as H. Hume. 
H enry Idema.
W illiam Judson.
Miner S. Keeler.
Jam es D. Lacey. 
Edw ard Lowe.
Ransom E. Olds.
J. Boyd Pantlind. 
W illiam Alcen Sm ith. 
Godfrey won P laten . 
Dudley E. W aters. 
Lewis H. W lthev.

“ Oldest Trust Company in Michigan"

M i c h i g a n T b d s t
COMPANY

GRAND RAPIDS, MICH.

INSURANCE IN FOR E $85,000,000.00

WILLIAM A WATTS 
President

RANSOM E. OLDS 
Chairman of Board

Me BGH&NTS ÏŒ E  iNSUMâiïCE

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

Grand Rapids National Bank
The convenient bank for out of town people. Located at the very 

center 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 institution must be the ultimate choice of out of town bankers 
and individuals.

Combined Capital, Surplus and Undivided Profits over

$ 1,450,000
GRAND RAPIDS NATIONAL RANK

GRAND RAPIDS, MICH.
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Proceedings of St. Joseph Bankruptcy 
Court.

St. Joseph , Oct. 2d—T he first m eeting  
of c red .to rs  of -Herbert A. B reese, b ank 
ru p t, of Henn tow nship , C ass county , Was 
heid a t  D ow agiac, an d  a s  no c red ito rs  
w ere p re sen t o r rep resen ted  an d  no claim s 
proved, an  o rder w as en te red  by tue  
re feree  tn a t  no tru s te e  be appo in ted  an d  
th a t  tne  b an k ru p t be allow ed ids exem p
tions  a s  ciaim ed. Tne b an k ru p t w as 
sw orn  an d  exam ined by th e  re feree  w ith 
o u t a  rep o rte r an d  tne  m eeting  ad jou rned  
w ith o u t uay.

o e t.  24. In  th e  m a tte r  of A shel H . 
W oouw ard, b an k ru p t, of Coloma, an d  
conducting  tv ooaw ard  s pavilLon, a t  P aw  
P aw  lake, th e  first m eeting  of c red ito rs  
w as held a t  tne  referee  s omce. C laim s 
w ere allow ed an d  no c red ito r requesting  
th e  appo in tm en t of a  tru s te e  and  tn e re  
being no asse ts , excep t tnose c laim ed as  
exem pt, a n  o rd e r w as m ade th a t  no 
tru s te e  be appoin ted . T he b an k ru p t w as 
allowed m s exem ptions a s  claim ed. T ..e 
re feree  exam ined  the  b an k ru p t re la tiv e  
to  tne  p roperty  held by jo in t de^d ill 
F lo n u a  an d  tne  m eeting  w as th e n  a d 
jo u rn ed  w ith o u t day.

Oct. 2 d—in  tn e  m a tte r  of th e  P alace 
L am p Co., of B enton H arbo r, bank rup t, 
tn e  tru s te e  liled h is  tn ird  rep o rt and  
account, snow ing to ta l receip ts  of »3,- 
oHo. i z and  d isbu rsem en ts of »¿..0.21, w ith  
re q u e st tn a t  a  specia l m eeting  o f  c red 
ito rs  be called for tu e  purpose of passing  
upon suen repo rt, the  d eclaration  an d  
paym en t of a  u rs t  dividend and  tn e  con
sideration  of the  offer of s e ttlem en t of 
the  f a r m e r s  and  M ercnan ts  n a tio n a l 
B ank  of B enton H aro o r for the  purc ..ase  
of tne  rea l e s ta te , su b jec t to  m ortgages 
of ♦21,000. T ne m a tte r  w as cons.uered  
an d  a n  o rder m ade by the  referee , a s  
requested  by th e  tru s tee , eall.ng  a  spec
ial m eeting  of c red ito rs  a t  n is  office on 
fcov. 8 for tn e  purpose of passing  upon 
the  m a tte rs  requested  by tn e  tru s tee . 
C red ito rs  were d irected  to snow cause 
w hy tn e  offer of tne  F a rm ers  a n d  M er
ch an ts  n a tio n a l B ank  snould n o t be a c 
cep ted  by the  tru s te e  a n d  ra tif ied  an d  
approved by tue  referee .

u c t .  26. In  the  m a tte r  of E a rl M arcy, 
b an k ru p t, of KAiamazoo, the  tru s te e  nled 
h is  nna l re p o rt and  account, show ing to 
ta l receip ts  of »2,9do.22 an d  d isbu rsem en ts 
of $025.11), leaving  a  balance on h an d  of
$2,446.08.

In  the  m a tte r  o f Louie J .  B ressin , 
Roseoe D. actiad  and  B ressin  & ¡»chad, 
a s  co -p a rtn e rs , of A llegan, th e  tru s te e  
filed m s nna l rep o rt and  account, snow 
ing  to ta l receip ts  of »6,2ol.2& an d  d is
b u rsem en ts  of »295.44, leaving  a  balance 
on h and  of »5,96o.82, w itn  req u est tn a t  
th e  final m eeting  of c red ito rs  be called 
for the  purpose of closing tue  e s ta te . In  
both  m a tte rs  o rders  wifi be m ade calling 
th e  final m eeting  of c red ito rs  w itm n 
fifteen days from  th e  tim e  of nling  the  
repo rts .

Oct. 27. In  the  m a tte r  of W illiam  M. 
T rav e r, ban k ru p t, of H artfo rd , a  specia l 
m eeting  of c red ito rs  w as held a t  the  
re feree  s office fo r the  purpose of passing  
upon the  com prom ise an d  se ttlem en t of 
tne  claim s of the  b an k ru p t s w ife, L e lia  
E . T rav e r, and  the  se ttlem en t and  p ay 
m en t of cer ta in  secured  a n d  lien claim s 
upon the  cann ing  facto ry . C red ito rs  
hav ing  been d irec ted  to  slow cause w hy 
th e  severa l com prom ises a n d  se ttlem en ts  
should  n o t be approved and  conarm ed 
by the  re feree  an d  no cause hav ing  been 
show n, i t  w as de te rm ined  th a t  such  s e t
tlem en ts  be m ade an d  the  tru s te e  w as 
d irected  to  execu te  the  p roper papers  to 
c a rry  the  sam e in to  effect, so tn a t  tne  
rem ain ing  p roperty  of the  b an k ru p t e s ta te  
will be free and  c lear of an y  a n d  all 
liens. T he m eeting  w as ad jou rned  fo r 
four w eeks, a t  w hich tim e the  sale  of 
th e  p lan t will be tak en  up, free and  
c lear of all liens, g iv ing  the  tru s te e  tim e 
to  c a rry  o u t the  o rders  of th e  referee .

Oct. 28. In  the  m a tte r  of Jo h n  M c
Corm ick, ban k ru p t, of South  H aven , a n  
o rd e r w as m ade closing the  e s ta te  and  
recom m ending the  d ischarge of th e  b an k 
ru p t. T he record  book an d  files w ere re 
tu rn ed  to  the  c le rk  o f th e  court.

In  the  m a tte r  of H e rb e rt a . Breese, 
b an k ru p t of P enn  tow nship , C ass county, 
th e  re feree  en te red  a n  o rder closing the  
e s ta te  an d  recom m ending the  d ischarge 
of th e  b ank rup t.

In  th e  m a tte r  of A shel H . W oodw ard, 
b an k ru p t, o f Coloma, no cause to  the  
co n tra ry  hav ing  been shown, a n  o rder 
w as m ade closing the  e s ta te  and  recom 
m ending the  b an k ru p t’s d ischarge. The 
record  books an d  files w ere re tu rn e d  to 
th e  c lerk  of the  court.

An Opportunity Open.
The labor shortage which was an

ticipated in some quarters as long ago 
as last spring has become an ac
complished fact. As a natural conse
quence of immigration restrictions it 
is the lack of unskilled or common 
labor which is most noticeable, the 
supply of skilled mechanics and other 
workers of the higher grades being 
as yet fairy comparable with demand 
for their services If restrictions upon 
immigration are to become a perma
nent policy of the United States, there

is a wide field opened for Yankee in
genuity in devising machinery which 
will take the jlace of the unskilled 
laborer. Of course, much has been 
done in this direction during the last 
half century. Excavation which was 
formerly done with the pick is now 
carried on by means of the steam 
shovel and the one horse carts which 
a generation or two since carried off 
the loosened earth have become loco
motives and mechanically operated 
dump cars. But the line of deve.op- 
ment in general has been towards 
substituting mechanical devices for 
large gangs of workmen. There is a 
tremendous amount of work in the 
construction field and in other lines 
which for various reasons must be ac
complished in small units, and it is 
here that large numbers of unskilled 
workers have been employed in the 
past and will be most acutely missed 
as long as the flow of immigration is 
restricted. Hence it is not difficut to 
foresee a demand for light portable 
machines which will take the place 
not of a gang of fifty or 100 men, but 
of from two to half a dozen laborers.

An Old Game.
We are accustomed to take some 

pride in ourselves as a fairly wide
awake people, imbued with at least a 
portion of the old time Yankee 
shrewdness. Yet recent news dis
patches indicate that a considerable 
number ¡pf Americans possessed of 
at least sufficient ability to acquire 
surplus cash have been taken in by 
the Spanish prisoner game, the 
hoariest of swind es. Except that the 
scene of detention of the imaginary 
prisoner was removed from Spain to 
the Argentine .the essentials of the 
story told by the swindlers to their 
victims were the same as those em
ployed repeatedly in the same opera
tion during the past fifty years or 
more. The fact is that the United 
States is the happy hunting ground 
of the swindler. Generally his opera
tions take the form of selling fake 
stocks, but on occasion he can operate 
in other 'fields with equal success. The 
greater part of the money garnered 
by swindlers, however, comes from the 
sale of fraudulent securities. The 
amount *.ost every year in this way is 
of course impossible of any intelligent 
estimate, singe the victims usually 
keep their losses very much to them
selves. But a canvass of bankers in 
some of the Western States just after 
the war convinced those in charge of 
the survey that the total losses from 
this source were in excess of half a 
billion dollars annually. In spite of 
the commendable efforts being made 
by some Chambers of Commerce and 
other organizations to educate the 
public, the swindlers go merrily on.

Prices in France.
Coincident with the decline in the 

exchange value of the franc and the 
considerable increase in paper cur
rency, reports are beginning to come 
over the cables of a renewal of the 
era of war and post-war profiteering 
in France. The possessors of con
sumption goods, that is to say shop
keepers, farmers, and others, are 
popularly believed to be bolstering up 
prices, whether through concerted ac
tion or merely as the result of a siroi-

lar reaction to prevailing conditions. 
Doubtless the popular indignation re
ported in respect of this matter is 
justifiable in some degree, but the 
process of prices advancing at a pace 
somewhat in excess of any appreciable 
currency depreciation should by this 
time be a familiar one. The reason is 
obvious enough. The successful busi
ness man whether he be a small shop
keeper or the greatest of international 
bankers, is successful because he can 
to some extent anticipate the future. 
Lack of this qualification soon elimi
nates him. It follows then that every 
effort wi 1 be made to anticipate con
ditions which seem to indicate any 
material change in currency values 
and that in a free market, prices will 
rise at a rate somewhat in excess of 
currency depreciation.

Vulgar Books.
Kalamazoo, Oct. 31—Is it necessary 

that a work of fiction, in order to be 
worth while, must be nasty? Can it 
really be possible, as some folks say, 
that we are actually entering upon an 
epoch of degradation in literature? 
And, if so, is it not the duty of those 
who control the book trade to turn 
down the works of authors who wou'd 
cater to that which is low and vulgar 
in the human mind?

Frederick W. Pangborn.
Buy what you need and nothing 

else, and in quantities to suit.

BUY
SAFE

BONDS

ESTA B LISH ED  IMS

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

Buy Safe Bonds 
from

The Old National

F o u r th  N a t i o n a l  B a n k  GRAM 2 S 3
United States Depositary

3%
3
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Surplus $300,000
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Interest paid on Certificates o f Deposit 
if  left one year.
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Wm. H. Anderson, President: Lavant 
Z. Caukin, V ice-President; J. Clinton 
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Alva T. Edison. A ss’t Cashier; Harry 

C. Lundberg, A ss’t Cashier.

DIRECTORS.

Wm. H. Anderson Lavant Z. Caukin 
Christian Bertsch Sidney F. Stevens 
David H. Brown Robert D. Graham 
M n ra h a .il  M. Uhl Samuel G. Braudy 

Samuel D. Young 
Jam es L. Hamilton

For Good, Dividend-Paying 
Investments Consult

F. A. Sawall Company
313-314-315 Murray Building 

Grand Rapids, Michigan

Citizens 62-209 Bd* Main 3596



N o vem b er!, 1922 M I C H I G A N  T R A D E S M A N 15

Items From the Cloverland of Michi
gan.

Sault Ste. Marie, Oct. 31—Our town 
clock went back to standard time last 
Monday morning, giving our city a 
chance to make up for the extra hour’s 
sleep lost when the time was put ahead 
in the Spring.

Ray Huntoon has purchased the 
Arctic ice r earn parlor on Ann street, 
which has been conducted by Clyde 
Farmer for the past year. Mr. Hunt
oon is well known in the Soo having 
been a brakeman on the Soo line_ for 
many years. Mr. Farmer has joined 
the sales department of the Partridge 
& Shunk garage. The Arctic has been 
doing a very successful business since 
it opened and the new management 
w il, no doubt, meet with the same 
success.

“Muzz” Murray, the Soo’s famous 
hockey star, has joined the Soo fire 
department as one of the drivers. This 
is a decided change in occupation and 
no mention has been made whether he 
will continue on the hockey games this 
Winter or not.

“It is the song ye sing and the 
smiles ye wear that makes the sun
shine everywhere.”

John Shine, one of our well-known 
local attorneys, returned from a trip 
to Haileybury, Canada, which was 
destroyed by fire recently. He reports 
that many temporary buildings are go
ing up, but little permanent construc
tion will start before Spring. Premier 
Drury, of Ontario, issued a report 
shortly after the fire that every home 
owner of th£ devastated area who 
wished to return this fali would be 
provided with four walls and a roof. 
There have been different funds open
ed in the province for contributions. 
The railway company is transacting 
business from a box car and provincial 
officials ari*d others who visit the place 
are provided with the same accommo
dation. The provincial police have 
charge of the district. Special officers 
have been delegated to the place who 
have full power in commandeering 
passing cars and out-going trains for 
the transportation of passengers. 
Every auto going through with any 
spare room is stopped and people 
crowded in for a “lift.” Most of the 
people have left the place however, 
and only those with interests there 
are remaining while the insurance 
settlements are being made. Some, 
also, are going ahead with light con
struction. Infringements of the fire 
law to build frame structures within 
the fire limits are permitted on condi
tion that the places are removed inside 
of a year.

“After the assets of a progressive 
firm have been jeopardized or lost, 
what is left but the reputation and 
good will that can be considered of 
value?”

The order issued by Frank M. 
Rogers, State Highway Commissioner, 
to the road workers that all advertis
ing signs posted a'ong the highways 
since last year be taken down by coun
ty employes, seems to have met the 
approval of tourists who sometimes 
get confused with the many signs 
which detract from the regular road 
marks.

The harness and tent stock of the J. 
P. Connolly Co. was sold last week to 
C. H. Crowe and John Sims. The J. 
P. Connolly Co., which has carried on 
that form of business for over twenty 
years in this city, established a repu
tation that will be a big asset to the 
new firm. Mr. Crowe who has been 
an employe of the Connolly Co. for 
several years, had much to do with 
the success of the company, whi'e John 
Sims is an experienced auto mechanic 
who is well known in this city and the 
new company will no doubt be a suc- 
cess.

The firm of Emmett & Horne, deal
ers in confectionery and cigars at 
Mackinac Island, has been dissolved. 
Ed Horne yvill continue in business, 
while Mr. Emmett, who is leaving the 
Island, has made no announcement as 
to what his plans are for the future.

Mr. Horne, who is well and favorably 
known on the Island, has enjoyed a 
profitab e business for several years 
which he expects to continue.

_____William G. Tapert.
Advocates Not Judges.

The Railroad Labor Board’s record 
has added to the evidence- available 
during the past few years that mak
ing the contending parties or their 
representatives judges in their own 
case is a stupid and time-consuming 
expedient. In the end it has the result 
of leaving the decision to the repre
sentatives of the neutral parties and 
of making everything as uncomfort
able as possible for the latter during 
the progress of the case. Very sel
dom have the representative of either 
capital or labor on these .arbitration 
boards approached their duties in the 
judicial spirit. They have been sim
ply advocates and advocates with ex
traordinary power and influence by 
reason of their ostensible judicial 
status. The neutral members of the 
boards have been worn down not only 
with a mass of testimony and briefs 
and arguments without number, but 
have aso  had to suffer the further 
strain of listening to their own biased 
colleagues against whom the rules 
which govern counsel cannot be in
voked. In appointing an entirely 
non-partisan board to investigate the 
facts of the coal situation President 
Harding has made a step in the right 
direction, and in spite of the wide 
scope of the commission’s duties it 
will be interesting to see whether or 
not they are able to make a report 
within less time than some other bod
ies of the sort which have recently 
functioned so slowly.

same holds true of the sales at Bris
bane Queensland. But the main 
strength to the values still lies in the 
restriction of the quantities offered. 
In this country prices have continued 
to rise in consequence of the tariff 
whose effects will be more easily dis
cernible when the next clip comes to 
be marketed. A curious circumstance 
is shown in the wool imports. Up to 
the end of August, those of clothing 
wool were only about one-eighth the 
quantity they were for the same period 
ast year, while those of combing wool 

were ten times as large, and those of 
rags, etc., for shoddy were five times 
as large. The latest report from the 
domestic mills shows increased activity 
in Se. tember, a gratifying factor being - 

• the larger number of worsted spinning 
spindles in operation. In the goods 
market the feature of the last week 
was the additional raise in the prices 
of serges, tropicals and other fabrics 
for Spring by the principal factor in 
the trade. Dress goods business is 
keeping up well being aided by the 
better trade in women’s wear. In the 
men’s wear trade, retailers are busy 
covering their needs for overcoats 
which have been selling better than 
was anticipated. This, in turn, has 
helped to increase the demand for 
overcoatings. Pros;ects are consid
ered good for Spring in the c'.othing 
trade.

Reduced Purchasing Power.
That capital as well as labor suffered 

from the distortion in the price level 
during the war years is strikingly 
shown in recent compilations of divi
dend and interest payments since 1913 
both in dollars and in terms of pre
war purchasing power. In 1920 total 
disbursements for interest and divi
dends measured simply in terms of 
dollars were nearly doub'e the 1913 
figures, but in terms of purchasing 
power were materially less. Not until 
the depression of 1921, with its general 
fall in the price level, did the purchas
ing power of the sums paid out as a 
return upon corporate capital equal 
the purchasing rower of the interest 
and dividends paid in 1913. In
cidentally, the dol ar total of interest 
and dividend payments in 1921, in 
spite of the depression was only 
slightly less than in the preceding 
years and was materially above any 
previous year with the exception of 
1920. The low point of annual interest 
and dividend payments since 1913 in 
terms of their purchasing power was 
reached in 1917, in spite of the fact 
that the dollar total for that yfear was 
materially above any previous twelve- 
month period.

Wool, Woolens and Clothing.
Buying was quite brisk at the auc

tion sales of Colonial wools in Lon
don which ended on Thursday. Prices, 
especial y of the finer merinos, were 
more than maintained by the bidding 
of home buyers and of those of the 

- Continent and from this country. The

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

CORL- KNOTT COMPANY,
Corner Commerce Ave. and 

Island St.
Grand Rapids, Mich.

Learn M ore — Earn M ore!
You w an t to s ta r t  Into a good position 

which will lead you steadily  up the  lad
der of success.

FALL TERM SEPTEMBER 5

M ichigan’s m ost successful Business 
School for over a q u a rte r  cen tu ry .

W hy not get out of the  ru t?  W rite  
for nnr -----  - *r*e.

SOLD EVERYWHERE

Ryzon
PEG. U S . PAT. OFF.

BAKING
POWDER

Full strength until used. 
The special process of 
manufacture is the reason.

You use less

Mashed potatoes — 
lighter and more 
digestible.
Saves time and la
bor.

RY ZO N should be put in 
mashed potatoes before re
moving from the fire* Less 
whipping is needed* The 
results will surprise you*

If your jobber cannot supply you 
address 40 R ector S t., New York
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Protecting the Public From a Wide
spread Deception.

Saginaw, Oct. 31—You remember 
some time ago—perhaps a year or 
two ago—you wrote this company for 
some information in regard to the 
quality of different vinegars, more 
particularly vinegar manufactured 
from cores and skins of apples.

Our Mr. Cimmerer at that time 
wrote you his impression in regard to 
that condition and you very kindly 
published his letter in your valuable 
trade paper. I am one of the execu
tive officers of the American Cider 
and Vinegar Manufacturers’ Associa
tion, with headquarters at Rochester. 
We have been fighting to the utmost 
to rid the market of impure vinegars 
and give to the public honest goods.

If it is not asking too much of you 
it, would please the writer if you will 
publish in your next issue the letter 
that I am enclosing herewith. It has 
my indorsement in every particular 
and every assertion that we make in 
this letter can be confirmed by writ
ing to the U. S. Department of Agri
culture, as our Secretary has explain
ed in the first paragraph, of the letter.

We are confident if you will publish 
this letter it will be the means of 
doing the henest vinegar manufac
turers of pure apple juice vinegar a 
great deal of good. JNot only the 
manufacturer, but the consuming pub
lic as well, and we are confident also 
that the retailer of vinegar, as well 
as the wholesaler, really demands to 
know the class of goods handled by 
them that goes to the consuming 
public. John A. Cimmerer,

Pres. Oakland Vinegar & Pickle Co.

One of the hardest fought and most 
important battles of the long struggle 
to furnish the American people with 
honestly branded food is being car
ried on by the American Cider & 
Vinegar Manufacturer’s Association, 
with headquarters in Rochester, N. Y.

Memoers of the Association are 
pledged to make nothing but pure 
cider vinegar; that is, vinegar made 
from the expressed juice of whole 
fresh apples. 1 his is the only vine
gar which is entitled to the name 
“cider vinegar” under the rulings of 
the Federal Department of Agriculture 
and those of almost all the states.

Many manufacturers throughout 
the country have been making and 
selling a vinegar, similar in appear
ance to cider vinegar, manufactured 
by chemical and other processes from 
apple cores and skins and which is 
known to the trade as “waste.” Al
though not of the quality of cider 
vinegar this product is not unwhole
some.

However, many of these manufac
turers in all sections are selling this 
inferior product under the name of 
cider or “apple cider” vinegar and 
working constantly to get some gov
ernmental sanction for this illegal 
practice. So far they have not suc
ceeded and the Department of Agri
culture is standing firmly for honest 
branding.

That well made waste vinegar is not 
unwholesome is admitted, but when 
badly made it is decidedly dangerous. 
Sulphur dioxide is used in the process 
and the trace of it removed by barium 
carbonate, of which a trace too small 
to be injurious remains in the finished 
product.

Barium carbonate is a deadly poison 
and should a careless manufacturer 
leave more than a “trace” in his 
“waste” vinegar the results to the 
persons using it would cause a Na
tional scandal Paul Berton, Sec’y.

Keeping Tabs on Salespeople.
Watch the forms of expression used 

by your clerks. When they are wait
ing on customers they can invite them 
to make other purchases in such a 
manner as to win admiration for their 
salesmanship and also win additional 
trade for your store. T he invitation

should be extended in an affirmative 
form such as: “What else can I show 
you?” or “Here’s a leader in hosiery.” 
“A very good value at $3.50.” As 
long as clerks use the negative form 
of expression, “Nothing else is there?” 
or “Don’t you want some of this 
polish?” they are inviting refusal from 
the customer, which means a loss of 
sales to you. The little differences in 
wording and manners are what dis
tinguish good salesmen from mediocre 
ones.

Watch the wording of your advertis
ing and printed matter. The trend of 
public sentiment is against patronizing 
the store that makes frequent refer
ence to such expressions as “Cheap 
Prices’ and “Selling Below Cost.” If 
you have real values you can express 
yourself in convincing English by 
using such terms as “Marked at Popu
lar Prices” and “We bought them right 
—you get the benefit.”

Watch all forms of your advertising. 
Newspaper and circular advertising 
used exclusively are not as successful 
as when interlocked with other forms. 
Your envelopes mailed out to local 
customers can be imprinted with ad
vertising of some character. Wrap
ping paper can be neatly imprinted. 
The trade will like it because it adds 
neatness to your packages.

Watch the trend of your window 
dressing. More attention will be at
tracted by a contrast in styles. One 
week use a display which calls fop 
many articles and a well filled window. 
The next week display one article only, 
using color alternating the two differ
ent styles of display arrangement, your 
windows will never become monot
onous.

The Heathen Point of View.
Ft. Wayne, Ind., Oct. 31—Obnox

ious to civilization as Mohammedan
ism is, does it ever dawn on us that 
Christianity is just as obnoxious to 
them? They know perfectly well the 
record of the centuries and how re
ligion is divided into more than two 
hundred active creeds. They are cog
nizant of the fact that the kaiser, who 
claimed to be God’s vice regent on 
earth, deliberately sjarted the titanic 
war that embroiled nearly all Chris
tendom. So, when missionaries are 
sent to these countries, is it any won
der they reject them? I hold no brief 
for the Turk; he should have been 
driven from Europe by the Treaty of 
Berlin seventy years ago; but jealousy 
and greed allowed him to linger, a 
menace to international decency; and 
now after his removal he js  welcomed 
back through the collusion of the 
powers. Charity begins at home. Let 
us become a Christian people in fact 
and in deed, and be no longer like 
the blind leading the blind.

George F. Benner.
It’s All With:n Ourselves. 

W ritte n  fo r th e  T radesm an .
I f  we had  all th e  th in g s  we w an t 

A nd perhaps a  little  more,
H ow  dull th is  life would be fo r us 

U n til o u r tim e is o’er.

If  we had  b u t to  w ish fo r th ings,
Tfiey w ouldn’t  b rin g  con ten t 

B ecause the  fun  of g e ttin g  them  
M eans every  effort bent.

Be no t co n ten t to s i t  and  dream  
A nd sigh  fo r w h a t you’ve not,

B u t m ake you r plans, go s t ir  yourself 
A nd g e t m ore th a n  you’ve got.

’Twill m ake you sad  an d  o ften  glad, 
Y our effo rts  to  pursue.

B u t once you a c t  in s tead  of w ish 
You have th e  p roper clue.

So, friend , le t sense su g g est to  you. 
T h a t w ish ing  n e ’r  w en t fa r—

To ge t th e  goodly th in g s  in life.
J u s t  w ork  th a t  w ish ing  s ta r .F. K. Olew.

REFRIGERATORS
for ALL PURPOSES

Send for Catalogue

No. 95 for Residences 
No. 53 for Hotels, Clubs, 

Hospitals, Etc.
No. 72 tor Grocery Stores 
No, 84 for Meat Markets 
No. 75 for Florist Shops

McCRAY REFRIGERATOR CO.
2244 L ak e  S t., K e n d a llv llla , Ind.

Ask about our w ay
B A R L O W  BR O S. G rand Rapids. M ich .

Business Men's Paper Press Co.
Wayland, Michigan

W e a re  pleased’ to  quote  you p rices on 
th e  six  d ifferen t sizes of B alers  w e m an u 
fac tu re  a s  follows: 1

14x18 8 35 m akes bales 75 to  100 lbs.
16x20 $ 45 m akes bales 100 to  125 lbs.
18x24 $ 55 m akes bales 125 to  150 lbs.
24x36 2 85 m akes bales 300 to  600 lbs.
24x48 $ 95 m akes bales 350 to  700 lbs.
30x60 $125 m akes bales 400 to  800 lbs.

Is Your P aper Baler Giving Efficient 
Service?

T here  á re  a  g re a t m any  B usiness Men 
th a t  use the  B aler to  bale up the  day  or 
w eeks accum ulation  of w aste  paper b u t 
from  o u r experience we have produced 
a  “Baler th a t  can  be used on the  floor as 
a  receptacle  for th is  paper w here the  
leverage quickly  drives it  in to  a  solid 
foundation  to be refilled each  day. If 
you canno t dispose of the  p ap er th is  w ay
as  quickly  a s  burn ing  is because your 
P ap er B aler is too sm all for you r a ccu m 
ulation  o r to unhandy  to  be profitably 
handled. W e m ake six  d ifferen t sizes to 
accom m odate all classes of trade . A 
14x18 or 16x20 used in a  d ep artm en t s to re  
is abou t a s  convenient a s  sending  a  boy 
w ith h is c a r t  a f te r  heavy  fre igh t. L e t 
us place you rig h t w h e th er you use our 
B aler o r som e o th e r th a t  is no t efficient 
in you r place. W e would be g lad to  h e a r  
from  you and  give you th e  benefit of our 
tw elve y ears  of experience and  s tu d y  in 
the  m an u fac tu rin g  of P a p e r B alers. R e 
m em ber we m ake the  B usiness M en’s 
P ap e r P ress.
BUSINESS M EN’S PA PE R  PR ESS CO.

W ayland, M ichigan.

Red Star Flour
A s a  progressive m erchant you are  battling  every day  for 

the suprem acy in merchandising.

W e w ant to  help you win th a t battle  by  furnishing you a  
product tha t is above com petition. They say “com petition is 
the life of trad e ;” bu t if you have som ething bètter than your 
com petitor the trade will w ear a  path  to  your door.

RED STAR, T H E  PER FEC T FLOUR, is above com peti
tion. Our trade b rands will m eet any com petition th a t you 
have.

Perhaps you do no t fully realize the prestige it w ould give 
you to be  lined up w ith a  Brand of this kind. You w ould get 
action, cooperation and service tha t only a  big m odern organ
ization can give you— a  bigger and  better account from  every 
stand point.

J U D S O N  G R O C E R  C O .
G R A N D  R A P ID S , M IC H IG A N

Watson-HigginsHIg.Co.
GRAND RAPIDS. MICH.

Merchant ^
Millers

Owned by Merchante

Prod acta aoM by 
Merchants

Brand Recommended 
by Merchants Â

NewPerfectionFiour
Packed In SA X O U N Paper-lined  

Cotton, Sanitary Sacks
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A Week of Real Fire Prevention.
There is not the shadow of a doubt 

that this year’s observance of Fire 
Prevention Week surpassed in extent, 
in intensity, in spirit, and in public 
response all those that had preceded 
it. Reports, in unprecedented vo'.ume, 
reached the National Board of Fire 
Underwriters, which again this year 
furnished material of all kinds to the 
numerous agencies actively participat
ing in the observance.

Supported by the presidential proc
lamation, by those of 44 state gover
nors and of a number of city chief 
executives, the campaign was carried 
straight into the home, the office, the 
factory and the store, through the 
medium of the printed word, the screen 
and the voice of the speaker. It is 
estimated that several thousand speak
ers addressed, directly and via radio, 
an audience aggregating millions, 
while in- motion picture theaters slo
gans and warnings were flashed to 
approximately twenty-five million peo
ple.

The American Red Cross, the Na
tional Association of Credit Men, the 
National Association of Insurance 
Agents, the International Association 
of Fire Engineers, and the United 
States Bureau of Education participat
ed fully in all activities of the week. 
The United States Department of Ag
riculture paid special attention to the 
reduction of fire loss upon farms.

It wDulibe impossible, of course, to 
catalogue completely all of the ways in 
which people were apprised of the 
occasion and its meaning made known 
to them. Schools from one end of the 
country to the other devoted special 
periods to the intensive study of fire 
causes; pupils were instructed in the 
recognition and removal of the com
mon fire hazards by outside speakers, 
by the production of the National 
Board’s playlet. The Trial of Fire, by 
the holding of fire prevention essay 
contests, and in diverse other ways.

Local chambers of commerce, back
ed by the parent body, the Chamber 
of Commerce of the United States, 
joined other civic organizations, such 
as Rotary, Kiwanis and Lions clubs 
and together they contributed liberally 
of time and money to municipal ob
servances. Many of these groups re
printed and distributed at their own 
expense much publicity material, in- 
-cluding the National Board’s Self-In
spection Blank for Homes and for

Mercantile Establishments, and reams 
of appropriate miscellaneous literature 
were struck off.

The press, in general, showed by 
the amount of space devoted to news 
of the week and to constructive edi
torial comment, that it is unequivocal
ly behind the movement. Not a few 
newspaper cartoonists seized upon the 
lessons of the week as a theme for 
vivid pictorial treatment.

In hundreds of localities fire de
partments engaged in special inspec
tion and clean-up drives prior to and 
during the week, and also held parades 
and fire-fighting exhibitions. The 
clergy this year responded generous
ly, so that there were innumerable 
pulpit appeals for the every-day prac
tice of fire prevention.

An army of individual retailers, as 
well as some of the country’s foremost 
chain store organizations, featured fire 
prevention posters in their windows. 
Insurance agents in many localities 
engaged in co-operative advertising 
on a full-page scale, with Fire Preven
tion Week as a back-ground; and mer
chants incorporated fire prevention 
slogans in their regular newspaper ad
vertisements.

Mystery Book By One of Tradesman 
Family.

Victor F. Lauriston who has been an 
intermittent contributor to the Trades
man for over eleven years and a regu
lar contributor for seven years, has 
written a book. It is a novel of 292 
pages, entitled The Twenty-First Burr 
and is replete with mystery and mys
terious situations from start to finish. 
The theme of the novel hinges on the 
sudden death of an old merchant of 
Detroit and the efforts of a detective 
and trained nurse to  discover the cause 
of the death and the motive of the 
person who was responsible therefor. 
The subject is treated in a most skill
ful manner, disclosing the peculiar 
genius of the author and his ability to 
keep the reader in suspense to the very 
end of the volume. Any one who en
joys mystery stories will find this book 
par excellence.

Don’t ask, after a customer is 
through making a purchase is consid- 
through making a purchase, “Is that 
all?” The customer may think his 
purchase is considered too small; but 
ask, “Is there anything else you wish?” 
or “Is there anything else I can show 
you?”

Michigan Shoe Dealers
Mutual Fire Insurance Co.

Lansing, Michigan 

LEGAL RESERVE COMPANY

Write
L. H. BAKER, Secy-Treas. LANSING, MICH.

P. O. Box 549

OUR FIRE INS. POLICIES ARE 
CONCURRENT

with any standard stock policies 
that you are buying.

The Net Cost is 30% Less
Michigan Bankers and Merchants Mutual Fire Insurance Co. 

of Fremont, Mich.

WM. N . SENF, Secretary-Treas.

FINNISH M UTUAL FIRE INSURANCE CO.
ORGANIZED IN 1889.

A sset*. L iab ilities .
Cash, Bonds & M ortgages $261,267.87 R eserve fo r Losses and
Uncollected P rem iu a  an d  U nearned  P rem ium s ----- $ 52,788.67

I n t e r e s t ________________  7,432.58 S urplus Over L ia b i l i t ie s ----- 216,911.70

FACTS TO BE CONSIDERED.
T H IS  COMPANY HA S HAD TH IR T Y -T W O  YEARS O P SUCCESSFUL U N 

D ERW RITIN G  EX PE R IE N C E . _______
T H IS  COMPANY HAS T H E  LARGEST SU RPLUS IN  PRO PO RTIO N  TO 

IN SU RA N CE CARRIED O F ANY COMPANY IN T H E  STA TE.
T H IS  COMPANY HAS R ET U R N ED  N EARLY T W IC E  AS MUCH IN  D IV I

D EN D S SIN CE ORGANIZATION AS IT  HAS PA ID  IN LOSSES.
TH IS COMPANY HAS R ET U R N ED  A DIV ID EN D  O F NOT LE SS T H A N  60%

FO R T H E  PA ST 27 YEARS. __________ _____
T H IS  COMPANY W R IT E S ON A PPR O V ED  M ERCA N TILE. D W ELLIN G  AND 

CHURCH RISKS.

