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Citizens Long Distance Service
Reaches m ore people in W estern Michigan 
than can b e  reached through any other tele* 
phone medium.

21 ,850  telephones in G rand  Rapids. 
Connection with 150,000 telephones in 
Detroit.

USE CITIZENS SERVICE

CITIZENS TELEPHONE COMPANY

T h a t T o n  o f  C o a l
The cost of it need no t w orry your customers if they 

will cut out expensive foods th a t have no food 

value.

Shredded Wheat Biscuit
is a  real food, containing all the strength-giving 

elements of the w hole w heat grain prepared in a 

digestible form. Being ready-cooked and  ready-to- 

eat it saves fuel, saves time, saves money. W e 

create the dem and for it through extensive national 

advertising. You distribute it and  m ake a  good 

profit.

MADE ONLY BY

The Shredded W heel Company, Niagara Falls, N. Y.

SPRINGTIME CANDIES
GIVE YOUR CANDY CASE A HOUSE CLEANING

AND STOCK UP W ITH  A NICE N EW  LIN E OF

and  j O W j / E y s

FANCY PACKAGE CHOCOLATES

NATIONAL, C INDY CO . IKS

P U T N A M  F A C T O R Y
GRAND RAPIDS, MICH.
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BUSINESS AND THE WEATHER 
The weather of the current week 

has not been of the sort to bring 
cheer to the retailers of drj» goods 
and clothing. A late season never 
helps their business. Of course peo
ple are going to need light-weight 
garments in July and August even 
if May should bring a flareback of 
wintry weather, but dealers say that 
experience shows that total sales are 
likely to be somewhat less when 
spring is late in arriving even if the 
later months should be unusually 
warm. When spring is two or three 
weeks behind its schedules ihe pro
spective buyer is apt to decide that he 
can make his old suit last through 
the season. It is pointed out that a 
steadily increasing number of men 
now wear three weights of clothing, 
heavy for winter, medium weight for 
spring and fall and “tropicals” for 
summer. A late spring interferes with 
sales of the medium weights. One 
optimistic clothier, however, takes 
the view that the longer a backward 
spring makes the consumer wear his 
winter suit the greater will be ' his 
need of a new heavy-weight outfit 
next fall, and that what retards spring 
trade may help fall trade. The re
cent announcement in the press that 
scientists may succeed in forecasting 
the weather a year ahead may mean 
much to clothing men—provided that - 
the forecasts are more accurate than 
when they are made only a day ahead.

Accused of Price Discrimination. 
Formal complaint has been made by 

the Federal Tiade Commission against 
William R. Warner & Co., Inc., of 
New York, manufacturers of patent 
medicines, pharmaceuticals and drug 
specialties, alleging unfair competition 
in violation of the Federal Trade 
Commission act and price discrimina
tion contrary to the Clayton act. The 
firm sells to jobbers, wholesalers and 
retailers, its factories being located in 
New York and St. Louis.

The nature of the price discrimina
tion presented in the Warner com
pany’s case is, according to the com
plaint, different from that involved in 
the Mennen case. In the latter the 
discrimination was in favor of whole
salers as against retailers purchasing 
co-operatively. In the Warner case 
the discrimination alleged to be in 
use is in favor of a preferred class as 
against a non-preferred class, the 
preferred customers including both 
wholesalers and retailers, and the non
preferred being also of both classes.

In the Mennen case, it is pointed 
out, the Court reversed the order of 
the Trade Commission, s t a t i n g  
“whether a buyer is a wholesaler or 
not does not depend upon the quanti
ty he buys. It is not the character 
of his buying, but the character of his 
selling which marks him as a whole
saler. * * * ”

The question in the Warner case to 
be determined by the commission dif
fers in that it is to be ascertained 
whether it is unlawful to discriminate 
in price between wholesalers who 
purchase in the same quality, quantity 
and upon the same terms, and like
wise whether it is unlawful to dis
criminate between retailers who pur
chase under like conditions.

The Warner plan, the complaint re
cites, contemplates two established 
scales of prices which it designates 
as jobbers’ prices and retailers’ prices, 
the jobbers’ prices being materially 
lower and carrying greater discounts 
than the retailers’ prices. The job
bers’ prices are granted to certain 
selected wholesalers and retailers, and 
at the same time the retailers’ prices 
upon goods of the same quality and 
quantity are charged to certain other 
wholesalers and retailers.

By reason of this classification into 
groups of preferred and non-preferred 
customers, the complaint charges that 
the preferred customers, being given 
the more favorable prices and terms, 
are afforded an undue and unfair ad
vantage over their competitors, who 
have been compelled to purchase 
goods of the same quality and quan
tity at higher prices and on less ad
vantageous terms; that is, certain 
wholesalers being in the preferred 
class receive better prices than other 
wholesalers in the non-preferred class. 
Likewise, certain retailers being in 
the preferred receive better prices 
than certain other retailers being in 
the non-preferred class.

The firm will be allowed thirty 
days for the filing of an answer, the 
case then to be set for trial.

FareweH To The Two Dollar Bill.
Two Dollar Bill is dead—.and bur

ied in an unmarked grave. No gran
ite sliuft marks his last resting place 
r—no mourners, followed him to the 
gpave, for Bill was a surly cuss who

made no friends, and, having made 
none, he had none to keep.

Bill was born in Eighteen Hundred 
and Sixty-two, and before his first 
suit was hung on the dryer behind 
the kitchen stove, he started a vigor
ous campaign of enemy making which 
is prosecuted with vicious persistancy 
right up to his unlamented end.

The ink of his christening in the 
Government printing press was hard
ly dry on the money innovation of 
President Lincoln’s administration be
fore the Infant Currency started ac
cumulating enemies. Bankers began 
hearing the protests. Bill had the 
habit of lying about his age. Women 
are said to generally protest the pass
ing of the decades. They white-lie 
at thirty and* black-lie at forty, for 
which no gentleman blames them. 
But during the sixty years of Two- 
Dollar-Bill’s life, he frequently passed 
for half his face value.

When a fellow most needed a friend 
Bill was never there. Near sighted 
people lost money on him. He 
sought to make friends among the 
short change artists, the cabbies, and 
their successors, who drive taxi cabs 
Prohibitionists adopted him but he 
couldn’t be reformed for he didn’t 
even have thieves’ honor and invari
ably conspired to short change those 
who tried to befriend him.

Bill needed a bath more frequently 
than any other member of the money 
family, and he generally looked run 
down at the heel. His signs of hard 
campaigning gave rise to the impres
sion that he was popular. The bank
ers pushed him out every morning, 
and not to be outdone by the bad 
penny, Bill came back every night. 
Saturdays he went out with the pay-» 
roll but every* Monday morning the 
banker saw him again.

Bill was never carried by his friends 
he was pushed—from pillar to post— 
like the tramp who is escorted to the 
edge of town and told to keep mov
ing. The nearest he ever came to 
friendship was when he joined that 
gentry who, by skillful manipulation, 
raise bills of small denomination to 
large estate by a process commonly 
known as counterfeiting. Bill lent 
himself so heartily to this practice, 
which is frowned upon by Govern
ments everywhere, that it led to his 
downfall. He was an expert at 
decimal multiplication but couldn’t 
subtract.

The Treasury announces that Bill 
.̂is doomed—he was convicted on many 
counts. The money makers in Wash
ington say he is gone because he 
tired of being passed as one and too 
frequently decimaled himself to twn- 
ty. The general public rejoice in his 

- demise because he was a general 
nuisance.

Another Dubiske Bubble Bursts.
The Ides of March have cast a 

wicked spell over the flock of ducks 
that the Dubiske outfit of promoters 
were leading to the brook where the 
waters would transform them into 
golden pheasants. What the ducks 
imbibed seems to be killing them off 
one by one. Only last March the 
Stevens-Duryea concern rolled over 
on its back and expired.

Now, another, the Davis Sewing 
Machine Co., has just given up its 
ghost. This week the newspapers an
nounce that its creditors have thrown 
it into bankruptcy. Thus passes into 
oblivion another of Dubiske’s flota
tions.

When these high pressure stock 
sellers undertook the financing of the 
Davis Sewing Machine Co. they of
fered its stock, one share of preferred 
and one share of common, for $115. 
Those who did not want to pay so 
high could have obtained this brace 
of stocks for $50. But, by waiting un
til now, they are obtainable for much 
less, for a recent quotation put their 
price at $14 asked, and $12 bid for 
these stocks, which figure is also ex
cessive in view of the catastrophe 
which has overtaken the company.

During the zenith of Dubiske’s op
erations, when investors were not yet 
aware of the general hollowness of the 
securities sold by such concerns as 
Elliott, the Business Builder, and 
Steel, the man who injected song into 
the stock salesmen’s method of put
ting it over, the clarion cry that was 
used with such good effect was that 
small investors, by this method of 
financing, were provided with the 
same opportunities which only the in
siders on Wall Street were favored.

By such falacious claims Dubiske’s 
agents succeeded in placing more than 
$32,000,000 securities with people of 
small and moderate means. While it 
is not generally known how many 
clients were on the rolls of this con
cern it is estimated that they must 
exceed 30,000. By this time most of 
these investors have had the film drop 
from their eyes. They now realize 
they hold stocks so over-inflated that 
it is hoping against hope to expect to 
ever see the day when they can re
cover what they put into them.

If an analysis were made of the 
cause of the collapse of Davis Sew
ing Machine Co. and also of Stevens- 
Duryea it probably would reveal such 
a tremendous overhead of financing 
that it could be seen that they were 
doomed sooner or later to the fate 
which has overcome them. This is 
the kind of a blight which stifles the 
life of a business, which had it been 
more conservatively financed and kept 
out of the hands of the Dubiske’s 
might have been nursed into a profit
able enterprise.—Financial World.
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BUSINESS MOVES IN CYCLES, 
Some people are skeptical about 

business cycles because they believe 
that the theory has not yet been suf
ficiently buttressed by statistical re
search. It is quite true that there is 
still a great deal to be learned about 
business phenomena in general and 
about the cycle in particular. Indeed, 
the application of statistical methods 
to the study of business has just had 
its beginning. For this reason some 
of the more conservative economists 
maintain that while there are un
doubtedly cyclical swings from pros
perity to depression and back again 
the existing knowledge about these 
movements is as yet insufficient to 
justify the formulation of general 
principles for the guidance of the in
dividual business man.

This view is partly right and partly 
wrong. There are such wide differ
ences between conditions in various 
lines of business at a given time that 
a policy which appears advisable for 
business in general may need much 
modification before being suited to an 
individual case. To that extent the 
critics are right. On the other hand, 
they are wholly wrong in assuming 
that the wide publicity given to the 
cycle idea has had undesirable re
sults. There are perhaps instances 
in which the cycle idea has been over
worked by some forecaster and made 
to do stunts of which economists and 
statisticians do not approve. On the 
other hand, the very fact that busi
ness men have now accepted the idea 
of a cyclical movement is serving to 
prevent a runaway market in many 
commodities and has contributed to 
the development of that caution which 
now fundementally strengthens the 
business situation.

There is yet another kind'of criti
cism directed at the theory of the 
business cycle that merits some atten
tion. One group of critics is now say
ing that if one accepts the idea that 
depression follows prosperity this 
tends of itself to bring on hard times. 
In other words, if we believe during 
good times that hard times are com
ing they will come and vice versa. 
The conclusion is obvious; when 
prosperity reaches the peak banish 
all thoughts of reaction and it will 
stay at the peak. Now, that is just 
what most people did in 1920. At the 
peak of the boom it was hard to find 
any one who would listen to a sug
gestion that the existing condition 
was not going to be permanent. Yet 
the reaction came and thinking about 
it did not bring it. People were 
thinking then in terms of permanent 
prosperity.

All the trade agencies and statistical 
organizations expect business to re
main good throughout the year. The 
pause to the advance in prices noted 
during the last fortnight is not re
garded as a sign that prosperity is 
planning to take its departure. Of 
course this is a warning to the purely 
speculative dealer who can only pros
per by fluctuations in the market. 
Nothing has happened, however, to 
indicate that the manufacturer, whole
saler and retailer may not continue to 
carry on their business at a profit.
In fact, the slight check to forward 
buying and to the rise in prices

which has been noted in the primary 
markets may really prove the means 
of prolonging the present period of 
prosperity. Retail trade continues 
good, and with buying power at its 
present high point it should continue 
good for a long time. Inventories of 
retailers are relatively small and this 
points to a resumption of good busi
ness in the primary markets. Bankers 
are advising their clients against over
expansion, and such advice evidently 
is being heeded. Only in the build
ing industry has the situation got out 
of hand.

AMERICA WITHOUT FORESTS?
Without its forests, what would the 

United States be like? The question 
is not by any means an idle one, 
since every year lumbering operations 
and fires are subtracting more than 
5,500,000 acres from an already slend
er residue of timberland.

Among the more obvious results 
of complete deforestation would be, 
of course, the virtual elimination of 
lumber for building and other pur
poses, and dependence—total, where 
it is now partial—upon importation 
of wood pulp for the making of 
newsprint paper, or else reliance up
on substitutes not yet successfully 
evolved.

Radical changes in climate would 
soon make themselves felt, following 
the parched condition of the soil 
over great areas that now retain 
moisture by virtue of their blanketing 
of trees. Agriculture and vegetation 
of all kinds would suffer from alter
nate drenching and baking, for our 
streams and rivers and artificial sys
tems of irrigation would be deprive- 
ed of the gradual feeding that is the 
indispensable service of the forests; 
waterways would be swollen to dan
gerous proportions one day and be
fore long all but dry. Devastating 
floods almost invariably have followed 
forest depletion in the neighborhood 
of water courses.

There would be a general and 
comparatively rapid shift of terrain, 
if the forests were obliterated; the 
soil of mountain slopes in time would 
give way, for no interlacing tree- 
roots would remain to keep it in 
place. The country’s water supply 
would be thick with'silt and, even 
if unimpaired, would create new 
problems in filtration. Development 
of water power also would be re
tarded.

All this, of course, takes no ac
count of the inevitable extinction of 
practically all the valuable species 
of wild animal life, nor of the with
drawal of the purifying influence 
upon the atmosphere exerted by the 
forest ranges. What, too, of the loss 
of landscape beauty? An America 
sljorn of its woodlands, and sub
jected to the effects of deforestation, 
would present a prospect utterly bar
ren and inhospitable. It is not, per
haps too much to say that mental 
and physical decadence in time would 
ensue. Those to whom this picture 
of desolation seems overdrawn are 
invited to inquire into the history of 
China.

A sensible .program of enforced re
forestation on timberlands that are 
privately owned—representing about 

“fifths pjt tftg pountry’s remaining .

resources—is imperative. So, also, 
is the liberal expenditure of public 
funds for fire protection and for 
popular education in conservation. 
Every individual visiting our forests 
can do his part by exercising the ut
most caution in building camp fires 
and in disposing of lighted matches 
and smoking materials.

FEW CLOUDS ON HORIZON.
It has been a long time since there 

have been so few clouds on the 
business horizon, but there has never 
been a time in our history when the 
skies were cloudless. The possibility 
of general inflation is one cloud, and 
the new Congress that is to meet next 
December is another. The country 
may succeed in escaping inflation, af
ter the repeated warnings that have 
been given of the imminence of such 
a thing, but from Congress there is no 
escape. The most that can be hoped' 
is that its bark will prove much 
worse than its bite. In its member
ship there are many cheap money ad
vocates and professional corporation- 
baiters, and it will be well for busi
ness leaders not to blink the facts but 
to be on their guard against half- 
baked, radical legislation. The next 
Congress is certain to pass a bonus 
bill early in the session, but it is not 
certain that it will be able to muster 
enough votes to override a veto. In 
fact, if it can devise enough new tax
es to meet the added burden on the 
Treasury which the bonus will entail 
the bill will not receive an executive 
veto, unless the administration chang
es its former position on the bonus 
question.

BOYCOTT ANSWERS BOYCOTT.
When the agitation for a sugar 

boycott was recently discussed in this 
column the statement was made that 
the boycott is a poor remedy and 
often proves to be a two-edged weap
on. In the case of sugar there has 
been no exception, as is attested by 
the suddeq agitation in the Cuban 
press for a boycott of American 
goods in retaliation for the alleged 
official sanction given to the recent 
drive against the price of Cuba’s chief 
product. It is easy to believe that 
the Cubans are irritated. Since its 
independence Cuba has been virtually 
a ward of the United States, and the 
attitude which some of our politicians 
have taken towards trade with the 
island, which incidentally is one of our 
best customers, has not been con
sistent with that of a benevolent 
guardian. There ?s little to fear from 
a Cuban boycott, which would hurt 
Cuba as much as it would this coun
try, and the agitation will probably 
prove to be a tempest in a tea-pot. 
It is not altogether pleasant, how
ever, to see the frequent recurrence 
of things that ruffle the feelings of 
our southern neighbors and disturb 
our friendly relations with the island 
republic.

Looks have a great deal to do with 
surmises, and it is the better part of 
good judgment to look prosperous as 
well as feel prosperous.

“Yes,” said the employer, “we’ll 
pay you $5,000 per.” “Per what?” 
asked the applicant, eagerly. “Per
haps,” was the reply.

Unusual Developments
of interest to

The Merchandise Shipper, 
Jobber or Broker

W e ren t and  lease storage space in the finest warehouse 
in the S tate

1st. Fireproof— Steel and cem ent construction— low fire 
rates.

2nd. Location— W ithin 3 blocks of center of town.

3rd. H aulage— Trucks a t your disposal.

W e can arrange any  size space the jobber m ay desire—  
p art carload or 25 carloads. E levator service in all buildings, 
which total nearly  a quarter of a million square feet of sur
face.

Negotiable w arehouse receipts are offered to our tenants 
on m erchandise stored, which is a  very veluable adjunct.

RICHARDS STORAGE CO.
Ionia, Michigan and Ottawa Grand Rapids, Mich.

Telephone— Citzens 66178— B ell Main 119
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National Retailers St. Paul Conven
tion.

Preliminary announcement of the 
programme of the National Associa
tion of Retail Grocers indicates that 
it will be one of the best the associa
tion has ever held in attendance and 
in the character of the proceedings 
as an influence on progessive develop
ment of grocery efficiency.

At this, date only the names of the 
more prominent speakers are given. 
A later announcement will present the 
many live topics to be discussed, to
gether with the full details of vari
ous social and other convention fea
tures. Action on the Better Grocers 
Bureau and the report of the “Study 
of Operating Costs” by Harvard Uni
versity will be the most prominent 
single items of interest.

The many angles of food manufac
ture and distribution will be pre
sented to the convention delegates 
and visitors by J. H. McLaurin, presi
dent American Wholesale Grocers 
Association; W. W. Frazier Jr., 
president American Specialty Manu
facturers’ Association; Charles P. 
Whiteman, president National Food 
Brokers’ Association; J. W. Herscher 
president National Wholesale Gro
cers’ Association; Charles A. Clark, 
president National Coffee Roasters’ 

.Association; James A. Anderson, 
president National Canners’ Associa
tion.

The statistical, cost accounting and 
legal aspects of food manufacturing 
and merchandising will be told by 
Hon. Clyde M. Kelly, member of 
Congress; W. P. McBain, general

M I C H I G A N  T R A D E S M A N

counsel National Association of Re
tail Grocers; Donald K. David, as
sistant, dean Bureau of Business Re
search, Harvard University; Sidney 
A. Linnekin, vice-president Babson 
Institute; Thomas K. Kelly, banker 
and sales expert.

These addresses will be supplement
ed by talks from retail grocers them
selves, men who are “on the firing 
line” and know the “inside” of the 
retail grocery business. Among them 
are Winfield Hartzell, of Colorado; 
John Coode, of Tennessee; E. S. 
Berthiaume, of Wisconsin; Ernest 
Buffett, of Nebraska; T. Johnson 
Stewart, of Washington, and others 
who have been designated.

The direction of the convention it
self— its sidelights and social doings 
—will be managed by men of past 
successful performances, among them 
being Francis E. Kamper, Frank B. 
Connolly, John A. Green, John A. 
Ulmer, John W. Lux, and many 
others.

Raymond M. Havens, president 
International Rotary and the Mayor 
of St. Paul, will be the principal 
speaker at the Asparagus Club ban
quet, while Fred Mason and the Gov
ernor of Minnesota will be the speak
ers at the official convention banquet.

The business programme will be 
so arranged that ample time will be 
available for complete discussion of 
any problem presented by the dele
gates.

Reduced rates* have been granted 
by the carriers which will enable all 
delegates and visitors to make the 
round trip for a one-way and a half.

The certificate plan will be employed. 
This means that a regular one-way 
ticket is purchased to St. Paul. At 
the time of purchase a certificate 
must be requested and procured from 
the agent. This certificate will be 
validated at the convention and the 
holder can then obtain a return ticket 
on the same road for one-half of the 
regular fare. In addition to the rates 
on the certificate plan the regular 
summer excursion rates will be avail
able from many points to St. Paul.

Very attractive rates will also be 
in force for Yellowstone Park. - On 
these tickets it is possible to go via 
St. Paul with a stopover for the con
vention. The usual summer tourist 
rates to the Pacifiq Coast will be in 
effect for those who are planning a 
trip of that kind, and then return on 
one of the Southern routes.

On Thursday evening, June 28, 
about 10 p. m., a special train on the 
Northern Pacific Railroad, for gro
cers attending the convention exclu
sively, will leave for Yellowstone 
Park. It will be a personally con
ducted tour both in reference to the 
train and the trip through the park. 
The round trip railroad fare from St. 
Paul is only $46.20.

Riding For A Fall.
It is evident -that the two kinds 

of profiteers are riding for a fall. 
Bath are, however, relying on their 
obtaining enough of the swag while 
on the journey to pad their impact 
with realities. But they may over
estimate the period within which 
their operations will be possible. 
Warnings against the consequences

of what they are doing have been 
rather frequent lately. Banks have 
had their say about them and so 
have credit men and the large and 
well-established distributors of com
modities. Trade associations have al
so been cautioning their members 
against commitments too large or too 
far ahead. Both wholesalers and re
tailers have been advised not to 
order beyond the current needs and 
to disregard those who are trying 
to urge them to do otherwise on the 
ground that, later on, they will not 
be able to get what they want ex
cept at extravagant prices. It was 
that kind of specious plea which put 
so many into the ditch of insolvency 
following the last deflation, and the 
lesson is not apt to be ignored. 
Nobody in fact, is stocking up 
largely for the future. All are try
ing to make sure of being able to 
sell goods before they order them 
and are more interested in rapidity 
of turn-over than in any other feature. 
This is regarded as a procedure cal
led for under the circumstances and 
as one conducive to safe merchandis
ing.

Success comes by plodding and un
derstanding; by an interest in the de
tails o-f the business, and last and best 
of all, the good fortune of having 
capable and loyal associates. This is 
what lends joy to business and makes 
one glad as he walks down street of a 
morning.

Don’t delude yourself by thinking 
you are deluding your employer if he 
does not constantly call your attention 
to your business faults.

Barney says—

Barney Langeler has worked 
In th is Institution oontfnu- 
ously for fifty years.

By Golly / don’t like all this nonsence about sugar.

It will soon be canning time and the retailers must 

have sugar ready when the women want it for canning 

berries for if the women don’t do their canning as usual, 

it will mean higher prices for canned fruits next winter.

Will you be prepared with sugar, cans, rubbers, etc., 

when the canning season arrives.

W o r d e n  O r o c e r  C o m p a n y
GRAND RAPIDS

KALAMAZOO—LANSING—BATTLE CREEK

THE PROMPT SHIPPERS
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MOVEMENT OF MERCHANTS. 
Coopersville—C. E. Nelson has in

stalled a modern plate glass front in 
his drqg store.

'Holland—The Farrand Piano Co. 
has increased its capital stock from 
$50,000 to $100,000.

Lansing—A. T. Vandervoort, Van- 
dervoort Hardware Co., died suddenly 
at his home, May 15.

Bronson—The Visel-Darling Co., 
Inc., has increased its capital stock 
from $40,000 to $115,000.

Fowler—The Fciwler State Savings 
Bank has increased its capital stock 
from $30,000 to $50,000.

River Rduge—The Rouge State 
Bank has increased its capital stock 
from $50,000 to $100,000.

Sturgis—Grant O. Stofflet has sold 
his drug stock to John M. Bird, who 
will continue the business.

St. Joseph—The Edgewater Co., 
Danforth building, has decreased its 
capital stock from $50,000 to $10,000.

Detroit—The City Lumber Cp., 
2200 Hart avenue, has increased its 
capital stock from $100,000 to $200,-
000.

Corunna—W. S. Davison has pur
chased the Robinson grocery stock 
and store fixtures, taking immediate 
possession.

Detroit—The Green slade Oil Co., 
445 West Jefferson avenue, has in
creased its capital stock from $220,- 
000 to. $500,000.

Bay City—The Evenknit Hosiery 
Mills, 108 North Walnut street, has 
increased its capital stock from $125,- 
000 to $150,000.

Hillsdale—George E. Walworth, 
has conducted a dry goods store here 
for the past 35 years, is celebrating 
the event this week.

Breckenridge—W. O. Watson & 
Son purchased a drug stock and store 
fixtures at Fowlerville and will in
stall them in their store building here.

Albion—Sam Gettings, grocer in 
the Putnam block, South Superior 
street has sold his stock and store 
fixtures to F. A. Fischer who has 
taken possesion.

Linwood—The Linwood Bean & 
Grain Co. has been incorporated *.v Hi 
an authorized capital stock of $20,000. 
all of which has been subscribed and 
$9,000 paid in in cash.

Homer—George Hayner has pur
chased the Gordon store building and 
will occupy it with his grocery stock 
as soon as the present tenants can 
find a suitable location.

Durand—H. A. Thomas has sold 
hotel Richelieu to C. L. Beach, of 
Detroit, who will remodel the prop
erty and make many improvements. 
He has taken possession.

Detroit—The Buyers Corporation, 
Book Building, has been incorporated 
with an authorized capital stock of 
$10,000, all of which has been sub
scribed and $1,000 paid in in cash.

Pine River—The Pine River Bean 
& Grain Co. has been incorporated 
with an authorized capital stock of 
$15,000, all of which has been sub
scribed and $8,700 paid in in cash.

Elk Rapids—The Erko Electric 
Supply Co. has been incorporated 
with an authorized capital stock of 
$10,000, all of which has been sub
scribed and $1,000 paid in in cash.

Pinconning—The Pinconning Bean 
& Grain Co. has been incorporated

with an authorized capital stock <Jf 
$35,000, all of which has been sub
scribed and $15,000 paid in in cash.

Detroit—The Boot Shop at 2626 
Woodward avenue was sold recently 
by its owner, Sam Pathe, to J. Quinn, 
a Detroit shoe man, who fqrmerly 
had a shop at 2237 Woodward avenue.

Rhodes—The Rhodes Bean and 
Grain Co. has been incorporated with 
an authorized capital stock Uf $7,000, 
all of which has been subscribed and 
$4,300 paid in in cash.

Lansing—The Lewis Shop, Inc., 
will remove its stock to its new lo
cation, 115 South Washington avenue, 
about May 25. The building has been 
remodeled and made modern in every 
detail.

Detroit — The Detroit Steel & 
Conveyor Co., 231 Meldrum avenue, 
has been incorporated with an author
ized capital stock of $30,000, of which 
amount $20,000 has been subscribed 
and $10,600 paid in in cash.

Detroit—The Williams Radio Cc’., 
1438 Washington Blvd., has been in
corporated with an authorized capital 
stock of $55 000 common and $20,000 
preferred, $45,000 of which has been 
subscribed and paid in in property.

Ionia—The Clarksville Co-Opera
tive Elevator Co. lost its elevator, 
coal sheds, corn, wheat and oats by 
fire, May 9, entailing a loss of over 
$50,000. Only a smlall amount of 
insurance was carried on the build
ing.

Lawton—The Neilson-Martin Chuck 
& Tool Co. will move its plant here 
from Chicago. The company has 
purchased six acres of land and will 
erect a modern brick building, 50 x 
100 feet, at once. The company is 
capitalized at $100,000.

Albion — Hartford & McKeeby, 
Battle Creek, will take over the 
Sanitary Meat Market, South Super
ior street, following their winning of 
a suit for ouster proceedings against 
Ralph Loomis, who has conducted 
the market for the past year.

Detroit—H. G. Burkhardt, former
ly with R. H. Fyfe & Co. for seven 
vrars, is opening his third store in 
Detroit at 210 Woodward avenue,
- here he will conduct an exclusive 
-hoe -tore for men. He will special- 

e ir shoes selling from $5 to $8. 
Pontiac — Dickinson s, 31 North 

Saginaw street, has been incorpor
ated to deal in men’s furnishings, 
etc., with an authorized capital stock 
of $50.000 common and $20,000 pre
ferred, all of which has been sub
scribed and $50,000 paid in in cash.

Detroit—Max Lieberman has merg
ed his furniture, carpets, etc., busi
ness into a stock company under the 
style of Lieberman Furniture, 629-39 
Gratiot avenue, with an authorized 
capital stock of $50,000, all of which 
has been subscribed and paid in in 
cash.

Muskegon—The Muskegon Storage 
& Battery Corporation has been in
corporated to manufacture and sell 
electrical storage batteries and other 
electrical devices, with an authorized 
capital stock of $6,000, $3 000 of 
which has been subscribed and $1,800 
paid in in cash. .

Kalamazoo—The Holland Maid 
Co., of Holland, has opened a factory 
gales an4 service branch at 303 North

Burdick street, where the Holland 
Maid electric washing machine and 
ironing machine is displayed and 
demonstrated, under the management 
of J. L. Bulthuis.

Mt. Clemens—The Cooper Steel 
Spring Co., with business offices at 
447 Charlotte street, Detroit, has been 
incorporated to manufacture auto 
springs and accessories, with a u 
authorized capital stock of $25,000, all 
of which has been subscribed and 
$15,000 paid in in cash. -

Detroit—Miloch & Zielinski have 
merged their hardware, furniture, etc., 
business into a stock company under 
the style of Miloch, Zielinski & 
Frada; Inc., 4347 West Warren, with 
an authorized capital stock of $30,- 
000, all of which has been subscribed 
and paid in in property.

St. Johns—The Auto Sales Co. has 
been incorporated to deal in autos, • 
parts, supplies, accessories, oils, gaso
line and to conduct a general garage, 
with authorized capital stock of $25,-
000, of which amount $7,500 has been 
subscribed, $3,021.41 paid in in cash 
and $2,478.59 in property.

Detroit—John A. Ralph has merg
ed his carpets, rugs, etc., business in
to a stock company under the style 
of Ralph & Brabant, 2828 John R. 
street, with an authorized capital 
stock of $5,000, all of which has been 
subscribed and paid in, $2,500 in 
cash and $2,500 in property.

Stan wood—Frank Riebow is erect
ing a brick veneer building, 24x40, 
which he expects to complete by July
1. He will install therein a stock of 
general merchandise—dry goods, 
shoes and groceries. Mr. Riebow 
wits engaged in business here ten 
years prior to the conflagration which 
destroyed a half dozen stores about 
two years ago.

Mason—W. B. Dean, who organiz
ed the Mason Elevator Co., has re
signed his position as general man
ager and is succeeded by Fred C. 
Parker, formerly book-keeper and 
office manager. W. F. Prescott, of 
Leslie, has been named by the Isbell 
Co., Jackson, of which this elevator 
is a branch, to act as general man
ager of the Mason branch.

Detroit—The shoe department of 
the Elliott-Taylor-Woolfenden Co. 
has been leased to Frank A. Doohan, 
who was formerly with the Gould 
Lee & Webster Company, of Roches
ter, N. Y. Mr. Doohan will specialize 
in women’s and children’s shoes only 
and will maintain, in connection, a 
special department for the treatment 
of foot ailments. The shoe depart
ment is to be enlarged to twice its 
present size and new cases and 
shelving are to be installed.

Detroit—Arthur E. Optner, 26 
years old, Detroit boot and shoe 
dealer, was arrested in Chicago on 
complaint of Delos W. Smith, assist
ant district attorney, on a charge of 
violating the National bankruptcy 
act. The complaint charges Optner 
with concealing assets of $5,000 or 
more, in property and money. Optner 
who had three shoe stores, at Fort 
street and Dragoon avenue, at 4741 
Michigan avenue and at another 
Michigan avenue address, was made 
involuntary bankrupt in April, 1922, 
The case was called by Paul H. King,

referee in bankruptcy, shortly after 
that time. A suppressed indictment 
was returned at the March term of 
court. Optner was visiting his 
father-in-law in Chicago when arrest
ed.

Manufacturing Matters.
Marshall—The Pyramid Drug Co. 

has increased its capital stock from 
$10,000 to $30,000.

Dqpilan—Lemuel Smith has pur
chased the Mapleton cheese factory 
which was sold at public auction, be
ing the highest bidder. Consideration 
$305.

St. Johns—William J. Murray has 
sold a half interest in his bakery to 
Benjamin Martin, of Fowler and the 
business will be continued under the 
style of Murray & Martin.

Detroit—The Bruce Pattern Works, 
1011-19 West Lafayette, has been in
corporated with an authorized cap
ital stock of $4,500, all of which has 
been subscribed and paid in in cash.

Grand Haven—The Grand Haven 
Baking Co., conducted by Clifford J. 
Pfaff and the Ideal Baking Co., by 
J. Vander Meer, have been consoli
dated. Special equipment will be in
stalled.

Detroit—The Machón Pattern and 
Die Co., 1633 Lafayette, West, has 
been incorporated with an authorized 
capital stock of $25,000, $5,000 of 
which has been subscribed and paid 
in in cash.

Detroit—The Kold King Refriger
ating Co., 8292 Woodward avenue, 
has been incorporated with an au
thorized capital stock of $10,000, all 
of which has been subscribed and 
$3,000 paid in in cash.

Dowfagiac—The bakery conducted 
by Lloyd Kline, which was closed 
six weeks ago following an attack by 
out of town competitors, has been 
sold at auction. Burrell & Son, Elk
hart, Ind., held a chattel mortgage 
of $6,000.

Detroit—The Detroit Technical 
Products Co. has been incorporated 
to deal in auto accessories, parts and 
supplies, with an authorized capital 
stock of $10,000, all of which' has 
been subscribed and paid in, $1,500 in 
cash and $8,500 in property.

Detroit—The Gorham Tool Co., 
2206 12th street, has merged its busi
ness into a stock company under the 
same style with an authorized cap
ital stock of $125,000, of which 
amount $82,000 has been subscribed, 
$3,450 paid in in cash and $75,000 in 
property.

Kalamazoo—The Hayward-Loesch- 
er Co. has been incorporated to manu
facture and deal in leather specialties, 
advertising specialties, etc, with an 
authorized capital stock of $25,000 
prefeCrred and 600 shares at $1 per 
share, of which amoount $12,500 and 
600 shares has been subscribed and 
paid in in cash.

Grand Rapids—The Kline Mitre 
Lock & Art Co., Inc., has been in
corporated to manufacture and sell 
screen doors, window screens, pic* 
ture frames, etc., with an authorized 
capital stock of $50,000 common and
6,000 shares at $10 per share, of 
which amount $3,440 has been sub
scribed, $657.50 paid in ip cash and 
$1,220 in property, _
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Essential Features of the Grocery 
Staples.

Sugar—The market continues to 
strengthen. Local jobbers hold 
granulated at lOj^c.

Tea—The market during the past 
week has remained unchanged. The 
demand has been only fair from first 
hands, although the situation is quite 
strong. The regular business for this 
time of the year has been done both 
consumptively and from first hands 
without any change anywhere, al
though the undertone is still quite 
strong. Tea ought to be good prop
erty at present prices.

Coffee—The market, speaking now 
of Rio and Santos grades green and 
in a large way, has shown some 
strength during the week. As a mat
ter of fact, all grades of Brazil cof
fees, green, show a slight fractional 
advance. Speculative conditions in 
Brazil cabled to this country are res
ponsible. The demand for Rio and 
Santos coffee has been fair without 
any particular flurries or features. 
Milds have shown a slight advance 
during the week speaking also of 
them green and in a large way. The 
cause appears to be generally better 
feeling and an improved demand. The 
jobbing market for roasted coffee has 
not shown any particular change for 
the week.

Canped Fruits—Gradually more in
dependent California canners are 
quoting on new pack peaches. In 
most instances the quotations are be
ing filed by jobbers for action later 
on. The old pack market is steady on 
standards but not active. Extras and 
fancy are moving in routine channels. 
Apricots are weak and are urged to 
sale but are not freely wanted. North
western new pack fruits show an up
ward trend, especially in cherries. 
The week’s chief feature in fruits was 
the naming of prices on new packs. 
Pineapple, which was so freely taken 
on s. a. p. contracts that first hands 
have no surplus for the orders which 
they had on memorandum. Old 
pack pineapple is scarce in all grades 
and sizes and- wanted.

Canned Vegetables—The demand 
for No. 3 spot tomatoes has prac
tically cleaned the market and there 
are none to be had in large lots. 
Offerings, therefore, show no change 
for the week, but the situation is 
firm. Future tomatoes are not es
pecially wanted. Large quantities of 
fresh tomatoes are coming into the 
market from the South and these are 
undoubtedly interfering with the de
mand for the canned. Packers are 
firm in their ideas as to such stock as 
they have. Peas are still quite firm 
and in active demand. Standards are 
growing scarcer all the time and 
show an advancing tendency. Stand
ard corn is quiet, but fancy corn is 
very scarce and wanted, with firm 
prices.

Canned Fish—There is some de
mand for pink salmon. The volume 
of sales of this grade is rather good. 
There is also a strong undertone, but 
no speculation. Red Alaska salmon 
is very dull, with no change in price. 
Sardines are also quiet.. Maine 
brands are firm on account of the 
low stocks of 1922 goods. Never
theless, the demand is poor. Shrimp,

crab meat and lobster all continué 
very firm and in light demand.

Dried Fruits—Pronounced neglect 
of spot and future offerings of dried 
fruits after a restricted buying policy 
ever since the opening of the year has 
led to an inevitable result, weakness 
on the spot, which is relatively the 
cheapest market available. Distress 
lots, the property of weak holders 
and consigned stocks are offered in 
competition to indifferent buyers, and 
the small lot purchases do not give 
any strength to the situation. Prob
ably not in a number of years has 
the market been in as unsatisfactory 
shape at this season as it is at pres
ent. Sellers are working hard to 
move goods but they find little en
couragement and order slips do not 
satisfy the broker after a hard day’s 
plugging. Of the whole line, raisins 
are most favorably considered, but 
even in that fruit there is only a mod
erate demand with nothing like a 
flurry in progress. True, there has 
been some business on the spot, but 
it has not been a boom as jobbers 
are waiting to see what will be done 
to move the surplus on the Coast, 
probably through a readjustment of 
prices at midsummer. Jobbing stocks 
generally have been reduced and the 
trade is in a position to expand its 
operations if the necessary confidence 
is shown in the market. Coast ad
vices are assuring and indicate that 
stocks are pretty well concentrated 
in the hands of the association. The 
prune ¡Situation has been very un
satisfactory and California and Ore
gon fruit sells slowly and is weak. 
Moderate jobbing lots are preferred 
to larger parcels. Most buying is on 
the spot. Apricots are weak on the 
spot and are pressed for sale with 
few takers. New paoks have not 
sold freely at opening prices which 
have been made by a number of 
prominent independents. Peaches and 
pears rule easy and are not extensive
ly enquired for. Currants passed 
through another dull and unsettled 
week and did not improve their spot 
position.

Cheese—The market on both old 
and new-made cheese is fairly steady, 
there being no material change in 
quotations from a week ago. There 
is a fairly active demand for both 
kinds of cheese.

Provisions—The market on lard is 
steady at unchanged quotations, there 
being an adequate supply to meet the 
present demand. The market on lard 
substitutes is slightly easier, quota
tions having declined about half cent 
per pound. There is a light demand 
for this commodity and an adequate 
supply. The market on smoked 
meats is steady, with quotations about 
the same as a week ago. The market 
on dried beef, canned meats and bar
reled pork is steady at unchanged 
quotations.

Syrup and Molasses—Molasses has 
been in some demand during the week, 
principally the better grades, at tm- 
changed prices. The situation in mo
lasses is steady. Sugar syrups steady 
with a fair demand; conditions un
changed. Compound syrup also rules 
at steady prices, without any partic
ular feature to the demand, which is 
fair.

Beans and Peas—The demand for 
beans is very dull and the situation 
generally unchanged from last week. 
The easy feeling throughout still con
tinues. This includes pea beans, red 
and white kidneys and to some ex
tent California limas. Green and 
Scotch peas are still neglected, with 
the prices in buyers' favor.

Salt Fish—Mackeral shows no 
change for the week. Demand very 
quiet, prices in buyer’s favor.

Review of the Produce Market. 
Apples—Jonathans Spys and Bald

wins fetch $2@4 per bu. Western 
box apples are now sold as follows: 
Roman Beauties, Winesaps and Black 
Twigs, $3.75; Delicious, $4.25. 

Artichokes—$2 per doz.
Asparagus—$2 per doz. bunches 

for home grown; $2 per doz. bunches 
for 111.

Bananas—8@8j^c per lb.
Beets—New from Florida, $1 per 

doz. bunches.
Brussel’s Sprouts—25c per qt. box. 
Butter—The market shows slight

ly added strength, due to the some
what increased consumption on ac
count of lower prices. There is a 
better demand for creamery butter at 
the present basis of quotations. The 
average quality for this time of year 
is good and while there is a slight 
increase in the make, there is not 
sufficient t this writing to warrant 
a much further decline. However, 
the general tendency is for lower 
prices, due to the fact that we are 
getting near the heaviest producing 
season. Undergrade creamery but
ter remains in very light supply and 
therefore is selling very closely to 
the finer markes of creamery butter. 
Local jobbeers hold extra at 41c in 
63 lb. tubs; fancy in 30 lb. tubs, 43c; 
prints, 43c. They pay 25c for pack
ing stock.

Cabbage—Mobile, $4.50 per crate; 
Mississippi, $5 per crate.

Carrots—$1.25 per bu. for old; $1 
per doz. bunches for new from 
Florida.

Cauliflower—$4 per dozen heads. 
Celery—California is selling at 85c 

for Jumbo and $1 for Extra Jumbo; 
Florida, $6.50 per crate of 4 to 6 doz. 

Celery Roots—20c per lb. 
Cucumbers —• Illinois hot house, 

$2.50 per doz.
Cocoanuts—$6.25 per sack of 100. 
Eggs—The market is steady on 

the present basis of quotations, there 
being a fairly good consumptive de
mand. There is a very good supply, 
however, and the fact that some eggs 
are going into cold storage is the 
only reason that we do not have a 
further decline at this time. Local 
jobbers pay 23J^c for fresh.

Egg Plant—$4 per doz.
Garlic—35c per string for Italian. 
Grape Fruit—Fancy Florida sells as 

follows:
46 __________________   $4.50
54 ___________-_____________ 4.75
64 ____     5.00
70 ____________-____________5.00
80 __________________________ 5.00
96 __________________________ 3.75

Green Beans—15c per lb. for either 
string or butter.

Green Onions—25c per doz. bunch
es for 111.

Green Peas—15c per lb.
Honey—32c for comb; 25c ' for 

strained.
Lettuce—In good demand on the

following basis:
Arizona Iceberg, per c r a te ----- $6.75
Leaf, 20 lb. b o x ________ 24c
Leaf, 10 lb. box _________ 22c
Leaf, 80 lb. b a rre l_______21c

Onions—Texas Bermudas, $3.75
per crate for white; $3.50 for yellow.

Onion Sets—White, yellow, red, 
$2.50 per bu. of 32 lbs.

Lemons—The market is now as
follows:
300 Sunkist ________________ $7.75
300 Red B a ll_________________ 7.00
360 Red Ball ________________ 7.00

Oranges—Fancy Sunkist Valencias
are as follows:
100 ________________________ $5.00
126 ________________________ 6.00
150, 176, 200 _________________ 6.00
216 ._________________________ 400
252  6.00
288 ________________________ 6.00
324 _________________________ 6.00

Potatoes—Old command 60@70c
per bu. New are now selling as fol
lows:
No. 1 White, per bbl. _____ $10.00
No. 1, White, per bu. --------  3.50
No. 2, White, per b b l .______  8.00

Parsley—50c per doz. bunches.
Parsnips—$1.25 per bu.
Peppers—Florida, 75c for small 

basket containing about 18.
Pieplant—10c per lb.; $3.75 for 40 

lb. box.
Pineapple—Red Spanish are held at 

$5@5J4 for all sizes.
Poultry—Local buyers now pay as 

follows for live:
Light fowls __________________ 20c
Heavy fowls -------------------------25c
Heavy springs-------------------------25c
Cox and stags ------------------------14c

Radishes—75c per doz. bunches.
Spinach—$2.50 per bu. for home 

grown.
Strawberries—Tenn, stock now has 

the call. Receipts are liberal in 
amount and fine in quality. Dealers 
hold 24 qt. cases at $6@6.50.

Sweet Potatoes — Delaware kiln 
dried command $2 per hamper.

Tomatoes—6 lb. basket of Califor
nia, $1.40.

Turnips — New, $1.25 per doz. 
bunches.

Buy Flour To Cover Requirements 
Only.

Continued inactivity on the part of 
flour buyers has resulted in rather 
dormant wheat markets; consequently 
the price df flour has remained about 
stationary the past week, with indi
cations pointing to similar conditions 
for the next two weeks. Stocks of 
both flour and feed are not burden
some, but the demand has been com
paratively light and this, of course, 
has prevented any increase in values.

The strongest factor in the flour 
market to-day is the high price of 
mill feed, and in all probability this 
will be true of bran. A decline of 
$1 per ton on mill feed is equivalent 
to an advance of nearly 4c per barrel 
on flour.

It seems probable the best policy 
to pursue is to buy to cover require
ments only, not for future delivery.

Llyod E. Smith.

mailto:6@6.50
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Principle on Which Success is Pre
dicated.

No single phrase has taken greater 
toll from retail business than the ex
pression “too busy.” It is distinctly 
noticeable that many merchants are 
“too busy” with petty detail to make 
a profit out of their business.

To begin with, there is the merch
ant who is always too busy to at
tend his convention. Think of it! 
Too busy fussing over his small every 
day problems to attend a meeting of 
fellow merchants who are both able 
and willing to tell him how to handle 
those same problems without any 
fussing. Whenever a man becomes 
so busy he can’t leave his business 
for a few days, at least once a year, 
then God help his business.

Next there is that harassed dealer 
who is too busy to educate his em
ployes—too busy to hold store meet
ings—too busy to even know the men 
who handle his goods and his money. 
Poor, deluded slave. The things he 
is too busy to do are the very things 
that would lighten his work and his 
worry. A fraction of the time he 
spends puttering over work that could 
be done by a $20 a week man, would, 
if applied to educating his sales force 
double his sales and his profits.

Too busy to think. There are a 
few merchants who even carry their 
busy tactics to that extreme. Can 
you imagine a sane man allowing him
self to become so busy over purely 
physical detail that he hasn’t the 
time to plan and properly manage his 
business? Yet there are examples of 
this type in hundreds of retail stores.