D I V I D E N D S  50%
If you w ant to  cut your insurance costs in half, w rite
I. W. FRIMODIG, Gen’l. Mgr., C. N. BRISTOL, State Agent,

C A L U M E T , M IC H . F R E M O N T , M IC H .

Grand Rapids Merchants Mutual 
Fire Insurance Company

Economical Management 
Careful Underwriting Selected Risks
Conservative but enjoying a  healthy growth. 

Dividend to Policy Holders 30% .

A ffilia ted  w ith  the

Michigan Retail Dry Goods Association
O F F IC E  319-320 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 .

SAFETY SAVING SERVICE

CLASS MUTUAL AGENCY
“The Agency of Personal Service“

C O M P A N IE S  R E P R E S E N T E D
M innesota H ardw are  M u tu a l ----- 65%
W isconsin H ardw are  M utual —  50% 
M innesota Im plem ent M utual — 50%
N ational Im plem ent M u t u a l ----- 50%
Ohio H ard w are  M u t u a l -------------40%

A N D  D IV ID E N D S  A L L O W E D .
Shoe D ealers M utual ------ ------ — 80%
C entral M anufac tu rers’ M utual -  30%
Ohio U nderw rite rs  M utual ----- 30%
D rugg is ts ' Indem nity  E xchange 36% 
F inn ish  M utual F ire  Ins. Co. — 60%

SAVINGS TO POUCY HOLDERS.
Hardware and Implement Stores, 60% to 55%; Garages and Furniture Store»  
40%; Drug Stores, 36% to 40%; Other Mercantile Risks, 30%; Dwellings, 60%,

These Companies have LARGER ASSETS and GREATER SURPLUS for each  
$1,000.00 a t risk than the Larger and Stronger Old Line or Stock Companion. 
A Policy In any one of these Companies g ives you the B est Protection available. 
W hy not save 30% to 55% on w hat you are now paying Stock Companies fw  
no better Protection. If Interested w rite. Class Mutual A gency, Fremont, Mi&b
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THE POLITICAL HORIZON.

How It Looks To the Tradesman’s 
Editor.

Before another issue of the Trades
man reaches its readers, the issues of 
the present campaign will be decided 
by the voters: A few words in behalf 
of a few candidates .will, perhapes, be 
tolerated by Tradesman readers.

The Tradesman heartily supported 
Gov. Ferris in his campaigns for Gov
ernor, because it believed that he 
more correctly represented the senti
ment of Michigan people than any of 
his competitors. In his campaign for 
Senator, on the contrary, he has rele
gated sound sense and Americanism 
to be background and descended to 
abuse, vilification and billingsgate 
which causes many of his friends to 
wonder whether he has not reached a 
period in life where he is mentally ir
responsible. Much of his argument 
has been socia is'tic, communistic and 
bordering on the anarchistic. In his 
present mood he is certainly not a safe 
man to represent 3 000,000 sane people 
in t be Senate of the United States.

No good citizen can vote for Groes- 
beck for Governor without a twinge 
of regret, because he has dragged the 
affairs of the State into the mire of 
party politics and built up a personal 
political machine which would be 
wonderful if it were not so vicious and 
contemptible. It is exceedingly un
fortunate that the Democrats did not 
grasp the opportunity thus afforded 
them and nominate a strong man, in
stead of a mediocre one, for the gov
ernorship.

Of course, O B. Fuller will be 
elected hands down for Auditor Gen
eral, because he represents the highest 
type of faithfulness in office and con
ducts his department without resort to 
selfish intrigue or political claptrap. 
No more capable executive has ever 
held office in Lansing than O. B. 
Fuller.

Coming down to the county in which 
the Tradesman is published, there are 
tlrree men who are deserving of es
pecial commendation—Judge Dunham 
and Prosecutor Hoffius on the Repub
lican ticket and Theodore Norris who 
is the Democratic candidate for 
Sheriff.

Judge Dunham won wide recogni
tion by the masterly manner in which 
he presided over the Superior Court 
and his elevation of the Circuit Court 
is a natural result. His opponent 
possesses none of the qualifications 
which such an exalted office requires.

Prosecutor Hoffius has been tried by 
fire and has been found worthy of the 
position he has held for the past two 
years. He has been a terror to evil 
doers and has rid the community of 
many persons it can spare without 
serious disadvantage.

The Democratic nomination for 
Sheriff is meeting with much favor, 
because Mr. Norris announces that if 
he is elected the liquor laws will be 
rigidly enforced, which will prpbably 
not be the case if the Republican can
didate is elected.

Kent county will have a stronger 
representation in the Legislature than 
she has ever had before with Charles 
R. Sligh in the Senate and Howard 
Baxter and D. G. Look in the House.

Kent county will have little to fear on 
account of the aggressive plans of 
Wayne county with her large repre
sentation. , E. A. Stowe.

Are We To Witness Big Automobile 
Mergers?

B. C. Forbes, prominent American • 
financial writer, foresees a gigantic 
strugg’e among American automobile 
manufacturing corporations. Mr. For
bes, speaking last week in Detroit, 
said:

The price war in the automobile in
dustry will end in gigantic mergers of 
the big motor car companies and the 
dissolution of the weaker ones.

It will be the survival of the fittest. 
The automobile industry is about in, 
or is rapidly nearing, the stage that the 
iron and steel industry reached at the 
opening of this century. We are 
bound to witness a struggle very 
shortly—we may even now be witness
ing it—that will end within the next 
five or ten years with not more than 
two dozen—perhaps fewer—.automo
bile manufacturing corporations in 
America. The whole trend of econ
omics, business and industry is to
ward bigness. Amalgamation and co
operation is the keynote of industry to
day.

It is up to the managements of car 
manufacturing companies to start now 
and entrench themselves so strongly 
that their organizations will be among 
the relatively few to come out on top. 
Their product must be right. They 
must catch the imagination of the 
American public so that when the big 
financial powers begin to get busy 
with merger plans these companies 
will be among those who swallow in
stead of being swallowed.

Based on price comparison, there are 
but two cars on the same level with 
the ford, both of them recent issues, 
and as yet but sparsely distributed to 
the public. They are Durant’s Star 
and Klingensmith’s Gray.

Other low priced cars, such as the 
Dodge Chevrolet, Maxwell and Over
land, while not directly competing 
with the ford, have nevertheless usual
ly lowered prices, sooner or later, in 
accordance arid comparison with ford 
reductions. The ford cut thus would 
seem to forecast a general price 
cutting movement among the lower 
priced cars before the present winter 
is out.

In the face of rising prices in most 
other fields of industrial activity, au
tomobile prices have continued down
ward during the entire year. Unques
tionably this has played an important 
role in the tremendous activity which 
this industry has enjoyed during the 
past nine months. An illustration of 
the extent which prices have declined 
from peak levels is furnished in the 
following tabulation of touring car 
models of the makes mentioned in the 
preceding paragraphs:

Present Peak
Price Price

Chevrolet _____ _____ $525 $820
Dodge B ro s .________ 880 1,285
ford ---------------_____ 298 575
Maxwell ______ _____ 885 1,155
Overland -------- _____ 525 1,035

Price cutting among medium priced
cars, of which Studebaker, Buick,
Nash Oak’and and Oldsmobile are 
among the leaders, occurred in Au
gust. Further cuts are not expected 
immediately, although they may come 
just before the opening of the spring 
season.

Building Boom On in Full Force at 
Petoskey.

Petoskey Oct. 31—While figures re
cently published by the American Con
tractor, covering the great building 
boom now on in the United States, 
do not include any from Petoskey, 
this manufacturing and agricultural 
center and tourist watering place has, 
like a great many other cities, been 
experiencing a splendid growth dur
ing 1922.

Not for many years has there been 
such a rush to erect residences or 
factory additions as this year, and, 
coupled with this appears to be a 
growing feeling of optimism that 1923 
will see this boom continued in the 
North country.

Under construction at present are 
some of the city’s most attractive 
residences, building of homes being 
under way in every corner of the city. 
In addition to homes for themselves 
Petoskey people are erecting homes 
for sale and lease to meet the demand 
for homes among newcomers. Every 
house in the city is occupied;

Industrial buildings now under con
struction include a large addition to 
the Petoskey Portland Cement Co. 
plant, large addition to the Michigan 
Maple Block Co. factory, a new hydro
electric plant by George B; McManus, 
while buildings to be erected yet this 
fall and winter include an addition to 
the Cushman Hotel, an automobile 
service station, several garages and 
more homes.

Carpenters, plasterers and plumbers 
and heaters are at a premium here.

Another Petoskey building—a land 
mark from the early days—is being 
torn down to give way to a modern 
structure. Land marks are fast dis
appearing here and the city has few 
of its old time building landmarks left.

The two-story building, adjoining 
the Petoskey steam laundry on 
Mitchell street is being razed and in 
its place will go up an addition to the 
Cushman. The ground floor ,of the 
new building will house the sales 
rooms of the Chevrolet automobile 
and, when completed, the three re
maining floors will be occupied by 
guest rooms of the hotel.

The old wooden building was 
erected in 1875 by Abner S. Lee, 
father of H. Burr Lee of the Church- 
hill Printing Co. It was located on 
ground now occupied by the North 
part of the Cushman Annex. Mr. Lee 
occupied a part of the ground floor 
with an insurance office while the other 
side was occupied by an attorney. The 
second floor was used for' a village 
council rooms, election place, and 
later by the Odd Fellows as a lodge 
room. There much of the early po
litical history of Petoskey was made.

When the Cushman Annex was 
erected the building was moved and 
faced on Mitchell street and later 
moved again to give way to the Petos
key steam laundry building annex. 
It has been moved for the last time 
and will be completely torn down.

Another land mark being razed is 
the old opera house on Bay street, the 
roof of which caved in some days ago. 
Workmen are tearing the building to 
pieces and some modern structure is 
expected soon to take its place.
Case Where Creasey Saved Postage 

For Lawyers.
Lennon, Oct. 28—Seeing Mr. Sach’s 

letter in the Oct. 26 issue of the 
Tradesman, I could not resist writing 
you, as I was fleeced to the extent of 
$52 myself by this concern. They 
threatened to sue me and made all 
kinds of threats to collect and I told 
them to go ahead, as that was the only 
way they would ever get it. I would 
not pay the notes because they were 
obtained under false pretenses. I 
made the initial payment and no more 
and when they could not scare me 
they released my notes. I wrote and 
told them at the time that I did not 
see how thev got by collecting money 
that way.- Their representative called 
on me and insisted that I take out a

membership that evening. I wanted 
him to wait until I could go down 
and see the house and their methods 
of doing business but he said, no, if 
I did not care to join that evening he 
would call on one of the other mer
chants and give him the benefit of the 
membership, as they only gave it to 
one in a town. Well, I joined and 
made several trips to Saginaw and 
could not get hardly anything I want
ed. They would say the manufactur
ers will not sellv us yet, but I think 
we will be able' to get it soon. I 

-finally got tired of driving about forty 
miles to get a load and perhaps not 
get one article I wanted, so I refused 
to pay the notes. Enclosed find letters 
from the head office at Louisvi le, 
which you can publish if you like, 
as I think something ought to be done 
to stop thieves and liars going around 
the country and getting the merchant’s 
money this way. Glen Rawlins.

Louisville, Nov. 28—After receiving 
a letter from the manager of the Sag
inaw branch we believe .we had best 
cancel your contract and notes, oro- 
viding you will sign a release forfeit
ing* the initial payment of $53. Kindly 
advise if you will do this.

Creasey Corporation.

Louisville, Dec. 20—We are here
with enclosing you a release to sign, 
preparatory to the cancelling of your 
notes and contract in compliance with 
your letter of Dec. 15.

We regret very much that you are 
taking the attitude displayed in con
nection with your membership but in
asmuch as you do not seem to ap
preciate same, we believe this is the 
best method of getting this settled 
without further delay and difficulty.

'Kindly sign the enclosed blank re
lease with your name and with the 
name of a disinterested party for wit
ness and forward to this office, where
upon your notes and contract will be 
cancelled and forwarded to you.

Creasey Corporation.

Call To Citizenship.
Kalamazoo, Oct. 31—In time of war 

or unusual public disturbance opinions 
are freely expressed as to the proper 
course to be pursued, and every citizen 
is at once anxious to demonstrate his 
interest in the Nation and his ability 
to help solve the particular problem 
of the day. Yet wars and strikes and 
momentous crises of National political 
life are the culmination of unsolved 
or unsatisfactorily solved smaller and 
less widely embracing problems.

If only ¿very citizen could be per
suaded to give the same attention to 
these smaller questions and to the local 
political situation that he devotes to 
matters of National and international 
scope, the menace of further serious 
upheavals would be greatly lessened.

It would be found that not only Na
tional and local issues would be more 
wisely and harmoniously adjusted, but 
that citizens, both individualy and 
collectively, would exercise better 
judgment in deciding questions and 
would be far more able to determine 
the best course to follow.

Wake up, slothful citizens, and do 
not wait for some dire public calamity 
to befall or some National danger to 
threaten ere you share the burden of 
civic duty. It is all very wed to accuse 
the politicians of graft, and to assert 
that the country is “going to the dogs’’ 
but if you are going serenly on your 
way voicing such opinions and doing 
absolutely nothing of a constructive 
nature to remedy matters locally and 
Nationally, then what right have you 
to any opinion or to any considera
tion in the solution of grave questions 
before the Nation?

If you are going to be a citizen and 
derive the benefit of an American 
citizenship, then be one, from the 
smallest municipal and county ques
tion to the largest problems of Na
tional importance. Specifically—vote, 
and vote intelligently at all elections.
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How to Reduce
Y o u r  H a u l i n g  C o s t s

W hether you operate one truck or a fleet, you can reduce 
your hauling costs by using RED CROWN Gasoline.

A  bold statem ent—but a true one.

Exhaustive tests, conducted by m any large users of 
gasoline, have dem onstrated it time and again.

Because RED CROWN is m anufactured by us for one 
purpose only—to produce power in the modern internal 
combustion engine, it actually delivers “More miles per 
gallon.”

A nd RED CROW N will reduce not only your gasoline 
bills, but it will reduce your repair bills as well. It causes 
perfect combustion in the cylinders; consequently no un
consumed portion remains to drain into the crank case 
and dilute the lubricating oil or to carbonize on the spark 
plugs, two very prolific sources of trouble.

Instruct your drivers to use RED CROWN from now on 
and note the reduction in your hauling costs.

RED CROWN is fo r sale a t  
any  of ou r Service Stations 
and  a t  an y  ga rag e  where 
th is  sym bol of power Is d is
played.

STANDARD OIL COMPANY
(INDIANA)

910 S. Michigan Ave.
Michigan Branches at Detroit, Saginaw, Grand Rapids

Chicago, Illinois

Use the convenient Standard Oil Company (Indiana) Coupon Books

which enable large or small users of RED CROW N to 
keep a  definite record of the oil and  gasoline purchased 
by  their employees. No detached coupons are accepted 
and if requested a  receipt will be  given showing the  exact 
amount of products delivered. $10.00 and $25.00 books 
are for sale by  any S tandard  Oil Com pany (Indiana)

Service Station.
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STORY ABOUT STARCH.

How Poor Boy Climbed the Ladder 
of Success.

The ill-will of events seemed to 
have conspired to' defeat thè ambition 
of Augustus E. Staley before he was 
born. The Civil War had claimed 
the father and reduced the family to 
extreme poverty a few months before 
Augustus was born.

“Poverty," he declares, “dogged 
our every 'footstep. Only by the 
strictest economy was it possible for 
us to live. I walked four miles to at
tend a country school which was in 
session for only two months in the 
year. That was in the winter when 
we couldn’t work on the farm. The 
only text book I ever had was the old 
blue-backed speller. Just before I 
quit school, the teacher let me look at 
a reader for a few hours during the 
day.”

There was another serious handi
cap for a growing boy who was gain
ing bis ideals in the midst of the vio
lence that prevailed during the recon
struction period following the Civil 
War. Confusion, misgoverntnent, and 
the Ku-Klux-Klan cast a lurid glare 
over a social order full of fierce 
hatreds and furious retributions. Yet, 
in spite of this antagonistic environ
ment, Augustus E. Staley grew up 
with a sunny, genial friendliness 
which gained for him friends wher
ever he has gone.

For generations his ancestors had 
been teachers, ministers, doctors, then 
farmers. While they lived in comfort 
until the war, none of them had accu
mulated much property. The bare
footed boy felt keenly the pinch of 
poverty, as his widowed mother 
struggled to raise her family. He de
termined to strike out on a new line.

“I’m going to be a business man,” 
he declared to his mother one evening.

“If you do,” said the ilttle woman, 
laying a loving hand on the lad’s 
shoulder and looking into his large, 
dark eyes, “you must be honest and 
always tell the truth; poor folks cant 
afford to be crooked.”

She kissed him and sealed his soul 
with the stamp of integrity.

Augustus was large and strong for 
his age. His first job was with a sec
tion gang on the railroad, where he 
worked long enough to earn money to 
buy a pair of shoes and clothes which 
he had to have before going to the 
city to enter on his business career.

He was sixteen when he secured a 
position as clerk in a hardware store 
in Greensboro, North Carolina. His 
salary was fifteen dollars a month, 
ten of which he paid for room and 
board. He was willing to work and 
did cheerfully whatever his employer 
assigned to him.

Instead of giving him a chance as 
salesman, he kept Augustus unloading 
heavy hardware from the cars and 
placing it on the racks in the store. 
He sent the boy to deliver hardware 
with a wheelbarrow along muddy, un
paved streets in the winter. The man 
seemed to deliberately determine to 
crush from the bosom of the boy his 
ambition to be a business man. He 
could not have made his lot much 
harder than he did.

The climax came just before Christ
mas. The dull season had set in for 
hardware. The manager called Au
gustus into the office and discharged 
him saying, as an excuse to cover the 
injustice of his act:

“You've no talent for business; I’d 
advise you to go over -to the foundry 
and get a job as a laborer. You’re 
big and strong and better fitted for 
that than you are for business.”

The blow stunned the boy, and he 
broke down and cried. For a few 
minutes he could not speak.

“That nearly broke my heart,” de
clared A. E. Staley. “That was the 
most crushing blow that I ever re
ceived. Nothing in my business 
career has ever hurt me like that. I 
was ambitious to become a business 
man, and my employer whom I had 
served faithfully slammed the door in 
my face. ’Mr. Ireland, I ‘said, I ve 
done everything that I’ve been told 
to do since I came into this store. 
You never have given me a chance to 
show what I could do as a salesman. 
Now you’ve nearly broken my heart; 
but you can’t crush my ambition to be 
a business man; some day I’ll show 
you that I do have talent for busi
ness.’ ”

He set out as a traveling salesman 
among the Carolina mountains, where 
the whistle of the locomotive never 
had been heard. Following the steep 
mountain trails, he waded or swam 
the mountain streams, tramped over 
the sparsely-settled territory, selling 
goods to the country storekeeper. He 
slept in the farm cabins, for there 
were no hotels, telling stories of the 
wide world that lay beyond the 
horizon of these folks back in the 
mountains. He mastered the psy
chology of the retail grocer, making 
him his staunch friend.

Ten years later A. E. Staley was 
covering important points in the 
United States and Canada, serving the 
big buyers, conciliating dissatisfied 
customers, and securing the trade of 
hard prospects. It became his busi
ness to do the things that other men 
in the organization could not do.

His line, flavoring extracts and bak- 
ing powder, was one of the most ex
pensive to buy and equally difficult to 
sell. Being a genial soul men were 
always glad to meet him and to talk 
over the trade. Dealers soon learned 
that the word A. E. Staley could be 
depended on in everything—they 
learned to trust his judgment where 
they distrusted their own.

At that time a serious sickness 
threatened to terminate his business 
career. Shut up with himself, he re
viewed the progress he had made and 
faced his future financial prospects. 
As soon as he was able to leave the 
hospital he resigned the paying posi
tion which he held with the whole
sale trade in order to go into business 
for himself.

After paying the doctors and the 
hospital fees, his cash capital was re
duced to $1,500. Equipped with this 
and a tenacity of purpose which re
fused ever to recognize defeat, and 
withal a wonderful knowledge of hu
man nature, he began doing business 
for himself.

He located in Baltimore, rented a

When everybody thinks of 
good, delicious foods—
The happy seasons of Thanksgiving and 

Christmas are the times for “extra - special 
good things to eat in every one s home. I hey  
are times when you can win a hearty appre
ciation from your customers by recommend
ing specialties to vary menus and to  make 
them more delightful.

The complete Domino line of cane sugar 
nroducts offers you a wonderful opportunity 
to  do this. There are cane sugars for every  
purpose. packed clean and protected^ m sturdy 
cartons and st ongcotto bags: Domino Syrup 
and Molasses for delightful spreads and to use 
as delicious flavors for cooking; Cinnamon 
and Sugar for sprinkling those holiday pies 
and puddings, and Sugar-honey for a sweet 
spread, cooking and candy making.

And remember — D om ino C ane Sugar  
Products are sold in convenient packages. 
They represent a real saving to  you in selling 
expense, over and above the profit you re
ceive from their rapid turnovers.

American SugarRefinih^ Company
Sweeten it with Domino ”

Granulated, Tablet, Powdered, Confectioners, 
Brown; Golden Syrup; Cinnamon and 

Sugar; Sugar-Honey; Molasses

WHITE HOUSE

Incomparable, Unapproachable, Splendid
B Y  T H O U S A N D S  U P O N  

T H O U S A N D S  O F  
C O M P A R A T IV E  TESTS, 

“W H IT E  H O U S E ”
H A S  B E E N  P R O V E N  

T H E  H IG H E S T  S T A N D A R D  
O F

C O F F E E  E X C E L L E N C E

N O N E  B E T T E R  AT A N Y  P R I C E

id econta!nersT %  ™ E"noT lSs% EnlyT ' never m°EULK.ALL

L E E  &  C A D Y — D e tro it
Wholesale Distributors of

D w in e ll-W r ig h t Co.’s Products
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small loft for a store room, bought a 
quantity of cartons and packing cases 
and half a ton of the best quality of 
corn starch on the market. For 
years he had noted the dull, unattrac
tive wrappers in which starch was 
sent out to the retail trade. His first 
step was to design a bright attractive 
wrapper with a captivating name, - 
“Cream Corn Starch.” He packed a 
few cartons covered with these cap
tivating covers, and sold them from 
door to door to the housewives of 
Baltimore.

It requires real salesmanship to sell 
a high-priced article • to people who 
have been in the habit of buying a 
cheaper grade. But A. E. Staley did 
this very thing, and his business grew 
so rapidly that very soon he had to 
rent additional floor space. He em
ployed girls to do the packing while 
he devoted all of his time to selling. 
Soon he had to employ men to sell 
“Cream Corn Starch,” which had won 
such favor with the housewives that 
the grocers began to buy it in quan
tities.

He now spent long hours planning 
and directing the rapidly expanding 
business. He inspired his salesmen 
with his own inextinguishable en
thusiasm, covered them with the in
vincible armor of business integrity, 
and sent them out to battle for busi
ness in the face of a competition which 
had become intense.

“Don’t lie to sell ‘Cream Corn,’ ” he 
instructed *his salesmen. “If you 
can’t find enough good points to sell, 
try some other line. Never misrepre
s en t my goods to sell them.”

His business increased by leaps and 
bounds. His customers loved and 
trusted him; they bought his goods, 
and he was happy.

Suddenly he faced the possibility of 
being unable to obtain the quality of 
starch required to maintain the high 
standard he had established. His 
business, built on personal integrity 
which was involved in every package 
he sold, was threatened with destruc
tion.

He determined to make his own 
starch. Then he would know exactly 
what he was selling. Millions of dol
lars were required to build a starch 
factory. He had learned to love 
Baltimore; but he saw that he must 
locate in the heart of the great, corn 
belt in the Middle West. He selected 
Decatur, Illinois, for the location of 
his plant.

Financial experts whom he consult
ed declared there was no possible plan 
by which he could secure the neces
sary capital to finance this gigantic 

e enterprise. Then he surprised the 
financial experts by developing a de
vice of his own by which he secured 
the necessary millions for the new 
enterprise.

After incorporating his company 
for enough stock to cover the cost of 
the new factory, he set out to sell the 
stock to the army of friends he had 
made among the retail grocers with 
whom he had done business during 
other days. They knew he was 
honest; his personal integrity was un
questioned. He took the army of re
tailers into partnership in his new un
dertaking. They put up the money to

build the plant, and became active •
distributors of the manufactured ^
products.

In six years the plant was in opera
tion. Within six months it was too 
small to meet the trade demands. 
They doubled its capacity. Then came 
the European war with the submarine 
sinking ships on every sea. The 
Staley starch plant had shut down. 
Corn had trebled in price—labor was 
high and hard to get. A. E. Staley 
saw that the war would create an in
creased demand for starch, although 
it had forced a temporary shut down. 
More money was needed to re-open 
the plant. He faced another crisis in 
his career; the plant had to re-open 
or fail, for millions depreciate rapidly 
when tied up in a plant that is idle. 
Just before America entered the war 
he opened the plant with increased 
capacity.

He has doubled the capacity again, 
and tripled its value. The present 
capacity is 25,000 bushels of corn as 
the daily grind, which makes it the 
largest exclusively starch mill in the 
world.

The little loft where he began busi
ness for himself years ago has given 
place to twenty-five big buildings cov
ering sixty acres of ground in Decatur 
Illinois. Besides these there are great 
warehouses at a number of distribut
ing points. The market basket in 
which he began peddling “Cream 
Corn Starch” from door to door, has 
given place to solid train loads of 
starch bound for the seacoast where 
chartered freighters carry it overseas.

Recently, Mr. Staley has purchased 
seventy-two acres of ground in Peoria 
on which to erect another large plant, 
the present ten-million-dollar plant 
being inadequate to meet the ever-in
creasing demands of the world trade.

Mr. Staley has always paid high 
wages and has taken a personal in
terest in his hundreds of employes. 
When prices began to go up, he 
called the men together and said, 
“Boys, we’re making more money; 
I’m going to share this increase with 
you. But I want you to continue to 
live economically. Invest this increas
ed pay, so when the less prosperous 
years come you’ll have something to 
show for your work.” When the
strike of the coal miners threatened 
industry a few years ago and many 
plants were forced to shut down, he 
secured coal to keep the plant run
ning; he also secured coal so that 
every man working for him had coal 
to keep his family warm.

He says to his men, “Know your 
business from A to Z. Never attempt 
any short cuts to success. Those 
short cuts will return to plague you 
every time. Don’t lie. Stick to the 
truth, and stand by your promises. 
Remember there are more and better 
opportunities before the young men of 
to-day than there ever were before.” 

“To what one thing do you attribute 
your success, Mr. Staley?” I asked.

“To my mother,” he replied, tears 
filling his large dark eyes. “She told 
me to be truthful and honest, that 
‘Poor folks can’t afford to be 
crooked.’ ” Frank Hampton Fox.

Never permit anything to shatter 
your ideals.

T h e Confidence of 
Your Customers

is established by selling articles of 
known value.

You gain good will when your cus
tomers know they are not being 
overcharged.

W hen the price is shown on the 
label you are protecting your profits 
and that which is most valuable in 
all business—the good will of your 
customers. In selling

k c
Baking Powder
Same price for o ve r^Q  years

ounces fo r 2 5 *

you are assured of the confidence 
and good-will of your customers and 
fair profit for yourself

No better manufactured 
at any price

Millions of Pounds bought by the 
government.

W rite us. Let us show you the 
greater profit in selling K C than you 
can get on other advertised brands.

JAQUES MFG. CO. - Chicago
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M ich igan  R e ta il H a rd w a re  Association.
President—Charles A. Stunner, Port 

Huron.
V ice-President—J. Charles Ross, K ala

mazoo.
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Important Points in Displaying and 
Selling Stoves.

W ritten for the Tradesman.
In selling stoves there are certain 

essentials to be observed. Before a 
man can build up any business he 
must have the goods. The quickest 
road to success in stove selling lies 
in handling a high-grade line made by 
a reputable manufacturer. A merchant 
cannot make a mistake if he does this. 
Sales will be easier, because the mer
chant is then backed by modern sell
ing and advertising plans furnished by 
the manufacturer, which bring cus
tomers to his store asking for the 
special class of stoves he sells.

Many merchants keep samples of 
cheap stoves just for comparison with 
the better class of goods. Where 
there is much catalog competition, this 
is a good plan, because it enables a 
dealer to show a customer the differ
ence between a stove made for mail 
order business and one made by a 
reliable manufacturer to sell at a fair 
price.

Experienced and successful dealers 
admit that selling one line of stoves 
is the most profitable method. With 
three or four conflicting lines you can 
do justice to none of them. If a cus
tomer comes into the store and is in
terested in buying a stove you take 
her to one of the lines and explain its 
good points. You elaborate on the 
workmanship, the quality of the ma
terial used, etc., and end by telling 
her it is the best stove money can buy.

Suppose, however, she is interested 
in a stove you carry, made by some 
other manufacturer. What are you to 
do? You cannot turn around and tell 
her the stove she likes is the best stove 
for her purpose, because if you do, you 
immediately prove to her that your 
talk about the other stove was not 
sincere. You lose stove sales—and 
that doesn’t pay.

The better advertised line of stoves 
a merchant can handle, the more profit 
it means for him. Advertising is nec
essary to the selling of goods now
adays, and it is of vital importance to 
the dealer to be backed by strong sell
ing helps from the manufacturer 
whose goods he re[ resents.

Next to the quality of the stoves, 
the great selling feature is the manner 
in which they are shown. Every 
stove on a dealer’s floor should be 
given careful attention and critically 
inspected before being placed on sale.

It should be well blackened, and the 
nickeled parts thoroughly cleaned, 
until they will attract the casual buy
er’s attention by their brightness.

Keeping stoves in good condition 
means ready sales, because people 
judge a stove largely by its looks. The 
more care and attention put upon a 
stove, the easier it is sold.

A good plan in displaying stoves is 
to have a special stove room fitted up 
in an attractive manner. On one side 
of the room can be placed a row of 
■steel or cast ranges with the elbows, 
collars, etc., in place on the ranges, 
giving them the appearance of being 
set up in working order. On the 
other side can be placed the base burn
ers* which, when arranged in a row, 
will attract immediate attention be
cause of their large amount of nickel 
work.

By having a special stove room the 
stoves, in a great many instances, are 
much easier to sell. A person buying 
a stove in a store has his attention 
quite often distracted by other goods 
displayed, or by people coming in to 
buy other articles. If a dealer has a 
special sales room containing nothing 
but stoves, the customer’s attention is 
centered on stoves, and* sales result 
much more quickly.

In selling stoves, many dealers do 
not place themselves in the customer’s 
position They talk about the smooth 
castings, the flues, magazine feed etc., 
features which many customers do not 
understand; and consequently the talk 
goes in one ear and out the other.

Asalesman is wrong in assuming 
that customers know about these fea
tures. The best plan in selling is to 
tell as clearly and attractively as pos
sible just what results the stove will 
give the customer; and, where neces
sary, how the peculiar construction of 
the stove insures these results. Al
ways talk, however, not in terms of 
construction, which the customer can’t 
understand, but in terms of results, in 
which he is sure to be interested.

Incidentally, while the stove is in 
the middle of the floor, keep turning it 
around so the customer can see all 
sides of it. If a corner of the stove 
is kept toward the customer, the size 
of the stove will appear to the best 
advantage. Much depends upon the 
manner in which the salesman handles 
a customer.

Many dealers do not fully realize 
the importance of having first class 
stove salesmen who know the goods. 
Hardware clerks should be thoroughly 
in earnest in their work. When a cus
tomer enters the store the clerk should 
show his earnestness in every move he 
makes. A customer can generally tell 
by looking at a salesman whether he 
is sincere, enthusiastic and in earnest.

W. M. Ackerman Electric Co.

Electrical Contractors
All Kinds of Electrical Work.
Complete Line of Fixtures.

Will show evenings by appointment.

549 Pine A venue, N. W ., Grand Rapids, M ichigan
C ltz e n a  4294 B ell M a in  288

V I K I N G  T I R E S
do make good

VIKING TIRES give the user the service 
that brings him back to buy more.

Cured on airbags in cord tire molds, giv
ing a large oversize tire.

We have an excellent money-making 
proposition for the dealer. Write us for 
further information.

BROWN & SEHLER CO.
State Distributors Grand Rapids, Mich.

Michigan Hardware Company
100-108 Ellsworth Ave., Corner Oakes 

GRAND RAPIDS, MICH.

Exclusive Jobbers of Shelf Hardware, 
Sporting Goods and

F I S H I N G  T A C K L E

Foster, Stevens & Co.
Wholesale Hardware 

a t

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

Grand Rapids, Mich.
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If he is, the customer will have more 
respect for him and be more readily 
influenced by his arguments.

When a clerk is making a sale to a 
customer, he should drop everything 
else and center all his attention, on the 
business in hand. He should concen
trate all his energies on that one par
ticular customer, and not let his mind 
wander from one topic to another or 
wonder how soon the customer will 
make up his mind and when he can 
start doing something else.

A most important feature in stove 
sel'ing is good advertising. Newspaper 
advertising affords the greatest advan
tage to a merchant because the great 
majority of people nowadays read 
newspapers—not only the news items 
but the advertisements as well. If the 
advertising is interesting, well written 
and attractively set up and illustrated 
it will be a good investment for any 
merchant.

In advertising stoves it is just as 
well to always quote prices. Buyers 
want to know what the goods are 
going to cost, and usually set out with 
a fairly definite price in mind. To 
such customers an advertisement is 
always interesting where specific 
prices are quoted and mention is made 
of any special inducements the mer
chant has to offer.

Good window displays are also' es
sential. In fact, the window display 
is one of the most effective forms of 
publ'city a merchant can use. A mer
chant need'not be a professional win
dow trimmer to have his windows 
look neat and attractive. If he will 
follow a few simple rules aijd use a 
certain amount of good judgment and 
jjood taste, his windows can be made 
valuable allies in attracting people to 
his store.

As a rule, a simple display will make 
the most direct appeal. In displaying 
stoves, for instance, they can 'be 
shown as attractively as almost any 
other line of merchandise, and a good 
stove display put in at the right time 
will always result in sales.

The manner in which the stoves are 
arranged and the number shown, de
pend wpon the shape and size of the 
windows. Some windows will -admit 
of only one good-sized stove being 
displayed. In others, half a dozen or 
more can easily be accommodated. 
Whatever the size of the windows, do 
not crowd them; as stoves do not show 
to advantage when crowded together.

In trimming a window for a stove 
display too much fancy trimming 
should not be used. If cloth is used, 
an excellent and comparatively inex
pensive material is Atlantic bunting. 
Cheese cloth can also be used to good 
advantage. It may be pleated, hung 
in loose folds, or stretched tightly, all 
with good effect.

Another good background can be 
made by using stove boards placed 
side by side to cover the entire back. 
This can be occasionally relieved by 
stove pipe used as columns across the 
top of the back cover. The elbows 
can be fitted in to finish off the tops 
of the columns.

In showing stoves, base burners es
pecially, the most attractive method is 
by lighting them on the inside with 
red or yellow lamps or by placing red 
tissue paper inside the doors. An at-

tactive base burner display can be 
made by placing a stove in the middle 
of a window and beside it a bucket full 
of coal with a Card something like this: 
“This stove will heat a room 12 x 16 
feet for 12 hours without attention.” 
If the coal were emptied on the floor 
of the window, the effect would prob
ably be more striking.

The same idea might be used with 
a wood stove, substituting chunks of 
wood for the coal.

In displaying ranges the main points 
to be brought out are the conveniences 
cooking qualities of the range, fuel 
economy, etc., A good plan in show
ing a cooking stove or range is to set 
it in the window just as it would ap
pear in a kitchen, with the window 
trimmed so far as possible to repre
sent a kitchen. Kitchen utensils can 
be used to fill in and complete the dis
play. Victor Lauriston.

Lauds Daugherty Injunction.
Battle Creek, Oct. 31—The Daugh

erty injunction in the railroad crisis 
will stand in history as one of the 
milestones marking the progress of 
democratic government. It will be one 
of the monuments along the broad 
highway upon which civilization has 
marched in its fulfillment of the rights 
of man. It will stand clear and dis
tinct above the fog of passion, preju
dice and greed that swiried and ed
died and foamed around it, confusing 
some short-sighted persons. Finally 
it will take its place in the same great 
class with Magna Charta, the Declara
tion of Independence, the Constitution 
of the United States the judicial de
cisions of John Marshall, the prophetic 
inaugurals of Abraham Lincoln and 
the heroic masterpieces of Theodore 
Roosevelt.

It is a real progressive utterance. It 
demonstrates that order can be main
tained by law! On a similar occasion 
Grover Cleveland called out the mili
tary and with the army put down 
treason, anarchy and sedition. All 
honor to his courage. But the Daugh
erty injunction accomplished the same 
result without stepoing outside the or
dinary routine of ~ everyday civil 
processes. Not a single right of any 
man was in any way infringed upon; 
but lawless men were prevented from 
lawless acts. The rights of law-abid
ing citizens were protected; the right 
of lawful industry to continue un
molested was sustained.

Was the right of free speech in
fringed upon? Not in the least; but 
abuse and slander \Vere curbed. Was 
the right of lawful assembly restricted? 
Not at all; but rioting and intimidation 
were prevented. The debaters who 
use clubs for arguments so convince 
men were ruled out of order.

It was a marvelous accomplishment, 
a crown of glory for the administra
tion that conceived and executed it.

S. J. Woodruff.
Do it cheerfully, even if it isn’t con

genial.

Sand Lime Brick
Nothing as  D urable 

Nothing as F ireproof 
M akes S tru c tu re s  B eautiful 

No P ain ting  
No Cost for Repairs 

Fire Proof 
W eather Proof 

W arm  In W in ter 
Cool In Sum m er

Brick is Everlasting

Grande Brick Co., Grand 
Rapids

Saginaw Brick Co., Saginaw 
Jackson-Lansing Brick Co., 

Rives Junction

We are making a apecial offer oa
Agricultural Hydrated Lime

In leas than car lota.
A. B. KNOWLSON CO.

Grand Rapids Michigan

“ A  MOTOR CAR
is  o n l y  as good  
as  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
Marmon

Oldsmobile

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

Van Dam
m a n u f a c t u r e d  b y  

TU N IS  JOHNSON CIGAR CO. 
GRAND RAPIDS,MICHIGAN

The Mill Mutuals
Comprising

Tw enty of the Strongest American M utual 
Companies writing

Fire Tornado 
Insurance

on carefully selected risks

Net Cash Surplus $10,000,000.00

GEO. A . MINSKEY, Manager 
120 W . Ottawa St. Lansing, Mich.
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Is a Chain Store a Newcomer nr a 
Grownup?

Some day the retailers—and others 
for that matter—are going to wake up 
to the fact that “fighting the chain 
stores” is largely a mistake. What 
the old-line grocer and his friends 
should do is to study them. While 
there may be angles in which the chain 
store represents a menace—to the pub
lic as much as the competitor—most 
of the reasons for its success appear 
based on good psychology and good 
economics; both of which are as much 
open to the average retail grocer as to 
any chain.

The rlain fact is that while retail 
associations and individuals have been 
“cussing” chain stores and trying to 
suppress them, they have collectively 
and individually been greatly influenc
ed—perhaps improved—by the dual 
pressure of competition and example. 
And, if this is true, the answer does 
not lie in suppressing a competitor so 
much as in “beating him at the same 
game.”

For instance, a canvass of many of 
the Chain systems will show that they 
are only grownup individual retailers; 
some of whose proprietors have not 
even lost membership in the very as
sociations which condemn them. Be
cause they saw fit to expand their 
business from one to two,_ or three 
and five, or ten or more, did not make 
them any the less eligible to the as
sociation or to classification as retail
ers. Save for the necessary operation 
of a central warehouse, supervisory 
machinery and the advantage of quan
tity buying, there is nothing essential
ly different in a chain store from any 
individual store; though their relative 
psychology may differ.

And now, there are springing up in 
retail circles the “near chain” store, in 
which a group of individuals decide to 
co-operate in uniform practices, coL 
operative buying and selling, uniform 
store trimming and painting and signs, 
etc. How far are they from being real 
chains? And are they any the less 
“retailers.”

Wholesalers Plan Retail Investments.
The Chamber of Commerce of the 

United States reports that . an im
portant firm-of wholesalers has adopt
ed the plan of investing its funds di* 
rectly in retail cash stores and will 
abandon the practice of giving credit 
to retailers on which they in turn con
duct a credit business with their cus
tomers. Briefly, the new plan is to 
select competent local merchants who 
can provide $1,000 of capital to which 
the wholesaler will add $2,000—-making 
a total investment of $3,000, which is 
regarded as the amount necessary to 
conduct successfully a cash-and-carry 
store. Already the wholesaler has a 
force of experienced traveling men 
who first are to make the selection of 
those who will go into partnership 
with the wholesale firm; and after
ward they will act as inspectors of and 
advisers to the local stores.

“Several interesting factors,” says 
the Chamber, “are present in this plan: 
First and most important is the ap
parent conviction that large credits 
given ostensibly to retailers really are 
for the use of consumers and that 
tbe control of credits used in th» way

is too far removed from their source. 
Second, that too much business has 
been done on credit by independent 
dealers. Third, that the operations of 
an establishment should be under the 
guardianship of those who finance it. 
Fourth, that the required co-invest
ment of the local proprietors is a rea-' 
sonably good guarantee for the suc
cess of the venture. And, fifth, that 
fighting fire with fire is a safe rule in 
economics, because no reader probably 
will overlook the resemblance between 
this plan and chain stores.

“Yet the resemblance to the ordinary 
chain store system is more apparent 
than real. The chief objection to the 
chain is absent, since the local man
ager is selected from his home town, 
probably has been in business there 
and already is identified with its in
stitutions and activities. There is no 
change in his status, but his backbone 
has been stiffened to the point of re
fusing credit and his chief obstacle to 
his success is removed in a manner 
which relieves him of responsibility in 
that part of the affair.

“We have not stated the kind of 
business in which this wholesaler is 
engaged because it is a matter of little 
importance. It might be dry goods 
or hardware or groceries or drugs 
without affecting the principle in the 
remotest degree. Our desire is to em
phasize the difference between the 
past and the proposed plan of this 
wholesale firm. Undoubtedly they 
discovered that instead of selling 
goods they were lending their credit 
with less return and more risk than a 
bank would contemplate and that 
financial common sense commanded a 
change.

“Many readjustments are taking 
place in distribution and some of them 
perhaps may be found disturbing to 
small groups. But in this instance the 
promise is plain for benefits to whole
saler, retailer and consumer alike not 
only in its insistence upon the cash 
principle but in the certainty that a 
tangible proportion of the unfit will be 
eliminated.”

Retailers and the Government.
“The Government spends millions a 

year on the farmer, but not one cent 
on the retailer,” was the complaint 
made by a recent speaker before the 
convention of a trade association in 
Atlantic City. The complaint is not 
well founded either in fact or in its 
philosophy. In the first place, the 
municipal, state, and Federal Gov
ernments are all making expenditures 
for the direct benefit of the retailer. 
Every one knows of the commercial 
courses in our high schools, in which 
the pupils receive instruction in book
keeping, salesmanship and other sub
jects designed to fit them for great
er usefulness in the merchandising 
field.; Then there are the Schools of 
Commerce and Business Administra
tion attached to the leading universi
ties, both state-supported and private
ly endowed, which are making efforts 
to help retailers solve their problems 
in the same manner that the agricul
tural experiment stations are helping 
the fanner to solve theirs. Also it 
should not be overlooked that what
ever benefit the fanner may derive 
from Government activities will be

shared in large measure by the re
tailers in that farmer’s community, 
and that when the Government spends 
money in a productive way on the 
farmer it is indirectly spending it on 
merchants, bankers, manufacturers, 
and the railways as well. It is doubt
ful if the speaker reflected the senti
ment of retailers generally when he 
voiced his complaint. They are not

looking to the Government for a sub
sidy.

The clerk who waits on customers 
with an out-of-the-window look in his 
eyes is worth about half the pay he is 
getting, whatever it may be. Selling 
goods takes every bit of a man’s at
tention, and he will fail often enough 
then.

sa
Women know they can safely 
rely upon the purity andgoodness 
of Carnation Milk.  Grocers,  
too, know that the safest and 
most profitable goods to carry 
are nat ional ly  known, well-  
advertised brands. Carnation 
has been the fastest-selling milk 
on grocers’ shelves for more than 
twenty years. It sells in steadily 
increasing volume year after  
year. Stock turnovers are fre
quent. I t  pays to be the Carnation 
Milkman. Ask your jobber.

C a r n a t io n  M il k  P r o d u c t s  C o m p a n v  
1133 Consumers Building, Chicago 
1233 Stuart Building, Seattle

Carnation
Milk

**From Contented Cows” P

The label is red and white

C itizen s  L o n g  D is ta n c e  S e rv ic e

Readies more people in Western Michi
gan than can be reached through any 
other telephone medium.
20,450 telephones in Grand Rapids.
Connection with 150,000 telephones in 
Detroit

USE CITIZENS SERVICE

CITIZENS TELEPHONE COMPANY
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Cultivating the Habit of Noticing 
Things.

Uncle Will is a great stickler on the 
subject of boys’ “seeing what they 
look at.” He always wants to know 
all about what Henry saw when he 
went anywhere. I have just been over
hearing a conversation between them 
about a “hike” that Henry took with 
some of the Boy Scouts.

“It was great sport,” said Henry. 
“We went over the hill to Plummer’s 
Hollow and on past the pond to the 
woods where we built a fire.”

“What did you use for the fire?” 
asked Uncle Will.

“Oh, stuff that we picked up And 
Mr. Bradley—he’s .our scoutmaster— 
chopped down a tree and cut it up for 
firewood. I told him you couldn’t burn 
green wood out of a growing tree; 
but it burned all the same.”

“What k:nd of a tree was it?”
“Oh, I don’t know; I didn’t notice.” 
“So that «ext time you build a fire 

you will cut down any old kind of a 
’ tree and expect it to burn green?”

“I suppose so. Does it make a dif
ference?”

“Was it a white tree?”
“Why, yes, come to think I guess it 

was—yes; it was, a white birch.” 
“Well, that’s the reason Birch 

burns green,” said Uncle Will. “There 
are several kinds of trees that burn 
green. I should think a Scout would 
learn that.”

Henry was a little crestfallen, but 
went on:

“When we passed the school on the 
hill, the children all came out and hol
lered at us.”

“Was the American flag flying over 
the school?”

“Of course; they always have a flag 
in front of schools.”

“Are you sure? Did you notice the 
flag?”

“Why, yes„ I think I did. What 
makes you ask?”

“Because Miss Haley, the teacher, 
brought the flag over to the house 
this afternoon and sewed it. She said 
it was so torn that they haven’t been 
able to fly it for two or three days.”

“I guess I didn’t notice,” acknowl
edged Henry. “I s’pose I was think
ing about the ice cream cone we were 
going to have when we passed the 
store at the Corners.”

“Well, anyway, you noticed the 
kind of trees that make up the woods 
where you built the fire? You 
couldn’t miss that.”

“Sure; I’ve seen them hundreds of 
times!”

“What kind are they?”
“Pines, of course!”
“So far as I know,” said Uncle Will, 

“there isn’t a single pine on that side 
of the hill.”

“Oh, Uncle Will! I’m sure they’re 
pines. What kind of trees are they?”

“Every tree in that woods is a hem
lock, except the little fringe of white 
birches at this end, where Mr. Bradley 
cut the for for the fire.”

“Of course you saw Mr. Wilson’s 
cows in the field on the way up?” pur
sued Uncle Will with a grin.

“I begin to think I wore blinders all 
day,” laughed Henry. I’m not going 
to say I saw anything. Besides I 
know there’s a catch in that question. 
Whether I saw them or not, of course 
the cows were there. And we passed 
right by them, too.”

“No, you didn’t. Mr. Wilson has the 
cows on the other side of the valley. 
He ploughed that field yesterday. I 
should think you would have noticed 
that.”

“I’m not going to pretend that I 
did,” said the boy. “How can a fellow 
learn to see anything as he goes 
along?”

“I don’t want you to be afraid to tell 
me about these hikes,” said Uncle 
Will. “I really enjoy your stories of 
them. But you don’t get half the 
pleasure or the profit out of walks 
like that, or anywhere, unless you 
train yourself to see all sorts of things 
as you go along. Maybe Mr. Bradley 
doesn’t see what he looks at, either. 
A scoutmaster ought to be all the 
time waking his boys up to what is 
going on around them.

“When I was in the army, I got a 
very severe training in scouting. When 
I went through the country, I was 
required to make maps, showing all 
the things I saw—the kind of trees 
in the woods, the streams, bridges, 
houses, churches, railroads, cattle in 
the fields, and so on. I was supposed 
to notice every little thing, the way 
Indians do—even the relative height of 
hills and how much you could see 
from each. One learned to notice even 
very little things.

“Next time you go on one of these 
hikes, sit down when you get home 
and write a little story about it, tell

Signs of the Times
Are

Electric Signs
P rogressive  m erch an ts  and  m a n 

u fac tu re rs  now realize th e  value 
of E lectric A dvertising.

W e fu rn ish  you w ith  sketches, 
p rices and  opera ting  cost fo r the  
asking .

THE POWER CO.
Bell M 797 Citizens 4261

ing where you went and what you saw. 
Each time you do it you will find 
yourself remembering more. And it 
will help you to notice things. The 
habit of noticing will help, you all 
your life—no matter in what kind of 
business you may be;”

Prudence Bradish.
(Copyrighted, 1922.)

Long Skirts or Short.
Toledo, Ohio, Oct. 31—Apropos of 

the vexed controversy on short and 
long skirts, permit me to present this 
question from another point of view:

Long or short skirts should not be 
regarded as a matter of style, but 
from an-angle of becomingness. Ext 
tremely long skirts for street wear 
cannot be a success, for the sufficient 
reason that they are uncomfortable 
and clumsy and are an impediment to 
the graceful carriage of our modern 
women. Dresses for formal affairs 
require a length to add dignity to 
one’s appearance. Occasion should 
govern the length of dresses, and not 
the dictates of so-called authorities.

Adolph Orange.
A grasp of the hand and a pleasant 

smile often sells a bill of goods.

THE SIGN O F QUALITY

Lily W hite
“ The Flour the Best Cooks Use'

Is Best for All 
Around Baking
Your grocer is supplied with 
Lily White flour. He will sell 
you a sack. Try it for all gen
eral baking. If you do not like 
it, yotir grocer will take the 
flour off your hands. Read our 
standard guarantee!
If Lily White flour could not 
prove to you that it is all we 
say it is, this guarantee would 
not be made. Think this over 
—then decide to use the best 
flour you can buy.
Why You Should Use Lily White

R E ASO N  No. 10
Insures excellent baking  

results.
Lily White is milled from the finest 
wheat grown in America. It is 
cleaned, washed and scoured eight 
times. It is milled by the most ex
tensive and complete process known 
to modern millers. It comes to you 
a clean flour, properly balanced, of 
excellent color, volume and flavor. 
For three generations women have 
found it the best flour for all general 
baking. You, too, will be delighted 
and surprised at your baiting tri
umphs once you have used it.

A GOOD RECIPE FOR 
BEATEN BISCUITS
1% pounds Lily W hite flour, 
5 ounces lard, 1% teaspoons 
salt, 2 teaspoons sugar (dis
solve the sugar in  w ate r), I 
cup w ater. Blend w ith flour, 
la rd  and salt. Mix into a 
stiff dough w ith w ater in 
which sugar has been dis
solved. W ork well. Beat o r 
roll until dough blisters. 
Bake in  m oderate oven until 
light brown.

Our Guarantee
W e G uarantee you  
w ill like  L ily  W hite  
Flour, *the flo u r  the  
beat cooks usen b e t
te r  than  a n y  flo u r  
y o u  eoer u sed  fo r  
every  requirem ent 
o f  hom e baking. ,
I f  fo r  any reason 
w hatsoever yo u  do  
n o t, yo u r  dea ler w ill 
re fu n d  the. purchase  
p r ic e .- - -H e ’s  so  in 
stru c ted .

VALLEY CITY MILLING COMPANY
GRAND RAPIDS,' MICHIGAN 

**M illers for S ix ty  Years”
Ads like these  a re  being run  regu larly  an a  continuously  In 
the  principal papers th ro u g h o u t M ichigan. You will profit 
by carry in g  Lily W hite  F lou r in s tock  a t  all tim es, thereby  
being placed in position to supply the  dem and we a re  help 
ing to  c reate  for LUv W hite Flour.

FACTS AND FIGURES
I f  you realized  no m ore profit on your reg u la r line 

th a n  you do on g round  package coffee you w ould soon 
go broke. F igu re  i t  o u t yourself.

W hy don’t  you buy yo u r coffee in  th e  bean  and  g rind  
i t  a s  you sell i t—in you r own sto re , an d  double you r 
profits as  well a s  yo u r sales?

Do th e  T ea  & Coffee S to res sell g round  package 
coffee? Do a  little  th ink ing ; ju s t  w orking  h a rd  w ill never 
line you r pockets w ith  w ealth . G et read y  for the  fall 
trad e  now.

"  L e t us te ll you m ore ab o u t i t

B. C. HOLWICK (Maker)
Dept. F Canton, Ohio
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f  ? D R Y  G OODS, ! f  «  
FkNCYGOODS^>NOJIONsS j

M ichigan R etail Dry Goods A ssociation. 
P res id en t—J . C. Toeller, B a ttle  Creek. 
F ir s t  V ice-P res iden t—F. E . Mills, L a n 

sing.
Second V ice-P res id en t—W . O. Jones, 

K alam azoo.
S e c re ta ry -T rea su re r—F red  C utler. Ionia. 
M anager—Jaso n  E . H am m ond, L ansing .

Hats Designed For Wear at Winter 
Resorts.

Not for several seasons has Paris 
offered a wider variety of novelties 
than for hats designed for Winter re
sort and early Spring wear. They are 
offered not only in ¡materials used to 
make up these hats, according to the 
current bulletin of the Retail Millinery 
Association of America, but they are 
seen in trimmings and shapes as well.

In some of the models with a more 
or less Winter touch, suede is among 
the prominent materials, combined 
with angora to match in jacket and 
pu'.l-on sets. A baronette satin is used 
in shapes that will later make use of 
Milan straw. In the more purely 
Spring types grosgrain ribbon and 
visca are combined in the larger shapes 
with Milan expected to have another 
big season. Soft brims of satin or all- 
over visca hair are combined with 
crowns of fine Milan. Old-fashioned 
Bengaline—heavy ribbed—silk is also 
given a Spring outlet.

Some of the new advance models 
show crown, brim and trim of bright 
taffeta, with self-puff loop underbrim. 
Printed chiffons and georgettes are 
edged with looped silk floss. The 
combination of taffeta and timbo 
straw is seen, and bright chiffon velvet 
is used to face large straw bodies. The 
paisley vogue is carried on in printed 
challis sets.

The bulletin goes on to say that 
among the trimmings for the new sea
son will be antique Danish embroid
eries in applique. Thick ostrich tas
sels trail from black satin off-the-face 
shape. Belting ribbon is used ex
tensively. Long lace veils are attach
ed to hats, falling over the front, down 
the back or draped. Bordered veils 
are well-favored. Pleatings and cord- 
ings are prominent in the advance 
showings, with taffeta much used in 
this way. Satin hats show the use of 
“matron’* bows placed high at the 
right side. Ostrich and coque are 
shown intermingled to make sports 
bands on body hats. Metal ribbon 
flowers are appliqued all over small 
shapes.

Also included in thé decorations for 
the new season are gelatine coral 
sprays used as appliques on all-over 
faille shapes of good size. Waxed 
white hair lace is used to trim velvet 
shapes. Green felt oak leaves are 
used to cover crown and brim of large 
canctiers, and natural jute lace covers 
crepe hats. As to colors, white and 
yellow reflect the popularity of those

shades at Deauville, while Lavin green 
and crushed strawberry are predicted 
as strong colors for the Winter resort 
season here.

Situation in Cotton and Cottons.
Cotton quotations went to a high 

record for the season during the past 
week, and, although the inevitable re
cession followed, a strong undertone 
prevailed. From all the evidences it 
would appear that, in practically every 
portion of the growing districts, the 
cotton has passed out of first hands 
and is held by buyers who are able to 
keep it until the price offered is at
tractive. No trouble seems to be ex
perienced in financing such holdings, 
though the amount of loans by the 
War Finance Corporation cuts only a 
minor figure in the process. The 
figures showing the amount of cot
ton ginned up to Oct. 18, which were 
made pub ic during the week, proved 
no surprise. The trade estimate put 
it at about 7,000,000 bales. The figure 
reported was 6,962,034 bales. This 
compares with 5,497 364 bales at the 
same date last year and 5,754,582 in 
1920. The ginning report of the date 
mentioned affords no basis on which 
to estimate the final crop. In the last 
fifteen years it has varied from 38 to 
68.9 per cent, of it, the average being 
50.3 per cent. Most observers are 
agreed that this year’s crop is coming 
faster to the gins than usual. But, 
even at that, the ginning to date must 
form a larger percentage than ever be
fore in order to keep the crop at 10,- 
000,000 bales. While domestic takings 
have been quite satisfactory, exports 
still lag behind. But exports of cot
ton goods show an increase. The 
goods market is active and quite 
buoyant with prices showing a con
tinuing advance when fabrics are not 
withdrawn from sale. This applies to 
both the gray goods and the finished 
cloths. A strong demand keeps up 
for knit underwear which may help 
the movement to open up next Fad’s 
openings after Election Day. Hosiery 
has also come in for more attention.

Form to Display Hosiery.
A new type of window display leg 

to show women’s hosiery is now being 
placed on the market by an Eastern 
firm. The article is modeled from life 
and follows very closely the natural 
development of the knee, calf and 
ankle so that the hosiery is displayed 
to marked advantage with no creases 
or bu'ges. It is made of papier mache 
and enamelled in flesh color. The leg 
is in a posed position, with the foot 
pointing downward and resting on a 
special mahogany-finish wood holder.

It is a pretty mean man who inflicts 
on his wife the grouches that he has 
been afraid to spill during the day.

Ï We Wish You Would Come and See Us
1. B ecause our s tock  Is m ore com plete th a n  It has ever been and we 

a re  In position to  sell you reasonable  m erchandise  a t  low est prices because 
th is  m erchandise  w as bought on th e  lower cotton  m arke t.

2. B ecause we would like to  have you see ou r s to re  and how we are  
equipped to  handle your business w ith  th e  best of every th ing .

3. B ecause we would like to  ta lk  over any  problem s you have and 
be of any  a ss is tan ce  possible. If you are  th ink ing  of p u tting  on a sale, 
please consu lt us and we will help you to  th e  best of our ab ility  w ithou t 
any charge.

4. B ecause we would like to  g e t b e tte r acquain ted , as  we feel th a t  
by b e tte r m utual understand ing  our m utua l dealings wifi be m uch m ore 
p leasan t and profitable to  both of us.

W hen m ay we expect to  see you In th e  House?

GRAND RAPIDS DRY GOODS CO. WHOLESALE ONLY

l)ut& œe/le
i HUMAN HAIR NETS ?
£ ** Have you our new three gross Metal Cabinet? +
J ' It’s a beauty and real salesman, working for you «
* every day. Get one through your jobber, and + 
J display it prominently. Sales and profits will 4
* then take care of themselves. f

i NATIONAL TRADING COMPANY 5
* 630 SO. WABASH AVE. CHICAGO, ILL. }

■

T
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|  T h e  G lo v e  an d  M itte n  S e a so n  j 
i  Is  N o w  O n
§ Our lines are complete. We advise buying now, as j 
5 prices are advancing rapidly. j 
= Special in Canvas Gloves, No. 281—8 oz. @ $1.25 j 
= per dozen.
|  Send for sample pair.

— Quality Merchandise — Right Prices — Prompt Service j

I PAUL STEKETEE &  SONS
5 WHOLESALE DRY GOODS GRAND RAPIDS, MICH. 

IiiinuuiiiiiiiiiiiiiiiiiiniiiiiiiiiiiniiiHiiintititHiiiiiiiiiiiiiiiimitiiHiiiiiiiiiiiiiiiiuiii
■ ■ ■ ■ * " :_- * jg-----=--------=----------- =----

j $16.00
■ Per Dozen.
■
■ A strong line of men’s

■ F l a n n e l  S h i r t s
■
■ Grey—Olive—Khaki
■
■ naniel X Patton €r Company
1 Grand Rapide.Michigan -  59 '63  M arket Ave. N.W.
■ The Merit» F u rn ish in g  G ood s H ou se o f  M ich ig a n
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PRICES CURRENT ON STAPLE DRY GOODS.
List prices corrected before going to press, but not guaranteed 

against changes.
Drees Goode.

32 in . W ool Mixed S torm  Serge — 42%
36 in. All Wool S torm  S e r g e -------- „77%
44 in . AU Wool S torm  S e r g e -------- 97*5
60 in . AU W ool S to rm  S e r g e -------- 1 20
F ren ch  se rg e s  proportionately ,
D anish  P op la r C loth ----------------— 42%
Ju illia rd s  N ovelty  C hecks & P laids 1 85 
64 in . All Wool C o a t in g ___ 1 50@2 00

Linings.
30 in. B lack  S a t i n e _______________ _ 18%
36 in. . a tin e . black & colors 25@35
36 in . R ad ian t Bloomer S a t i n -----  45
36 In. P e r c a l in e ___ ___ — - — ------- 16%
W indsor C am bric ________________  11
36 in. R ad ian t C harm euse -----------  47%

W hite  Goods.
All w id ths and  both finishes o f Ind ian  
H ead, acco u n t s trik e , a t  value only.

G ingham s and  W ash Goods.
27 in. P la in  C o lo r s ______ ____ —̂ 15017%
27 in. Checks & l ’l a i d s ___________  17%
32 in. Checks & P l a i d s -------------—  21%
32 in. Checks & P laids, b e tte r

q u a lity  f r o m _______________ 23%@32%
32 in . T i s s u e s  ----- -------- - 35 042%
39/40 in. Voiles __________________  37%
40 in . O rgandies, all c o lo r s _______  42%
32 in. R om per C loth _____________  22%
27 in . A pron G in g h a m s _____  12%@14%
27 in C heviots ___________________  16%
P lisse  & Serp. C repe, f r o m -------- 26
36 in. C hail.es ______  ------------------  13%
32 in. M a d r a s ____________________  25
32 in. S u itings, f r o m _________22% @35
36 in. Chiffon, f r o m __________ 32%@42%
27 in. P o p l in s _____________ ___— — 30
36 in . Poplins, f r o m _______ — 25 @42%

Percales.
36 in. 64x60 „ „ L i g h t s  14 , D ark s  15
36 in . 68x72 ___ L ig h ts  16%, D arks  16%
36 in. 80x80 ___ L ig h ts  19 , D arks 20

C rashes.
18 in . P . B le a c h e d ___ ________ __  22
18 in . P . B r o w n ____________ _____  21
O ther g rades  accordingly  an d  less 

10% for q u an titie s .
16 in. Irish  Im p. B r. L inen  C rash  16%
15 in . B leached Tow eling _______  06%
17 in. G lass Tow eling. Red S tripe  — 12%
18 in . A bsorbent T o w e l in g ______ ' 15%
16 in. Blea. L inen  Crash, from  18% to  20

D iaper C loth.
18 in. Red S t a r ____________________ 1 15
20 in . R ed S t a r ____________________ 1 25
22 in. Red S t a r ____________________ 1 35
24 in. Red S t a r __________ :___ - —  1 45
27 in . Red S ta r  ___________________  1 70

L ess 10 p e r cen t.

D am ask.
64 in . M ercerized ________________  87%
72 in. M e rc e r iz e d _________________ 82%
68 in. M ercerized _________________ 45
58 in. B ates  o r Im p. H oi. Red Dm k. 76

P a tte rn  C loth.
58x72 M ercerized _______________ - __ 1 25
L a rg e r sizes, good qual. from  2 50@3 00

Tow els A  W ash C loths.
T u rk ish  Tow els from  $2.25@9.00 depend

ing  on size an d  qua lity , an d  w hether 
p lain  o r fancy.

H uck Tow els from  62%c@$6.00 p e r doz. 
depending on size and  qua lity  and
w h e th er p a r t  linen, hem stitched , e tc .

W ash  C loths from 45c p e r doz. to $1.50 
depending on size an d  q u a lity  an d
w h e th er plain o r fancy.

B ath  S e ts  from  75c@$1.30 each.

D raperies .
32 in . C r e to n n e ___________________  16%
H arm ony  A rt C r e to n n e __________  25
N orm andy Silkoline ______________  19%
36 in. B e tte r G rades C retonnes from  25c 

@62c, depending on qua lity .
Scrim s & E tam ines, f r o m ___ 10%@19%
36 in. P la in  & F an cy  M arqu ise ttes  

from  16%C@32%c, depending on qua lity . 
C u rta in  N e ts  from  25c@62%c, depending 

on w id th  a n d  qua lity .

B lankets.
45x72 C otton F e lted  B la n k e t s ____1 07%
60x72 C otton Fe lted  B la n k e t s ____1 20
54x74 C otton F elted  B la n k e t s ____ 1 30
60x76 C otton  Fe lted  B la n k e t s ____1 50
64x76 C otton F e lted  B la n k e t s ___-  1 65
64x80 C otton  F e lted  B la n k e t s ____ 1 70
68x30 C otton F e lted  B .a n K e ts ____2 00
72x80 C otton Fe lted  B la n k e t s ____2 15
Seconds ab o u t 5 to 10% less.
Singles and  Single 2nds proportionately .
64x76 B arlan  H e a th e r P l a i d _____2 00
72x80 B arlan  H eath e r l ' l a i d ____ -  2 20
Seconds abou t 5 to 10% less.
Singles and  Single 2nds p roportionately .
60x76 P la in  W oolnaps ____________2 30
64x76 P la in  W oolnaps ____________2 65
66x80 P la in  W o o ln a p s ____________2 65
72x84 P la in  W oolnaps ____________3 16
Seconds ab o u t 5 to 10% less.
Singles and  Single 2nds p roportionately .
60x76 W oolnap P l a i d s ____________2 50
60x80 W oolnap P la id s  ________   2 65.
66x80Wool nap  P l a i d s _____ __  3 25
72x84 W oolnap P l a i d s ____________ 3 65
Seconds ab o u t 5 to  10% less.Singles and Single 2nds proportionately.

Comfortables, Indian Blankets A  Bath 
Robe Blankets.

64x78 Blanket C om fortab les-------- 2 50
66x80 C om fortab les  3 10
72x80 C om fortab les  3 26
64x78. C o m fo r ta b le s______________ 3 00
66x80 Comfortables ______________ 3 50
66x84 Two In one _________  3 50@3 75
72x90 Bath Robe B lankets with  

Cords, T assels & F r o g s -------------4 00
Crib Blankets.

30x40 Stitched __ _______ ____ - — 70
30x40 S c a llo p ed ----- ----------------------  75
36x50 Stitched ______________ - —  1 00
36x50 S c a l lo p e d ___________     1 10
36x50 B o u n d __ ___________ -_____ _ 1 37%

Camp Blankets.
Camp Blankets _______ . . . . ------ ----- 2 50

Auto Robes.
Auto R o b e s __________________________2 50

Wool Blankets.
66x80 Wool Mixed _________  5 75®6 25
66x 80 All Wool _____________  7 50@8 50
70x80 Wool Mixed __________  6 50@7 60
70x80 All Wool _____________  8 50@12 00

Comforts.
Small sizes cheap G ra d es_________  22 60
Larger sizes, better grades 

from - _________ -  24 00@48 00
Sheets.

63x90 Pequot _____________ - ______ 13 75
63x99 Pequot ___ - ___:_____________ 15 04
72x90 Pequot ______________________IS 25
72x93 P e q u o t_- ___________________ 16 69
81x90 Pequot ______________________16 75
81x99 Pequot ______________________18 34
63x90 Pepperell ___________________ 12 25
63x99 Pepperell ___________________ 13 39
72x90 Pepperell ___________________ 13 45
72x99 Pepperell ____________________14 71
81x90 Pepperell ________ - ________ -  14 35
81x99 P e p p er e ll___________________ 15 70
72x90 L ock w ood___________________ 13 45
72x99 L ock w ood _________________-  13 71
81x90 L ock w ood ____________   14 65
81x99 L ock w ood ___________________ 16 03
Cheap Seam less S h e e t s ___ ________13 50
Cheap Seamed Sheets -------------------- 9 00

Pillow Cases.
Pequot _______________   3 96
Pqeuot ______________________4 20
Pepperell _______ - ___________3 48
Pepperelll ________________- — 3 72
Lockwood __________ _____ - __3 48
L o ck w o o d ______________   3 72

42x36 
45x36 
42x36 
45x36 
42x36 
45x36
Cheap Pillow  C ases ________________ 2 25

Bedspreads.
72x84 B e d s p re a d s ___________________ 1 50
B e tte r  q ua lities  and  la rg e r sizes up 

t o _'_______________________________5 00
C a rp e t W a rp .

W h i t e _______________________________45
C o lo r s ________ ______________________  50

5-4 W hite
O ilclo th.