In these days of strong competition, 
turnover at fair profit is essential. 
Sales must be kept up and stocks 
must embody a range of merchandise 
with the right quantities to ensure 
the proper turn. Every merchant 
knows this, if he only stops to think. 
Yet all over this country there are 
retail merchants too busy figuring 
invoices, wrapping packages or mark
ing goods, to see that their season
able merchandise is properly display
ed, advertised, pushed and sold while 
the season is on. One of the weakest 
spots in the retailer’s turnover prob
lem is failure to properly merchan
dise seasonable goods.

Probably the worst offender of the 
entire “too busy” family is the mer
chant who is always too busy to read. 
It seems incredible that any man who 
has staked his all on the favorable 
outcome of a retail business should, 
imagine himself too busy to keep 
posted on the information essential to 
the success of that business. Pos
sibly he is more to be pitied than cen
sured, since the greater part of the 
loss is his. Many a merchant too 
busy to read has cheated himself 
out of a comfortable old age and 
his family out of the good things 
of life. He has cheated the manu
facturer and the jobber out of a 
proper distributor for their wares and 
he has cheated the people of his 
community out of the kind of store, 
stock and service to which they are 
entitled.

Work is a wonderful thing. With
out it there could be no civilization, 
no business, no life. But misdirected 
work is waste. The man who shovels 
a pile of sand to a certain spot one

day and puts it back the next does 
nothing to make himself or the world 
better. Keep busy, because busy is a 
part of business, but let your busy 
hours be backed by proper reading, 
thinking and planning. The epitaph 
of many a dead business reads, “Too 
Busy To Live.”

Items From The Cloverland Of 
Michigan.

Sault Ste. Marie, May IS—H. S. 
Holton for the past four years man
ager of the Park Hotel, has resigned 
on account of ill health and left for 
West Branch, where he has a large 
farm. He will endeavor to regain 
his health, after which he may return 
again to get. back in the hotel busi
ness. Meanwhile Mr. Keiter will 
take over the management of the 
Park. Mr. Keiter has had several 
years experience in the hotel busi
ness, having been connected with the 
Algonquin, Philips and Becke hotels, 
at Dayton, Ohio, and also with the 
Staffer Hotel at Detroit. Mr. Hayes, 
the proprietor of the Park Hotel, 
was here a few days last week and 
announced that there would be var
ious improvements made before the 
summer season opens.

George Emlay contemplates open
ing the American restaurant, at Man- 
istique, which has been closed for 
the winter.

The number of square people, not 
the number of square miles, make a 
country great.

Our City Commission voted to 
change to fast time, commencing May 
27 until September 30, so as to satis
fy a number of the merchants who 
got busy with a long list of signers 
for potato time.

J. J. Yeo, of the firm of Yeo & 
Yeo, Saginaw accountants, is spend
ing the week here on business.

J. H. Wager, the well-known pop 
corn man, has returned to the city 
and opened up his plant for the 
summer, after having spent the winter 
in the South, and is making pre
parations for a big rush of business 
during the Home Coming week here 
in July.

Sunday was Mothers day. The 
remainder are all for Father.

The Soo Investment Co. has de
cided to discontinue doing business 
and dispose of its assets and wind 
uo the affairs of and dissolve the as
sociation.

Motor boat owners will be pleased 
with the announcement of Jack Fre- 
denberg, formerly of Emerson, that 
he will conduct the Loucks boat 
house this season. He has had long 
experience in the boat building game 
and comes well recommended. He is 
remodeling the plant to accommodate 
the Summer trade. He intends to 
install day and night service.

The army of unemployed would de
serve more sympathy if there were 
not so many volunteers.
■ Ray Hontoon, the popular Soo line 
brakeman, has resigned his position 
and entered in business for himself. 
In addition to the Arctic ice cream 
parlor, he has purchased the pop 
corn stand opposite the Park Hotel, 
which he will conduct during the 
summer. W. G. Tapert.

Salaries or Commissions in Retail 
Stores.

A retail store in a California town 
of 50,000 bases its wage payments on 
the legal minimum salary require
ment fixed by the State. For experi
enced salespeople, for instance, this 
is $16 per week. In the store’s ready- 
to-wear department, the wage is re
garded as 4 per cent, of the weekly 
sales, so that the weekly wage is com
puted on a basis of $400. The store 
pays her an additional -2 per cent. <m 
each dollar’s worth of merchandise 
sold over this quota. The other

quotas are made up on the following 
scale of percentages: Blouses, 4J4 per 
cent.; notions, 8 per cent.; silks, linens 
rugs, 5 per cent.; all other depart
ments, 6 per cent.

An Eastern store uses a group com
mission plan for certain departments, 
such as stationery, art embroidery, 
and traveling goods. The average 
selling cost for these departments .is 
computed for the past three years, 
month by month. The total sales for 
each one of these departments, and 
the actual selling pay roll are ob
tained. The total sales are then multi
plied by the average costs for the past 
three years. If this gives the store 
a figure higher than the actual cost, 
one-half the difference between the 
average and the actual cost is divided 
among all the salespeople in the de
partment in proportion to their 
salaries.

A two-floor undepartmentized store 
in a town of 10,000 in Mississippi gives 
its salespeople straight salaries of 
■from $10 to $14 per week, and in addi
tion to this, 2 per cent, on all sales 
over $100. The ready-to-wear de
partment is on the second floor, and 
to encourage sales in this department, 
the firm pays an additional 3 per cent, 
on all sales in that department. Di
rect selling of these commodities in 
this store is .079 per cent., which is 
pretty high.

Another Hand Bag Novelty.
Manufacturers of handbags and 

vanity cases continue to produce a 
large number of novelties, which con
tribute in no small degree to the cur
rent stimulated activity. One of the 
newest items offered in this mer
chandise is a circular beauty box, five 
inches in diameter, with a ring strap 
about 7 inches long attached to the 
top. This strap has a slide arrange
ment, which may be moved up or 
down, so that the box may be car
ried easily in several positions. Cel
luloid ornaments decorate the top and 
bottom of the cover of the article, 
which has a wood framework. The 
box is available in a variety of leath
ers, including ecrases, pin seal and 
beaver calf, finished in all of the new 
colors. It is equipped with fittings 
comprising a large mirror, powder 
container, change purse and shirred 
silk pockets. The box is nmed after 
the Broadway play “Kiki.” The 
wholesale price is $36 per dozen.

Has a New Style Bracelet.
Something new in bangle bracelets 

is now being presented to the trade 
in this market. They are made of 
sterling silver and are set with imita
tion pearls, as well as with pearls in 
combination with imitation amethyst, 
jade, jet, rose sapphries, etc. They 
are also seen in all-jet and all-jade 
styles. Some of them are finished 
off with sterling tassels set with 
stones to match those in the body 
of the bracelet. These stones are so 
ingeniously set that it is impossible 
to lose any of them without losing 
the entire article. Bracelets without 
tassels wholesale at $18 to $24 a doz
en, while those with the tassels bring 
from $24 to $30 a dozen, depending 
on the stones with which they are set.

Forward Orders for Silks.
Silk manufacturers are finding no 

tendency on the part of buyers to 
operate actively as yet for the Fall 
season. Some business has been plac
ed, it is reported, but this has been 
largely in the novelties of an ex
treme character, the producton of 
which is limited. The remainder 
has been in lustrous silks, such as 
satin crepes, broaches, moires and 
charmeuse. These are beginning to 
stand out more definitely now as the 
weaves that manufacturers may ex
pect buying to be. concentrated on 
when it really gets started. Mill 
production continues to be limited, 
with manufacturers stretching their 
raw silk holdings over as long a 
period as possible.

Is Showing Novel Earrings.
Among the newest things in un

usual jewelry that is now being of
fered the trade are earrings that 
make use of the same kind of color
ed glass from India that is seen in 
the popular colored bangled brace
lets. Each earring embodies three 
strands of the glass, about 1% inches 
long, which are set in 14-karat gold 
mountings and are finished off at the 
bottom with lovers’ knots of gold of 
similar fineness in either the natural 
or antique finish. To the bottom of 
each bow is attached a tiny gold ball 
of the same finish. The glass in the 
earrings, which wholesale at $10 a 
pair, comes in many shades, of which 
the most popular are green, amethyst, 
red and yellow.

Are You Getting Your Share of Spring Business?
If  n o t d o n 't b lam e the  w eather! O r don’t  say  business is bad. 

B usiness is w h a t you m ake it!
T he answ er is to  sw eeten  you r s tock  w ith  fresh , seasonable m e r

chand ise—and D ress Up Y our Show W indows!
T ry  show ing th e  s trik in g  new  fab ric s  a n d  colorful designs such  as:
Voiles and  C repes in E gyp tian , O rien ta l an d  F a r  E a s t  P a tte rn s
P la in  an d  F an cy  R atin es  w ith  Crepe Effects
G ingham s w ith  R atine  Y am  an d  Checks
T issue  G ingham s in  R atin e  Effects and  Checks
Sw isses a n d  O rgandies
Colored Ind ian  H ead
W hite  Goods
O ur stocks a re  com plete aw aitin g  you r dem ands.

GRAND RAPIDS DRY GOODS CO. 
W holesale Only
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Light Dawns On Federal Trade 
Commission.

There is a lurking suspicion that 
the Federal Trade Commission may 
be getting commercial wisdom, in 
much the same way that a Southern 
camp-meeting “gets religion.”

Almost in the same month the com
mission discovers that guaranteeing 
against decline on the part of a man
ufacturer with his own branded goods 
is not a weapon of unfair competi
tion, and that maintained price on a 
manufacturer’s own branded products 
is not fundamentally offensive to the 
anti-monopoly laws.

Surely this is “going some” and 
observers in the grocery trade are 
wondering if after these many years 
rational common sense is to be recog
nized as a part of the necessary 
equipment of a political office holder. 
By and by someone may suggest that 
Congressmen ought to know some
thing about the business man before 
putting him on the political pillory 
or harnessing him to the vote-getter’s 
goat cart.

The first breaking out of this new 
wisdom is noted in Judge Gaskill. 
The judge showed incipient symp
toms of it a year ago when he told 
the National Wholesale Grocers that 
persistent cutting of priées below cost 
was fundamentally unfair trade, with
out reference to the rights of the 
price cutter to do as he pleased. 
And now comes the same member 
of the commission saying:'

“It would be almost impossible to 
exaggerate the confusion which exists 
in many lines of business because of 
the impossibility under the law and 
the decisions as they stand of effec
tively maintaining resale price main
tenance.

“Some time ago I stated my con
viction that selling below cost, there
by including all the elements of 
charge upon a commodity up to the 
moment of sale, was not only a waste
ful and uneconomic method of doing 
business but that it was also an un
fair method of competition.

“It is useless to expect this prac
tice to cease <5f its own accordi So 
far as I can see the law as it stands 
affords no protection against it. The 
effective remedy for dealing with it is 
the policy of resale price mainten
ance. the practical use of which is 
now denied.

“At common law selling below cost 
or below a remunerative price to the 
seller was not an unlawful method of 
competition unless there ws joined 
with it a discoverable intent to injure 
a competitor, an accompaniment 
which may be but is seldom dis
cernible in present day practices. The 
occasions in which there is a price 
war directed against a competitor are 
so few as to be almost negligible.

“There is, however, a well-nigh 
universal practice of selling one line 
below cost, recovering the loss and 
making a profit on the entire trans
action through the sale of accompany
ing commodities at a very much aug
mented price. This system is noth
ing less than ruinous to those who 
are engaged in the single line which 
is sold below cost and it relentlessly 
forces them to the wall.”

Surely “progress do progress,” if

the judge can only convince some of* 
his colleagues of his soundness of 
opinion. The regret is that it has 
taken all* these years of prosecution 
and persecution—of dragging innocent 
and well-meaning specialty manufac
turers through the muck and mire 
of criminal proceedings—to establish 
it as a plain right; not only under a 
specific anti-trust law but as an in
herent right under the common law.

From the start certain honest, cour
ageous souls have insisted that com
petition is not between the individual 
distributors but between the special
ties and their manufacturers. It does 
not seem to have occurred to the 
Trade Commission till the New York 
circuit of the Federal Circuit Court 
of Appeals came out flatly on that 
point in the Mennen reversal of the 
board’s decree. And now Judge Gas- 
kill admits it; that the competition 
is between the goods, wherefore no 
restraint of competition ensues when 
the owner of a brand dictates how 
his brand shall be resold.

Incidentally it is a severe blow to 
the little champions of the Stephens- 
Stevens-Kelly law, who wanted the 
right established only after manufac
turers should beg on bended knee to 
Uncle Sam’s officials for the right to 
enforce resale prices. It involved hav
ing highly paternalistic methods of 
Governmental supervision and, long 
since, all but a few single-track trade 
association officials abandoned it as 
an affront to the business man’s in
dependence. Most business men be
lieved that they had the right under 
the common law and now Judge Gas- 
kill has suggested the same thing. 
Some day the Supreme Court will 
say it; perhaps when the Mennen 
case gets before that tribunal.

Proceedings of Grand Rapids Bank
ruptcy Court.

G rand  R apids, M ay 10—On th is  day  
w ere received  the  schedules, o rder of 
reference and  ad jud ication  in  b an k ru p t
cy in the  m a tte r  of R obert C ro tty , B an k 
ru p t No. 2272. T he m a tte r  h a s  been re 
fe rred  to  B enn M. Corw in a s  re feree  in 
bank rup tcy . The b an k ru p t is a  re s i
den t of th e  c ity  of G rand  R apids. The 
occupation  of the  b an k ru p t is n o t in 
d ica ted  in th e  schedules. T he schedules 
lis t no a sse ts  w hatever, w ith  liab ilities  
of {430. F u n d s have been fu rn ished  
and  the  firs t m eeting  called fo r M ay 26. 
A lis t of th e  c red ito rs  of th e  b an k ru p t 
is a s  follows:
Chas. D. W heeler, G rand R apids $ 88.00
D r. A. C. B utterfie ld , G. R . -------- 137.00
Chas. T ran k la  & Co., G rand  R apids 25.00
Dr. B lower, A kron, Ohio _______  75.00
Mr. H ark less , A kron, O h i o -------- 100.00
Jam es  P . K onstans, G. R . -----------  5.00

On th is  d ay  a lso  w ere  received  th e  
schedules, o rder o f re ference  an d  a d 
jud ica tion  in  b an k ru p tcy  in  the  m a tte r  
of F red  J .  H y land  a n d  W illiam  F . C lark, 
indiv idually  an d  a s  co p artn e rs  under 
the  firm  nam e of H y land  & C lark. T he 
m a tte r  h as  been re fe rred  to  B enn M. 
Corwin as  re feree  in b ank rup tcy . The 
b an k ru p ts  a re  re s id en ts  of th e  village of 
Lacey, and  conducted  a  ha rd w are  sto re  
a t  such  place. T he schedules of the  
p a rtn e rsh ip  lis t  a sse ts  of $4,200, of 
w hich th e  p a rtn e rs  c laim  exem ption  in 
the  sum  of $500, and  liab ilities  in  th e  
sum  of $4,541. T he schedules of F red  J . 
H yland  l is t a sse ts  of $625, of w hich 
$570 is claim ed as  exem pt to  th e  b an k 
ru p t, a n d  personal liab ilities  o f $195. 
T he schedules of W illiam  C lark  lis t a s 
se ts  in th e  sum  of $475, all of w hich is 
claim ed a s  exem pt to th e  ban k ru p t, w ith  
liab ilities  o f $355. T he firs t m eeting  of 
c red ito rs  h a s  been  called fo r M ay 24. A 
lis t of th e  c red ito rs  of th e  p a rtn e rsh ip  
and  the  tw o indiv iduals is a s  follows: 
In te rn a tio n a l H a rv e s te r  Jackson_$1950.00
F isk  T ire  Co., K alam azoo _____  205.00
Moore P low  Co., G re e n v ille _____  53/00
F u n k  B ros., C h ic a g o ------------------ 27.50
B erne O verall Co., B erne, Ind. — 15.00
W . R. Jones, B e l le v u e _________  55.00
A ldredge & W ortm an , H ickory

C orners _______________________  53.00
B irdsell Mfg. Co., Sou th  B end, Ind. 159.00 
V acuum  Oil Co., G rand R apids __ 34.21
E dw ards & C ham berlain  K alam azoo 219.00 
Texaco Oil Co., G rand  R apids __ 29.00
B irdsell Mfg., Co., S ou th  B end — .94.00

Moore P low  Co., G reenville -----  132.00
Jackson  F ence Co., J a c k s o n -----  96.50
Joe Me R ath , D owling --------------  140.00
M rs. M abel H yland, A s s y r i a -----  200.00
C harles S tan ton , Dowling — _ _  150.00 
H ib b a rd -S p en ce r-B a rtle tt Coi.,

Chicago _______________________  113.00
S ta te  Savings B ank, N ashville  __ 815.29 

T he following a re  the  liab ilities  of 
F red  J .  H yland, individually:
S ta te  Savings B ank, N ashville — 55.00
E. A. Tobias, Dowling --------------  140.00

T he following a re  the  c red ito rs  of 
W illiam  C lark, individually:
S ta te  Savings B ank, N ashvile __ 300.00 
F red  J . H yland, A ssyria  -----------  55.00

M ay 11. On th is  day  w ere received 
th e  schedules, o rder of reference and  
ad jud ication  in  bank ru p tcy  in the  m a t
te r  of George L. B rooks No. 2274. The 
m a tte r  has been re fe rred  to  Benn M. 
Corwin a s  re feree  in bank rup tcy . The 
b a n k ru p t is a  re s id en t of the  v illage of 
Leroy, and  is a  fa rm er. The schedules 
of the  b an k ru p t lis t a sse ts  of $2,475,. of 
w hich $500 is claim ed a s  exem pt to  the  
b ank rup t, and  liab ilities  of $3,574.71. 
F unds have been requested  for the  first 
m eeting  an d  upon the  a rriv a l of such 
the  first m eeting  will be called and  note 
of th e  sam e m ade here. A lis t of the 
c red ito rs  of the  b an k ru p t is a s  follows: 
A. C. S trine , add ress  unknow n —$ 50.00
L eroy S ta te  B ank, Leroy -----------  500.00
E v a r t  Savings B ank, E v a r t --------  600.00
Com m ercial Sav. B ank, Reed C ity 275.00
The T u stin  B ank, T u stin  -------------619.00
Geo. Johnson, L eroy ------------------- 56.00
A rt L indell, Leroy -----------------------  7-50
E v a r t  S ta te  B ank, E v a r t  -----------  25.00
Claude E ckelberger, T u s tin  --------  25.00
S ears Roebuck Co., Chicago ------- „ H i
G ustafson  & Schillander, Leroy — 23.37
Glerum  Hdwe. Co., L eroy -----------  38.96
G. G undrum , L eroy -------------------  2.51
F ran k  R andall, D ighton  --------------  25.85
D an Davy, D ighton  --------------------  67.81
B en Bringleson, L eroy ---------------- 47.50
F ran k  Cussick, L eroy ----------   5.50
Wood P rese rv ing  Co., Reed C ity— 1.00
Sam  Saw yer, E v a rt --------------------
Sr. E rickson, T u s tin  ------------------  7.50
A lfred Johnson , L eroy ----------- unknow n
Dr. Brooks, T u stin  --------------------  37.70
G. G undrum , L eroy -----------   J3.00
Reed C ity M onum ent Co., Reed C ity 1*0.00 
Mich. W ood P rese rv in g  Co., R. C. 170.00
John  B elcher E s ta te , L eroy _•------  275.00
D an  D avis, D ighton ----------------------100.00
M orehead Bros.,M ill, T u stin  --------  25.00
Ed. C ussick, D ighton, ---------------- ¿OO.UjO
John  R odgers, T u s tin  -----------------  13.50

It is a very old moss-grown saying 
that “Nothing succeeds like success.” 
There is an addition that you can 
hook on this saying, and that is, “You 
must look successful.”

Instead of regretting what your busi
ness might have been if you had 
worked harder and more wisely, why 
not use your wisdom and your energy 
and avoid regrets?

You probably have ten opportunities 
for promoting your business advance
ment where your grandfather had one. 
Are you getting along ten times as 
fast?

Cdhfession Good For The Soul.
The Tradesman is in receipt of ,the 

following telegram:
Waukegon, 111., May 14—Do you 

care to make a bid on the Mercantile 
Co-Operator, with its stencil list of 
present and past subscribers, includ
ing all the Creasey membership list 
active and inactive, loyal and dis
gruntled, comprising about twenty 
thousand names? L. Ross Murray 
founder and former editor, says this 
is the only complete list of Creasey 
merchants which has been preserved. 
Eighteen months of service to the 
Creasey system and its ramifications 
has convinced us, as editors and pub
lishers of their official journal, that 
they are not worthy of the support 
of a journal of enterprise and charac
ter such as our organization has fur
nished them. We are, therefore, of
fering the paper and its assets to 
several grocery papers which might 
desire to add new paid circulation.

Bunting Publications, Inc.
The above named concern took over 

the Mercantile Co-Operator from 
Crooked Creasey about two years ago. 
It conducted the publication in the 
most servile manner possible. It 
evidently considered itself bound to 
slander, villify and libel every honest 
publisher who stood up for decency 
and good business principles. It 
stooped so low as to publish clande
stinely and circulate surreptitiously 
villainous slanders concerning the 
editor of the Tradesman. No atten
tion was given the matter by the 
writer, because he considered the 
source from which the filthy insinu
ations emanated.

Having satisfied itself that Creasey 
is even more crooked than the 
Tradesman has always insisted that 
he was, that publication concern now 
throws him in the air. True to its 
principles, it undertakes to stab him 
in the back by making a barter and 
sale of the Creasey membership lists, 
which no respectable publisher wants, 
because a merchant who reads the 
Mercantile Co-Operator under the 
Bunting regime would never be of 
any value to the publisher of a trade 
journal which lays any claims to de
cency. ______ _____

If you provide only antiquated 
equipment for your salespeople you 
may expect only inadequate results.

WE OWN AND OFFER

City of
LOS ANGELES, CALIFORNIA

4%
High School and City School District Bonds 
Dated Sept. 1,1922. No option. Due $50,000 each year 1923 to 1962
Coupon Bonds. Denomination $1,000. Principal and semi
annual interest. March 1st and September 1, payable at the 
office of the County Treasurer, Los Angeles, California, or at 
Rountze Brothers, New York City.

Exempt From All Federal Income Taxes.
PRICE TO YIELD 4.50%

Corrigan H illiker & Corrigan
Investment Bankers and Brokers

G round F loor Michigan T ru st Bldg.
Citz. 4480 GRAND RAPIDS. MICH Bell Main 4900
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RECIPROCITY IN OIL.
In an article upon the world oil 

situation in Foreign Affairs, A. C. 
Bedford, Chairman of the Board of 
Directors of the Standard Oil Com
pany of New Jersey, stated that the 
problem of the future in the industry 
is “not that of finding markets but 
that of obtaining supplies.” There 
is no longer difficulty in selling pe
troleum and its products; the demand 
comes from all the manufacturing 
countries and is rapidly increasing. 
It is greatest in the United States, 
where 70 per cent, of the oil used in 
the world is produced. In January 
Mr. Bedford illustrated the growth of 
the Petroleum industry in the last 
sixteen years: in 1906 it supplied con
sumers with 33,000,000 barrels of 
kerosene, chiefly for use in lamps, 
and in 1922, 150,000,000 barrels of 
gasoline were produced for the op
eration of motor vehicles. There was 
still a demand for kerosene, and an 
even greater demand, for fuel and 
lubricating oils. It has been calcu
lated that within twenty years the 
oil wells of the United States will 
have run so low that the manufac
turing interests of the country will 
be dependent upon imported oil. To
day the United States supplies most 
of the oil used by Great Britain, but 
it cannot do so much longer. In all 
parts of the world the soil is being 
drilled for oil: the Indies, Persia, 
Russia, Turkey, Africa and. every 
country in- South America. Self-in
terest requires that the United States 
shall be allowed access to the oil 
fields in other lands.. Mr. Bedford 
says on this point:

No one can regard the petroleum 
situation in a comprehensive manner 
without being convinced that a clear 
vision of all the elements in the prob
lem leads to but one conclusion, and 
that is the supreme importance of co
operation on the part of the peoples 
of the world both in exploiting and 
utilizing the oil resources which na
ture has so sumptuously provided.

No fields so rich as those of the 
United States have yet been found in 
the East or in South America. Hope 
of expansion in Mexico, where the 
yield has been only less bounteous 
than that in this country, is fading. 
Mr. Bedford says that “the recent ex
haustion and other untoward develop
ments in the two important Mexican 
fields have been such that exploita
tion of fully two-thirds of the esti
mated producing area has been aban
doned.” The oil companies in Mexico 
“face a collective loss of at least half 
of their original investment.” The 
situation is made graver by the 
political conditions in Russia, where 
oil properties under development by 
alien capital have been seized. As a 
source of supply Russia has. been al
most eliminated. “New private 
capital,” says Mr. Bedford, cannot go 
into Russia wisely and safely until 
proper adjustment is made of the old 
claims and until assurances are given 
of the protection of private property 
for the future.”

That Great Britain and the United 
States have become rival oil prospec
tors is so well known that Mr. Bed
ford deals with the matter frankly. 
He rejects the idea that military 
strategy plays any par in the race 
for oil. The great issue is the preser

vation of modern civilization, for it 
cannot do without petroleuem. There
fore Mr. Bedford believes that the 
American oil companies will be al
lowed “the opportunity of engaging 
alongside the oil interests of other 
nations in opening up the world’s un
developed petroleum resources.” 
America has the capital, and she 
asks only the same treatment that 
other nations receive on her own soil. 
If that is not extended to her, it will 
be necessary to turn to retaliatory 
legislation. Although Mr. Bedford 
does not say so, the time may yet 
come when oil will have to be dis
tributed according to the needs of 
each country by international agree
ment.

EFFECT OF LOWER COTTON.
A survey of cotton supplies pub

lished by the Department of Com
merce during the past week showed 
that, as near as could be figured out 
there were remaining on April 1 
stocks of American cotton totaling
6,039,000 bales. Basing the consump
tion during the remainder of the cot
ton year on that of the previous eight 
months, this would indicate a carry
over on Aug. 1 of 1,528,500 bales. 
The world’s carryover on the same 
date of all kinds of cotton was esti
mated at 4,369,500 bales. Of itself, 
such statistical matter would seem to 
call for high prices for the raw mater
ial. But the markets failed to take 
them so. Prices kept dropping in
stead of rising. Back of the move
ment were other considerations than 
the statistical situation. One of these 
was the curtailment of activity by 
cotton mills because goods were not 
being ordered. Then, too, nobody 
seems to be buying the actual cotton. 
It has begun to dawn on the specu
lators that the consumption in the 
mills for the last third of the cotton 
year may be nothing like what it was 
for the other two-thirds. And so, 
it is possible that the carryover of 
American cotton may run very much 
larger than the estimates. Then, too, 
there seems to be a growing impres
sion that this year’s cotton crop 
ought to be an exceedingly large one, 
although there is not much tangible 
as yet on which to calculate. The 
conditions are favorable for some 
good gambling on both sides of the 
market. But the manifest weakness 
in the raw material has affected the 
dealings in fabrics, especially print- 
cloths and sheetings. Prices of these 
showed weakness during the past 
week, and first hands as well as 
seconds were willing to part with 
their holdings at lower levels. This 
led to some rather large dealing in 
gray goods. Bleached fabrics and 
some of the colored ones showed simi
lar weakness, but without leading to 
any volume of sales. Wash goods 
sales to retailers have been halted 
somewhat by the weather, but this 
is believed to be a temporary matter. 
Knit goods, including hosiery are 
without especial feature.

When you read an advertisement of 
something new in a trade paper, don’t 
hesitate to- investigate and perhaps 
order a sample. You need new, sala
ble goods as much as that advertiser 
needs customers.

THE PRESIDENT’S SHADOW.
For two years President Harding 

hsa promised himself a trip to Alaska. 
Doubtless he visioned himself leav
ing the fevered, whispering 'world of 
politics and job-hunting and the ech
oes of Washington when he set foot 
on a ship Sitka-bound.

There are only a few thousand 
people in Alaska. It is as far from 
the desk in the White House as a 
President can get and remote from 
the worn trail of the place-hunter. 
There are no postoffices worth both
ering about in the Smoky Aleuts. 
Golf links may be few and the black 
flies most pestiferous, but depart
mental rows and bureau feuds have 
their habitat on the Potomac, not the 
Yukon. So, doubtless, ran the medi
tations of the President.

Therein he was mistaken. Though 
he should take the wings of the 
morning and cross the desolate reach
es of the sea, yet will he find trouble 
waiting for him. Though he flee to 
the rocks and the mountains of Alas
ka next July, he will find trouble 
perching on the headlands.

One of these flapped its dark 
wings in Congress the other day. 
Dan Sutherland, Alaska’s delegate, 
says that Secretary Hoover and the 
President have turned over the finny 
riches of Alaskan seas to a gang of 
Chicago and West Coast packers. 
Whereupon Governor Scott Bone, of 
Alaska, assails Delegate Sutherland. 
A pretty kettle of fish will be steam
ing and bubbling when the President 
gets there.

There is no rest for our Presi
dents; not even among the totem- 
poles, koyaks and seal pups of the 
Far Northwest. Trouble walks with 
the President wheresoever he may 
go; it sits on his shoulder and it is 
his shadow. He had a right to hope 
for a quiet vacation in Alaska, a 
desultory wandering in the waters of 
an Arctic summer, a glimpse at the 
furred and timbered riches of the 
North.

It is not to be. Alaska, like the 
rest of the Nation, will dump her 
troubles on the President. Hot-eyed, 
muttering men will charge and count
er-charge.

When we elect a President he can
not escape us and our troubles. He 
must be father, confessor, arbiter and 
umpire for everybody and everything 
from a coal strike and a bureau row 
to the disposition of a sub-assistant- 
deputy marshalship. We work him 
and harass him to exhaustion, and 
when he runs away from us we hunt 
him down and lie in ambush for him. 
He has a high office, but he pays a 
terrible price for it.

WORLD HUNGERS FOR WOOL.
Little change in the wool situation 

is noticeable from week to week. 
Foreign prices continue firm and 
Americans are still placing orders 
abroad. There seems to be a good 
deal of what might be called a world 
hunger for wool, which would imply 
that deferred needs have not yet been 
met. In this country there is more 
buying of the Spring clip at the 
highest prices reached to date. Wool 
supplies in this country seem ample. 
Incomplete figures issued by the 
Bureau of the Census on Friday put

the amount here and afloat on March 
31, at 501,341,015 pounds, grease equi
valent. This does not include the 
stocks of the American Woolen Com
pany and nine other concerns. The 
quantity is only about 14,000,000 
pounds less than on Dec. 31, 1922, 
despite the large quantity since con
sumed. The domestic mills are 
working actively on Fall fabrics. They 
have received some cancellation of 
orders, but these are declared to be 
only moderate in quantity and not be
yond what was really expected in 
view of the large initial business book
ed. Mr. Wood, the President of the 
American Woolen Company, was 
again quoted—this time from Paris— 
as predicting higher prices for Spring 
fabrics. But the openings for that 
season will not take place for some 
time yet, and much may happen in 
the meantime. To run up prices be
yond the revised ones for the Fall 
may turn out to be a risky business. 
It will at least lead to some cautious 
buying at the outset until the cutters 
up see how far the retailers are will
ing to go. Meanwhile the clothiers 
are about to have a little problem of 
their own, now that the Amalgamated 
Clothing Workers are out for a 10 per 
cent, rise in their wages. Such an 
advance has been conceded to the 
Chicago workers, as well as the es
tablishment of an unemployment fund. 
Whatever may be the increase, it 
will have to show up in future cloth
ing prices.

CANNED FOODS MARKET.
The most noticeable thing about 

the canned food market and the one 
which causes the greatest concern is 
the hand-to-mouth buying of old 
packs and the conservatism of jobbers 
as regards futures. It is difficult to 
understand why the demand at this 
season should be disappointing. Many 
explanations are made but there 
seems to be sane reason for not ac
cepting them at their face value. For 
instance, it is said that there was an 
unprecedented sale of glass contain
ers to the consumer last year and 
that the home pack of fruits and 
vegetablts in all sections, of the coun
try was unusually heavy. That may 
be true and it may account to some 
extent for the fruit and vegetable 
situation. But how about fish, which 
are not canned at home? Salmon is 
not in this class nor are sardines or 
other fish lines. Home canning is 
not the root of the matter. Similarly 
other explanations can be disposed of, 
leaving in the final analysis an un
defined bu t' almost universal opinion 
on the part of jobbers tha.t industrial 
financial and economic conditions all 
warrant sailing close to the wind. 
Whatever the reason, the demand for 
canned foods is moderate. There is 
too much pickup business to make a 
healthy movement and real concern 
is expressed by many traders at the 
neglect of futures. On the one hand 
such operators think that jobbers are 
jeopardizing their own future by not 
placing contracts now and on the 
other hand are handicapping the 
packer at a time when he needs co
operation and encouragement.

Sheep are easily stampeded. Don’t 
be a sheep.
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IN THE REALM OF RASCALITY.
Cheats and Swindles Which Merchants 

Should Avoid.
There is no criminal on’record who 

is as unscrupulous as the promoter of 
worthless securities. These people 
will stop at nothing. In order to un
load their securities on the public 
they leave no artifice untried. To 
them nothing is sacred. The church, 
the Government, legitimate business, 
and the misfortunes of other people 
are all made capital of for their own 
ends. If they can learn of a person, 
especially a widow, who has lost a 
relative and by that death has re
ceived insurance money they will lay 
their plans and resort to the crudest 
methods to get this insurance benefit 
for their enterprise.

We recently learned of a company 
which, by corrupting a man in the 
employ of an insurance company, got 
from him a list of names with particu
lars of people who had received in
surance benefits. Using this list 
some member of the Gyp Concern 
would write a personal letter to the 
deceased relative, addressing them in 
a familiar way by their first name, 
and representing themselves to be an 
old friend. They would state that for 
a number of years they had been 
waiting an opportunity to repay the 
deceased for many kindnesses shown 
by them years ago. That at last 
the opportunity had come, and they 
were going to give this old time 
friend a chance to make a lot of 
money.

This letter naturally fell into the 
hands of the deceaseds relative, who 
would probably receive the major 
portion of the insurance. The letter 
was invariably followed up by a 
representative who would call and 
ask to see the mourned party. When 
told that the party he had called to 
see was dead the salesman would ex
press extreme grief, and state how 
he had come to repay kindnesses of 
former years. Then after gaining the 
confidence of the widow or other 
relative who had received the insur
ance benefit would agree for the sake 
of the old friendship to give to them 
the opportunity intended for the dead 
person.

This plan has worked so well for 
unscrupulous promoters that invari
ably they take the whole of the in
surance money, and in some cases 
take other small savings besides.

Placing the names of well known 
people on “Advisory Boards,” gives 
the promoter a dangerous means of 
inducing people to part with their 
money. These “Boards” are made up 
simply writing to the well known per
son and advising them that they have 
been elected by the directors of the 
company as a member of the Board. 
In most cases the people written to 
are very busy and pay no attention 
to the letter, which generally is 
thrown into the waste paper basket. 
But the promoter keeps the carbon 
copy, and then if the legality of his 
action is questioned he has it and the 
minutes of his directors’ meeting to 
prove that the person in question was 
duly elected, and that so long as they 
made no objection it was considered 
that they had accepted the position.

On investigation we have found
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that some of these “Advisory Boards” 
contain several hundred names of 
prominent people, including clergy
men of different churches, Govern
ment officials, and men at the head of 
leading industries. These names are 
generally divided into several lists, 
and each is used among a different 
class of people. If the salesman is 
working among Catholics the list 
shown will contain the names of sev
eral priests and others prominent in 
the Catholic Church. If they are 
working among foreigners they gen
erally have a number of prominent 
foreigners of each nationality that 
they can use. If they find that a man 
whom they are trying to sell is a 
Democrat they invaridbly have a list 
of good Democrats to show him. 
These promoters have their lists so 
compiled that they can meet almost 
any situation ,and of course their 
salesmen are instructed when and 
where to show each list.

If every man or woman who re
ceives a letter telling them that they 
have been elected to an “Advisory 
Board” would demand that their 
name be removed from such board 
immediately, and then make thor
ough investigation before allowing 
their name to be used, it would help 
tremendously in the campaign against 
fraudulent securities. Unfortunately 
we have too many people who will 
not take this trouble, and before the 
fact that names are being used for the 
purpose of selling worthless stock is 
brought to their attention hundreds 
and in some cases thousands of peo
ple have been swindled of their 
money.

Coupling the name of a promotion 
with a legitimate going concern is a 
common practice, and is being work
ed successfully by swindlers every 
day. This is often done by taking a 
name for the new promotion similar 
to that of a going concern, and then 
in the promotion literature relating a 
lot about the success of the legitimate 
enterprise. Many uninformed peo
ple, who are not capable of analyzing 
promotion literature, are lead to be
lieve that the new concern is a part 
of the old, and that if they put their 
money into it they will have the same 
success that the original investors in 
the going concern have had.

One of the latest schemes f 'r  
stampeding people into the purchase 
of promotion stock is the use of fake 
telegrams. We have recently sent 
out bulletins on these to warn the 
public against them.

There is a man by the name of J. 
R. Yett, who is circularizing the 
country and inviting people to come 
in with him on the ground floor of an 
oil promotion. Mr. Yett emphasizes 
the fact that he is Cashier of the 
First National Bank of Marble Falls, 
Texas. In his literature he makes a 
number of very tempting promises to 
those who will come in with him for 
the small sum of $100. Among these 
promises are that the investment of 
$100 will bring in the investor the 
sum of $324,000. Also that this in
vestor if he puts in $100 may be one 
of the directors of the company. Mr. 
Yett’s plan is to have 500 men each 
put in $100 or more and each may 
become Directors.
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In his literature, Mr. Yett gives out 
the following as his guarantee:

“Leave it to me to work out the 
détails and bring all these things to 
pass—leave it to a banker of known 
honesty and integrity and a man of 
wide experience—a man who is a 
known money maker.

“I pledge you my word and honor 
that if you join with me as one of the 
organizers of this company that 
everything will be handled honestly 
and as it should be and that every 
promise made will be carried out— 
that every possible effort within my 
power and ability will be made to 
bring our plans and dreams to Suc
cess. Together we will make a big 
success of this company.”

Apparently, Mr. Yett wants to be 
very honest. At the same time we 
find that he is sending out what are 
supposed to be Western Union tele
grams throughout the country. These 
messages which are apparently in
tended to stampede a person into sub
scribing to shares jn his enterprise 
are sent on fictitious Western Union 
Telegraph blanks but are not sent 
over the Western Union wires. They 
are sent in envelopes similar to that 
used by the Western Union with a 
special delivery stamp on them. The 
messages state that only a few hours 
is available for the person receiving 
them to get in on the ground floor.

We have taken this matter up with 
the attorneys of the Western Union 
and they inform us that they have 
already taken action on it, and that 
they object seriously to Mr. Yett 
using the Western Union in this man
ner for the purpose of selling stock, 
and that they have extracted a 
promise from him that he will dis
continue this practice. However, in 
spite of this promise we know that 
these fake telegrams were received 
by people in New York City on Sat
urday, April 14. The attorneys of 
the Western Union state that if it 
does not cease they will take further 
action—Ralph W. Budd in Magazine 
of Wall Street.

Buffalo, May 15—Three Buffalo 
brokerage houses to-day agreed to 
discontinue sale of 6 per cent, gold 
debenture bonds of the Beneficial 
Loan Society of New York. Sale-of 
these bonds has been stopped in two 
states, it was announced to-day by 
the Better Business ommission.

“Michigan has stopped sale of the 
company’s bonds on the ground that 
the Society is insolvent on the basis 
of present liquid value of its assets,” 
=a:d John N. Garyer, secretary of 
the Business Commission.

“An enquiry by that State indicat
ed that the company has distributed 
in dividends $14,000 in excess of its 
entire nef earnings. It also is in
dicated by this enquiry that the com
pany’s liabilities exceed its tangible 
quick assets by $972,000.

“Stockholders are said to have 
been mislead by a so-called capital 
fund of $350,000, which, in reality, is 
said to be only a book entry.”

N. A. MacDonald, K. W. Murch
ison and William W. Cross have been 
selling these bonds in Buffalo. All 
agreed to discontinue sales when 
given the Business Commission’s re
port.

Detroit, May 15—Approximately 
$500,000,000 is lost every year by in
vestments in fake stocks and securi
ties. Samuel O. Rice, Chicago, edu

cational director for the Investment 
Bankers’ Asociation, told eighty-four 
member of bond houses at the regu
lar luncheon of the Detroit Bond- 
men’s club.

During the last twelve years every 
state in the Union but four has 
adopted the “Blue Sky Law,” accord
ing to Rice. “But with all these laws 
it is impossible for the commission
ers to stop the sale of every worth
less stock,” he said.

A regular educational program has 
been arranged by the Association 
with a view to encouraging investors 
to make sure they deal with a re
liable firm.

Upward Swing in Business Will 
Continue.

Forecasters appear to be about 
equally divided in opinion concerning 
the general trend of the business 
curve in the next few months. One 
group believes that the peak has al
ready been reached; another believes 
that there will be a short pause, after 
which the advance will be renewed, 
with trade turnover and prices of both 
securities and commodities reaching a 
new peak. Indeed, some observers 
point out that the present business 
cycle has run so true to form, in 
spite of certain exceptional conditions 
that have prevailed during the past 
two years that they believe the up
ward swing must reach its end in the 
accustomed fashion, that is, with a 
final spurt of inflation. Both groups 
marshal an array of facts to support 
their views, and the innocent by
stander can take his' choice.

The real test, which will determine 
whether the upward swing has spent 
its force, is yet to come. Everything 
depends on the willingness of the 
public to absorb the higher produc
tion costs incident to the heavy wage 
increases of the past month. These 
are yet to be passed on to the ulti
mate consumer. The bullish observers 
point to the fact that these wage ad
vances have of themselves increased 
consumers’ buying power, and that 
the recent substantial gains in retail 
trade are evidence that the present 
disposition of the public is to spend 
freely. They have no doubt, there
fore, that the higher prices, which 
seem inevitable, can be passed on 
without checking the volume of trade 
turnover. This will enlarge the vol
ume of dollar sales and have a good 
psychological effect. The only danger 
is that this stimulus may bring on a 
wave of general inflation, with wages 
and prices rising while production re
mains stationary.

According to one view, business ex
pansion must continue because credit 
conditions are so easy. There will be 
no check, it is assumed, until more 
tension is felt in the money market 
than is evident at present. Such a 
view takes too much for granted. 
With our heavy gold stocks the re
serve ratios of the Federal reserve 
system' have lost their former signi
ficance. Dr. Henry Parker Willis 
recently made an apt illustration of 
the present situation by comparing 
the reserve ratios to the clocks after 
daylight saving had gone into effect. 
Just as clocks register time an hour 
ahead of the sun the reserve ratios 
register a condition of credit far 
above the true situation on account 
of the large gold hoard held by the 
banks. Wiilliam O. Scroggs.
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Store Should Be Center for Style 
Information.

Every day seel* the interest in foot
wear as a valuable style highlight 
increasing. Many women depend on 
the judgment of the retail shoe mer
chant, or his, salesmen, for guidance 
ih what is proper to buy.

See that your store becomes a safe 
center for information. Advise your 
customers what to wear, study fash
ions and promote style values. We 
submit the following suggestions:

With strictly tailored suits—regula
tion brogue oxfords in tan calf. 
Combination oxfords in beige buck 
and tan calf, or gray buck and black. 
One strap pumps in tan calf, beige 
or gray buck, gray or beige buck and 
patent leather combinations. Strictly 
tailored strapless pumps in tan calf, 
gray or beige buck or patent leather 
trimmed with perforations or smart 
inlay. All shoes should have welted 
soles and all heels should be box, 
military or low Spanish.

Hosiery should match the shoe, not 
the suit, or be of a slightly lighter 
shade. Beige or shades of tan are 
smart with patent leather.

When a combination shoe is worn, 
match the stocking to the lightest 
leather in the shoe. For example, 
gray buck and patent leather com
binations call for gray silk stockings.

All hosiery should be medium 
weight. An embroidered self-color
ed clock is permissible.

With Formal Suits And Frocks.
Cut-out pumps in patent leather, all 

black or bound with color. Hell- 
stern pumps in combination leathers 
and contrasting colors, finished with 
a buckle or a “flapper” tongue. 
Strapless pumps in cocoa, beige or 
gray suede, decorated with small 
square cut steel or bronze buckle.

Suede pumps, crossed strap effects 
and high oxford lasts trimmed with 
contrasting leathers, such as alligator 
or self-colored kid. Beige, gray and 
cocoa are the leading colors.

If the customer desires a bright 
colored shoe for street wear, offer 
a conservative model a cut-out or 
simple one strap pump. Scarlet, 
Chinese green and royal blue are 
the leaders. Medium and high Span
ish heels are suitable for afternoon 
wear.

With scarlet shoes, sheer black 
or nude stockings are good. A gray 
or beige stocking should be worn 
with a blue shoe.

Advise against hosiery to match 
brilliant colored shoes when intended 
for town wear. Beige with patent 
leather, matching effects with suede 
models.

For semi-formal afternoon func
tions—bronze pumps with cut cop
per buckles, black or brown satin

cut-out effects or pumps with various 
types of strappings.

Cocoa suede with copper buckle, 
gray suede with steel. Every type 
of formal sandal with high Spanish 
heel. Novelties in the form of com
binations in leather, suede with al
ligator, or suede with painted leather 
or black patent bindings.

When shoes are gray, cocoa or 
beige, match the stockings with them. 
Sheer black, nude or beige stockings 
with black satin or patent footwear. 
Self color only with models in brown 
satin.

For Evening Wear.
Cut-out effects in silver brocade. 

Crossed strap effects in gold or satin 
to match gown. Models in satin or 
velvet combined with metal cloth. 
Paisley effects, black satin pumps 
with rhinestone buckles.

Hosiery should always be nude or 
one matching the shoe. All silver 
footgear is excellent with an all 
white costume and scarlet shoes with 
chiffon hose in black are smart with 
all black.

For Sport Wear.
All types of flat-heel sandals in all 

colors and white. Novelties in the 
form o'f footwear showing the Egyp
tian influence, developed in novelty 
leathers, striking combinations and 
brilliant colored effects. Black and 
white combinations, are particularly 
smart.

All heels regardless of type should 
be low. Colored hosiery to match 
colored shoes and plain colored ef
fects with contrasting colored clocks 
with shoes in beige or gray.

Promote Novelties.
Do not fail to show customers the 

latest thing in footwear, but advise 
t-herg as to when it should be worn. 
Sell twb pair of conservative shoes 
to a woman rather than one pair of 
high priced novelties. She will be 
better equipped and remain a cus
tomer.

Hosiery Rules.
For general day-time wear, medium 

weight plain silk stockings in brown 
black and all shades of tan and gray.

For afternoon,' lighter weight mod
els in tan, beige or black.

For semi-formal wear, sheer stock
ings in black, light weight nude and 
shades to match shoes with lace 
clocks or rlain.

For evening, shades to match 
shoes, silver gold or nude.

For sports, novelty effects with 
decorative clocks.

■Woolen stockings are for protec
tive measures or for sport wear only, 
and should never be worn except 
with regulation oxfords or welted 
sble pumps. Ney^r with 8 semi- 
normal costume..

Herold Berisch Shoes
Mi chi y a n

ù à
M a d e

Y ou’ll Have Many Calls
For T his Sport Oxford

The season is here when boys arid men will be de
m anding a cool oxford such as this for both  sport 
and regular wear. No. 942 has smoked elk upper 
with m ahogany saddle strap and tip, Neoline sport 
sole and heel. No. 941 is sam e with plain toes. 
Better order now to be ready when customers ask 
for them.

HEROLD-BERTSCH SHOE CO., GRAND RAPIDS

Grief D efying Rouge Rex Shoes 
For the Man W ho W orks

No. 470

ROUGE REX OUTING 4-INCH C U FF.
T an T renchhide Outing 4 inch Cuff Hooks and Eyelets Double Sole 

B rass Nailed 6-11 E E
T an  Trenchide O uting 4 inch Split Cuff Hooks and  E yelets Double 

Sole B rass Nailed 6-11
Smoke W olverine. Kip O uting 4 inch S p lit Cuff Hooks and Eyelets 

D ouble-Sole B rass Nailed 6-11
Chocolate Veal O uting 4 inch Split Cuff Hooks and Eyelets Double 

Sole B rass Nailed 6-11 . _  , _
T an  T renchide Bal. 4 inch Pinked Cuff Hooks and E yelets Double 

Sole Two Rows B rass N ails 6-11 
These Outing N um bers are  Going S trong . Get covered on them  th is  day.

458.

470.

HIRTH-KRAUSE CO. 
From Hide to You

Shoe Mfgs. and Tanners Grand Rapids, M idi.
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Things to Avoid.
Satin footwear with tailored cos

tumes.
Brilliant colored silk stockings with 

general wear town suits.
Regulation oxfords with a silk 

frock.
Patent leather pumps with light 

colored evening gowns.
Dress shoes for sport wear.

Consider General Customing.
The advent of colored footwear, 

cut-out patterns and lattice work ox
fords increases the importance of 
selecting the correct hosiery to be 
worn with these shoes and with the 
gown, according to the occasion.

Not only should footwear be con
sidered, but also the general cus
toming of the women for any wear.

The gown and footwear 'may be in 
perfect harmony, but the effect is lost 
and the wearer decidedly out of the 
class of correct fashion if hosiery is 
out of tone. The same applies to 
the shoes.

The average high grade shoe mer
chant knows style in footwear, as 
much as it is possible to know it 
these days, but it is important that 
he and the men on the floor also have 
a fair knowledge of fashion in gene
ral and be in a position to intelligent
ly advise the women as to hosiery 
and footwear to be worn for various 
events.

With this knowledge he establishes 
confidence in his customer and very 
likely secures a steady and perman
ent one. Shoe Retailer.

Better Shoes Selling Well. 
Although reports from the shoe 

trade indicate that the cheaper lines 
of this merchandise for men are not 
moving any too freely for Fall deliv
ery, makers of the better grades of 
this footwear report good, though 

«somewhat spotty, business. Nearly 
all the advance business that comes 
in is accompanied by calis for mer
chandise for immediate use. Advanc
ed buying throughout the country is 
fairly well balanced. One of the 
features is the freedom with which 
prominent local buyers are said to be 
operating, despite the reported hold
ing-off tactics of buyers of other lines 
of merchandise here. So good has 
local advance business been with one 
of the leading manufacturing con
cerns that the rest of it is expected 
to be on the books in the course of 
the next ten days. As for the things 
that are selling for Fall, about the 
only feature just now is the activity 
of the lighter shade of tan shoes.

Prepare for Contingencies.
Reports from the South indicate 

that hosiery manufacturers are anti
cipating prospective increases in pro
duction costs by speeding up their 
output with working overtime. Shut
downs resulting from wage contro
versies are looming up, due to the 
fact that a number of spinners have 
increased wages, and hosiery mill 
executives expect demands to be pre
sented to them by labor at any time. 
With jobbers and retailers fighting 
price advances to the limit, the South
ern manufacturers are taking time by 
the forelock and hope to accumulate 
sufficient stocks to tide them over any 
trouble that may materialize.

It Is Really Not Incredible. 
Commenting on the questionnaire 

recently sent out to women by the 
Bureau of Social Hygiene, American 
Medicine expresses strong approval 
of what it 'characterizes as an effort 
to study the neglected normal side of 
human relations as distinguished from 
the overemphasized pathological side.
It expresses doubt, however, as to the 
truthfulness with which at least one 
of the questions has been answered.

Of the first 1,000 married women 
who replied to the enquiry whether 
or not they had found marriage a 
happy state, 872 wrote that they had 
done so. “This,” says American 
Medicine, “is so flagrantly contra
dictory of the actual statistics of 
marriage that one cannot help sus
pecting the intrusion of a natural 
hesitation on the part of disillusioned 
women to avow their disappoint
ment.”
able? In spite of all that is heard 

Is that suspicion really unavoid- 
about the “divorce evil,” divorces are 
not at all frequent in the circles where 
the great majority of Americans 
move, and in those circles married 
people, as a rule, get along together 
fairly well, showing patience with 
each other’s imperfections and be
having themselves decently and kind
ly. They may not be ecstatically 
happy, but they are not what tne 
questionnaire meant by “unhappy 
that is, such unhappiness as they 
suffer is not due to marriage, but to 
the general misfortunes and incon
veniences of human existence.

So 872 happy marriages out of 
1,000 are credible enough to most of 
us. Perhaps the American Medicine 
man himself, like all doctors, has had 
so much to do with the abnormal that 
he, too, is misled, as he says the 
specialists are, and holds the normal 
rarer than it is.

Two-Piece Suit for Fall.
Out of the prevailing uncertainty 

with regard to Fall garment styles, 
some things are said to loom up as 
fairly certain. One of these is that 
the two-piece suit will be the one on 
which most stress will be laid by 
manufacturers. The response on this 
type was better during the current 
Spring, it is rather generally agreed, 
than on the others. Both tailored and 
box-coat models will be shown in the 
lines. The skirts, according to some 
manufacturers, will have special 
colored designs on the upper part, this 
representing a new note in the fash
ioning of this rart of the suit. In 
fabrics the twills will again be large
ly used, with reps, however, coming to 
the fore. New lustrous cloths will be 
featured in the extremely high-grade 
lines.

Men’s Hats for Autumn.
Men’s hat manufacturers say their 

road salesmen are booking good busi
ness for Fall, the volume running 
substantially ahead of last year at this 
time. Solid colors in grays and tans 
hve the bulk of the demand but, ad* 
cording to one prominent wholesaler 
on Fifth Avenue, the buying of mix
tures in plain, silk and rough finishes 
has notably increased, now constitut
ing about 40 per cent, of the total. 
It is pointed out these hats match

the fleecy overcoat perfectly. In the 
larger cities the pearl gray shade has 
met with most favor. The so-called 
Hamburg fedora shape is the one 
some think will be adopted by the best 
dressers. A tendency is also noted 
toward slightly wider brims, of about 
2ĵ 2 -inches, with not quite so much 
of a roll as heretofore and with the 
flanges more open.

The man with no enthusiasm for his 
work is a man who is foredoomed to 
failure.

Chocolates
Package Goods of 

Paramount Quality 
and

Artistic Design

In every city the clothing stores 
which get the trade, men’s and 
women’s, are those which keep gar
ments in best condition, display 
them most attractively and serve 
their patrons most satisfactorily.— 
in other words, are those which 
are equipped with

KNAPE &  VOGT
Garment Cabinet Fixtures

Operate lightly on silent, friction
less, roller bearings. Full nickelled. 
Attractive. Easy to install. Only 
tool needed is screwdriver. Price 
will surprise you. Use coupon 
and see.
KNAPE & VOGT MFG. CO.
Dept. N Grand Rapids, Mich.

K nape & V ogt Mfg. Co.
G rand R apids, Mich.
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GRAND RAP ID S  
KNITTING M ILLS
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Men’s Union Suits 
at
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Write or Wire
Grand Rapids Knitting Milk

Grand Rapids, Mich.

Stability and Earning Power
are the two big factors that go to make up 
strong investments.
Write us for our offerings.

F. A. SAW ALL COMPANY
313-14-15 Murray Bldg. Grand Rapids, Michigan
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Retailer Not Going To Take Same 
Punishment

Whatever may be the course of 
business during the remainder of the 
year, says a member of a well-known 
jobbing house in the Middle 'West, 
there is one thing certain and that 
is that the retailer is not going to 
take the same sort of punishment that 
he got three years ago. He flatly re
fuses to load up with goods at pres
ent prices. It is true that his orders 
are large, but that is because his sales 
volume has been increasing and does 
not indicate that his shelves are be
coming cluttered. In spite of the 
large volume of merchandise dis
tribution it takes real salesmanship to 
place a large order with the average 
retailer. It isn’t a jobbers’ market 
that we are having, at any rate, al
though in general a sellers’ market 
may prevail. Moreover, competition 
among jobbers is exceedingly keen, 
and this also makes it necessary for 
the salesman to be more than merely 
an order-taker, as he was in the flush 
times of 1920. Such conditions may 
make it a little harder for the time 
being to do business, but they are 
really indications of healthy business 
conditions.

So far general business has avoided 
the pitfalls that proved its undoing in 
1920, but there is one exception. The 
building industry appears to be going 
over the same old road. The inflation 
of prices of building materials, the 
“pyramiding” of orders, and the soar
ing of wages all have the familiar as
pects of the boom period following 
the war. The only thing lacking has 
been a buyers’ strike, and this, too, is 
beginning to make its appearance. 
There has been a recent lull in the 
buying of some materials, and this 
has been followed by some easing of 
prices. In New York City during 
the current week a number of im
portant building projects have been 
postponed until construction costs 
come down. There has been some 
discussion of a conference of the var
ious groups connected with the build
ing industry for the purpose of 
threshing out their difficulties and 
stabilizing the industry, but so far no 
progress has been made in bringing

the different interests together on any 
tentative programme, and it is deem
ed hardly worth while to have them 
assemble merely for the purpose of 
mutual recrimination. If other means 
fail a condition of this sort eventually 
produces its own remedy. Give it 
time.

In past months Uncle Sam was ac
cused in some quarters of being a 
bull, while just now he is charged 
with equal vehemence with the atro- 
aous crime of being a bear. Unques
tionably some of the Government de
partments at Washington have acted 
until recently on the assumption that 
prices were too low, and the general 
tone of their “releases” to the daily 
press has been almost invariably of a 
sort that would have a bullish effect 
if the markets gave them much atten
tion. This has been a matter of com
monplace observation in every news
paper office. On the other hand, 
spokesmen for the cotton growers 
have recently charged the Department 
of Agriculture with seeking to bring 
down the price of their staple, and 
recently a textile house in the East 
in a market letter referred to “a cam
paign against higher prices, perhaps 
instigated by a group of politicians 
in Washington.” Whether there is 
any oasis in fact for it or not, the re
cent action of the Government in the 
matter of sugar is being interpreted 
as meaning that it has decided that 
prices have advanced far enough. 
This of itself would not make so very 
much difference if it were not believed 
that the officials at Washington have 
their ears very close to the ground 
and that their changing attitude may 
reflect consumer opinion.

While Canada has been experienc
ing a revival of industrial activity the 
rate of improvement there has been 
much slower than in this country. 
There are several reasons for this 
difference. In the first place, Canada 
is more largely agricultural than is 
the United States, and the prosperity 
of the agricultural regions there, as 
well as here, has been less pronounced 
than that of the manufacturing cen
tres. Again, Canada’s most import
ant agricultural product is wheat, and 
there has been less improvement in

m
PU R C H A SIN G  INCOM E
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COMPETENT HANDS

T
HE DIFFERENCE between putting 

yourj estate in the charge of a trust 
company or in the keeping of an in- 

fldividual, is often the difference be
tween competent hands and incompetent hands.

A trust company is trained in the handling 
of estates—in the requirements, the duties, injall 
the necessities of the work.

Its continuity of service is not dependent on 
the life of any individual. Friends and relatives 
may pass away, but the trust company—faithful, 
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Our officers can be consulted at 
any time on this important subject.
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the price of this commodity than in 
that of most of the other staple farm 
products. At the same time the high 
wages paid by American industries 
have been drawing labor from the 
farms of Canada to the industrial dis
tricts of the United States, and this 
movement has attained such dimen
sions as to give the Canadian busi
ness leaders no little concern. General 
conditions in Canada therefore have 
resembled those in the grain belts 
of the United States, where the situ
ation may be described as below the 
average for the country as a whole.

William O. Scroggs.

Hacking Back Fifty Years.
Grand Rapids, May 15 Local 

dealers in fuel are not satisfied with 
the outlook. The unsettled condition 
of the market annoys them. “Selling 
aerents are unable to Rive us the 
¡formation we need,” one retailer 
explained. “If we request it from the 
jobbers direct, their replies to our 
letters are evasive. We may be able 
to obtain a sufficient quantity of soft 
soal to provide for our customers, 
but ps yet no assurances have been 
made in regard to anthracite.” Thous
ands of consumers who heat their 
houses with anthracite can not use 
soft coal. The anthracite delivered 
to consumers during 1922 was infer
ior in quality. Fifty years ago coal 
was not used in Grand Rapids. Hard 
wood was so plentiful and so cheap 
that consumers were not interested 
in mineral fuel. Long stacks of hard 
wood in four foot lengths were piled 
in and around the homes of the 
people, and dad. with bucksaw and 
axe, took his daily exercise in the 
open. In many homes wide, open 
fire places were provided for burning 
logs. A man could stand before such 
a fire and burn his frontispiece, while 
his back shivered. Screens were not 
used and the sparks thrown out by 
the burning wood settled on grand
mothers rag carpet, regardless of her 
feelings.

Tohn S. Long and Samuel P. Ben
nett were the first to engage in the 
business of selling coal in consider
able quantities in Grand Rapids. 
Fifty years ago they opened an of
fice and yard on Fulton street, near 
Ionia avenue. After several years 
of moderate success. Long sold his 
interest to Bennett, who continued 
the business until his death. Arthur 
S. Ainsworth, a trusted employe of 
Mr. Bennett, finally acquired the 
business and has since carried it on 
successfully.

On many homes, old and new, the 
roofs are cut into sections of vary
ing heights and shapes. It is not an 
uncommon experience to find the 
roof of a house with from ten to 
twenty of such variations. Such roofs 
are divided with tin lined valleys 
which soon yield to rust and decay. 
In the winter ice forms and forces 
water, when the weather is warm, 
under the shingles and into the rooms. 
Dormer windows contribute to the 
leaks that ruin the walls of many 
houses. Variety in the construction 
of roofs may please the eye and serve 
to add much to the commissions of 
the architects, but the _ fad imposes 
much expense which might be saved 
the owner.

Fifty years ago local consumers of 
ice were served from a single two 
horse wagon, driven by a vigorous 
old Englishman, who threw the cakes 
unceremoniously on the walks and 
shouted, “E’res yer Oice.” The out
fit was owned by Tom Sargeant, one 
of the twins, concerning whom it was 
said one could not recognize “which 
from t’other.” Sargeant’s customers 
in the main were keepers of saloons, 
meat markets and hotels, who used 
ice boxes partly filled with sawdust, 
to store the ice taken during the 
winter months from Grand river. 
Refrigerators, such as are in general

use to-day, had not been developed. 
Mother suspended her pail of butter 
by a cord in the well, or placed it 
on the cellar bottom to cool. Fresh 
meats and fish were cooked as soon 
as dad brought such foods into the 
house. Farmers killed and packed 
their own meats, and during the hot 
weather corned beef, salted pork, and 
ham were served. Fresh meat was 
a luxury, rarely placed before farm 
hands. The development of the re
frigerator served to effect a change 
for the better in providing for the 
table of the urbanite and the sub
urbanite of to-day. When one views 
the swift moving autos, the ice 
making plants and the elaborate sys
tems employed by the ice companies 
in serving their patrons, and compares 
their operation with the delivery ser
vice of Tom Sargeant, he is impelled 
to place another mark on the slate 
to the credit of progress.

Arthur S. White.

F e n to n -D a v is  &  B o y le

BUY
SAFE

BONDS

Through our B ond Do- 
partm ent w e offer only 
such bonds as are suitable 
for the funds of this bank.

Buy Safa Bonds 
from

The Old National

Life Is a Funny Proposition.
Man comes into this world without 

his consent and leaves it against his 
will.

During his stay on earth his time 
is spent in one continuous round of 
contraries and misunderstandings.

In his infancy he is an angel. In 
his boyhood he is a devil. In his man
hood he is everything from a lizard 
up. If he raises a family he is a 
chump. If he doesn’t raise a family 
he is too' selfish. If he raises a check 
he is a crook. If he is a poor man he 
is a bad manager and has no sense. 
If he is rich he is smart but dishonest. 
If he is in politics he is a grafter. If 
he is not in politics he is an undesir
able citizen. If he goes to church he 
is a hypocrite. If he doesn’t he is a 
sinner. If he gives to charity, it is for 
show. If he doesn’t he is a tight wad. 
When he first comes into the world 
everyone wants to kiss him. Before he 
leaves the world everyone wants to 
kick him. If he dies young there was 
a great future before him. If he lives 
to a ripe old age, he is in the way.

BONDS EXCLUSIVELY 
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Finnish Mutual Fire Insurance Go.
ORGANIZED IN 1889.

AMOUNT OP INSURANCE IN  FO RCE D ECEM BER 31st, 1922 ___ 36,033,803.00
TOTAL A D M ITTED  A SSETS D EC EM B ER  31st, 1922 _____________  264,586.56

N E T  CASH SU RPLUS OVER A LL L IA B IL IT IE S _________________  212,718.32

DOUBLE DIV ID EN D  PA ID  IN  1922, T hree  and  F o u r T e a r  P e r io d s_ 49,113.47

D IVIDENDS PA ID  POLICY H O LD ER S SIN C E ORGANIZATION 453,374.50 

F IR E  LOSSES PA ID  POLICY H O LD ERS SIN C E ORGANIZATION 262,478.56

High dim es Committed By Care
less Smokers.

It is too bad that there is not some 
way to train the urbanite in the rules 
of the outdoors and the campfire, 
just as he must learn, for the safety 
of life and property, the traffic and 
sanitation laws of the city. He 
should know that it is wrong to 
throw down a lighted match or cigar
ette in the forest quite as well as he 
knows that he must not throw tin 
cans and old clothing into the street 
at home. He should learn the eti
quette of the forest as he does that 
of the drawing room. In both cases 
certain things are or are not done by 
those who know. The smoker would 
not throy his match or cigarette stub, 
or empty his pipe ashes, on his host’s 
rug or table cover. That would be 
a gross violation of social custom and, 
besides, it might damage the furnish
ings. That same smoker, though, 
will toss a burning match or knock 
the ashes from his pipe on the floor 
of his host, the forest, where it en
dangers not only property worth mil
lions but human lives as well, with
out thought of the consequences.

By supplying the newspapers with 
forest fire facts, by school room in
struction, by appeals from the pulpit 
and by every other possible means, 
we are warning people that a timber 
famine looms. We are impressing 
upon them the fact that they are pay
ing out millions of dollars every year 
to fight fires. Yet the cost of lumber 
keeps mounting, because of the dim
inishing supplies, and for this scarcity 
fire is chiefly responsible. It should be 
possible to teach folk what to do 
and how to do it in order to stop 
the setting of fires, or how to put 
out with the least cost and damage 
those fires that are started.

It ought to be a simple thing to 
form the habit of breaking a used 
match before throwing it away; of 
seeking a bare place for the disposal 
of a cigarette and then of grinding 
it under foot; of clearing away all 
inflammable material for a safe dis
tance arrfund the spot where a camp
fire is to be built, and of completely 
drowning the fire before leaving it. 
People generally refrain from smok
ing in powder magazines, or over 
gasoline tanks; they can as generally 
be taught care with fire in the woods.

Only through public education, 
strict enforcement of the laws, and 
the pinch of a timber famine will \ye 
learn not to set fire to our forests. 
Laws and their enforcement are but 
the crystallization of public sentiment 
which comes from education, and the 
more education we have the less we 
shall need to learn through law en
forcement and wood shortage. The 
famine will come fast enough of it
self, and it will be a grim and heart
less teacher of conservation.

The damage which fire does to our 
watersheds affects irrigation and pow
er development, wild life, national 
scenery, and all those intangible but 
none the less real values of the for
est. The American people must be 
shown how they can save the trees if 
they will, and how dearly they must 
pay if they fail or refuse to keep up 
the productivity of their foreests. Let 
them be taught conservation in the 
schools, in the public press, from the

platform, and in the motion picture. 
Let them be taught through law en
forcement and penalties, and through 
the policing of the forests, until no 
good citizen can fail to exercise cau
tion, and no bad citizen will dare to 
fail. It is a high crime to burn our 
forests. Theodore Shoemaker.

United States Forest Service.

Too Many Grocers.
Racine, Wis., May 15—“There are 

too many stores and not a sufficient 
volume of business,” J. J. Miller, 
of Chicago, said recently in address
ing Racine grocers on “Problems of 
the Local Service Grocers.”

“Ninety per cent of the grocers to
day are not making money,” Miller 
said. “In 1900 there was an average 
of one grocer to each 800 persons. 
Statistics show that in 1922 there was 
one grocer to each 150 population. 
To-day a grocer serves only fifty 
families, whereas he should serve 300 
to run a profitable business.

“Fifty per cent, of the merchandise 
a grocer handles at a loss. Reduce 
your investment, increase the profit.

“Too many grocers don’t know 
what the cost of doing business is and 
consequently are selling merchandise 
too cheap. Economy does not exist 
in cutting prices on expensive pro
ducts. You must increase sales to 
increase profits.

“Don’t advertise brands upon which 
you simply can’t compete. Get one 
line of goods and stick to .it. In only 
thirty cases out of 100 are highly ad
vertised articles called for. Get a 
knowledge of the fundamentals of 
business. Educate your clerks.

“There are two types of stores, the 
service store and chain store. Chain 
stores do 75 per cent, of their busi
ness on Friday and Saturday. One- 
third of a grocer’s trade is transient, 
and the chain stores must cater to it. 
Salesmanship will solve the problems 
of the service store. Without it you 
cannot get volume, profit or low cost 
of doing business.”

To Show Three-Piece Suit.
While the general trend is said to 

be toward the two-piece suit for Fall, 
it is understood that some of the 
manufacturers of higher grade gar
ments will again feature the three- 
piece one. An executive of one of 
these houses said yesterday that he 
would give this style a prominent 
place in his showings for the com
ing season and that he thought it 
would go well. He said the reports 
in the market that the three-piece 
suit had not been well received dur
ing the Spring related to the lower- 
priced garments, and that the sales 
of them in the better lines was quite 
satisfactory. The pile fabrics will be 
utilized, and the discriminating wo
man, he asserted, will be well satisfied 
with the combination.

Corporations Wound Up.
The following Michigan corpor

ations have recently filed notices of 
dissolution with the Secretary of 
State :

Mann’s Land Contract Exchange, 
Detroit. Alger, Smith Co., Detroit. 
Baltimore Coaster Co., Grand Rapids. 
Foster-Fowler Agency, Lansing. Auto 
Kamp Equipment Co., Saginaw. 
Michigan Iron, Land & Lumber Co., 
Iron Mountain. Port Huron South
ern Railroad Co., Bay City. Michigan 
Marine Motor Corporation, Detroit. 
American Mercantile Co., Grand 
Rapids.

When friends offer you well in
tended advice about your affairs, don’t 
ignore it and don’t resent their sug
gestions. Consider how you may 
profit by them..

A ssets  p e r $1,000. of R i s k ___ $43.68
Loss R atio  to  P r e m iu m s _____ 36%%
L oss R atio  to  In c o m e _________ 33%
A verage Loss R atio  of Stock 

Com panies __________________ 56% '

S urp lus per $1,000. of R i s k ___  $35.25
E xpense R atio  to  P r e m iu m s  18%%
E xpense R atio  to  In c o m e _____ 17%
A verage E xpense R atio  of S tock 

C om panies _________________ 42 %

DIVIDEND FOR 1923

50%
M ERCANTILE AND DW ELLING 

RISKS SOLICITED

A re you saving 50%  on your insurance costs ? You should 
investigate. W rite (or further inform ation to

F. A . ROMBERG, Gen. Mgr. C. N. BRISTOL, Gen. Agt.
CALUM ET, MICHIGAN FREM ONT, MICHIGAN

Have Your W ill T ested
A  WILL that was good twenty years ago may not, 

do justice if it were to go into effect today. That 
very thing has happened in our experience recently.
Your Will needs bringing up to date every few years, 
if for no other reason than to keep pace with changes 
in family needs.
In making such changes we strongly recommend that 
you consider the advantages of naming as executor 
and trustee this corporation which will not die nor 
move away, and which offers complete responsibility.

Send for our free Instruction Form for making Will.

O FFICER S

Lewis H. W i th e y ___ P residen t
H enry Idema ______ Vice Pres.
F. A. Gorham  _____ Vice Pres.
Claude H am ilton __ Vice P res.
John H. S c h o u te n _Vice Pres.
Noyes L. A v e r y ___ Vice Pres.
Em erson W. B l i s s __ S ecre ta ry
A rth u r C. S h a r p e _A sst. Secy.
Guy C. Lillie _____ A sst. Secy.
C. Sophus Johnson_A sst. Secy.
A rend V. Dubee—T ru s t Officer

“Oldest Trust Company in M ichigan”

MichiganTrdst
COM PANY
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DIRECTORS 
Delos A. B lodgett II. 
John Duffy.
F rederick  A. Gorham . 
C laude H am ilton. 
Thom as H. Hume. 
H enry Idem a.
W illiam  Judson.
M iner S. Keeler.
Jam es D. Lacey. * 
Edw ard Lowe.
Ransom  E. Olds.
J . Boyd Pan tlind . 
W illiam  Alden Sm ith. 
Godfrey von P laten . 
Dudley E. W aters. 
Lewis H. W ithey.
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A Fire Fighter States His Views.
In my judgment the most im

portant work of the fire departments 
is fire prevention. It is true that so 
long as a large number,of people are 
careless, and a smaller number, but 
still too large, is criminal, there will 
be fires; and it is the duty of the de
partments to control them. But the 
time is coming, if it is not already 
here, when it is much easier to pre
vent a fire than to put it out. This 
opens a field of discussion that is 
much too large for the scope of this 
article, and I will touch only a few 
of the high spots as I see them.

In these' days the matter of fire 
prevention begins very properly with 
the erection of the building, but un
fortunately for the fire departments 
such new buildings are comparatively 
few, and we are confronted with 
block after block of old buildings 
into the construction of which the 
thought of fire prevention did not 
enter. For such buildings the only 
safe plan is frequent and thorough 
inspections. Proper blanks mailed to 
the owner can be used for this pur
pose, but I prefer personal inspection 
by a competent inspector. This 
should be done once a month—per
haps oftener in certain instances1— 
and it would certainly reduce the 
number of fires. I believe this sys
tem rigidly carried out would result 
in a saving sufficient to justify the 
addition of a thoroughly skilled in
spector to every fire department in a 
city of 15,000 or 20,000 or larger.

The ladies’ clubs of the State, I 
believe, are heart and soul in favor of 
the ;fire-prevention movement, as they 
are in favor of every good work, and 
it seems to me that the time has 
come when a genuine effort should 
be made so that the powerful in
fluence of these clubs could be more 
effectively applied to the advancement 
of fire-prevention work. It may be 
somewhat unusual, but I can see 
nothing improper in the ladies be
coming members of the fire depart
ments. In fact, it seems to me, if 
they are interested, it is entirely 
proper, not for the purpose of run
ning hose or scaling ladders, but that 
they may get first-hand information 
of some of the phases of the work 
which they can disseminate through 
the medium of their organizations. 
The ladies are ready to do their ‘bit 
and are only waiting the opportunity. 
I think it should be given to them.

I would also emphasize the fact, that 
nearly every fire is due to some form 
of carelessness. The increasing ' use 
of electricity for domestic purposes 
brings added hazards to many homes. 
The more common of these hazards 
are the curling and electric irons. 
Many fires are brought about in this 
way which with a little care could 
be avoided. ' E. C. Bulger.

chemical extinguishers, life nets and 
hose. They were given instruction,, as 
to how they could help at fires by 
keeping streets open to traffic and 
watching the neighborhood to pre
vent the spread of fire from flying 
sparks and embers. They were told 
to report to the chief or captain in 
charge at a fire and get instructions.

After each group of Scouts had been 
put through the program of instruc
tion, badges were presented which 
were furnished by the city board of 
safety. These badges are numbered 
and each boy is charged with bis 
badge at fire headquarters. They 
were impressed with the importance 
and possibilities that are involved in 
membership in the Scout Auxiliary. 
Chief O’Brien believes thoroughly in 
the practical value of thus hooking up 
a large group of boys who will be able 
to help intelligently at fires. He has 
already made use of boys in various 
neighborhood fires in emergency cases 
and to good effect. As the new or
ganization is perfected it is intended 
that the boys should be formed into 
groups under chiefs and battalion 
chiefs which will make it possible to 
call them together quickly if they are 
needed. Of course the boys are keen
ly interested and they snapped into 
the drill work with a zeal which made 
the “professional” firemen smile as 
they looked on.

Serves Him Right.
Philadelphia, May 15—What looks 

to be a crisis in the affairs of the 
Piggly Wiggly Co., induced, I be
lieve, by speculating in stock instead 
of attending to business, has come 
sooner than I expected. Several 
weeks ago I called attention to the 
fact that Saunders, the founder of 
Pigo-ly Wiggly, was playing so freely 
with the stock of his company as to 
justify the prediction that he was in 
for the same fate that has overcome 
most other enterprises tht played with 
stock instead of with business.

Now Saunders is out in page news
paper advertisements which confess 
that if the public don’t buy the stock 
he has recently been offering through 
newspaper advertisements, he will be 
financially ruined. Even if he sells 
it, he will have lost half a million 
dollars. Well, if this happens it will 
serve him right. A business man 
with a good business, making money, 
is a fool to waste his time and neg
lect his business in the stock market 
where out of a thousand players, only 
one succeeds. More that that, he 
kills his own game, for very few 
people want to buy into a business 
the head of which is in the stock 
market all the time.

Elton J. Buckley.

City Furnishes Badges For Boy 
Scouts.

On Tuesday, March 26, during 
“Scout Week” in Indianapolis, over 
100 Boy Scouts were given their first 
instruction as members of a Boy 
Scout Firemen’s Auxiliary. Chief J. 
J. O’Brien and Assistant Chiefs Ful
mer and Hoyle personally directed 
the work. The boys were given drill 
in handling ladders, fire alarm boxes,

Pleated Skirt for Next Season.
Wholesalers in the early stages of 

making up their Fall showings, be
lieve the pleated skirt will continue 
its vogue next season in the heavier 
materials. Combination or cluster 
pleats are declared to be the feature 
of the early displays. Favor for the 
wrap-around effect will be confined 
to the plain cloths, according to one 
of the prominent manufacturers. From 
current indications, wool crepes, ve
lours, camel’s hair cloths and silk 
and wool fabrics are looked upon to 
be the most popular. In the silk 
skirts, those of lustrous smface, such 
as satin-faced cantons and crepe- 
backed satins, it is believed, will be 
favored. In patterns, plaids are said 
to be preferred, supplanting stripes.

OUR FIRE INS. POLICIES ARE 
CONCURRENT

with any standard stock policies 
that you are buying.

The Net Cost is 3 0 %  L ess
Michigan Bankers and Merchants Mutual Fire Insurance Co. 

of .Fremont, Mich.

WM. N. SENF, Secretary-Treas.

SAFETY SAVING SERVICE

CLASS MUTUAL INSURANCE AGENCY
“The Agency of Personal Service”

C N. BRISTOL, A. T. MONSON, H. G. BUNDY.
FREM ONT, M ICHIGAN

THE HARDWARE AND IMPLEMENT MUTUALS
DIVIDE THEIR RISKS INTO THREE CLASSES

C L A S S  A - H A R D W A R E  A N D  IM P L E M E N T  S T O R E S , D IV ID E N D  50% to  55% 
c t i S  B - G A R A G E S , F U R N IT U R E  A N D  D R U G  S T O R E S . D IV ID E N D  40% 
C L A S S  C— G E N E R A L  S T O R E S  A N D  O T H E R  M E R C A N T IL E  R IS K S , 30%

T hese Com panies a re  recognized as  the  s tro n g est an d  m ost reliab le M utuals 
in the  U nited  S ta tes , w ith T w en ty  Y ears of successfu l U nderw riting  Experience. 
No H ardw are  M utual has ever failed, No H ardw are  M utual h a s  ever levied 
an  assessm ent. A sk the  H ardw are  D ealer of you r town.

If In terested , w rite  fo r fu r th e r  p a rticu la rs .

Michigan Shoe Dealers
Mutual Fire Insurance Co.

Lansing, Michigan
SAVING 30% ON

GENERAL MERCANTILE RISKS
W rite

L. H . BAKER, Secy-Treas.
P. O. B os 549

LANSING, MICH.

The Michigan Retail Dry Goods 
Association

advises its members to place their 
fire insurance with the

GRAND RAPIDS MERCHANTS MUTUAL FIRE 
INSURANCE COMPANY 

and save 30% on their premiums.

Other merchants equally welcome.

319-20 Houseman Bldg. Grand **Pids’ Mich*
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Items From the Cloverland of Michi
gan.

Suit Ste. Marie, May 8—With the 
opening of navigation the Soo is 
taking on new life. The familiar 
whistle of the 'boats makes one for
get the long severe winter just passed. 
The boats being docked here pending 
the arrival of the ice breaker made 
much extra business for the mer
chant and reminded us of the good 
old times when the marine business 
was the big item here.

R. N. Adams, known as one of the 
Soo’s Grand Old Men, celebrated 'his 
44th year arrival at the Soo last Sat
urday. Coming here from the East, 
his first few years were spent on a 
farm, carrying on a dairy business. 
The farm at that time was near the 
present location of the Soo Creamery 
on Ashmun street. Being one of the 
live wires in those days, he helped 
build and develop the Soo. He erect
ed the Adams building, our largest 
building in the city. He has been 
active in city affairs, holding many 
offices in State and county, as well 
as in the city. Mr. Adams will 
enter in his 80th year May 13 and is 
still hale and harty, enjoying ex
cellent health. When he was 75 
years of age he took up driving the 
auto and is one of our most enthusi
astic motorists.

When a man fails in business his 
wife tells the neighbors that he was 
too honest too succeed, but what she 
tells him in private is another story.

Clarence W. Tapert, who for the 
past three years has been with the 
Cornwell Co., as specialty salesman, 
has entered into 'business on his own 
account in the Brown building on
S. Ashmun street under the style of 
the Tapert Specialty Company, Clar
ence, as he is familiarly known, is 
a Soo boy, graduating from the Soo 
high school and also from the Fer
ris Institute at Big Rapids and finish
ing at the University at Ann Arbor. 
He is well and favorably known 
throughout the territory on the Soo 
line, as well as the D., S. S. & A. 
Ry. and his many friends wish him 
every success in his new venture.

Don’t abuse the rich. We can’t all 
be poor.

The steamer Elva made her first 
trip down the river for the season 
on Monday and will run regular 
daily trips jbetween DeTour and the 
Soo.

C. J. Goppelt, the well known Wil
bur chocolate salesman, was a busi
ness visitor here last week, caling on 
the trade. He reports a very satis
factory business in this territory.

It’s astonishing how manys things 
come our way which we don’t care 
for.

Transportation of freight and pas
sengers between the Soo and Trout 
Lake will be in effect next week. R.
T. Forgrave is the promoter. He 
schedules leaving the Soo every 
morning and returning nightly. Stops 
will be made at Dafter, Rudyard, 
Dryburg, Fibre, Alexander, Cordell 
Dick and Trout Lake. The addition 
of the Trout Lake line gives the Soo 
easy access to points throughout the 
countv. Walter Smith of Trout 
Lake, will drive the truck. Bus ser
vice to DeTour, Pickford, Cedarville 
and St. Ignace, in addition to the 
Barbeau, Kelden and McCarron lines 
will be worked out this year, thus 
making every place in the county 
from the Soo.

It is reported that the State /High
way Department has made a deal 
for the Chambers dock property, at 
St. Ignace, located near the center of 
the town, as a site for the State ferry 
terminal, and that Thomas Ryn, for
merly President of the Cadillac Hotel 
Co., is negotiating for the Chambers 
residence property, just opposite the 
dock, for a summer hotel site.

We are good deal happier be
cause of a lot of things we don’t 
know.

The first installment of tourists of 
the season of 1923 has arrived and 
passed through the city to-day to

the camping grounds. They entered 
the city with due pomp, blowing their 
horns and causing much merriment. 
They were given a royal welcome 
and we hope that the crowds will 
continue to come for the remainder 
of the season.

F. J. Allison, Chas. Haase and J. 
R. Merrifield, veteran members of 
the Knights of the Grip, started on 
summer schedule last week, coming 
by auto from DeTour. From all ac
counts they had some experience in 
getting through the Pickford hills. 
They got stuck enroute and were de
layed six hours during the night. 
They had to wake the farmers and 
almost buy a team to pull them out 
of the mud. Mr. Allison, being an 
expert in the auto game, got into 
his high rubber boots and after 
pulling the car out, the team had to 
hook on to Allison and pull him out 
of his boots. Wm. G. Tapert.

St Micheál and the Dragons.
In the movies, virtue always con

quers vice. In tradition, St. Michael 
slays the dragon. In real life, the 
dragon may find it advisable to roll 
over and play dead, but he gets up 
again as soon as St. Michael has 
turned his back to shout the news of 
his triumph to the waiting populace; 
and unless Michael keeps his eyes 
open that old serpent will eventually 
win on points, if not by a knockout.

A few weeks ago Clarence Saunders 
of Memphis had Wall Street on its 
back squealing for mercy. The new 
Michael waved his sword and thump
ed his shield and went back to Mem
phis to tell the folks about it, and 
wicked Wall Street was up at the 
count of nine, with its wind fresh, 
ready for another round. To thwart 
the rascals who pounded his stock. 
Saunders has had to start an evan
gelistic stock-selling campaign in his 
home town. He had it going, doubt
less has it still going, all over the 
country, but the local appeal is strong 
est. “Save Piggly Wiggly for Mem
phis!” But this isn’t enough. 
Saunders is resigning his personal 
control to a committee—of bankers. 
It seems that “certain powerful inter
ests” have their knives out for 
Saunders. Put Saunders out, put our 
man in, and the campaign will suc
ceed; otherwise not. Saunders, the 
servant of his cause, is willing to step 
out. Piggly Wiggly will doubtless be 
saved for Memphis. But it is ban 
news for a Nation at least 66 2-3 per 
cent, “sucker,” which had its moment 
of triumph when it read that a sucker 
had trimmed the interests and had his 
foot on Wall Street’s neck while the 
vicious manipulators gasped their lives 
away.

The dragon often loses a battle, but 
never a war. The only man who 
smote him definitely and decisevely 
was Henry ford. He alone vindicated 
the plain people by knocking Wall 
Street through the ropes. Yet Mr. 
ford, on that famous occasion, got 
his money from the ford agencies 
and the ford agencies got it from the 
local 'banks, and the local banks, in 
the long run, got it from the people. 
Even in this case, from the point of 
view of the ultimate consumer, St. 
Michael and the dragon look pretty 
much alike.

The clerk who finds out and tells 
the manager why his customers came 
there to buy will help make it possi
ble to bring more trade..

1882 - AWNINGS AND TENTS - 1923

CHAS. A . COYE, INC.

W e m ake a  spec ia lty  o f Hope Pu ll 
U p an d  R oller A w nings w ith  Cog G ear 
F ix tu re s .

O ur stock  o f W hite  a n d  K hak i D uck 
an d  A w ning S tripes  is  v e ry  com plete.

Q uality  of m a te ria ls  and  w orkm an
ship, n o t cheapness, h as  a lw ays been 
o u r m otto .

A sk fo r e u r  b lanks g iv ing  full in 
s tru c tio n s  how to  tak e  m easu rem en ts.

D on’t  buy  u n til you g e t o u r p rices 
and  sam ples.

Grand Rapids, Mich.

SAR-A-LEE
“MAKES
TASTY

SANDWICHES”
It positively will make good, 

or we will.
Everybody knows 

“SARA”

I. VAN WESTENBRUGGE
DISTRIBUTOR

Grand Rapids Muskegon

A sk about our w ay
BARLOW BROS. Brand Rapida, Mloh.

Signs o f  the Times
Ara

Electric Signs
Prog ressive  m erch an ts  an d  m a n 

u fac tu re rs  now  rea lise  tb s  value 
of E lectric  A dvertising .

W e fu rn ish  you w ith  sketches, 
p rices an d  o p era tin g  coat fo r th e  
ask ing .

THE POWER CO.
Bell M 797 Citisens 4261

S IDNEY  ELEVATORS '
Will reduce handling expense and (peed 
up work— will make money for you. Eerily 
installed. Plans and instructions sent with 
each elevator. Write stating requirements, 
giving kind of machine and lire platform 
wanted, aa well at height. We will quote 
a money saving price.

Sidney Elevator Mnfg. Co., Sldnoy, Ohio

Sand Lime Brick
Nothing as Durable 

Nothing as Fireproof 
- Makes Structures Beautiful 

No Painting  
No Cost for Repairs 

Fire Pros!
W eather Proof 

Warm In W inter 
Cool In Summer

Brick is Everlasting

Grande Brick Co., Grand 
Rapids

Saginaw Brick Co., Saginaw 
Jackson-Lanaing Bride Co., 

Rives Jonction

Van Dam
M A N U F A C T U R ED  B Y  

T U N IS  JO H N SO N  C IG A R  CO. 
GRAND RAPIDS,MICHIGAN

AMBER COFFEE
should be on your shelves—  
the same quality that made it 
famous.

Blended, R oasted and 
Packed by

C H R I S T I A N  
C O F F E E  CO.

337-339 Summer Ave. 
GRAND RAPIDS, MICH.
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War Memories of Sixty Years Ago.
Grandville, May IS—The month of 

May reminds Old Tfimer of Civil War 
days.

Memorial day being near at hand, 
thoughts again turn to those dark 
days of ’61-65 when the drum-beat 
called the boys and men of the Na
tion to arms. We had been so long 
at peace, war seemed almost an im
possible contingency, and yet it came 
with all its blood and fury and proved 
the mettle of the Nation.

With Lincoln at the helm, the ship 
of state was piloted safely through 
four of the darkest years this Repub
lic ever saw.

The Union^ army was composed of 
young men and boys.

From a small mill in the heart of 
the pine woods, having a crew of less 
than a score, three-quarters of that 
crew donned the Union blue and 
went South to defend the Union and 
Constitution of the fathers.

John was the first to go. He walk
ed forty miles to enlist and never 
turned a hair.

The Army of the Union was com
posed largely of volunteers and that 
army numbered nearly three millions 
before the war was concluded, the 
very flower of the country. And this 
frim a population of twenty millions 
—one in seven.

I remember well the make-up of 
that little band of patriots who mus
tered under the Stars and Stripes 
from the shingle mill on the Muske
gon.

After John came Steve, the bright
est fellow in the whole crew, his 
mother’s favorite, a .veritable Lord 
Fauntleroy of the aggregation. Blue
eyed, with skin as fair as a girl’s, 
ancT* yellow curls that danced in the 
breeze on every picnic grounds 
thereabout- Ah, Steve wias the 
apple of his father’s eye, the baby 
of a considerable family. He was 
one of the first to respond to the 
call of Uncle Sam in April, 1861. 
His life in the army was of short 
duration, yet I was told that he 
did his full duty and fell facing the 
foe in one of the Western battles.

He fills a nameless grave in the 
Sunny South.

Steve had a brother, Frank, as 
different from the gentle, effemi-ate 
Steve as darkness is from light. 
Bluff, hearty, a rough and ready 
specimen of young manhood, he en
listed a year later and never came 
home again. Somewhere in Old 
Virginia rests his bones, another of 
the unknown Union dead.

Perhaps his bones are among 
those collected after the war and 
buried at Arlington, in that single 
grave where repose over 2,000 of 
our unknown boys who died that 
the United States might retain her 
position on the map as one of the 
nations of the world.

Orvil, the shingle sawyer, was an
other. He enlisted early in the war 
and went down to Dixie, where he 
met the fate of so many mere boys 
in that great struggle for the su
premacy of the American Union.

It was at the battle of Perryville 
that Orvil fell. A little later his 
brother Eph enlisted and passed 
through the hardships and perils of 
war, coming home at the end un
scathed.

Five boys enlisted at one war meet
ing. A venerable clergyman ad
dressed that gathering, at the con
clusion of which five young fellows 
signed the enlistment roll. Each of 
those walked forty miles to join his 
regiment.

Walking was not then a lost art, 
as it is now in the day of automobile 
transportation.

Dave was a minister s son and 
not yet 16, although he had served 
one year in the service, being dis
charged because of wounds. He re- 
enlisted and went with the four 
other boys into the Tenth Michigan 
cavalry, which rendezvoused at

Grand Rapids in the summer of ’63.
There was Elija, who died on 

Southern soil.
Those boys who did not fall fol

lowed the flag to the end and some 
of them marched through the 
streets of Washington after the sur
render of Lee, happy that all was' 
over and Johnnie came marching 
home again.

One of the recruits, Pierre, mar
ried a beautiful lumber woods girl 
before he entered the army. He 
lived to return, but alasl during his 
absence the fickle one had found 
another man, and so the soldier’s 
homecoming was not altogether a 
pleasant one.

Tragedy at home as well as in the 
army.

Then there was Tom, a man. of 
thirty, the mill carpenter, who mar
ried a Michigan girl, after which he 
went South. His wife never knew 
how he died, but one returned sol
dier said he saw Tom fall at Chicka- 
maugua, and so he was another who 
filled an unknown grave.

The tragedies of the war for the 
Union were more numerous than in 
any other of our wars, since it was 
the greatest war we ever had, not 
in any manner belittling the war 
over in Europe. One-seventh of the 
population enlisted for service in our 
Civil War, while the number was less 
than one in twenty in our latest war.

The American soldier has, how
ever, demonstrated his ability to 
meet any other on the face cf the 
earth and whip him into subjection.

Europeans are now seemingly try
ing to discount the work done over 
there by the American army, d u 'c the 
world knows—and we know—that 
the allies were in desperate straits, 
with their back against the wall, 
when America stepped in and saved 
the day. ,

This ingratitude on the part of 
those who owe so much to America 
is one of the factors in deciding the 
United States to keep wholly out of 
foreign entanglements. We are not 
desirous of going in either at the 
front, side or back door of the lea
gue of nations compact. President 
Harding should take heed of this 
and not commit himself too far.