2 85
6-4 M éritas W h i t e _____ - ____ - - - - - -  3 35
6-4 M éritas F a n c y _________________ 3 25
6-4 M éritas W h i t e _________________ 4 60
6-4 M éritas  F a n c y _________________ 4 35

B atts .
3 lb. Q uilted Cot. B a tts  . . .  
3 lb. P la in  C otton  B a tt __. 
8 oz. Sm all C otton B a tt . 
10 oz. Sm all C otton B a tt . 
12 oz. Sm all C otton B a tt .
1 lb. Wool B atts  _________
2 lb. Wool B a t t s -------------

80 pe r b a t t  
75 per b a tt  

.-10% per b a tt 

._ 12 p e r b a tt  
16 per b a tt 

. 1 45 per b a tt 

. 2 50 'p e r b a t t

7- 4
8- 4
9- 4 

10-4
7- 4
8- 4
9- 4 

10-4
7- 4
8- 4
9- 4 

10-4
8- 4
9- 4 

10-4
7- 4
8- 4
9- 4 

10-4
8- 4
9- 4 

10-4

W ide Sheetings.
P equot B leached    _______  43
Pequot B leached __—_—  48
Pequot B le a c h e d __ ___ -___ -  53
Pequot B le a c h e d _______ — —  58
Pequot B r o w n   ______ _ 38
Pequot B ro w n ____ ______ - __— 43
Pequot B r o w n    :____ _— -_ 48
Pequot Brown _________  -  63
Pepperell B le a c h e d _________   38
Pepperell B leached _______   42
Pepperell B leached __________  45
Pepperell B leached ____   50
Pepperell B r o w n _____________  38
Pepperell B r o w n _____________  42
Pepperell B r o w n _____________  45
Lockwood B le a c h e d _________ 38
Lockwood B le a c h e d _________ 42
Lockwood B leached __________ 46
Lockwood B le a c h e d ______   60

Lockwood B ro w n ___________   38
Lockwood B ro w n _________ — -  42
Lockwood B ro w n _____________  46

T ubings.
42 in. P e p p e re l l___________________  30
45 in. P e p p e re l l_________________—  31%
42 in. P e q u o t ____________________  34
45 in. P e q u o t _____________________ 36
42 in. C a b o t _____________________ 30
45 in. C a b o t _______________  — 31%
36 in. T u b i n g _____________________  25

4-4 Bleached C ottons.
L o n s d a l e _________________________ -  18
H o p e ________________________  —  17%
C abot _____________________________  17
F ru i t  o f th e  Loom  _______________  19
A u to _______________________________ 16%
Big In ju n  _________________________  13%

4-4 Brown C ottons.
B lack Rock ________________   14%
V elvet _____________    13%
‘G ian t _______________________    13%
C heaper C o t to n s ______________ 10%@11

C am brics A  Nainsooks.
K n i g h t s ____________________________ 21
B erkley, 60 ________________________ 21
Old Glory, 6 0 ______________________  19%
D iam ond H ill ____________________  15%

Ticking .
S traw  T icking  __________    15%
F e a th e r  T ick ings f r o m _______ 27% @30
F an cy  S atine  T ickings from  29% @35
36 in . Im p Hoi, T ick ing  _________  42%

Denim.
220 _________________________________ 21%
240 ________________________________ 20
260 _________________________________18%

P rin ts .
In  V arious c o lo r s _________________  10%

Cheese Cloth.
36 in . B leached C urity  G a u z e --------  06%
B e tte r  G r a d e s _________ 07% @08% @10

Flags.
Sm all Spearheads, doz. ____________ 1 90
L a rg e r sizes from  4x6 ft. to  10x15 ft. 

ran g in g  from , each  _____   $2.00@8.00

N apped Goods.
25 in. W hite  S h a k e r ______________ -  11
27 in. W hite  & Twill. S haker 12% @14%
C ashm ere Twill ________________ - __16%
27 in. L ig h t O u t in g s __13%@14%
27 in. D ark  O u t in g s_14%@15%
36 in. L igh t O u t in g s_16%@17%
36 in . D ark  O u t in g s_17%@18%

Notions.
S ta r  Snaps, gro. _________________  60
K ohinoor Snaps, g r o . _____________  60
W ilsnaps, gro. ____________________  75
Satin  P ad  S G G arte rs , d o z ._____ 2 00
Sam pson fly sw a tte rs , d o z ._______  75
R oberts  needles, per M . _________ 2 50
S tork  needles, pe r M. ___________ 1 00
Self T h read ing  N eedles, p a p e r ___  06%
Steel P in s  S. C., 300, p e r b o x ___  43
Steel P in s  M.C., 300, p e r b o x ____ 45
B rass  P in s  S. S., 160, per b o x ____  43
B rass  P in s  S. C., 300, per b o x ____  75
B rass  P in s  M. C., 300, pe r b o x __________  80
C oats T hread , doz. _______________  69
C larks M. E . T hread , d o z ._______  59
J .  J .  C larks T hread , doz. _______  56
B elding Silk, 50 yd., doz. ____ :__  90
Cobro Silk n e t w ith  elastic , g r o ._4 50
G ainsborough H a ir N e ts

Single S tran d  ___________________  80
Double S tran d  _________________ 1 00

W olverine n e ts , gro. _____________ 9 00
R. M. C. C rochet C otton, per box 75 
B-4 O. N . T . Cro. C otton, p e r box 90 
Silkene C rochet C otton, p e r box „  90
Sansilk  C rochet Cotton, per b o x _55
M & K  or D exters  K n it. Cot., w hite,

p e r b o x _________________________1 50
B lack an d  c o lo r s __________ ; ___ 1 75

Allies T a rn , bundle _______________ 7 50
F le ish e rs  k n i t t in g  W orsted okeins 2 30
F le ishers  Spanish w orsted bal’s -_2 60
F le ishers  G erm an t’n Zepher Balls 3 70
F le ishers  Saxony Balls _________ 3 70
F le ishers  K n ittin g  W orsted  Balls 2 60 
F le ishers  Scotch & H e a th e r B alls 2 90
Excello Suspenders, d o z ._________ 4 50
P res id en t Suspenders, doz. ______ 4 50
P res id en t Suspenders, Ex. H eavy  6 00

In fan ts ’ Hosiery.
C otton lx l  R ib H o s e _____________ 1 00
Combed Y arn  lx l  R ib H o s e _____ 1 85
M ercerized Lisle H ose, C ashm ere 

Silk HI. & toe, 60% W ool H ose 4 12% 
Silk & W ool H o s e _______________ 6 12%

C hildren’s H osiery.
BS No. 1 C otton H ose _________ 2 10/8

R. & F . 07%
2 T h read  200 Needle, 3 lbs. on 9 2 25/8 

R. .10 F . .05
M isses M ercerized 300 Needle

Combed Y arn  H ose ___________  2 25/7
R. .10 F . .06

M isses Cot. 28 oz. Dou. card . H ose 1 36/7 
U. & F. .05

M isses M erc. 344 N eedle H o s e _ 3 85 /7
R. .10 F . .05

L adles’ Cotton A  Silk H osiery. __
176 N eedle C otton H o s e _________ 1 15
220 Needle C otton H o s e ----------- — 1 35
220 Nee. Co. Y arn, seam  back H ose 2 50
232 “ B urson” rib  top ________ _— 4 25
232 “B urson” rib  top, o u t size H ose 4 50
520 “ B urson” sp lit sole H o s e ___ 4 25
220 Needle M e rc e r iz e d ___________ 4 00
P in t. 110, lisle, hem  t o p _________ 4 00
440 Needle full M ercerized _____ 6 25
F ib re  Silk Hose _________________  4 62%
12 S tran d  P u re  Silk H o s e _______ 12 00
P m t. 110 Silk & F i b r e -----------------8 50
260 N ’dle 18 in fibre boot m ock sm . 6 75
10 S trand  18 in. Boot S i l k ______9 00
L adies’ F u ll F ash , a ll s ilk  H ose_21 00

L adies’ Fleeced A  Wool.
220 needle, 2 lb. combed y a r n _____ 2 25
200 needle, 2% lb. comb, yarn  hose 3 00 
200 n ’dle, 2*4 lb. O.S. comb. yn. hose 3 25 
176 needle o u t size H o s e ----------------2 50

Men’s  Hose.
E . & F . H ose C o t t o n -------------------- J  40
R ecord, m ed. w eight C o t t o n -------- 1 90
R. & D. H eavy C otton H o s e ----- —— 1 50
176 needle C otton H ose -------------- — 1 25
200 needle combed y a rn  H o s e -------- 2 00
200/need le  full m ercerized  H o s e ----- 2 86
240 n eed le  fibre p la ted  H ose -------- 4 60
P u re  T hread  Silk H ose —----------------6.00
N elson’s R ockford socks, b d l . ----- — 1 30
N elson’s  R ockford socks, bdl. -------- 1 46
N elson’s Rockford socks, b d l . -------- 1 55
2*4 lb. W ool S o x --------- ---------- - - - - 2  26

, 3 lb. W ool S o x _______________  3 50@3 75

Childs W aists .
“Cub”  K n it W a i s t _______________ — 2 50
“B ea r” K n it W a i s t -------------------- - - 3  76
M uslin W a i s t _________  2 25@3 5004 50

Boys’ U nderw ear.
F leece U nion S u i t s _____________  7 00/2

R ise .76
E g y p t R ibbed U nion S u i t s --------  4 25/20

Rise .62%
“H an es” No. 958 R ibbed U . S. „  6 00/20 

R ise .62%
P a r t  W ool U nion S u its, a ll sizes 10 50
50% W ool U nion S u i t s _________  12 00/20

R ise .75
H eavy  F leece V ests  & P a n ts  — 3 00/16 

R ise  .37%
P a r t  W ool V ests  & P a n t s ___  5 60/1#

R ise o f A0
Spring.

Boys’ 72x80 pin  check A th. S tan . S. 4 75 
"H an es” 756 & 856 72x80 pin check 

A the ltic  S u it --------------------------6 12%
M isses’ U nderw ear.

V ellastic  V ests  & P a n t s _____ — 3 00/16
R ise .37%

H eavy  Fleeced U nion S u its  __—— 6 60/2 
R ise .62%

Med. w eigh t Fleeced U nion S u its  5 00/2 
R ise .50

P a r t  W ool U nion S u i t s _______  12 60/2
R ise  1 00

V ellastic  F leece U nion S u its  —  7 00/2 
R ise .75

Spring.
M isses Gauze 12 cu t U nion S u its  __ 4 25 
LSS1 “Sealpax” A th letic  S u i t s __ _ 8 50

L adles’ U nderw ear.
7 lb. B rush  B ack V est & P an ts , Reg. 7 25

Ex. 8 00
H eavy  F leece V est & P a n ts , Reg. 8 25

Ex. 9 00
W ool V ests  & P a n t s _________ R eg. 15 00

Ex. 16 60
M edium W t. R ibbed U. S. ___ R eg. 8 00

E«x 9 00
11 lb. B rush  B ack U nion Suits, Reg. 11 25

E x. 12 00
S ilkateen  & W ool U. S. -------- Reg. 23 00

E x. 25 00
M er. & W ool U nion S u i t s _R eg. 23 00

E x. 25 00
Spring.

l x l  rib , 12 c u t V ests, Dou. e x t r a _3 00
l x l  rib  Bodice Top V e s t s ___ Reg. 2 15

E x. 2 16
lx l  rib  Tu. V. N . v ests , lace t r .  Reg. 2 25 

E x . 2 50
12 cu t, lace & cuff knee U nion

Suit, Double Ex. _______________  6 25
lx l  rib , band  & bodice top  lace

union su its  _________________ R eg. 5 00
E x . 6 00

Men’s U nderw ear.
Red Label S h ir ts  & D r a w e r s __ _ 9 00
Red Label F leece Union S u its  ___ 16 50
B lack Label S h irts  & D r a w e r s ____  8 50
B lack Label F leece Union S u i t s _15 00
1658 H anes U. S. 16 lb. cot. ribbed 12 76
San. F leeced S h ir ts  & D ra w e r s ____  6 60
"H an es” rib . sh ir ts  & d raw ers  _ 7 60
W ool S h ir ts  & D raw ers __________ 14 00
San. Fleeced Union S u i t s ______   12 00
H eavy Ribbed Union S u i t s _________ 13 50
P a r t  Wool U nion Su its  __________  36 00
M er. & W ool Union S u its  _______  34 50
100% Wool Union Su its  ___ ;_____  48 00

Spring.
L aw rence S h irts  & D raw ers 7 00@7 50
Bal Tiggan S h irts  & D r a w e r s ___ 4 25
B albriggan E cru  U nion S u its  ___  8 00
Ribbed, E cru  Union S u its  ____ ,— 8 75
64x80 pin check nainsook, A th . S. 5 37% 
72x80 pin check nains. A th. S u its  6 25
F an cy  striped  nainsook _________ 8 00
B. V. D. A thletic  Su its  _______ 12 62%
F an cy  S trip  M adris -------------------9 00

B athing  S u its  for Spring Delivery.
M en’s all. pure  w orsted , p l a i n ___  22 50
All pure  w orsted w ith  ch est s trip es

27 00@32 00
L adies pu re  w orsted  p lain _______  25 00
L adies all pure w orsted  s triped  and  

color c o m b in a t io n s _________  27 00 up
Men’s  D ress Furn ish ings.

Slidewell Collars, linen ___________ _ 1 60
F lannel N igh t S h i r t s _______  10 50@13 50
“L in ine” Collars, p e r box -----------  34%
“C hallenge” cleanable, doz. _______ 2 75
64x60 percale d ress sh ir ts  _______  8 00
68x72 percale d ress sh irts  _________ 9 50
F ancy  M adras D ress S h irts  13 50@21 00 
Silk & Satin  S tri. on good g r. 22 50 0  36 00

Men’s W ork Furn ish ings.
No. 220 Overalls o r ja ck e ts  _____ 15 00
No. 240 Overalls o r j a c k e t s ________ 12 00
No. 260 O veralls o r j a c k e t s _____ _ 10 50
Stiefels, 285, rope s tripe , W abash  

s trip e  Club o r Spade overall o r
ja ck e t, 2 seam  trip le  s t i t c h e d _13 50

B lack  sateen  w ork sh irts , good qua . 9 00
Golden Rule w ork s h i r t s __________ 7 60
Piece dyed w ork s h i r t s _________  7.62%
B est Q uality  w ork s h i r t s ___ 9 00@16 50

Boys’ Furn ish ings.
K nickerbockers _____________  6 00@15 00
M ackinaw s, each  ___________  4 25® 8 50
O veralls. B row nies, e t c . __ _ 6 50® 9 00
Y ouths’ overall, 265 W eight ——-_ 10 25
Coverall H eavy K h ak i _____  12 00@16 50
68x72 D ress S h irts  _______________  8 50
“H onor B rig h t” Stifels W abash

S tripe  Rom per, red  trim  -----------  7 60
“H onor B rig h t”  K haki R om per,

Red t r i m _______________________   8 00
“H onor B rig h t” P la in  B lue Rom per,

Red trim  _______________________  7 60
L adies’ Furn ish ings.

M iddy Blouses, red , green o r navy, 
P a rk e r  & W ilder, wool flan., each  4 00

T rico llette  Overblouses, each ____ -  3 25
64x60 P erca le  aprons. L igh ts  ______ 8 60
64x60 P ercale  aprons, Indigo ___—  9 60

mailto:2.25@9.00
mailto:2.00@8.00
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Sauerkraut Scientifically Made With 
Bacteria.

They are making scientific sauer
kraut at the Department of Agricul
ture in Washington. It is a product 
obtained by the use of “cultures” of 
certain bacteria, which contribute the 
desirable flavor.

Ordinarily sauerkraut may be first- 
rate or it may be inferior. That is 
because its quality depends largely 
upon accident. The material jnust 
undergo fermentation, which is the 
work of bacterial “germs.” If the 
germs are not of just the right species, 
the product is unsatisfactory.

Government experts have isolated 
the particular species of bacteria that 
make the best sauerkraut. They have 
identified certain others which are un
desirable. The problem, then is easily 
solved by contributing a small quan
tity of a culture of a desirable species. 
They multiply with great rapidity, and, 
having a favorable start, shut out the 
bad ones. Thus the sauerkraut is sure 
to be of first-class quality.

As a result of these experiments, cul
tures of the proper bacteria will soon 
be on the market, so that anybody can 
buy them and by their use make sure 
of producing sauerkraut of the highest 
grade.

It is by the application of like meth
ods that the department has recently 
succeeded in producing Swiss cheese 
equal to the imported article and in
distinguishable therefrom. In that 
case cultures of two species of bacteria 
are used, one of which gives the de
sirable flavor and aroma, while the 

» other fights and subdues germs of ob
jectionable varieties. The cultures 
employed were originally obtained 
from imported Swiss cheese.

Roquefort cheese owes its much-ap
preciated aroma and flavor to germs— 
not to bacteria, however, but to micro
scopic fungi. The fungus concerned, 
in feeding upon the ripening cheese, 
makes the familiar bluish-green 
streaks. It was obtained from im
ported Roquefort by the experts in 
Washington, who hpve so utilized it 
as to produce from cow’s milk an 
imitation quite equal to the original, 
which is made from sheep’s milk.

In brewing establishments nothing 
is considered quite so important as the 
preservation and propagation of par
ticular species of fungous germs, 
called “yeasts,” for accomplishing the 
work of fermentation. Only recently 
have wine-makers applied the same

principle in their business; and, thanks 
to a recognition of the potentialties of 
selected yeasts, it has actually been 
proved practicable to make excellent 
wines from apple juice.

The flavor and aroma of sherry are 
not due to the grape juice from which 
the wine is made, but to the fungous 
germs that cause its fermentation. In 
the soil of the Xeres district of Spain 
these fungi are native. Floating about 
in the air, or adhering to the skins of 
the grapes, they get into the vats of 
freshly pressed grape juice and, multi
plying in incalculable numbers, give 
to it the peculiar sherry flavor. If the 
proper yeasts (obtained from the sedi- 
mnts of the vats) are introduced into 
the apple juice a wine is obtained that 
is hardly distinguishable from sherry.

If the happy days ever come back, 
any farmer can turn out sherry, hock, 
madeira, sauterne, or even champagne, 
from his apple orchard by the aid of 
yeast derived originally from Euro
pean vineyards and put up in little 
bottles.

Bad Eggs For Good Hens. 
Rotten eggs offer a somewhat puz

zling economic problem. Stale ones 
seem to find a ready market, but those 
that are really back numbers in an ex
treme degree do not invite purchasers.

Hence the new idea of utilizing them 
as feed for poultry. For that purpose 
they can be “broken out,” cooked, 
dried, ground up and packed in bar
rels. Cheap and guaranteed nutritious.

The Federal government has not 
wholly approved of this scheme, be
ing apprehensive lest the product be 
employed in one way or another as 
human food. Accordingly, it was dis
posed to insist that the preserved rot
ten eggs should be “denatured” by 
mixing with them certain chemicals. 
The suggestion however, was not 
deemed practicable, because such 
treatment would necessarily render the 
stuff impossible as chicken feed.

To get over the difficulty, decision 
has finally been made that rotten eggs 
for poultry feed shall be admitted to 
interstate commerce if they are hard- 
boiled, and then ground up shells and 
all. Or, as an alternative, they must 
be broken out and SO per cent, of 
cottonseed meal added. In either case, 
it is thought, they will not be deemed 
desirable for human consumption.

Don’t fail to know what goods are 
in your stock, and where to find them 
quickly.

Moseley Brothers
G R AN D  RAPIDS, MICH

Jobbers of Farm Produce.

Lewellyn & Co.
WHOLESALE

GROCERS

G r a n d  R a p i d s  a n d  D e t r o i t

BLUE GRASS
B U T T E R

BlueGrass

b  M  EvaporatedM i lK
^ S torage CqB ^ L î

• Grand

EVAPORATED
MILK

Order a bunch of GOLDEN KING BANANAS of

ABE SCHEFMAN &  CO. 
Wholesale Fruits and Vegetables

22-24-26 Ottawa Are. Grand Rapids, Mich.
WHEN YOU THINK OF FRUIT— THINK OF ABE.
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Propagating Whales Fo* Meat in the 

Great Lakes.
Recent recognition of the value of 

the whale as a meat-producing animal 
has suggested the idea that certain 
cetacean species might, for that very 
purpose, be introduced into the Great 
Lakes and bred there.

At first glance such a notion might 
seem an absurdity, for two reasons. 
First, whales are too big to make 
practicable their transportation from 
the ocean to the lakes; second, they 
belong to the sea, and not to fresh 
water.

When the matter is duly considered 
however, these objections disappear.

Whales are all sizes from the gi
gantic sulphur-bottom, which is the 
biggest animal that ever lived, attain
ing a length of eighty feet and a 
weight of forty tons, down to the 
everyday porpoise, which — though 
most peor le are not aware of the fact 
—is a small species of whale.

Whales, it is true, are native to the 
ocean; but they are mammals and not 
fishes, and the sea is to them merely 
water in which to swim—just as you 
or I swim in it on occasions. Unlike 
ourselves, they do not come out of it, 
but they are obliged to rise at intervals 
to the surface in order to fill their 
their lungs with air. Like ourselves, 
they are air-breathing animals.

There is no reason whatever for 
supposing that whales would not be as 
comfortably ât home in fresh water 
as in salt water if there were enough 
of it. There is plenty of it in the 
Great Lakes, the combined area of 
which is about equal to that of the 
Mediterranean. Lake Superior is over 
1000 feet deep in places, and the 
Northern part of Lake Michigan has 
depths exceeding 900 feet.

In choosing a species of whale for 
introduction into the Great Lakes it 
would be necessary, of course, to con
sider the matter of food supply. The 
sperm whale subsists mainly upon 
cephalopods related to the cuttlefishes, 
which are not found in fresh water. A 
like difficulty would apply in the case 
of the right whale, which feeds on 
minute pelagic mollusks and crus
taceans. Both, however, are impos
sible by reason of their great size.

But there are plenty of fishes in the 
Great Lakes, and there is no lack of 
fish-eating whales. One of these, the 
little piked whale is found in large 
numbers along the Atlantic Coast from 
Labrador to New Jersey. It is about 
twenty-five feet long when full-grown, 
and attains a weight of a ton and a 
half.

This whale, known to science as the 
least rorqual, is a shore-frequenting 
species, avoiding the high seas. It 
frequents bays, estuaries and other 
shallow waters in pursuit of fish.

To obtain specimens a‘ive would 
not be at all difficult. The little piked 
whales are often caught in the nets 
and traps of fishermen and, because of 
the damage they do to traps and nets, 
the fishermen usually kill them, re
garding them as a nuisance.

They are hardy animals, and it 
woiild surely be practicable to trans
port living and healthy specimens by 
rail in suitably constructed tank cars 
from the Atlantic Coast to the Great 
Lakes. There they might be expected

to breed rapidly, when once introduced 
being freed from the destructive per
secution of their natural enemies, chief 
among which are the swordfish and 
the ferocious orca; or killer whale.

If, with proper protection, “herds” 
—in the ocean we would call them 
“schools”—of little piked whales were 
established in the Great Lakes, they 
might, after a while, form an import
ant source of meat supply. Whale 
meat is hardly distinguishable from 
beef, either in appearance or in flavor.

- When raw it is red, and the fat looks 
exactly like beef fat. In the markets 
of San Francisco and Seattle it now 
sells at ten to twenty-five cents per 
pound, according to cut. Consider
able quantities of the meat have been 
shipped in refrigerator cars to East
ern cities from the Pacific Coast. It 
is now being canned on a large scale 
at Victoria, B. C. Whale steak roast 
whale and whale in other appetizing 
forms are offered on the menus of 
some of the best hotels and restau
rants in New York, Boston and Phila
delphia.

If little piked whales were success
fully bred in the Great Lakes, they 
would yield valuable products other 
than meat. Their hides to-day are 
worth eight cents per pound for 
leather. The oil derived from their 
jaws (the finest known for certain 
lubricating purposes) sells for $8 a 
gallon.

The little piked whale is one of the 
whalebone whales. But the whale
bone, which it carries in its mouth, has 
no Commercial value, being too small.

There is no question of the fact that 
the early progenitors of modern 
whales were land animals; but their 
descendents took to the sea, doubtless 
because it offered a more plentiful sup
ply and, no longer needing legs, lost 
them. This remark applies to hind 
legs. The forelegs of whales are 

, represented by their flappers. As if to 
prove the above mentioned theory, the 
sperm whale possesses a rudimentary 
thigh bone. So, likewise has the 
Greenland whale, with the addition of 
a rudimentary tibia.

Our Duty to Armenia.
Detroit, Oct. 31—All eyes are now 

turned to the coming conference, and 
friends of Armenia are anxiously ask
ing themselves the question: “What 
is going to be done for the Armen
ians?” Somehow or other, every one 
feels that now or never will Armenia’s 
wrongs be rectified. The only real 
protector that Armenia is counting 
upon is this country, and this we 
should consider an honor to us. Are 
we going to rise to our opportunity? 
Are we going to do our duty by her 
heroically and manfully, unafraid of 
what the Turks and their friends will 
think of us? Now is the time. This 
is the supreme test. With this last 
chance lost, we fear that in the ver
dict that posterity will surely pass on 
those responsible for Armenia’s 
wrongs America will fare no better 
than the rest of the world, which she 
reproaches for its selfishness and 
greed.

I realize that some people will argue 
that this country has been doing her 
utmost to relieve distress in Armenia 
for the last six years or so—distress 
that was due to no fault of ours— 
and that they can’t see what more 
could be done for them. We can and 
ought to make his country safe for 
the Armenian. Nothing short of this 
would be fulfilling our duty to strick
en Armenia. H. V. Moore,

Why not control 
in your town, the 
exclusive sale of 

the finest line of teas 
and coffees in the 
country?

W rite us about 
our SOLE AGENCY

C H A S E  & S A N B O R N
CHICAGO

M. J. DARK & SONS
GRAND RAPIDS, MICH.

Receivers and Shippers of All

S eason ab le  
Fruits and V egetab les

ONIONS
When you want fancy red or yellow globe onions, 
in any quantity, get in touch with us. We will take 
care of your needs to your complete satisfaction.

Vinkemulder Company
Grand Rapids, Michigan
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What Is the Matter W ith, the 
Churches?

Grandville, Oct. 31—What is the 
matter with the churches?

This question has been asked again 
and again without being satisfactorily 
answered. Perhaps there is no answer. 
To say that the church is going down 
because of dry rot from within is not 
saying much. It is like saying that 
the swelling kernel of corn bursts its 
bounds and grows, because-^well, be
cause it grows.

We poor humans cannot grow a 
tree; only God can do that. Neither 
can we produce a blade of grass or 
the smallest weed; it requires the 
workings of Nature, with a big N to do 
even that. Small job. isn't it? Never
theless the wisest scientist in the 
world falls down when he tries to ex
plain how a tree or plant grows.

We are up against it in more ways 
than one when we get to investigating 
the great things in nature, all of which 
are past our comprehension. We know 
the tree grows, but why does it grow? 
Aye, there is the rub—and we stick 
right there.

What is the matter with the church
es? Why, nothing, says one. They 
are going right along doing business 
at the same old corner. Indeed, are 
they? One minister has been cast out 
of the church because he said that 
some bible stories are not true else 
God is not good.

Very few even in the Christian 
church take every statement between 
the lids of that book as the inspired 
word of God. It is no longer heresy 
to question some biblical sayings as 
emanating from another source than 
from a most high God.

And yet, with all our enlightenment, 
the churches are trending downward. 
The interest manifested in Christianity 
is not what it was fifty years ago. A 
single minister worked wonders in the 
wilderness and budded a church 
edifice that was the pride of the coun
try round for many years. To-day 
that monument to the minister work
er's memory still stands, but its pulpit 
no longer echoes to the voice of 
theology, nor does the congregation 
gather there Sundays and sing praises 
to the* Heavenly throne.

Less than five miles distant is an
other church edifice erected by an
other wing of the same army. This, 
too, is deserted, given over to the oc
cupancy of bats and rats. Why is it? 
There must be a reason for it.

I am not attempting to give the 
cause for the decadence of the church. 
Wiser brains than mine may possibly 
do that. Numerous theories with re
gard to conditions have been frequent
ly advanced, none of which have prob
ably hit the nail square on the head.

In some towns community churches 
have come to take the place of the 
old sectarian denominations; for bet
ter or worse, I do not know It cer
tainly concentrates the religious army 
into more solid formation and with 
more members there is more money 
at hand to pay for preaching. Minis
ters of higher mental ca iber may thus 
be obtained, which is satisfying to the 
congregaton, however much is won or 
lost to the real good of the church.

Even back in the early days all 
ministers were not shoulder-hitters 
for the cross. A few there were whose 
liberality rather rasped on the nerves 
of the truly orthodox. I remember 
ope of these, brainy, liberal genial, 
kind and enthusiastic in his calling, 
who served the same church for more 
than thirty years and passed on a few 
years ago mourned by thousands to 
whom he had been as an elder brother 
during the stress and storm of monu
mental sorrows at the bedside of the 
sick and the graveside of the dead.

That one dlivine married more 
couples and preached more funeral 
sermons than any half dozen ministers 
in the State.

He was a good man, even though 
there were those uncharitable enough 
to doubt his theology. This man had 
a loyal church. Seldom were there

empty seats in his tabernacle, which, 
being true, , does not argue that it is a 
falling away from the old orthodox 
Christianity that is the cause of the 
decline of church attendance to-day.

We must look elsewhere for this de
cline of holiness in the land.

Automobiles! Is it true that the be
ginning of iack of interest in church 
attendance dates from the appearance 
of the first automobile?

Many people argue this way, and in 
a manner they are partly in the rght, 
but not wholly so. People are wiser 
in this generation than in the last. 
There is less ceremony and more of 
practicality in everything they do. The 
old funeral gloom of worship is no 
longer a drawing card.

Some churches have become awak
ened to this fact and are governing 
themselves accordingly. New church 
bui dings are equipped with gym
nasiums and some attention is paid to 
amusements, innocent amusements, 
and of a healthy nature of course. No 
doubt this is a wise step, and taken 
none too soon to save a complete 
debacle in church affairs.

The world war had much to do with 
church failure to enlist the interest of 
the people. Thousands of bright 
young lives were snuffed out in that 
great struggle for the salvation of our 
National life.

Up from the fields of France, along 
the Rhine, where so many brave boys 
fell victims to a hellish and brutal war. 
there arose pleading voices, calling for 
a salvation of immortal souls which 
the church methods of this country 
and Europe did not touch.

It was a demand for filling this 
vacant space that rebuked the narrow 
isms of orthodoxy and called for a 
broader, more sane and sensible belief 
in that immortal life for our fallen 
soldier boys which no church had been 
able to offer. This demand has gone 
on, filling the minds of men with a 
broader, more cheerful disposition of 
our beloved dead to which the church
es must come if they would avoid final 
dissolution.

Old Timer.

Her Age.
It is not an ordinary lawyer who 

can overcome a woman’s reluctance to 
tell her age, as was illustrated in a 
case recently tried by Charley Ward 
in Judge Brown’s court.

“And what is your age, madam?” 
asked the attorney.

“My own,” she answered promptly. 
“I understand that, madam, but how 

old are you?”
“I am not old, sir,” with indignation. 
“I beg your flardon, madam. I 

mean, how many years have you 
passed?”

“None; the years have passed me.” 
“All?”
“I never heard of them stopping.” 
“Madam, you must answer my ques

tion. I want to know your age.”
“I don’t know that the acquaintance 

is desired by the other side.”
“I don’t see why you refuse to 

answer my question,” said the attor
ney, coaxingly. “I am sure I would 
tell you how old I was, if I were 
asked.”

“But nobody would ask you, for 
everbqdy knows you are old enough 
to know better than to be asking a 
woman her age, so there.”

And the attorney passed on to the 
next question.

It is probable that more money is 
lost through quantity buying, except 
by the sellers, than is made by it. The 
extra discount is usually more than 
lost through the deterioration and 
slowness of turnover.

What a Dollar Did For Me. 
“Just sign your name to this slip, 

pin a dollar bill to it and mail it in the 
enclosed envelope.” So read the cir
cular letter which offered me a four 
months’ trial subscription to a trade 
journal for a limited period.

I had never been much of a hand 
to read business magazines, but I de
cided to try this one dollar’s worth.

Now let me tell you some of the re
sults of spending that dollar, some of 
the opportunities that came to me 
during the dollar’s worth of subscrip
tion, without going on to say what has 
come my way as a result of the con
tinuation of the subscription.

Along came the first number of this 
trade paper for which I had sent my 
dollar bill.

There was an account in it of a fel
low who had doubled his business by 
taking on certain new lines. It set me 
thinking. Some of the lines mentioned 
looked as if they might sell. I inves
tigated one of them and ended by 
stocking the goods, which moved off 
readily.

It seemed that people were ready 
for the new line. If I had taken on 
the line and operated in my usual man
ner, I would not have done much, but 
I followed the suggestions of the 
manufacturer who sent advertising and 
display matter and showed me what 
to do. _

Part of my decision to turn over a 
new leaf and get up-to-date was due,
I believe, to reading in the trade jour
nal frequent articles. These articles 
always made me realize that I was 
taking it pretty easy, and that the busi
ness rewards are for the men who 
hustle after them instead of waiting 
for them to come along. I began to 
show more “pep” in my business. I 
had “pep” enough in reserve, but pre
viously most of it had gone into out
side affairs, like the lodge and sports.

I had always advertised some in the 
local papers, but I didn’t know how 
poor my advertising was until I read 
some of the ideas about good adver
tising when the appeared in the trade 
journal. I saw my advertising was 
just about good enough to be called 
advertising, and that was all. I began 
to study up how to advertise. The 
trade journal had articles about it and 
samples of advertising and I bought 
a book or two on retail advertising.

Pretty soon I began to do better, 
and my advertisements began to pro
duce results, and from that time they 
have been improving, until now I don’t 
take a back seat for any of the mer
chants in my town.

The one thing I discovered was that 
there are a lot of new things in the 
way oUequipment that I did not know 
about, or at least hadn’t thought any
thing about. I kept seeing equipment 
advertised in the trade journal and it 
set me thinking. I was doing business 
in too old-fashioned a way. I needed 
to get equipment that would help me 
to handle business better and faster 
and save money all of which meant 
more profits. I wrote to advertisers 
and talked with salesmen until I found 
what would help me most, and bought. 
Then I proceeded to add a little new 
equipment whenever I could spare the 
price.

By getting certain items in this line

ahead of other stores, I got a little ad
vertising out of them. The newspaper 
would make free mention of the fact 
that I had installed this or that device 
for the benefit of my trade. When 
others put the same thing in later, the 
novelty of the idea was gone and it 
had lost its advertising value.

It didn’t take me long to discover 
that the advertising pages, as well as 
the reading pages of that trade paper, 
were pretty valuable to me. I studied 
them carefully and wrote to many of 
the advertisers. In plenty of instances 
the enquiries did not result in my buy
ing, but in many cases they did, and 
I can count up a score of advertise
ments, within the period of that dollar 
trial subscription, that resulted in re
turns of many times the dollar invest
ed, and the returns are still coming.

If I had stopped with subscribing 
for the paper and had not read it I 
would have been out a dollar, but 
it never was my way to spend one 
dollar or more without trying to get 
my money’s worth from it, and this 
time I certainly got the biggest return 
I ever did for that amount of money.

Frank Farrington.

Harry Lauder’s Favorite Reading. 
“My bank book is my favorite 

reading, I confess. I do my .work for 
the love of it because my heart is in it. 
But a bank book can be thrilling—the 
best literary thriller in the world. 
Next to the Bible, the bankbook is the 
world’s greatest book. The edition 
of the bank book is too limited. Every 
man should have his copy. And he 
should keep it for private circulation 
—very private. No other one in the 
world should know what is in that 
precious bank book. The Scots have 
a proverb: ‘Aye, keep somethin’ to 
yersel’ ye would na tell, to onyl’ That’s 
your bank book. On every page there 
should be something nicer than on the 
page before. And every bank book 
should have a happy ending. On the 
last page the end should be: ‘Con
tinued in our next.’ The bank book 
should be the foundation of the family 
library. People open the check book 
too often and the bank book not often 
enough. The check book’s too full of 
reading matter!”

A Catchy Sales Idea.
Oftimes, merely a different sales 

angle will enable you to clear your 
shelves of old stock. Most selling is 
done through an idea. If the idea 
takes hold of the public fancy the sale 
is made. .If you want to move some 
merchandise now announce that you 
are holding “An Even Break” Sale on 
this merchandise. One way of adver
tising it is to take some black enamel 
and draw a thin line across your win
dow glass so it will appear as if it 
had been broken evenly. Use a sign 
that reads:

It Is an Even Break
All we’re going to do is to get our 

money back—and get the room we 
need for new goods.

A merchant may have been in busi
ness in his present location many 
years and yet be mistaken in thinking 
that everyone within trading distance 
knows about his store and the stock 
carried.
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big two-fisted idea back of Sunsweet
this year

The 2-pound carton of prunes is the big 
merchandising idea back of Sunsweet this 
year. And it is tied to a big advertising 
idea: “Sha\e hands with health every day."

Our advertising in the national maga
zines, our advertising in the newspapers, 
our outdoor advertising, our dealer-helps— 
all will feature the 2-pound Sunsweet car
ton linked with a slogan that will soon be 
on every tongue.

“Shake hands with health every day” 
is a slogan that has ring and that has swing. 
It is easy to remember and repeat. And— 
because it has the “health-punch” it hits 
home to every reader.

In the 2-pound Sunsweet carton the 
California Prune 6? Apricot Growers 
Association has given you a new unit of 
sales that is bound to go big. The advan
tages of handling prunes in cartons are easy 
to see: There is no shrinkage of fruit. No 
loss from down weight or sampling. You 
spend no time wrapping. You have no

packaging expense. It automatically in
creases your unit of sales. And it gives you 
an automatic display of Sunsweet Prunes 
for your windows and shelves.

To the consumer, too, the 2-pound car
ton of Sunsweet Prunes is a “happy idea.” 
It is clean. It is handy. It keeps the fruit 
flavor-fresh. And it appeals alike to the 
small family or the large family with the 
small-sized pantry.

Now th a t Sunsweet advertising is 
focused on a pick-off-the-shelf package, it 
is going to be of more help to you. Trans
late the message of Sunsweet—“Shake 
hands with health every day” into cash- 
register terms and you have: “Shake hands 
with profit every day.”

That, by the way, is the title of a little 
book Paul Findlay has w ritten  for his 
Sunsweet friends. Send for it today! And 
stock up now on the 2-pound Sunsweet 
carton—the biggest idea in selling prunes 
that has yet been put over!

C A L I F O R N I A  P R U N E  Sf A P R I C O T  G R O W E R S  A S S O C I A T I O N  
1158 M A R K E T  ST. ,  S A N  J O S E ,  C A L  • 11,000 G R O W E R ' M  E M B E R S

SUNSWEET California's
Natine-
Flavored PRUNES
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Gabby Gleanings From Grand Rapids.
Grand Rapids, Oct. 31—That the 

patronage of the commercial traveler 
is a very large item for consideration 
by the hotel proprietor, there is no 
question; that the hotel-keeper is also 
aware of such fact, there is no doubt. 
The great trouble in the past has .been 
a lack of co-operation; the absence of 
a channel through which there might 
be a free expression of opinion re
garding all matters of mutua; interest 
to the respective parties. That con
dition, has now passed, due to the 

.action of the Tradesman in opening 
its columns to the discussion of the 
question from both sides in a fair and 
impartial manner. Nothing can ever 
be accomplished by committees which 
permit themselves to be subsidized by 
the hotels by accepting free dinners 
and banquets, which is too apt to be 
the argument employed by hotel men 
in handling the question. Of course, 
committees who accept such cour
tesies from the hotel men effectually 
tie their hands so that thev cannot 
properly represent the interests they 
are expected to serve. The traveling 
salesmen should understand the feel
ing of the hotel-keeper toward him; 
that his business is by no means small 
and inconsiderable, and that his influ
ence for spreading favorable comment 
throughout the country is not to be 
overlooked.

It is regrettable that we had not 
gotten together before, as we believe 
that much of the newspaper and other 
aghaton would have been entirely 
avoided or greatly minimized.

The principal grievance by the trav
eling men is confined mainly to the 
questions of rates, and we have been, 
and are, advising hotel men to reduce 
rates whenever and wherever possible, 
commensurate with existing condi
tions. The question of rates and so- 
called statistics presented either to 
justify or condemn them has been 
referred to so many times in the re
cent past as to make it unnecessary to 
go into further detail at this time, ex
cept to recall once more the fact that 
hotels did not increase their rates for 
rooms and food during the past years, 
in keeping with the increase in their 
operating costs as a comparison of 
hotel prices with figures of the report 
of the United States Department of 
Labor will show.

The reason they did not do so was 
because they were the recipients of an 
unusual and abnormal volume of busi
ness, which made it unnecessary that 
rates be increased proportionately with 
costs. This unusual and abnormal vol
ume of business has disappeared. The 
profits from the sale of wines and 
liquors are gone. The hotelman is 
now paying practically as much as he 
paid during the peak prices of 1920 
for such items as labor, china, glass
ware, linen, freight, express and print
ing. There has been very little de
crease on many items, such as house
keeping supplies, engineering supplies 
and other like charges. In addition, 
the hotel man is now oaying more than 
ever for taxes, gas, coal, steam, elec
tric current, music, telephone service 
and insurance. Comparison of pres-- 
ent menu prices with those of a few 
months ago will show that hotels have 
reduced food prices in keeping with 
the reduced costs of food materials. So 
far as the reduction of room rates is 
concerned, the hotels find themselves

in the same position as the railroads, 
with which position the public is thor
oughly familiar—namely, with prac
tically a passenger and freight charge 
of double their pre-war tariff- they are 
unable to make a profit owing to their 
operating costs and decreased volume 
of business—indeed, the railroads are 
in a better position than the hotels be
cause they did not have the most 
profitable department of their business 
taken from them, as did the hotels by 
prohibition.

In conclusion, we suggest that 
wherever and whenever the hotel- 
keeper has an opportunity to meet the 
traveling man personally, let him spare 
no pains to present his side of the 
case, and always try to meet the other 
fellow half way. The result will be a 
better feeling and understanding be
tween all concerned.

A certain salesman has a very in
teresting method of introducing the 
demonstration. He travels in a road
ster, which he draws up in front of 
the shop of a prospect for his specialty 
which is sold to butchers. Going in
side the shop, he waits quietlv in line 
for his turn. He asks the dealer if 
he can buy bacon ends, which are the 
pieces that are too small to stand 
slicing by hand after the rest of the 
slab of bacon has been used. Usually 
the dealer is only too glad to quote a 
price always below that of good bacon. 
Often the butcher offers to sell the 
sa.esman fifteen or twenty pounds per 
week. Once he has been quoted a 
price, the salesman goes to the road
ster and brings back a shiny, red ma
chine. Setting it up on the counter, he 
takes one of the bacon ends and pro
ceeds to cut a dozen or more salable 
slices. He takes these to the scales 
and after jotting down a few figures 
shows the dealer just how long it will 
take his saving in meat to pay for the 
machine. A sale usually results.

Eighty thousand dollars will be 
spent in enlarging and modernizing 
the Gregg Hotel at Adrian.

The new Michigan Central depot at 
Hastings, which has been under con
struction since May, will be opened in 
about a week The old frame shack 
which has done service since Hastings 
was a village is to be wrecked and in 
its place will be a nice grassy lawn 
with flower beds and cement walks.

M. W. Osborn, a member of Grand 
Rapids Council has been appointed as 
counselman in East Grand Rapids. 
This is in addition to- his duties as a 
representative of Barclay, Ayers & 
Bertsch.

The next U. C. T. meeting will be 
held Nov. 4, at which time the mem
bership committee will report on the 
work of the past month. A large 
number of applications for member
ship are to voted on.

Little Bettie Huldin daughter of San
ford Huldin the Lily White flour sales
man, is suffering from a severe attack 
of tonsiljtis. Mrs. Huldin, who has 
been quite ill for several weeks, is im
proving.

M. W. Osborn is building a new j 
home at 2135 Lake Drive.

On Sept. 30 a man registered at the I 
Hotel Dav Midland, as E. H. Michaels 
of Flint. He had been a guest at the 
hotel previously and had always paid 
his bills, so that he had an acquaint
ance with Miss M. M. Day the land
lady. On this occasion he stated that 
he had failed to receive his remittance 
gnd asked her to loan him $15 in or-
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HANNAFORDS 
NEW CAFETERIA

9-11 Commerce Ave., or 
45 Monroe Ave.

For The Past 10 Y ean  
Prop, of Cody Hotel Cafeteria

W e s te r n  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

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

T h e best Is none too good fo r  a  tired  
C o m m ercia l T ra v e le r .
T r y  th e  C U S H M A N  on yo u r nex t tr ip  
and you w ill feel r ig h t a t  home.

OCCIDENTAL HOTEL
FIRE PROOF 

CENTRALLY LOCATED 
Rates Si 50 and up 

EDW ARD R. s W t l T ,  Mgr. 
Muskegon i-t Michigan

HO TEL W HITCOMB
S t. Joseph , Miflii,

E uropean P lan
H ead q u a rte rs  for Com m ercial Men 

m aking  the  Tw in  C ities of
ST. JO SEPH  AND BENTON HARBOR
Rem odeled, re fu rn ished  and  redeco r

a te d  th roughout.
Cafe and  C afeteria  in connection 

w here the  b e st o f food is  ob
ta ined  a t  m oderate  prices. 

Rodm s w ith runn ing  w a ter il.du, w ith 
p riv a te  to ilet $1.75 and  $2.00, w ith 

p riv a te  ba th  $2.50 and  $3.00.
J .  T . TO W N SEND , M anager

Beach’s Restaurant
Four doors from Tradesman office

Q U A L I T Y  T H E  B E S T

SIDNEY ELEVATORS
Will reduce handling expense and speed 
up work will m ke money for you Easily 
installed. Plans and instructions sent with 
each elevator Write stating requirements, 
giving kind of machine and size platform 
wanted, as well as height. We will quote 
a money saving price.

Sidney E levato r Mnfg. Co., S idney, Ohio

3 Short Blocks from Union Depot and Business Center
H O T E L  B R O W N IN G

MOST MODERN AND NEWEST IN 
GRAND RAPIDS

ROOMS with Duplex Bath $2.00; With Private Bath $2.50 or $3.00

CODY
HOTEL

IN THE HEART OF THE CITY 
Division and Fulton

RATES I up w *tkout bath 
( $2.50 up w ith bath

CODY C A F E T E R I A  I N  C O N N E C T I O N
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der to get some Roods from the ex
press office, which amount he aRreed 
to return to her the next day. He dis
appeared the same day and has not 
been seen since. Under date of Oct. 
2 he wrote on the stationery of the 
Hotel Flint that he had been, com- 
pel.ed to r o  to Flint on account of 
illness and that she could send him his 
mail teleRrams to that address. On 
receipt of the letter Miss Day wired 
Michaels at the Flint hotel. Western 
Union advised her that there was no 
Michaels reRistered at the Flint hotel 
and that the hotel did not know any 
one by that name. Michaels claimed 
to be a member of Flint Council, U. C. 
T., and Miss Day wrote the Secretary 
of the Council, enquirinR about the 
Rentlemen, but received no reply. 
Under the circumstances it looks as 
though the man Michaels was not 
what he should be and MichiRan 
hotel keepers are warned against him 
until such time as he makes proper 
amends for his misdeed at Midland and 
gives some assurance that such con
duct will not be repeated.

Allan F. Rockwell has given up for 
the season his summer cottage on Wall 
Lake, near Delton, where he is under
stood to have one of the most com
plete establishments of the kind in 
the country. On one tree he hangs 
a pickaxe On another tree he has a 
meat axe and on another tree he 
hangs a hammer. These implements, 
he says, he has handy in order to kill 
his fish which he is alleged to catch 
in boat loads. He also has a contriv
ance which looks very much like a 
diving board, hut proves to be a live 
box in which he keeps his fish until 
he is ready to slaughter them in 
wholesale quantities. Those who have 
been guests of Mr. Rockwell and wife 
during the summer insist that they are 
hosts par excellence and that the 
conveniences and modern features they 
have installed at their cottage are in 
keeping with the gigantic imaginations, 
not to say exaggeration, of the owner 
of the premises.

Who saia ihe U. C. T. boys could 
not have a good luncheon club? Every 
Saturday finds new faces seated 
around the tables. Last Saturday we 
had the largest crowd that ever turn
ed out. The main speaker was L. C. 
Harris, a man who has had a great 
deal of experience in Exchange Clubs 
and was honored with the highest of
fice—that of National President. Mr. 
Harris, in his own emphatic way, gave 
many reasons—and they were all 
good reasons—why every traveling 
man living in the city of Grand Rap
ids should be vitally interested in the 
You-See-Tea Luncheon Club. It does 
the ordinary traveling man very little 
good to belong to the Exchange, Ro
tary or Kewanis Clubs, because a 
large percentage go out Monday 
morning and do not get back until 
Friday night, so the You-See-Tea Club 
fills a long felt want and each Satur
day it is the aim of the managers of 
this Club to have some good speaker 
—somebody who can say a whole lot 
and yet not take up a great deal of 
time—'because it is a positive rule that 
the luncheon start at 12:45 and close 
at 2 o clock. At the close of his very 
good talk Mr. Harris was given a 
rising vote of thanks and he was 
unanimously elected an honorary 
member No. 2 of the You-See-Tea 
Club. Another gentleman who was a 
guest that day, E. C. Geissler, who 
was the first President of the first 
Exchange Club ever organized, gave 
a very nice talk and complimented the 
hoys on what they were doing. Now 
at this time we will not give the name 
of the speaker for next Saturday, but 
we will tell you that we have a good 
one and you will miss a whole lot if 
you do not come. It will also be 
grocery salesmen’s day and the prom
ise is made by the different wholesale 
grocery houses in the city of Grand 
Napids that there will be present the 
v 'tire salesforce, or as near as they 
can have it that way, because there 
is always somebody who for some

particular reason cannot be with them; 
but it is expected to have the entire 
salesfo'rce of each of the different 
wholesale grocery houses at the lunch
eon Saturday, Nov. 4. Every member 
of the order of United Commercial 
Travelers is eligible to full member
ship in the You-See-Tea Luncheon 
Club. Every salesman in the city of 
Grand Rapids and every sales man
ager in the city of Grand Rapids will 
find the glad hand extended to him 
each and every Saturday by the dif
ferent members of the club assembled 
m the Rotary room of the Pantlind 
Hotel.

The first party of the series given 
by Grand Rapids Council came oil at 
Knights of Columbus Hall last Sat
urday evening. It was a big success 
m every respect. The committees 
worked very hard to accomplish this 
result and feel fully repaid for all 
their effort and energy. Roseland 
melody orchestra of six pieces fur
nished the music, which was enjoyed 
to thè utmost. The hall was decor
ated beautifully and cider and dough
nuts were served to those who cared 
for either or both. This was the first 
of a series of ten dances to be con
ducted under the auspices of Grand 
Rapids Council to be held at the same 
place. The next dance of the series 
will be held Nov. 11, which is armis
tice day. It will be a special armistice 
night dance and several big surprises 
are in store for those who are so 
fortunate as to attend. All U. C. T. 
boys and their friends are invited to 
join in the festivities.

W. H. Lanphrend, who was engag
ed in the grocery business at Stanton 
for several years, has concluded to 
re-engage in the grocery business at 
Mt. Pleasant. The Worden Grocer 
Company furnished the stock.

Edwin White, who was engaged in 
the grocery business on Scribner 
street, Grand Rapids, for twenty-five 
years, but who has been engaged in 
the dry goods business at Northville 
for the past fourteen years, was in 
the city a couple of days this week, 
going over the sample sale of Carson, 
Pirie, Scott & Co., at the Pantlind 
Hotel.

The remarkable achievement of the 
Grand Rapids Dry Goods Co. in forc
ing a reduction in its insurance rates 
in the face of the determined opposi
tion of stock company conspirators 
and the underhanded methods of local 
fire insurance agents is inspiring other 
local houses which have long suffered 
under the yoke of the stock fire in
surance monopoly to take similar ac
tion to secure relief. Now that the 
Dry Goods Co. has pointed the way, 
it is an easy matter for other houses 
which have sprinkled risks to secure 
relief by undertaking the campaign 
in the proper manner.

Wilson Hutchins (Hazeltine & Per
kins Drug Co.) goes to Manistee on 
the morning train Thursday to super
intend the taking over of the Lyman 
Co. drug stock by his house.

Retail Dry Goods Men Oppose Price 
Advances.

New York, Oct. 31—Retailers are 
not taking kindly to advanced prices, 
according to a country-wide survey 
undertaken by the National Wholesale 
Dry Goods Association. Only in the 
South and Southwest, the canvass 
shows, is there any willingness on the 
part of retailers to purchase higher 
priced merchandise, and this change in 
attitude may be traced to the main
tenance of high prices on cotton. In 
the Northwest or farming region, re
tailers reported that farmers have 
shown a determined opposition to 
buying anything at advanced prices. 
They are especially firm in this posi
tion because of ther reduced prices they 
are obliged to take for most of their 
products. Staples seem to be about 
the only merchandise the farmers are 
interested in.

Getting Ready For Canned Foods 
Week Again.

1?he Canned Foods Week Commit
tee of the National Canners’ Associa
tion recently met in Washington and 
outlined a plan of campaign for the 
coming event. In view of the name 
Canned Foods ^Veek” being retain

ed, the date was changed accordingly 
to March 3 to 10, 1923. An order has 
been placed for sample window 
streamers to be used at the fall meet
ings and conventions. The streamer 
will be similar to the red, white and 
blue one used last year and the word
ing practically the same. The Canned 
Foods Week Committee feels that an 
equitable distribution of funds for 
the complete campaign would be along 
the following lines: The canners and 
machinery supply men contribute to 
the fund for furnishing the streamers. 
Brokers and wholesale distributors to 
raise the necessary funds which will 
be used locally in putting the cam
paign over.

Tenderer horse have brought $6, and 
some producers figuring on secur
ing even more money; other Tender
ers obtainable at $5.25@5.50, with mix
ed lots ranging from $4@5 as to 
quality.

■Dry Hides—Steady. Values range 
from 17@18c asked at outside points, 
with some talking 20c basis.

Sheep Pelts—Strong and in small 
supply.

Hides and Pelts.
Country Hides—Slow on the light

er weights, with demand none too 
urgent on the heavier stock. Heavy 
steers alone listed 14@16c asked, with 
some high grade lots held up to 17c; 
heavy cows 14c asked for partly long 
haired, up to 15c on shorthaired stock; 
buff weights 14^@15c asked for late 
receipts; extremes 16@16^c asked, 
outside for choice shorthaired hides; 
bulls 11H@12J^c asked.

Calf and Kip—Steady on good qual
ity.

Horse Hides—Steady. High grade

Do Your Salesmen Know—
Where the goods are, so that they 

may save time for themselves and for 
their customers?

Which lines sell best and which 
show a tendency toward slowness?

How long each article has been in 
stock, so that they may, in the interest 
of the store, sell those things which 
arrived first?

Which lines the buyer wishes push
ed, cither because of profit range or 
for other reasons?

The stock as a whole, especially as 
to price, size and color?

Why each article was made and 
what it is used for?

Where it was made and if it is up- 
to-date in style?

How it was made and particularly 
whether there are any processes of 
manufacture that make it particularly 
desirable?

What it is made for? Do the raw 
materials used especially recommend 
it and why?

What will it do—beautify, protect, 
nourish, be durable, comfortable or 
convenient?

For Your
Best Trade

S e a s id e  L im as and 
B aby L im as are th o r
oughly cleaned, graded 
and inspected.

You can always recom
mend them  w ithout hesi
tation to  your customers.

?— \ SEASIDE■ P  C A U F O J IN M  mm 
LIMAS and BABY LIMAS

California Lima Bean Growers Assn.
Oxnard, California

mailto:5.25@5.50
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Mich. State Pharm aceutical A ss’n. 
P res id en t—George H . G rom m et, D e

troit.
S ecre ta ry—L. V. M iddleton, G rand 

R apids.
T rea su re r—E . E . F au lk n er, M iddleville. 
E xecu tive  C om m ittee—J . A. S k inner 

D. D. A lton and  A. J .  M iller.

Michigan Board of Pharmacy. 
M em bers—Jam e s  E. W ay, Jackson ; 

Chas. S. Koon, M uskegon; H . H . H off
m an,. S undusky; O scar W . Gorenflo. D e
tro it;  Jacob  C. D ykem a, G rand  R apids; 
J .  A. Sk inner, C edar Springs.

P res id en t—Jam es  E. W ay, Jackson . 
Sec 'y  and  T reas.—C harles S. Koon, 

M uskegon.
D irec to r o f D rugs and  D rug  S tores— 

H. H . H offm an. Sandusky.
N ovem ber M eeting—G rand  R apids, 

Nov. 21. 22 and  23.

Will Cover Thumb For H. & P.
Drug Co.

Paul A. Snowman, the Lapeer drug
gist, was in the city last week. While 
here he closed negotiations with the 
Hazeltine & Perkins Drug Co. to 
represent that house in the Thumb 
territory. He will visit every town 
which has a drug store every two 
weeks from Port Huron on the East 
to Vassar on the West and from Port 
Hope on the North to Pontiac on the 
South.

Paul A. Snowman.

Mr. Snowman was born in Prussia 
Feb. 6, 1879. When he was two years 
old his parents came to America, lo
cating in Lapeer. He was educated in 
the public schools of that place, leav
ing school after completing the 8th 
grade to enter the drug store of S. N. 
Vincent & Son, He remained with 
that firm five years, when he took the 
management of the Mix & Myers 
drug store. Two years later he re
signed that position to take a position 
as traveling salesman for Nelson 
Baker & Co. of Detroit, in Kansas. 
Six months later he returned to La
peer and purchased the drug stock of 
Henry Heffelbower. Two years ago

he sold a half interest in the business 
to Paul Des Jardins since which time 
the business has been conducted under 
the style of Des Jardins & Snowman.

Mr. Snowman was married in 1906. 
His wife died in 1912 and two years 
later he married Miss Minnie Walker, 
of Lapeer. The family reside in their 
own home at 80 Main street. Mr. 
Snowman is the father of a promising 
boy of 14, who plans to become an 
analytical chemist.

Mr. Snowman is a 32d degree mason 
and is also affiliated with the K. of P. 
He attends the Presbyterian church. 
He was a member of the water board 
for several years and also served on 
the park board several terms. He is 
now a member of the city commission 
which governs Lapeer.

Mr. Snowman owns up to but one 
hobby, which is fishing. He attributes 
his success to hard work and keeping 
everlastingly at it. Unless all signs 
fail, he will achieve a signal success in 
his new connection.

Some Self-Evident Truths.
That honesty is not only the best, 

but the most profitable policy.
That business succeeds only as it 

serves.
That no business can long exist un

less it performs some service either 
better or more cheaply than any other 
agent.

That retaining the business of an 
old customer is more important than 
getting the business of a new cus
tomer.

That courtesy pays dividends regu
larly and promptly.

That a business which is operating 
without a knowledge of its costs is 
riding to ruin.

That the best salesmen a business 
can have are its customers.

That the greatest asset of a man or 
a business is the reputation for fair 
dealing.

That the good-will of the employed 
is just as desirable as the good-will of 
the trade.

That all the advertising in the world 
will not create a permanent demand 
for an inferior product.

That success in business is more 
often won by men who are steady, 
conscientious pluggers than by the 
brilliant on-again-off-again boys.

That common sense is the rarest 
commodity on the market

That all of us know more than any 
of us—therefore, let us not fight our 
competitors but rather co-operate 
with them.

That the prizes in this world go to 
those who are orderly, industrious, 
fair and temperate.

Can you take advice? You’ll get 
there, then; never worry.

Self Improvement in Salesmanship.
One of the greatest mistakes a sales

man can commit is not to think of the 
way in which he and his sales will be 
remembered by the buyer. He for
gets that enormous amounts of money 
are spent annually by the shrewdest 
business men to build up those re
membrances in their customers’ minds 
which are collectively called good 
will. A customer who remembers you 
not unfavorably, not indifferently, but 
distinctly in a favorable way, is not 
only your best walking advertisement, 
but a valuable asset to you as a pros
pective buyer of the things you sell. 
Remember this carefully and sell not 
only with your eyes on the immediate 
sale you are making, but so that even 
in case you lose the immediate sale, 
the remembrances the buyer retains of 
you will bring him back to you with 
a definitely friendly feeling towards 
you and your goods. Dignity is not 
insolence, nor is it servility. Do not 
bully your customers, but also do not 
cringe before them. Do not make 
them feel that you condescend to them, 
but neither should you abase yourself 
before them. Do not insult people 
who are trying to buy something from 
you; but on the other hand, do not 
tolerate any deliberate insults on their 
part. The poise required to leave a 
lasting pleasant impression on the cus
tomer will come to you quite naturally 
as a result of sincerity and earnestness 
of purpose on your part in the ex
ercise of your selling service, once 
you have firmly grasped the true re
lation of the seller to the buyer.

Cubs or Experienced Men?
A manufacturer recently was unde

cided whether to employ an experi
enced salesman at $3,600 per year or 
to employ three young college men at 
smaller salaries. The amount of 
money that could be saved by employ
ing the three men instead of one 
looked like a good bet, yet he had his 
doubts. There seems to be two 
schools of thought on this subject. The 
plan of employing young and inex
perienced men leads to a big salesman 
turnover and a great deal of dissatis
faction with the low pay received 
while they were learning, and which 
leads to a great deal of knocking when 
they get out. For this reason, one 
large organization has turned to ex
perienced men only. Another organ
ization has turned to experienced men 
only. Another organization has re
versed this order and now chooses all

its salesmen from among cubs, college 
men or not. It wants to catch them 
young and train them in the ideals of 
the business. It does not ask them to 
work for nothing, and points out to 
them the opportunities for promotion 
for those who warrant it. One factory 
has two sentences which they publish 
as their established policy: “All the 
best jobs in the factory and tannery 
filled from the ranks. No good posi
tions filled from the outside, but al
ways from the inside.” A man in 
charge of hiring and training men for 
a large publishing house believes that, 
in time of stress, the experienced man 
has more stamina and does not get 
discouraged so easily as the younger 
man. The question of whether to hire 
experienced salesmen or cubs leads to 
the fundamental question of manage
ment. The man who hires young men 
and keeps them at low pay, invites a 
high turnover and low morale. The 
man who lures high-priced salesmen 
away from competitors whenever a 
sales slump turns them loose is also 
apt to see the morale of his sales force 
drop. The owner who wants his or
ganization to develop should never be 
too busy to see that his methods of 
handling men and helping them grow 
are fundamentally right. He will then 
perhaps hire both experienced men 
and those without experience, but see 
to it that both receive the proper 
training. Roy Dickinson.

Why Seas Were Named.
The Red sea gets its name, some 

authorities say, from its red coral 
reefs and coral bed. Others say the 
sea takes its name from the ancient 
Edom which lies along its shores and 
whose name signifies red. The White 
sea is frozen over during a part of 
the year and the shores are covered 
with snow, hence its name. Anyone 
who has seen the Yellow sea will not 
be at a loss to know why it was so 
named. The rivers of China pour a 
vast amount of mud into the sea 
which colors the waiter yellow. More
over, the sea is shallow for a long 
distance ' out from shore and the 
sandy bottom contributes its hue to 
the waters. Why the Black sea was 
so named seems to be a mystery. The 
Russians gave it the name, possibly as 
a contrast to the White sea far to the 
North. Long before the Russians 
the Greeks called it the Inhospitable! 
Later being a diplomatic people and 
having to sail upon its waters they 
changed the name to Hospitable.

If  Y o u  H a v e  N o t  A lre a d y  P laced  
Y o u r  O rd e r  F o r

Taney holiday Package Chocolates
Do so AT ONCE before the best sellers are sold out.

P u tn a m  F a c to ry , Distributors
GRAND RAPIDS MICHIGAN
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Never Lose Your Nerve.

If you are going to die, do it with 
your boots on, advises the Mystic 
Worker. A young doughboy was 
brought in from the field to the hos
pital. He was a splendid specimen of 
young manhood. The surgeon ex
amined his wounds, shook his head 
and sought the chaplain.

“The boy cannot live,” he said, “and 
I think it best that you tell him so.”

The chaplain went to the dough
boy’s bed, leaned over and whispered:

“Doc is a little discouraged buddy. 
Doesn’t think there is much of a 
chance. Is there something I could 
do for you, old man?”

You mean I’m going West?” the 
boy weakly asked.

“But he didn’t say how soon, you 
know. Probably—is there some word 
you want sent by me personally? You 
know—I’d do it. Isn’t there some
thing I could do for you?”

The boy understood. He pointed to 
his coat, and said, between painful 
breaths:

“My inside pocket”
The chaplain got the coat, felt the 

inside pocket and extracted a pocket- 
book. When he held it up, the boy 
nodded.

“Open it,” he said.
The chap'ain found it contained a 

ten-dollar bill
“What shall I do with it?” he asked.
The boy  ̂ smiled grimly, as he 

answered:
“Bet you ten dollars that I don’t 

die I”
The boy won.

Tweedledum and Tweedledee.
No one will dispute the fact that 

amendment to the transportation act 
is one of the vital questions which 
will be presented to the next Con
gress. In respect of both the rate
making clauses and the machinery for

settling labor disputes the act has ad
mittedly failed to accomplish results. 
But if some recent intimations from 
Washington really reflect the inten
tion of Administration leaders regard
ing the changes which should be made 
it may be doubted if the new legisla
tion will prove more satisfactory than 
the old. According to reports, the 
President plans to establish a high 
court of mediation and conciliation 
composed of representatives of the 
railroads of labor, and of the pub
lic, appointed by the President and 
without power to enforce its decisions. 
This sounds very much like the Rail
road Labor Board over again, under 
another name, and can hardly be ex
pected to provide a permanent solu
tion for the intricate problem of rail
road wages.

Hazeltine & Perkins Drug Co. Estab
lishes Branch One.

The Hazeltine & Perkins Drug Co. 
has closed the purchase of the jobbing 
stock of A. H. Lyman Co., wholesale 
and retail druggist at Manistee, on 
the basis of an inventory which will be 
started Nov. 2 and continued until 
completed. The purchaser will con
tinue the business under the same 
style as is used by the parent house 
at Grand Rapids. The stock will be 
removed to the Larson building, cor
ner Filer and Greenbush streets. As 
soon as the transfer is completed the 
stock will be re-inforced and enlarged 
so that all shipments can be made 
promptly and satisfactorily to the re
tail drug trade of Northern Michigan.

The A. H. Lyman Co. has been in 
business at Manistee for many years 
and has worked up a large retail busi
ness which will be retained at the old 
location under the same style.

Announcement will be made later as 
to the personnel of the managerial and 
accounting departments of Branch 
One.

FREEZABLES
M AY W E REMIND O U R FRIENDS AND CUSTOMERS 

T H A T  TH IS IS T H E  O PPO RTU N E TIM E T O  O RD ER 

FREEZABLE G OODS IN QUANTITIES SUFFICIENT T O  

CARRY TH EM  T H R O U G H  T H E  W INTER M ONTHS.

T H E RA ILRO A DS W ILL NOT TA K E ANY FINANCIAL 

RESPONSIBILITY F O R  LOSSES IN TRANSIT, DUE TO  

FREEZING O F M ERCHANDISE.

TH IS  PUTS IT  SQUARELY U P  T O  T H E  RETAIL 

TRADE. W E H A V E  T H E  REA D Y  SELLERS IN STOCK, 

A W A ITIN G  Y O UR EARLY ORDERS.

H a z e 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

WHOLESALE DRUG PRICE CURRENT
Prices quoted are nominal, based on market the day of issue.

Acids
Boric (P o w d .)_17%@
B orix ( X t a l ) ___ 17 %@
Carbolic _______  51®
C itric  __________  62®
M uriatic  ________ 3%@
N itric  __________  9®
O x a l ic _________ 20% @
Sulphuric 3%@ 8
T a rta r ic 40® 50

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 20® 25
Chloride (G ran.) 10® 20

Balsam s
Conaiba ...... 60@1 00
F ir  (C anada) __ 2 50@2 75
F ir  (O regon) __ 60® 80
P e ru  ----------------3 00@3 25
T o l u ----------------- 1 10@1 40

B arks
C assia  (ord inary) 25@ 30
C assia  (Saigon)— 50® 60
S assa fras  (pw. 45c) @ 40
Soap C ut (powd.)

30c 15® 20

B erries
C u b e b --------------1 75@1 85
F ish 25® 30
Ju n ip e r 7® 15
P rick y  Ash - @ 30

E x trac ts
Licorice ________  60®
Licorice p o w d ._70®

Flow ers
A r n ic a __________  25®
Cham omile
Cham om ile

(Ger.)
Rom

50®
75@1

Gums
A cacia, 1 s t _____  50® 55
A cacia, 2 n d _____  45@ 50
A cacia, S o r t s __  2u@ 30
A cacia, pow dered 30® 35
Aloes (B arb  Pow ) 25@ 35
Aloes (Cape Pow ) 25® 35
Aloes (Soc. Pow .) 70@ 75
A safoetida  _____  65® 75

Pow. ________  1 00@1 25
C am phor _____  1 12@1 15
G uaiac ________  @1 10
G uaiac, pow’d @1 25
Kino ___________  @ 75
Kino, pow dered- @ 85
M yrrh __________  @ 80
M yrrh, pow dered- @ 85
Opium ________  9 50@9 80
Opium, powd. 11 00@11 20 
Opium, g ran . 11 00@11 20
Shellac _______  1 00® 1 15
Shellac B leached 1 05® 1 20 
T rag acan th , pw. 2 25@2 50
T rag acan th  ___  2 50®3 00
T urpen tine  _____  25® 30

Insecticides
A rs e n ic _________  12® 20
Blue V itriol, bbl. @ 7% 
Blue V itriol, less 8%@ 15
B ordeaux Mix D ry 14® 29
H ellebore, W hite

p o w d e re d _____  20® 30
In sec t P o w d e r_45@ 75
Lead A rsena te  Po. 29® 31 
Lim e and  Sulphur

D ry --------------  09%@23%
P a ris  G reen ___  30® 43

Almonds, Sweet,
im ita tion  ____  60@1 00

A m ber, c r u d e _ 2 00@2 25
A m ber, rectified 2 25@2 50
A n is e ----------------1 25 @1 50
B e r g a m o n t____  6 00@6 25
C ajepu t _______ 1 50® 1 75
C a s s i a _________  3 00@3 25
C a s to r _________ 1 40® 1 70
C edar L e a f ____ 1 50@1 75
C intronella  _____ 1 20@1 40
C lo v e s __________ 3 50® 3 75
C o c o a n u t___  25® 35
Cod L i v e r _____ 1 30® 1 40
C ro to n __________ 2 25®2 50
Cotton S e e d ___ 1 25@1 35
Cubebs _________  8 50®8 75
E igeron ________  4 00@4 25
E ucalyp tus ____  90® 1 20
Hem lock, pure_1 50® 1 75
Ju n ip e r B errie s- 2 50@2 75
Ju n ip e r W ood_1 50@1 75
L ard , e x tra  1 25@1 45
L ard , NO. 1 ____ 1 10® 1 20
L avendar Flow  5 00@5 25 
L av en d ar G ar’n 1 75@2 00
L e m o n __________ 1 75@2 00
Linseed Boiled bbl. @ 95
L inseed bid less 1 02@1 10 
L inseed, raw , bbl. @ 93
Linseed, ra . less 1 00® 1 08 
M ustard , artifil. oz. @ 50
N eatsfoo t ______ 1 15@1 30
Olive, p u r e ___  3 75@4 50
Olive, M alaga,

y e l lo w ------------  2 75@3 00
Olive, M alaga,

g r e e n -------------- 2 75@3 00
O range, Sw eet- 4 50@4 75 
O riganum , pure  @2 50 
O riganum , eom ’l 1 00@1 20
Pennyroyal ___  2 50@2 75
P e p p e r m in t___  4 50@4 75
Rose, p u r e ___  12 00® 16 00
R osem ary  Flow s 1 25® 1 50 
Sandalwood, E.

I . ---------------- 10 00@10 25
S assafras , tru e  1 50@1 80 
S assafras , a r t i ’l 1 00@1 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 -----------  16 50@16 75
T ar, U S P -----------  50® 65
T urpen tine , bbl. _ @1 77% 
T urpen tine , less 1 84@1 92 
W in tergreen ,

leaf --------------  6 75@7 00
W intergreen , sw eet

b i r c h --------------  3 25 @3 60
W intergreen , a r t  85@1 20
W orm seed ____  5 00@5 25
W orm wood___  15 00® 15 25

Potassium
B icarbonate  ____  35® 40
B ichrom ate  _____  15® 25
B ro m id e -------------- 45® 50
C arbonate  ______  30® 35
C hlorate, g ra n ’r  23@ 30
C hlorate, powd.

or x ta l -----------  16@ 25
Cyanide --------------  35@ 50
I o d id e --------------  4 25@4 50

A c o n ite _________
A lo e s ___________
A rnica  _________
A safoetida _____
B elladonna _____
Benzoin ________
Benzoin Comp’d
B uchu __________
C a n t h a r a d i e s __
C a p s ic u m _______
C atechu ________
C inchona _______
Colchicum _____
Cubebs _________
D ig i ta l i s ________
G entian  ________
Ginger, D. S . _
G uaiac _________
Guaiac, Ammon.
Iodine _______ __
Iodine, Colorless
Iron , clo. ______
Kino ___________
M yrrh _________
N ux V o m ic a ___
Opium _________
Opium, C a m p ._
Opium, D eodorz’d 
R h u b a r b ________

Pain ts .