Old Timer.
Buying of MVomen’s Neckwear.
Some improvement in sales of 

women’s neckwear is reported by 
wholesalers as the result of the 
recent warmer weather. Camisoles 
and vestees in various laces continue 
to be the most active items, although 
an increasing amount of the buyer’s 
attention is said to be directed to 
collar and cuff sets. Some of the 
wholesalers during the dullness have 
turned to other items. One of them 
is producing lace and ribbon rosettes 
for dress trimmings and for mill nery 
purposes. He says that retailers have 
taken well to these articles, which 
have rosebuds in the centre in color
ed tinsel combinations. They whole
sale at from $2 to $8 per dozen.

The employe who refuses or neg
lects to try to improve himself, or to 
make himself worth more money to 
his boss is on his way toward the dis
card.

Ill health may, but age will not lose 
you your position. Not if you keep
trying to make yourself more efficient
in your work.

C Y R U S  W . R I C E
PA T EN T ATTORNEY 

1208-1810 G rand Rapids Sav ings Bldg. 
GRAND RAPIDS, MICHIGAN
R eferences: G rand Rapids law yers,
banks and business houses generally .

limited
The H ighway Special

W rite  u s  fo r  c a ta lo g  sh o w in g  i ts  u se fu ln e ss  
in  Y O U R  b u s in ess .

S A L E S  —  S E R V IC E

E c k b e rg  A u to  C o m p a n y
3 1 0  Ion ia  A ve., NW.

$945.00
Chassis
Delivered

W ith Complete electric 
Lighting and Starim i 
equipment* ~

CHANDLER & VANDER MEY

LOCAL INVESTMENT SECURITIES

707 Commercial Bank Bldg.
Citizens Phone 62425 Grand Rapids, Mich.

A RELIABLE FIRM TO EXECUTE YOUR ORDERS IN 
BONDS AND STOCKS

Howe, Snow & Bertles
(Incorporated)

Fourth Floor Grand Rapids Savings Bldg.
GRAND RAPIDS, MICHIGAN

Citizens 64-101 Bell Main 2101

Van Aken-Johnson Company
INVESTMENT BONDS

303-305 Powers Theatre Bldg. Grand Rapids, Mich.

W H Y  NOT (M ENTALLY) add  another clerk to  your 
force and (AC TU A LLY ) put $15 per week into a  building and 
loan account? This will build you a cash reserve of $10,000.00 
in about nine and one-half years. Of this about $7,350 is the 
A CTU A L CASH invested. The rest is profits earned while 
the fund was accumulating.

Grand Rapids Mutual Building and Loan Association
Resources $4,500,000.00

Chartered 1888 Second Floor Widdicomb Building

“Hello, Hiram”
The Candy Bar That Satisfies

DE BOLT CANDY CO. 
Kalamazoo, Mich.

M axim um protection  for th e  m oney, and ad ju stm en ts  a re  a lw ays m ade prom ptly

Mary J. Field Company
G rand Rapids R epresen tative

Auto Owners Insurance Company
Bell Main 1155 514-515 W iddicom b Bldg._________________ Cltz. 65440
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Futility .of Reforestation Efforts 
Generally.

Hartford, May 15—Timber and 
game preserves, though of private 
ownership, which bring no returns 
thereof should be taxed only nom
inally. Over a year ago I made this 
suggestion to one of our State 
senators, who seemed to think fav
orably of it at the time and the 
final outcome was legislative action.

Congress, however, took prelimin
ary action at its last session on a 
program of reforestation and re
clamation of cut over lands gener
ally, and during the past fortnight a 
committee representing that body 
has been making a superficial probe 
into the matter in an endeavor to 
secure the owners’ angle to the 
proposition.

Our own Senator Couzens, who 
is one of the committee, brought that 
body to Michigan, which State, ac
cording to statistics, possesses over 
12 per cent, of the Nation’s unim
proved resources of this nature or 
approximately 10,000,000 acres, most 
of which, through neglect and the 
ravages of forest fires, is steadily 
going to waste.

The reforestration act passed by 
the recent Legislature purposes well, 
but it will fail in its purposes if the 
commercial and civic bodies, as well 
as spirting clubs, do not take it up 
and make for it such an amount of 
publicity as will open the eyes of 
Michigan people to the dangers of 
delays in protecting its timber re
sources.

The action of the Legislature, al
though inadequate, is a step in the 
right direction. It provides for the 
exemption of cut-overs or burned 
over lands from the regular taxes, 
providing in lieu thereof a small levy 
of 5 cents per acre during the years 
a new crop is being matured, but it 
makes no provision whatever for the 
individual or corporation which is 
actually preserving its timber for 
the single purpose of conferring 
benefits on the public at large, 
whether promoting the growtih of 
timber or protecting game of every 
description.

One of the finest examples of re
forestration in the entire State is the. 
preserve of Hon. David H. Day, of 
Leelenau county, on Glen Lake, 
comprising 1,500 acres in one parcel, 
which shows a satisfactory timber 
growth of over fifty years, and upon 
which taxes have been exacted dur
ing the entire period.

Himself a lumberman, Mr. Day 
has absolutely refrained from utiliz
ing this timber, has protected it 
against the ravages of forest fires, 
propagated game, protected same 
from hunters at no inconsiderable 
expense to himself, and yet during 
this entire period, covering two gen
erations, has received no benefits 
whatever, except in the satisfaction 
of having been a public benefactor. 
Possibly Mr. Day would scorn the 
idea of being absolved from taxes on 
this property, but nevertheless it 
would be no more or less than an 
act of simple justice to rebate his 
taxes in the future.

If the strict letter of the enact
ment is applied indiscriminately and 
rebates are based on actual progress 
in reforestration, some good must be 
derived, but the administration of 
the law must be absolutely divorced 
from politics and every form of 
favoritism.

Michigan has been a General Gov
ernment beneficiary to the extent of 
$24,000 annually for the purpose of 
aiding in reforestration and it is 
quite likely a larger sum will be 
forthcoming in the future, but ap
propriations of this character must 
be disbursed on the basis of public 
sentiment, which must be instilled 
into the heart of Michiganders or 
the results will prove negligible.

No doubt the press of the State

will gladly contribute its influence, 
and there will be found many indi
viduals to boost the proposition, but 
it is a project for clubs and various 
organizations who have some well 
defined objective. Uncle Sam cannot 
be expected to do it all, and should 
not, as a real business move, con
tribute a single penny toward refor
estration .until such time as the 
people of Michigan demonstrate that 
they are deserving of such Govern
ment aid as has been suggested.

Frank S. Verbeck.

Business No Better Than Those 
Who Run It.

» A skillful appreciation of values, 
a proper (balance in the appraisal of 
plans is quite rare and difficult of 
attainment. We blow either too hot 
or too cold. Evenness and neutrality 
are not ours. It is for this reason 
that we make so many mistakes in 
conducting our business and in for
mulating our plans.

Now the lowering of production 
and distribution costs is a worthy 
objective. In the rapid development 
of a business which often results in 
the different parts of a business get
ting out of alignment so that efficiency 
is lost, it suddenly occurs to the 
officers, perhaps to try methods which 
would tend to greater efficiency: 
They turn to a class of workers 
designated as efficiency engineers. 
These experts, instead of appraising 
efficiency engineering for what it is 
actually worth and not overplaying 
it to the extent of really increasing 
the cost of production—begin to 
measure everything in terms of 
method and make plans superior to 
the men who built the business up 
to its splendid proportions.

After all, a business is no better 
nor worse than those operating it. 
The business reflects exactly the 
character, the ideas, the creative 
powers back of it. Merely to install 
efficiency methods without correcting 
defects in the ability, intelligence or 
skill of the operators is falling short 
of the desired purposes and intensifies 
mechanics at the expense of human
ity. To make business more efficient, 
that is, to make it more productive 
and a greater service to the public, 
every human unit should be made 
to fit the niche it is best qualified 
to fill, and with improvements in the 
personal elements and the personal 
skill, there is no . doubt of resultant 
profits and service.

The disposition on the part of 
efficiency experts has been to sub
ordinate the human to the mechanical, 
when the reverse process is a better 
guarantee of success and progress. 
Never must the human be subor
dinated to mere machine methods. 
Development comes only with free
dom of initiative, with training to 
assume responsibilities, with strict 
attention to firmly fixed objectives. 
We do not mean to depreciate the 
value of system and efficiency within 
reasonable limits. We merely want 
to emphasize the need of elevating 
human side of a commercial enter
prise. How to build up the human 
skill, human perseverance, human 
ideals, human objectives, must be our 
chief consideration and the chief 
consideration in any plans looking 
toward success and service in a 
business enterprise. J. H. Tregoe.

Thinks Harding Has Destroyed His 
Usefulness.

Hartford, May 15—The country at 
large has been hoping for a breath
ing spell from politics. The knowl
edge that no special session of Con
gress would be called this year was 
hailed with expressions of delight.

Why, then, inject the subject of a 
world’s court into the Government 
machinery when everyone, or nearly 
everyone, is willing to take a long 
breath before dipping again into 
National reforms?

I never favored President Harding 
for the nomination for the exalted 
position he now fills, but I have tried 
to be fair with him. His stand on 
the bonus proposition demonstrated 
that he possessed backbone and his 
fight for ship subsidization won my 
hearty approbation, but when he 
launches a program of entangling 
alliances with other nations, which 
the world’s court certainly contem
plates, he loses my confidence in his 
ability as a great statesman, and if 
his present course is adhered to may 
simply ultimately depend upon lo§s 
of popularity and future usefulness.

The President’s suggestion that the 
country turn its attention to foreign 
problems has certainly disconcerted 
the leaders of his own party and will 
consequently prove most gratifying 
to the opposition.

The projection of the international 
court idea has brought renewed hope 
to the democrats, who for some time 
have been without leadership and 
without issues. The action of the 
President has left his own partizans 
gasping for breath. Most of the lat
ter haye not as yet figured out 
whether the executive has had an at
tack of acute indigestion or a mental 
lapsis.

Personally, I do not consider that 
President Harding is either a prac
tical politician or strenuous admin
istrator of public corrective affairs, 
and I doubt very much if he will be 
considered a presidential possibility 
next year. Certainly he has no 
record of performance to back him 
up in his claim for re-election. He 
is in no sense a big man,- although 
he might be a close second to Taft 
or Wilson—idealistic, but not prac
tical.

If he were politic he would show 
more than passing interest in live 
problems, not the least of which is 
the transportation situation. In his 
voluminous messages he has ap
peared to recognize the abuses in the 
administration of railway affairs, 
sympathized with the public and 
concluded by wishing them well.

Quite in contrast with that leader 
of a score of years ago, apostle of 
the strenuous life, preacher of right
eousness and fearlessness, of forceful 
policy in international affairs and a 
square deal for what was then known 
as “big business.” The man who- in
terpreted in word and impulse the 
ideals of Americanism during al
most a generation. Who was op
posed by the pacifist, the radical and 
the rank theorist. In fact, by the 
very people who are to-day preach
ing internationalism while opposing 
all measures to give us strength for 
the performance of our existing 
duties at home and abroad. But it 
was the virile philosophy of this 
great American which his own genera
tion felt and followed, and it was 
just this spirit which made our own 
operations in the kaiser’s war pos
sible. He was not averse to assum
ing responsibility, but when he once 
made up his mind that a program 
was right, he fought it through with 
his whole strength and soul. It is 
because President Harding possesses 
none of these attributes that he is 
in no position to take up a fight for 
a world’s court. His position is 
theoretical only, has no basis in 
fact and is shattered by tradition.

If President Harding will take up 
the fight to relieve his countrymen 
from the effects of abuses which are 
not chimerical, but exist in fact, he 
may not succeed himself for another

term, but he will have the satisfac
tion that goes with the knowledge 
that “he meant well.”

Frank S. Verbeck.
Objects To Comparing Lincoln With 

Wilson.
Grandville, May 15—I see that one 

W. B. Ladd, of Birmingham, Ala
bama, has chosen to fling a stone at 
Old Timer because of his estimate 
of some members of his (Ladd’s) 
party whom he regards as little less 
than gods.

There is in all his diatribe but one 
item that I wish to answer.

His reflection on Abraham Lincoln 
is enough to stir the blood of every 
American patriot.

To compare our martyr President 
with Woodrow Wilson, to the detri
ment of the former, is enough to stir 
the heart of every soldier of the 
Union to indignation.

Abraham Lincoln, the world’s 
greatest man. In what manner can 
he be compared with Woodrow Wil
son, whose troubles and tribulations 
were not small to be sure, but who 
ranks as near Linclon as would a 
singed cat to a bengal tiger.

“We all know that the burdens, 
difficulties and responsibilities of our 
Civil War were but feather weights 
compared to the load that Woodrow 
Wilson bore for his beloved country.”

Thus declares Mr. Ladd.
His knowledge of the Civil Waf 

must be blurred, indeed, for him to 
make such a ridiculous statement. 
Directly the opposite is the truth. 
The burdens of the kaisers war, how
ever great, were infinitesmal as com
pared with that war for the preserva
tion of the Union.

Behind Woodrow Wilson stood in 
solid mass the whole American peo
ple. The Republicans supported all 
war measures as a unit, even more 
thoroughly than did the members of 
his own party. President Wilson had 
no fire in the rear to contend with, 
as had Lincoln, when nearly half the 
democrats of the North were de
nouncing his policies and doing their 
level best to undermine them.

Lincoln had to steal into Washing
ton as an unknown to avoid the bul
let of an assassin. He had the solid 
South in o-pen rebellion to contend 
with, as well as the disloyal element 
in his own section of the country. 
Plots and counterplots were hatched 
in many Northern cities which had 
for their object the taking of 
Northern states out of the Union. 
All this Lincoln had to meet and 
master, while Wilson had only the 
one enemy to deal with and that one
3,000 miles away.

There can be no comparison be
tween the two men. Mr. Ladd is 
unfortunate in his statements when 
he holds up Woodrow Wilson as a 
greater man than Abraham Lincoln. 
Lincoln was the greatest man of his 
time, the greatest American of any 
time: in fact, the greatest man the 
world has yet produced. This is the 
verdict of mankind, the feeble opinion 
of Mr. Ladd, to the contrary notwith
standing. Old Timer.

Economizing on light in the show 
window is as sensible as hiring a first- 
class salesman and putting him at 
work handling stock and scrubbing 
up in the back room.

NOW—
Is the  tim e to  o rder 
you r sa les books 
before you r supply 
is exhausted .
W e m ake all s ty les 
and  sizes.
50 books p rin ted  w ith  
your nam e an d  a d 
v e rtisem en t, $3.75. 
W rite  for p a rticu la rs  
and  sam ples.

BA TTLE C REEK  
SALES BOOK CO. 
R-4 Moon Jo u rn a l Bl. 
B attle  C reek, Mich.
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PIONEER OF CIVILIZATION

; Proud Position Occupied by the 
Retail Grocer.

I have heard that a man is as 
young as he looks, no matter how 
he feels, and it therefore seems to 
me the limit of presumption to even 
suspect me of, having had a half 
Century of experience among retail 
grocers.
. However, when I look backwards 
I  find that, as a commercial traveler, 
I . made my first sale to a retail 
grocer and that the date was 1872 
or fifty-one years ago.

My first recollection of the retail 
business was when my father con
ducted a general store in Kentucky, 
I therefore might really push the 
date of my experience backward 
about ten or twelve years, if it 
was desirable ,to be accurate. My 
life of experience has been varied,,, 
and something like one of these 
modern futurists paintings. When in 
retrospect you look at it, you wonder 
what it is all about.

I have been owner of interests in 
retail grocery stores, wholesale gro
cery stores and brokerage offices; 
h.ave traveled many years as a sales
man selling retail grocers; have been 
buyer and department manager for 
wholesale grocers; president for four 
terms of the largest commercial 
travelers organization in the world, 
president of an office men’s organi
zation and editor of three or four 
grocery papers.

I, therefore, claim that my life 
has been employed in the collection 
of experience, rather than in the 
accumulation of much money, and 
I want it understood that this is a 
tribute to and not an adverse critic
ism of retail grocers, for in all my 
half century of experience I have 
found them to be true friends, good 
citizens, progressive, industrious and 
patriotic.

I have seen in ray time many a 
poor widow’s basket filled with food 
by the hand of the retail grocer, 
which he did not charge on the books 
or expect to receive any pay for, 
all in compliance with the principle: 
“But when thou doest alms, let not 
thy left hand know what thy right 
hand doeth.” Retail grocers as a 
class, do more practical charity than 
any other class of people in the 
World.

The retail grocer is civilization’s 
pioneer. To* the great new wild 
places of the earth, as a general 
storekeeper, he precedes organized 
government and safety—and the 
School and church follow in his foot
steps. He locates upon the outskirts 
of pooulation and then towns, vil
lages and cities build up around him. 
In the great cities he leads the march 
of extension and population into the 
suburban districts and sections. He 
is the nucleus of the establishment 
of great communities with their ad
vantages of modern life.

My experience as a commercial 
traveler was largely with the retail 
grocers of the South and West. In 

South the retail grocer occupies 
a more important place in the lives 
of the people than elswhere. The 
people in the Southern states devote

nearly all their efforts to the culti
vation of cotton, because it is a 
profitable crop. They raise but 
little food in some localities and the 
retail grocer is expected to supply 
nearly everything which the people 
eat. |

He extends credit and collects his 
money 1 when the cotton crop is 
gathered. The negroes of the South 
are great buyers of groceries. They 
are independent about clothes and 
the climate is kind, but they love to 
eat. They work hard and have fine 
appetites and there are more negroes 
than whites in some states.

The history of the retail grocers 
of the West is a part of the history 
of the country: I used to sell to a
customer in Dodge City, Kans., when 
that place was the terminus of the 
Atchison, Topeka & Santa Fe Rail
way and when the long trains of fifty 
or more prairie schooners, drawn 
each by twenty or more yoke of 
bulls or steers would come there 
from the Indian Territory and Texas, 
loaded with hides and horns and 
bones of buffalo and cattle, form a 
corral on the prairie, load their car
goes in freight cars, load their big 
wagons with supplies, and roll slowly 
back South whence they came. All 
operated in the open on the side
walks, saloons were open day and 
night and there were no legal res
trictions except on murder.

I used to ride on a buckboard to 
a point North on the Kansas Pacific 
Railroad', about sixty miles across 
from the Santa Fe Railroad, and dis
turb herds of a thousand or more 
antelope as they fed on the plains.

The largest bill of groceries I ever 
sold at retail was to J. K. P. Miller 
of Deadwood Dakota. I was depart
ment manager of a St. Louis whole
sale grocery house. Gold had been 
discovered in the Black Hills, where 
Deadwood is located. The railroad 
was 200 miles distant from Deadwood 
and the Black Hills were full of 
gold miners. The heavy snows came 
early, were very deep and stayed, 
late, prevented hauling, so supplies 
had to be brought in during the Fall 
enough to last until Spring.

Mr. Miller was an able merchant. 
He had only about $25,000 capital, 
but was a man of fine character. He 
had been to New York City, and had 
bought heavily there of Thurber, 
Whyland Co., and had stopped in 
St. Louis to buy more. It was 
necessary to extend credit to him 
until he could convert his goods into 
cash, remitting as rapidly as he could. 
Our credit manager inspected his 
references, introduced him to me and 
told me to sell him. I asked for the 
credit limit and was told to sell him 
whatever he wanted. I did so and 
a little more.

The sale amounted to $58,900.45. 
The credit man nearly swooned. A 
meeting of the directors was called, 
Mr. Miller went before it and the 
sale was approved, the goods shipped, 
every cent of the account was paid, 
and many more thousands bought 
and paid for afterward.

I once sold 3,000 cases of canned 
-foods to Conrad & Co., of Fort 
McLoud, Canadá. They were shipped 
by Missouri river boat to Fort Ben
ton,' Mont, and then hauled across

300 miles and more into Canada. The 
Canadian Pacific Railway was not 
completed then. I had sold 500 cases 
of No. 2 tins of tomatoes, as a part 
of the bill, 90 cents per dozen cans, 
and asked the buyer what price he 
sold them for at retail. He replied 
“Six dollars the dozen cans or 60 
cents for a single can.” Then when 
he saw that I was amazed he figured 
the cost for me, freight and hauling, 
six cents per pound, duty five cents 
per pound on containers and all, and 
convinced me that his profit was only 
20 per cent.

I had a warm personal friend at 
Atchison, Kans., A. B. Symns.. He 
started as a retailer of groceries, and 
being a merchant of genius, charac
ter and vision, made rapid progress. 
I was traveling for a large New 
York City wholesale grocery house 
and took his order for two car loads 
of syrup on ninety days’ time. I 
was careful and made some inquiry, 
and was told that he was extending 
his business too much. I sent the 
order in, but advised that the credit 
be not extended; that the goods be 
shipped for cash. The credit man 
disagreed with my informant and 
shipped the goods on terms as sold. 
When Mr. Symns died a number of 
years ago, he was rated in the re
ports at over a million dollars and 
the business is still being profitably 
conducted under the old style.

The city retail grocers are a more 
complicated subject to deal with. 
They are cosmopolitan, speaking all 
the languages that originated when 
the- building of the tower of Babel 
was interrupted, and they have all 
the trade customs from everywhere 
in the world. The second generation» 
however, becomes Americanized and 
usually becomes modernized.

The average city retail grocer is 
not usually very co-operative or pro
gressive. He lives economically, 
saves carefully and usually accumu
lates money slowly. Evolution in 
business knowledge and efficiency, 
reading, study, neatness and service 
among city retail grocers has made 
rapid strides in five years past. The 
competition of the chain stores and 
cash and carry systems has helped 
to bring this about.

In most of the larger and many 
of the smaller cities of this country, 
retail grocers were for years handi
capped by the saloon annex which 
debauched and degraded retail groc
ery stores until they became common 
doggeries. The tinkle of the cash 
register in the saloon annex, as the 
ljusbands wages were spent for in
toxicants, registered the tears of ill 
fed and ragged children and the 
heart aches of sorrowing and suffer
ing mothers. That accursed annex 
to the city retail grocery store is 
gone, thank God, never again to re
turn. It was a feature that brought 
the retail grocer into such low es
teem that it opened the way for the 
establishment and tremendous growth 
of chain stores.

I am inclined to think that the 
business systematizers and credit ex
perts of wholesale grocery houses 
have greatly helped to bring about 
the era of chain stores. When retail 
grocers were allowed thirty and sixty 
days credit for goods, they could, in

turn, extend credit to their customers 
and everybody, made better profits 
and had permanent customers. Now 
that they are ruled down to ten days 
credit, retailers must secure a large 
transient patronage, and quick turn 
over at small margins of profit, while 
wholesale grocers must change their 
line of customers three or four 
times a year.

In thè evolution and modernizing 
of the retail grocery business the 
specialty manufacturers have had 
much to do. In the gool old times 
which I can remember retail grocers 
bought prunes in casks containing 
1500 pounds, sugar in hogsheads of 
1200 pounds, molasses altogether in 
barrels, starch and oatmeal in barrels, 
rice in tierces,* unroasted coffee in 
bags; in fact, there were few groc
eries put up in small packages forty 
or fifty years ago. Now in most of 
the goods a grocer handles he buys 
a package and sells a package and 
knows what his profit is.

We hear a great deal these days 
about the profiteering of retail groc
ers. The farm bloc is organized to 
protect and promote the profits of 
farmers. Labor unions organize to 
advance the wages of skilled and 
unskilled workmen, the newspapers 
are filled with . advertisements offer
ing employment to people in nearly 
all lines of endeavor.

Why should the retail grocer be 
expected to serve without a reward? 
Very few of them ever become rich. 
I as a consumer do not want or ask 
anyone to serve me without a fair 
compensation. Retail grocers work 
late and early for long hours and 
their work is confining and hard, and 
the risks of the business are great. 
“The laborer is worthy of his hire.”

If I were asked what consideration 
entered most largely into the prob
lem of success in the retail brocery 
business, I would say character. 
Capital, a knowledge of the business, 
industry and general efficiency are 
valuable, but character is absolutely 
essential. Trickery, dishonesty and 
uiffair business methods are sure 
forerunners of failures. In extending 
credit when I was a salesman I al
ways gave careful consideration to 
character, and I believe that a man’s 
religion is at the foundation of his 
character.

I have no religious prejudices or 
bigotry in my mind or heart and I 
know that nearly all religions have in 
them great power for goodj great 
forces upon which character is built 
Whether a man be a Catholic or a 
Protestant, a Jew or a Christian 
Scientist, a follower of Confucius or 
Mahomet or Buddah, I have observ
ed that if he is injecting the best 
principles of his religion into his 
business, that people give him their 
confidence and their patronage, that 
he gets all the credit he needs and 
that he is usually successful and 
happy.

I have been young and now am old, 
yet have I seen not the righteous for
saken, nor their seed begging bread.

John A. Lee.

The merchant who has the ingenuity 
to devise methods off from the beaten 
track, and the courage to carry them 
out is on the way to success.
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STOVES and HARDWARE

M ichigan R etail H ardw are  A ssociation.
P res id en t—J . C harles Ross, K alam azoo.
V ice-P res id en t—A. J .  R ank in , Shelby.
S ec re ta ry —A rth u r J . Scott, M arine C ity.
T rea su re r—W illiam  Moore, D etro it.
E xecu tive  C om m ittee—L. J . C o rttnhof, 

G rand R apids; Sco tt K endrick , O rtonville; 
George W . M cCabe, Pe to skey ; L. D. Puff, 
F rem o n t; C harles A. S tu rm er, P o r t  H u 
ron ; H erm an  D igm an, Owosso.

How to Get Results From Retail 
Hardware Advertising.

W ritte n  io r  th e  T radesm an .
An experienced hardware dealer 

with a successful business in a small 
city discussed with me the other 
day the matter of retail hardware 
advertising.

“Advertising is as necessary to the 
hardware dealer as fertilizer is to 
the farmer,” he said. “To begin with, 
advertising is merely getting ac
quainted with the public. There are 
hundreds of ways of advertising, but 
as a general rule it is the little 
things that count. By that I mean 
that it is not the most expensive 
means of advertising that always 
brings the best results.

“If you will try to put yourself 
in the place of your prospective 
customer and find out why he pur
chases from your store in preference 
to another, you will probably find 
it is because of one of a number 
of reasons. Your store may be more 
conveniently located; or you and your 
clerks are courteous; your smile is 
a little more pleasing and your ways 
a little more obliging than those 
of your competitor; or your store 
is neater, cleaner and more inviting.

“Let’s start with the windows. I 
am afraid there are too many of 
us who do not pay enough attention 
to our window advertising. It is one 
of the best publicity agents any mer
chant can have. It is necessary; 
however, to make it so by displaying 
in a tempting and attractive manner 
the merchandise, so that people will 
stop and look. There must be some 
definite impression you wish to make. 
In each display you should con
centrate on some one main idea. 
Then change your displays not less 
than once every week, if possible 
oftener, to get the best results. ■

“Neatness and order in your store 
represent another latent advertising 
feature. Have your shelves neatly 
arranged, counters free from miscel-; 
laneous packages, advertising signs 
in place and a general air of business 
about your premises. How often does 
a customer go into a store for a 
package of tacks or some other small 
purchase and after seeing goods at
tractively displayed, runs his purchase 
up into several dollars?

“Then, again, are your sales people 
well informed and obliging? Nothing 
impresses a casual customer more 
than clerks who are obliging, cour
teous and well-informed. Do not

keep a grouchy clerk on any terms. 
Courtesy pays big dividends; and it 
especially impresses women customers.

“There many other ways of adver
tising that are inexpensive to the 
dealer and of which few really avail 
themselves. There are ways that 
bring big results if properly worked. 
Practically all the manufacturers 
when introducing new lines will, for 
the asking, furnish circulars and ad
vertising to aid the dealer. Very 
often the dealer can have his name 
and address printed at the bottom 
of such advertising matter without 
extra cost. How many dealers ask 
the manufacturers for these circulars, 
and use them to good advantage 
when they are supplied? The use 
of this sort of advertising material 
represents the finest opportunity of 
all to link your firm name with that 
of a reputable manufacturer in adver
tising a new product.

“With advertising material of this 
sort, care and intelligence should be 
used in the distribution. It is a good 
idea to place this advertising matter 
on the counter where goods are wrap
ped and enclose a piece in everj  ̂
parcel sent out. Small circulars can 
be enclosed with letters, statements, 
and the like.

“The aim of every ambitious mer
chant is to obtain the greatest results 
in proportion to outlay. Competition 
demands that. But anything worth 
doing at all is worth doing well. 
It is not always wise to limit your 
expenditures in advertising £o much 
that the impression of cheapness in 
your management or your actions is 
given to your customers. If you think 
of giving a customer a cigar it is 
far better to keep your money in your 
pocket than to offer him a cheap 
smoke. Well, it pays to make your 
advertising worthy of your store and 
yourself and of the impression you 
desire to create.

“The personal touch you create and 
maintain with your individual custom
ers is a great aid to business. You 
can solicit trade by means of circu
lar letters or post cards, but the 
actual going out and personally 
meeting farmers, home-builders and 
mechanics will make a much better 
and more lasting impression.

“Then, again, the newspaper is 
without question one of the greatest 
factors in building business. It must 
be used, however, with care and 
system or it will be found an ex
pensive luxury.

“Settle with yourself how much 
you can afford to spend; then find 
out how much space you can get for 
that amount. The ordinary country 
and town storekeeper is apt to con
demn newspaper advertising. As a 
rule where he does not get results

;*F
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from his advertising, the trouble is 
due to the practice of allowing the 
same advertisement to appear time 
after time. And then the dealer 
wonders why advertising does not pay. 
.That kind of advertising does not 
pay because it is stale news, and 
nobody wants to read it, after the 
second insertion. Many people read 
the advertising columns as regularly 
as they read any other part of the 
paper; and if in each issue you offer 
them something different, attractive 
and worth while, they will make it a 
practice to read your advertisements 
regularly, and in the long run they’ll 
be coming around to see you. Catchy 
headings, good cuts, striking descript
ive phrases—all these help to make a 
good impression on prospective cus
tomers.

“There are many other ways of 
advertising, such as road signs, sou
venirs, program advertising, church 
fair advertising and the like. The 
two last-named types in my opinion 
should be avoided, at least as busi
ness propositions; I class them as 
donations.

“The sort of advertising which 
brings results to-day is the kind that 
favorably impresses the public. The 
best way to create 'a favorable im
pression is through store service, 
window displays, newspaper adver
tising and personal solicitation.

“In preparing newspaper advertis
ing.* go at the work systematically. 
First, put yourself in the position of 
a buyer, and determine what sort of 
argument will appeal to him. Take, 
for example, a lawn mower. You are 
going to advertise a lawn-mower. 
Your advertising copy must accomp
lish two or three definite results.

“First, you must get the attention 
of the likely prospect—the man who 
ought to buy a lawn mower. Then, 
you must interest him in your lawn 
mower, and give him a favorable im
pression of it.' Then, you must, if 
possible get him to fcne into the 
store, and look at your lawn mowers. 
When newspaper advertising has per
formed these functions, personal sales
manship must step in and complete 
the sale.
“You first need an arresting caption. 
Why not the words, ‘Don’t Borrow 
Your Neighbor’s Lawn Mower? 
Follow this with a good cut of the 
mower you are handling.

“A line like that will catch the 
reader’s attention. Then follow with 
the supplementary suggestion in
smaller type: ‘Bup one of our--------
Mowers and be independent.’ After 
this a few paragraphs of description,
as ‘The -------- Mower is light in
weight, and is the easiest running 
machine we know of. That is because 
of the ball bearings, which also make 
the mower practically noiseless. The
——----- Mower is buijt in a factory
where they specialize on mowers that 
cut clean and hold an edge,’ and so 
on. Then, finish your talk with the 
most important idea of the adver
tisement, ‘Come right in and see it 
for your self, or let us demonstrate 
it on your lawn.’

“The great thing in newspaper ad
vertising is to give your customers 
and prospects the sort of argument 
that will interest them. That sort

M I C H I G A N  T R A D E S M A N

of hardware advertising, kept up all 
the year around, is bound to pay.” 

Victor Lauriston.

Economic Buncombe 
It is not altogether surprising to 

hear that some of tihe officials in 
Washngton are saying that the prop
er way to prevent a recurrence of 
what has recently happened in the 
sugar market is for the United States 
to make itself independent of foreign 
sources. At present the United States 
relies on foreign sources for about 
half the sugar it consumes. Practi
cally all of the foreign supply comes 
from Cuba, where Americans have in
vested much capital in the industry. 
Sugar can be produced there much 
more cheaply than in the United 
States, and without high protective 
duties the domestic industry could 
not compete at all with the Cuban 
product. The United States could 
make itself independent of Cuba in 
the matter of sugar if it cared to pay 
the price, but the idea that this 
would stabilize the market and pre
vent fluctuations such as have recently 
been noted has nothing to support 
it. There have been just as violent 
fluctuations in the price of cotton as 
have occurred in the price of sugar, 
notwithstanding the fact that the 
United States is independent of for
eign countries for its cotton. By

what logic, then, can it be argued 
that a similar independence would 
prevent sudden changes in sugar 
prices?

Egyptian Novelties Still Coming.
There seems to be no end to the 

Egyptian novelties that are being 
offered here as a result of the Tut- 
ankh-Amen tomb discoveries. Among 
the newest are large circular sautoirs 
of galalith, about three inches in 
diameter and quite thick, that are 
swung on black silk cords and are 
decorated with painted heads of the 
old Egyptian type and similar motifs. 
They come in red, green, blue, black, 
etc., and retail at $2.95 up. Other 
novelties include belts in the form of 
flexible metallic snakes, on the order 
of the asp, that may be had either in 
gold or silver effects and that retail 
at $5.

The man who thinks he is being dis
charged because of his age is mis
taken. He is discharged because he 
fails to produce the desired results.

P a rticu la rs  to jobbers and re ta ile rs  
W ahoo Novelty W orks, W ahoo, N ebraska

volume

There is good, steady 
volume in the sale of 
Carnation Milk, because 
it is the quality leader and 
is backed by strong ad
vertising. I t pays to be 
the Carnation Milkman. 
For sale by all jobbers.

Carnation Mii.k P roducts Company 
533 C arnation  B ldg., Oconomowoc, W is. 

633 S tu a rt Building, S eattle

Carnation
Milk

"From Contented Cows”
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Ask Your Dealer or 
Decorator about th e  
ALABASTINE OPALINE 

PROCESS

Beautiful walls! Harmonies never before imagined! A  
blending o f tints and tones, a  m agic interweaving of 
colors which w ill transform your w alls into a rich 
fabric unsurpassed in its charm and cheerfulness—and 
at a  cost w ell within your means.

■NY good decorator can do the work—nearly all stores dealing in 
1 paints can supply the material—anyone can now afford to have 
Tiffanized walls formerly the exclusive privilege of the very wealthy.

i i $

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

T h e  A l a b a s t i n e  C o m p a n y
Grand Rapids, Michigan
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Large Families Can Have Right 
Training.

W ritte n  fo r th e  T radesm an .
“So much of what you write is 

applicable to an only child. I could 
do the things you say when I had 
only one child; and I did do many 
of them—I wish I had done more. 
But with four, or five, or even three, 
it is just impossible.”

The mother who said this to me 
threw up her hands in a kind of de
spair.

I dare say many of my readers have 
said this very thing. I realize that 
the task is much simpler with only 
one child. But the principles are the 
same. Each child is one perfectly 
good human being who will develop 
best with just the kind of nurture and 
training I have so long been urging.

The main thing is to begin right 
with the first one, and to bring out 
and cultivate the right traits. If 
this first child is rightly trained, in 
an atmosrhere of love and consider
ation, giving him (or her) every op
portunity to develop as he should, he 
will be able to help with the next 
one. I have seen an older child as 
little as two years begin to help 
mother with the baby in many ways, 
which steadily increase in usefulness 
and efficiency as the years go on.

First of all, start with the right 
atmosphere. About the wickedest and 
most foolish thing you can do when 
the new baby comes is to allow the 
older one to think something has 
happened to displace him. I have 
heard a mother say:

“Now your nose is broken; little 
brother is going to have your play
things. You’ll have to take a back 
seat.”

Every word, every act, every 
thought should create the impression 
that a blessed gift has come to the 
whole family; that the big brother 
is going to have a new playmate, a 
source of no end of fun; a new 
chance to be helpful to mother. No 
other thought should be allowed an 
instant’s foothold.

“Here is a dear new sister for us to 
love and care for.”

Besides, the older one need not give 
up everything; he has still his rights, 
and a part of the training of the new 
one will be to respect those rights. 
It is easy to establish a fair give- 
and-take if you begin at the beginning 
to cultivate that spirit.

Some children seem naturally to 
quarrel more than others. It is nat
ural in some degree that the elders 
should “boss” and bully the younger; 
that is animal nature. But on the 
whole it depends almost altogether 
upon the atmosphere of the home; 
upon the loving attitude encouraged 
by father and mother, beginning with

their manner towards each other. We 
all of us have seen large families, 
often very large ones, in which the 
attitude of sympathy, admiration, and 
mutual protection was most marked. 
Group loyalty cultivated to the ut
most in the atmosphere definitely 
maintained by the parents. Almost 
certainly quarrelsome parents will 
have quarrelsome children.

Atmosphere is the main thing, if 
the first child had anything like the 
right training. In the large families 
of the poor of all countries it is 
taken for granted that what is given 
in training to the first child will be 
passed along by him or her to the 
rest as they come. Haven’t you of
ten been amused to see a little girl 
caring for a baby and imitating to 
the life the very technique even the 
very tones of voice, of her mother? 
These “little mothers” take their res
ponsibilities seriously and try to do 
what they have seen mother do.

Bear it definitely in mind when you 
are working with this your first child 
that you are preparing a teacher for 
the second. Everything you do to de
velop the first will bear fruit with 
those who are to follow. Some of the 
best and most effective teaching that 
children get they get from each other. 
They are together more than they 
are with their elders; they influence 
each other tremendously.

By the time a child is two years 
old he has a pretty well established 
personal manner, of consideration 
for others, unselfishness, general 
sweetness of disposition or the con
trary. To a great extent that is a 
question of the atmosphere of the 
home; he has pickel up most of it 
by imitation of behavior, tones of 
voice, and by his own discovery of 
the kind of behavior that is accept
able in the group to which he be
longs.

Hence he is ready either to wel
come with love and a spirit of help
fulness the newcomer or to greet the 
baby with jealousy and a “broken 
nose.” The attitude he takes decides 
to a great extent whether additional 
children will be a source of joy in a 
happy and efficient home or the be
ginning of an increasing friction 
which will make the series one of 
steady deterioration in the degree to 
which the parents can accomplish 
their principal business—of giving a 
square deal to the children they bring 
into the world.

I want to go on with this subject 
in a succeeding article.

Prudence Bradish.
(Copyrighted, 1923.)

Have higher ideals for yourself; and 
keep on holding them up, and particu
larly at the most critical times.

The DIFFERENCE between
RE-PEATS and " J u s t  S a l e s ”!

There it is! N early every one buys sugar. 
It’s your biggest volum e product. But sales 
o i bulk sugar sim ply mean sales—sales that 
may go to  any other grocer on a price basis.

Dom ino Package Sugars mean repeat sales 
by name. And th ey  keep coming right hom e 
to the grocer who sells and pushes Dom ino.

- Don't you  prefer the steady stream of Re
peat Sales?

American Sugar Refining Company 
“Sweeten it with Domino  ’  ’

Granulated, Tablet, Powdered, C onfectioners, Brown;
Svrtvn* r.innAtnoil And

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
C H IC A G O

üüôt>
^  NU. WEIGHT

t a i l
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When Will the Worm Begin To 
Tutn?

Grandville, May 15—Waste makes 
want.

And that is what the American 
people are up to in the times of much 
prosperity. Will such prosperity 
last? Does it deserve to last? It 
does seem that we should have learn
ed something from the kaiser’s war, 
but as one sees the life flowing 
through our avenues, the rush and 
scud for money and clothes, plus 
amusements, both enlightening and 
not so good, we stand and wonder.

People learned from war to be 
wasteful. There was waste from
Government operations down to the 
very commonest act of the common 
people.

Our mad rush to see who could 
spend the most cash in the shortest 
time became a scandal, and that 
scandal still clings. Although there 
came a time of readjustment after 
the war, that time did not last. Prices 
are again on the up grade, from the 
smallest item of household necessities 
to the clothes we wear, and the 
houses we build.

Real estate is beyond the reach of 
an ordinary purse. Recourse is often 
had to patent houses of the ready- 
to-put-up order, and even these are 
dear enough at that.

We were promised a gradual sub
sidence of war prices—but that
promise has not been kept. Oil,
sugar, clothing—everything almost— 
is going up in price. Why this is so 
is not explained.

The housewives’ boycott of sugar 
has not as yet proved very success
ful. There is not enough energy in 
the movement, not enough vim and 
vigor* to make for success. Why 
should there be? Has it come to 
this that we must deny ourselves 
the commonest things of life in order 
to keep from being plundered by a 
gang of as heartless profiteers as ever 
disgraced the deck of a pirate brig?

Boycott is a poor weapon for 
righting wrongs. In the past it has. 
been mainly used by tyrannical labor 
unions to enforce unjust demands. 
The country should come to its 
senses and get down to fair and 
square business without the use of 
such doubtful expedients.

We have long known that railway 
freights and passenger rates are too 
high. With all this, wages are being 
boosted in different industries, until 
the old war time inflation will soon 
prevail.

Even though we may admit that 
high wages are a good thing, there 
is such condition as having too much 
of a good thing. Money obtained 
without value received does nobody 
any good. This is a timé to look 
conditions squarely in the face and 
make no bones of settling our 
troubles in as honest and expeditious 
manner as possible.

By continually boosting prices 
when there is no valid excuse for so 
doing is a dangerous experiment that 
is likely to create a rebound which 
will prove disastrous to the country.

The Nation is in a fairly prosper
ous condition to-day, but the con
tinued boosting of everything in the 
living line is a bad sign.

Something is still decidedly wrong 
in the body politic.

The Governmental attack on sugar 
boosters has to date worked only in
jury and from the outlook it does 
not seem as though any benefit was 
going to come from this source.

Inflation of prices in time of pro
found peace, without anything to 
cause such a boQst, isn’t at all re
assuring. Had everything remained 
at the level of a year ago there would 
have been plenty of money moving 
and the present unrest would not 
have come about.

However much we may wish to 
avoid or cover up the situation, there 
is an unrest, bordering on despera
tion among a great mass of the com
mon people. We should realize that 
we are standing on the summit of a

supposed extinct volcano, yet the 
internal growlings brings to mind the 
fact that there is liable to be an 
eruption at any moment, which will 
flood the country with another panic 
compared with which those of the 
past were mere weaklings.

Real estate prices bave jogged 
up several notches, even being more 
in evidence now than at the peak of 
the great war.

It is simply too bad that the war 
inflation should again be thrust upon 
us five years after its close.

Bootleggers and speeders have been 
encouraged by the reflection that so 
long as the American man is so 
easily robbed without protest, it is 
all right to break his ribs or his 
neck on the highway, as well as send 
him to the undertaker through the 
medium of poison dope.

In every line prices are climbing. 
Why is it?

Not because of scarcity of the 
product. That has been demonstrat
ed time and again, as in the case of 
sugar. It is all a scheme to put over 
a nasty deal on the American public, 
in the belief that said American citi
zen will grin and bear these added 
burdens as he has ever done in the 
past.

How much longer must we submit 
to be robbed to make a profiteering 
brigand’s holiday?

This is a fair question. Taxation 
beyond all sense of the fitness of 
things is uppermost on every hand. 
It is gouge, gouge from our public 
guardians until we are heartily tired 
and sick of the whole vile mess;

Old Timer.
Pleated Skirts Stay as Leaders.
Pleated skirts of silk and worsted 

fabrics continue to be the leading 
types in demand. Manufacturers here 
practically agree in this statement. 
The marked fancy of the consumer 
toward the jaquette has stimulated the 
skirt business to a notable extent. 
While the pleated vogue is now at its 
height, there is some concern ex
pressed that although the consumer 
is pleased by the newness of the 
style, she may not be as satisfied 
with difficulties in wearing and wash
ing this kind of skirt. It is pointed 
out that, for the silk ones particul
arly, after washing they will have to 
be repleated.

Favor for Voile Blouses.
Wholesalers here report an increas

ing demand for voile blouses. This 
is a trend of recent growth and has 
been stimulated by the warmer weath
er. In response, many blouse manu
facturers are increasing the number of 
voile models in their lines. Sales of 
those of silk, however, continue at a 
strong rate, the business in general 
being one of the best experienced in 
recent years. The jacquette type con
tinues to retain its popularity, with 
the beaded decoration motif steadily 
gaining favor. White is said to be 
the shade that will be foremost from 
now on.

He Told Her.
Tom—What makes you think she 

doesn’t like you?
Vic—-She told me she thought there 

was a fool in every family.
“Well, what of that?”
“I’d just gotten through a moment 

before telling her that I was an only 
child.”

If you do not like the business you 
are in and if you are sure you are not 
fitted for it, make a change as soon 
as you can, but don’t mistake a 
notion for a fact.

Quoting Prices 
Sells Merchandise
a fact that is recognized by all mer
chants who advertise.

Their customers w ant to know 
the price before buying.

They advertise the selling price 
in plain figures.

K C Baking Pow der shows the 
price on the package.

Many sales are lost because the 
customer does not care to ask the 
price.

It will pay you to sell

KC
B A K I N G
P O W D E R

(price on the package)

Same price for over years

2 5 °imccsf#r2 5 <1:
The price is established and 

shown on the package, assuring 
you of your full profit.

None better at any price.

Millions of pounds bought by the 
government.

Reduction in freight rates July 1, passed on to the 
trade in reduced list prices on K C

Let us show you how to in
crease your baking powder 

profits by selling K C. 
Jaques Manufacturing Co., 

Chicago
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M ichigan R etail D ry Goods A ssociation. 
P res id en t—J .  C. Toeller, B attle  Creek. 
F ir s t  V ice-P res id en t—F. E . Mills, L an 

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, Lansing .

Bathing Suit Situation.
There has been substantial im

provement in the buying of both 
men’s and women’s bathing suits dur
ing the last four weeks, according 
to one of the prominent manufactur
ers. The season got off to a very 
bad start, he pointed out, when the 
lines for this Summer were first open
ed, owing to a large carryover of 
stocks. The buying lately? however, 
has tended to make up somewhat for 
the slow beginnig. At the moment, 
the most serious difficulty facing the 
manufacturers is the high cost of 
woolen yarns. It is thought that this 
may take a drop over the next three 
months, according to this manufactur
er, and, therefore, the lines may not 
be opened for the next season until 
about Aug. 1. He added that his 
concern would very likely sell its 
merchandise with a guarantee against 
a decline in price, in order to allay 
the jobbers’ or retailers’ fear of 
carrying goods that may recede in 
value.

Higher Dress Goods Prices.
While comparatively little has been 

heard of advances in dress goods and 
coating fabrics for Fall, it is generally 
expected that advances will be made 
on later business. It is reported that 
some of the smaller mills have al
ready made increases, but little oc
casion has been found for new price 
levels by the bigger factors. It is 
pointed out that the garment manu
facturers will not be in the market 
for any sizable quantity of re-order 
fabrics until some weeks hence. That 
there will be considerable duplicate 
business seems conceded, as the mills 
allotted orders in a severe fashion. 
This, however, depends on the res
ponse the retailers give the garment 
lines. Pile fabrics are looked upon 
to have the 'bulk of the increase, as 
they are the cloths most desired and 
are scarce. Jobbers will be in a 
favorable position in thé event of 
overflow orders.