@1 80 
@1 45 
®1 10 
@2 40 
®1 35 
@2 10 
@2 65 
@2 55 
®2 85 
®2 20 
@1 75 
@2 10 
@1 80 
®3 00 
®1 80 
@1 35 
@1 80 
@2 20 
@2 00 
@ 95 
@1 50 
@1 35 
@1 40 
@2 50 
@1 55 
®3 50 
@ 85 
@3 50 
@1 70

P erm an g an a te  
P ru ssa te , yellow 
P ru ss ia te , 
Sulphate

r e d _
25®
45@
65®
35®

Roots
A lkanet ________  @
Blood, pow dered- 30@
C alam us _______  35®
E lecam pane, pwd 25@
G entian, powd__ 20®
G inger, A frican,

p o w d e re d _____  23®
G inger, Jam a ica  52® 
Ginger, Jam aica ,

powdered ___  42@
Goldenseal, pow. 5 50®6 00
Ipecac, p o w d ._ ®3 00
Licorice ----------- * 40® 45
Licorice, powd. 20® 30
O rris, powdered 30® 40
Poke, powdered 30® 35
R hubarb , powd. 1 00® 1 10
Rosinwood, powd. 30@ 35 
Sarsaparilla , Hond.

ground _____  1 25@1 40
S arsaparilla  M exican,

50

ground  -______
Squills _________
Squills, pow dered 
Tum eric, powd. 
V aleran , powd.

@
35®
60@
15®
40®

Leaves
B u c h u --------------  1 75 @1 90
B uchu, pow dered @2 00
Sage, B ulk _____  25® 30
Sage, % l o o s e __ 72@ 78
Sage, pow dered_55@ 60
Senna, A l e x .___ 75® 80
Senna, T inn. ___  30@ 35
Senna, T inn. pow. 25® 35
U va U rsi _______  20@ 25

Oils
A lmonds, B itte r,

t r u e ------ r—  10 5U@10 75
Almonds, B itte r,

artificia l ____  2 50@2 75
Almonds, Sweet, 

t r u e ----------- - 1 00® 1 25

Seeds
A nise ---------------- 33® 35
A nise, pow dered 38® 40
B ird, I s --------------  13® 15
C anary  --------------  9@ 15
C araw ay, Po. .40 28@ 35
C ardam on ____  1 50@1 75
Celery, powd. .45 .35® 40 
C oriander pow. .35 25 @ 30
Dill ------------------  10® 20
F e n n e l l --------------  25® 35
F l a x -------------------08%@ 13
Flax , g r o u n d _08%@ 13
Foenugreek  pow. 10% ® 15
H em p ___________  s®  15
lo b e lia , p o w d .___  @1 25
M ustard , yellow 12 %® 20 
M ustard , black „  i ® 20
Poppy ---------------  30® 40
Quince -----------  2 2o@2 50
Rape -----------------  15® 20
Sabadilla  _______  20® 30
Sunflower --------  11%@ 15
W orm , A m erican  30® 40 
W orm  L e v a n t___  @4 50

Lead, red  d ry  12%@13% 
Lead, w hite dry  12%@13% 
Lead, w hite  oil 12%@13% 
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 . P rep ._ 2 60@2 75
R ogers P rep . __ 2 60@2 75

M iscellaneous
A cetanalid  _____  50® 65
A lu m -----------------  08® 12
Alum. powd. and

ground -----------  09® 15
B ism uth , Subni

tra te  ------------- 3 55 @3 75
B orax  x ta l or

pow dered ___  07® 13
C an tharades, po 1 75@7 00
Calomel _______  1 60® 1 77
Capsicum  _____  55® 65
C a r m in e _______  6 00@6 60
C assia B u d s ___  25@ 30
Cloves --------------  50® 55
Chalk P rep a red - 14 @ 16
C h lo ro fo rm ___ __45® 55
Chloral H y d ra te  1 35@1 85
Cocaine --------  11 60@12 25
Cocoa B u t t e r ___ 55@ 75
0>rks: list, less 40®50%
C o p p e r a s _______  3@ 10
Copperas, Pow d. 4@ 10
Cowostve Sublm  1 54@1 71
Cream  T a r t a r ___ 35@ 45
C uttle  b o n e ___  55@ 75
D extrine  ____ ___4%@ 15
D over's Pow der 3 50@4 00 
E m ery , All Nos. 10@ 15
E m ery, Pow dered 8® 10
Epsom  E alts . bbls. @ 3% 
Epsom  Salts, less 4%@ 09
E rgo t, p o w d e re d_@1 50
Flake, W h i t e ___  15® 20
Form aldehyde, lb. 15@ 25
G elatine ______  1 30@1 50
G lassw are, less 55%. 
G lassw are, full case 60%. 
G lauber Salts, bbl. @03% 
G lauber Sa lts  less 04® 10
Glue, B r o w n ___  21® 30
Glue, Brow n Grd 12%@ 20
Glue, W h i t e ___  25® 35
Glue, W hite  Grd. 30@ 35
G lycerine _______  24 @ 32
H ops -----------------  65@ 75
Iodine -----------  6 06®6 51
Iodoform _____  6 75@7 20
Lead A cetate  __ 18® 25
L y c o p e d iu m ___ 1 50@1 75
Mace -----------------  75® 80
M ace, pow dered 95@1 00
M enthol _______  9 00@9 50
M orphine _____  8 70@9 60
N ux V o m ic a ___  @ 30
Nux Vomica, pow. 15® 25 
P epper black pow. 32@ 35 
Pepper, W hite  __ 40® 45 
P itch , B urgundry  10® 15
Q uassia  ________  12® 15
Q uinine --------------  72@1 33
Rochelle S alts __ 30® 40
Saccharine _____  @ 30
Salt P e te r  ______  11® 22
Seidlitz M ixture 30® 40
Soap, g reen  ___  15® 30
Soap m o tt cast. 22%@ 25 
Soap, w hite  castile

case -----------------  @11 50
Soar), w hite  castile

less, per b a r ___  @1 25
Soda Ash ------------- 04® 10
Soda B icarbonate  3%@10
Soda, Sal ---------- 03® 08
S p irits  C am phor @1 35
Sulphur, r o l l ___  04® 10
Sulphur, Subl. „  4%@ 10
T am arinds  _____  20® 25
T a r ta r  E m etic  __ 70® 75 
T urpen tine , Ven. 50®2 25 
V anilla Ex. pure  1 75@2 25 
W itch  H azel — 1 47@2 00 
Zinc Sulphate  __ 06® 15
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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, 
ere liable to change at any time, and country merchants w ill have their orders 
-lied  at market prices at date of purchase.

ADVANCED 
E vaporated  Milk 
P eart Barley 
E xport Soap 
G randm a Soap

DECLINED
Cam el C iga re ttes  
Lucky S trike  C igare ttes  
Chesterfield C igare ttes  
C ream  of T a r ta r  
Rice 
Gasoline

AMMONIA 
A rctic  B rand 

16 os.. 2 dos. in  carton ,
p e r d o s . ___________ 1 76

I  X 1». 3 dos., 12 os. 3 75 
P a rso n s, 3 dos. sm all 6 00 
P a rso p s, 2 dos. med. 4 20 
P a rsons. 1 dos.. lge. 2 85 
Silver Cloud. 3 dz. sm . 4 80 
S ilver Cl’d, 2 dz., m ed. 4 GO 
Silver-C loud. 2 dz. Ige. 6 70 
One case  free w ith  five.

A X LE G REASE

No. 1
Stove

1 10
No. 2

Shoe
1 35

No. 1 90
No. 2 1 25
No. 3 _______________

BU TTER COLOR
2 00

n

37%
1 80
2 30 
4 40 
6 85

13 50

■S3

48, 1 lb. _____________  4 25
24. 3 lb. ___________  6 50
10 lb. palls, p e r dos. 8 20 
16 lb. palls, per dos. l l  20 
25 lb. palls, p e r doz. 17 70 

BAKING PO W D ERS 
C alum et, 4 os., dos.
C alum et, 8 os., doz.
C alum et, 16 os. ,dos. 3 35
C alum et, 6 lb., doz. 12 76
C alum et, 10 lb., dos. 19 00
K . C „ 10c doz. ___  92%
K. C „ 16c d o s . ___
K . C» 20c dos. —_
K. C.. 26c d o z .__
K . C.. 50c dos.
K. C. 80c dos. __
K . C., 10 lb. dos. _
Q ueen F lake, 6 os. _ 1 36
Queen F lake, 60s, kegs 11
Royal, 10c, d o z . _____  95
Royal, 6 os., dos. _ 2 70
Royal, 12 os., dos._5 20
Royal, 5 lb. ____ 31 20
Rum  ford, 10c. dos.   96
R um ford. 8 os., dos. 1 86 
Rum  ford, 12 os., dos. 2 40 
R um ford , 6 lb., dos. 12 50 
R yson, 4 os., doz. — 1 35
R yson, 8 oz., doz. _ 2 26
Ryzon, 16 oz., doz. _  4 05
Ryzon, 5 lb. _______ 18 00
Rocket, 16 oz. doz. 1 25 

BLUING
Jen n in g s  Condensed P earl 

C -P -B  “ Seal C ap"
3 dos. Case (15c) ___  3 76
S ilver Cloud. 3 dz. sm . 3 80 
S ilver Cloud, 2 dz. Ige. 3 80 
With perfo rated  crow ns. 
One case free  w ith  five.

BREA K FA ST FOODS 
C racked W heat, 24-2 4 85
C ream  of W h e a t ___ 7 50
P illsb u ry ’s B est C er'l 2 20
Q uaker Puffed R ice_5 45
Q uaker Puffed W h ea t 4 30 
Q uaker B rfs t B iscu it 1 90
R alston  P u rin a  ______ 4 00
R alston  B ranzos ____ 2 70
R alston  Food, l a r g e _3 60
R alston  Food, sm all_2 90
Saxon W h ea t F o o d _3 90
Shred . W h ea t B iscu it 3 85 

P o s t’s B rands.
G rape-N u ts, 2 4 s _____ 3 80
G rape-N u ts, 1 0 0 s ____ 2 75
P ostum  C ereal, 1 2 s _2 25
P o s t T oasties. 3 6 s _2 85
P o s t T oasties, 2 4 s _2 85
P o s t’s  B ran , 24s ____ 2 70

BROOMS
L eader, 4 S t r i n g ___ 4 50
S tan d ard  P arlo r, 23 lb. 6 50 
F an cy  P a rlo r , 23 lb. 8 00 
E x  F ancy  P a rlo r 25 lb 9 00 
E x. Fey . P a rlo r  26 lb 10 01
T o y --------------------------- 2 00
W hisk , No. 3 ________ 2 25
W hisk , No. 1 ________ 3 00

Rich & F ran ce  B rands
Special _______________ 6 75
No. 24 Good V alue __ 7 25
No. 25 V e l v e t______ 8 60
No. 27 Q u a l i t y ______ 9 76
No. 22 M iss D a n d y _9 75
No. B -2 B est on E a r th  9 00

BRUSHES
Scrub

Solid B ack, 8 i n . ___ 1 50
Solid Back* 41  i n . ___ 1 76
P o in ted  E n d s ________ l  26

D andelion, 25c s i z e _2 85
Nedrow , 3 oz., doz. 2 50 

CANDLES
E lec tric  L igh t, 40 lbs. 12.1
P lum ber, 40 lbs.  z  12.8
Paraffine, 6s ________ 14%
Paraffine, 12s _______ 14%
W icking ____________ 40
T udor, 6s, p e r b o x _30

CANNED FR U IT . 
Apples, 3 lb. S tandard  1 75
A pples, No. 1 0 _4 25@4 75
Apple Sauce, No. 2 . 2 35 
A pricots. No. 1 1 90(g) 2 00
A pricots, No. 2 __ __ 2 25
A pricots, No. 2% 2 25@3 50 
A pricots, No. 10 9 00® 13 50
B lackeerries , No. 10_9 00
B lueberries, No. 2  2 50
B lueberries, No. 10— 11 50
C herries, No. 2_3 00® 3 50
C herries. No. 2% 4 Ofl®4 95 
C herr’s, No. 10 11 50® 12 00 
L oganberries, No. 2 — 3 00
Peaches, No. 1 ____ 1 86
Peaches, No. 1, Sliced 1 40
Peaches, No. 2 ____ 2 76
Peaches. No. 2%, Mich 2 60 
Peaches, 2% Cal. 3 00®3 76 
Peaches, No. 10, M icb 7 75 
Peaches. No. 10. Cal. 10 50 
P ineapp le , 1. sli. 1 85® 2 00 
P ineapple , 2, sli. 2 90@3 25 
Pineapple. 2. B rk s tir 2 26 
P ineapple, 2%, si. 3 90@4 25 
Pineapple. No. 2. crus. 2 26 
P ineap ., 10, cru . 7 60® 8 00
P ears , No. 2 ________3 26
P ea rs , No. 2% ______4 26
P lum s, No. 2 ----------  2 25
P lum s, No. 2 % ______3 00
R aspberries  No. 2. blk. 3 25 
R aspb 's , Red, No. 10 9 75 
R aspb 's , B lack  No. 10 11 00 
R hubarb . No. 10 ___  6 86

CANNED FISH .
Clam Ch’der, 10% os. 1 86 
Clam Ch.. No. 3 3 00® 3 40 
Clam s, S team ed. No. 1.1 75 
Clam s, M inced, No. 1 2 60 
F in n an  H addie. 10 os. 8 20 
Clam Bouillon. 7 o s— 2 50 
Chicken H addie. No. 1 2 76 
F ish  F lakes, sm all — 1 36 
Cod F ish Cake. 10 os. 1 86
Cove O ysters. 5 oz. _ 1 46
L obster, No. %, S ta r  5 00 
L obster, No. %, S ta r  2 90
Shrim p, No. 1, w e t_1 80
Shrim p, No. 1, d ry  — 1 80 
S a rd ’s, % Oil, k . 4 25@4 75 
Sardines, % Oil, k ’less 3 85 
S ardines, % Sm oked 7 00 
S ardines, % Mus. 3 85@4 75 
Salm on, W arren s, %s 2 75 
Salm on, W arren s  1 lb. 4 00
Salm ond, Red A laska_2 75
Salm ond, Med. A laska  1 65 
Salm on, P in k  A laska  1 40 
S ardines, Im . %, ea. 10@28 
Sardines, Im ., %, ea. 25 
S ardines, Cal. „  1 75@2 10
T una , %, A lb o c o r e _90
T una , %, N e k c o ___ 1 65
T una , %, R e g e n t__ 2 25

CANNED M EAT. 
Bacon, M ed. B eechnut 2 70 
Bacon, L«;e. B eechnut 4 50
Bacon. L arge, E rie  _ 2 25
Beef, No. 1, Corned _ 2 66
Beef, No. 1, R oast — 2 65 
B eef No. % Rose Sli. 1 75 
Beef, No. %. Q ua. sli. 2 25 
Beef, No. 1, Q ua. sli. 2 35 
Beef, No. 1, B n u t, s li. 5 70 
Beef, No. %, B ’n u t sli. 3 15 
B eefsteak  & Onions, s 3 35 
Chili Con Ca., Is  1 35@1 45
Deviled H am , % s __ 2 20
D eviled H am , % s __ 3 60
H am burg  S teak  &

Onions, No. 1 _____ 3 15
P o tted  Beef, 4 o z . __ 1 40
P o tted  M eat, % L ibby 50 
P o tted  M eat, % L ibby 90 
P o tted  M eat, % Rose 80 
P o tted  H am , Gen. % 2 15 
V ienna Saus., No. % 1 35
V eal Loaf, M e d iu m _2 30

D erby B rands In Glass.
Ox Tongue, 2 l b . ___ 18 00
Sliced Ox T ongue, % 4 30
C alf Tongue, No. 1_5 50
L am b T ongue, W h. I s  5 00 
L am b Tongue, sm . sli. 1 J60

L unch  Tongue, No. 1 5 50 
L unch Tongue, No. % 3 55
D eviled H am , % ____ 3 00
V ienna Sausage, sm . 1 90 
V ienna Sausage, Lge. 2 90
Sliced Beef, s m a l l_1 85
Boneless P igs F ee t, p t. 3 15 
Boneless P ig s  F ee t, q t. 5 50 
Sandw ich Spread , % 2 00 

Baked Beans
B eechnut, 16 oz. ___ 1 60
C a m p b e lls __________  l  15
C lim atic Gem, 18 oz. 95
F rem on t, No. 2 _____ 1 15
Snider, No. 1 ____ ;__  90
Snider, No. 2 ______ 1 30

"V an Cam p, S m a l l___ 1 10
V an Cam p, M e d .___ 1 65

CANNED V EG ETA BLES. 
A sparagus.

No. 1, G reen t i p s __ 3 90
No- 2%, Lge. G r. 3 7604 69 
W ax B eans, 2a 1 36® 3 76
W ax B eans, No. 1 0 _6 00
G reen B eans, 2s 1 60© 4 75 
G reen B eans, No. 10— 8 XI 
Lim a B eans, No. 2 Gr. 2 u0 
L im a B eans, 2s, Soaked 96 
Red K id., No. 2 1 30® 1 66 
B eets, No. 2, wh. 1 6o@2 40 
B eets, No. 2, c u t 1 25®1 76 
Beets. No. 3. cu t 1 40® 2 10 
Corn, No. 2, SL 1 00@1 10 
Corn, No. 2, E x -S tan . 1 66 
Corn, No. 2, F an  1 60®2 36 
Corn, No. 3, Fy. g la ss  3 36
C ora, No. 1 0 _______ 7 36
H om iny, No. 3 1 16® 1 86 
O kra, No. 2, whole — 1 90
O kra, No. 2, c u t ___ 1 69
D ehydrated  Veg Soup 90 
D ehydrated  P o ta toes , lb  46 
M ushroom s, H o te ls  — 88
M ushroom s, Choice __  48
M ushroom s, S u r E x tra  66 
P eas, No. 2, E .J . 1 26® 1 86 
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®3 1«
Peas, E x. F ine, F ren ch  S3 
Pum pkin , N o. 3 _ _ _  1 60
Pum pkin . No. 1 0 ___3 16
P im entos, %, each  15018 
P im entoes, %, each  — 87
Sw ’t  P o ta toes, No. 2% 3 16
S au rk rau t. No. 3 ___1 86
Succotash . No. 21 60®8 36
Succotash , No. 2, g la ss  3 45
Spinach, No. 1 ______ 1 36
Spinach, No. 2 1 3501 50
Spinach, No. 3 2 15@2 25
Spinach. No. 1 0 _____ 6 00
T om atoes, No. 2 1 30® 1 60 
T om atoes, No. 3 1 9u®2 25 
T om atoes, No. 2 g lass  2 85
T om atoes, No. 10 ___ 5 00

CATSUP.
B -n u t, L a r g e ___—_2 95
B -n u t. S m a l l ________1 10
Libby, 14 oz. ______  3 96
Libby, 8 oz. ......  1 96
V an Cam p, 8 o z . ___ 1 76
V an Cam p, 16 oz. ___3 76
Lilly Valley, p in t — 2 96 
Lilly VaUey, % P in t 1 36 

CH ILI SAUCE.
Snider, 16 o z . __ ______ 3 50
Snider, 8 oz. ________ 2 35
Lilly V alley, % P in t 2 40

OYSTER COCKTAIL.
Sniders, 16 o s . _____ 3 56
Sniders, 8 o s . _______ 2 35

C H E E S E
R oquefort ___________  35
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 ento , sm all tin s_1 40
R oquefort, sm all tin s  2 25 
C am em bert, sm all tin s  2 25
B rick  _________  - - 80
W isconsin  F l a t s ___ 29
W isconsin D aisy  —  29
L onghorn  ___ _____ — 29
M ichigan F u ll C ream  29 
New Y ork full c ream  30 
Sap S a g o ____ _______  36

CHEW ING GUM
A dam s B lack  J a c k ___ 65
A dam s B loodberry ____ 65
A dam s Calif. F ru it  “___ 65
A dam s Sen Sen _______ 65
B eem an’s Pepsin  ______ 65
B e e c h n u t____ ______ 70
D oublem int ___   65
Ju icy  F r u i t __________   65
P epperm in t, W rig leys_65
S pearm in t, W rig leys — 66 
Sp lc-S pans Mxd F lav o rs  65
W rig ley’s  P - K ____ —  65
Z O n o  . . . .   ___ _ T.-r 65.

CHOCOLATE.
Baker, Caracas, %s — 86
Bakei. Caracas, %a __S3
Baker, Premium, %a _  36
Baker, Premium, % s _______32
Baker, Premium, %s — 82 
Hersheya, Premium, %a 36 
H ersheys, Premium, %a 36 
Runkle, Premium, %a_ 34 
Runkle, Premium, %s_ 37 
Vienna Sw eet. 24a _ 1  75

COCOA
Baker’s  % a ___________ 49
Baker’s  % s ___________ 42
Bunte, %s ____ ___  43
Bunte. % l b . _________ 36
Bunte, l b . __________ 32
D roste’s  Dutch, 1 lb—  9 00 
Droste's Dutch, % lb. 4 75 
proate’s  Dutch, % lb. 2 00
B erseys, %a _________ 33
Hersheya, % a ----------------81
H u y le r ________________ 36
Lowney, % s __________40
Lowneys %s __________40
Lowney, % s __________38
Lowney, 5 lb. c a n e __ _ 31
Van H outen, % e _____ 76
Van H outen, % e _____ 76

COCOANUT

8 s, 6 lb. case Dunham 60
a, 6 lb. c a s e _______ 48

%s & %s, 15 lb. case 49 
Bulk, barrels Shredded 22 
96.2 os. pkgs.. per case a vvi 
48 4 os. pkgs., per case 7 00

CLOTHES LINE
Hemp. 50 f t . _______ 1 60
Tw isted Cotton, 50 ft. 1 75
Braided. 60 ft. _____  2 75
Saah Cord __________ 3 76

COFFEE ROASTED 
Bulk

R i o ----------------------------- 16%
S a n t o s ____________ 23® 24
Maracaibo ------------------26
G u a tem a la _______   26
Java and Mocha _____ 39
Bogota __________________27
P ea  b e r r y ________   26

McLaughlin’s  XXXX  
McLaughlin a XXXX pack
age coffee is  sold to retail
ers only. Mail all orders 
direct to W. F . M cLaugh
lin & Co., Chicago.

Coffee Extracts
N. Y.. per 1 0 6 _________ 11
Frank’s  60 pkgs. ____ 4 25
Hum m el’s  60 1 lb. — 09%

CONDENSED MILK
Eagle, 4 doz. —___  9 00
Leader, 4 d o s . _____ 5 60

MILK COMPOUND
H ebe, Tall, 4 dos. _ 3 70
Hebe. Baby. 8 d o s ._3 60
Carotene, Tall. 4 dos. 3 35 
Carotene, Baby _____  3 26

EVAPORATED MILK 
Carnation, Tall, 4 doz. 5 25 
Carnation, Baby, 8 dz. 5 15
Every Day, T a l l ___ 5 25
Every Day, B a b y ___ 3 »5
Goshen, Tall __   4 50
Goshen, Gallon ______ 4 50
Oaltnan’s  Dun., 4 dos. 4 75 
Oatman's Dun., 8 dos. 4 65
P et, T a l l _____________ 5 25
Pet, Baby, 8 oz. ____ 5 15
Silver Cow, T a i l _____5 25
Silver Cow, B a b y ___5 15
Van Camp, Tall ____ 6 25
Van Camp, B a b y _____ 3 95
W hite House, Tall — 4 50 
W hite B ouse. Baby _ 4 25

CIGARS
Lewellyn A Co. Brands 

Mi Lola
Capitol, 5 0 s _______  125 00
Favorite, 6 0 s ______ 115 00
Victory, 6 0 s _______  95 00
Buckeye, 50s _____  76 00
Panetela, 5 0 s _____  75 00
LaSoretta (sm okers) 70 00
Red-O, 1 0 0 s _______  37 50

Sw ift
Perfecto, 5 0 s _____  95 00
Blunts, 50s _______  75 00
Worden Grocer Co. Brands 

H arvester Line.
Kiddies. 100s ______  37 60
Record Breakers, 60s 76 00
Delmonlco. 6 0 s _____  76 00
Epicure Panetela. 60 76 00 
Perfecto, 6 0 s _____  86 00

The La Asora Line.
Agreement, 6 0 s _____  68 00
W ashington, 60s „  76 00 

Sanches A  H aya Line 
Clear H avana Cigars m il«  

la  Tampa, Fla.
Specials, 60s _____  76 90
Diplom atics, 6 0 s _ 95 00
Bishops, 60s _______ 116 00
Rosa. 60s _________  125 00
Orlg Favortta, 6 0 __  136 00
Original Queens, 60s ISO 00 
Worden Bimetal. 26s 186 09 
A. 8. Valentine Brands. 

Little V alentines. 100 87 69 
Victory, 60, Wood „  76 00 
DeLux Inv., 50. Wd. 95 00 
Royal, 26. W ood — 112 00 
Abram Clark. 60 wd 58 00 
Ahras, 1 « » , W ood — 126.99

W ebster Cigar Co. 
Plaza. 60s. Wood _  96 00 
Belmont, 60s, Wood 110 00 
SL Reges, 60s, Wood 126 00 
VanderbllL 25«. Wd 140 00 

Ignacia H aya  
Extra Fancy Clear Havana

Made in Tampa, Fla.
Delicades. 60s ____ 116 00
M anhattan Club, 60 135 00
Bonita. 6 0 ________  150 00
Corono, 2 5 s _______ 240 00

Starlight Bros.
La Rose De Paris Line

Caballeros, 5 0 s _____  70 00
Rouse, 6 0 s _________ 116 00
Peninsular Club, 25s 160 00
Palmas. 2 6 s _______ 176 00
Perfectos, 2 6 s ______ 196 99

Rosenthas Bros.
R. B. Londres, 60s,

T issue W ra p p ed_ 58 99
R. B. Invincible, 60s,

Foil Wrapped —  70 00
Union Made Brands 

El Overture, 60s, foil 75 00 
Ology, 5 0 s _________  68 00

Our Nickel Brands
Tiona, 100 _________ 31 00
New Currency, 6 0 s_ 35 00
Lioba, 1008 _________  35 00
New Pantella, 100 _ 37 60

Cheroots
Old Virginia, 100s — 20 00 

Stogies
Home Run. 50, Tin 18 60 
Dry Slits, 1 0 0 s_____  26 50

CIGARETTES.
One Eleven, 16 In pkg 96
Beechnut, 20, P la in _6 65
Home Run, 20, Plain 6 GO 
Yankee Girl, 20, Plain 6 00
Sunshine, 20, Plain _ 6 00
Red Band, 20 Plain, _ 6 00
Stroller, 15 in pkg- 96
Nebo. 20, Plain _____ 7 00
Camels, 20, P l a i n ___ 6 40
Relu. 20, P l a in _____ 7 80
Lucky Strike. 2 0 s __ 6 4J
Sw eet Caporal, 20, pi. 6 90 

indsor Castle Fag 20 8 00 
Chesterfield, 10 & 20 6 „0 
Piedmont, 10 & 20, PI. 6 90
Spur, 20, Plain _____ 6 00
Sweet Tips, 20. Plain 7 60
Idle Hour. 20. Plain _ 7 50
Omar. 20, P l a i n ___ 8 00
Falks Havana, 20, Pi. 9 76 
Richm’d S Cut. 20, pi. 10 00 
Richm’d 1 Cut, 20 ck. 10 00 
Fatim a, 20 Plain — 8 80
Helmar, 20. Plain _ 10 60
English Ovals, 20 PI. 10 60 
Turkish Trop., 10 ck 11 60 
London Life, 10. cork 11 60 
Helmar, 10, Plain . .  11 60 
Herbert Tarryton, 20 12 25 
Egyptian Str., 10 ck. 12 00
Murad, 20, Plain ----- 16 60
Murad. 10, P l a i n __ 16 00
Murad, 10, cork or pi. 16 00 
Murad, 20, cork or pi. 16 00
Luxury 10. c o r k __ 16 00
Melachrino, No. 9, 10,

cork or plain _____16 00
Melachrino, No. 9, 20,

cork or plain ____ 16 00
Melach’o, No. 9. lO.St 16 60 
Melach’o, No. 9, 20. St 16 60
Natural. 10 and 20_16 00
Markaroff, No. 16, 10,

cork ______________ 16 00
Pall Mall Rd„ 20, pi. 21 00 
Benson & Hedges, 10 20 A

- Raineses. 10, P la in _17 60
Milo Violet 10, Gold 20 00
Deities, 1 0 __________ 21 00
Condex, 1 0 ________  22 00
Phillips Morris, 10 _ 21 00
Brening Own. 10, PI. 28 00
Ambassador, 1 0 ___  30 00
Benson & Hedges 

T u b e r e t te s _______  66 00

CIGARETTE PAPERS.
Riz La Croix, W h., ds. 48 
Kis La W heat Br., dz 48 
Riz Tam Tam, pr dos. 43 
Zig Zag, per 100 ___ 7 36

TOBACCO—FINE CUT.
Liggett A Myers Brands

Hiawatha, 10c, dos._ 96
H iawatha. 16 os., ds. 11 00
Red Beil, 10c, dos._ 96
Red Bell, 35c, dos._2 95
Red Bell, 76c Pails ds. 7 40
Sterling, 10c, dos. _ 96
Sweet Burley, 10c, ds. 96 
Sweet Burley, 40c foil 3 86 
Swt. Burley, 95c Dru. 8 60 
Sw eet Cuha, 10c. dm. 96 
Sweet Cuba. 40c, dos. 3 85 
Sw eet Cuba, 95c Pall S 60 
Sw eet Orange, 10c, ds 96
Scotten Dillon A Co. Brand 
Dan Patch, 1(K dos. 90 
Dan Patch, 16 o ., ds. 7 60
Ojibwa. 10c, d o s . _ 96
Ojibwa. 8 os., dos._3 86
Ojibwa, 95c, d o s .___ I 69
Ojibwa. 90c, d o s . ___ 8 00
Sw eet Mist, 10c, dos. 96 
Uncle Daniel, 10c, doz, 96 
Unols Daniel, 16 os. 10 20

J . J .  Bagley A  Co. B rands. 
M ayflower, 16 oz., dz. 16 00

P. L orrllard  B rands
P ioneer, 10c, doz. _ 96
Tiger, 10c, d o z . ____ 96
T iger, 50c, doz. ___ 4 80
W eym an B ruton  Co. B rand 
R igh t C ut, 10c, doz. 95 
W -B  C ut. 10c, doz. __ 95

PLUG TOBACCO. 
A m erican Touacco Co. 

B rands.
A m er. N avy , 10c doz. 1 00 
A m er. N avy, pe r plug 64 
Jo lly  T a r, 24, p e r p lug  16 
Gold Rope, 10c, doz. 1 00 
B oot Jac k , lac , doz. 1 44 
P ip e r H eidsieck , 10c_ 99 
P ip e r H eidsieck , 2uc_ 1 92 
S pear H ead. 10c cu ts  1 00 
S pear H ead, pe r p lug 63 
Square  Deal, per plug 64 
S tan d ard  N avy, 8 pig  64 
Tow n T alk , pe r plug 56
L iggett A M eyers B rands.
C lipper, p e r p l u g ___ 66
Chops, 10c, doz. ___  96
D rum m ond N a t L  15c 1 44 
H oney Dip T w ist, 10c 96 
G ranger T w ist, 10c, dz 96 
H orse  Shoe, per p lug 74 
J .  T . B righ t, p e r p iug 56 
J .  T . ¿smooth, p iug - 24 
J- T . R . an d  R „ piug 24 
K ing P in , p e r p lug „  32
K ing P in , 10c cu ts. ea. 08 
M asterp iece, per plug 41 
P icn ic  T w ist, 10c, doz. 96 
S park  P lug , p e r case 1 92
S ta r, p e r p l u g _____  74
Uncle Sam , 12 10c c u t 2 56

Sco tten , Dillon A  Co. 
B rands.

B racer, p e r p i u g ___  31
C ream  De M enthe, 10c 96
Peachey , p e r plug _  64
Stronghold, p e r p lu g . 64 
Y ankee Girl, per p iug  66

P. L orrllard  B rands. 
C lim ax, 10c tin s , doz. 96 
C lim ax Sm ooth, plug 73 
Clim ax Thick, per p lug  78
R ed Cross, 10c cu ts_ 96
R ed Cross, p e r plug  49
R. J .  Reynolds Tobacco Co. 

B rands.
Apple. 5 lb. B u tt, lb. 73 
C aram el T w ist, per lb. 34 
G ravely Superior, 10c 96
H um bug, pe r lb. ___  1 22
K ism et, p e r lb. ___  1 06
L iberty  Bell, per lb. 65 
M aritana, 15c Foil. dz. 1 44 
M ickey T w ist, per lb. 73

John  J .  Bagley A  Co. 
B rands.

M aple D ip, p e r plug— 66

SMOKING TOBACCO. 
A m erican Tobacco Co- 

B rands.
B anner, L . C ., 10c, dz. 99 
B anner, L. C„ 40c, dz. 3 as 
B lue B oar, 25c Foil 2 28 
B lue B oar, 30c Vac tin  8 76

G iant, L.

g ran .. 10c 99
1. 10c,, dz. 99
., 10c, dz. 99

10c, doz. 99
., 10c. dz. 99
. 30c. dz. 2 88
P ails, dz 6 84
Foil. dz. 2 70

b Cut. 30c 2 88
». R C ut 1 53

P lug Cut 99
, 15c Po. 1 44
A., 10c _ 99

10c, doz. 99
Pails, dz 8 40
P . C.. 10C 99

C. C. 16c 1 63
C., 10c— 99

35c dz. 1 36
C. P a ils  7 44

1. C„ 10c 99
. C„ 40c 1 84

Rob Roy, L. C., pails 8 10 
Sw eet M aple S crap  98 
Soldier Boy, L. C., 10c 99 
Soldier Boy, L.C.. pail 7 32 
Tuxedo, G ran. _  15@1 49 
Tuxedo, G ran . C ut 

plugs, 8 oz. tin s  — 8 72 
Yale M ix., 15 vac. tin  1 44

L iggett A Meyers Brands.
B ria r  P ipe. dos. ___  99
C uban S ta r, L. C., 10c 99
C uban S ta r , Pails, dz. 6 99 
Corn C ake, G ran . 6c  48 
C ora Cake, G ran.. 10c 98
Corn Cake, G ran ., 25c 2 40 
C ora C ake, G ran., 50c 4 80
D uke 's  M ixture. 10c_ 98
Glad H and, L. C., 10c 96
G row ler, L. C„ 10c— 96
Grow ler, L. C., 25c— 8 66
G row ler, L , C„ 50c_6 OC
L a  T u rk a , P lu g  C. 15c 1 14 
Noon H o u r L . C., 10c 96
O. U., Gr. C u t P .. 10c 96
O. U., C. P ., 90c Jars  9 00 
P ilo t, Long C ut. 26c 2 60 
Plow  Boy, 10c, doz._ 96 
P low  Boy, 70c P a lls  7 40 
Sum m ertim e, 10c, doz. 96 
Sum m ertim e, 30c, dz. 1 90
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Sum m ertim e. 65c P a ils  •  50 
Sw eet T ip  Top, 10c, da 96 
Velvet, C u t P lug , 10c 96
V elvet, C u t Plug, tlnB 1 53 
Velvet, C u t P lug , 8 oz. 6 72 
V elvet, C. PI., 16 oz. 15 84 
Yum Yum, 10c, doz. 96 
Yum Yum , 70c pails  6 80

P . L o rllla rd ’s Brands. 
B eechnu t Scrap , dos. 96 
B uss, L . C., 10c, dos. 96 
B uss, L . C., 36c, dos. 3 30 
B uss, L . C., 80c, doz. 7 90 
Chips, P . C., 10c, doz. 96
H onest Scrap , d o z ._ 96
Open Book Scrap , dz. 96 
S tag , C ut P ., 10c, doz. 96 
U nion L eader, 10c t in  96 
U nion Leader, 50c tin  4 80 
Union L eader, 61 t in  9 60 
Union L eader, 10c, dz. 96 
Union L eader, 15c, dz. 1 44 
W ar P a th , 35c, doz. 3 36
Bcotten D illon  Co. Brands  
D an P a tc h , 10c, doz. 96 
D illon 's M ixture, 10c 96
Q. O. P ., 85c, doz. _ 2 00
Q. O. P ., 10c, doz _ 96
Loredo, 10c, d o z . __  96
Peachy, Do. C ut, 10c 96
P eachy  Scrap , 10c, dz. 96 
P en insu lar, 10c, doz. 96 
P en insu lar, 8 oz., dz. 3 00 
Reel C ut P lug , 10c, dz 96 
Union W orkm an Scrap,

10c, d o z . _________  96
W ay Up, 10c, doz. _  96
W ay  Up, 8 oz., doz. 3 25 
W ay Up, 16 oz., dos. 7 10 
W ay Up, 16 oz. pails  7 40 
Yankee G irl Scrap , 10c 96

P in kerto n  Tobacco Co.
Brands.

A m erican S ta r, 10c, dz 96 
B ig 9, Clip., 10c, doz. 96 
B uck Shoe Scrap, 10c 96
P in k erto n , 30c, d o s ._2 40
P a y  C ar Scrap, 10c, dz 96
P inch  H it  Scrap, 10c 96
Red M an Scrap , doz. 96
Red H orse Scrap, doz. 96
J. J. Bagley &  Co. Brands.
Broadleaf, 10c _____  96
B uckingham , 10c, doz. 96
B uckingham , 16c tin s  1 44 
Gold Snore, 15c, doz. 1 44
H azel N u t, 10c, dos. 9«
Kleeko, 25c, d b z . ___2 4C
Old Colony, PI. C. 17c 1 53 
Old Crop. 50c, doz. __ 4 80 
Red B and, Scrap , 10c 96
Sw eet T ips, 15c, doz. 1 44
Wild F ru it,  10c, doz. 96
W ild F ru it ,  16c, dos. 1 44

Independent S n uff Co.
Brands

N ew  F ac to ry , 10c, doz. 96 
N ew  F a c to ry  P a ils , dz 7 60

S c h m id t Bros. Brands  
Blight B ros., 10c, doz. 96 
Blight B ros., P a ils , dz. 8 40
9 .  J . Reynolds Tobacco Co.

Brands.
G eorge W ash ing ton ,

10c, doz. __________  96
Old R over, 10c, doz. 96 
O ur A dvertiser, 10c, 96
P rin ce  A lbert, 10c, dz. 96 
P rin ce  A lbert, 17c, dz. 1 53 
P rin ce  A lbert, 8 oz.

tin s , w ith o u t p ipes _ 6 72 
P rin ce  A lbert, 8 oz.

a n d  Pipes, d o z . _8 88
P rince  A lbert, 16 oz. 12 96 
S tud , G ran. 5c, doz. 48 
W hale, 16 oz., doz. __ 4 80

Block Bros. Tobacco Co. 
M all Pouch, 10c, doz. 96 
F a lk  Tobacco Co., Brands. 
A m erican  M ixture, 35c 3 30 
A rcad ia  M ixture, 25c 2 40 
C ham pagne Spark le ts ,

30c, doz. ___________ 2 70
C ham pagne S park le ts ,

90c, doz. _________ 8 10
P ersonal M ix tu r e ___ 6 60
P erique, 25c, pe r dob. 2 25 
Serene M ixture, 16c dz 1 60 
Serene M ixture , 8 oz. 7 60 
Serene M ixture, 16 oz 14 70 
T arey ton  L undon M ix

tu re , 50c., d o z . ___ 4 00
V intage B lend, 25c dz. 2 30
V intage B lend, 80 tin s  7 50
V intage B lend, $1.65 

tins, d o z ._________ 14 70

U n ited  S ta tes  Tobacco Co.
Brands.

C en tra l U nion, 15c, dz. 1 44 
Shag, 15c T ins, doz. 1 44 
Shag, 15c P apers , doz. 1 44 
D ill’s B est, 16c, doz. 1 52 
Dill’s B est G ran ., 16c 1 52 
D ill’s  ,  B est, 17c T in s  1 52

8n u ff.
C openhagen, 10c, ro ll 64 
Seal B landenlng , 10c 64
Seal Goteborg, 10c, ro ll 64 
Seal Swe. Rapee, 10c 64
Seal N orkopping, 10c 64
Seal N orkopping, 1 lb. 86

C O N F E C T IO N E R Y  
S tic k  C andy Pa lls

S tan d ard  ____________ 16
Jum bo W rapped  ___ 18
t’u re  S ugar S tick . 600’a 4 29 
B ig S tick, 20 Lb. case 18 

M ixed C andy P a ils
K in d erg a rten  _______ 18
L ead er __________ _ 16
X. L. O. ___________ 13
F ren ch  C r e a m s _____ 18
Cam eo _____________ 19
G r o c e r s __________ _  11

Fan cy Chocolates.
5 lb. Boxes 

B itte rsw ee ts , A ss’ted  1 76

F A R IN A C E O U 8  GOO DS  
Beana

Med. H and  P i c k e d _07%
Cal. L im as ___ ______io
B row n, S w e d i s h ___ 08
Red K idney  ______ _ 10

F a rin a
24 packages _______ 2 10
B ulk, p e r 100 lbs. ___  96%

H o m in y
P earl, 100 lb. s a c k _2 60

M acaroni
D om estic, 20 lb. box 07% 
D om estic, broken bbls. 06%
A rm ours, 2 doz. ___ 1 60
Fould’s, 2 doz., 8 oz. 1 «0 
Q uaker, 2 doz. _____ 1 85

P e arl B arley
C hester _____________  4 75

Scotch, lb. 
Split, lb. .

Peas

Sago

07
08%

08E a s t  Ind ia

Tap ioca  
P earl, 00 lb. sacks  __ 07%Choc M arshm allow  Dp 1 60

M ilk .C hocolate  A A__ 1 95 & ^ j a ^ r  t o s t L t  ! :  3 50Nibble S ticks  _____ 2 09
P rim rose  Choc. _____ 1 25
No. 12 Choc. ________ 1 60
Chocolate N u t Rolls _ 1 90

Gum Drops P a lls
A nise ________________ 17
O range Gums________ 17
Challenge G u m s _____ 14
F avorite  _____________ JO
S uperio r _______ ______ 19

Lozenges. P a lls
A. A. Pep. Lozenges 16
A. A. P in k  Lozenges 16
A. A. Choc. Lozenges 17
M otto H e a r t s ________ 19
M alted M ilk Lozenges 21

H ard  Goods. P a ils
Lem on D rops ________ 18
O. F . H orehound Dps. 18
Anise Squares ______ 18
P e a n u t Squares _____ 20
H orehound T a b l e t s _20

Pop Corn Goods. 
C racker Jack , P rize  8 76
C heckers, P rize  _____ 8 75

Cough Drops
Boxes

P u tn a m ’s  __________ 1 30
Sm ith B ros. ________ 1 50

Package Goods 
C ream ery  M arshm allow s 

4 oz. pkg, 12s, c a r t.  95 
4 oz. pkg, 48s, case  3 76

Specia lties.
A rcad ian  Bon B o n s __19
W aln u t F udge  ____  23
P ineapple Fudge ___ _ 21
Ita lian  Bon B o n s ____ 18
N ational C ream  Mjints 25 
S ilver K ing  M. M allows 30

C R I8 C O
36s. 24s an d  12s.

L ess th a n  5 c a s e s _21
Five cases _________ 20%
T en c a s e s ____ :____ 20
Tw enty-five cases _ _  19% 

6s and 4s.
L ess th a n  5 c a s e s _20%
Five cases !__  ----------- 19%
Ten cases  __________ 19%
Tw enty-five c a s e s _19

C O U P O N  B O O K 8
50 Econom ic g r a d e _2 60
100 Econom ic g rade  _  4 50 
500 Econom ic g rad e  20 00 
1,000 Econom ic g rade 37 gO 

W here 1,000 books a re  
o rdered  a t  a  tim e, specia l
ly p r in t f ro n t cover is 
fu rn ished  w ith o u t charge.

CREAM OF 
6 lb. b o x e s _

T A R T A R
38

DRIED F R U IT S  
Apples

E v ap ’d Choice, blk. 
A pricots

E vaporated , C h o ic e __ _ 32
E vaporated , F an cy  _ _ _  86

FISH IN G  TA CK LE 
C otton Lines

N°. 2, 15 f e e t ----------- 1 15
No. 3, 15 f e e t ----------- l  60
No. 4, 15 f e e t _______ 1 80
No. 5, 15 f d e t _______ 1 95
No. 6. 16 f e e t _______ 2 10

Linen Lines
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 arge, p e r 100 y a rd s  9 00

F loa ts
No. 1%, p e r  g ro ss  wd. 5 00 
No. 2. p e r g ross, wood 5 50 
n o . 2%, n e r gro. wood 7 50

Hooks—K irby
f ! ze J " !2’ Pe r  1 000 __ 1 05 Size 1-0, p e r 1.000 __ 1 20 
Size 2-0, pe 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 inkers
No. 1. pe r g r o s s _____ 65
No. 2, pe r gross _____  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 80
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

FLAVORING EXTRACTS 
Jenn ings 

P u re  V anilla  
T urpeneless 

P u re  Lem on
_ _  F a r  Doz.J , D ram  -------------------- 1 35
1% Ounce ___________ 1 75
2 O u n c e _____________ 2 76
2% O u n c e ____________ 3 00
2% O u n c e ____________ 3 26
4 O u n c e ______________ 5 00
8 Ounce -------------------- 8 50
7 D ram , A s s o r te d __ 1 35
1% Ounce, A ssorted_1 75

FLOUR AND FE ED  
.  Valley C ity  M illing Co. 
Lily w h ite , % P a p e r

sack  ______________
H a rv e st Queen, 24%
Light Loaf Spring

W heat, 24%s ____
R oller Cham pion 24%
Snow F lake, 24%s __ 
G raham  25 lb. p e r cw t 
Golden G ranu la ted  Meal,

25 lbs., p e r cw t., N  
Row ena P an cak e  Com 

pound, 5 lb. s a c k _
B uckw heat Compound,

6 lb. s a c k _________

Co.

96

Superba Tobacco  
Brands.

Sam m y Boy Scrap, dz 
C ig a r C lippings  

H av an a  Blossom, 10c 96
H av an a  Blossom, 40c 3 93 
K nickerbocker. 6 oz. 3 0C 
L ieberm an, 10c, doz. 96 
W. O. W ., 6 oz., doz. 3 00 
Royal M ajor, 10c, doz. 96 
Royal M ajor, 6 oz., dz. 3 00 
Royal M ajor, 14 oz. dz 7 20

L arus  61 Bro. Co.’s B rands. 
E dgew orth  R eady R u b 

bed, 17c T i n s _____ 1 62
E dgew orth  R eady  R ub- 

bed, 8 oz. tin s , doz. 7 00 
E dgew orth  R eady  R ub- 

bed, 16 oz. tin s , dz. 14 50 
E dgew orth  Sliced P lug,

17c tin s , d o z . _____ l  62
E dgew orth Sliced Plug,

‘35c■ tins, doz:  3 55

C itro n  
b o x __ ___ ___  4610 lb.

C u rran ts
P ackage , 15 oz. ___ ___25
Boxes, Bulk, p e r l b . _25

Peaches
Evap. F ancy , Unpeeled 21

Peel
A m erican  ____ 26
A m erican  ____ 28

Raisins

Lem on,
O range,

Seeded, bu lk  ______ _ 16
Seeded, 15 oz. p k g ._16
Seedless, Thom pson _ 16 
Seedless, 1 lb. pkg. _ 16 

California P runes
90-100 25 lb. b o x e s __@12
80-90 25 lb. b o x e s __@12%
70-80 25 lb. b o x e s __@13%
60-70 25 lb, b o x e s __@15
50-60 25 lb. boxes ..@ 16 
40-60 25 lb. boxes „@ 18 
30-40 28 lb. boxes „@ 21

16 W atson H iggins Milling 
Co.

N ew  P erfec tion , % s 7 40 
R ed A rrow , % s _____ 7 8i>

W orden G rocer Co. 
A m erican  E ag le , Q uaker, 
P u re  Gold, F o res t K ing, 
W inner.

M eal
G r. G rain  M. Co.

B o l te d ________________ 2 50
Golden G r a n u la t e d _2 65

W heat
No. 1 R ed ___________ 1 10
No. 1 W hite  ________ 1 08

Oats
C arlo ts  _________________ 51
L ess th a n  C arlo ts ____ 56

Corn
C arlo ts  _________________ 83
L ess th an  C arlo ts  ____ 90

H a y
C arlo ts  _____________ 18 00
L ess than  C a r l o t s _22 0»

Feed
S tree t C ar F e e d ___  36 00
No. 1 Corn & O at F d  36 00 
C racked Corn — 36 00 
C oarse C ora Meal 36 06*

F R U IT  JARO
M ason, p ts ., p e r g ross 9 70 
M kson, q ts ., pe r g ross 10 65 
M ason, % gal., g ro ss 13 75 
Ideal G lass Top, p ts . 10 50 
Ideal G lass Top, q ts . 12 00 
Ideal G lass Top, %

gallon -----------------  16 00
GELA TIN E

Cox’s  1 doz., l a r g e _1 90
Cox’s  1 doz., sm all __ 1 25
Jello-O , 3 doz. ______ 3 45
K nox’s Sparkling , doz. 2 25 
K nox’s  A cidu’d, doz. 2 25
M inute. 3 d o z . _____ 4 05
P lym outh , W h i t e ___ 1 55

G R A N U L A T E D  L Y E .  
W anders.

Single cases ________ 5 15
2% cases ____________5 04
5% cases ____________4 95
10 cases _____________ 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 cans  to

case case _________ 2 36
H A N D  C L E A N E R .

10c size, 4 doz. _____ 3 60
15c size, 3 d o z ._____ 3 75
25c size, 2 doz. _____ 4 00

1 case free w ith  10 cases; 
% case free w ith  5% cases.

HID ES AND PE L T S 
Hides

G reen, No. 1 __  13
G reen, No. 2 ___  12
Cured. No. 1 __  14
C ured, No. 2 ___ “ H  13
Calfskin, g reen . No. i  17 
C alfskin, green . No. 2 15% 
C alfskin, cured. No. 1 18 
C alfskin, cured, No. 2 16%
H orse, No. 1 _______ 4 00
H orse, No. 2 ___ ZZZZ 3 00

P elts
Old W o o l -----------  75@1 00
L am bs --------------  50@l 00
Shearlings ______  50@1 00

T a llo w
P rim e --------------------  @5
No. 1 --------------------  @4
No. 2 --------------------  @3

W ool
U nw ashed, m e d iu m ., @35
U nw ashed, re je c ts  @30
U nw ashed, fine ____ @35

HORSE RADISH
P e r doz., 7 o z . _______ 1 25
JELLY  AND PR ESER V ES
P ure, 30 lb. p a i l s ___ 3 15
P ure  7 oz. A sst., doz. 1 20 
Buckeye, 22 oz., doz. 2 00 
O. B ., 15 oz., p e r doz. 1 40 

JE L L Y  GLASSES
8 oz., pe r doz. _______ 35

MATCHES.
Blue Ribbon, 144 box. 7 55 
S earch ligh t, 144 box. 8 00 
Safe Hom e, 144 boxes 8 00 
Red Stick , 720 lc  bxs 5 50
Red S tick. 144 b x s _5 25

Cleveland M atch Co. 
B rands

Old P a l, 144 B o x e s_8 00
Buddie, 144 B o x e s _5 75

Safety  M atches. 
Q uaker, 5 gro . case 4 75 
R ed Top, 5 gro. case 5 25 

MINCE MEAT.
N one Such, 3 d o z .__ 4 85
Q uaker, 3 doz. c a s e __ 4 00
Libby K egs, W et. lb. 25

MOLASSES.
New O rleans

Fancy  Open K e t t l e __ 60
Choice _________________ 48
Good ___________________ 36
F a ir  ___________________ 32

H alf ba rre ls  5c e x tra  
M olasses in Cans.

R ed H en, 24. 2 lb. „  2 60 
Red Hen. 24, 2% lb. 3 25 
R ed H en, 12, 5 lb. __ 3 10 
R ed H en, 6, 10 lb. „  2 80 
G inger Cake, 24. 2 lb. 3 00 
G inger Cake, 24, 2% lb. 3 80 
G inger Cake, 12, 5 lb. 3 75 
G inger Cake. 6. 10 lb. 3 50 
Dove, 36, 2 lb. W h. L . 6 60 
Dove, 24. 2% lb W h. L  5 20 
Dove, 36, 2 lb. B lack  4 30

gave, 24, 2% lb. B lack  3 90 
eve, 6, 10 lb. B lue L  4 45 
Palm etto . 94. 1% lb. 4 16

N U T S .
W h o le

Almonds, T erregona— 22
B razil, L arge  ______ 14
F an cy  m ixed _______ 18%
F ilb erts , Sicily _____ 15
P ean u ts , V irg in ia, raw  07 
P ean u ts , V ir. ro as ted  09 
P ean u ts , Jum bo raw  09% 
P ean u ts , Jum bo, rs td  12%
Pecans. 3 s t a r _______ 22

J u m b o ______ go
W alnu ts , C a l i fo rn ia_29

baited  P ean u ts
F ancy , No. 1 ________ 11%
Jum bo ____________ __ J i

Shelled
A lm o n d s_____________ 60
P ean u ts , Spanish,

125 lb. b a g s _____ 11%
F ilb erts  _____________ 10
Pecans ______________ 95
W alnuts ____________ 76

OLIVES.
2 gal. k e g ___ 3 25
3 gal. k e g . '___ 4 75
5 gal. k e g ___ 7 50

Q uart, ja rs , dozen __ 5 00
4% oz. J a r ,  plain, dz. 1 35 
5% oz. J a r ,  pi., doz. 1 60 
10 oz. J a r ,  plain, 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 ,  Stuffed, dos. 3 50 
12 oz. J a r ,  Stuffed, dz 4 50

PE A N U T BUTTER.

Bulk,
Bulk,
Bulk,

Bel Car-M o B rand 
S oz. 2 doz. in case 2 50
84 1 lb. pails ______ 4 50
12 2 lb. p a i l s _______ 4 25
5 lb. pails  6 in  c ra te  4 85
25 lb. p a i l s _________ 14%
50 lb. t i n s __________ 13%
PETROLEUM  PRODUCTS 

Iron  B arre ls
P erfec tion  K e r o s i n e _12.6
Red Crown Gasoline,

T ank  W agon _____  19.3
Gas M achine Gasoline 37.2 
V. M. & P. N ap tha  23.2
Capitol C ylinder ____ 42.2
A tlan tic  R ed E ng ine  23.2 
W in te r B lack  ________ 13.7

Cpolarine
Iron B arrela.

M edium  L ig h t _____ 67.2
M edium heavy ______ 59.2
H e a v y ______ ___   62.2
E x tra  h e a v y __________ 67.2
T ransm ission  Oil ____ 67.2
Finol, 4 oz. cans, doz. 1.40 
F inol, 8 oz. cans, doz. 1.90 
Parow ax, 100, 1 lb. _  7.2
P arow ax , 40, 1 l b . _7.4
Parow ax . 20. 1 lb. _ 7.*

PICK L ES 
M edium Sour

B arrel, 1,200 c o u n i_13 00
H alf bbls., 600 coun t 7 50
10 gallon kegs ___  5 50

Sw eet Sm all
30 gallon, 2400 ___  33 00
15 gallon, 2000 _____ 17 60
10 gallon, 800 _____ 12 76

Dill Pickles.
800 Size, 15 g a l . ___ 10 00

P IP E S
Cob, 3 doz. in bx 1 00@1 20 

PLAYING CARDS
B roadw ay, per d o z ._2 40
No 90 S te a m b o a t___ 2 76
Blue R ibbon _________ 4 25
C r i c k e t t____________   3 50
B ic y c le _______________ 4 50

POTASH
B ab b itt’s 2 d o z .___ 2 75

FR ESH  MEATS.
Beef.

Top S teers  & H eifers  16 
Good S teers  & H eifers  14 
M ed. S teers  & H eifers  12 
Com. S teers  & H eifers  09 

Cows.
Top __ ____ - _____ ____ 10
Good  _______ ________ 09
M edium  ,  . . .  08
C o m m o n  : ________ 08

m V*«1-Top -------- -----------------12%
Good -------------------------11 %
M edium  _____________ 10

Lam b.
Good _________________  25
M edium ______________  22
P oor ___________________ is

M utton.
Good ___ __ __ _ 12
M eddlum  ____ l l
P oor ________________ 08
H eavy  h o g s _________ 11
M edium hogs _______ 13
L igh t h o g s __________ 13
Sows and  s tag s  ____ 10
L o i n s ________________ 24
B u tts  __________ 20
Shoulders __________  15%
H am s _______________ 16
S p a r e r ib s ____________ 14
Neck b o n e s _______ I I  Q6

PROVISIONS 
B arreled Pork  

C lear B ack __ 23 00@24 04 
Short C ut C lear 22 00@23 00 
C lear F am ily  27 00@28 00 

Dry S alt M eats 
S P  Bellies __ 19 00@21 00 
„  Lard
80 lb. t u b s ___advance %
P u re  in tierces 14@14% 
Com pound L ard  11@11%
69 lb. t u b s -----advance %
50 lb. t u b s ___ advance %
20 lb. p a i l s ___advance %
10 lb. p a i l s ___advance %
5 lb. pails  __advance 1
3 lb. p a i l s ---- advance 1

_  , S ausages
B o lo g n a ______________ 12
L i v e r ____________  12
F r a n k f o r t ______ ____ ig
P ork  ------------------- 18@20
V eal _________________ 11
Tongue _____________  n
H eadcheese ________   14

Sm oked M eats 
H am s, 14-18, lb. 22 @25 
H am s, 16-18, lb. 22 @25 
Ham , dried beef

se ts  -------------- 38 @39
C alifornia H am s 14 @15
Picnic Boiled

H am s ----------- 30 @32
Boiled H a m s ___ 37 @39
M inced H a m s _14 @15
Bacon -------------22 @36

Beef
Boneless ___  23 00@24 00
Rum p, n e w   23 00@24 00

Mince M eat ' 
Condensed No. 1 car. 2 00 
Condensed B akers  b rick  31
M oist in g lass _____ 8 00

P ig ’s Fee t
% bbls. ____________ 2 15
% bbls., 35 l b s . _____ 4 00
% bbls. ____________ 7 00
1 bbl. -------- ?--------------14 16

T ripe
K its, 15 lbs. _______  90
% bbls., 40 l b s . _____ 1 60
% bbls., 80 lbs. _____ 3 00

Casings
H ogs, p e r l b . _______  @42
Beef, round s e t ___ 14 @26
Beef, m iddles, s e t— 26@30 
Sheep, a  skein  1 75@2 00 

Uncolored O leom argarine
Solid D airy  ______ 20@23
C ountry  R o l l s _____ 22@24
Gem N u t _____________ 22

RICE
F an cy  H e a d ________ 08
Blue Rose _______  6@6%
B roken ______________

ROLLED OATS 
Steel Cut, 100 lb. ska. 3 26 
S ilver F lake. 10 P am . 1 90
Q uaker, 18 R e g u la r_1 <10
Q uaker, 12s F a m i ly _2 70
M others 10s, Ill’num  3 25 
S ilver F lake, 18 Reg. 1 45
Sacks, 90 lb. J u t e _3 15
Sacks, 90 lb. C otton_3 25

SALAD DRESSING 
D urkee’s large, 1 doz. 6 76 
D urkee’s  m ed., 2 doz. 7 35 
D urkee’s P icnic, 2 dz. 3 00 
Snider’s  large, 1 doz. 3 60 
Snider’s sm all. 2 dos. 2 36 

SALERATUS
A rm  and  H a m m e r_3 75

SAL SODA
G ranulated , bbls. ___ 2 00
G ranulated , 100 lbs cs 2 25 
G ranu lated , 36 2% lb.

packages _________  2 50
COD FISH .

M id d le s ______________ _- 15
T ablets . 1 lb. P u r e _22
T ablets , % lb. P u re ,

doz. _____________   1 40
W ood boxes, P u r e ___ 24
W hole Cod _____  12

Holland H erring
S tandards, kegs ______ 90
Y. M. K egs _________ 1 00
S tandard , bbls. ____   15 00
Y. M. bbls. ________ 16 00

H erring
K  K  K  K, N o rw a y_ 20 00
8 lb. pails ____ j____ 1 40
C ut L u n c h _____ _______ 90
Boned, 10 lb. boxes __ 15 

Lake H erring
% bbl., 100 lbs. ____ 6 00

M ackerel
T ubs, 50 lb. fancy  f a t  13 76
T ubs, 60 coun t ______ 5 60

M ed. F e n  cry
W Jilte F ish  

V 100 lb. 19 0«
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Colonial 24 2 lb. ___  M
Med. No. 1, Bbls. ___  2 70
Med. No. 1, 100 lb. b e  00 
F a rm e r  Spec., 70 lb. 90 
P ack ers  M eat. 56 lb. 56 
P ack ers  for ice c ream

100 lb., e a c h _____ 95
Blocks. 50 l b . ________ 47
B u tte r  S alt. 280 lb bbl. 4 50 
B ak er Salt, 280 lb. bbl 4 26
100, 3 lb. T a b l e ____ 6 07
60. 5 lb. T ab le  _____ 5 57
30, 10 lb. T a b l e _____ 5 30
28 lb. bags, b u tte r  _ 48

P e r  case , 24 2 lbs. _2 40
F ive case  l o t s _____ 2 30

8 H O E  B L A C K E N IN G .

2 in  1, P a s te , doz. _ 1 35
H. Z. Com bination, dz. 1 35
D ri-F oo t, doz. ______ 2 00
B ixbys, Doz. ________ 1 35
Shinola, d o z . _______  85

S T O V E  P O L IS H .
Blackine, per dos. _1 35
B lack Silk Liquid, dz. 1 40 
B lack ' Silk P a s te , dos. 1 25 
E nam aline  P as te , doz. 1 35 
Einamaline L iquid, dz. 1 35 
E  Z Liquid, pe r doz. 1 40
R adium , per d o z .___ 1 85
R ising  Sim, p e r doz. 1 35 
654 Stove E nam el, dz. 2 85 
Vulcanol, No. 5, doz. 95 
V ulcanol, No. 10, dos. 1 35 
Stovoll, p e r d o z . ___ 3 00

S O A P .

J inx . 2 dos. -- 4 00
L a  F ran ce  L aun , 4 dz. I  70
L u s te r Box, 5 4 _____ 8 75
M iracle Cm, 4 os. 3 ds. 4 00 
M iracle C., 16 oz., 1 ds. 4 00 
Old D utch  Clean, 4 dz 4 00
Queen Ann, 60 oz. _ 2 40
Rinso, 100 o z . _______ 6 40
Rub No M ore, 100, 10

o z . ----------------------- 3 85
R ub No More, 18 Lg. 4 25 
Spotless C leanser, 48,

20 o z . _____________3 85
Sanl F lush , 1 doz. _ 2 25
Sapolio, 3 d o z . _____3 15
Soaplne, 100, 12 oz. _ 6 40 
Snowboy, 100, 10 oz. 4 00
Snowboy, 24 L a r g e _4 70
Speedee, 3 doz. ______ 7 20
S unbrlte . 72 d o z . ___ 4 00
W yandotte, 48 _____ 4 75

SPICES.
W hole Spices.

Allspice. J a m a i c a _@13
Cloves, Z a n z ib a r ___  @45
C assia, C anton  _____ @16
C assia, 5c pkg., doz. @40
G inger, A frican ____ @15
G inger, C o c h i n _____ @20
Mace. Penang  _____ @70
M ixed, No. 1 _______ @22
Mixed, 5c pkgs.. doz. @45
N utm egs, 70-80 _______@40
N utm egs, 1 0 5 -1 1 0____ @38
Pepper. B lack  ______ @1R

P ure  Ground in Bulk
Allspice, Jam a ica  _ @16
Cloves, Z a n z ib a r__ @50
C assia. C a n t o n ____ @22
Ginger. A f r i c a n _____ @22
M ustard  _____________ @28
Mace. P e n a n g _______ @76
N utm egs ____________ @32
Pepper, B l a c k _____ @18
Pepper, W h i t e ______ @32
Pepper. C a y e n n e ___@32
P ap rik a , S p a n i s h __ @32

Seasoning
Chili Pow der, 1 5 c ____1 35
Celery Salt, 3 o z . ___ 95
Sage, 2 o z . ____________ 90
Onion S a l t __________ 1 35
G a r l i c _______________ 1 36
Ponelty . 3% oz. ____ 3 25
K itchen  B o u q u e t___ 3 25
L aure l L e a v e s _____ 20
M arjoram , 1 o z . _____  90
Savory. 1 o z . _______  90
Thym e, 1 o z . ___ _— 90
T um eric, 2% o z . ___  90

Am. F am ily . 100 box 5 75
E xport, 120 b o x _____ 4 80
F lake  W hite. 100 box 5 00 
p. i* mo bo* 5 60
G rdm a W hite  N a. 100s 4 90 
h u i, -W M u r e  W hite

Naptha, 100 box _5 00
Sw ift C lassic, 100 box 4 90 
20 Mule B orax, 100 bx 7 55
Wool, 100 box _______ 6 50
F a iry , 100 b o x _____ 5 50
Jap  Rose, 100 b o x ___ 7 85
Palm  Olive, 144 box 11 00
L ava, 100 box ______ 4 75
Pum m o, 100 b o x ___ 4 85
Sw eetheart, 100 box _ 5 70 
G randpa  T a r, 50 sm . 2 00 
G randpa T a r, 50 Lge 3 35 
F a lrb a n k  T a r, 100 bx  4 00
T rilby , 100, 12c ____ 8 50
W illiam s B arb er B ar, 9s 50 
W illiam s Mug, p e r doz. 48

Proctor & Gamble.
6 box lots, assorted

Ivory, 100, 6 o z . _6 50
Ivory  Soap F lks., 100s 8 00 
Ivory  Soap F lks., 60s 4 10
Lenox, 120 c a k e s ___ 4 50
P . & G. W hite  N ap th a  5 00 
S ta r, 100 No. 11 cakes 5 25 
S ta r  N ap. Pow. 60-16s 3 65 
S ta r  N ap. Pw ., 100-10s 3 85 
S ta r  N ap. Pw ., 24-60s 4 85

C L E A N S E R S .

Eu c h  e n
LENZER

SO can cases, 64.80 per case

W A S H IN G  P O W D E R S . 
Bon Ami Pd, 3 ds. bx 3 76 
Bon Ami Cake, 3 ds. 3 26
Climailne, 4 d o s . ___ 4 20
Grandma, 100, 5 c ___ 3 90
G randm a, 24 L arge  _ 3 80
Gold Dust, 100s ______ 4 00
Gold Dust, 12 Large 3 20 
Golden Rod. 24 _____  4 26

STARCH
Corn

K ingsford, 40 l b s .____ 1114
Pow dered, bags ___ 03
Argo. 48 1 lb. pkgs. _ 3 75
C ream , 4 8 -1 __________ 4 80
Q uaker, 40 1 ______   <

Gloss
Argo, 48 1 lb. pkgs—  3 76
Argo, 12 3 lb. p k g s .__ 2 74
Argo, 8 5 lb. p k g s .___ 3 10
Silver Gloss, 48 I s  _ 1114
E lastic . 64 pkgs. ___ 5 35
T iger, 48-1 _________ 2 85
T iger, 50 l b s . _______ 05%

SYRUPS
Corn

Blue K aro. No. 1%,
2 doz. ______________ 1 94

Blue K aro , No. 5, 1 dz 2 70
Blue K aro. No. 10,

% doz. ___________  2 50
Red Karo. No. 1%. 2

d o z .__ _______     2 24
R ed K aro , No. 5, 1 dz 3 10

Karo. No. 10 %
doz. _______________  2 90

Maple Flavor.
K aro . 1% lb.. 2 doz. _ 3 95 
K aro, 6 lb., 1 doz. __ 6 15

Maple and  Cane
K anuck , per g a l . -----1 60
S ugar B ird, 2% lb.,

2 doz. ___________  9 00
S ugar B ird, 8 oz., 4

doz. __________ __ 12 00

Maple.
Johnson  P u rity , Gal. 2 60 
Johnson  P u r ity , 4 

doz., 18 oz. _____ 18 60

S u g ar Syrup.
Domino, 6 5 lb. cans 2 50 

Old M anse.
6, 10 lb. cans _____ 10 40
12, 5 lb. c a n s _____ 11 40
24, 2% lb. c a n s ____12 40
24, 1% lb. c a n s ___  7 00
5 gal. ja ck e t cans, ea. 8 15
36, 8 oz. bo ttles  ____ 5 75
24, p in t b o t t l e s ______7 25
24, 18 oz. bo ttles  ___7 75
12, q u a r t  b o t t l e s ___ 6 25

Sliver K ettle .
6, 10 lb. cans  ______ 8 40
12, 5 lb. c a n s _____  9 15
24, 2% lb. cans  ____ 10 15
48. 1% lb. c a n s ___ 12 00
5 gal. Jacket cans. ea. 6 90
36, 8 oz. b o t t l e s ___ 6 00
24, p in t b o t t l e s ______7 50
24. 18 oz. ____________8 00
12, q u a r t  b o ttle s  ___  6 50

K o-K a-M a.
6, 10 lb. cans  __ 5 40
12. 5 lb. c a n s _______ 5 90
24, 2% lb. cans  ____ 6 65
6 gal. ja c k e t cans, ea. 4 15
24, p in t  b o t t l e s ____ 4 50
24. 18 oz. b o t t l e s ____ 4 76

T A B L E  S A U C E S .
L ea & P e rr in , la rg e_ 6 00
L ea & P err in , sm all_ 3 36
P e p p e r ______1_______ 1 60
Royal M i n t ______  2 40
Tobasco ____________  2 75
Sho You, 9 oz., doz. 2 70
A -l, la rge  ----------------- 6 76
A -l,  sm all __________ 3 60
C a p e r s _______________ 1 90

T E A .
Jap an .