Ostrich Feather Vogue.
Reports continue to reach this 

country • of the favorable reception 
which is being accorded ostrich feath
ers by the leading French couturiers. 
Paquin, it is said, has included in his 
collection a garment similar to the 
mantelet recently presented to the 
wife of the Duke of York. Other 
couturiers of equal note, it is declared 
have also given the vogue acceptance. 
It is the belief that such sponsorship 
•will have a marked fashion influence

here. In acknowledging the gift, the 
secretary of Lady Bowes-Lyon wrote 
as follows: “I am desired by Lady 
Elizabeth Bowes-Lyon to send you 
a message of her most sincere thanks 
for the very beautiful mantelet, which 
she received on behalf of the ostrich 
farmers of South Africa. Lady Eliza
beth is charmed with her gift.” The 
garment is valued at 2,500 francs and 
is composed of between three and 
four hundred feathers, known as the 
finest “flues” and pure white. It is 
forty inches long in back, crossing in 
front with a ribbon tie.

As To Suits and Overcoats.
In commenting on the current buy

ing of retailers of overcoats and suits 
for Fall, a prominent wholesaler said 
yesterday that he finds considerable 
similarity between present conditions 
and those of last Fall. “Last year the 
retailers bought more heavily of 
overcoats early than they did suits,” 
he said, “and they are doing the same 
this season. There is one favorable 
difference, however, and that is the 
quantity of suits ordered thus far is 
somewhat above that of the corre
sponding period last year. The re
tailers, however, later increased their 
suit orders and, in many respects, had 
a good season. I think the same will 
be true of suits this Fall. The phe
nomenal overcoat buying is simply 
due to the stocks being cleaned out. 
With men wearing their heavyweight 
suits for a considerably longer period 
now because of unfavorable weather, 
they will practically be compelled to 
buy next Fall. In fact, it seems not 
without the range of possibility that 
there may be something akin to a 
shortage later on.”

May Purchase by the Year Now.
One of the more ambitious con

cerns selling hosiery by means of 
solicitors, according to the current 
news letter of the National Associa
tion of Hosiery- and Underwear 
manufacturers, is revamping its sales 
policy in an effort to persuade women 
to adopt a hosiery budget and sign 
up with them to buy their entire 
year’s supply of this merchandise at 
once. Under this plan the hose will 
be delivered monthly, according to 
the needs of the customer, providing 
no less than four pairs a month are 
taken. These four pairs may be all 
women’s hose or two pairs of women’s 
and two pairs of men’s, which in
dicates that the concern wants to 
corral the hosiery business of the 
head of the house as well. Any other 
combination of four pairs that may 
be desired will also be made up. It 
is thought that the scheme is a pre
liminary to more intensive cultivation 
of new fields of solicitation.

XX
On the floor

B. V . D .
$12.50

You know them; everybody does.

Daniel T. Patton &  Company
Grand Rapids, Michigan—59-63 Market Ave. N.W.

The Men’s Furnishing Goods House of Michigan
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r7)u t£ /telle
Human Hair Nets

A Product of Unsurpassed Quality— with Greater Profit for You

F u ll In size—D uro K nots, a n  exclusive fea tu re  m ake for d u rab ility  and  
longest w ear.
$1.20 m ore profit fo r you p e r g ro ss  th a n  in th e  sale  o f an y  o th e r advertised  
ne t.
N um erous ad v ertis in g  an d  d isp lay  helps including  beau tifu lly  lithographed  
cab in e ts  supplied  free  w ill c rea te  sa le s  fo r you.

Buy Duro Belle Human Hair Nets from your jobber.

NATIONAL TRADING COMPANY
630 SO. WABASH AVE. CHICAGO, ILL

5 A*À*»ft****** * * * * * * a** * ** * ********** * * * * * * * *** * * *** **

Specials for a Few Days
72 inch Bleached D am ask ---------------------------------------------------------------------65
17 inch U nbleached All Linen C rash --------------------------------------------------.tV /g
17 inch No. 300 Unbleached P a r t  Linen C rash ----------------------------------- .12J/2
32 inch Fancy G ingham s, bids., 1 0 /2 0 S, Good Q uality  -----------------------.19

27 inch Fancy  G ingham , bids., 10/20s, Gobd Q uality  --------------------------- .16!/2
40 inch Fancy  Voiles, bids., abou t 80 ya rds  to  bid. ---------------------------- .17Vz
40 inch Fancy Voiles, bids., abou t 80 y a rd s  to  b i d . ------------------------------.27J/2
36 inch P rin ted  Foulard  S a teens -------------------------------------------------------- .22!/2
36 inch Lining Sa teens B lack and C o lo r s --------------------------- ---------------- .30
32 inch B lack Sa teens Full Pieces -------------------------------------------------------28J4
36 inch W hite  G aberdine ---------------------------------------------------------------------25
36 Inch D. D. Unbleached Muslin -----------------------------------------------------■13l/g
36 inch C abot H alf B leached Muslin --------------------------------------------------.17^2

NOTIONS—
N ota ir Double Mesh H air N ets, big size, all shades and a nam e

th a t  signifies Q uality , Gross --------------------------------------------------$8.00
1501—P aris  G arte rs  packed 1 doz. asso rted  to box, M oirepad

Cable W eb, Dozen ----------------------------------------------------------------- 2.15
1050—Shoe Lace C abinet, 4/4 and 5/4, B lack or C ordovan, 100

P a irs  to C ab inet ------------------------------------------------------------- •-----  2.00
N ufashond, E lastic  W eb, w ith  th e  real s tre tch . B lack and W hite 

12 or 36 yard  Reels—
inch W idth , Gross Y ards ----------------------------- $4.00

% inch W id th , Gross Y a r d s -----------------------------  5.75
y2 inch W id th , Gross Y ards --------------- .------------- 7.25

STRAW HATS—
Men’s Dozen ___________________________ $1.80 to $6.00
Boys, Dozen ___________________________ $1.80 to  $2.50
Ladies, Dozen _________________________ $2.00 to $3.75
Misses, Dozen ____________ - ___________ $2.00 to  18.00
C hildrens Dozen _______________________ $2.00 to  10.50

HONOR BRIGHT BOYS SHIRTS ASSORTED—
A ssorted D ark  S tripes, sizes t2.y2 to  13y2 only. R egular $8.50

Special, Dozen ____________ ;------------------------------------------------------ $7.25

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

against changes.

Cambrlee A
K nigh ts  ________ - T
B erkley, 6 0 ________
Old Glory, 60 ,.----
D iam ond H i l l ______

Nainsooks.

____  17

1

ft.

D ress Goods.
32 in . W ool M ixed S torm  Serge _  42%
36 in . i l l  W ool S to rm  S e r g e --------  77%
44 in. All W ool S torm  S e r g e _____ 1 10
50 in. All W ool S to rm  S e r g e ___  1 25
F ren ch  S erges p roportionately ,
D anish  P o p la r C l o t h ____ _ 42%
Ju illia rd s  N ovelty  C hecks A P la id s  1 85 
54 in . AU W ool C o a t in g ___  1 6002 00

Linings.
30 in. B lack  Sa tine  _____________  22%
36 in. Sa tine , b lack  & colors 30037%
36 in. P e r c a l in e __________________  18%
W indsor C am bric _______________  12%
36 in. R ad ian t C h a r m e u s e ________ ._ 52%

W hite  Goods.
Indian Head.

33 in. Soft F i n i s h ___________ ___ 23
36 in. Soft F i n i s h __________________26
44 in. Soft F in ish  __________________32
54 in. Soft F i n i s h ___________________39%
All L inen  F in ish  %c y a rd  more.

G ingham s and  W ash Goods.
27 in . P la in  C o lo rs ----- -------------  15017%
27 in. Checks & P l a i d s ____________ 19
32 in. Checks & P la id s  ____________ 19%
32 in . C hecks A P la id s, b e tte r
. q u a lity  f r o m ----------------------  23%032%
32 in. T i s s u e s _______________  35 0 4 5
39 /40 In. V o i le s _____________ 18% @37%
40 in . O rgandies, a ll 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 ___________  14%
27 in. C h e v io ts ___________________  17%
P lisse  & Serp . C r e p e ______ _ 20 027%
36 in. C h a l l ie s ____________________ 15%
32 in . M a d r a s --------  -----------  25
32 in. Su itings, from  _______ .27% @35
36 in . Chiffon, f r o m ______ _ 32% 042%
27 in. P o p l i n s ____________________ -3 2 %
36 in. Poplins, f r o m _________ 35 @45

P ercales.
36 in. 64x60 ----- L ig h ts  19, D ark s  18
36 in. 80x80 -------- L ig h ts  21%, D arks  22%

C rashes.
18 in? p .  B leached _ _ _ _ _ _ _ _ _  22
18 in . P . B row n
O ther g rad es  accordingly.
16 in. Ir ish  Im p. B r. L inen  C rash  18%
17 in . G lass Tow eling, R ed  S tripe  _  12%
18 in. A bso rben t T o w e lin g _______ 16%
16 in. B lea. L inen  C rash , from  20 to  25

D iaper C loth.
18 in. R ed S t a r ___________________ 1  35
20 in  R ed S t a r ______ _ 1 45
22 in. R ed S t a r ___________________ 1  55
24 in. R ed S t a r ______________ ____ 1  70
27 in. R ed S ta r  _________________ __ 1  86

D am ask.
64 in. M e r c e r is e d ____ _____________62%
72 in. M e r c e r is e d _________________72%
68 in . M ercerised — . -----  45
68 in. B a tes  o r  Im p. H oi. R ed D m k. 76

P a tte rn  C loth.
68x72 M ercerised  _ _ _ _ _ _ _ _ _ _ _ _ _ _ _  1 26
L a rg e r r is e s , good quaL  from  2 6 0 0 8  60

Tow els A  W ash  C loths.
T u rk ish  T ow els from  $2.2509.00 depend

ing  on else a n d  qua lity , a n d  w h e th er 
p la in  o r  fancy.

H uck  Towels from  $1.25@6.00 p e r doz. 
depending on else an d  q u a lity  an d  
w h e th er p a r t  linen , hem stitched , e tc . 

W ash  C loths from  45c p e r dos. to  $1.50 
depending on size an d  q u a lity  an d  
w h e th er p lain  o r fancy.

B a th  S e ts  from  76c0$1.3O each.

D raperies.
36 in. C om forter C r e to n n e _______  18%
H arm ony  A rt C re to n n e ___________  25
N orm andy  S i lk o l in e _____ ____  19%
36 in . B e t te r  G rades C retonnes from  26c 

@62c, depending on  q ua lity . '
Scrim s A  E fam ines, from  _ _ _  1O%019% 
36 in . P la in  A F an cy  M arqu ise ttes  

from  16% c032% c, depending on  q u a 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 30
50x72 C otton F e lted  B la n k e t s ____1 45
54x74 C otton F e lted  B la n k e t s ___ 1 60
60x76 C otton F e lted  B la n k e t s ___ 1 80
64x76 C otton F e lted  B la n k e t s ___ 1 90
68x80 C otton  F e lted  B la n k e t s ___ 2 40
72x80 C otton  F e lted  B la n k e t s ____2 60
Seconds a b o u t 6 to  10% less.
S ingles a n d  Single 2nds p roportiona tely .
64x76 B arlan  H e a th e r  P l a i d ___ 2 35
72x80 B arlan  H e a th e r  P l a i d _____3 00
Seconds a b o u t 6 to  10% less.
S ingles an d  Single 2nds proportionately .
60x84 P la in  W ool n a p s ____________3 00
66x84 W oolnap P l a i n s ____________3 40
72x84 W oolnap P l a i n s ____________3 70
Seconds ab o u t 5 to  10% less.
Singles an d  Single 2nd s p roportiona tely .
66x84 W oolnap P l a i d s ____________3 80
72x84 W oolnap P l a i d s _____ s__ __ 4 25
Seconds a b o u t 6 to  10% less.
Singles an d  Single 2nds p roportionately .

C om fortables, Indian  B lankets  A  B ath  
Robe, B lankets.

64x78 B lan k et C om fortables --------2 60
66x80 C om fortables _  8 10
72x80 C o m fo r ta b le s  3 25
64x78 C om fortables _ _ _ _ _ _ _ _ _  3 00
66x80 C om fortables ___________   3 60
66x84 Tw o In o n e _________  3 5008  76
72x90 B a th  Robe B lan k ets  w ith  

Cords, T asse ls  A  F r o g s _____ _ 4 00
' C rib  B lankets.

30x40 S t i tc h e d _________    72%
30x40 S c a l lo p e d ___________________  77%
36x50 S t i t c h e d ___________________ 1 00
36x50 Scalloped __________________ 1 10
36x50 B ound _____________________ 1 40

Cam p B lankets.
Cam p B lankets  ________________ __ 2 50

up
A uto  Robes.

A uto  R obes ________________________ 2 60
W ool B lankets.

66x80 W ool M i x e d ____ ___  5 7506  25
66x 80 A ll W o o l___________ _ 7 5008  60
70x80 W ool M ixed __________  6 5007 60
70x80 All W ool _____________  8 60012 00

C om forts.
Sm all s izes cheap  G rades _ _ _ _ _ _ _  22 60
L a rg e r sixes, b e tte r  g rad es  

f r o m ---------------------- ---------  24 00048 90
S heets.

63x90 P e q u o t ____ s________________ 17 05
63x99 P eq u o t ____________________ 18 67
72x90 P equo t ___________________  18 75
72x99 P eq u o t ___________________  20 65
81x90 P eq u o t ______________ ;______ 20 65
81x99 P equot _____________ '_____ 22 63
63x90 P e p p e r e l l _________ __________ 14 35
63x99 Pepperell ____________________ 15 70
72x90 Pepperell ____________________ 15 80
72x99 Pepperell ____________________ 17 25
81x90 Pepperell ____________________ 17 35
81x99 Pepperell ____________________ 19 00
72x90 L o c k w o o d ___ ______________   15 25
72x99 L o c k w o o d ____________________ 16 69
81x90 L o c k w o o d ___________    16 76
81x99 L o c k w o o d_____   18 34
Cheap Seam less S h e e t s ___________ 15 75
Cheap Seam ed S h e e t s _______________ 10 25

Pillow  Cases.
42x36 P eq u o t ______________________ 4 68
45x36 P equo t _______________________ 5 04
42x36 P e p p e r e l l_____________   3 90
45x36 P e p p e r e l l________________________ 4 14
42x36 L o c k w o o d __________________  3 96
45x36 L o c k w o o d ________________________ 4 20
C heap Pillow  C a s e s _______________ 2 25

B edspreads.
72x84 B e d s p re a d s ________________ ,_1 75
B e tte r  qu a litie s  a n d  la rg e r  s izes up  

to  ----------— --------------------------- ;___ 5 00
C arp e t W arp .

W hite  P e e r l e s s _________ ;___________  56
Colors P e e r l e s s __ __________________  62

Olloloth.
5-4 W hite  __________________________3 40
5-4 M eritas  W hite  _________________ 3 85
5- 4 M eritas  F an cy  ________ 3 75
6- 4 M eritas  W hite  _________4 85
6-4 M eritas  F an cy  _________________ 4 75

B atts .
3 lb. Q uilted  Cot. .B a tts  _
3 lb. P la in  C otton  B a t t  
8 oz. Sm all C otton  B a t t  
10 oz. Sm all C otton  B a t t  
12 oz. Sm all C otton  B a t t
1 lb. W ool B a t ts
2 lb . W ool B a t ts  ---------

_ 1 00 p e r  b a tt  
._ 97 p e r b a tt  

16 p e r  b a t t  
._ 23 p e r b a t t  
._ 32 pe r b a tt  
.  1 46 p e r  b a tt  
_ 2 60 p e r b a t t

W ide Sheetings.
7- 4 P equo t B leached _ 54
8- 4 P eq u o t B le a c h e d _ 60
9- 4 P equo t B le a c h e d _ 66

10-4 P eq u o t B leached _______________ 72
7- 4 P eq u o t B r o w n _ 47
8- 4 P eq u o t B row n _______  54
9- 4 P equo t B row n _______  60

10-4 P equot B r o w n ________________  66
7- 4 P epperell. B le a c h e d ___  45
8- 4 Pepperell B leached _■__ 50
9- 4 P epperell B le a c h e d ___  55

10-4 Pepperell B le a c h e d ____  60
8- 4 Pepperell B r o w n ____________,__________ 45
9- 4 Pepperell B r o w n ____  50

10-4 Pepperell B r o w n _________ 1___  55
7- 4 Lockwood B le a c h e d _______________________________!_ 43
8- 4 Lockwood B leached ___ 48
9- 4 Lockwood B le a c h e d ___  53

10-4 Lockwood B leached ____ 58
8- 4 Lockwood B r o w n _____  43
9- 4 Lockwood B r o w n __________________________________ 48

10-4 Lockwood Brow n ___________  63

T ubings.
42 in. P e p p e re l l_____________________ 31%
45 in. P e p p e r e l l________________ l___  33%
42 in. P e q u o t_______________________37
45 in. P e q u o t______________________ 39
42 in. C a b o t____________________ ___31%
45 in. C a b o t_______________________ 33%

4-4 Bleached C ottons.
Lonsdale _______ ___ ______
H o p e _____________________ _____
C abot __________________________
F ru i t  of th e  Loom ____________
Big In ju n  _________________________  15
D urab le  ___________________________  15

4-4 Brown C ottons.
B lack  R o c k ________________________ 17
V e lv e t______________________________ 15%
C heaper C o t to n s ______________ 1O%012%
Lockwood B . _____________ ______ __ 17

20
17%
17%21

Ticking.
S traw  T i c k in g ____________________  17%
F e a th e r  T ickings from  _____ 28%@30Fancy S a tin e , T ick ings  from__ 29% 0 36  
36 In. Im p. Hoi. T i c k in g __________  37%

220
240
260

Denim.
30
28%
26%

J  18
13%@14U
14%
16% 017%
17% @18%
19 @20
24 @25

60
70

. 75
2 00

75
2 50
1 00

Prints.
In  V arious colors ________________  14%

Cheese Cloth.
36 In. B leached C u rity  G auze _____  07%
B e tte r  G r a d e s _________________ 8%@10

Flags.
Sm all S pearheads, doz. _____ 40c an d  up
L a rg e r s izes from  4x6 ft. to  10x15 f t. 

ran g in g  from , each  _________ $.9008.00

Napped Goods.
27 in. W hite  & Twill. S h ak er .16%@17
C ashm ere Twill ______________
27 in. L ig h t O u t in g s ____ ____

27 in. 192 ____________  __
36 in. 192 ________________

Notions.
S ta r  Snaps, gro . ______ ___
K ohinoor Snaps, gro. ______
W ilsnaps, gro . _____________
S a tin  P a d  S G G arte rs , doz. 
Sam pson fly sw a tte rs , doz. .

Seif T hread in g  N eedles, p ap er ____
Steel P in s  S. C., 300, p e r box ____ 43 
Steel P in s  M.C., 300, p e r box _ _ _  45
B rass  P in s  S. S., 160, p e r b o x ___  43
B rass  P in s  S. C., 300, p e r b o x ___  75
B rass  P in s  M. C., 300, p e r box ____ 80
C oats T hread , doz. ____ ___ _____ _ 69
C larks M. E . T h read , doz. ________ 59
J .  J .  C larks T h read , doz. ______ _56
B elding Silk, 50 yd. doz. _____ ■__ 95
Cobro S ilk  n e t w ith  elastic , g r o ._4 50
G ainsborough H a ir  N e ts

Single S t r a n d __ ________________  80
Double S tran d  __________________ l  00

Blendsw ell n e ts ,___ gro. $8.50. Doz. 75
A rrow  N et, g ross ________________ 9 00
D uro Belle, doz. _________________  90
R. M. C. C rochet C otton, p e r box 75 
B-4 O. N . T . Cro. C otton, pe r box 90
Silkene C rochet C otton, p e r b o x ___90
Sansilk  C rochet Cotton, per box __ 55 
M A K  o r D exters  K n it. Cot., w hite,

p e r b o x __________________________ 1 50
B lack  a n d  c o lo r s ________________ 1 75

Allies Yarn, bundle _____   7 50
F le ishers  K n ittin g  W orsted  Skeins 2 30
F le ishers  Spanish w orsted  b a l l s _2 60
F le ishers  G erm an t’n Zepher Balls 3 70
F le ishers  Saxony B alls __________ 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 resid en t Suspenders, doz. _______ 4 50
P res id en t Suspenders, Ex. H eavy 6 00

In fan ts ’ Hosiery.
C otton Ix l  R ib H o s e ____________ _ 1 00
Combed Y arn  lx l  R ib H o s e _____ 1 85
M ercerized L isle H ose, C ashm ere 

Silk HI. & toe, 60% Wool H ose 4 00 
Silk A W ool H o s e _______________ 6 12%

C hildren’s  H osiery.
BS No. 1 C otton H o s e _____________ 2 35

R. A F . 07%
2 T h read  200 Needle, 3 lbs. on 9 2 50 /8

R . .10 F . .05
M isses 300 Needle Combed Y arn

H ose __________________________  2 25 /7
R. .10 F . .06

M isses Cot. 28 os. Dou. card . H ose 1 35 /7 
R. A F . .06

M isses M erc. 344 N eedle H ose _  3 86/7 
R. .10 F . .05

L adles’ C otton A  S ilk  H osiery.
176 N eedle C otton H ose _________ 1 35
220 Needle C otton H o s e ________ _ 1 60
220 Nee. Co. Y arn , seam  back  H ose 2 50
232 “B urson” r ib  t o p __ ___ ___ _ 4 25
232 “B urson” r ib  top, o u t size H ose 4 60
520 “B urson” sp lit sole H o s e ___ 4 25
220 Needle M ercerized _________ _ 4 00
P m t. 100, lisle, hem  t o p _________ 4 00
460 N eedle Top fu ll M ercerized __ 4 75
F ib re  Silk H o s e ___ _____ __ ___ _ 4 62%
12 S tran d  P u re  Silk H o s e _______ 13 50
P m t. 110 S ilk  A F i b r e ____ ____ _ 8 60
260 N ’dle 18 in fibre boot m ock sm . 6 76
10 S tran d  18 in. B oot S i l k ______9 00
L ad ies’ Fu ll F ash ., 42 G uage, all 

Silk H ose ______________________ 19 50
Ladles’ Fleeced A W ool.

220 needle, 2 lb. com bed y a r n ___ __2 25
200 needle, 2% lb. comb, y a rn  hose 3 00 
200 n ’dle, 2% lb. O.S. com b. yn . hose 3 26 
176 needle o u t size H o s e _________ _ 2 66

Men’s  Hose.
E . A F . H ose C o t to n ______ ____ _ 1 50
R ecord, m ed. w eigh t C o t to n ______ 2 00
R. A D. H eavy  C otton H ose _____ 1 60
176 Needle C otton H ose ___________ 1 35
200 Needle Combed Y arn  H o s e ___ 2 15
200 needle full m ercerized  H o s e ___ 3 00
240 needle fibre p la ted  H ose _____ 4 50
P u re  T hread  Silk H o s e ____________ 6.00
N elson’s R ockford socks, bdl. ______1 50
N elson’s Rockford socks, bdl. _____ 1 70
N elson’s Rockford socks, b d l . ____ 1 90
2% lb. W ool S o x _________________ 2 86
3 lb. W ool S o x _______________  8 6 0 0  8 76

Childs W aists .
“Cub” K n it W a i s t _________ ;___ 2 25
“B ear”  K n it W a i s t ___ ___ _______ 8 76
M uslin W a i s t _________  2 2608  6004  60

Boys’ U nderw ear.
Fleece U nion Suits, H e a v y ___ _ 7 50/2

R ise  .76
E g y p t R ibbed U nion S u i t s ____ 4 26/20

R ise .62%
“Planes”  No. 958 R ibbed U. S. 6 75/20 

R ise .62%
P a r t  Wool U nion S u its, a ll sizes 12 00
50% W ool U nion S u i t s _________  14 50/20

R ise 1 00
H eavy  F leece V ests  A P a n t s ____ 3 25/16

R ise  .37%
P a r t  Wool V ests  A P a n t s ___  6 60/16

R ise  o f A0
Spring.

Boys’ 72x80 p in  check A th . S tan . S. 6 76 
“H an es” 756 A 856 72x80 p in  check 

A the ltlc  S u it ______ __________ 6 12%
M isses’ U nderw ear.

V elvet V ests A P a n t s _________  3 25/16
R ise .37%

V elvet F leeced  U nion S u i t s _____  7 50/2
R ise  .62%

Med. W eigh t Fleeced U nion S u its  6 00/2 
R ise  A0

P a r t  W ool U nion S u i t s _______  13 50/2
R ise  1 00

V elvet F leece U nion S u its  _____  7 50/2
R ise .76

Spring.
M isses G auze 12 c u t U nion S u its  _  4 26 
LSS1 “Sealpax” A th le tic  S u i t s __8 60

Ladles’ U nderw ear.
7 lb. B rush  B ack  V est A P a n ts , Reg. 7 75

Ex. 8 50
H eavy  F leece V est A P a n ts , Reg. 8 50

E x . 9 00
W ool V ests  A P a n ts  ___ .R eg . 16 00

E x . 16 60
Med. W t. 8 lb. R ibbed U. S. __Reg. 8 75

Ex. 9 00
11 lb. B rush  B ack  U nion Suits, Reg. 13 50

Ex. 14 50
S ilkateen  A W ool U. S. _____ Reg. 23 00

E x. 25 00
M er. A W ool U nion S u i t s _R eg. 23 00

E x. 26 00
Spring.

lx l  rib , 12 c u t V ests, Dou. e x tra__ 3 25
lx l  rib  Bodice Top V ests___ Reg. 2 25

Ex. 2 35
lx l  rib  Tu. V. N . vests , lace tr .  R eg. 2 26 

She. 2 50
12 cu t, lace A cuff knee Union

Suit, Double E x . __ 6 25
lx l  rib , band A bodice top  lace

union s u i t s __________ ______ R eg. 5 00
E x. 6 00

Men’s U nderw ear.
Red Label S h ir ts  A D r a w e r s _____ 10 25
Red Label Fleece Union S u i t s _____ 18 00
B lack Label S h irts  A D r a w e r s ___ 9 25
B lack Label F leece U nion S u i t s _17 00
1658 H anes  U. S. 16 lb. cot. ribbed  16 75
San. Fleeced S h irts  A D ra w e rs ____  7 50
“H an es” rib . sh ir ts  A -D ra w e rs___  9 00
W ool S h ir ts  A D raw ers ________ _ 14 00
San. Fleeced U nion S u i t s _N___ 12 50
H eavy  R ibbed U nion S u i t s ____ __  13 60
P a r t  Wool U nion Su its  _____ ;._»_ 86 00
M er. A Wool U nion S u i t s _______  34 50
100% Wool U nion S u i t s _____ 54 00 0  57 00

Spring.
L aw rence S h ir ts  A D raw ers  7 0007 60
B al riggan  S h ir ts  A D r a w e r s    4 25
B albriggan  E cru  U nion S u its  ___  8 00
Ribbed, E c ru  U nion S u its  _____ 8 76
64x60 pin check nainsook, A th. S. 5 37% 
72x80 pin check na in s. A th . S u its  6 25
F an cy  s triped  n a in s o o k ___ _ 8 00
B. V. D. A th letic  S u i t s _______ _12 50
F an cy  S trip  M adris _ _ _ _ _ _ _ _ _ _  9 00

B athing  S u its  fo r Spring  Delivery. 
M en’s  a ll pure  w orsted , p la in  _ _ _  22 50 
All pu re  w orsted  w ith  c h es t s tr ip e s

27 00082 00
L adies pu re  w orsted  p lain ______ $6 06
L adies all pure  w orsted  s trip ed  and  

color com binations _____ ___  27 00 up
M en’s  D ress F u rn ish ings.

Slidewell Collars, l i n e n ____ _____ _ 1 60
F lannel N ig h t S h i r t s _______  10 60013 50
“L in ine” C ollais, per b o x _________  35
“C hallenge” cleanable, d o z .__ ____ 2 75
64x60 percale d ress  s h ir ts  _ _ _ _ _ _  8 00
68x72 percale  d ress  s h i r t s      9 50
F ancy  M adras D ress S h ir ts  13 50021 00 
Silk A Satin  S tri. On good g r. 22 60086 00

Men’s W ork F u rn ish ings.
No. 220 O veralls o r J a c k e t s _16 50019 50
No. 240 Overalls o r J ac k e ts  _ _ _ _ _  15 00
No. 260 Overalls o r J a c k e t s ______ _ 13 50
Stiefels, 286, rope s trip e , W abash  

s trip e  C lub o r  Spade overall o r
ja ck e t, 2 seam  trip le  s t i t c h e d _16 50

B lack  sa teen  w ork  s h i r t s _ 10 50012 00
Golden Rule w ork s h i r t s _______ 9 00
Piece dyed w ork  s h ir ts  _ _ _ _ _ _ _  7.62%
B est Q uality  w ork  s h i r t s ____ 9 00@10 50

Boys’ F u rn ish ings.
K nickerbockers 6 00015 00
M ackinaw s, e a c h    4 25 0  8 50
O veralls, B row nies, e t c . ___  6 6 0 0  9 00
Y ouths’ overall, 265 W e i g h t -------- 19 26
Coverall H eavy  K h a k i_____  12 00016 60
68x72 D ress S h ir ts  _______ _______  8 50
“H onor B rig h t” Stifels W abash

S tripe Rom per, red  trim  _______  9 00
“H onor B rig h t” K haki R om per,

Red trim  _______________________  8 50
“H onor B rig h t”  P la in  B lue Rom per,

Red trim  ________________________ 8 75
Ladies’ Furn ish ings.

M iddy B louses, red , green  o r  navy, 
P a rk e r  A W ilder, wool flan., each  4 00 

T rico llette  O verblouses, each  _ _ — 8 86
64x60 P erca le  aprons. L i g h t s -------- f  60
64x60 P erca le  ap rons. Indigo ----- — 9 6#

mailto:1.25@6.00
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Various Agencies For Distribution 
of Foods.

When the Stonehatchets invited the 
Flintspears over for dinner the repast 
took on the nature of a religious fes
tival for the sufficient reason that it 
recorded the thrusting away of fam
ine for at least another week. Sav
agery and hunger are Siamese twins, 
and our march upward is measured 
in good part by our ability to gather 
and hold food.

How slowly the race learned! 
Imagine the ages that passed between 
the time that milk was first drawn 
for human use and the day that but
ter was first churned. How long it 
took to teach mankind what things 
were good to eat and what things 
were not good. Did not my own 
grandmother teach me that tomatoes 
were poisonous, and that cucumbers, 
unsalted, were taboo?

When the Flintspears went home 
the Stonehatchets were eaten bare, 
and another struggle against hunger 
was their problem. They had learned 
how to cook food, but they had not 
learned how to store it, and when 
it was gone they starved. Slowly 
here and there little groups of men 
learned- the secret of food saving; 
how to store seeds and nuts and dried 
fruits against a time of need; that 
goats and sheep and cattle are food 
always ready when needed. Before 
the white man came the Indians of 
the upper Missouri stored their seed 
corn from season to season, enough 
for three years’ planting. And when 
this much had been learned the 
march toward civilization began.

With the storing of food came the 
dawn of trading—ships that crept a- 
long the shores of the seas and up 
the rivers and the long files of trad
ers who blazed the trails where mod
ern commerce now runs.

I can remember, less than fifty 
years ago, when it was still the cus-’ 
tom to go to the mill in the fall with 
the annual grist, tie out the horses, 
and help the miller grind the grain, 
giving him as his pay a part of the 
Hour and feed.

The last hundred years have wit
nessed the invention of the harvester, 
the roller process of flour manufac
ture, and the establishment of all our 
modern agencies of market distribu
tion. Before that excess and deficiency, 
feasting and famine.

Our forefathers had two main ways 
of curing food—they dried it, or else 
it was -cured in salt or spices. And it 
was for this very purpose of curing 
that some of the greatest adventures 
of days gone by were undertaken. 
It was to reach the Spice Islands 
that the ships of Hiram of Tyre bel
lied their sails before the winds. It 
was to short-cut to these same is

lands that the caravels of Columbus 
sailed. Battles have been fought and 
won for salt mines, and a dynasty 
was hurled from the throne of France 
because, among other things, it taxed 
the people for their salt.

But we have found other ways to 
widen our food supply and extend 
its season. Ahead of the sleepers on 
a train I was on not long ago Were 
three cars rushing through the ninety 
degree temperature iced to something 
less than forty degrees, carrying fish 
from the fiords of Alaska to the res
taurants of New York. Caught 
months ago, chilled at once, and put 
away with a glaze of ice over each 
separate fish, they were on their way 
to another cold storage warehouse on 
the New Jersey shore. From that 
place of safe keeping the butcher in 
Manhattan secures his daily supply 
of salmon.

Come with me into a cold storage 
plant. Its an interesting place. Also 
a cold one. Its artificial winter is 
graduated all the way from mere 
chilliness suitable for the keeping in 
proper condition of oranges and ap
ples to Arctic temperatures of fifteen 
or more degrees below zero.

In reality it is a great box, its 
walls insulated to keep out the heat 
or cold. A blast of winter strikes you 
in the face when you enter. If you 
are wise you will have come pro
vided with an overcoat and mittens.

Down in the basement great engines 
are humming. Huge pipes lead from 
there to the storage rooms; on some 
of these the frost has gathered. This 
is the heart of fhe plant, and either 
ammonia or brine is being pumped 
through the pipes furnishing the win
ter atmosphere at the exact degree 
required for the individual commodity 
in each separate room.

You recall how cracked ice and 
salt composed the freezing solution 
in which we made our ice cream be
fore we got high toned and began 
to buy it down at the Greek’s? The 
cold storage plant applies the same 
principles—absorbing the heat. And 
it goes the ice cream freezer one 
better. Two better, in fact, for by 
simply opening and closing valves 
the heat, or rather the degree of cold, 
can be gaged to the fraction of a 
degree; and by a similar process the 
amount of moisture in the air, a most 
important factor in the storing of 
food, can also be regulated to a 
nicety.

Did you ever look at the skin of an 
apple through a microscope? It is 
covered with myriads of breathing 
pores through which the moisture of 
the apple slowly escapes, just as our 
bodies visibly give off moisture on a 
hot day. Now put this apple into a 
room cooled down near to the freez-

Repeat Orders
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canned vegetables unless they try
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ing point and these pores contract, 
just as our own do, and the apple 
“breathes” more slowly—but it does 
not quite stop giving off moisture. 
If, in addition to the cooling of the 
room, the air is supplied with just 
the right amount of moisture, this 
drying-out process will be still fur
ther checked, and an apple kept un
der these conditions will retain its 
weight and its flavor for months be
yond the natural ripening period.

But all the time there is a slight 
change taking place in the apple. It 
is slowly ripening even under the 
best of storage conditions, so the 
orchardist goes out and picks the 
finest oi his fruit, packs it carefully 
while still in a well-advanced green 
stage, and forwards it to the cold 
storage warehouse for holding, know
ing that when it is taken out of the 
cooling room it will quickly ripen and 
give to the table of March the tang 
of September.

And there are two things to remem
ber—about apples and about things 
other than apples when held in cold 
storage. Cold storage doesn’t and 
can’t improve the quality of the stor
ed food, except where, as in the case 
of meat, the tissues undergo a mellow
ing. A bad egg dosen’t get better 
with length of storage; and a poor 
apple or orange doesn’t gain in quali
ty. The wholesaler who buys for 
storage knows this fact and makes his 
purchases accordingly. The pick of 
the orchards is chosen for storage, 
and the select eggs, and the best fowl 
and the choicest meat.

One reason for this selection of the 
best is the fact that storage, while it 
is cheap, adds to the price of the 
article, and the buyer, realizing this 
fact, wants to be very sure that what 
he places in cold storage will come 
out in good market condition.

Still another reason is tbe fact that 
many of the states have rigid cold 
storage inspection laws, and the man 
who is caught with bad food in 
storage is the sufferer to the extent 
that the food is taken and destroyed.

All these things run together to 
make the quality of cold storage food 
high—higher, as a general rule, than 
the quality of the food sold on the 
market as direct from the country.

Take that order of meat, for ex
ample, sent up from the butcher’s 
—a T-bone steak for each member 
of the family.

It represents the nth degree of 
food handling and control. To get 
that T-bone steak men have been 
working for the past hundred years 
developing the right kind of a steer 
with the proper depth of flesh and the 
ability to lay that flesh on at a low 
cost per pound. From the highlands 
of Scotland and the valleys of En
gland and the high plains of Amer
ica the best breeding and the best of

feeding are gathered together to make 
a choice steer.

Arrived at the stockyards the steer 
is weighed and passed on to the 
killing room. It is killed, and dressed 
and each part of the body inspected 
and stamped by United States in
spectors as fit for food. The carcass 
moves along an overhead track into 
the cooling room—a room not quite 
down to freezing in temperature, and 
in this room the natural heat of the 
body is removed. If this cooling were 
hurried a little too much, the out
side of the body would cool off,. the 
pores would contract, and the body 
heat, locked up near the bone, would 
cause the meat to sour.

But no such chance is taken, and 
the carcass, now thoroughly cooled, 
goes to the “chill room.” This is 
a room decidedly cooler than the 
cooling room, and here the carcass 
hangs for a few days or at most for 
not more than a month, while wait
ing its turn to be shipped out to the 
“trade.”

At last order comes, and a refri
gerator car is rolled under the shed. 
It is iced for a day-and'-a-night 
journey down into the manufacturing 
district of' Ohio perhaps, where a 
branch house of the packing plant is 
located. It arrives in good time, 
everything in good condition.

Out of the refrigerator car comes 
the meat, and back again into another 
cooler just below freezing, where it 
is kept for the one or two or three 
days that pass before the butcher 
sends up his order for a choice quart
er.

The immediate effect to the con
sumer of the development of cold 
storage is that it opens up to his 
kitchen the farthest pastures and fruit 
fields of the world. In fact it makes 
these pastures and fruit fields pos
sible, and by joining them to the re
tail store and the family larder it 
banishes forever the old-time danger 
of famine. What is more immediately 
interesting to the average pocketbook 
it does this at an actual lowering of 
the price of food.

In the “good old days” eggs were 
cheap, “I’ve sold ’em for five cents 
per dozen, and swapped eggs for 
sugar at that.”

“Nothing like that now!” exclaims 
the housewife.

Nothing like that, to be sure, but 
on the other hand you can always 
buy a dozen fine, clean storage eggs 
at the grocer’s at a price that makes 
eggs, not a luxury for Easter and a 
cheap food in summer, but an every- 
day-in-the-year table food.

This has had the effect of building 
up the poultry business to a point 
where all real danger of an egg fam
ine is done away with.

Both cheese and butter tell the same 
story. From the cooperative cream
eries of northern Saskatchewan to the

Watson-Higgins Milling Co.
GRAND RAPIDS, MICH.
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ABE SCHEFMAN & CO. 
Wholesale Fruits and Vegetables
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Grand Rapids, Mich. 
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PINEAPPLES
Big, canning sizes are now plentiful. Later on sizes will 
be smaller—not so desirable for canning. Buy now.

Send us your orders for best quality Strawberries and Pineapples. We receive fresh 
shipments daily. We guarantee our goods and service to please you.

The Vinkemulder Company
GRAND R A P ID S, MICH.
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great butter factories of the Minne- 
sota-Wisconsin-Iowa group of states, 
and on to the York-State-New-Eng- 
land centers of demand, the whole 
continent is held together by the 
power of storage to hold over from 
the seasons of harvest to the seasons 
of lack the butter and cheese needed 
to feed the nation.

When we learned to handle heat and 
cold, and bottle them up, and turn 
them loose, we abolished winter, and 
we made it possible for summer to 
linger with us all the year long.
• And how we have widened our 

table ration!
Here are a few of the things that 

we now buy at the store, fresh both 
in season and out of season:

Eggs, butter, cheese, poultry, fresh 
and cured meats, celery, lettuce and 
all kinds of fresh vegetables, apples 
pears, oranges, lemons and other cit
rus fruits, dried fruits, fresh and salt 
fish, berries and small fruits, etc., etc.

This means that we have annexed 
every part of the known world and 
made it our garden. We speak to the 
farmer in Asia Minor and he sends 
us figs, to the herder in Australia 
and he sends us mutton, to the dairy
man in Minnesota and he ships us 
butter, to the planter in Costa Rica 
and he picks us a select order of 
tropical fruit.

And this wonder has become so 
common-place that I have to sit here 
and tell you about it!

There is a popular idea .that some
how cold storage is used to hold up 
the public and to. gouge us in the 
prices we pay for our food. I am 
not going to say this never happens, 
but I will try and tell you what usu
ally happens. And it is this: We 
use a lot of eggs in the course of a 
year. Families, hotels, restaurants 
—the demand is fairly steady.

But the hen has never been trained- 
to year-’round production. She is 
satisfied to do the most of her egg 
laying in the spring. So it happens 
that egg production moves northward 
with the advancing season. Some 
time in early February the hens down 
in Old Missou’ set up their cackle, 
and the egg crates begin, to roll in to
ward Kansas City, St. Louis, Chicago, 
the East.

Later in the season the hens of 
Kansas and Iowa take up the chorus. 
Eggs are becoming cheaper now— 
more plentiful. In March, Wisconsin 
and Minnesota join in, and for a 
feyv weeks the full. tide of the na
tion’s egg harvest is on, all the way 
from Arkansas to the Line, and from 
the Rockies to Maine.

Our old friends Supply and De
mand are running a most unequal 
race, and Supply is gaining at every 
jump.

Meanwhile the egg havesters are 
busy. Every country hamlet is send
ing up to the cold storage centers its 
supply—its oversupply—of eggs. This 
oversupply is checked over as to 
quality, and the best of it is put into 
storage against the season of short
age.

In the business of buying, the cold 
storage houses are-not ordinarily con- _ 
cerned. It is their business to sell 
cubic feet of space, and degrees of 
cold, and percentages of air humidity 
—not to buy and sell food. ,

So the dealer whose lifelong busi
ness is has been to buy and sell fcggs 
comes and rents space of the ware
houseman, takes his storage receipt, 
and goes his way.

At length comes the turning of the 
year. The harvest of grain comes 
and goes. The frosts nip the pas
tures, and like magic the egg pro
duction drops away.

Then the dealer who has been in 
the business all his life gets busy. 
He has his retail trade to care for— 
clients of his who have depended 
upon him year after year for their 
supply. He sells to them, and, if his 
holdings are more than they will 
require, he is out on the street every 
day looking for new customers. He 
is not “hoarding eggs—not by several 
jugfulls! He is selling all the market 
will take at a profit to himself, and 
sometimes he cuts the margin of 
profit to nothing. And along in De
cember or January he closes out his 
deal with the cold storage ware
houseman and begins buying, in Ar
kansas, perhaps, for the winter to 
come.

That is what happens in the egg 
market, and the same thing is ap
proximately true of any other line 
of produce that is stored over from 
the time of harvesting to the time of 
lack. Somebody has to put up the 
money to buy the crop and someone 
has to take care of the carrying 
charges. When the crop is large 
or when the public mind is stirred 
there are always apt to be rumors 
of “hoarding.” But actual instances 
of hoarding boil down to a very few 
made up of the inexperienced who 
overstay the market and the speculat
or who gambles his roll against the 

"onward march of anqther harvest.
Hugh J. Hughes.

Why Not a Low Tax Bloc?
One of the best signs that the coun

try is having a prosperous year is 
shown in the prediction by the Sec
retary of the Treasury and the Di
rector of the Budget that the fiscal 
year will close with a surplus in the 
Treasury. iWhat is especially signifi
cant about this is that it was origin
ally estimated that the Treasury 
would face a deficit of between $600,- 
000 000 and $700,000,000 by June 30 
of this year. The Director of the 
Budget now states that this will be 
turned into a surplus of $60,000,000 
and Secretary Mellon is somewhat 
more optimistic and says that the 
surplus may amount to $125,000,000. 
Good business has caused, the Gov
ernment’s revenues, to run far ahead 
of expectations, but the thing that 
will interest most business men is 
the possibility that the stronger po
sition of the Federal Treasury may 
make it possible to reduce taxes. 
Taxes may be reduced, but unless 
pressure is put on Congress this will 
not happen. In fact, if it is left to 
the politicians alone this surplus will 
only invite further extravagance. If 
we must have blocs in order to get 
results from Congress, why not a 
tax bloc to fight against increased ex
penditures or new-taxes and to fight 
for lower taxes?

Good prices for 1923 crops would 
mean good 1923'-1924 business.

“Window” Envelopes.
While “window” envelopes are 

convenient and economical and are 
very extensively utilized by American 
business firms, many are apparently 
unaware that there is an official Post 
Office regulation covering the kind 
of paper that may be mailed in en
velopes of this kind. This matter re
cently came to the attention of the 
Bureau of Foreign and Domestic 
Commerce through a letter from a 
paper manufacturers’ association. 
One of the members had received a 
complaint from a customer that green 
bond paper was unsatisfactory to the 
postal authorities.

The bureau then brought to the 
attention of the association this ex
cerpt from a circular issued Jan. 27 
last by the Third Assistant Post
master General: “The stationery
used in window envelopes, or at least 
that portion upon which the address 
appears must be white or, if colored, 
of a very light tint or shade. The 
use of dark-colored stationery is not 
permissible.” It is also pointed out 
that “green is probably the most 
difficult to handle.”

Hats That Are Leaders.
Large lightweight shapes are the 

undisputed leaders of the mode in 
the millinery field at the moment, for 
buyers are putting transparency and 
sheerness above everything else. Fab
rics of this type have the call in the 
materials, and a pretty race for su
premacy jis> being run between or
gandies, French crepes and malines. 
The first two-picoted, petaled, pleated, 
ruched, etc.—are coming on with a 
rush. Of the heavier materials felt 
seems still to be the favorite. White 
continues to show strongly in the 
contest for the lead in popular colors, 
but the hat and shoe matching vogue 
that has sprung up is doing much to 
stimulate sales of models made up in 
the “high” colors. The most favored 
trimmings just now seem to be huge 
exotic flowers and lace drapes, with 
Egyptian ornaments also very much 
in the running.
Doll Demand Ahead of Last Year.

A number of well-known doll man
ufacturers here said yesterday they 
were well pleased with the volume of 
orders thus far received. While at 
the moment there is a little seasonal 
dullness, the business booked already 
is described as much ahead of last 
year. A feature is the steady call 
which has been reveloped for the 
doll as an all-year-around item. The 
mamma doll is far and away the 
leading kind in demand. One promin
ent Union Square manufacturer said 
that the demand for this is so strong 
that he has given up production of 
lines of other dolls which he had 
made for years in order to concen
trate production. This doll may be 
had to retail from 89 cents up, the 
cheaper ones representing the new 
departure this season.
Will Metal Embroideries Return. 
Although it is yet too ¡early to ex

press definite. opinions, the feeling 
among. makers of the higher-priced 
coats and suits for women is that at
tempts of the French f^§hion makers 
to restore metallic embroideries to 
favor for Fall will not succeed. These

trimmings have been “out” since about 
1919 so far as coats are concerned, 
and the current vogue for em
broideries of other descriptions is ex
pected to militate against the use of 
the metal ones. All-over effects in 
schifflis, beads, soutacher, etc., have 
been pushed hard in the last several 
seasons, and the feeling is that, un
less something far different can be 
worked out in the metal effects, their 
sponsors will have a fight in getting 
them accepted. At present, at least, 
leading buyers are said not to think 
favorably of them.

When you leave your window empty 
for a day or part of a day, you throw 
away certain opportunities to create 
sales. Why take such chances of 
loss? Arrange your window trimming 
schedule better.

Anything you have to say about 
business not being good has a ten
dency to create the belief that it is 
not good with you , whatever it may 
be in a general way.

We  are manufacturer« of 

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

CORL-KNOTT COMPANY,
Corner Commerce Ave. and 

island S t
Grand Rapids, Mich.
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Their Ideals Plainly Illustrated.
Highly characteristic of the Klu 

Klux Klan and of the w^y in which 
its members everywhere carry out 
their avowed purposes, patriotic and 
virtuous, was what one group of them 
did last week in New Jersey, a State 
where, to its shame, the vicious or
ganization seems to have consider
able strength.

First a group of Klansmen went, in 
their hoods and gowns, to the home 
of a poor woman and gave her $50, 
in recognition of her real needs, p-es- 
ent and coming. That was an act of 
the kind to which the Klansmen and 
their friends and defenders are fond 
of pointing with pride as justifying 
the societys existence. But some
body. stole the $50 and the Klansmen 
suspected her son of having taken it.

What did they do? What they 
should have done is obvious. They 
should have presented such evidence 
as they had to the police or the dis
trict attorney, and if they had made 
out even a prima facie case against 
the boy he would have been arrested, 
indicted, tried and, if proved guilty, 
punished, all in due course and order. 
That would have been civilized be
havior.

Instead, they went at midnight to 
the house where the boy was living, 
dragged him out of bed, carried him 
in an automobile to a lonely spot, and 
there endeavored, by threatening al
ternately to hang him and to cut his 
throat, to make him confess the theft. 
As they failed, they let him go at 
last. If they had succeeded, it is 
more than possible that they would 
have killed him, as their like have 
killed others who interfered with 
Klan activities.

Choice of Buckles.
Some manufacturers and jobbers 

of men’s belts with tongue buckles 
say there has recently been something 
of a move back to the use of these 
varieties. Their vogue has been 
rather restricted for some time past 
but if the recent interest displayed is 
kept up it may indicate a stronger 
retail demand later on. On the other 
hand, however, manufacturers of 
those with separate buckle say their 
orders have been showing a tendency 
to increase. The holiday business in 
them last year was of record pro
portions, according to one maker, and 
the steady all-year. demand apart 
from this he described as growing. 
He believes the holiday business this 
year will exceed that of last. The 
convenience of the separate buckle as 
well as the attractive designs in metal 
combinations, he asserts, are the 
main reasons for the consumer popu
larity.

Trimmings for Dresses.
Importers and manufacturers of 

dress trimmings and ornaments are 
beginning to prepare for the Fall sea- 
so. Many representatives of local con
cerns are now abroad gathering the 
latest designs and studying tendencies, 
while others have already returned. 
A good Fall dress trimming season 
is expected. Embroidered effects in 
soutache banding braids'will, it is be
lieved continue their vogue. Fluted 
and the new raised effects in the lat
ter are looked upon to be extensively

used. For woolen street dresses, 
the soutache embroidery, it is expect
ed, will be the leader. For- silk 
afternoon and evening dresses the 
trend is toward bombo and frieze 
effects in vivid contrasting colors. In 
ornaments the hip belt or stomacher 
in colored beads or embroidery to 
match the dress is well favored. 
Fringe ornaments, according to one 
importer, will be used, but not as 
much as heretofore.

Chinese Laces Are Active.
The demand for hand-made filet and 

Irish laces of -Chinese origin is so 
active as to constitute a bright spot 
in an otherwise dull market, according 
to a leading local importer of this 
merchandise. This is largely so be
cause of the cheapness of these Chin
ese laces, which has stimulated buy
ing on the part of both the cutting- 
up trades and the retailers. The im
porter referred to says the production 
of the laces has been so perfected 
that it is possible to sell them at 
prices much lower than those for 
other laces. He quoted, for example, 
a price of 85 cents for one yard of 
Irish lace made by hand in China 
of a width of 1H inches, and 35 
cents for a filet lace of the same 
width and yardage. These prices can 
be offered despite the tariff of 90 
per cent, now prevailing on these 
laces.

More Fullness at the Hips.
One of the things that is frequent

ly alluded to in letters received from 
retailers, according to a local buyer is 
the suggestion that dresses as well as 
skirts should be made somewhat 
fuller around the hips. It is pointed 
out that, if this were done, it would 
obviate one of the difficulties that the 
retailer has in fitting quite a few cus
tomers. One of the reasons this 
greater fullness is necessary is de
clared to result from the fact that 
many women have been going with
out corsets, which has had the ten
dency of enlarging the hips. Fur
thermore, the present athletic ac
tivities have had the effect of requir
ing a greater degree of freedom of 
movement, for which provision should 
be made.

Black for Women’s Wear Cloths.
In the pile fabrics, which constitute 

by far the most important single 
group of women’s wear cloths for 
Fall, black is again the color most 
desired by the garment manufacturers 
for early delivery. The color range 
in these cloths for next season is 
greater, but there is little reason to 
believe that there is any chance of 
black being superseded. Gray is 
described as second in favor, parti
cularly the softer tones that harmon
ize with the types of the fur trim
mings that will be used. Tans and 
browns follow, with some houses 
saying that not as much .emphasis 
will be placed on these as was the 
case last Fall.

Big Season Ahead for Mink.
If prices remain right, mink will be 

featured for coats this Fall and 
Winter more than ever before, ac
cording to a market bulletin issued 
by a leading manufacturer. Not only 
will this fur be used here, but Epg-

land and France are going to use it 
also-. The bulletin goes on to say 
that the muskrat outlook is still a 
little hazy, but there is not much 
doubt that seal-dyed muskrat (Hud
son seal) will soon return to its own. 
Other articles which have been in the 
limelight to quite some extent, it 
adds, are moles, foxes of all kinds 
and colors, especially the finer grades 
of dyed white foxes, Southern “rats” 
for natural coats, the cheaper grades 
of squirrels suitable for dyeing, er
mines and weasels.

Reviving Interest in Veilings.
Efforts continue to be made by 

wholesalers to revive interest in veil
ings. This has been a long time in 
coming; but, it is pointed out, there 
is a definite basis on which to hope 
that the vogue is on the increase and 
should gain more headway for the 
Fall. Much of the optimism concerns 
itself with the new nine-inch nose 
veiling which Paris is declared to 
have sponsored and which wholesal
ers here are now featuring. This is

described as a novelty of a Very 
original type, and is looked upon to 
reawaken the consumer demand. At 
present it is being made in the new 
shades to match the colored shoes 
in red, blue and green, besides the 
staple black, gray, navy and light 
brown. It is sold by the yard, and 
will retail at about 50 cents.

Devotes Full Page To Soap And 
Aprons.

Shawano, Wis., May 15—Use of 
full-page local newspaper advertising 
for weekly sales has been found en
tirely successful by the Farmers’ 
Mercantile Company. A recent page 
advertisement featured among other 
things a soap and apron sale. Satur
day morning the opening day, before 
7 o’clock, customers began to gather 
about the entrance of the store.

During the day the store enjoyed 
an extraordinary business and it was 
found necessary to put on an extra 
force of clerks. At closing time it 
ws found that 6000 pounds, or three 
tons of soap and washing powder, had 
been sold, and also' 200 aprons at 
eighty-eight cents aside from an un
usual business in other lines.

Doubt deadens.

FLOUR
T T N I F O R M L Y  good flour is 

the strongest safeguard for the 
protection of your good name as a 
distributor of fine flour. A con
siderable number of dealers who 
realize the truth of this have for 
years depended upon

RED STAR FLOUR

JUDSON GROCER COMPANY
GRAND RAPIDS, MICHIGAN

THE TOLEDO PLATE A  WINDOW GLASS COMPANY 
Mirrors—Art Glass—Dresser Tops—Automobile 

and Show Case Glass 
All kinds of Glass for Building Purposes 

601-S11 IONIA AVE., 8 . W . GRAND RAPIDS, MICHIGAN
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Fremont Soon To Launch a Hotel 
Campaign.

Hartford, May 15—E. M. Statler, 
through his Detroit manager, H. 
William Klare, has extended to the 
members of the Michigan State Hotel 
Association, a personal invitation to 
to the opening banquet of the new 
Statler Hotel, at Buffalo, on Satur
day, May 19.

A major portion of the delegation 
will leave Detroit on the Detroit and 
Buffalo steamer, Friday night, arriv
ing in Buffalo the next morning, 
where they will be the participants in 
a brand of hospitality such as only 
the Statler organization understands 
how to dispense.

It looks very much as though Fre
mont would have a new hotel to be 
opened some time this fall. After a 
careful investigation covering a period 
of several weeks, the Fremont cham
ber of commerece has finally launched 
a project which looks like business. 
Tentative proposals have been made 
by the manager and lessee of one of 
the larger hotels in the Middle West 
to take over the proposed hotel and 
conduct it on a guaranteed income 
to the investors.

The plan is to put the project over 
as a Fremont enterprise, built with 
money from the community. The 
promotion will be in the hands of a 
Chicago firm which makes a business 
of putting over deals of this kind 
and it has every assurance of ulti
mate success.

The proposed hotel of thirty rooms 
will occupy the site of the old De- 
Haas House, except that part of the 
property will be occupied by the 
Fremont State Bank.

John Afman, the loyal and success
ful representative of Edson. Moore 
& Co., wholesale dry goods, Detroit, 
is to be married. In point of fact, 
it has been definitely announced that 
the happy event will occur at Grand 
Rapids on May 22 and Miss Florence 
Baker is to be the fortunate young 
lady. It gives me pleasure to state 
that periodical visits among his trade 
in Michigan has been a source of 
much joy to his hotel acquaintances, 
all of whom wish him and his soon- 
to-be better-half a full measure of 
happiness.

Will good roads develop the larg
er population centers, and popular 
resorts, at the expense of the smaller 
towns?

This is a question which is not 
only interesting hotel men and the 
business men of the towns, but the 
wholesalers as well. It is of the 
most vital importance to the hotel in
dustry, for if the larger shopping 
centers are going to grow more 
rapidly and the smaller towns de
cline under the influence of good 
roads, the hotels in these two classes 
of cities will be very greatly affected.

On the surface, there seems , to be 
no doubt that good roads are bring
ing trade to the larger centers in 
greater and increasing proportions. 
The merchants of these towns have 
larger stores, with greater variety of 
merchandise from which the patrons 
m v select; and sometimes these mer
chants can offer better prices, too, 
than can the merchant in the smaller 
town. It is said that most whole
salers are concentrating attention on 
the larger towns, primarily because 
of the increasing volume of business 
from the merchants there. But the 
wholesalers also consider the factor

of traveling expenses—the salesmen 
can take their full line of samples, 
by train, to the population centers 
and make the trip pay well on ac
count of the business done. These 
wholesalers are passing up the small
er towns which must be reached by 
motor cars with small trunks and 
short sample lines, or which require 
more time between trains than the 
accounts justify. Many of these 
wholesalers are said to be willing to 
sacrifice the small town trade, even 
though they must sell at closer mar
gins to the heavier buyers.

The neglect of the small towns by 
the wholesalers is acting as a further 
reason in lowering the merchandis
ing standards of their merchants.

Some wholesalers, however, claim 
that the smaller towns will always be 
centers for certain classes of buying 
for their communities; and as a con
sequence they plan to give especial 
attention to this class of trade, while 
some competitors neglect it. Here 
is where the good roads and auto 
come in, though of necessity the 
sample lines carried by salesmen 
visiting the smaller towns are more 
limited and confined largely to staples 
rather than specialties.

So1, after all, while there is sure to 
be a visible dropping off in the com
mercial trade among strictly rural 
hotels, there will be, at the same 
time an increase of tourist business, 
brought about by good roads which 
will offset this to a large degree.

Always the stores in the small 
towns will be called upon to carry 
“quick” necessaries. The wholesaler 
will realize this necessity and will 
send out his emmisaries to gather in 
this class of business.

If the country hotel man is keen 
to the situation he will nurse his 
commercial trade by running a hotel 
which will compare favorably with 
his competitors in other towns, and 
then reach out for tourist guests, al
ways remembering, however that the 
commercial man is with him the 
year round and is entitled to first 
consideration.

R. E. Lawless, npw operating the 
Nichols Inn, at Clyde, Ohio, but 
formerly a Michigan hotel man, be
ing interested with the Weaver syn
dicate, has favored me with several 
of his menus, which represent a 
modified American plan service. They 
interest me and might prove useful to 
some of the Tradesman readers, who 
are catering to the public:

D inner.
T om ato  Soup 

F ried  W hite  B ass, 50c;
Indiv idual C hicken P ie, 50c;

R oast Sirloin of Beef, 50c;
M inced H am . Scram bled Eggs, 5flc 

R oast Young C hicken w ith  D ressing , 75c 
B roiled S ta r  H am , 75c 

H am  an d  Eggs, 75c 
Bacon an d  E ggs, 75c

Sm all S teak  w ith  M ushroom s, 75c 
E x tra  P o rterhouse  S teak , $1 

S team ed P o ta to es  C ream ed Corn
H ead L e ttu ce  Salad 

P ineapple  and  Pum pk in  P ie  
P each  Cobbler 

B everages
By offering this bill of fare, Mr. 

Lawless gives his patrons a choice of 
meats at a moderate cost and the 
remainder of the meal is supplied 
without an extra charge,- thus elim
inating “choice of” from the menu.
It ought to work out in many in
stances where the hotel is operated 
European plan.

Another form is a dollar dinner

HOTEL BROWNING
GRAND RAPIDS

C orner Sheldon and  O akes;
Facing Union Depot;
T hree  Blocks Away

150 Fireproof 
Rooms

Rooms, duplex b a th , $2 
P riv a te  B ath , $2.50, $3 

N ever h igher

H O T E L  RO W E
GRAND RAPIDS NEWEST HOTEL

350 Rooms—350 Servidors—250 B aths
R ates $2 w ith  L avato ry  and  T oilet $2.50 w ith  P riv a te  Bath

________ HOLDEN HOTEL CO., C. L. Holden, Mgr.

C O D Y  H O T E L
GRAND RAPIDS 

CAFETERIA IN CONNECTION

MERTENS
R O O F

I
One hair block E a st 
o f the Union Station 

GRAND RAPID* niCH

CUSHMAN HOTEL
PE TO SK EY , MICHIGAN

T he best Is none too good fo r a  tired  
Com m ercial T rave ler.
T ry  th e  CUSHMAN on you r nex t tr ip  
and  you will feel r ig h t a t  hom e.

L iv in gston  H otel 
GRAND RAPIDS 

European
Rates $1.25 to $2.50 par day

Bell Phone SM Cltz. Phone S1366
JOHN L. LYNCH SALES CO.

SPECIAL SALE EXPERT8  
Expert Advertising  

Expert Merchandising 
209-210-211 M urray  Bldg. 

GRAND RA PID S, M ICHIGAN

HOTEL WHITCOMB
S t. Joseph , Mich.

E uropean  P lan
H ead q u a rte rs  fo r C om m ercial M en 

m ak ing  th e  T w in  C ities of
ST. JOSEPH AND BENTON HARBOR
Rem odeled, re fu rn ish ed  an d  redeco r

a te d  th roughou t.
Cafe a n d  C afeteria  in  connection 

w here  th e  b e s t o f food Is ob
ta ined  a t  m odera te  p rices. 

Room s w ith  ru n n in g  w a te r  $1.50, w ith  
p riv a te  to ile t $1.76 a n d  $2.00, w ith  

p riv a te  b a th  $2.50 a n d  $8.00.
J. T. TOW NSEND, Manager.

E U R O P E
Book early  fo r sum m er sailings. All 

lines represen ted . T h ree  personally  
conducted  tou rs, leaving  Ju n e  23, 30 
and  July 7, tak in g  in  Scotland, E n g 
land, H olland, Belgium , T he Rhine, 
Sw itzerland, I ta ly  an d  F ran ce . Splen
did s team er accom m odations. T rained  
leadership . A tr ip  th a t  w ill b rin g  the  
finest cu ltu re  w ith  a  m axim um  of re s t  
and  rec rea tio n . F o r  p a rtic u la rs  apply  
a t  th is  office. E x p e rt advice on fo r
eign travel.

C. A . JUSTIN, Agent
Consolidated T icke t Office 

151 O ttaw a Ave., N. W.
Phones: C ltz. 68331; Bell M. 3790

OCCIDENTAL HOTEL
FIRE PROOF 

CENTRALLY LOCATED 
Rates $i.50 and up 

EDWARD R. SWETT, Mgr. 
Muskegon t-t Michigan

Lansing’s New Fire Proof
HOTEL ROOSEVELT

Opposite N orth Side S ta te  Capitol 
on Seym our Avenue 

250 O utside Rooms, R ates $1.50 up, 
w ith B ath $2.50 up. 

C afeteria  In Connection.

W e s te rn  H o te l
BIG RAPIDS, MICH.

Hot and cold running water in 
all rooms. Several rooms with 
bath. All rooms well heated and 
well ventilated.

A good place to stop.
American plan. Rates reason

able.
WILL F. JENKINS. Manager.

Stop and see George,
HOTEL MUSKEGON

Muskegon, Mich.
Rates $1.50 and up.

GEO. W, WOODCOCK. Prop.

C H IC A G O
$3.95

Graham &  Morton
Freight and Passenger Line 

MICHIGAN RAILROAD
BOAT TRAIN 7 p. m.—G. R. Time

F re ig h t S ta tion  F ro n t and Fulton 
Telephones—C itz. 64241 Bell M 3116

Lv. Chicago Mon., W ed., F ri. 7 p. m. 
S tan d ard  T im e

For Inform ation
Tel. Citz. 4322 Bell M 4470

The Center of Social and Business Activities

T H E  P A N T L I N D  H O T E L
Everything that a  Modern H otel should be.

Rooms $2.00 and up. With Bath $2.50  »»d up.

«to*
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with unlimited selection which ought 
to be popular:
_ , C ream  V egetable Soup 
Celery P ick les
F ried  S pring  C hicken with- B acon S trip s  
E x tra  P o rterhouse  S teak  w ith  M ushroom  

Special Salad  
F re sh  R h u b arb  P ie 

P ineapple P ie  a  la  mode 
F resh  S traw b e rry  Shortcake 

B everages
At this season of the year the en

terprising landlord will tickle the 
palate of his guests with copious 
servings of strawberry shortcake. If 
he will arrange to dispense the va
riety like mother used to make, and 
not of the French pastry order, he 
will pass muster as a public 'bene
factor.

Strawberries at SO cents per quart 
are not beyond reach and the adver
tising effect is great.

____ _ Frank S. Verbeck.
Gabby Gleanings From Grand Rapids 

Grand Rapids» May IS—There is no 
royal road to expert salesmanship, or 
to anything that is worth having 
Only work and grit will do the trick. 
As J. Pierpont Morgan said, “Hard, 
honest, intelligent work will land any 
young man at the top.”

St. Paul said that though he should 
speak with the tongues of men and of 
angels and should lack love he should 
lack everything. And so, a man may 
have the brain of a genius as far as 
each one cf the qualities which enter 
into success in salesmanship is con
cerned, and yet if he lacks enthusiasm 
he lacks almost everything. I know 
of a young man who, without any 
training whatever, was sent out on 
the road to take the place of a sick 
salesman, whose tremendous en- 

, thusiasQi compensated for his lack of 
training and experience. It wiped 
away the objections of “prospects,, 
and customers, and the young man 
came back from his first trip with 
as large an order as an expert sales
man.

Of course this doesn't mean that 
enthusiasm may be trusted always to 
take the place of experience, far from 
it, but it is always enthusiasm that 
accomplishes the “impossible.” With
out enthusiasm in his work no sales
man ever become a first-rater.

“No matter what your ambitions 
for the future may be,” says an ad
vertising man, “you will find the 
powers of salesmanship are necessary 
for their development.”

Salesmanship enters into every act 
of our lives. It is the power by 
which we attract others to our way 
of thinking, by which we further our 
own interests, ambitions, desires. It 
is the power by which we build our 
fortunes.

If you antagonize your prospect by 
an objectionable manner, or if he sees 
dirt back of your eye; that is, if he 
sees anything in you that is not per
fectly genuine and straightforward; if 
there is any suggestion of sharpness 
or shrewdness on your part, any hint 
that you are trying to hypnotize him 
ytiur garfie is up. Though he may 
need the goods you are selling, and 
may be well satisfied with their 
quality, yet he will not trade with 
you. You have aroused in him a 
spirit of antagonism that will impel 
him to disappoint you at any cost.

Oversensitiveness is a very serious 
handicap in salesmanship. The man 
who is ' not able to take his medicine 
with a smile, who is not able to cope 
with a surly, a cantankerous, a 
quick-tempered, or a sharp-tongued, 
customer has no place in salesman
ship. In other words, a great sales
man must be able to carry on his 
selling campaign at the points where 
the ordinary salesman falls down.
To do this he must not be thin-skin
ned. He must be able to stand all 
sorts of abusive talk under which the 
sensitive, overrefined salesman quails.
He must be ready to push on vigor
ously at the point where the sales
man who lacks grit will quit and turn 
back. He must be able to stand hav
ing pepper and salt sprinkled on his 
sore spots without wincing.

Many a salesman has failed in his
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object by approaching his prospect 
after he had been up late the night 
before, or when he was exhausted 
from overwork, or for any reason 
was not up to standard physically 
or mentally.

In selling things, the man who 
would succeed must be always at his 
best. You must prepare your mind 
f~r tough propositions, for contests 
with other minds, just as an athlete 

.prepares his body for a physical con
test by superb thinking and healthful 
living. Ytiu must get rid of all the 
enemies of your efficiency. You are 
in no condition to convince or per
suade another unless you are in pos
session of mental mastership and that 
is largely dependent on your physical 
condition. Health that makes you 
thrill with the jcy of living is the first 
essential of successful salesmanship.

Good cheer is a great lubricant; it 
oils all of life’s, machinery. It is the 
salesman’s best ally. In the business 
office, in society, in the home, in the 
school, in the shop, on the road, 
everywhere the favorite is always the 
cheerful person. Good-natured, cheer
ful people do not waste their vital 
energy as the grumbler or the too 
sober, too sad people do. They 
work with much less friction; they 
glide along where the others must 
force their way. They create a pleas
ant atmosphere and make a favorable 
impression on customers. People en
joy dealing with the cheerful, sunny 
man or woman.

“Don’t make the mistake of think
ing that if you are doing one or two 
things well in your territory you’ve 
done everything that can be expected 
of you,” says W. C. Holman, in 
Salesmanship. “There are a dozen 
different things a salesman can do, 
no one or two of which will make 
him successful, but all of which to
gether are sure to win for him. If 
your territory is unproductive, make 
an inventory, take an account of 
stock, and see whether the fault lies 
in your territory, dr whether after 
all you should not jack yourself up 
in certain parts of your own work. 
In the last analysis it is not the ter
ritory that gets orders, it’s the sales
man that’s working in it.”

The great prizes of life are for the 
courageous, the dauntless, the self- 
confident. The timid, hesitating, 
vacilliating man listens to his doubtes 
and fears, stops to make up his mind, 
and the opportunity has passed be
yond his reach. Courage and self- 
confidence are the greatest salesmen 
in the world! Fear and timidity are 
the poorest.

Maine, Wisconsin and Michigan are 
producing the best pelts.

The question was put to Mr. Mc
Gee of the possibility of an over- 
P^oduction of fur, but in his estimate 
that was an absolute impossibility, 
because every year wild .fur is be
coming scarcer. The country is 
gradually growing in population • and 
demand for furs increasing.

At the West Michigan Sate Fair 
they expect to make an exhibit of 
the fox breeding industry, showing 
as near as they can the way the pens 
are built, etc. There is also being 
put in shape about 1,000 acres near 
Walhalla, Mich., to be devoted en
tirely to the Silver Black fox industry. 
They expect tc‘ start this ranch with 
eighteen pair of the very best breed 
they can get from Prince Edward 
Island and expect in the future to 
make this Michigan ranch the largest 
in the world.

Saturday, May 5, was the last 
luncheon until the fall opening, the 
first Saturday in October. Some
thing will be told you later on 
about this opening date, because it is 
expected to feature fhis with a special 
musical program composed of a 
special orchestra icr the occasion and 
other attractions.

George E. Olmstead, traveling rep
resentative of the Sturgis Manufactur
ing Co., and the Royal Easy Chair 
Corporation, also of Sturgis, was 
killed in an auto accident near Eure
ka, 111.

The only men and firms who really 
suffer by competition are those who 
deserve to fail.

A postage stamp gets you in when 
even bank presidents are kept out.

William Judson and wife left to
day for San Jose, Calif., where they 
will attend the golden wedding of 
O. H. Barnhart, who removed to the 
coast about twenty-five years ago. 
They will be away from home about 
three weeks.

E. P. Monroe (Sherwood Hall & 
Co.) is very happy over the record 
achieved by his daughter, Mildred 
who graduates on the commercial 
course of the Muskegon Heights high 
school with a rating of 93.38 per cent. 
She has been selected as the vale
dictorian of the graduating exercises 
to be held June 19. She has de
veloped great speed on the type
writer, having won contests at Mus
kegon, Grand Haven and Holland. 
She is booked for the State contest 
to be held at the Normal School 
at Kalamazoo next month.

Bernard McGee, who was the guest 
of the You-See-Tee Club luncheon 
on Saturday, May 5, gave a very fine 
talk on the Silver Black Fox industry 
and the future possibility of the fur 
industry of the United States. Mr. 
McGee said that the first fox ranch 
was started several years ago on 
Prince Edward Island. The first pair 
of foxes raised brought a price of 
$3,000 and, in fact, some brought 
$3,500 and contracts are made even 
now on guaranteed unborn stock of 
$1500 to $2500 a pair and their pro
duction on Prince Edward Island to
day runs well up into the four figures. 
About eight years ago the first ranch 
was started in Michigan, when 
$20,000 was paid for four pair of 
foxes. He told us that the fur was 
prime by December 1 and could even 
held foxes for the market up to 
February 1 and guarantee prime 
stock. The foxes in captivity mature 
for the market at dbout one year old 
and the production of the offspring 
runs about four to the family. They 
are doing better in breeding in cap
tivity than when running in the wild 
state. There is at present in Mich
igan a large number of ranches. All 
report doing very well. Even as far 
South as Central Ohio they are do
ing very well at raising Silver Black 
foxes; yet the Northern climate is 
really better and surer for good 
pelts. He also told us that they were 
raising them as far‘.West as California.

Logging Train Came Home Volun
tarily.

Boyne City, May 15—The import
ant event of the past week was a- 
dinner given by the Boyne City Golf 
Association. This movement was 
started last summer and has been 
brewing, if we may be allowed the 
word, all winter. Much discussion 
has been gding on as to the proper 
location, a half dozen sites near town 
being touted by various parties. It 
seems that the site on the South side 
of the Lake has been finally settled 
on and the work of preparing the 
course begun by Jack Daray.

The meeting was attended by some
thing over a hundred people. W. H. 
White, retiring President, presided. 
F. O. Barden, as his successor, was 
greeted with an ovation. The suc
cess of the Association is assured 
under his leadership. Mr. Harris had 
the chair—toastmaster, they called it— 
but it seemed to us that roast-master 
would be more appropriate. It is a 
wonder to us that the honorable 
judge isn’t in the hospital half the 
time.

Ben Leavenworth, of the Pennsyl
vania R. R., says he is out a half- 
dollar, having paid the honorable (?) 
that amount to get out of speaking. 
We have a suspicion that the trans
action was teh other way round. Hugh 
Gray was here, of course. He did 
not say how much his place on the 
program cost him. Mayor Mulliken, 
cf Traverse City gave a god talk

and Jno. Straub told of the domestic 
difficulties that arose when he finally 
got up courage to swat the pill. 
William (Bill) Fuehrer traced the de
velopment of the race from the dim 
pre-historic times with the basic idea 
that all work and no play makes Jack 
a dull boy, especially if Jack is ris
ing fifty years. The whole meeting 
was devoted to driving into the minds 
of our business public that play
grounds are essential to the develop
ment of our little chunk of the play
ground of Michigan and is an econo
mic problem and not a question of 
whether Harris, Barden, Martin and 
Sherman shall have a place to get 
out of sight of the “Old Man.” The 
bunch was well fed, had a jelly time 
and had a chance to learn a lot.

The age of miracles is not past. 
Last Sunday afternoon a string of 
logging cars at the Boyne City 
Lumber Co’s, camp, fourteen miles 
out, concluded to come home without 
the usual chaperonage of a locomo
tive and crew. As the point from 
which they started is up in the air 
about six hundred feet, the journey 
was made in record time. The 
bunch passed a dozen highway cross
ings and , five street crossings in 
Boyne City and fetched up in the 
yards of the Lumber Co. in a heap. 
The miracle is that this happened 
Sunday afternoon when the roads are 
full of automobiles and nc one was 
hurt although the property damage 
will go into the thousands.

Maxy.

Market For 100 Per Centers.
In Kansas City several brokers are 

conducting a market of their own for 
dealing in the stocks of the mushroom 
Smack-over oil companies that regard 
it beneath their dignity to pay divi
dends of less than 100 per cent.

As a market it is a financial curios
ity. It is conducted on the principle 
not to pay out but to always take in 

the suckers’ money. Even a crafty 
lawyer could not jimmy out of it the 
cash of a client should that person 
suspect he has been taken in.

What amazing offerings this market 
provides is partially described in a cir
cular by Charles T. Manley & Co. 
This concern seems to be one of its 
mainstays. They consist of stocks 
promising to pay 100 per cent and 
oer with a regularity like day. being 
followed by night—and night it is in 
the final outcome, for after a few 
such fake dividends are paid an opa
que darkness sets in to envelop the 
investor.

This artificial market constantly 
croons: “Buy them.” There is no 
such phrase in its terminology as 
“Sell them.” One can bank on it 
that from such a lop-sided market 
money rolls off like water does from 
a duck’s back.—Financial World.

If you agree with people who come 
in and talk about the shortage of 
money in town, or about strikes 
and shut-downs, you encourage them 
to think they cannot afford to buy.

Don’t be afraid of making sugges
tions for the betterment of the busi
ness. If heard from it is a sign that 
you are using your eyes and ears to 
advantage.

EA T  A T

SOLOMONSONS
HOW ARD CITY
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Mich. S ta te  P harm aceu tica l A ss’n.
P res id en t—G eorge H. G rom m et, D e

tro it.
S ec re ta ry —L. V. M iddleton, G rand 

R apids.
T rea su re r—E. E. F au lk n er, M iddieville.
E xecu tive  C om m ittee—J. A. Skinner, 

D. D. A lton an d  A. J .  M iller.

M ichigan Board of P harm acy .
P res id en t—Jam es  E . W ay, Jackson .
V ice - P res id e n t — Jacob  C. D ykem a, 

G rand  R apids.
S ec re ta ry —H . H . H offm an, L ansing .
J . A. S kinner, C edar Springs.
•Oscar W . Gorenflo, D etro it.
C laude C. Jones, B a ttle  Creek.
D irec to r o f D rugs an d  D rug  S tores— 

H . H . H offm an, Lansing .
N ex t exam ination  sessions—D etro it,

J u n e  19, 20 an d  21; S au lt S te. M arie, 
Aug. 21 a n d  22; G rand R apids, Nov. 20, 
21 an d  22.

Stationery as a Department in Drug 
Store.

Many drug stores have a chance to 
make stationery into strong depart
ment.

A strong department is always val
uable.

The drug department boosts it, and 
it boosts the drug department.

People in a home neighborhood buy 
a great deal of stationery.

Every lady likes to have a well- 
appointed desk.

On it we find letter paper, note 
paper, correspondence cards, a nice 
desk pad, an ink well, some pens, 
some pencils, perhaps a couple of 
note books, engagement book, tele
phone pad, calendar, visiting cards 
with envelopes to match, sealing wax, 
seal, paper cutter, erasers and candle
stick with candle.

Here we have a formidable list 
merely to outfit a lady's desk.

These articles are suitable for birth
day presents, Christmas gifts, and 
wedding presents.

They may be so featured at the 
proper time.

Many of us would not select a box 
of paper as a Christmas gift, perhaps, 
but a popular school teacher last 
year got twenty-seven boxes of letter 
paper. A child does not give an ex
pensive gift, yet wants to give “teach
er” something. The stationery de
partment affords many opportunities.

In a region of small stores there 
is business to be had in supplying 
desk baskets, waste baskets, letter 
files, bill files, spindles, ledgers, day 
books, cash books, journals.

We are now getting into rather big 
business but there is room for it—in 
the right locality.

A business man wants on his desk 
a sponge cun and an ash tray.

Near the schools we can sell blank 
books, ruled paper, rulers, crayons, 
drawing supplies.

“Stationery” is a big word, covering 
many articles.

The thing to do is to size up con
ditions in your own neighborhood. 
Are there business houses? Are there

schools? Is the neighborhood one of 
homes?

Start to build your stationery line to 
fit the neighborhood.

A powerful department of this kind 
will never hurt any store.

National Druggist.
Liquid Fire Extinguisher.

These solutions are intended to 
coat or encrust the burning substance 
with incombustible salts, so as to
prevent or at least hinder further 
burning.
1. Calcium chloride, crude_4 oz. av.

Sodium chloride________ 1 oz. av.
Water ---------------------- _15 fl. oz.
The resulting solution is thrown

into the fire by a hand-pump. The 
burning portions become encrusted
and cease to be combustible.
2. Calcium chloride_______ 20 oz.av.

Salt -------------------------- 5 oz. av.
Water ----------------- 75 fl. oz.

3. Sodium nitrate__________ 1 oz. av.
Sodium chlorid_________ 1 oz. av.
Ammonium ehlorid______1 oz. av.
Magnesium chlorid______1 oz. av.
Water ----- ------------16 fl. oz.
Laubert’s fire extinguisher is said

to consist of a 6 per cent aqueous 
solution of a mixture of sodium chor- 
id 50 rarts, sodium bicrbonate 30 
parts, and alum 20 parts.

White Shoe Dressing.
1. Cream of tartar-----------------------3 ounces

Oxalic acid--------------------1 ounce
Alum ------------------------- 1 ounce
Milk -------------- A--------3 pints

Mix and rub on the shoes. When 
they are thoroughly dry, rub them 
with a mixture of prepared chalk and 
magnesium carbonate.

2. W a te r------------------------ 136 parts
Fine pipe clay_____ ___454 parts
Shellac, powdered_______ 136 parts.
Borax, powdered_________68 parts
Soft soap______________  8 parts
Ultra marine blue_______  5 parts
Boil the shellac in the water, adding 

the borax and keeping up the boiling 
until a perfect solution is obtained; 
then stir in the soap (5 or 6 parts of * 
“ivory” soap, shaved up, and melted 
with 2 or 3 parts of water, is better 
than common soft soap), pipe clay 
and ultramarine. Finally, strain 
through a hair-cloth sieve. This pre
paration, it is said, leaves absolutely 
nothing to be desired. A . good deal 
of stiffness may be imparted to the 
leather by it. The addition of a little 
glycerine would remedy this. The 
old application should be wiped away 
before a new one is put on. This, 
preparation is suitable for military 
shoes, gloves, belts and uniforms re
quiring a white dressing.

Blackhead Remedies.
1. Lactic acid-------------- 1 drachm

Boric acid--------------- 1 drachm
Ceresine ----------------1 drachm
Liquid paraffin---------- 6 drachms
Hydrous wool fat___V/2 ounces
Castor oil--------------- 6 drachms

2. Unna advises hydrogen dioxide in 
the treatment of blackheads, his 
prescription being:
Hydrogen dioxide__20 to 40 parts
Hydrous wool fat_ 10 parts
Petrolatum _______  30 parts

3. Thymol __________  1 part
Boric acid________  2 parts
Tincture of witch
hazel-------------------  18 parts
Rose, water, sufficient
to make---------------  200 parts
Mix. Apply to the face night and 

morning with a sponge, first washing 
the face with hot water and castile 
soap, and drying it with a coarse 
towel, using force enough to start 
the dried secretions. An excellent 
plan is to steam the face by holding 
it over a basin of hot water, keeping 
the head covered with a cloth.

Reducing Expenses.
A live wire salesman rushed up to 

the home of a doctor in a small vil-

lage one night and asked him to come 
to a distant town.

The doctor cranked up his flivver 
and drove furiously to their destina
tion.

Upon their arrival the salesman 
asked, “How much is your fee, doc
tor?”

“Three dollars,” said the physician 
in surprise.

“Here you are,” said the salesman, 
handing tover the money; “the blamed 
garage keeper wanted $15 to drive me 
over when I missed my train."

Vantai Berge Cigar Co.

A  V a lu a b le  
I m p r e s s io n

pleasing impression upon customers is of value. You can create one 
and at the same time save your goods from damage by spreading 
sheets of TANGLEFOOT in your show windows, especially over 
Sunday.TANGI FFflflT wiU tben be at work for y°u and will not only catch the flies, 

I f t n a i x r u u i  but attract the attention of people who pass your store to 
your efforts to keep your stock clean and fresh, and create in them a desire to 
use TANGLEFOOT themselves. This means extra sales to you. You can now sell 
at the old price, two double sheets for 5 cents, and make a profit of 50 per cent.

R em em ber  TANGLEFOOT catch es th e germ  as w e ll a s th e f ly y an d  th a t po ison s , 

tra p s , o r pow ders cannot do  it.

----------TANGLEFOOT-----------TANGLEFOOT----------- TANGLEFOOT-----------
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Some Essentials of Salesmanship.
Salesmanship of to-day is far differ

ent from the salesmanship of a few 
years ago. The successful salesman of 
to-day is a man with a good strong 
personality. Personality is that which 
constitutes distinction of person or in
dividuality, or in other words person
ality means a person above the aver
age, different from the majority, dis
tinguished by something different in 
their mental, physical or moral make 
up.

Personality is not a God-given 
power, nor is it the ability to be a 
good fellow.

It is much more.
Personality in a salesman is, more 

than anything e'.se, a matter of know
ing your business so thoroughly that 
the men with whom you do business 
will respect you and value your coun
sel.

It is doing and saying the things 
that your customers respect you the 
more for doing and saying.

It is being fair and square in your 
thoughts of other men; yes, even of 
your competitors, and last but not 
least, it is hard work.

A salesman may be the most like
able chap in the world, but if he is 
lazy and indolent he repels people 
from him.

The world loves a hustler and shuns 
a loafer* and the end of the year finds 
the hustling salesman with a large vol
ume of sales and a nice profitable 
bonus.

5 No cold water in the morning, 
but a bath at the temperature of the 
body.

6 Exercise before breakfast.
7 Eat little meat and see that it 

is well cooked.
8 For adults—Drink no milk.
9 Eat plenty of fat to feed the 

cells that destroy disease germs.
10 Avoid intoxicants, which des

troy these cells.
11 Daily exercise in the open air.
12 Allow no pet animals in your 

living rooms.
13 Live in the country if you can.
14 Watch the three D’s—Drinking 

water, Damp, Drains.
15 Have frequent and short holi

days.
17 Limit your ambition.
18 Keep your temper.

WHOLESALE DRUG PRICE CURRENT

Like To Live One Hundred Years?
Here are Sir John Sawyer’s eight

een rules for a centruy long life. 
You might try your luck with them.

1 Take at least eight hours’ sleep.
2 Sleep on your right side.
3 Keep your bedroom wondow 

open all night.
4 Do not have your bedstead 

against the wall.

First Dish of Ice Cream.
No less than the dispute of who 

won the war, discovered the North 
pole, or performed a successful ma
jor operation, is the claim for the dis
tinction of giving to the world its first 
dish of ice cream. Some are inclined 
to trace it far back into the past ages, 
and to the orient or some other place 
or time where there is no means of 
successfully discrediting the story, but 
if the truth were known, or if we may 
feel inclined to give America this 
honor we must take off our hats to 
one Sambo Jackson, a colored pastry 
cook in a New York hotel. Some 105 
or more, years ago this Sambo claimed 
the distinction of concocting the first 
dish of ice cream. Sam is dead now, 
but the ice cream is growing more and 
more into importance as a part of the 
daily diet of all true American citizens. 
So long as Sambo lived he guarded 
his secret with the care of a patent 
medicine manufacturer but when he 
died the chemists got busy and made 
an analysis thus making the secret 
public property.

A N e w  Soda Fountain
A N D

Up-to-date Store Fixtures
Help Build Up Your

Tourist and Resort Trade

w iE are state agents for the GUAR
ANTEE ICELESS SO D A  FO UN

TA IN S of Grand Haven, and for the  
W ILM ARTH SH OW  CASE CO. of 

Grand Rapids. They are the leaders, and their 
products w ill bear the closest scrutiny of your 
m ost exacting tourist and resort customers and 
friends.

Hazeltine & Perkins Drug Go.
G r a n d  R i p i d i ,  M i c h i ( i n

Prices quoted are nominal, based on market the day of issue.
A d d s

Boric (Powd.) „  17%@ 25
B o ris  ( X t a l ) ___ 17%@ 25
C a r b o l i c _______  78@ 83
C i t r i c ________   620  70
M uria tic  ________ 3%@ 8
N i t r i c _________   9® 15
O x a l ic __________ 20%@ 30
S u lp h u r ic ________3%® S
T a r t a r i c ________  42(g) 60

Am m onia
W ater, 26 deg. 10® 18 
W ater , 18 deg. __ 8%@ 13
W ater , 14 d e g ._6%® 12
C a r b o n a te ______ 20® 25
Chloride (G ran .) 10® 20

B alsam s
C o p a ib a _____ __  60®1 00
F ir  (C anada) ._  2 50®2 75
F ir  ( O r e g o n )__  80@1 00
P e r u __________  3 50®3 75
T o l u -------- ---------- 1 35@1 60

B arks
C assia  (o rd inary) 25® 30 
C assia  (S a ig o n ) ..  50® 60 
S assa fra s  (pw. 40c) @ 40
Soap C u t (powd.)

30c ___________  15® 20

B erries
C u b e b _________ 1 50@1 75
F i s h ------------------- 25® 30
Ju n ip e r _________  7® 15
P rick y  A s h ______  ® 30

E x trac ts
L i c o r ic e __ __   60® 65
Licorice p o w d ._70® 80

Flow ers
A r n ic a __________  25® 30
Cham om ile (G er.) 40® 50 
Cham om ile Rom  1 75®2 00

Gums
Acacia, 1 s t _____  50® 55
A cacia, 2 n d _____  45® 50
A cacia, S o r t s __  22® 30
A cacia, pow dered 35® 40 
Aloes (B arb  Pow ) 25® 35 
Aloes (Cape Pow ) 25® 35 
Aloes (Soc. Pow .) 70® 75
A safoetida  _____  65® 75

P o w . __________ 1 0001 25
C a m p h o r______ 1 20® 1 30
G u a ia e _________  @ 90
G uaiac, pow ’d   @1 00
Kino ___________  @ 75
K ino, pow dered- ® 85
M y r r h __________  @ 80
M y r r h _________  0  85
M yrrh, pow dered- 0  95 
Opium, powd. 11 00® 11 20 
Opium, g ran . 11 00011 20
S h e l l a c _______ 1 05@1 20
Shellac B leached 1 10® 1 25 
Trag& canth, pw . 2 2502 50
T r a g a c a n th ___  2 500  3 00
T u r p e n t in e _____ 26® 30

Insecticides
A r s e n i c _______ 18 f t®  30
Blue V itrio l, bbl. @ 7%  
Blue V itrio l, less 8%@ 15 
B ordeaux  M ix D ry  14® 29 
H ellebore, W hite

p o w d e re d _____ 20® 30
In se c t P o w d e r_70®1 00
L ead  A rsen a te  Po. 28® 41 
Lim e an d  S u lphu r

D r y ___________ 09%@24%
P a ris  G r e e n ___  38® 52

Leaves
B u c h u __________ 1 75@1 90
B uchu, pow dered ®2 00
Sage, B u l k _____ 25® 30
Sage, % lo o s e __  ® 40
Sage, powdered_ ® 25
Senna, A l e x .___ 76® 86
Senna, T i n n . ___ 30® 35
S enna, T inn . pow. 25® 36 
U va U r s i _______  2 0 0  35

Oils
Almonds, B itte r,

tru e  ______ _ 7 50@7 76
Almonds, B itte r,

a r t i f ic ia l______  4 00®4 25
A lm onds, Sw eet, 

tru e  __________  8001 80

Almonds, Sw eet,
I m i t a t i o n ____  60® 1 00

A m ber, c r u d e _1 7502 00
A m ber, rectified  2 0002 25 
A nise ____ I___  1 00 0 1  25
B ergam ont 5 00® 5 25
C ajepu t _______  1 6001 75

750  4 00 
60@1 80 
50®1 75 
2001 45 
2503 50 
25® 35 

1 40

1 3501 45 
1 2501 35 
5 2505 50 
1 7502 00 
1 50®1 75

C assia
C asto r ________
C edar L ea f ____
C i t r o n e l la _____
C lo v e s _________
Cocoanut ______
Cod L i v e r _____
C roton ________  2 0002 25
C otton  S e e d ___  1 350  1 50
C u b e b s ________  8 500  8 75
E igeron . _ i_____  3 00 0  3 25
E uca lyp tus   ___  90®1 20
H em lock, pu re_ 2 000  2 25
Ju n ip e r B e rr ie s . 2 0002 25
Ju n ip e r Wood_1 50®1 75
L ard , e x t r a ___
L ard , No. 1 ___
L av en d ar Blow 
L av en d ar G ar’n
L e m o n ________
Linseed  Boiled bbl. 0 1  22 
L inseed  bid. less 1 2901 37 
L inseed, raw , bbl. @1 20 
L inseed, ra_, less  1 2701  35 
M ustard , a rtifll. oz. © 50
N e a ts f o o t_____  1 2501 35
Olive, p u r e ___  3 7 5 0  4 50
Olive, M alaga,

y e l lo w _______  2 7 5 0  3 00
Olive, M alaga,

g r e e n _________ 2 76
O range, S w eet- 4 50' 
O riganum , pu re  ' 
O riganum , com’l 1 00 _
P ennyroyal ___ 2 5002 75
P e p p e r m in t___  4 2 5 0  4 60
Rose, p u r e ___  9 00010 00
R osem ary  Flow s 1 2501 50 
Sandalw ood, E .