M edium  _________  34 @38
Choice _____________ 45 @56
F a n c y ______________ 58 @60
No. 1 N lbbs _________ 62
1 lb. pkg. S i f t i n g s _18

Gunpow der
Choice
F ancy

___ 38
38@40

Pekoe,
Melrose,

Ceylon
88

fancy  __ 56
English B re a k fa s t

Congou. M e d iu m ____ 28
Congou, C h o ic e ___ 35@36
Congou, F a n c y ___ 42@43

M edium 
Choice 
F ancy  _

Oolong

-  34  
__  60

T W I N E
Cotton, 
C otton, 
W ool, 6

3 p ly  cone 
3 ply balls 

ply —

___ 40
___ 40
___ 20

V N P 9 A R
Cider, 40 G r a i n _____ 26
W hite W ine to g ra in  17 
W hite  W ine, 80 g ra in  22 
O akland V inegar & P ickle 

Co.’s B rands.
O akland Apple C i d e r __35
Blue R ibbon Corn ____ 22
O akland W hite P ickling  20 

P ack ag es  no charge. 
W IC K IN G

No. 0, p e r g r o s s ___  60
No. 1, per g r o s s ___  85
No. 2, pe r g ross 1 10
No. 3, per g r o s s ___ 1 86
P eerless  Rolls, per doz. 45 
R ochester, No. 2, doz. 60 
R ochester, No. 3, doz. 2 00 
Rayo, p e r doz. _——  90 

W O O D E N W A R E  
Baskets

B ushels, narrow  band.
w ire hand les ----------1.90

B ushels, narrow  band,
wood h a n d l e s ____ 2 00

B ushels, wide band __ 2 10 
M arked, drop  handle 75 
M arket, single hand le  90
M arket, e x t r a ----------1 25
Spiint, la rge  ----------- 8 50
Splin t, m edium  ___— 7 50 
Splint, sm all — ------ 7 00

C hurns
B arre l, 5 ga l., each  __ 3 49 
B arre l, 10 gal., each— 1 56 
3 to  6 gal., p e r gal. — 16

Egg C ases
No. 1, S ta r  C a rr ie r  6 00 
No. 2, S ta r  C arrie r — 10 00 
No. 1, S ta r  E gg  T ray s  4 50 
No. 2, S ta r  E gg T ray  9 00 

Mop S ticks
T ro jan  s p r i n g ----------- 2 00
Eclipse p a te n t sp ring  2 00 
No. 2, nat. b rush  hold 2 00
Ideal. No. 7 ------------ 1 40
12 oz. Cot. Mop H eads 1 80 
16 oz. Cot. Mop H eads 2 40 

Palls
10 q t. G a lv a n iz e d -------2 10
12 q t. G a lv a n iz e d ____ 2 35
14 q t. G a lv a n iz e d -------2 60
12 qt. F lartne  Gal. Ir. 6 76
10 q t. T in D a i r y -4 26
12 q t. T in  D a i r y -4 75

T rap s
Mouse, wood, 4 holes — 60 
M ouse, wood, 6 holes — 70
Mouse, tin . 5 h o l e s ----- 66
R at, w o o d ----------------- 1 06
R at, sp ring  -------------- 1 00
Mouse, sp rin g  ---------- 89

T ubs
L arge  G a lv a n iz e d __ 7 80
M edium  G alvanized 6 75 
Sm all G alvanized — 6 00 

W ashboards
B an n er G lo b e ----------- 6 76
B rass, Single _______ 6 76
Glass, S i n g l e _______ 7 00
Double P ee rle ss  _____ 8 25
Single P e e r l e s s -------- 7 50
N orthern  Q ueen — _ 6 26 
U n iv e r s a l_____ —------ 7 60

W in d o w  Cleaners
12 in . ______________ 1 66
14 I n . _______________ 1 86
16 t o . _______I------------2 *«

W ood Bowls
13 to . B u t t e r ___ _ 6 00
15 In. B u t t e r -------------9 00
17 In. B u t t e r _______ 18.00
19 in. B u tte r  _______ 26.00

W R A P P IN G  P A P E R  
Fibre, M anila, w h ite  05%
No. 1 F i b r e ________ 07%
B utchers M anila ____ 06
K ra ft _______________ 09

Y E A S T  C A K E
Magic, 3 d o z . _______ 2 76
Sunlight, 3 d o z ._____ 2 70
Sunligh t, 1% d o z . __ 1 36
T east Foam , 3 doz. _ 2 70
T east Foam . 1% doz. 1 35 

YEAST—COMPRESSED 
Fleisch man. per dos. _ 98

Proceedings of Grand Rapids Bank
ruptcy Court.

G rand R apids, «_>ct. i i —On th is  day 
w ere received  the  schedules, o rder of 
re ference  and  ad jud ication  In b a n k ru p t
cy  in th e  m a tte r  of E lm er A. Z im m erm an, 
B an k ru p t No. 2168. The m a tte r  h as  been 
re fe rred  to Benn M. Corwin a s  referee  
in bank rup tcy . T he b an k ru p t is a  re s i
den t of the  c ity  of G rand R apids and  is 
a  laborer. T he schedules show  a sse ts  in 
the  sum  of $125, all of w hich is claim ed 
a s  exem pt, and  liab ilities In the  sum  of 
$1,502.50. F unds have been fu rn ished  for 
th e  first m eeting  of c red ito rs , w hich will 
be held a t  the  re fe ree ’s  office Nov. 13. 
A lis t of the  c red ito rs  o f th e  b an k ru p t
is a s  follows:
J . E . R hynard , S t. J o h n s _______ $600.00
Capitol N ationa l B ank, L ansing  __ 100.00
C. W . C. T iffany, A shley _______  55.00
H . C. Rose, A shley _____________  10.00
R ex W atson, L ansing  ___________  16.00
F ra n k  D ean, L a n s in g _______    50.00
V incen t Zecha, L ansing  _________  12.50
W . L. B lunk, L ansing  ___________  75.00
D r. V. C. H untley , L a n s in g _____  55.00
L an sin g  V ulcanizing  Co., L ansing  95.00
H aw kes T ire  Co., L ansing  _____  84.00
M. H. P e rry , L ansing  __________  200.00
C ity o f L ansing  __________________ 150.00

On th is  day w as held the  first m eeting  
of c red ito rs  in the  m a tte r  of N ick C ram er,
B an k ru p t No. 2158. T he b an k ru p t w as 
p re sen t in  person. Several claim s w ere 
allow ed ag a in s t the  e s ta te . F ran k  V. 
B lakely w as appoin ted  tru s te e  and  th e  
am oun t of h is  bond fixed by the  referee  
a t  $200. T he b an k ru p t w as th en  sw orn 
an d  exam ined  w ithou t a  rep o rte r. The 
first m eeting  w as then  ad jou rned  no date .

On th is  day . a lso w as held the  final 
m eeting  of c red ito rs  in the  m a tte r  of 
T racey  E . L aubscher, B an k ru p t No. 1986. 
The b an k ru p t w as not p re sen t in person 
o r represen ted . T he tru s te e  w as p resen t 
in person. O scar E. W aer w as p resen t. 
An add itional claim  w as allow ed a g a in st 
the  e s ta te  of the  b an k ru p t. T he tru s te e 's  
final rep o rt and  accoun t w as approved 
and  allowed. T he bills of th e  a tto rn ey s  
were pased  upon and  approved, one of 
w hich w as approved a f te r  being c u t down 
in am ount. T here  w as no objection  to 
the  d ischarge of th e  ban k ru p t. An order 
for the  paym ent of ad m in is tra tio n  e x 
penses w as m ade and  a  final dividend 
ordered  paid th e  c red ito rs . T he final 
m eeting  w as th en  ad journed , no date . 
T h is  case will now be closed an d  re tu rn ed  
to  the  D is tric t Court.

Oct. 24. On th is  day  w as held the  first 
m eeting  of c red ito rs  in the  m a tte r  of 
John  V an Andel, B an k ru p t No. 2160. 
The b an k ru p t w as p resen t in person. 
Several c red ito rs  w ere p re sen t in person. 
C laim s w ere allowed a g a in st the  e s ta te  
of th e  b an k ru p t. F red  E . M cE achron, 
of H udsonville, w as e lected  tru s te e  and  
the am oun t of h is  bond fixed by  the  re f 
eree a t  $200. The b an k ru p t w as then  
sw orn and  exam ined by  the  re feree  w ith 
o u t a  rep o rte r. A ppra isers  w ere ap p o in t
ed. The first m eeting  w as th en  ad jo u rn 
ed no date .

On th is  day  a lso w as held th e  final 
m eeting  of c red ito rs  in  the  m a tte r  of 
Advance B rass  M anufac tu ring  Co., B an k 
ru p t No. 2055. The officers of th e  b ank 
ru p t w ere n o t p resen t o r rep resen ted . 
T he tru s te e  w as n o t p resen t in person. 
One cred ito r appearad . A dditional claim s 
were allowed a t  th is  m eeting. T he tru s 
tee’s final rep o rt and  accoun t w as passed 
upon and  the  sam e approved and  allowed. 
The bill of the  a tto rn e y  for th e  b an k ru p t 
w as approved. I t  appearing  th a t  taxes, 
labor claims- and  ad m in is tra tio n  expenses 
could n o t be paid  in  full, an  o rder w as 
m ade paying  th e  sam e so fa r  as  the  
funds on hand  would perm it, there  being 
no dividends for g en eral cred ito rs. The 
first m eeting  of c red ito rs  w as then  a d 
journed , no date . T he case will now 
be closed and  re tu rn ed .

On th is  day  a lso w as held the  special 
m eeting  and  sale in the  m a tte r  of B ert 
S. Sm ith, B an k ru p t No. 2144. The b an k 
ru p t w as n o t p resen t in  person o r re p 
resen ted . T he tru s te e  w as p resen t. Sev
e ra l add itional claim s w ere allowed. The 
offer of H am ilton  & Joslin  of $800 for 
all o f the  a sse ts  of the  e s ta te  w as the  
h ig h est offer received  and  th e  sale w as 
confirm ed to  these  p a rtie s  a t  such  
am ount. An o rder for th e  pay m en t of 
ad m in is tra tio n  expenses an d  a  first d iv i
dend of 5 pe r cent, w as m ade. The spec
ial m eeting  w as then  ad jou rned  no da te .

Oct. 25. On th is  day  w as held the  
special m eeting  and  o rder to  show  cause 
w hy the  offer of Clifford P a n t an d  Alfonso
L. P a n t in  th e  sum  of $1000 in full s e t 
tlem en t of rea l e s ta te  tran sac tio n s  p rio r 
to th e ir  ad jud ication  a s  ban k ru p ts , should 
no t be accepted . T he tru s tee  w as p resen t 
to  person an d  by Dilley, S ou ter & Dilley, 
a tto rn ey s . No cred ito rs  w ere p resen t. 
The offer nam ed w as accep ted  and  the  
tru s te e  d irec ted  to  com plete the  sam e. 
The special m eeting  w as th en  ad jou rned  
no date .

Oct. 27. On th is  day  w ere received 
the  schedules, o rder of re ference  and  a d 
jud ica tion  in b an k ru p tcy  in the  m a tte r  
of M erten  D. H arley , B an k ru p t No. 2170. 
T he m a tte r  h as  been re fe rred  to  B enn
M. Corwin as  referee  in  bankrup tcy . The 
b an k ru p t is a  re s id en t of K a lkaska  arid 
is a  laborer. T he schedules lis t a sse ts  
in the  sum  of $158.57, of w hich $35 is 
claim ed a s  exem pt, and  liab ilities  of $497. 
From  the  fa c t th a t  all of the  a sse ts  of 
the  e s ta te .a re  e ith e r exem pt o r o f d oub t
fu l value th e  co u rt h as  w ritten  fo r funds 
to cover th e  expense o f the  firs t m ee t
ing, upon th e  a rriv a l of w hich  th e  firs t

m eeting  will be called an d  no te  o f the  
sam e m ade here . A lis t of the  c red ito rs  
of th e  b an k ru p t is  a s  follows:
A ntrim  C ounty S ta te  Savings

B ank, M ancelona _____________ $3,497.00
Oct. 27. On th is  day  w as held the  

firs t m eeting  of c red ito rs  in th e  m a tte r  
of E dw ard  A ronson, B an k ru p t No. 2159. 
T he b an k ru p t w as p resen t in person and  
by  Chas. H . Lillie, a tto rn ey . F ran k  V. 
B lakely  w as p re sen t in person. No claim s 
w ere proved a g a in s t th e  e s ta te . F ran k  
V. B lakely w as elected tru s te e  and  th e  
am o u n t of h is  bond fixed by the  referee  
a t  $200. The b an k ru p t w as then  sw orn 
and  exam ined 'w ith o u t a  rep o rte r. The 
first m eeting  w as th en  ad jou rned  w ith 
o u t date.

On th is  day  a lso w as received  the  first 
rep o rt an d  acco u n t in the  m a tte r  of 
Irv ing  E . N ear, B an k ru p t No. 2140. An 
o rder w as m ade fo r the  paym ent of a d 
m in is tra tio n  expenses an d  for the  decla
ra tio n  and  paym ent o f a  first dividend 
to c red ito rs  whose claim s have been 
proved and  allowed.

Oct. 28. On th is  day  w as held th e  first 
m eeting  of c red ito rs  in  th e  m a tte r  of 
C larence H all, B an k ru p t No. 2157. The 
b an k ru p t w as p re sen t in  person an d  by 
C. W . E ngelbertson , a tto rn ey . No c red 
ito rs  w ere p re sen t o r rep resen ted . Sev
e ra l cla im s w ere approved and  allowed 
a g a in st the  e sta te . T he b an k ru p t w as 
then  sw orn and  exam ined w ithou t a  r e 
po rte r. I t  appeared  th a t  th e re  w ere no 
a sse ts  in the  e sta te , therefore  no tru s te e  
y a s  appoin ted . An o rder w as m ade clos
ing  th e  e sta te . The firs t m eeting  w as 
th en  ad jou rned  no da te . The case will 
now be closed and  re tu rn ed  to the  d is 
tr ic t  co u rt a s  a  n o -a s se t case.

On th is  day  a lso w as held the  first 
m eeting  of c red ito rs  in the  m a tte r  of 
M artin  H oek, B an k ru p t No. 2156. T he 
b an k ru p t w as p re sen t in person an d  by 
a tto rn ey , C. W . E ngelbertson . No cred 
ito rs  w ere p resen t o r rep resen ted . No 
cla im s w ere proved a g a in st the  e sta te . 
T he b an k ru p t w as sw orn an d  exam ined 
w ith o u t a  repo rte r. I t  appeared  th a t  
th is  case w as n o -a sse t and  therefore  no 
tru s te e  w as appoin ted . T he first m ee t
ing  w as th en  ad journed , no d a te . The 
case  will now  be closed an d  re tu rn ed .

On th is  day  a lso w ere received  th e  
schedules, o rder of reference and  ad ju d i
cation  in b an k ru p tcy  in th e  m a tte r  of 
D elbert C. Shreve, B an k ru p t No. 2171. 
The m a tte r  h a s  been re fe rred  to  Benn M. 
Corwin a s  re feree  in bank rup tcy . The 
b an k ru p t is a  re s id en t of H oxeyville. 
The occupation  of the  b an k ru p t is n o t 
Indicated  in th e  schedules. T he sched 
ules show  a sse ts  In the  sum  of $315, none 
of w hich is claim ed a s  exem pt, and  lia 
b ilities in  the  sum  of $2,218.82. F rom  th e  
fac t th a t  all of the  a sse ts  of the  b a n k 
ru p t a re  of doub tfu l na tu re , funds for 
the  first m eeting  w ere w ritten  for, upon 
th e  a rriv a l of w hich the  first m eeting  
will be called and  no te  of the  sam e m ade 
here. A lis t of th e  c red ito rs  of the  b a n k 
ru p t is a s  follows:
J . Sanford, Freesoil _____________ $620.00
In te rn a tio n a l H a rv e s te r  Col, G rand

R apids ---------------------------------------  90.00
F ü r s t  M cNess M edical Co., F re e 

po rt, III. ---------------------------------- 400.00
Fox & L eav itt, D u b l in ________  290 00
J . W . B en n e tt & Sons, F reeso il __ 335.00
C. E. Beagle, Dublin _____________  17.40
Cadillac. B read  Co., C a d i l l a c ___ I 45.45
E . J . B rach  & Sons, C h ic a g o ___  22.40
Judson  G rocer Co., G rand R apids 62.07 
T ru s t & Savings Co., M ichigan

City, In*. ----------------------------------- 100.00
A m erican S ta te  B ank, C adillac __ 45.00
L. C. Schalow, C adillac _____ ____  22.r 0
Dr. R. E. Mills, B o o n ___________  50.00
F . E . Eddy, F r e e s o i l________   22.50
Dr. E. L. G ran t, F r e e s o i l_____ 22,50

In  th e  m a tte r  of M ilton D. W estfa ll 
B an k ru p t No. 263, the  funds for the  first 
m eeting  of c red ito rs  have been received 
and  such m eeting  will be held a t  the 
office o f the  referee  in b an k ru p tcy  on 
Nov. 6.

In  the  m a tte r  o f F rede rick  G. B ach- 
m ann, B an k ru p t No. 2162, the  funds for 
the  first m eeting  have been received  and 
the  first m eeting  of c red ito rs  will be held 
a t  th e  office of the  re feree  a t  G rand  R ap 
ids, on Nov. 14.

Keep It Up.
One s tep  w on’t  tak e  you v e ry  fa r, 

Y ou've go t to  keep on w alking;
One w ord w on’t  te ll folks w h a t you are  

Y o u v e  g o t to  keep on ta lk ing ;
One Inch w on’t  m ake you tall.

You’ve go t to  keep on grow ing;
One little  “a d ” w on’t  do a t  all,

Y ou've g o t to  keep 'em  going.

Display Sells—Quality Repeats
There is at least one good brand of pure flavoring ex
tracts that it PAYS to display— m « t t hjs
brand “  V A N  D U Z E R ’S

C ertified  f la v o r in g  
E x tra c ts

Vanl O uter’s 21 Extracts 
have 'been used daily for 
more than 70 years, since 
1850, to be exact. Their 
CERTIFIED quality brines 
repeat sales, and in reneat 
sales your original profit per 
customer is multiplied. You 
w ill find it  a good plan to 

supply Vaa Duzer’s Vanilla (or other flavor) when it 
isa t  asked for by name« as w ell as when it is*

VanDuzer Extract Co.
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Questionnaire Suggested By Christian 
Parsons Freeman Kirk.

Are you married or single?
Why?
Did you withdraw any money from 

the bank last year?
Where did you get it to put in the 

bank?
Does your’wife play the piano?
What effect does it have on your 

rent?
Are you a light or heavy eater?
If heavy who pays for your meals?
Are you on friendly terms with your 

wife’s relations?
If so, How do you manage it?
If possible give the name of some 

person who is less intelligent than 
yourself?

Are you popular with your neigh
bors?

When and where did you have your 
last fight?

Who won that fight?
If your wife won did she beat you 

up badly?
Did she use a rolling pin?
If you won, don’t you feel like a 

brute?
How many people are dependent on 

you for support?
Do you support them?
State average monthly grocery bill, 

and payment on same if any?
What position other than a bank 

president are you best qualified to 
fill?

Do you think you will ever amount 
to anything?

Do you go to church?
Did you ever play poker?
Do you pay the preacher?
If so, How much?
How much money did you earn last 

year?
How much did you get?
Do you have any property that 

doesn’t belong to you?
If so, What is it?
If you were president of a railroad, 

What would be your first official act?
Did you ever tell a lie?
If so, To whom?
Do you drink liquor?
What kind?
Name some of the best jails that 

you have been locked up in?
What is your mother-in-law’s mid

dle name?
Does she visit you often?
Did you ever pay a fine?
If so, where did you get the money?
Does your wife talk about you?
If so, does she say good or bad 

things about you?
Have you got a rich uncle?
If so, do you wish him a long life?
If you knew you wouldn’t get 

caught what bank would you rob 
first?

Did you ever say anything kind to 
your wife?

If so, was she surprised?
Name three smart men other than 

yourself?
What relation are these men to 

you?
If not related to you, give detail in 

full as to when and where each of 
them signed a bond, paid a fine, or 
loaned you money?

Don’t you think that, your com
munity has mad« a mistake by not 
sending' y to u .te  cron fr e e s ?

If you were to go to congress, what 
would be your first big steal?

Spinach Will Cut Bills For Medicine.
“One of the best greens to feed 

growing children is spinach,” said the 
nutrition specialist of the New Jersey 
Agricultural Col'ege recently to a 
group of young mothers to whom she 
was recommending diets for children.

“But ” objected one woman—(it was 
a very rural community)—“we don’t 
go to town very often, and spinach is 
so very hard to get.”

“Is there any reason why you could 
root grow it in your own garden?”

Well, the woman hadn’t thought of 
that before. Maybe she could.

Why not? Sfinach is an easy crop 
to grow and- is a veritable medicine 
chest for the whole family. New 
Zealand srinach, which gives results in 
hot weather, should be planted early in 
June, but will give good results if put 
in the latter part of the month, pro
vided it is given a good fertile soil and 
a nitrogenous fertilizer to induce quick 
growth. This variety of spinach is 
ever-bearing, for as the tips of the 
branches are cut off for use new 
branches will develop from the main 
vines. Use one ounce of New Zealand 
seed to a 100-foot drill. Thirty-six 
inches should be allowed between 
rows, the same distance between plants 
in the rows, and a depth of one inch in 
planting.

For fall spinach choose Savoy, a 
very hardy variety, which should be 
planted in August. Use half an ounce 
to a 100-foot drill allow twelve inches 
between rows, from three to six inches 
between rlants, and three-quarters of 
an inch for depth.

A few hints about the cooking of 
spinach should not be amiss in these 
suggestions about its culture.

Remove roots and wilted leaves, the 
experts advise. Wash in a large 
amount of water several times. (Warm 
water is a great help in removing the 
dirt.) Sufficient water will cling to 
the leaves so that none need be added 
when the greens are cooked if the pot 
is tightly covered. As much as 50 per 
cent, of the valuable iron found in 
spinach may be soaked out of it is 
cooked in a large amount of water.

Above all do not add soda, as it de
stroys two of the vitamines. If the 
lid is removed from the pot a few min
utes before the greens are done, they 
will retain their bright color.

Vitamines, iron and other minerals, 
such as lime, are among the valuable 
constituents to be found in spinach.

Get the Habit.
1. The habit of work.
2. The habit of honesty.
3. The habit of attention.
4. The habit of politeness.
5. The habit of happiness.
6. The habit of usefulness.
7. The habit of cleanliness. '
8. The habit of promptness.
9. The habit of appreciation.
10. The habit of thoroughness.
11. The habit of thoughtfulness.
12. The habit of accomlishment.
13. The habit of correct speaking.
14. The habit of neatness of work.
15. The habit of enjoyment of work.
16. The h*bi.t of telling the exact 

truth.

BUSINESS WANTS DEPARTMENT
Advertisem ents Inserted under th is  head for five cents a word the first 

insertion and four cents a word for each subsequent continuous insertion. 
If set in capital letters, double price. No charge less than 50 cents. Small 
display advertisem ents in th is department, $3 per inch. Paym ent with order 

I s  required, as amounts are too small to open accounts.

F o r Sale—Cash reg is te rs  and  s to re  fix
tu res . A gency for S tan d ard  com puting 
scales. D ickry  D ick, M uskegon, Mich.
____________________________________________84a

P ay  spo t cash fo r c lo th ing  and  fu rn ish 
ing  goods stocks. L . S ilberm an, 274 E as t 
H ancock. D etro it. 668

Bell Phone 596 Cltz. Phone 61366
JOHN L. LYNCH SALES CO.

SPECIAL SALE EXPERTS 
Expert Advertising  

Expert Merchandising 
209-210-211 M urray  Bldg. 

GRAND RA PID S, M ICHIGAN

1000 le tte rh ead s  o r  envelopes 93.75. 
Copper Jou rna l, H ancock, Mich. 150 

W anted—To h e a r  from  ow ner of g en 
e ra l m erchandise  s to re  for sale. S ta te  
cash  price, p a rticu la rs . D. F . B ush , M in-
neapolis, M inn. _________________914

PA R T N E R  W A NTED —To m atch  m y 
conservative  $14,000 w ith  $14,000 cash  in 
business $6,000 an n u al re n t incom es, busi
ness firm s and  excellen t possib ilities dou
bling. A lready own included 180-foot 
b rick  building and  173x240 grounds, all 
located  inside th ree  blocks to cen ter four- 
corners L ansing , F edera l G overnm ent 
considering  fo r new  L ansing  post office. 
T en-fo ld  profit on your money. Reason, 
alone and  tw o fa rm s on hands. Or will 
sell o u t en tire ly  for $14,000 cash. B est 
investm en t in M ichigan. B radford  A r
nold, Box 64, L ansing , Mich. P o stscr ip t— 
O r will lease toge ther o r sep a ra te ly  to 
su it, m odern offices and  big shops, p a rts  
above said  and  tw o 90-ft. sheds add ition-
a l, ra ilw ay  sidings included._______ 950

F o r Sale—On account of the  d eath  of 
m y husband  will sell general s to re  doing 
good business. M rs. H a rry  H ow ard, F ree-
soil, Mich.___________________________ 954

F o r Sale—The grocery  stock  and  fix
tu re s  of H . H . Colby, of St. Johns. H enry  
F . P a rr , tru s tee , S t. Johns, M ich. 952 

E ig h ty  acres, stock , tools, and  crops 
to exchange for d ry  goods and  g rocery  
stock . O w ner J .  J . Rodgers, H onor, Mich.
_____________________________________ 953 _

F o r R en t—M odern h ardw are  sto re  
building. In  continuous use  for years. J . 
R. B aggerly, Leslie, Mich. 955

F o r Sale—Good clean general s tock  of 
m erchandise , n early  new, for cash. Good 
reason  for selling. A bout $15,000 in all. 
Good business. A ddress No. 951, c-o 
M ichigan T radesm an . 951

DICKRY DICK T H E  SCALE EX> 
PE R T . MUSKEGON, MICH. 939

KWIT YOUR KICKIN
About business. Have an Arrow Sale 
by

THE ARROW SERVICE 
Cor. W ealthy St. & Division Ave. 

Citz. 62374 Grand Rapids, Mich.

W an t whole o r p a r t stocks shoes, m en’s 
w ear o r general m dse. E . C. G reene & 
Co., Jackson , Mich. 887

CASH For Your Merchandise!
W ill buy your en tire  s tock  or p a r t of 
s tock  of shoes, d ry  goods, clothing, fu r
nish ings, b azaa r novelties, fu rn itu re , etc. 

LOUIS LEVINSOHN, Saginaw, Mich.
Good Stock and  g ra in  farm  in Sou thern  

M ichigan to  trad e  for hardw are  o r gen 
era l s to re . A ddress No. 946, care  M ich
igan  T radesm an . 946

R E B U I L T
CASH REGISTER CO., Inc. 

Cash R egisters, C om puting Scales, 
Adding M achines, T ypew riters  And 
O ther S tore  and  Office Specialties. 
122 N. W ashington , SAGINAW, Mich. 
R epairs  and  Supplies for all m akes.

W A N TED —SALESM AN to  sell a  com 
plete line of ch ild ren’s high grade tu rn s  
a ttra c tiv e ly  priced, 1 to  5 in first steps, 
to  &V2 to  11. W e pay  h ighest com m ission. 
M ust have estab lished  te rrito ry . Give 
full p a rticu la rs  in first le tte r. Genesee 
Shoe Co. .R ochester, N . Y._________ 948

A Sacrifice—Clean stock  general m e r
chandise, invoicing $6.500 can  be bought 
for $4,500 cash. W ill sell o r re n t build
ings. M ust sacrifice accoun t sickness. 
A ddress No. 936, care  M ichigan T rad es
m an. 936

Yearly Invoice Record
The contract you enter into when you purchase fire insurance 

requires you to retain all invoices or keep a record of all purchases dur
ing the current year. Merchants who have small safes sometimes find it 
inconvenient to preserve all invoices intact. To meet this requirement, 
we have devised an Invoice Record which enables the merchant to 
record his purchases, as set forth in his invoices, so as to have a com
plete record in compact form for use in effecting a settlement in the 
event of a loss by fire. This Record is invaluable to the merchant, 
because it enables him to ascertain in a moment what he paid for and 
where he purchased any article in stock. Price $2.

T ra d e s m a n  C o m p a n y
Grand Rapids
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IN THE REALM OF RASCALITY.

Cheats and Swindles Merchants 
Should Carefully Avoid.

The Tradesman has repeatedly 
warned its readers to go slow in deal
ing with William Goldblatt, who con
ducts an alleged detective and collec
tion agency at Muskegon under the 
name of the Standard Detective Bu
reau Co. Goldblatt possesses an un
enviable record, which has frequently 
been exploited. He is now writing $36 
contracts reading as follows:
THE STANDARD DETECTIVE 

BUREAU CO.
23 W. Western Avenue 

Muskegon, Mich.
This agreement, made by and be

tween the Standard Detective Bureau 
Company, hereinafter styled the party 
of the first part, a n d ________ herein
after styled the party of the second 
part, witnesseth: That in consideration 
of the sum of $36 for one year, which 
sum is to be paid in advance to party 
of the first part by party of the second 
part, the party of the first part agrees 
to do as follows:

1. To investigate any burglary, 
theft or any other injury committed 
against the property of the party of 
the second part, and endeavor to bring 
the guilty party to justice.

2. To test the employes any time 
when called upon.

3. To collect bad debts, such as 
checks, book accounts and notes, 
which the party of the second part 
may have. Will guarantee to get all 
accounts or money will be returned 
and 7 per cent.

This agreement is to be in force for 
the period of twelve months.

Many complaints have come to the 
Tradesman from merchants who have 
entrusted collections to Goldblatt, 
learned later that payments were made 
to him by debtors, but no proceeds 
were sent bo the owners of the claims.

The Tradesman has always main
tained that the man who insists for 
payment in advance for services he 
may never be called upon to perform 
is a dangerous man to have anything 
to do with.

Imposter Calls on Merchants.
We have just received a letter from 

Frank & Seder, of Pittsburgh Pa., to 
the effect that an imposter, represent
ing himself as “W. J. Frank,” of the 
firm of “Frank & Seder,” called on 
Block & Kuhl, Peoria, 111., and after 
spending a considerable time in going 
through the store and discussing in 
detail many phases of store operation, 
very cleverly relieved them of $200 by 
having a check cashed. It was only 
because of the apparent familiarity 
and interest which the imposter show
ed in the store management and his 
pretended acquaintance with many 
leading merchants in the country, that 
the firm he visited offered to cash the 
check after he said that he had to go 
to the bank for money. In all these 
cases the crooks succeed because they 
first build up a feeling of confidence 
in the people they approach. No 
honest man who asks an unusual ser
vice will resent your request that he 
identify himself. ,

Our attention has just been called by 
the Boston Store, of Milwaukee, to 
the fact that an imposter, who repre
sented himself as a buyer for their 
company, and said that he was order
ing in conjunction with the Fellows 
Buying Corporation, visited a jeweler 
and succeeded in getting away with 
a watch. He also placed various 
other orders, concerning which the 
manufacturers made enquiry when 
they did not receive confirmations in 
due time. In the course of these 
transactions he had checks cashed.

Bogus Raisin Salesman.
According to advices from the Mid

dle West, an imposter is playing on 
the good standing of the Sun Maid 
raisin people in that section so annoy
ingly as to lead the company to send 
a wire substantially like this to trade 
secretaries:

“Advise trade of imposter, medium 
build, pleasant appearance, operating 
as salesman of California Associated 
Raisin Company Will take orders for 
raisins, then presenting for endorse
ment fictitious checks $162.40, pur
ported as salary and expense check 
drawn on yellow safety paper. First 
operated in South and North Dakota 
and Montana as Frank C. Clayton; be
gan operations this week at Scribner, 
Neb., as Arthur M. Young.”

No More Check Fiends Need Apply.
A jocular citizen entered the store 

of S. D. Pond this week and asked if 
he would cash a check. Mr. Pond’s 
usually urbane countenance turned 
black as he growled “Go to—.” There 
was a reason. Many towns have re
ported check forgers at work and now 
Allegan is added to the list. A rough
ly dressed man presented checks for 
$25 signed “E. E. Wark Co.” to sev
eral local merchants. It was generally 
known that Messrs. E. E. Weed and 
James Wark had been interested in 
buying logs for the basket factory and 
but few recalled the new name under 
which the factory operates. Further, 
the forger presented his checks during 
the time of greatest business activity. 
In this way he was successful with Mr. 
Pond, Saturday, Oct. 14, and returned 
the next Saturday getting checks 
cashed by Stein-Griswold Co. and 
Brand market. They were very crude 
forgeries and would ordinarily have 
been detected by these parties, as they 
were by Dan Stern and Wise & 
Switzenberg. In the case of Mr. Pond 
the man added such details with 
reference to the lumbering operations 
of the basket company as to lead him 
to believe the man authorized to make 
checks. There will be no use present
ing checks in Allegan for some time 
to come.—Allegan Gazette.

Rain Song.
Jt is n o t ra in in g  ra in  to  me.

I t ’s ra in in g  daffodils;
In every  dim pled drop I see 

W ild flowers on the  hills.

T he clouds of g ra y  engu lf the  sky 
And overw helm  the tow n;

It is n o t ra in in g  ra in  to me,
I t ’s ra in in g  roses down.

I t is n o t ra in in g  ra in  to  me.
B u t fields of clover bloom. 

W here an y  bucaneering  bee 
C an find a  bed and  room

A health  un to  the  happy.
A fig for him  who fre ts ,

I t  is n o t ra in in g  ra in  to  me.It’s raining violets.

D I C K ’S “Famous”
Feed Cutters
For Hand or Power Use

W e have just unloaded a large stock of these 
popular feed cutting machines. There is a big 
demand this fall for cutters to run with small 
pum ping engines.

No. 5-E—Dick “ Fam ous" 
i W ith pulley o r hand  a tta ch m en t)

Quick Shipments

Blizzard Sales Co.
J. H. GINGRICH, M anager 

Commerce Ave., at Cherry St. 

GRAND RAPIDS, MICHIGAN



THE STRONGEST 
SAFE IN THE WORLD
Manufactured 
Exclusively by

YORK SA FE 
AND LOCK CO.

Sale in Western Michigan controlled exclusively by

GRAND RAPIDS SAFE CO.
Tradesm an Building 
GRAND RAPIDS



Fulton Street Cor. 
Commerce Avenue W holesale D istributors and M anufacturers* A gents GRAND RAPIDS, 

MICHIGAN

For Immediate Shipment and to Increase Your Sales
offer a w ide variety  of our best sellers th a t are ju st th e  thing to  brighten up your G ift 

▼ ▼ D epartm ent. Com pare your costs w ith  the  prices you can get for these item s and you 
w ill see th a t they can be sold a t popular prices.

A ttractive goods for th e  P arlo r, L ibrary, D ining Room, Bed Room, N ursery. Den, H all— 
on P iano or Desk.
Here we show a few out of hundreds of items in our stock. Prepare for the Christmas sale the one sure sales period of the year.

KOSMO

0120-0121

K 13IÎ

228-10

Suggested  
R etail P rices
_______ $ 4.00
_______  3.50
_______  2.50
-----------  5.00
-----------  3.00
_______  7.50
_________15.00
________ 2.25
________ 3.50
________ 2.50
_________14.00
-----------  5.50
------------ 9.00

■ E offer thous
ands o f dollars 
worth o f merchan

dise at prices no store 
can afford to  miss. 
Quick Service and 
Large Stocks.

Send for Catalog 
of

HOLIDAY GOODS

HP HIS is a money 
saving opportun

ity you cannot afford 
to miss. Avail your
self of these— OUR 
SPECIAL PRICES. 
Goods have never 
been so low «nee the 
war began.

0120-0121—Boudoir Lam p, A ssorted  Colors, H t. 13 i n . _
275-12—1-L igh t P o rtab le, m ahogany F in ish , H t. 1 4 ^  In.
Kosmo—A djustab le  D esk Lam p, H t. 10 i n . ___ _______
221-12—Lam p Shade, W idth 12 in. ________ :____________
150-10—1-L igh t Portab le, H t., 13 In. ___________________
K1318—Boudoir Lam p, D ecorated Shade, H t. iS'/g in. .
504—  Boudoir Lam p, A ssorted  Colors, H t. 18 in. _____
228-8—Lam p Shade, W idth 8 in. _____________________ __
228-10—Lam p Shade, W idth  10 in. _____________________
275-8—1-L ig h t P o rtab le, M ahogany F in ish , H t. 10J/2 in.
0200-501— E lectric  T able Lam p _________________________
500—Boudoir Lam p, A ssorted  Colors, H t. 8 in. _______ _
505— Boudoir Lam p, A ssorted Colors ________________

TOTAL SUGGESTED RETAIL SALES PRICE 
OUR PRICE TO MERCHANTS ______ ______
(We can sell these in open stock if desired). No cfc

Holiday Terms—Due net January 1st, 1923, or 2% Discount 10 Days.

Novem ber B argain Sales to  m ake 1922 th e  greatest sales season m erchants have ever 
know n. Low prices and attractive goods w ill d o it.

Correspondence invited bu t come in person if possible and see our w onderful line.