1 . ___________ 11 00011 25
S assafras , tru e  1 5001  80 
S assafras , a r t i ’l 1 0001 25
S p e a rm in t_____  4 0 00  4 25
Sperm  _________  1 8002 05
T a n s y _______  12 00012 25
T a r, U S P _______  50® 65
T urpen tine , b b l . __0 1  31
T urpen tine, less 1 3801 46 
W in tergreen ,

l e a f _________  6 75 0  7 00
W in terg reen , sw eet

b i r c h ________  3 7504 00
W in terg reen , a r t  1 00@1 25
W orm seed ___  8 5008 75
W o rm w o o d__  10 00010 25

»3 00 
M 75 
»2 50
n  20

Potassium
B ic a r b o n a te ____
B ichrom ate  _____
B ro m id e _________
C arbonate  ______
C hlorate, g ra n ’r  
C hlorate, powd.

or x ta l _______
Cyanide _________
Iodide _________  4
P e r m a n g a n a te _
P ru ss ia te , yellow
P ru ss ia te , r e d _1
Sulphate  _______

35® 40 
15® 25 
45® 50
30<i 35
23® 30

16® 25 
35® 50
6104 84 
35® 45
65® 75 
4501 50 
35® 40

Roots
A lkanet _______  25® 30
Blood, pow dered- 30® 40
C alam us _______  35 0  75
E lecam pane, pwd 25® 30
G entian, poyrd__ 20 0  30
Ginger. A frican,

pow dered ____  25® 30
G inger, J am a ic a  60® 65 
G inger, Jam aica ,

pow dered ___  42® 50
Goldenseal, pow. 5 500 6 00
Ipecac, p o w d ._ @3 00
L i c o r i c e ____ __ 40® 45
Licorice, powd. 2 00  30 
O rris, pow dered 30® 40 
Poke, pow dered 300  35 
R hubarb , powd. 8501 00 
Rosinwood, powd. 30® 36 
Sarsaparilla , H ond.

g r o u n d _1___ @1 00
S arsap arilla  M exican,

g round  _______  ® 50
Squills _________  35® 40
Squills, pow dered 600  70 
T um eric, powd. 17® 25 
V aleran , powd. 40® 50

Seeds
A n is e ___________  35® 40
A nise, pow dered 38® 45
Bird, I s _________  13® 16
C anary  _________  10® 15
C araw ay, Po. ' .55 44® 50
C ardam on ______  @2 00
Celery, powd. .45 .350  40 
C oriander pow. .35 26 0  30
Dill ____   10® 20
F e n n e l l_________  25 0  60
F l a x __________ 08% @ 13
F lax , g r o u n d __ 08% 0  13
F oenugreek  pow. 15 0  25
H e m p ___________  8 0  15
Lobelia, p o w d .___  0 1  25
M ustard , yellow_15® 25
M ustard , b l a c k _ 150 20
P o p p y ____________ 22® 25
Q u in c e ________  2 0002 25
R a p e ___________  150  20
Sabadilla  _______  23® 30
S u n f lo w e r_____ 11 %® 16
W orm , A m erican  30® 40 
W orm  L ev a n t ___  0 4  80

T in c tu res
A conite ________ _
A lo e s ____ _____
A rnica _________
A s a f o e t id a _____
B elladonna _____
B e n z o in ________
Benzoin Comp’d
B u c h u __________
C an tharad ies  _ _
C a p s ic u m ______
C a t e c h u ________
C in c h o n a _______
Colchicum _____
C u b e b s __ _______
D ig i ta l i s ________
G entian  ________
Ginger, D. S . _
G u a i a c _________
Guaiac, Am mon.
Iodine _______ __
Iodine, Colorless
Iron , c l o . ____ _
K ino __________ I
M y r r h _________
N ux V o m ic a ___
Opium _________
Opium, Cam p. . .  
Opium, Deodorz’d 
R h u b a r b ________

P ain ts .

10

Lead, red  d ry  __ 14% @ 
Lead, w hite  d ry  14 %@
Lead, w hite  oil__14%@
Ochre, yellow bbl. ® 
Ochre, yellow less 2%®
P u t t y ___________  6®
Red V enet'n  Am. 3%®
Red V enet’n  E ng. 4®
W hiting , b b l . ___ ®
W h i t i n g ____ __  6%@
L. H . P . P rep —  2 8003 00 
R ogers P rep . __ 2 8003 00

M iscellaneous

A cetanalid  ___  47%® 53
A lu m ___________  08© 12
Alum. powd. and

ground  _______  09® I t
B ism uth , Subni

tra te  _______  3 85 0  4 00
B orax  x ta l o r

p o w d e re d ___  07® 18
C antharades, po. 2 000  5 00
C a lo m e l___ __  l  7601 96
Capsisum , pow’d 48© 55
C a r m in e ______  6 0006 66
C assia  B u d s ___ 25® 30
C lo v e s _________  47® 50
Chalk P rep a red - 14® 1(
C h lo ro fo rm ____  6 7 0  6'
Chloral H y d ra te  1 35 ®1 8(
Cocaine _____  11 60® 12 25
Cocoa B u t t e r ___ 55® 75
Corks, lis t, less 40050%
C o p p e ra s ________ 2%® 10
Copperas, Powd. 4® 10 
Corrosive Sublm  1 4801 63
C ream  T a r t a r ___  35 0  45
C uttle  b o n e ___  55® 75
D extrine  _______  4%® 15
D over’s Pow der 3 500  4 00 
E m ery , All Nos. 100  15 
E m ery , Pow dered  8 0  10 
Epsom  Salts, bbls. 0  3
Epsom  Salts, less 3%® 10
E rgo t, p o w d e re d_®1 60
Flake, W h i t e ___  150  20
Form aldehyde, lb. 19® 30
G e la t in e ______  1 2501 5U
G lassw are, less 56%. 
G lassw are, full case 60%. 
G lauber S alts, bbl. 003%  
G lauber S a lts  less  0 40  10
Glue, B r o w n ___ 2 10  SO
Glue, B row n G rd 15® 20
Glue, W h i t e ___ 27% 0 35
Glue, W hite  Grd. 25® 35
G ly c e r in e ______ _ 2 40  32
H ops ___________  6 50  75
I o d in e ________  6 3006 76
I o d o f o r m ____ _ 7 6007 86
Lead A c e t a t e _ 180 25
Lycopodium  ____  7501 00
M a c e ___________  75 0  80
M ace, pow dered 9501 00
M e n th o l_____  11 00011 25
M o rp h in e____  8 7 00  9 60
N ux V o m ic a ___ 0  30
N ux Vom ica, pow. 17® 25 
P epper b lack  pow. 82 0  35
Pepper, W hite  _ 40 0  45
P itch , B urgundry  100  15
Q u a s s ia ___________12® 15
Q u in in e _________  7201 33
Rochelle S a l t s _ 30 0  40
S a c c h a r i n e _____  0  30
S alt P e t e r ________110  22
Seidlitz M ixture 30 0  40
Soap, g r e e n ___  150  30
Soap m o tt cast. 22% 0  25 
Soap, w hite  castile

case  ___________  @11 50
Soap, w hite  castile

less, p e r b a r _____ @1 25
Soda* A s h ________ 3%@ 10
Soda B icarbonate  3%@10
Soda, Sal ______  03® 08
S p irits  C am phor @1 36
Sulphur, r o i l ___ 3%® 10
Sulphur, Subl. -_ 040  10
T am arin d s  -_____ 20® 25
T a r ta r  E m etic  _ 70 0  75
T urpen tine, V en. 60 0  2 25 
V anilla  Ex. p u re  1 7608 85 
W itch  H azel — 1 4708 00 
SOnc S u lphate  _ 0 6 0  U
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GROCERY PRICE CURRENT
These quotations are carefully corrected weekly, within six hours of mail

ing and are intended to be correct at time of going to press. Prices, however, 
are liable to change at any t*me, and country merchants will have their orders 
Blled at market prices at date of purchase.

ADVANCED
C anned Apples 
N utm egs 
W hite Pepper 
Cheese

DECLINED
Canned Shrim ps 

Nucoa N ut M argarine 
Lenox Soap

AMMONIA
A rctic, 16 oz. _____ 1 75
A rctic , 32 oz. _____ 2 75
I  X  L, 3 doz., 12 oz. 3 75 
P a rso n s, 3 doz. sm all 5 00 
P a rsons, 2 doz. m ed. 4 20 
P a rsons, 1 doz., lge. 3 35 
S ilver Cloud, 3 ds. sm . 4 80 
S ilver Cl’d, 2 dz., m ed. 4 00 
S ilver Cloud, 2 dz. lge. 6 .70 
One case free w ith  five.

A X LE GREASE

48, 1 l b . _____________ 4 25
24, 3 lb. _____________ 5 50
10 lb. pails, p e r  doz. 8 20 
15 lb. pails, p e r doz. 11 20 
26 lb. pails, p e r doz 17 70

BAKING POW DERS 
A rctic , 7 oz. tu m b le r 1 35 
C alum et, 4 oz., doz. 95 
C alum et, 8 oz., doz. 1 95 
C alum et, 16 oz., d oz .'  3 35 
C alum et, 5 lb., doz. 12 75 
C alum et, 10 lb., doz. 19 00
K. C., 10c d o z .___  92)6
K. C., 15c d o z .__   1 37)4
K. C., 20c d o z . ____ 1 80
K. C., 25c d o z . _____ 2 30
K. C., 50c d o z . ______4 40
K . C.. 80c d o z . _____ 6 85
K. C., 10 lb. doz. _ 13 50
Queen F lake. 6 oz. __ l  25
Queen Blake, 16 o z ._2 25
Queen F lake, 100 lb. keg  11 
Q ueen F lake , 25 lb. keg  14
Royal, 10c, doz. ______ 95
Royal, 6 oz., doz. __ 2 70
Royal, 12 oz., doz__5 20
Royal, 5 l b . _________ 31 20
Ryzon, 4 oz., d o z ._1 35
Ryzon, 8 oz., doz. __ 2 25 
Ryzon, 16 oz., doz. __ 4 05
Ryzon, 5 l b . ________ 18 00
Rocket, 16 oz., doz. 1 25 

BLUING

BROOMS
S tan d ard  P a rlo r, 23 lb. 8 00 
F ancy  P a rlo r, 23 lb. 9 60 
Ex F ancy  P a rlo r 25 lb 10 50 
Ex. Fey. P a rlo r 26 lb 11 00
Toy ----------------------------2 25
W hisk, No. 3 _______ 1 2 35

Rich & F rance  B rands
Special —___________  8 00
No. 24 Good V a lu e _8 75
No. 25 V elvet ______ 10 00
No. 25, Special ____  9 50
No. 27 Q u a l i t y _____ 11 00
No. 22 M iss D andy __ 11 00
No. B-2 B. O. E . ___ 10 50
W arehouse, 36 lb. __ 11  00 
B.O .E. W ’house, 32 lb. 10 50 

BRUSHES 
Scrub

Solid B ack, 8 i n . ___ 1 50
Solid B ack, 1 i n . ___ 1 75
Pointed  E nds ________ 1 25

Stove
No. 1 ________________ 1 10
No. 2 ________________1 35

Shoe
No. 1 _______ ________  90
No. 2 ------------------------ 1 25
No. 3 ________________2 00

BU TTER  COLOR 
Dandelion, 25c size __ 2 85 
N edrow , 3 oz.. doz. 2 50

S ardines, Im . %, ea. 10@28 
S ardines, Im ., %, ea. 25 
S ardines, Cal. __ 1 7502 10
Tuna, %, A lb o c o r e_95
T uha , %, N e k c o ___ 1 65
T una , %, R e g e n t__ 2 25

CANNED MEAT.
Bacon, Med. B eechnu t 2 40 
Bacon, Lge. B eechnut 4 05
Beef, No. 1, C o r n e d _2 60
Beef, No. 1. R oast __ 2 35 
Beef. No. )4 Kose Sli. 1 75 
B eet, No. ) i ,  Q ua. Sli. 2 10 
Beef, No. 1, Q ua. sli. 3 16 
Beef, No. 1, B ’n u t, sli. 5 10 
Beef, No. %. B ’n u t sU. 2 80 
B eefs teak  & Onions, a  3 16 
Chili Con Ca., I s  1 35@1 45 
D eviled H am , % s ___ 2 20
Deviled H am , % s __ 3 60
H am b u rg  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. % 1 85 
V ienna Saus., No. % 1 36 
Veal Loaf, M edium  __ 2 30

BU TTER SU B STITU TES

O riginal

condensed P ea rl
I Crow n Capped 

4 doz., 10c dz. 85

dz. 15c, dz. 1 25ig*BJ
Silver Cloud, 3 dz. sm . 3 80 
S ilver Cloud, 2 dz. lge. 3 80 
w ith  p e rfo rated  crow ns. 
One case free  w ith  five.

B REA K FA ST FOODS 
C racked W heat, 24-2 3 85
C ream  of W h ea t _____ 6 90
P illsbu ry ’s B es t C er’l 2 20
Q uaker Puffed  R ice_5 45
Q uaker Puffed  W h ea t 4 30 
Q u ak er B rfs t B iscu it 1 90
R alston  P u r i n a ___ __4 00
R alston  B r a n z o s __2 70
R alston  Food, l a r g e _3 60
Saxon W h ea t F o o d _3 75

I. VAN W ESTEN BRUG G E
C arload D is tribu to r

1 lb. c a r t o n s ________ 23%
2 a n d  5 l b . ________ 23

CANDLES
E lec tric  L igh t, 40 lbs. 12.1
P lum ber, 40 l b s . ___ 12.8
Paraffine, 6s ____  , 14%
Paraffine, 12s ______   14%
W icking ____________ 40
Tudor, 6s, p e r b o x _30

CANNED FR U IT . 
Apples, 3 lb. S tan d a rd  1 75
A pples, No. 1 0 _4 50@4 75
Apple Sauce, No. 2_ 2 00 
A pricots, No. 1 1 90@2 00
A pricots, No. 2 _____ 2 25
A pricots, No. 2% 2 2503 50 
A pricots, No. 10 9 00@13 60
B lackberries , No. 10_9 00
B lueber’s, No. 2, l-75@2 60
B lueberries, No. 10_11 60
C herries, No. 2_S 00 @3 50
C herries, No. 2% 4 00@4 95 
C herr’s, No. 10 11 50 @12 00 
L oganberries , No. 2 _  3 00
Peaches, No. 1 ____ 1 85
Peaches, No. 1. Sliced 1 40
Peaches, No. 2 _____ 2 76
Peaches, No. 2%, M ich 3 26 
Peaches, 2% Cal. 3 00® 3 75 
Peaches, No. 10, M ich 7 76 
P ineapple , 1 /  sliced __ 2 10
Pineapple , 2, s l i c e d _3 60
P ineapple , 2, B rk  slic. 3 00 
P ineapple , 2%, sliced 4 25 
P ineapple, No. 2, crus. 2 50 
Pineap., 10, cru . 11 50012 00
P ears , No. 2 _______ 3 26
P ears , No. 2 % ______4 25
P lum s, No. 2 _ _ _ _ _ _  2 26
P lum s, No. 2% ______3 00
R aspberries  No. 2, blk. 3 25 
R aspb ’s, Red, No. 10 9 76 
R aspb ’s, B lack  No. 10 11 00 
R hubarb , No. 1 0 ____ 6 25

Shred. W hea t B iscu it 3 85
V ita  W heat, 1 2 s ______ 1 80

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 76
P ostum  Cereal, 1 2 s _2 25
T ost T oasties, 3 6 s _2 95
P o s t T oasties, 2 4 s _2 85
P o s t’s  B ran , 24s ____ 2 70

CANNED FISH .
Clam Ch’der, 10% oz. 1 35 
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 oz. 3 30 
Clam  Bouillon. 7 oz._ 2 50 
Chicken H addie, No. 1 2 76 
F ish  F lakes, sm all __ 1 36 
Cod F ish  Cake. 10 oz. 1 85
Cove O ysters, 5 o z ._1 75
L obster, No. %, S ta r  2 90 
Shrim p, No. 1, w et __ 1 80 
S a rd ’s, % Oil, k. 4 25@4 75 
Sardines, % Oil, k ’less 3 85 
Sard ines, % Sm oked 7 00 
Salm on, W arren s, %s 2 75 
Salm on. R ed A laska— 2 80 
Salm on, M ed. A laska  1 65 
Salm on, P in k  A lask a  1 60

Baked B eans
B eechnut, 16 oz. _ _ _  1 40
C a m p b e lls _______  1 16
C lim atic Gem, 18 oz. 1 00
F rem on t, No. 2 _____ 1 25
Snider, No. 1 _______  95
Snider, No. 2 _______ 1 35
V an Cam p, S m a l l_92%
V an Cam p, M e d .__ 1 15
CANNED V EG ETA BLES.

A sparagus.
No. 1, G reen tip s  _ _  4 04 
No. 2%, Lge. Gr. 3 7504 60 
W ax B eans, 2s 1 3503 76
W ax B eans, No. 10 _ 6 06
G reen B eans, 2s 1 60@4 75 
G reen B eans, No. 14— 8 26 
L im a B eans, No. 2 G r. 2 00 
L im a B eans, 2s, Soaked 96 
Red K id., No. 2 1 3001 55 
B eets, No. 2, wb. 1 6002 40 
B eets, No. 2, c u t  1 2601  76 
B eets, No. 3, c u t 1 4002 1C 
Corn, No. 2, S t. 1 00® 1 10 
Corn, No. 2, E x .-S tan . 1 56 
Corn, No. 2, F a n  1 6002 26 
Corn, No. 2, Fy. g la ss  3 26
Corn, No. 10 _______ 7 26
H om iny, No. 3 1 1501 35
O kra, No. 2, whole _ 1 90
O kra, No. 2, c u t _ _ _  1 60 
D ehydra ted  V eg Soup 90 
D ehydra ted  P o ta to es , lb 45
M ushroom s, H o t e l s __  40
M ushroom s, Choice ___ 48
M ushroom s, S u r E x tra  70 
P eas, No. 2, E .J . 1 2501 80 
P eas, No. 2, S ift.,

J u n e _________  1  6002  16
P eas, No. 2, E x. SifL
„  E . J ----------------- 1 9002 10
P eas, Ex. F ine, F ren ch  29 
P um pkin , No. 3 1 4501 75
P um pkin , No. 1 0 ___ 4 00
P im entos, %, each  15018 
P im entos, %, each  _  27 
S w 't P o ta toes , No. 2% 2 16
S au rk rau t, No. 3 ___ 1  66
Succotash , No. 2 1 60 0  2 35 
Succotash , No. 2, g lass  3 45
Spinach, No. 1 _______1 35
Spinach, No. 2 1 4501 60
Spinach, No. 3 2 1502 25
Spinach, No. 1 0 ______ 6 00
T om atoes, No. 2 1 3001 60 
T om atoes, No. 3 1 90 0  2 25 
T om atoes, No. 2 g lass  2 85 
T om atoes, No. 1 0 _____6 00

CATSUP.
B -n u t, Sm all _______ 1 80
Lilly  Valley, 14 oz. __ 2 25
Libby, 14 o z . _________ 2 26
Libby, 8 o z . ___________ 1 60
Lilly  V alley, 14 oz. _  2 SF
Lilly  V alley, % P in t 1 6-
P a ram o u n t, 24, 8s _____ 1  46
P aram o u n t, 24, 1 6 s _2 40
P aram o u n t, 6, 1 0 s ___ 10 00
Sniders, 8 o z . _________ 1 75
Sniders. 16 oz. ______ 2 76
V an Cam p. 8 oz. ____ 1 7R
V an Cam p, 16 o z . _

C H E E S E
R oquefort ___________  50
K ra f t  Sm all t i n s ___ 1 70
K ra f t  A m e r i c a n ____ 1 70
Chili, sm all tin s  ___ 1 70
P im ento , sm all tin s— 1 70 
R oquefort, sm all tin s  2 50 
C am enbert, sm all tin s  2 60
B rick  _______________ 26
W isconsin F l a t s _____ 25
W isconsin D aisy  ___ 26
Longhorn  ___________ 26
M ichigan F u ll C ream  24 
N ew  Y ork F u ll C ream  33 
Sap S a g o ___________ 32

CH EW IN G  GUM
A dam s B lack  J a c k ___ 65
A dam s B lo o d b e r r y __ _ 66
A dam s Calif. F ru i t  _ _ _  65
A dam s Sen S e n _____ 65
B eem an’s  P epsin  ______ 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 rigleys__ 65 
Spearm in t, W rig leys „  65
W rig ley’s  P -K  ________ 65
Zeno ___________________ 65

CHOCOLATE.
B aker, C aracas, % s _37
B aker, C aracas, % s _35
B aker, P rem ium , %s __ 37
B aker, P rem ium , % s _34
B aker, P rem ium , % s _34
H ersheys, P rem ium , %s 35 
H ersheys, P rem ium , % s 36 
R unkle, P rem ium , %s_ 34 
R unkle, P rem ium , %s_ 37
V ienna Sw eet, 2 4 s __ 1 76

COCOA.
B ak e r’s % s ____________ 40
B ak e r’s  %s ____________ 36
B unte , % s ____________ 43
B unte , % l b . ______   35
B un te , lb. _____________ 32
D roste’s  D utch , 1 lb__9 00
D roste’s  D utch , % lb. 4 75 
D roste ’s  D utch , % lb. 2 00
H ersheys, %s _________ 33
H ersheys, % s _________ 28
H uyler ____________  36
Lowney, % s ____________ 40
Downey, % s _____ _____ 40
Low ney, %s _______  38
Low ney, 5 lb. c a n s ___ 31
V an H outen , % s ____ _ 76
V an H ou ten . % s ___ __75

COCOANUT.
%s, 6 lb. case  D unham  60
%s, 5 lb. c a s e _________ 48
%s & %s, 15 lb. case 49 
B ulk, b a rre ls  Shredded 20 
96 2 oz. pkgs., p e r case 8 00 
48 4 oz. pkgs., p e r case  7 00 

CLO TH ES LIN E.
H em p, 50 f t _________ 2 00
T w isted  C otton, 50 f t. 1 75
B raided , 50 ft. _______ 2 76
Sash C o r d ____________ 4 00

CIGARS 
Lewellyn & Co.

Mi Lola

C O FFE E  ROASTED 
Bulk

Rio __________________  18
S antos ____________  23025
M a r a c a ib o _____________ 29
G u a te m a la ____________ 28
J a v a  an d  M ocha ______ 39
B o g o t a _______ ________ 30
P e a b e r r y ____________   26

C hristian  Coffee Co. 
A m ber Coffee, 1 lb. c a r t.  31 
C rescen t Coffee, 1 lb. c t. 26
A m ber T ea  (bulk) ____ 47

M cL aughlin 's XXXX 
M cL aughlin’s  XXX X  p ack 
age coffee is  sold to  re ta il
e rs  only. M ail a ll o rders  
d irec t to  W . F . M cL augh
lin & Co.. Chicago.

Coffee E x trac ts
N. Y., p e r  1 0 0 _____   11
F ra n k 's  60 p k g s .____ _ 4 25
H um m el’s  50 1 lb. __ 10%

CONDENSED
Eagle, 4 d o z .___
L eader, 4 d o z ._

MILK
____ 9 00
------ 6 60

MILK COMPOUND

gebe. T all, 4 doz. _  4 60 
ebe, B aby, 8 doz. _  4 40 
C arotene, T all, 4 doz. 4 00 

Carolene, B a b y _____ 3 60

EVAPORATED MILK

Capitol, 60s 125 00
F av o rita , 50s 115 00
V ictory, 6 0 s _______ 95 00
Buckeye, 50s _____ 76 00
P an e te la , 50s _ _ 75 00
L aS o re tta  (sm okers) 70 0)
W olverine. 60s 75 00

G arc ia  M aster
Cafe, 1 0 0 s__________ .  37 60

Sw ift
W olverine, 50s 130 00
Suprem e, 50s 110 00
B ostonian , 50s _ ._ 95 00
P erfec to , 5 0 s ______ 95 00
B lunts, 5 0 s ___  __ 75 00
C abinet, 5 0 s _____ 73 00
W orden G rocer Co. B rands 

H a rv e s te r  L ine.
K iddies, 1 0 0 s _______  37 50
R ecord B reakers , 50s 75 00
Delmonico, 5 0 s _____  75 00
E picure  P an e te la , 50 75 00
P erfec to , 5 0 s _____  95 00

The L a  A zora L ine.
A greem ent, 50s ____  68 00
W ashing ton , 5 0 s ___  75 00

W ebster C igar Co. 
P laza , 50s, W ood _  95 00 
P an te lla , 50, W ood _ 95 00
Coronado, .50 T i n _ 95 00
Belm ont, 50s, W ood 110 00 
St. Reges, 50s, W ood 125 00 
V anderbilt, 25s, W d. 140 00 

Vanden Berge B rands 
Chas, th e  E igh th , 50s 75 00
W h a l e - B a c k ____ 50s 58 00
B lackstone  _____ 50s 95 00
E l P roducto  B oquet- 75 00 
El P roducto , P u r i

tano -F inos  _______  92 00
Snuff.

C openhagen, 10c, roll 64
Seal B landening , 10c_ 64
Seal G oteborg, 10c, roll 64 
Seal Swe. R apee, 10c 64
Seal N orkopping, 10c 64
Seal N orkopping 1 lb. 86 

CONFECTIONERY 
S tick  C andy P a ils

S tan d a rd  ___________ 17
Jum bo W r a p p e d ___ 19
P ure  S u g ar S tick , 600’s  4 20 
B ig S tick, 20 Lb. case 19 

Mixed Candy P a ils
K in d erg a rten  _______ 18
L e a d e r ______________ 17
X. L . O. ____________ 15
F ren ch  C r e a m s ______ 20
Cam eo __________ ___ 19
G rocers _____________ 13

Fancy  Chocolates
5 lb. Boxes 

B itte rsw ee ts , A ss’ted  1 75
Choc M arshm allow  D p 1 76
M ilk Chocolate A A_2 00
Nibble S t i c k s _______ 2 00

1 36

CREAM OF TARTAR 
6 lb. b o x e s ___________ 40

DRIED FR U ITS 
Apples

Evap. Choice, b u lk .__ 13
A pricots

E vapora ted , Choice __ 26
E v apora ted , F an cy  __ 30
E vapora ted , S l a b s ____ 22

Citron
10 lb. b o x _____________ 55

C u rran ts
P ackage , 14 o z . _______ 20
Boxes, Bulk, p e r lb. __ 20 

Peaches
E vap. Fancy, U npeeled 19
E vap . F ancy , Peeled  _22

Peel
Lem on, A m erican _____ 26
O range, A m erican  ______28

R aisins
Seeded, b u l k ________ 13
Seeded, 15 oz. p k g ._14%
Seedless, T h o m p s o n _12%
Seedless, 15 oz. pkg. 14 

C alifornia P runes
90-100 25 lb. b o x e s_@10
80-90, 25 lb. boxes „@ 11
70-80, 25 lb. b o x e s ____@12
60-70, 25 lb. b o x e s ____ @12%
50-60, 25 lb. b o x e s ____@13%
40-50, 25 lb. b o x e s ____ @15
30-40, 25 lb. b o x e s ____@18

FARINACEOUS GOODS 
Beans

Med. H an d  P i c k e d _09
Cal. L i m a s _________ 11 %
B row n, Sw edish _ _ _  08
Red K id n e y __________ 09%

F arin a
24 packages  _______ 2 10
Bulk, p e r 100 l b s . ___ 05

Hom iny
Pearl, 100 lb. sM k  _  2 60 

M acaroni
D om estic, 20 lb. box 07% 
D om estic, broken, box 05% 
A rm ours, 2 doz., 8 oz. 1 80 
Fou ld’s, 2 doz., 8 oz. 1 80
Q uaker, 2 doz. _____ 1 85

P earl Barley
C hester _____________ 4 00
00 an d  0000 ________ •_ 6 00
B arley  G rits  _______ 4 25

P eas
Scotch, l b . _________   08%
Split, l b . ____________ 08

Sago
E a s t I n d i a __________ 10

Tapioca
P earl, 100 lb. sacks  __ 10 
M inute, 8 oz., 3 doz. 4 05
D rom edary  I n s t a n t_3 50
FLAVORING EXTRACTS

6 00 
3 75 
5 25

75
CHILI SAUCE.

Snider. 16 o z . ________ 8 25
Snider. 8 oz. ________ 2 26
Lilly  Valley, % P in t 2 25

OYSTER COCKTAIL.
Sniders, 16 o z . _____ 3 25
Sniders, 8 oz. _ _ _ _ _  2 25

Blue G rass, T all. 48 
Blue G rass, B aby, 72 
C arnation , T all, 4 doz. 
C arnation , B aby, 8 dz. 6 15
E very  D ay, T a l l ___ 6 26
D anish P ride, t a l l _5 25
D anish P ride. 8 doz. 5 15
E very  D ay, B a b y ___ 4 00
Goshen, T all _________ 5 00
Goshen, G a l lo n _______ 5 00
O atm an 's  D un., 4 doz. 5 25 
O a tm an’s  D un., 8 doz. 5 15
P e t, T a l l _____________ 6 26
P e t. Baby, 8 o z . ____5 IS
B orden’s, T all ____ ;_5 25
B orden’s, B aby  ______ 5 15
V an Cam p, T a l l __ 6 25
V an Cam p, B aby  , 3 96

P rim rose Choc.
No. 12 Choc., D ark  _ 1 75 
No. 12 Choc., L ig h t _ 1 85 
Chocolate N u t Rolls _ 1 90 

Gum Drops P a ils
A nise ____________ ___17
Orange G u m s ______ 17
Challenge G u m s ____ _ 14
F a v o r i t e _________ _ 20
S uperio r ____________ 21

Lozenges. * P a ils  
A. A. Pep. Lozenges 19
A. A. P in k  Lozenges 19
A. A. Choc. Lozenges 20
M otto H e a r t s ______20
M alted M ilk Lozenges 22 

H ard  Goods. P a ils
Lem on D rops ______ 21
O. F . H orehound  dps. 20
A nise S q u a r e s _______20
P e a n u t S q u a r e s _____ 20
H orehound T ab le ts  __ 20 

Cough Drops Bxs.
P u tn a m ’s ___________ 1  30
S m ith  B r o s ._________ 1 50

P ackage Goods 
C ream ery  M arshm allow s 

4 oz. pkg., 12s, c a r t.  1 06 
4 oz. pkg., 48s, case  4 00 

Specialties.
C ocoanut P i n k s _____ 22
W alnu t Fudge _______ 23
Pineapple Fudge _____ 21
Ita lian  Bon B o n e _____ 18
N atio n a l C ream  M ints 30 
S ilver K ing M. M allows 32
Hello, H iram , 2 4 s ___ 1 50
W aln u t Sundae, 24, 6c 85
N eapolitan , 24, 5 c ___  85
Y ankee Jack , 24, 5c __ 85
G ladiator, 24, 1 0 c ___ 1 60
Mich. S ugar Ca., 24, 5c 85
P a l O Mine, 24, 5 c ___  85

COUPON BOOKS
50 Econom ic g r a d e _2 50
100 Econom ic g r a d e _4 50
500 Econom ic g rad e  20 00 
1,000 Econom ic g rade  37 50 

W here 1,000 books a re  
ordered  a t  a  tim e, spec ia l
ly p r in t fro n t cover is 
furn ished  w ith o u t charge. 

CRISCO.
36s, 24s and  12s.

Less th an  5 c a s e s __ 21
Five cases ___________ 20%
Ten c a s e s ____________ 20
T w entyrfive c a s e s __ 19%

6s and  4s
L ess th a n  5 c a s e s _20%
F ive  cases ___  19*4
T en eases ___   19%
Tw enty-five  c a s e s _19

Doz.
Lemon

15 00 
29 00

Dob,
Vanilla

— % o u n c e_1 50
—1 % o u n c e _
—2% o u n c e_
— 2 ounce _
—4 ounce _
— 8 ounce _
—16 ounce

2 00 
3 25 
3 00 
5 50 
9 60 

18 00
! ounce _ 34 00

FLOUR AND FE ED  
Valley C ity  M illing Co. 

L ily  W hite , % P a p e r
sack  _____________

H a rv e s t Queen, 24%
L ig h t L oaf Spring

W heat, 24s ______
Roller C ham pion 24%
Snow F lake, 24%s __ 
G raham  25 lb. per cw t 
Golden G ranu la ted  Meal,

2 lbs., pe r cw t., N  
Row ena P an cak e  Com

pound, 5 lb. sack__
B uckw heat Compound,

5 lb. s a c k _________
W atson  H igg ins M illing 

„  Co.
N ew  P erfection , %s_7 60
Red A rrow , % s ____ 7 80

W orden G rocer Co. 
A m erican  Eagle, Q uaker, 
P u re  Gold, F o res t K ing, 
W inner.

Meal
Gr. G rain  M. Co.

Bolted ______ _______ 2 55
Golden G ranu la ted  2 70 "

W heat
No. 1 R e d ____________1 25
No. 1 W hite  ____ __1 23

O ats
C arlo ts  _____________ 62%
L ess th a n  C a r lo t s __ 58

Corn
C arlo ts  ____________  91
L ess th a n  C a r lo t s __  97

H ay
C arlo ts ______ _____ 16 00
Less th a n  C a r lo t s_ 20 00

Feed
S tree t C ar F e e d __  37 00
No. 1 Corn & O at F d  37 00
C racked Corn _____  37 00
C oarse Corn M eal _  37 00

«6*
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FR U IT  JA R S 
M ason, p ts ., p e r g ross 7 65 
M ason, q ts ., p e r g ross 8 90 
M ason, % gal., g ross 11 90 
Ideal G lass Top, p ts . 9 15 
Ideal G lass Top, q ts . 10 -00 
Ideal G lass Top, Mi

gallon ___________ 15 40

GELA TIN E
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 doz. ______ 4 05
P lym outh , W hite  ____ 1 SR

HORSE RADISH 
P e r  doz., 6 oz. ______ 1 05
JE L L Y  AND PR ESER V ES
P ure, 30 lb. p a l l s __ _ 3 15
Pure. 7 os. A sst., doz. 1 20 
Buckeye, 22 oz., doz. 2 10
O. B., 15 oz:, p e r doz. 1 40

JE L L Y  GLASSES 
8 oz., p e r doz. _______ 35

M ATCHES.
Blue Ribbon, 144 box, 7 55 
S earchlight, 144 box. 8 00 
Safe H om e, 144 boxes 8 06 
Red S tick , 720 lc  bxs 5 60 
Red D iam ond, 144 bx 6 00

Cleveland M atch Co. 
B rands

Old P a l, 144 Boxes . .  8 00 
B uddie, 144 B o x e s _6 75

S afe ty  M atches. 
Q uaker, 5 gro. case 4 75 
Red Top, 5 gro. case 5 25

MINCE MEAT.
None Such. 3 doz. — 4 85 
Q uaker, 3 doz. case — 3 75 
Libby* K egs, W et, lb. 24

MOLASSES.

o . & L. 24-2 lb. ----- 4
o . & L. 24-2% lb. — 5
o . & L. 12-5 lb. ----- 5
o . & L. 6-10 lb. _____ 4

Shelled
A lm o n d s________ - ___ 65
P ean u ts , Spanish,

125 lb. b a g s _____ __13%
F ilb erts  ___________ _50
P ecans ______________ 1 05
W aln u ts  ____________  50

OLIVES.
Bulk, 2 gal. k e g ___ 4 00
B ulk, 3 gal. k e g ___ 5 80
Bulk, 5 gal. k e g ___ 9 25
Q uart, J a r s , d o z e n _6 25
P in t J a rs ,  dozen __ 3 75
4 oz. J a r ,  p lain, doz. 1 45 
5% oz. J a r ,  pi., doz. 1 60 
9 oz. J a r ,  p lain, doz. 2 80 
16% oz. J a r , PI. doz. 4 50 
4 oz. J a r  s t u f f e d __ 1 90
8 oz. J a r ,  S tu ., doz. 3 40
9 oz. J a r ,  Stuffed, doz. 4 00 

■ 12 oz. J a r ,  Stuffed, dz. 5 00
PE A N U T BU TTER.

Bel Car-M o B rand 
8 oz. 2 doz. in  case 3 30
24 1 lb. pails ______ 5 75
12 2 lb. pails ______5 60
5 lb. pails 6 in c ra te  6 10 
14 lb. pails __________ 18%
25 lb. pails __________ 18%
50 lb. tin s  ___________ 18
PETROLEUM  PRODUCTS 

Iron  B arre ls
Perfection  K e r o s in e _12.6
Red Crown Gasoline,

T ank  W agon ___ _ 21.8
Gas M achine Gasoline 38.8 
V. M. & P. N ap h th a  25.2
Capitol C ylinder ____ 42.2
A tlan tic  Red E n g in e . 23.2 
W in te r B lack  _______ 13.7

Cpolarine
Iron B arrels.

M edium L i g h t ________ 59.2
M edium heavy  ______ 61.2
H eavy ________________ 64.2
E x tra  h e a v y _'_______ 69.2
T ransm ission  Oil ___ ; 59.2
Finoi, 4 oz. cans, doz. 1.40 
Finol, 8 oz. cans, doz. 1.90
P arow ax , 100, 1 l b . __ 6.7
Parow ax , 40, 1 l b . __6.9
Parow ax , 20, 1 l b . __7.1

Gold B rer R abbit 
No. 10, 6 cans to  case 6 10 
No. 5, 12 cans to  case 5 35 
No. 2%, 24 cans  to  cs. 5 60 
No. 1%, 36 cans  to cs. 4 60

Green B rer R abbit 
No. 10, 6 cans to case 3 65 
No. 5, 12 cans  to  case 3 90 
No. 2%, 24 cans  to cs. 4 15 
No. 1%, 36 cans to cs. 3 50

A un t Dinah Brand.
No. 10, 6 cans to case 2 85 
No. 5, 12 cans  to  case 3 10 
No. 2%, 24 cans to cs. 3 35 
No. 1%, 36 cans to  cs. 2 90

New Orleans
F an cy  Open K e ttle  —  55
C h o ic e --------------------------
F a ir  ___________________

H alf b a rre ls  5c e x tra

M olasses in  Cans.
Red H en 24, 2 lb. __ 2 70 
Red H en, 24, 2% lb. 3 25 
Red H en, 12, 5 lb. ~  3 "0 
Red H en, 6, 10 lb. - -  2 80 
G inger Cake, 24, 2 lb. 3 10 
G inger Cake, 24, 2% lb. 4 00 
G inger Cake, 12, 6 lb. 3 75 
G inger Cake, 6, 10 lb. 3 50 " -  — |  5o

30 
00 
75

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 
Dove, 24, 2% lb. B lack 3 90 
Dove. 6, 10 lb. Blue L 4 45 
P alm etto , 24, 2% lb. 4 40

NUTS.
Whole

Almonds, Terregona__ 19
Brazil, L arge  ----------- 14
Fancy  m ix e d --------------20
F ilberts, S icily -------- 15
P eanu ts, V irg in ia, raw  11 
P eanu ts. V ir. ro as ted  13 
P ean u ts , Jum bo raw  13% 
P ean u ts , Jum bo, rs td  15%
Pecans, 3 s t a r _______ 22
Pecans. Jum bo _____ 80
W alnuts, C a l i fo rn ia_28

S alted  P ean u ts
Fancy, No. 1 _____ . „  17%
Jumbo 20

Pork.
H eavy  h o g s _________ 08
M edium h o g s ______ 10
L igh t hogs _________ 10
L oins __________________ 15
B u tts  __________________ 14
Shoulders ___________ 12 -
H am s _______________ 18
S pareribs ___________ 10
N eck b o n e s _________ 05

PROVISIONS 
B arreled Pork 

C lear B ack __ 23 00® 24 00 
S hort C ut C lear 22 00@23 00
C léar F am ily_ 27 00@2S 00

Dry S alt M eats 
S P  Bellies __ 16 00@11 00 

L ard
80 lb. t u b s ___ advance %
P u re  in tie rces  ________ 13
C aliforn ia  H am s 11 @12
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. p a i l s ___advance 1
3 lb. p a i l s ___advance 1

S ausages
Bologna ______________ 12
L iver _________________ 12
F ran k fo rt ____________ 16
P o rk  ______________ 18@20
V e a l _______________   11
T o n g u e _______________ 11
H eadcheese __________ 14

Sm oked M eats 
H am s, 14-16, lb. __ 20@ 23 
H am s, 16-18, lb. __ 20® 23 
H am , dried  beef

se ts  __________ 38 ®3!>
C alifo rn ia  H am s 11 - @12 
Picnic Boiled

H am s ________  30 @32
Boiled H a m s _32 @35
M inced H a m s _14 @15
Bacon __________ 22 @34

Beef
B o n e l e s s ___  23 00® 24 00
Rum p, n e w _ 23 00@24 00

Mlnoe M eat
Condensed No. 1 car. 2 00

2 16

Condensed B akers brick
M oist in  g lass  —.___ 8

P ig ’s Fee t
% bbls. _____________ 2
% bbls., 35 lbs. __. 4
% bbls. __ _________ 7
1 bbl. ___________ ___ 14

Tripe
K its, 15 lbs. _____
% bbls., 40 lbs. . . .___ 1
% bbls., 80 lbs. __.___ 3

Sem dac, 12 pt. cans 2 70 
Sem dac, 12 qt. cans  4 00

PICK LES 
Medium S our

B arrel, 1,200 c o u n t_16 00
H alf bbls., 600 coun t 9 00
10 gallon kegs ___  6 75

Sw eet Sm all
30 gallon, 2400 ____  33 00
15 gallon, 2000 _____ 17 50
10 gallon, 800 _______ 12 75

Dill Pickles.
600 Size, 15 g a l . ___  9 00

P IP E S
Cob, 3 doz. in bx  00@1 20

PLAYING CARDS
B roadw ay, p e r d o z ._2 40
Blue R ibbon _________ 4 00
B ic y c le _____________ -  4 25

POTASH
B ab b itt’s 2 d o z .______ 2 75

FR ESH  MEATS 
Beef.

Top S teers  & H eif. 14@15 
Good S teers  & Heif. 13@14 
Med. S teers  & H eif. 11@12 
Com. S teers  & H eif. 09@10 

Cows.
T o p ________________  11
Good ___________________ 10
M edium ____ ___—___ 08
Common _______________ 07

Veal.
Top ________________ —  12
Good ___________________ 11
M edium _______________  9

Lam b.
Good ________________  24
M edium ___________  23
P oor ________________  18

M utton.
Good ________________ 15
M edium   18
W or .

SALT
Colonial 24, 2 l b . ___  90
Med. No. 1, B b l s .__ 2 80
Med. No. 1, 100 lb. bg. 95 
F a rm e r Spec.., 70 lb. 95 
P ack ers  M eat, 56 lb. 63 
P ackers fo r ice cream

100 lb., e a c h _____  95
Blocks, 50 l b . ______ 47
B u tte r  Salt, 280 lb. bbl. 4 50 
B aker Salt. 280 lb. bbl. 4 25
100, 3 lb. Table ____ 6 07
60, 6 lb. Table  _____ 6 57
30. 10 lb. T a b l e _____ 5 30
28 lb. bags, b u t t e r   48

¿ r  ~ . Tv ’

Hortons

Salt
QfpnljRE]

90

Casings
H ogs, per lb. _______  @42
Beef, round  s e t ___ 14@26
Beef, m iddles, set_25®30
Sheep, a  skein  1 75@2 00 

RICE
F an cy  H e a d ________ 08
Blue Rose _________ 05%
B roken _____________  03%

ROLLED OAT8 
S teel C ut, 100 lb. sks. 4 75 
S ilver F lake , 10 F am . 1 90
Q uaker, 18 R e g u l a r_1 80
Q uaker, 12s F a m i ly _2 65
M others. 25s, IU’num  4 40 
S ilver F lake, 18 Reg. 1 45
Sacks, 90 lb. J u t e ___ 3 00
Sacks, 90 lb. C otton_3 10

SALERATUS
Arm and  H a m m e r_3 76

SAL SODA
G ranulated , bbls. ___ 1 75
G ranulated , 100 lbs cs 2 10 
G ranu lated , 36 2% lb.

packages _________ 2 40
COD FISH *

M iddles !______________  15
T able ts , 1 lb. P u r e __  19
T ablets , % lb. P u re ,

doz. _______________ 1 40
W ood boxes, P u re  ____ 26
Whole C o d ___________  12

Holland H erring
M ilkers, kegs _______ 1 15
Y. M. K egs ________ 1 00
Y. M. H a lf bbls. „  8 50
Y. M. bbls. ________ 16 50

H erring
K K  K  K , N orw ay __ 20 00
8 lb. pails _________ 1 40
C ut L unch _________ 1 00
Boned, 10 lb. b o x e s_16%

Lake H erring  
% bbl., 100 l b s . ____ 6 00

T ubs, 100 lb. fancy  fa tl2  00
T ubs, 60 co u n t _____ 5 25

W hite Fish
Med. F ancy , 100 lb. 13 00

SHOE BLACKENING.
2 in 1, P as te , d o z . _1 35
E. Z. Com bination, dz. 1 35
D ri-Foo t, doz. _____ 2 00
Bixbys, Doz. ________ 1 35
Shinola, doz. _______  90

STOVE POLISH.
Blackine, per d o z ._1 35
B lack Silk L iquid, dz. 1 40 
B lack Silk P a s te , doz. 1 25 
E nam aline  P as te , doz. 1 35 
E nam aline  Liquid, dz. 1 35 
E  Z Liquid, p e r doz. 1 40
R adium , p e r d o z .__ _ 1 85
R ising  Sun, per doz. 1 35 
654 Stove E nam el, dz. 2 85 
Vulcanol, No. 5, doz. 95 
Vulcanol, No. 10, doz. 1 35 
Stfivoll, p e r doz. ____ 8 00

P er case, 24 2 l b s . _2 40
Five case lo ts ______ 2 30

SOAP

Am. Fam ily , 100 box 6 00
E xport, 120 box ____ 4 65
F lake  W hite , 100 box 4 55 
F e ls  N ap tha, 700 box 6 00 
G rdm a W hite  N a. 100s 5 00 
Rub No M ore W hite

N aptha, 100 b o x _5 00
Swifc Classic, 100 box 5 25 
20 Mule B orax , 100 bx 7 55
Wool, 100 box ___  6 50
F a lrv , 100 box ______ 5 60
Jap  Rose, 100 b o x ___ 7 85
Palm  Olive, 144 box 11 00
Lava, 100 b o x ________ 4 90
Pum m o, 100 box ____ 4 85
S w eetheart, 100 box _ 5 70 
G randpa T ar, 50 sm . 2 00 
G randpa T a r, 50 Lge 3 35 
F a lrbank  T a r, 100 bx 4 00
Trilby, 100, 12c ______ 8 00
W illiam s B arb er B ar, 9s 50 
W illiam s Mug, p e r doz. 48

P ro cto r & Gamble.
5 box lots, asso rted

Chipso, 80, 12s ______ 6 40
Chipso, 30, 32s ______ 6 00
Ivory, 100, 6 oz. __ 6 50
Ivory, 100, 10 o z . ___ 10 85
Ivory, 50, 10 o z . _____ 5 50
Ivory Soap F lks., 100s 8 00 
Ivory Soap F lks., 50s 4 10
Lenox, 100 c a k e s ___ 3 65
Luna, 100 cakes ____ 3 75
P. & G. W hite  N ap th a  4 50 
S ta r, 100 No. 13 cakes 5 50 
S ta r  Nap. Pow. 60-16S 3 65 
•Star Nap. Pw ., 100-12s 3 85 
S ta r N ap. Pw ., 24-60s 4 85

CLEANSERS.

W H E N  
LENZER

Rub No M ore, 18 Lg. 4 25 
Spotless C leanser, 48,

20 oz. _____________ 3 85
Sani F lush , 1 d o z ._2 25
Sapolio, 3 doz. _____ 3 15
Soapine, 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 unbrite , 72 doz. ___ 4 00
W yandotte, 48 ______ 4 75

SPICES.
W hole Spices.

Allspice, J a m a i c a __@11
Cloves, Z a n z ib a r___  @40
C assia, C anton _____ @16
C assia, 5c pkg., doz. @40
Ginger, African _____ ©15
G inger, C o c h in _______ @20
M ace, P e n a n g ________ @70
Mixed, No. 1 ________ @22
Mixed, 5c pkgs., doz. @45 '
N utm egs, 70-80 ___  @38
N utm egs, 105 -110____ @33
Pepper, B lack  ______ @17

Pure Ground in Bulk
Allspice, J a m a i c a ___@15
Cloves, Z anzibar ___ to50
C assia, C anton  ______ @22
Ginger. A frican ______ @25
M ustard  ____________ @32
Mace, P e n a n g ________@75
N u t m e g s _i_________ @34
Pepper, B lack _______ @18
Pepper, W hite  ___ @28%
Pepper, Cayenne ___ i @33
P ap rik a , Span ish  ___@42

Seasoning
Chili Pow der, 1 5 c ____1 35
Celery Salt, 3 o z . ___  95
Sage, 2 oz. _________  90
Onion S a lt __________ 1 35
Garlic _______________ 1 35
Ponelty , 3% oz. ___3 25
K itchen  B ouquet ___3 25
L aure l L eaves ______  20
M arjoram , 1 o z . _____  90
Savory, 1 oz. _______  90
Thym e, 1 o z . ________  90
Tum eric, 2% oz. ___  90

STARCH
Corn

K ingsford, 40 l b s . ___ 11%
Pow dered, bags ____ 03
Argo, 48 1 lb. pkgs. __ 3 76
Cream , 4 8 - 1 __________ 4 80
Q uaker, 40-1 _______  7

Gloss
Argo, 48 1 lb. p k g s ._3 75
Argo, 12 3 lb. pkgs. __ 2 74
Argo, 8 5 lb. p k g s .__ 3 10
Silver Gloss, 48 I s ___11%
E lastic , 64 pkgs. ___ 5 35
Tiger, 48-1 __________ 2 85
Tiger, 50 l b s . _________ 04%

CORN SYRUP.

TE A . !
Jap an .

M edium __________ . 34@38
Choice _____________ 45@56
F ancy  _____________ 58® 60
No. 1 N ibbs _________   62
1 lb. pkg. S i f t in g s _____ 15 '

G unpowder
C h o ic e ________________  28
F a n c y _____________  38@40

Ceylon
Pekoe, m e d iu m ______  33
Melrose, f a n c y ______   56

English B reak fas t
Congou, M edium ______28
Congou, C h o ic e __ 35@36
Congou, F an cy  ____42@43

Oolong
M edium __________ ,  36
Choices _______________  45
F ancy  ________________  50

T W IN E
Cotton, 3 ply c o n e ___ 62
C otton, 3 ply b a l l s ___ 55
Wool, 6 ply ___________20

VINEGAR
Cider, 40 G r a i n _____22
W hite  W ine, 40 g ra in  18
W hite  W ine, 40 g ra in  17
vaK land V m cgai fit f i t iu o  

Co.’s B rands.
O akland Apple C i d e r_25
Blue Ribbon C o r n ____ 20
O akland W hite  P ick ling  20 

No charge for packages.

W ICKING
No. 0, per gross ____ 75
No*. I, per g r o s s ___ 1 05
No. 2, per g r o s s ___ 1 50
No. 3, per gross ___ 2 30
P eerless  Rolls, p e r doz. 90

íií««SSCOUIÍ 
S ,UBS;P0LI5hEÎfcJ’frPATWCK " "

80 can cases, $4.80 p e r case
W ASHING POW DERS. 

Bon Ami Pd, 3 dz. bx 3 75 
Bon Ami Cake, 3 dz. 3 25
Clim aline, 4 doz. ____ 4 20
G randm a, 100, 5 c ___ 4 00
G randm a, 24 L arge  _ 4 00
Gold D ust, 1 0 0 s ______ 4 00
Gold D ust, 12 L arge 3 20 
r s n l r t e n  P o d  24 . * 2*
Jinx . 3 d o z .__________ 4 50
La F ran ce  L aun , 4 dz. 3 60 
L u s te r Box, 54 ______ 3 76

GOloen-cbystalWh iteMapie 

Penlck  Golden Syrup
6, 10 lb. c a n s ________ 2 55
12, 5 lb. c a n s ________ 2 75
24, 2% lb. c a n s ______2 85
24, 1% lb. c a n s ______1 95

C rystal W hite Syrup
6, 10 lb. cans _______ 2 95
12, 5 lb. c a n s ________ 3 15
24, 2% lb. c a n s ______3 30
24, 1% lb. c a n s ______2 25
Penick M aple-Like Syrup

6. 10 lb. cans ________ 3 70
12, 5 lb. cans ________ 3 90
24, 2% lb. c a n s ______4 05
24, 1% lb. cans — •.—  2 75

Corn
Blue K aro, iNo. 1%,

2 doz. ______________ 2 15
Blue K aro, No. 5, 1 dz. 3 00
Blue K aro , No. 10,

% doz. ____ ,--------- 2 80
Red K aro , No. 1%, 2

doz. ________________ 2 50
Red K aro, No. 5, 1 dz. 3 50
Red Karo, No. 10, %

doz. ________________ 3 30
Im t. Maple Flavor. 

O range, No. 1%, 2 doz. 2 95
O range, No. 5, 1 doz. 4 20 Wi

Maple. 12 in. ,
G reen L abel K aro, 14

23 oz., 2 doz. _____
G reen Label K aro,

6 69 16 in.

M iracle C., 12 oz., 1 dz 2 25

Old D utch  Clean, 4 dz 4 00
Q ueen Ann, 60 o z . _2 40
R inso, 100 oz. _______ 6 40
Rub No M ore, 100, 10 

0*. 3 96

5% lb., 1 d o z . ___ 11 40
Maple and Cane

K anuck, p e r gal. -------1 65
S ugar B ird, 2% lb.,

2 doz. _________   9 00
S ugar B ird, 8 os., 4

doz. _________ !___ 12 00
Maple.

M ichigan, per g a l-----2 50
W elchs, p e r gal. ____ 2 60

TA B LE SAUCES.
L ea  & P e rr in , la rg e_6 00
L ea  & P errin , sm all_3 35
P epper _______________ 1 60
Royal M int __________ 2 40
Tobasco ______________ 2 76
Sho You, 9 oz., doz. 2 70
A -l, l a r g e ___ _____   5 75
A - l  sm all _____   3 25
C apers .___  1 90

R ochester, No. 2, doz. 50 
R ochester, No. 3, doz. 2 00 
Rayo, per doz. ______  80

W OODENW ARE
B askets

B ushels, na rrow  band,
w ire h a n d le s _______ 1 90

Bushels, narrow  band,
wood handles ______ 2 00

Bushels, wide b a n d _2 10
M arket, drop hand le- 75
M arket, single handle 90
M arket, e x tra  _______ 1 40
Splint, large _________ 8 50
Splint, m edium  ______ 7 50
Splint, sm all _________ 6 50

C hurns.
B arrel, 5 gal., each_2 40
B arrel, 10 gal., each_2 55
3 "to 6 gal., per g a l . __________ 16

Egg Cases.
No. 1, S ta r  C arrie r_5 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 s  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, pat. b rush  hold 2 00
Ideal, No. 7 ________ 1 45
12 oz. Cot. Mop H eads 2 55
16 oz. Ct. Mop H eads 3 00

Pails
10 qt. G a lv a n iz e d ___ 2 75
12 q t. G a lv a n iz e d ___ 3 00
14 qt. G a lv a n iz e d ___ 3 40
12 qt. F la rin g  Gal. Ir . 5 50 
10 qt. Tin D a i r y ___ 4 80
12 q t. Tin D a i r y ___ 5 25

T raps
Mouse, wood, 4 h o le s _____60
M ouse, wood, 6 h o l e s ____ 70
Mouse, tin , 5 h o l e s ____ 65
R at, wood __________ 1 00
R at, spring  _________ 1 00
Mouse, s p r i n g _______ 30

T ubs
L arge  Galvanized ___ 9 50
M edium G a lv a n iz e d_8 25
Sm all G a lv a n iz e d ___ 7 25

W ashboards
B anner Globe ________ 6 50
B rass, Single ________ 7 50
Glass, Single ________ 7 50
Double P e e r le s s _____ 9 50
Single Peerless  ____ _ 7 50
N orthern  Queen ____ 6 25
U n iv e rs a l___ t _______ 8 25

indow C leaners
________________ 1 65
________________ 1 85
________________ 2 30
Wood Bowls

13 in. B u t t e r _________ 5 00
15 in. B u t t e r _________ 9 00
17 in. B u tte r  ________18 00
19 in. B u tte r  ________ 25 00

W RA PPIN G  PA PER  
F ibre, M anila, w h ite - 05%
No. 1 F i b r e _________ 07%
B utchers M anila ___ 06%
K raft _______________ 09

YEAST CAKE
M agic, 3 doz. _______ 2 70
Sunlight, 3 doz. ____ 2 70
Sunlight, 1% d o z .___ 1 35
Y east Foam , 3 doz. __ 2 70 
Y east Foam , 1% doz. 1 35

YEAST—COM PRESSED 
Flei8chm an, e r doz. _ 28
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American Grown Lumber Will Soon be destroyed every season by fire, Training The Eye And The Mind
Be Tradition. as is the case in America. For they A professor in a fresh-water col-

In the course of three centuries of realize, as Americans in the aggre- lege of the Middle West was talking 
, reckless cutting and of wide-spread gate do not, that it takes from forty to his class on the use of the Eye 

burning, the American stand of to one hundred years to produce the and of the Mind. “I have on this 
virgin timber, originally amounting to various grades and qualities of lumber table,” said he, “a jar of liquid. Now
822.000. 000 acres, has shrunk to about and from a quarter to a half century young gentlemen, you will please
137.000. 000. Most of this shameful to grow the trees which supply pulp step forward, and do as you see me
forest depletion has come about with- for the manufacture of paper. do.” He put his finger in the liquid
in the past fifty years and at a con- As far as untouched forests are and then carried it to his mouth, 
stantly quickened pace. With se- concerned America is rapidly nearing The boys did likewise; the bitter 
cond growth everywhere also dis- a roint ^  exhaustion. Xhe countr° taste made them squirm. “You would 
appearing rapidly, it is a matter of nQ } self_sustaini in the have escaped that, gentlemen,” the
p am arithmetic to determine when, matter Qf newspr5nt pulp. Further_ old tutor remarked, “if you had made 
at the present rate of approach an m twenty-five years, at most, will use of your Powers of observation, 
actual wood famine will confront see American lumber a tradJ. The finger that I put in my mouth,
this country; for, aside from the loss tionj unless there Js recognition of was not the one I put in the jar.” 
by fire, a total of 5,500,000 acres an- tfae need for Iarge.scaIe expenditures What ls the use of Soin& through
nually is cut. in replanting those areas which are the world Wlth ones’ eyes °Pen and

To check this oncoming obli era- natura]1 tree_bearing, and for pre. his mind closed? 
tion only two measures are available venting the destruction of timber by That is the trouble with most of us.
-reforestation and fire prevention. fire Not otherwise than b correct. We stumble over the clews to fame 
Both the Federal Government and a ing ^  thoughtIess hab;ts which re. or fortune. Too many of us have 
majority of the states are putting gult jn fir and b supporting the been tau«ht to “KeeP Paging way,” 
forth strenuous efforts m the work WQrk of the authorities af ^  and regardless of the kind of pegs we are 
of reforestation and the protection nation who are seeking to perpetuate usinS- or what we are pegging at. 
°f ^mber lands against the ravages the forest will th5s country save its There 18 to° much af the mole busi" 
of fire. They are .encouraging, by reniain;ng woodlands from the fate ness in business. Do you handle this 
every possible means, conservation that Jong sJnce overtook those abroad. line iust because “Dad” used to sell 
among private owners and they al- Conservation must become a iiving it? Do you decline to touch this 
ready have accomplished much. Some principle of all the people; and con- oth€r one> because “F^ e r  never 
ten million trees, for instance, will be servatioilj it should be notedj does kept it?” There you are-you see 
planted this spring, on state and nQt mean narrQW hoarding; it means well enough, but you don’t observe, 
private lands in New York. This wise ug gtrict prohib;tion of siOVenly You have the wrong finger in the 
seems like a gigantic Program until lumbering practiceS; syStematic re.  jar. Look! Keep on looking! And 
it is realized that a thousand sap- plenishment and above all the stop. while you are looking, observe what 
lings are needed to replant a single . of wagte fire you are looking at. A sleep-walker
acre and that there are upwards ô f  ̂ may see a Landseer or a Rembrandt,
four million acres of land within * * *  but he can tell little about it next
the Empire State alone which once The Virtue of Neatness. day.
bore trees and which now are bar- Where most retail grocers make a A hardware clerk was sent to a
ren- big mistake is that they don’t give state association convention. "What

In reality, Federal and state con- enough attention to the way the store was done?” he was asked. “Oh, there 
servation officials are seriously ham- looks from the standpoint of the pub- was a lot of talk.” In at one of his 
pered in their replanting and fire lie. A store is a good deal like a wo- ears; out at the other,
control undertakings by lack of pop- man in that regard. You take two A man will pass a woman on the
ular support. The Government women who may be just about equal street. All he can tell about her is 
Forest Service and the state forestry as regards physical charm—dress one whether she is pretty or not, and 
departments, of which there are 34, of them neatly and let the other go whether she looked at him. But his 
are still like prophetic voices crying carelessly and untidily dressed—and wife could have told the color of her 
in a wilderness of popular jndiffer- you know what happens. The well- hair and eyes, described her garments 
ence. People have not yet been groomed woman is attractive and her to the last ribbon, told how much 
aroused to the need for conservation natural charms are increased. The powder she had on, and given you her
and re-growth, and until they do. untidy woman is unattractive, and age and temper to a T. It’s all in
commence to interest themselves in loses the full effect of the charm that the . difference between women and
the problem of forestry, there will rightfully belongs to her. This is a men; is one of the reasons why some
never be adequate funds to carry on common enough experience, and one women do better in business than
the vital work. Axe and flame, that I do'n’t need to elaborate upon. some men.
combined, are reducing the country’s , ----  ♦
store of timber more than four times Now app'y that same thinS to two Who Made the First Horshoe?
as fast as it is being produced. grocery stores, and you will find it “The horseshoe,” to quote from the

W. B. Greeley, Chief of the United works out in exactly the same way. Century Encyclopaedia, “is of great 
States Forest Service, relates a sig- Ybe st° re tbat *s kept neat and **dy, antiquity. An old superstition, preva- 
nificant conversation that he had w ith, w’tb windows clean and bright, and jenj among the peasantry, ascribes to
a peasant boy, perhaps ten years old, f  P âce ôr everything and everything tbe horseshoe the power of barring the
whom he met while tramping through *n 'ts P̂ ace> attract customers just approach of witches. For this purpose 
one of the wooded provinces of thin- as tbe neatly dressed woman attracts began the custom of nailing it to the
ly forested France. Mr. Greeley put admirers. On the Other hand, the door.”
to him divers questions about the store which is unkempt and untidy, Perhaps the first game of quoits as 
growth and protection of the native whose windows are dusty and fly- played with the horseshoe came about 
trees and was astonished to find in specked, where the customer stumbles jn tb;s manner: The genius who fash- 
this country lad an understanding over baskets and barrels in the aisles, j0ned them may have asked his help-
of forest culture far deeper and and wbere nothing appears to be in er to hand first one to him then an-
fuller than the average American tbe expected place when wanted, such other until he had found the one that
farmer boy’s knowledge of potato a store will drive trade away faster WOuld fit the horse perfectly. The
growing. tban advertising can bring new cus- blacksmith was a jolly sort of fellow

This peasant boy typifies the pop- tomers in for a trial. One of the big and d;d not take 0ffense when the
ular sentiment in most Old World advantages which the chain stores sboe was tossed to him. If there was
countries towards their timber re- have over some independent retailers tbe usual number of loafers hanging 
sources. Forestry, in Mr. Greeley’s ies in tbe fact tbat tbey bave standard- about the smithy that could be found
words, has been made a part of the lzed tbis matter of neat appearance, about any blacksmith shop when we
people’s “land sense.” Guarding their It:’s more important than it looks, per- were yoUng, it is just possible that they
wooded areas, as they do, Europ- haps, and if any retailer thinks it is a ajj joined in and tbey had a free-ofr- 
eans cannot understand a shortsight- trivial matter he wants to get that idea ajj game of pitch and toss! A shoe 
edness that allows scores of thousands OMf of hig head very quick. may bave accidentaly caught on the
of board feet of potential lumber to Thomas Lipton. point of the anvil—who knows? Would

that not give rise to the possibility of 
its catching on a nail at the side of the 
forge and the door? Then, eventually 
they may have found it was greater 
fun to throw it over a stake. Can any 
one who reads this recall the jolly 
good times the farmers had on rainy 
days playing horseshoe?

Quoits às used in warfare are men
tioned in Homer’s “Uliad,” 850 B. C. 
As for the game of quoits: “The
game resembles the old game of dis
cus.” “Those used by the Sikhs are of 
polished steel, etc.”—Strutt. The
Sikhs seemed to be a political and re
ligious brotherhood that was organ
ized in India in 1500, and throwing 
the discus and the quoits was one of 
their playful little games of warfare. 
They would heat these instruments of 
torture and throw them about the 
throats of their victims.

H. E. Bellman.
The Ten Commandments of Success.

1. Work hard. Hard work is the 
best investment a man can make.

2. Study hard. Knowledge enables 
a man to work more intelligently 
and effectively.

3. Have initiative. Ruts often jl
deepen into graves.

4. Love your workw Then you 
will find pleasure in mastering it.

5. Be exact. Slipshod methods 
bring only slipshod results.

6. Have the spirit of conquest.
Thus you can successfully battle and 
overcome difficulties. \

7. Cultivate personality. Person
ality is to a man what perfume is to 
a flower.

8. Help and share with others.
The real test of business greatness 
lies in giving opportunity to others.

9. Be democratic. Unless you feel 
right towards your fellow-men you. 
can never be a successful leader of 
men.

10. In all things do your best.
The man who has done his best has 
done everything. The man who has 
done .less than his best has done 
nothing. Charles M. Schwab.

Hides, Pelts and Furs.
Hides.

G reen, No. 1 _____________________ 09
G reen, No. 2 _____________________ 08
C ured, No. 1 ---------------------------------- 10
C ured, No. 2 _____________________ 09
C alfskin, G reen, No. 1 _____________14
C alfskin, G reen, No. 2 ______________12%
C alfskin, C ured, No. 1 ____________ 15
C alfskin, C ured, No.2 _____ 13%
H orse, No. 1 ______________________ 4 00
H orse, No. 2 _______________________ 3 ¿0

Pelts.
Old W ool ____________________ 1 00® 2 00
L am bs --------------------------------  25@ 50
S hearlings ___________________  10@ 20

Tallow.
P rim e  ------------------------------------------  @6%
No. 1 --------------------------------------------  @5%
No. 2 ----------------------------------- i -------  @4%

Wool.
U nw ashed, M edium _______________  @40
U nw ashed, R ejec ts  _______________  @33
U nw ashed, F i n e ___________________  @42

M jM *
F L O U R

W eb « 1 Flour M ilk  C orp. B rands.
T ea Table ________________________ $7.85
Oven Spring  ____________ __________ 7.75

F or Sale by
K E N T & T O R A G E C OMlWHIf 

G rand Rapids—L ansing—B attle  C reek 
W holesale D istribu to rs
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BUSINESS WANTS DEPARTMENT
A dvertisem en ts Inserted under th is  head  fo r five cen ts  a  w ord th e  first 

Insertion and  four cen ts  a  w ord fo r each  subsequen t con tinuous Insertion. 
If s e t In cap ita l le tte rs , double price. No ch arg e  less th a n  60 cen ts . Sm all 
d isplay adv ertisem en ts  In th is  d ep artm en t, $3 per Inch. P ay m en t w ith  order 
Is requ ired , a s  am oun ts a re  too sm all to  open accounts.

Retail Salesmen Should Specialize on 
One Line.

The fact is that to some salesmen 
an axe is an axe, a hoe, a-hoe, a plow 
a plow, and that is as far as they ever 
get. They are infantts in salesman
ship; belong in the kindergarten de
partment. They depend on their looks, 
which I admit counts for something. 
Some rely on their acquaintances or 
friends, and that is a great help, but 
a real salesman adds to all this knowl
edge, and after all these qualifications 
are combined into one person, he be
comes a real salesman; one who does, 
not have to rely on his looks or 
friends altogether to sell his goods 
and wares.

There is nothing that fortifies con
fidence like knowledge, and nothing 
strengthens you so, much as confi
dence in yourself and your goods. 
Often times you miss selling your 
best friend because you do not know 
your goods. He says your goods are 
too high and you are not sufficiently 
informed to refute that statement. He 
says your competitor’s goods are bet
ter than yours and you can’t show 
him tp the contrary and on the other 
hand your customer knows more 
about the goods you are offering to 
sell than you yourself know, and 
that’s why we are often times failures 
as business men and merchants.

In every other profession (and 
salesmanship is a profession), you 
must be well informed before you 
start or else your failure is -assured 
from the beginning.

We wouldn’t think of applying for 
admission to the bar if we had only 
read our State digest, neither would 
we apply to our State medical board 
for license to practice if we had only 
read and studied some family doctor 
book. The same thing applies to 
every line of industry and we are 
specializing to-day as never before be
cause there is so much more to learn 
of every profession. Specialists in 
medicine, law, engineering, railroad
ing, accounting and merchandising as 
well. The jobber, in season, sends out 
specialty salesmen to assist their regu
lar men in selling sporting goods, 
etc. Every salesman in our stores 
should specialize on some certain line 
which will not necessarily detract 
from his general knowledge of other 
goods.

The Salesgirl’s Stock in Trade.
Among the things one wishes to 

bring to a group of salespeople are 
a number of lessons which do not 
come strictly under the headings of 
salesmanship, textiles and other sub
jects easily recognized by the c!a«s 
as belonging to a course in retail sell
ing. Some of these are health, dress, 
English, recreation, reading, thrift, 
etc. I have found it helpful to have 
an introductory lesson early in the 
course on what we have called “The 
Salesgirl’s Capital.”

After putting this subject on the 
board we have a discussion of the 
word “Capital,” its meaning, the 
value of capital and the advantage of 
constantly adding to our capital 
which we decide to take in a broader 
meaning than its financial one.

The class is then asked to suggest 
things which will add to one’s capital 
We put suggestions on the board as

we proceed and get some such result 
as the following outline.

A salesgirl’s capital may include the 
following:

1. Health.
2. Education and training.
3. Good manners.
4. A pleasing voice.
5. Good English.
6. Good appearance:
a. posture
b. dress
c. hair
d. nails
e. teeth
f. feet
7. Personality
8. Thrift.
9. Alertness.
The list may be longer than this 

and may include anything which will 
add to the girl’s efficiency and lead to 
her advancement. If we have time at 
the end of the lesson, we enumerate 
the returns one may receive from her 
investment, such as wages, self-re
liance, satisfaction in her work, ap
preciation from customers and ad
vancement in position.

We have the outline of this lesson 
put in notebooks and when we want 
to discuss any of the subjects men
tioned, or when we occasionally have 
a talk by an outsider along any of 
these lines, we refer to the lesson on 
capital and try to have the girls real
ize that these lessons are planned es
pecially for the development of the 
individual girl. Florence Crow.

Be A Booster
Be a booster—like a rooster—al

ways crowing loud and long; keep 
a yelling what you’re selling—put 
some pepper in your song. If you’re 
tired, go get fired—hunt a job you 
think will suit you. Be a getter— 
times are better for the man who 
packs a smile; take your licking or 
quit kicking—dig fight in and make 
your pile. The war is over and 
there’s clover in the pastures all 
round; it’s not waiting or debating, 
but making hay out of the ground. 
Watch it growing—always showing 
lots of blossoms—it’s alive. If you’re 
a dead one, go use a lead g u n -  
drones ain’t wanted in this hive. Be 
a doing—quit your stewing, get a 
move on, grab some kale; don’t let 
your head get feeling dead yet— 
sweat and smile and y^u can’t fail.

Checking Up.
One morning a negro sauntered 

into the office of a white friend. 
“Good mawnin’, Mr. Withrow. Kin 
I use yo’ phone a minute?” he asked.

“Why, certainly, Sam.”
Sam called his number, and after 

a few minutes’ wait said, “Is this 
Mrs. Whiteside? Well, I seen in 
de papeh where you’all wanted a 
good culled man. Is you still wantin’ 
one? Then the man youse got is 
puffectly satisfactory, and you doesn’t 
contemplate makin’ no change soon? 
All right, ma’am. Good-bye.”

Mr. Withrow called to Sam as he 
left the phone, “Now that’s too bad, 
Sam, that the place is filled.”

“Oh, dat’s all right, Mr. Withrow. 
Ise de man what’s got de job, but 
Ise jest wantin’ to check up.”

A look ahead; Imports promise to 
equal exports,

W an t to  h ea r from  a  p a rty  ow ning a  
good m erchandise  business o r o th e r busi
ness fo r sale. S ta te  cash  price and  p a r 
ticu lars . Jo h n  J . B lack, 130th St:, 
C hippewa F alls, W isconsin. 110

F o r Sale o r E xchange—T w o-story  
b rick  g rocery  and  crockery. E stab lished  
th ir ty -n in e  years. P oor health . I f  you 
m ean  business, apply  C harles Bong, 
M arcellus, Mich.____________  145

FO R  SALE—In c ity  of 150,000 in 
M ichigan u p -to -d a te  wholesale an d  re 
ta il bakery , o ne -s to ry  b rick  building 
abou t 56x120. C an be bought a t  in 
ventory . A ddress No. 172, care  M ichi- 
gan  T ra d e s m a n .___________________172

W an ted —T in n er an d  fu rnace m an  a t  
once. A. C. V ieth  & Sons, Oakland, 
Iowa._______________________________ 173

F o r Sale—A t a  barga in . S tore p ro p 
erty . Ample space for general s to re  and 
m ea t m a rk e t if desired. L iv ing  room s 
for two fam ilies. E lec tric  lights, fu r 
nace. A ddress M rs. M aria  E . P o rte r , 
O tte r Lake, M ichigan.______________174

FO R  SALE—One of th e  b e s t g roceries 
and shoe stocks in tow n of abou t 2,000 
population close to G rand R apids. Doing 
ab o u t 130,000 business annually , invoice 
ab o u t $4,500, s tock  and  fix tures. R en t 
$35 p e r m onth. A ddress No. 175, care 
T radesm an . 175

FOR SA L E—EIG H T D R A W E R  N A 
TIONAL CASH reg is te r, used  only 
a  sh o rt tim e. E dw ard  W olf, H illsboro,
W isconsin.___________________  176

F o r Sale—H otel, 50 room s and  re s ta u 
ra n t,  nicely furn ished , re n t 320, 12 y ear 
lease, good income. $6,000 handles. H o-
te l H aw kins, Y psilan ti, Mich._______177

W anted—Young m an  w ith  shoe ex 
perience. S teady  position. Send re fe r
ences and  s ta te  sa la ry  w anted , to  The 
W alk-O ver Shoe Store, Petoskey , Mich.
______________ ■________________________ 178 _

BA LED  SHAVINGS—Yellow pine, cy
p ress and  gum  mixed. T he H yde P a rk  
L um ber Co., B urch  Ave. and  N. &  W . R. 
R., C incinnati, Ohio. 179

F o r Sale—Good general s tock  m erch an 
dise, w ith  buildings, in good in land
town. Good reasons  for selling. W . J.
L auben tha l, B eal C ity, Mich.______180

W an ted —S to re  fixtures. W hat have 
you? A ddress A. L. R edm an, OIney,
111. 120

Pay spo t cash  for c lo th ing  and  fu rn ish 
ing  goods stocks. L. S ilberm an, 1250 
B urlingam e Ave.. D etro it, M ich. 566

CASH For Your Merchandise!
Will buy your en tire  s tock  o r p a r t of 
s tock  of shoes, dry  goods, clothing, fu r 
n ish ings, b azaa r novelties, fu rn itu re , etc. 

LOUIS LEVINSOHN, Saginaw , Mich.

F o r Sale To Close An E s ta te—C ream 
ery  building and  equipm ent a t  H arbo r 
Springs, M ichigan. T erm s g iven if 
desired. G. N. Goulds, A dm in istra to r,
H arb o r Springs, M ichigan.__________142

F o r Sale To Close An E s ta te —800 acres  
of m uck land adap ted  for h ay  or 
p a s tu re  land, a t  the  source of M aple 
riv e r  in E m m et coun ty , M ichigan, $5,600. 
L iberal te rm s  if desired. G. N. Gould, 
A dm in istra to r, H arb o r Springs, Mich.

143
REFR IG E RA T IN G  M ACHINES A LL 

SIZES M AKES—T aken  in on la rg e r ones, 
sell ab o u t % price. W ill e rec t an d  g u a r 
an tee . B orn R efrig e ra tin g  Company, 
Chicago. 166

F o r Sale o r R en t—Double b rick  sto re  
w ith  basem ent 50x60 feet. In  fine con
dition. W rite  o r call, J . N. Gilman, 
S pringport, Mich. ________________ 158

F o r Sale—C onfectionery, novelty  s tore , 
E as tm an  agency, p roperty  and  equ ip
m ent. E stab lished  seven teen  years. R e
tir in g  from  business. P o o res t season 
ne tted  $4,000. Season ab o u t five m onths. 
Only local view  post card  dealer in  tow n. 
T erm s; th ird  tow n, ba lance  on tim e. 
A ddress No. 161, care  M ichigan T rad es
m an.________________________________ 161

F o r Sale—D ry  goods stock, b e s t s to re  
and  location in tow n. W onderfu l clean 
stock. Sure m oney m aker. Invoice $15,- 
000. Cash. J .  E. Lugibill, B luffton, 
Ohio._____________________  • 162

FO R SALE—A ddressing equipm ent, 
consisting  of Model B card  index A d- 
dressograph  w ith  e lectric  m otor; e igh ty  
m etal p la te  tray s  and  ab o u t 12,000 p la tes; 
som e blank graphotype p la tes; and  b rand  
new  $140 G raphotype. E n tire  equipm ent 
w orth  abou t $600 new. Com plete for 
$325, packed for sh ipm ent. Also coun
te rs , shelves and  d isp lay  cases enough 
to  equip two floors of 44x120 foot store. 
Open for inspection  an d  bids a t  the  
H EN D ERSO N -HO Y T CO., Oshkosh, W is
consin .__Call o r w rite.______________ 164

If  you a re  th in k in g  of going in to  busi
ness, selling out, o r m aking a n  exchange, 
place an  ad v ertisem en t in ou r business 
chances colum ns, a s  it  will b ring  you 
in touch w ith  the  m an for whom you a re  
looking—T H E  BU SIN ESS MAN .

F o r Sale—B urroughs desk  adding  m a
chine, D ayton com puting  scales, H obart 
double g rin d e r electric  coffee mill. H, 
B. Doerr, 43 W . 10th St., T raverse  City, 
Mich. 165

Sacrifice Sale—Good general store, 
business $600 week. $4,000 will handle. 
F u ll description. F red  Lyons, 644 6th 
St., M uskegon H e ig h ts . 144

W h at have you to  trad e  for 40 acres 
land in K a lk ask a  County, M ichigan? G. A. 
Johnson, C arlshend, Mich.___________168

F o r Sale—A rea l m oney m aker b u si
ness proposition a t  W olf Lake, Jackson, 
Mich. Building, w ith  s to re  and  fixtures, 
and  living room s a tta ch ed ; 2% lo ts; ice 
house full of ice to  be sold to  co ttagers. 
H as  a  good acety lene ligh ting  p lan t, 
boats. M ust be sold on accoun t of o th e r 
business. Should be opened M ay 30’. A 
very  good th ing . E ugene D avis, 830 
S tew ard  Ave., Jackson, Mich._____ 169

A TTEN TIO N  M ERCHANTS—W hen in 
need o f dup licating  books, coupon books, 
o r coun ter pads, drop us a  card . W e 
can  supply  e ith e r b lank  o r p rin ted . 
P rices on application . T radesm an  Com
pany, G rand R apids.

Second-Hand Safes
We pay cash for second

hand safes. We can use 
any size of any approved 
make.

Grand Rapids Safe Go. 
Grand Rapids
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COMMON COURTESY.

What It Means To the Business 
Man.

The word courtesy, originated where 
many words of our language originate, 
in the Court of Kings.

When a lady was presented in Court, 
or was met by a Courtier, she made a 
gesture of salutation by bending one 
knee behind the other and slightly de
pressing the body, or made what was 
called a Courtesy.

Courtesy, however, like many other 
things, to become useful it had to be
come democratized. It now conveys 
to us a broad elastic civility, polish, re
spect and kindliness, a decency of 
treatment for your fellowman.

Courtesy, like speech, is acquired. 
To quote Emerson, “We sometimes 
meet an original gentleman—who, if 
manners had not existed, would have 
invented them.”

It is courtesy that makes for busi
ness success as much as 'honesty and 
square dealing.

There was an old prospector in 
Nevada who was known for his cour
tesy. He was somewhat of a scrapper. 
An enemy was bragging in a nearby 
saloon what he was going to do to this 
Billy O’Brien. Billy heard of the 
boasts and walked over to seek out 
the bragger. On his return he told 
his experience like this.

“Well, sez I to myself, ‘I’ll see this 
bucko, an’ I does—an’ then I bits 
him—I does it in a nice courteous way, 
yuh lenow, just as nice as I knowd 
how. He’s up at the hospital,” which 
illustrates that you can be polite to 
your enemies.

Courtesy is a coin which every one 
can make for himself and is never re
fused.

No large or small business will have 
quality or character without courtesy. 
One of the largest manufacturing con
cerns of its kind in the world has this 
admonition constantly before its men 
who meet the public—the visitor— 
traveling salesman or prospective pur
chaser. “Our reputation is in your 
hands.” Every one who leaves that 
place must leave with the impression 
of having received courteous treat
ment.

Each store, wholesale or retail, re
flects the character of its manage
ment by the proportion of courtesy it 
dispenses. First within itself—and 
then it follows those who come in con
tact with it partake of the overflow— , 
and that’s the only part it can partake 
of, for the thing must be within the 
organization.

A sales manager was visiting in a 
Western city. In one wholesale house 
he was greeted by what he termed 
“Common Courtesy.” They did not 
fall on his neck, but in a friendly, po
lite way told him “How’de?”

He called on the second house. 
When he came out he said, “Damn 
those kind of cattle who haven't the 
common courtesy to ask you to have 
a chair when they know you have 
traveled a thousand miles just to see 
them.”

It cannot possibly be that this sales 
manager will ever have a kindly feel
ing for the house where he did not 
receive “common courtesy.”

Courtesy is and always will be a

mark of civilization. Its lack brands 
the man as a boor, its presence stamps 
him a gentleman.

For a long time a business trasac- 
tion was one degree above a theft. It 
had no element of courtesy in it. A 
good business man was a wrangling, 
jangling, jockeying, boisterous trader, 
full of blasphemy, rum, tobacco juice 
and smoke.

Enter—Courtesy with its train of at
tendants, cordiality, civility, quietness, 
directness, honesty, equality, on the 
level dealing. Exit—cheating, bicker
ing, boisterousness, booze and spits.

Though a successful man deals in 
fertilizer, he is generally a courteous 
gentleman.

Courtesy is its own reward—but it 
has a commercial value also. It is one 
of the very best assets a business can 
possess. Not the sycophantic, hand- 
wringing and kowtowing brand, but 
the straight from the heart, honest to 
God, square and fair, on the level kind.

The business man who says “thank 
you”—welds the first link in that in
visible chain called success.

Courtesy is closely related to appre
ciation. They are welded by ties in
separable. For appreciation is the 
placing of just values, and courtesy, is 
an expression of the appreciation of 
values.

To appreciate courtesy, one must be 
courteous—at least in some degree; 
just as one to appreciate music one 
must know music. And the more one 
knows of it the more one appreciates 
it. Again to quote Emerson, “One 
can never be too busy to be courte
ous.”

Perhaps he had in mind the drug 
c’erk, or the sad to relate, yet let it be 
truly said rara avis the proprietor who 
looks at his customer or caller as 
though he was about to pass the death 
sentenece on him. Or with a con
temptuous start, which enquires— 
“Well, you poor fish, what do you 
want here?”

With rare, very rare exceptions, the 
bigger the business man to-day—the 
more punctilious are his manners—the 
more courteous are his dealings with 
everyone with whom he comes in con
tact. He gets the habit—it pays. He 
is a leader of men—he must be cour
teous to those who follow or they will 
not show him courtesy.

It’s a coin accepted at its face value. 
A clerk in a large San Froncisco 

drug store some years ago, received a 
most valuab'e lesson in courtesy— 
courtesy to the foreigner—which he 
never forgot.

A Chinese walked quietly into the 
store. He was dressed as most Chi
nese were in those days ‘before the 
occidental forms of dress were adopt
ed. He wore a light, black shirt, which 
he had forgotten to tuck in. A small 
round hat with a small red button on 
top adorned his shaven head and down 
his back hung the customary pig tail. 
To all intent be was an ordinary Chink 
to Mr. Wise Clerk, and in his best 
pidgin English he addressed the 
Oriental thus: “Well, John, watta you 
want?” The Chinese turned slowly 
and without a smile, with the char
acteristic immobility of his race he 
replied, “I beg your pardon, but if you 
are trying to ascertain what I desire

to purchase here, please sell me a bot
tle of Dess Fragrant Saponaceous 
Dentifrice.”

This all came out in a fine, smooth, 
even modulated voice—without the 
slightest trace of foreign accent.

The clerk reddened, made his sale 
with a somewhat confused conscious
ness of a rise in temperature— 
and how happy he would have been 
to be sotne place else—when he was 
still more confounded when the celes
tial thanked him for having waited on 
him. You may be assured, that clerk 
never addressed another foreigner ex
cept in plain English.

The Chinese Consul to San Fran
cisco, a Yale graduate, a man of cul
ture, had taught him a lesson in cour
tesy. "Frank Healy.

Development of New Air Cooled 
Tractor.

Greenville, May 15—A new small 
tractor is being produced by the C. 
T. Wright Engine and Tractor Co. 
It is fitted with a Cameron four- 
cylinder air-cooled engine of 3}4-in. 
bore by 4j^-in. stroke, rated at 12 
h. p. at 1000 r. p. m. A feature of the 
engine is the large sized crank 
shaft which is of the three-bearing 
type and measures 2 in. in diameter 
at every bearing. The cooling fan 
is driven by an inclosed silent chain 
and every part af the engine is au
tomatically lubricated from the 
crankcase. Ignition is by a Splitdorf 
high tension magneto. A governor 
is built into the engine for speed 
control. The transmission case and 
lower part of the crankcase are in 
one casting, this tending to give more 
rigid construction and to reduce the 
machining cost.

The tractor has two forward speeds 
and one reverse. All gears and shafts 
are of chrome nickel steel, heat- 
treated and mounter on angular ball 
bearings. The final drive is through 
large ring gears riveted to the two 
driving wheels and inclosed in a 
dust proof case containing an oil 
bath. The large wheel bearings are 
of the flexible roller type. The rims 
on the drive wheels can be demount
ed after removing six nuts, and a 
variety of rims can be furnished to 
suit different working conditions. The 
tractor can also be fitted with rubber 
tires for road work.

A power take-off pulley is provided 
at the rear, so that by disengaging 
the clutch the engine can be operated 
without load when the belt is on, and 
the belt load thrcwn on bif engag
ing the clutch. It is stated that in 
belt work the governor closely regu
lates the engine speed, and a small 
hand lever is provided for increasing 
the tension on the governor springs 
to increase the speed range if neces
sary.

The tractor is equipped with a rid
ing attachment which is standard 
equipment, but caster wheels and 
handles can also be furnished, which 
convert it into a walking tractor. The 
machine steers by the rear wheels 
and will turn in an 8-ft. circle. The 
fuel tank is of welded steel and holds 
10 gallons. Is mounted at the rear 
end of the hood and can be dis
mounted after taking out four bolts.

The total width of the machine is 
32 inches, but when fitted with 5-in. 
rims for cultivating the tdtal width 
is only 26 inches. The height is 41 
inches and the weight of the machine 
complete ready to operate. 1500 lbs. 
Of this weight 1400 lb. rests on the 
front wheels when the machine is at 
rest, so that almost the whole wegiht 
is available for traction purposes.

The C. T. Wright Engine and 
Tractor Co. also builds a 12-in. plow 
which attaches to the rear of the 
tractor and can be raised and low
ered by a pedal. Provision is made 
for adjusting the depth of plowing.
A mowing machine attachment for ft

M ay 16, 1923

5-ft. cutter bar, and a line of cultivator 
tools and a spraying outfit are also 
made.

For Making Cigar Boxes.
Spanish cedar will be supplanted as 

raw material for cigar boxes by a 
Philippine wood known as kalantas, if 
residents of the islands who are inter
ested in the development of the lum
ber business there have their way. Ac
cording to a report of the Philippine 
Foresty Service that has been re
ceived by the Department of Com
merce, kalantas is practically identical 
with Spanish cedar from tropical 
America, and has the further advan
tage of being grown in a possession 
of the United States. Spanish cedar 
has heretofore been considered the 
finest wood obtained in the.world for 
cigar boxes, but kalantas is said to be 
so nearly like it in color, texture and 
odor that only an expert woodsman 
can tell them apart.

Other Philippine woods that enter 
commerce, according to the report in . 
question, are locust and a wood com
monly known as Philippine mahogany. 
About 10,000,000 board feet a year of 
the former are cut and about 80,000,- 
000 board feet of the latter. The ex
portable surplus of locust timber will 
never be large, the report says, be
cause of the local demand for it for 
both construction and cabinet uses. 
Twelve million feet of the mahogany 
was exported in 1920 and nearly 10- 
000,000 feet in 1921, and it is believed 
that a really good export business in 
it can be worked up.

Sturgis—The Royal Easy Chair 
Corporation will add another story 
to its plant, making 11,000 square 
feet additional floor space.

The dealer who features the cheap 
goods is the one who is going to at
tract the cheap class of customers.

NOTICE OF BOND SALE.
N otice is hereby given th a t  bids will 

be redfeived by th e  d ra in  com m issionrr 
of O akland C ounty, M ichigan, un til 2 
p. m. E aste rn  s tan d a rd  tim e, on F riday , 
June  1, A. D. 1923, for th e  purchase of 
bonds o f th e  assessm en t d is tr ic t of 
W est End D rain in said County and in 
am o u n t not to  exceed the  following 
am oun t, viz: $203,000 (tw o hundred
thousand  do llars).

Said bonds to  be of th e  denom ination 
of one thousand  dollars ($1000) each as 
n ea r a s  m ay be payable in lawful m oney 
of th e  U nited S ta te s  of A m erica a t  a 
place to  be agreed  upon by the  purchaser. 
Said bonds m a tu ring  in from  tw o to  ten  
years  from  date  w ith  in te re s t sem i
annually . All bids m ust be accom panied 
by a certified check for th e  sum  of five 
hundred  dollars ($500) payable to  the  
o rder of th e  d ra in  com m issioner of 
O akland County to  insure perform ance 
in case bid is accepted. B idders m ust 
agree  to  fu rn ish  free  of charge  to  tH* 
said d rain  com m issioner th e  necessa~y 
b lank bonds and  also pay th e ir  own a t 
to rn ey ’s fee in the  supervision  of the  
necessary  proceedings.

The County D rain C om m issioner re 
serves th e  rig h t to  issue th e  bonds in 
in sta llm en ts  o r blocks, a s  th e  m oney Is 
needed, and th e  pu rchase r of th e  bonds 
ehatl pay th e  accrued in te re s t on the  
sam e from  th e  da te  of issue to  d a te  of 
r'elivery  of bonds.

All bids m ust s ta te  th e  ra te  of In te rest 
a t  w hich th e  p u rch ase r will tak e  the  
said bonds. W hich will m a tu re  in su b 
s tan tia lly  equal Insta llm en ts  In from  
tw o to  ten  years. The C ounty D rain 
Com m issioner reserves th e  rig h t to  re 
je c t any  o r all bids.

T he successfu l bidder will be required  
to  fu rn ish  sa tis fac to ry  su re ty  fo r c a r ry 
ing o u t of his bid.

A ny  fu r th e r  inform ation  can be ob
ta ined  from  th e  undersigned.

D ated a t  Pon tiac , M ichigan, th is  14th 
day of M ay, A. D. 1923.

C assius J . C raw ford,
C ounty  D rain Com m issioner, O akland 

P9Wnty? Pontiac , M ichigan.
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THE STRONGEST 
SAFE IN THE WORLD
Manufacturai 
Exclusively by

YORK SAFE  
AND LOCK CO.

Sale in Western Michigan controlled exclusively by

GRAND RAPIDS SAFE CO.
Tradesman Building 
GRAND RAPIDS



M cC ray  Q u a l i t y  is  E n d u r in g  Q u a lty
Every M cCray Refrigerator is built to  last. It’s record of 
service is unusually long. W hen you install a  M cCray you have 
definitely disposed of your refrigerator problem .

These are  the reasons for M cCray’s enduring quality:

— every b it of m aterial is carefully selected, of the highest 
grade, and  proved to  be  the  best possible kind for each 
particular purpose.

<— all lum ber is thoroughly seasoned, air d ried  and cured in 
our kilns, so tha t every p art fits perfectly, doors close 
tightly and  retain their shape perm anently— there is no 
w arping or sagging;

— the m ineral wool insulation is so placed tha t it does not 
sag and leave some parts of the  wall unprotected;

— every process of m anufacture, every detail of construction 
dow n to the la s t hinge and  door fastener, is given the care 
and devotion which M cCray standards of quality dem and.

Remetmber it has always been our steadfast purpose to  build 
the best possible refrigerator. Your grpcer friend who uses a 
M cCray will tell you we have succeeded.

You can buy a McCray with the profit that it saves you.
Ask about our easy paym ent plan.
Send the coupon now for further inform ation. W e’ll gladly 
suggest specific equipm ent to  m eet your needs, w ithout 
obligation.

McCRAY REFRIGERATOR COMPANY
2344 Lake Street, Kendallville, Indiana 

Detroit Salesroom, 36 East Elizabeth St.-

McCray No, 785 McCray No. 185 McCray No. 405 McCray No. 676


